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Forward 

Fun Facts
82% of government decision-
makers rate search engine results 
and contractor websites as their 
top-rated sources for research.

of federal workers use their mobile 
devices in the workplace on a 
regular basis. 

of federal decision-makers will 
download and share online content 
with colleagues and supervisors. 

of all government decision-makers 
(federal and state/local) rated search 
engines as highly effective channels 
for research.

82%

73%

75%

70%

Year over year websites and SEO continue to be the #1 most important 
resource in various stages of the government buyer decision-making process.

Market Connections Research
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Introduction
This guide is for government contractors looking for new opportunities 
in the federal government. It is especially applicable for established 
contractors who are: 

• Moving from subcontractor to prime contractor

• Have set-aside status: Small Business, Service-Disabled Veteran-Owned Small Business 
(SDVOSB), Women-Owned Small Business (WOSB), HUBZone, etc.

• Have 8(a) status, or graduating from the 8(a) program

• Introducing new products or services

• Expanding into other agencies

• In FY 2021, the federal government awarded 
a total of $650.7B to 116,446 companies. 

• $148.9B or 23.4% of the total contracts were 
awarded as Small Business Contracts to 
83,255 companies.

What Portion of $665 Billion  
Would Make Your B2G  
Company a Success?
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Buyer’s vs. Seller’s Journey

At a high level, there are 5 
stages in the government 
buyer’s journey. To win, 
you have to beat the 
competition at every 
stage.

For each stage of the 
buyer’s journey, there 
is a corresponding 
seller’s journey for the 
government contractor.

Stage four—sending the proposal or RFP—typically has a defined process and is where most 
companies focus their attention, but many companies never make it that far. 

Here are the reasons why and how to fix it.

2
Provide 
Useful 

Information

1
Get Found & 

Make an 
Impact
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Capture Plan
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Research 
Options1
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Solutions
2

Shortlist
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Bids4

Decision5
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Get Found and Make an Impact
Well-established government 
contractors may have relationships 
within the agencies they serve—
which helps them identify the next 
opportunity. But what about winning 
business in other agencies? And how 
about the newer contractors—how do 
they get found?

Did you know that 82% of federal 
decision-makers rated search engine 
results and corporate websites as their 
top-rated sources for research?

If research is online, we can 
deduce two things...

This research is happening before your business development team is aware of 
the opportunity (increasingly common).

The companies that are found, and make an impact, are more likely to make the 
shortlist.

82% of Federal decision-makers rated search engine 
results and corporate websites as their top-rated sources 
for research. Market Connections Content Marketing Review
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Problem How to Fix it

1. Products or services are missing 
or not clearly defined.

If your products are not well defined 
and featured on your website, you can 
easily be overlooked. This is especially 
challenging for solutions providers who 
can solve multiple problems.

For products and services that can be 
defined, add a webpage for each one and 
establish logical navigation to each page.

For IT “solutions”, provide use cases. 
Include the problem solved, and the 
benefits of your solution.

2. Website is not optimized for 
search engines.

Websites can be designed and developed 
to be understood by search engines and 
favorably ranked. 

Design your website with search engine 
performance criteria in mind. Speed, easy 
navigation, and mobile-friendly are just 
three of over 250 criteria to consider.

Learn More 

3. Website has the wrong keywords.

If your website does not contain the 
words or phrases commonly used by the 
researchers, they will never find you!

Keyword research is a fundamental part of 
getting found. Research tools can identify 
the words and phrases used in searches, 
how often, and the level of competition. 
It is important to use the same keywords 
your buyer is actually using, not the ones 
you think they are using. 

Learn More 

Problems / Solutions: Get Found and Make an Impact

https://www.ocean5strategies.com/seo-marketing/
https://www.ocean5strategies.com/seo-marketing/
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4. Poor messaging. 

Messaging is your ability to explain that 
your company has the ideal solution to 
your clients’ problems.

Messaging can easily become generic, a 
cliché, or full of jargon. If website visitors 
can’t understand what you do in under 5 
seconds, they will move on.

Learn More 

5. Slow website.

Waiting for a website to load is painful—
and makes a poor first impression. Most 
visitors will bounce. Search engines, like 
Google, use speed as a metric to rank 
websites.

Test the speed of your website and make 
the necessary adjustments. Consider 
Google’s Core Web Vitals (CWV) as a 
benchmark.

Learn More 

6. Hard to navigate website.

Poor navigation creates a poor visitor 
experience. Do not bury important 
information. It may also prevent search 
engines from efficiently crawling your 
website. 

Make navigation simple and logical. Place 
the most important information one click 
away. Products and service pages are 
important. 

