
What Are Major Challenges in 
Federal Contracting? 
 

 

Have you wondered why so many businesses struggle to win government contracts 

even though billions of dollars are awarded every year? Federal contracting comes 

with unique hurdles that can derail even experienced companies. This is where defense 

contracting consultants play a key role, helping businesses understand the system and 

prepare strategies that lead to success. The Federal Contracting Center, a trusted SAM 

government contracting consultant, guides companies through these challenges so they 

can compete with confidence. 

  

One of the biggest hurdles is competition. Thousands of businesses go after the same 

contracts. Large corporations often have entire teams dedicated to proposals, giving 

them an advantage. Smaller businesses may only have a few employees trying to 

handle everything, which makes the process overwhelming. Some give up before they 

even submit their first bid. 

  

Compliance is another major challenge. Federal rules and regulations change often, 

sometimes with very little notice. Businesses must keep up with dozens of 

requirements, and missing just one detail can disqualify a proposal. The amount of 

paperwork alone discourages many companies. 

  

The registration process also creates roadblocks. Getting set up in the System for 

Award Management (SAM) requires careful attention to detail. A single mistake can 

delay approval for months. Many companies attempt to register on their own and end 

up frustrated when errors hold them back from bidding on contracts. 

  

Cash flow is a common problem for contractors. Payments from the government can 

take anywhere from 30 to 90 days. While large corporations can afford to wait, small 

businesses often cannot. They need working capital to cover labor, materials, and 

overhead costs. Without proper planning, the delay in payment can sink a project. 

  

Proposal writing is another barrier. Federal proposals must follow strict formats and 

technical requirements. Evaluation criteria can shift from one contract to the next. 

Many businesses lack skilled writers who understand how to prepare strong proposals, 

and weak submissions are quickly rejected. 
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Relationships also play a key role in success. Government buyers prefer to work with 

contractors they know and trust. New businesses face the challenge of building 

credibility without having past performance to show. This creates a cycle where it is 

difficult to win a contract without already having one. 

  

Technology adds yet another layer. Cybersecurity standards become stricter each year, 

and requirements around cloud computing and data protection continue to evolve. 

Small businesses without dedicated IT resources often struggle to keep up. 

  

While these challenges seem daunting, they can be managed with the right help. 

Professional consultants know the system inside and out. They help businesses avoid 

costly mistakes and move faster toward winning contracts. 

  

The Federal Contracting Center specializes in overcoming these barriers. Their experts 

handle SAM registrations correctly, guide businesses through compliance, and provide 

strategies that help smaller companies compete with larger ones. Contact them today to 

learn how they can help you succeed in federal contracting. 

 


