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Government contracts and grants offer a
powerful—and often overlooked—path to
small business growth. They can stabilize
revenue, open new markets, and position
your company as a credible, trusted provider.

In 2025, however, the landscape has shifted.
Federal spending cuts, fewer awards, and
increased competition have made the
process more selective. Yet opportunities
still exist—especially for small businesses
that can deliver value, demonstrate impact,
and navigate the system strategically.

This guide is here to help. Whether you’re
just getting started or refining your
approach, you’ll find clear guidance on how
to:

Identify the right opportunities
Build strong, compliant proposals
Stand out from competitors
Learn from every bid—win or lose
Scale through government partnerships

The goal isn’t to chase every RFP/Grant—it’s
to win the right ones, and build a repeatable
system for growth.

Let’s get started.

INTRODUCTION



When government agencies have a need, they typically turn
to one of two methods to fund a solution: RFPs (Requests
for Proposals) or grants. While they both involve funding,
the structure, goals, and expectations are very different—
and understanding the distinction is critical for choosing
the right path.

What ’s  the  Difference?

RFPs are procurement tools used when a government entity
wants to purchase a product or service. You’re hired as a
vendor to deliver a defined outcome, and the relationship is
transactional. If you win, you get paid to perform.

Competitive process (you’re bidding against others)
Contract awarded to the most responsive, responsible
vendor
Payment in exchange for deliverables
Governed by strict compliance rules and performance
standards

Grants, on the other hand, are financial awards given to
support projects or initiatives that align with a public goal—
like education, public health, or workforce development.
You’re not selling a product; you’re proposing a solution
that meets a broader mission.

Competitive, but more narrative-driven
Funds awarded to carry out a proposed program or
intervention
Requires reporting on outcomes, not invoicing for
services
Often open to nonprofits and small businesses,
depending on the program

UNDERSTANDING
THE  OPPORTUNITY

03



Types  of  RFPs  You  Might  Encounter

1. Service-Based RFPs
 For professional services such as:

Consulting, marketing, training, or outreach
IT services or cybersecurity
HR and DEI strategy development
Janitorial, security, or administrative support

2. Product or Equipment RFPs
 For supplying physical goods:

Office furniture, tech hardware, or school supplies
Medical or lab equipment
Uniforms, signage, or tools

3. Construction & Facilities RFPs
 For licensed contractors and skilled trades:

General contracting and site work
HVAC, plumbing, or electrical upgrades
Facility maintenance or improvements

4. Technology & Innovation RFPs
 For advanced or niche services:

Custom software development or SaaS licensing
Data dashboards and digital transformation
AI tools, predictive analytics, or automation

5. Master or IDIQ Contracts
 “Indefinite Delivery, Indefinite Quantity” RFPs:

You get pre-approved as a vendor
Task orders are issued as needs arise
Great for long-term relationships with agencies
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Types  of  Grants  You  Might  Apply  For

1. Program Grants
 Support for public-serving programs—often in:

Education and youth services
Workforce development and job training
Health equity and mental health services
Community development and housing

2. Innovation or Research Grants
 Funding for pilots, R&D, or new ideas:

Technology or life sciences startups
Environmental innovation
Public-private partnerships

3. Capacity-Building Grants
 To strengthen your organization’s ability to deliver impact:

Strategic planning, staff development, or systems
upgrades
Often given to emerging or growing nonprofits or social
enterprises

4. Pass-Through Grants
 Federal funds distributed by states or local governments:

Found in areas like early childhood education,
transportation, or clean energy
Application process may vary by region

5. Private/Foundation Grants
Though not government-funded, these can complement
public dollars:

Many businesses use foundation support to pilot
programs that later attract federal funding
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Before you submit a single proposal, make sure you have
the basics in place:

Registrations:
Sam.gov (for federal contracts)
State & local portals (each city/state has their own
vendor registration process)
DUNS/UEI Number (required for federal opportunities)

Certifications that help:
8(a) Business Development Program
Woman-Owned Small Business (WOSB). You can certify
through the Small Business Administration (SBA) or one
of the following third parties:

El Paso Hispanic Chamber of Commerce
National Women Business Owners Corporation
U.S. Women’s Chamber of Commerce
Women’s Business Enterprise National Council

HUBZone (historically underutilized business zones)
Minority Business Enterprise (MBE) – SBA or NMSDC
(National Minority Supplier Development Council)
Veteran-Owned Small Business (VOSB/SDVOSB)
Disadvantaged Business Enterprise (DBE)

Must-have documents for certifications:
Preview the SBA application questions here

Sam.gov registration
Ownership and Control Documents
Citizenship Documents
Tax Returns
Business Development (recent contracts, resumes, etc.)
HUBZone Supplemental (leases, utilities, insurance, etc.)
Entity Specific Documents (Business Charter, Articles of
Incorporation, Financial Statements, etc.)