Learn More 

7. Website is not mobile-friendly.

While government personnel are typically 
using desktop computers, the use of 
mobile devices is rising. Search engines 
may look at your mobile website first to 
determine your ranking.

Build a responsive website that will 
automatically reconfigure its layout based 
on the device used—desktop, laptop, 
tablet, or phone.

Learn More 

Problems / Solutions: Get Found and Make an Impact

https://www.ocean5strategies.com/marketing-message-strategy-workshop
https://www.ocean5strategies.com/websites/
https://www.ocean5strategies.com/websites/
https://www.ocean5strategies.com/websites/
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Provide Useful Information
During the research phase, the decision on what products, services, or solutions may not be 
fully developed. Hence the Request For Information (RFI) stage in some bids.

Problem How to Fix it

8. Products and services are not clear.

In the early stages, the researcher may 
not have intimate knowledge of your 
products, what they do, or how they work.

Clearly articulate your products and 
services in terms a layperson would 
understand. Also include more technical 
terms for those who are knowledgeable.

9. PSC, NAICs, SIC, SIN

The classifications can be part of a search.

Include these details on your website.

10. Contact information missing.

Unlike commercial clients, the 
government wants to know who to 
contact. Someone who understands how 
to deal with the government procurement 
process and will not waste their time.

Include a contact name, but protect any 
email addresses from spam attacks.

11. Past performance and credibility.

Government decision-makers need to 
manage risk and want to be sure that you 
can do the job.

Add capabilities statement, contract 
vehicles, testimonials, citations, and case 
studies.

Learn More 

https://www.ocean5strategies.com/marketing-for-governement-contractors/
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Download Free Guide: Website Checklist for 
Government Contractors
Does your website have what government buyers are looking 
for? Here’s a checklist of “must-haves”.

Get Free Checklist 

Get Shortlisted

At this point in the process. you know which opportunity you are targeting and probably 
have a capture plan. Included in the plan is the information you want the decision-makers to 
know about your company—in addition to the information they are requesting. 

Problem How to Fix it

12. Differentiating your company for 
specific opportunities.

Convey messaging and supporting 
information to the decision-makers.

Build a webpage for specific 
opportunities. Include solutions for their 
problem. Show why you are better than 
the competition and include all the useful 
information they need.

Control the narrative and provide 
influencers with the information they 
need for their boss.

55% of Government Contractors with lower win rates have difficulty 
differentiating themselves beyond price. Market Connections Government Contractor Survey

https://www.ocean5strategies.com/website-checklist-for-government-contractors-free-checklist/ 
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Conclusions
 

Need Some Help?
Get a Complimentary 7-Point Website Evaluation 

Your evaluation will include: mobile-friendliness, speed, initial impact, navigation/ 
visitor journey, targeted content, visitor conversion potential, and sitemap. 

Request your assessment at: www.Ocean5Strategies.com/websites

A website is an asset for government contractors looking to win 
more business. 

Companies can miss out on set-aside opportunities simply 
because they cannot be found. And, in addition, if the researcher 
cannot find two viable small-business vendors, those set-aside 
dollars will be withdrawn and the requirement, if still valid, shall 
be resolicited on an unrestricted basis (The Rule of Two).

https://www.ocean5strategies.com/websites-2/
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More Information
You might also be interested in these valuable articles and resources:

Questions? 
Please reach out to Kris Brinker 
P: 703.988.9896 
E: kbrinker@Ocean5Strategies.com

Free Webinar:  
Myth Busting  
Federal Marketing 

Free Guide:  
How to Choose a Website 
Company

Article:  
4 Contract Winning Tactics 
for Website Design?

Article:  
Six Ways To Increase Your 
Federal Government 
Contract Win Rate

Free Guide:  
Simple Guide to SEO  
for Business

Ocean 5 is a Growth Agency  
We look across your entire sales and marketing pipeline to align your marketing investments with your 

business objectives. 

We are Subject Matter Experts  
In strategy, project management, and digital marketing execution.

We Make the Complex Seem Simple  
Because clarity accelerates growth. We use data to improve management and investment decisions—no 

fluff, no vanity metrics.

 

https://www.ocean5strategies.com/myth-busting-federal-marketing-free-webcast/
https://www.ocean5strategies.com/myth-busting-federal-marketing-free-webcast/
https://www.ocean5strategies.com/a-simple-guide-how-to-choose-a-website-company-free-guide/
https://www.ocean5strategies.com/a-simple-guide-how-to-choose-a-website-company-free-guide/
https://www.ocean5strategies.com/4-contract-winning-tactics-for-website-design/
https://www.ocean5strategies.com/4-contract-winning-tactics-for-website-design/
http://bit.ly/O5-sixways
http://bit.ly/O5-sixways
http://bit.ly/O5-sixways
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