
WELCOME TO 

with Kylene Peters
Government Contracting Assistance Specialist

The webinar will begin momentarily

Preparing for the 

Regional Contracting Forum:
Business Intelligence & 

Marketing



Before we get started…

If you have a 

question, type it 

in the chat box



PREPARING

for the

Washington PTAC Created by:



What’s a PTAC?



Why use a PTAC? 
The Procurement Technical Assistance Center

assists Washington State businesses to  FIND, BID, & WIN federal, state, and 

local governments.  

 Finding opportunities to bid

 Interpreting solicitations and regulations

 Certifications & registrations

 Marketing to government buyers

 …and much more

We provide these services through:

 Workshops

 One-on-one Counseling Sessions

 Prime/Agency Matchmaking events

 Optional Bid Match service (fee-for service)



Today’s Objectives

• About the Regional Contracting Forum

• Who you will meet

• Prepare your marketing materials

• Going to the event and afterwards



 About the Event

Title of the Event:  Regional Contracting Forum 

When: October 9, 2018

Where: McCaw Hall - Seattle Center,

321 Mercer St, Seattle

It is recommended that you register: type in 

Eventbrite Regional Contracting Forum in your 

internet search bar



Who will you meet?



Trade Show Participants (as of 9/25/18) 



Create a target list of who you want to meet with

Getting Prepared

Create a strong Capability Statement & business cards

Matchmaking sessions: Register if you have been notified 

by the City of Seattle.  (http://www.seattle.gov/city-

purchasing-and-contracting/rcf#matchmaking) 

Bring enough company representatives for your goals

http://www.seattle.gov/city-purchasing-and-contracting/rcf#matchmaking


 You should also expect to meet

Small business liaisons

Contracting officers

Project Managers

Other small business owners

Resource partners



Identifying Target Customers

Visit the websites of your target agencies and primes 



Market Research 

• Which agencies/offices buy what you sell?

• Who are they buying from now?

• How do they buy? Contracting vehicles used?

• When do they buy?

• Who are your competitors? How do you 

compare?

• Why will customers buy from you?



 Preparing Your Marketing 

Materials



Capability Statement

• Contact Info

• Pertinent Business Identifier

• City Business License, WA state UBI, 

• Federal IRS EIN, DUNS #, CAGE and NAICS Codes and/or 

Commodity Codes

• Geographical Coverage 

• Areas of Expertise/Core Competencies 

• Any current acquisition vehicles (Blanket contracts, GSA Schedule, 

Government P Card) , Bonding

• Past Performance or Customers

• Small Business Certifications (socioeconomic status)

• WMBE or small business and certification number

• County/Local certifications

• 8a, HUBZone, DBE, WOSB, Veteran Business





30 second speech

• Your name

• Your company name

• What are your Areas of Expertise/              

Core Competencies BRIEFLY!!

• What you want them to do next (answer a 

question, pass on your information, etc)



Get your capability statement reviewed and create 

an effective intro speech 

 Your Checklist

Make sure all your online profiles (city, county & 

federal sites, your website) are consistent and up-to-

date

 Prepare by reading the agenda

• What agencies & prime contractors will be there?

• Learn about upcoming projects you want to bid on 



 After the event follow-up



Q & A



Questions – please post

If you have a 

question, type it 

in the chat box



THANK YOU & 

Make it your great 



Questions, Comments 

& Discussion

Contact Your Local 

WA PTAC Counselor:



Washington PTAC @ City of Seattle

Kylene Peters
Seattle@WashingtonPTAC.org

206-684-8594

Washington firms:

www.washingtonptac.org

Native/Tribally Owned:

http://ptac.ncaied.org/

Outside WA State? 

Association for PTACs:  

http://aptac-us.org

mailto:Seattle@washingtonptac.org
http://www.washingtonptac.org/
http://ptac.ncaied.org/
http://aptac-us.org/

