
The Alpha in Diversity: Venture Capital's New Interest in 
GovCon 

Historically, Venture Capital (VC) ignored government contracting. It 
was too slow, too regulated, and not scalable enough ("linear 
growth"). However, a new thesis is emerging. The federal government 
is becoming the largest buyer of AI, cyber, and biotech. And they have 
a mandate to buy from women. The WOSB certification is becoming a 
signal of "privileged market access" that savvy VCs are starting to 
value. It represents a "moat" that protects the portfolio company from 
open competition while they scale their technology. 

For a female founder pitching to VCs, the WOSB certification is a 
traction metric. It shows you have access to set-aside revenue streams 
that your non-certified competitors do not. It de-risks the early 
revenue phase. Investors love "non-dilutive funding" (revenue that 
doesn't require giving up equity). Federal contracts are the ultimate 
non-dilutive funding, and the certification opens the tap. It tells the 
investor that the company has a protected sandbox in which to grow 
before facing the giants of Silicon Valley. 

The SBIR/STTR Pathway 

The Small Business Innovation Research (SBIR) program awards 
billions to startups. Agencies often use WOSB goals to guide these 
awards. 

A WOSB startup that wins a Phase I and Phase II SBIR has validated 
its tech and been paid to develop it. This makes them highly investable 
for Series A rounds. The VC knows the tech has been vetted by the 
DoD or NASA. The certification helped them get to the front of the 
line. It serves as a seal of approval from the most demanding customer 
in the world, which acts as a powerful signal to private investors. 

Dual-Use Technology 

VCs love "Dual-Use" tech—products that can be sold to both the 
military and the commercial market. A drone that inspects bridges 
(commercial) and inspects bases (military). 

The WOSB certification allows the startup to capture the military 
market quickly via sole-source or set-aside, providing the cash flow to 
fund the commercial expansion. It acts as a subsidy for commercial 
growth. Founders should pitch this strategy explicitly: "We use WOSB 
contracts to fund our commercial customer acquisition." This 
narrative turns the government work from a distraction into a 
strategic engine for the scalable commercial business. 

The "Woman-Led" Fund Rise 

https://www.federalcontractingcenter.com/edwosb-certification/


There is a surge in VC funds dedicated to female founders. These 
funds need deal flow that fits their mandate but also promises high 
returns. 

A WOSB GovCon company fits their mandate perfectly. It is woman-
led, high-revenue, and mission-critical. Connecting with these gender-
lens investors is easier when you have the federal stamp of approval. It 
proves you are a serious player in a hard market. The certification 
provides objective validation of the "woman-owned" status, 
simplifying the investor's due diligence. 

Exit Strategy to Primes 

VCs need an exit. They want to sell your company in 5-7 years. Large 
Defense Primes are hungry to acquire tech startups, especially diverse 
ones. 

Buying a WOSB tech firm helps the Prime innovate and meet their 
diversity supply chain goals. It makes the startup a more attractive 
acquisition target. The certification adds a premium to the exit 
multiple. It tells the buyer that they are acquiring not just technology, 
but also a vehicle that helps them comply with federal regulations. 
This strategic value drives up the price. 

Conclusion 

The WOSB certification is more than a compliance document; it is an 
asset class. For female founders raising capital, it is a powerful part of 
the equity story, signalling stability, access, and scalability in the 
world's largest market. 

Call to Action 

Leverage your WOSB status to attract investment and scale your 
venture. 

Visit: https://www.federalcontractingcenter.com/edwosb-
certification/ 

 