GETTING READY TO
COMPETE
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https://sam.gov/
https://www.dnb.com/en-us/smb/duns/get-a-duns.html
https://sam.gov/entity-registration
https://www.sba.gov/federal-contracting/contracting-assistance-programs/8a-business-development-program
https://www.sba.gov/federal-contracting/contracting-assistance-programs/women-owned-small-business-federal-contract-program#id-program-eligibility-requirements
http://www.ephcc.org/
http://www.nwboc.org/
https://www.uswcc.org/certification/
http://www.wbenc.org/
https://www.sba.gov/federal-contracting/contracting-assistance-programs/hubzone-program
https://www.sba.gov/federal-contracting/contracting-assistance-programs/hubzone-program
https://www.sba.gov/business-guide/grow-your-business/minority-owned-businesses#sba-contracting-certifications-and-business-development-programs
https://nmsdc.org/certifications/get-started/
https://nmsdc.org/certifications/get-started/
https://www.sba.gov/federal-contracting/contracting-assistance-programs/veteran-contracting-assistance-programs#id-service-disabled-veteran-owned-small-business-program
https://www.sba.gov/federal-contracting/contracting-assistance-programs/small-disadvantaged-business
https://sbaone.atlassian.net/wiki/pages/viewpageattachments.action?pageId=3292463118&preview=%2F3292463118%2F3608576010%2FUCP+External_Experience_Application+Preview+2025.pdf
https://sam.gov/
https://sbaone.atlassian.net/wiki/spaces/UCPUKB/pages/3451322369/Part+1+All+Applicants+Ownership+and+Control+Documents
https://sbaone.atlassian.net/wiki/spaces/UCPUKB/pages/3451322369/Part+1+All+Applicants+Ownership+and+Control+Documents
https://sbaone.atlassian.net/wiki/spaces/UCPUKB/pages/3451322369/Part+1+All+Applicants+Ownership+and+Control+Documents
https://sbaone.atlassian.net/wiki/spaces/UCPUKB/pages/3450437661/Part+2+Program-Specific+Documents
https://sbaone.atlassian.net/wiki/spaces/UCPUKB/pages/3450437661/Part+2+Program-Specific+Documents
https://sbaone.atlassian.net/wiki/spaces/UCPUKB/pages/3450437661/Part+2+Program-Specific+Documents
https://sbaone.atlassian.net/wiki/spaces/UCPUKB/pages/3450437661/Part+2+Program-Specific+Documents
https://sbaone.atlassian.net/wiki/spaces/UCPUKB/pages/3706585089/Part+3+Entity-Owned+Specific+Documents


Why Business Development Matters
Successful proposal writing starts long before the RFP
drops. Business development (BD) is the proactive work of
identifying future opportunities, building relationships with
agency stakeholders, and positioning your company as a
credible, visible contender.

Here’s why BD should be part of your growth strategy:

Build pipeline visibility. Many opportunities are
forecasted or pre-solicited months in advance.
Monitoring agency forecasts and outreach events helps
you plan ahead and bid smarter.
Develop agency relationships. Introduce yourself to
procurement officers, attend pre-bid meetings, and ask
smart questions. Agencies can be more likely to award
contracts to vendors they recognize and trust.
Influence the scope. Early engagement—especially at the
local and state level—can position you to help shape
RFP language or priorities before it's finalized.
Avoid reactive bidding. Waiting until the RFP is posted
often leads to rushed proposals. BD allows you to
prepare tailored, strategic bids with higher win
potential.

💡 Tip: Think of BD as planting seeds. Some will grow into
proposals—and some will become multi-year relationships.

BEFORE THE
PROPOSAL
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One of the most important (and overlooked) steps in the
RFP process is knowing when not to bid. Evaluating the fit
of an opportunity can save your team hours of wasted effort
and help you focus on proposals you’re more likely to win.

Where to look
There are many sources for finding opportunities, but some
can be quite expensive. Do your research and take
advantage of trials, as some of the less expensive options
don’t always aggregate the right opportunities. Some
proposal management companies, such as DMG Consulting,
can provide search in addition to proposal writing.

