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T he proposed 2021 budget 
for the United States 
Department of Defense 

(DoD) is $740.5 billion, the largest 
in the world. Gaining access 
and selling successfully to this 
market can be transformational 
to a business. Doing business 
in a foreign market is always 
going to be more challenging 
than your domestic market. 
Therefore, understanding the 
legal, commercial, and cultural 
aspects of doing business in 
the US is critical to executing a 
successful US market strategy. 
Here are three focus areas for any 
business looking for success. 

APPROACH TO
SELLING TO THE US
Chris Witts, Vice President of Sales at Mountain Horse Solutions, 
offers some useful intelligence on doing business with the US 
Federal Government.

Contract vehicles are everything! 
“Do you have any contracts 
in the United States?” This 
question was asked dozens 
of times by US government 
personnel during sales meetings 
when I worked for a United 
Kingdom (UK) defense company. 
What the government is really 
asking; “How can I easily 
contract for your product?”  
If you don’t have a good answer 
to this question then the sales 
meeting is over, and despite 

1  Have a Contracting 
Strategy in Place
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your best efforts, it is unlikely 
that the government will pursue 
a contracting mechanism to 
purchase your product (unless you 
are offering the blueprints to the 
Death Star!). 
Understanding contract vehicles 
and the available options are 
a ‘must-have’ knowledge.  
Contracting is the most important 
aspect of the sales cycle and 
it is essential that you have a 
contracting strategy in place. Do 
not rely on the US government to 
solve your contracting challenges. 
If you are meeting with the US 
government and you do not have 
a sound contracting strategy 
already formulated, then you are 
likely pushing on a closed-door – 
regardless of the interest shown to 
you by the DoD. 

Most companies do not realize 
the vast majority of products are 
not purchased through open 
competition from solicitations on 
websites like beta.sam.gov or the 
DIBBS platform. 
The US government purchases 
huge quantities of products 
from a (relatively) small group of 
US companies that have been 
awarded Indefinite Duration, 
Indefinite Quantity (IDIQ) 
contracts. These contracts are 
pre-approved agreements made 
with companies that have a strong 
track record of success and allow 
for simplified purchases of third-
party products (within the contract 
scope) via task orders. Knowing 
how IDIQs operate and knowing 
an appropriate IDIQ prime 
contractor is critical for your sales 
conversations. Other contracts 
to understand are OTAs, Direct 
Awards, Sole Source, and open 
competitions.  

2  Understand All of Your 
Contracting Options
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Knowing how  
IDIQs operate and knowing 
an appropriate IDIQ prime 
contractor is critical for 
your sales conversations.

Selectively partnering with a 
reputable US company that is 
already doing business with the 
US government can accelerate 
success, helping to navigate the 
myriad of laws and regulations. To 
gain a greater edge, find a ‘set-
aside’ business. These businesses 
take advantage of US laws that 
allow companies who meet certain 
socio-economic categories to be 
afforded competitive advantages 
during procurement competitions. 
These include companies owned by 
veterans, disabled personnel, and 
minorities, among others. It is often 
possible to get acquisition strategies 
changed and for acquisitions to 
be ‘set-aside’ for one or multiple 
categories, entirely removing 
competition from a business that 
doesn’t meet these categories. 

3 Find a US Business Partner 
that Knows the Rules 

If done well, selecting a partner 
will reduce risk and cost exposure, 
provide access to contract vehicles, 
generate a near-instant foothold 
in the US market, and offer market 
insight and intelligence. If done 
poorly, you will likely spend money 
to get access to someone’s network 
for ‘introductions’ - and nothing else.  
Finally, the US government values 
its defense industrial base and those 
of its allies, and it understands 
the strength of its warfighting 
capability is largely due to the first-
class products and services from 
industry. If you have an offering that 
is reasonably priced and provides 
a capability enhancement to the 
government – it will sell. How quickly  
depends on your understanding of 
the topics above.  
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