RFPs:
Federal: SAM.gov
State & Local: State procurement portals, city RFP sites
(these are free if you register individually but flood your
inbox with emails of unrelated solicitations
Bid Aggregators: These sites offer various subscription
levels (some pricier than others)

BidPrime
Govspend
GovWin
Haven
Sweetspot
BidNet Direct
Tender Impulse (Global)
RFP School Watch (K-12)

FINDING THE RIGHT
OPPORTUNITIES
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https://sam.gov/
https://www.bidprime.com/
https://www.bidprime.com/
https://govspend.com/
https://govspend.com/
https://iq.govwin.com/neo/home
https://iq.govwin.com/neo/home
https://v1.havenproject.io/
https://www.sweetspot.so/
https://www.bidnetdirect.com/
https://tenderimpulse.com/
https://rfpschoolwatch.com/


Grants:
These are all resources for small business grants (does not
include nonprofit resources)

Federal: Grants.gov, Small Business Innovation Research
(SBIR) and Small Business Technology Transfer (STTR)
GrantWatch 
California Grants Portal
New York State Grants
Massachusetts Grants
New Jersey Grants
Galaxy of Stars (private grant database)

How to evaluate fit  (go/no-go)
Use these filters as a starting point to assess whether the
proposal deserves your time:

1. Eligibility & Compliance
Do you meet all minimum qualifications (licenses,
certifications, past performance)?
Are there any mandatory pre-bid meetings or
registrations you’ve missed?

If you’re not eligible, don’t bid—even a perfect proposal will be
rejected.

2. Capacity & Capability
Can your business deliver everything required, within
the timeline?
Do you have enough staffing, experience, and resources
to execute the work confidently?
If the contract is large, do you have the financial and
operational stability to scale?

Don’t stretch your team too thin. A single late delivery can hurt
future opportunities.
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https://www.grants.gov/
https://www.sbir.gov/topics
https://www.sbir.gov/topics
https://www.sbir.gov/topics
https://www.sbir.gov/topics
https://www.grantwatch.com/grant-search.php
https://www.grants.ca.gov/
https://esupplier.sfs.ny.gov/psp/fscm/SUPPLIER/ERP/c/NY_SUPPUB_FL.AUC_RESP_INQ_AUC.GBL
https://www.mass.gov/info-details/current-grant-opportunities
https://www.mass.gov/info-details/current-grant-opportunities
https://www.nj.gov/nj/gov/njgov/grants.html
https://galaxyofstars.org/grant-finder/


3. Past Performance Alignment
Have you done similar work before, or do you have
relevant, transferable experience?
Can you provide compelling case studies or references
that speak to this scope?
If not, can you partner or subcontract with someone who
has the experience?

If this would be your first contract of this type, proceed
cautiously—partnering might be smarter.

4. Strategic Value
Does this opportunity align with your core services or
strategic goals?
Is this a one-time project or the start of a long-term
relationship?
Will winning give you valuable past performance or open
doors to new markets?

Sometimes a small contract has outsized value—if it helps you
enter a new agency or sector.

5. Proposal ROI
Do you have enough time to prepare a high-quality,
compliant proposal?
Is the contract value worth the effort it will take to win?
What’s the competition likely to be (incumbents, big firms,
local players)?

Proposal writing is time-consuming—if the payoff is low, it
might not be worth the pursuit. 

💡Tip: Create a go/no-go process that will help you identify
the right opportunities. Rember it’s quality not quantity.
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Every RFP is different, but most share a common structure.
Learn to recognize and respond to these core components:

Some Key sections:
Scope of Work (SOW) – don’t just regurgitate the RFP,
but explain your unique process
Overview of Company – go beyond just a “”fluffy”
version of what you do; describe your mission and vision
and use data wherever possible 
Previous Work (case studies) – show impact you’ve
created for others through data and storytelling,
especially other public sector entities
Project Team – identify who will be delivering the
services and their unique qualifications
Pricing – do a competitive analysis to ensure your
pricing delivers value

Winning formula:
Be Compliant: Follow every instruction exactly. No
exceptions.
Be Compelling: Use clear language to show how your
solution is effective, efficient, and uniquely positioned
to succeed.

💡Tip: Don’t just talk about your business—respond directly
to what the agency asked for. Make it all about them. 

RFP RESPONSE
PROCESS (SIMPLIFIED)
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Grants can be a powerful tool for small businesses—
especially those operating at the intersection of innovation
and impact. Unlike RFPs, which are transactional (you’re
hired to do a job), grants are relational and mission-driven.
You're being entrusted with public funds to create
meaningful, measurable outcomes for a specific population
or issue.

Whether you're applying to a federal program, a state
initiative, or a private foundation, the core structure of a
grant application remains relatively consistent.

Key  elements  of  a  strong  grant  application:
Problem Statement (why this issue matters)

Clearly define the issue your work addresses. Use
local or national data to demonstrate the scope,
urgency, and significance of the problem.
Example: “In our city, 1 in 4 youth lack access to
afterschool STEM programs, limiting college and
workforce readiness.”

Goals & Objectives (what you plan to achieve)
Outline what you aim to achieve and how you’ll
measure success. Goals are broad; objectives are
specific and measurable.
Example: “Increase digital literacy among 200 low-
income adults by 40% within 12 months.”

Methodology (how you’ll do it)
Explain how you'll implement the project. Detail your
approach, timeline, staffing, and partnerships. Show
that you’ve thought through the logistics and have
the systems to deliver.
Tip: Use charts or logic models when allowed to
visualize your plan.

GRANT  APPLICATION
PROCESS
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Budget & Justification
Present a clear, reasonable, and detailed budget.
Every line item should support your methodology and
reflect real costs. Include narrative explanations for
key expenses.

Organizational Capacity
Show that you have the expertise, infrastructure, and
leadership to manage the grant responsibly. Include
bios of key staff, examples of past success, and
systems for financial oversight.

Storytell ing with Data:  A Winning Combo
Grants aren’t won with stats alone—or passion alone. The
strongest applications combine emotional connection,
credibility, and proof of concept:

Use real stories to humanize your data
Use data to back up your passion
Tie everything back to public benefit, equity, and long-
term sustainability

💡 Tip: Funders want to invest in solutions, not just good
intentions. Show that your business has both vision and
execution power.

Navigating Grants in a Budget-Constrained Landscape 
With 2025’s federal cuts to scientific, educational, and
social program funding, the grants landscape is more
competitive than ever. That means:

State and local grants may offer more stability and
relevance
Foundations and corporate funders are increasingly
interested in public-private collaborations
Outcomes-driven proposals (with strong ROI and
measurable impact) rise to the top
Equity, innovation, and sustainability remain top funding
priorities
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Not every opportunity requires a consultant—but not every
opportunity should be handled solo either. Here’s how to
assess the right approach for your team.

When  to  DIY:
You’re pursuing smaller, simpler bids
You have time to learn the process

When  to  Hire  a  Professional:
You’re bidding on large, strategic, or time-sensitive
contracts
You don’t have the internal bandwidth or experience to
manage complex proposals
You want to increase your win rate, improve compliance,
and submit more polished proposals
You want to avoid the high overhead of hiring a full-
time internal proposal writer

What  to  Look  for  in  a  Proposal  Partner:
Proven experience with government procurement at the
federal, state, or local level
Strong writing and compliance skills, ideally backed by
professional certifications (like APMP)
Flexible engagement models that match your workload—
whether you need support on a single proposal or a full-
service retainer
Strategic insight that goes beyond compliance, helping
you refine messaging, highlight differentiators, and
improve competitiveness
Process maturity—a partner who can manage timelines,
content, collaboration, and quality control from kickoff
to submission

DO  IT  YOURSELF  VS .

HIRING  HELP
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Submitting your proposal is just the beginning.

After  submission:
Confirm receipt (especially if electronic portals are
involved)
Track decision timelines

If  you  are  selected  to  move  forward:
Often the next step is an interview. Use this time to
present a well crafted presentation that highlights your
proposal but is not a regurgitation
Practice makes perfect (or close to it), so rehearse your
presentation; hiring a consultant or coach (like DMG
Consulting) can help provide feedback and notes

If  you  lose:
Request a debrief (many agencies offer them)
File a FOIA request to see winning proposals (in some
cases)
Update your future proposals based on feedback

POST-SUBMISSION
STRATEGIES
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Here are additional resources and software that help
proposals shine 

Helpful  Platforms:
Canva (for designing cover pages and graphics)
Grammarly (for proofreading)
Adobe/Nitro Pro (for packaging final files with
attachments)

Courses:
Bid to Win – For small business owners who want to
learn how to write winning RFPs

ADDITIONAL
RESOURCES & TOOLS
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https://rfpcourses.dmgconsulting.co/bidtowin
https://rfpcourses.dmgconsulting.co/bidtowin


2025 has brought major changes to the government funding
landscape. Budget cuts are reshaping the playing field, but
they’re not eliminating it. To stay competitive, small
businesses must shift their strategies and sharpen their
focus.

What ’s  changed:
Many federal agencies have reduced their contracting
budgets
Major scientific and educational grant programs have
been scaled back
Agencies are favoring fixed-price contracts and looking
for leaner, more efficient proposals

What  you  can  do:
Focus on resilient agencies and programs. Areas like
defense, infrastructure, and public safety remain
relatively well-funded.
Shift to state, local, and education (SLED) markets.
These often have more stable budgets and fewer
political disruptions.
Stand out with value-for-money proposals. Price-
conscious bidding and clear ROI are critical.
Invest in preparation. With fewer opportunities,
readiness and compliance are non-negotiable.

Growth is still possible, even in a contracting market. The
key is bidding smarter, not just harder.

NAVIGATING  2025
BUDGET  CUTS
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You don’t need a huge team or a million-
dollar budget to compete for RFPs and
grants. You just need the right strategy,
tools, and support.

Ready to start bidding smarter?
Check out DMG Consulting’s proposal
services
Explore our self-paced training program

Let’s grow your business through
government funding—the right way.
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https://www.dmgconsulting.co/
https://rfpcourses.dmgconsulting.co/bidtowin

