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PROCUREMENTASSISTANCE 





Guidance with Central Contractor Registration (� HYPERLINK "http://www.ccr.gov/" \t "_blank" �www.ccr.gov�)





CONTRACTING ASSISTANCE


   


Contracting Fundamentals 


Bid Match Program – Finding bid opportunities 


Proposal Preparation Assistance 


Marketing Assistance 


Identifying your government customer


Point of Contact 


GSA Proposals


Proposals and Bid Preparation


Pre-and Post-Award Contract Compliance


Identification of Subcontracting Opportunities


Federal and State Procurement Regulations


SBIR/STTR Proposal Assistance 





CERTIFICATION ASSISTANCE GUIDANCE





Disadvantaged Business Certifications: 


8(a) Or Small


Disadvantaged Business 


Woman-Owned Business Certification


 Hub Zone Certification











PROCUREMENT TECHNICAL ASSISTANCE CENTERS (PTACs)





Are you interested in selling to the federal government? Have you taken the time to formulate a plan that clearly maps a way to accomplish this goal? Do you know what federal agencies will purchase what you have to sell?  These are a few critical questions small business owners and entrepreneurs should ask if they plan to bid on and win federal contracts.





If you are planning on selling to federal, state or municipal government agencies, having a plan that clearly maps out an approach or strategy to accomplish this is an important step to take.  The Procurement Technical Assistance Centers (PTACs), affiliates of the Department of Defense (DoD), are local resources that can assist you in developing an effective strategy for bidding on and winning government contracts.  PTACs have a two-fold mission 1) to assist businesses interested in selling to defense agencies, as well as 2) those interested in selling to non-defense agencies.





PTA Centers provide an array of business assistance programs to help small business owners obtain federal, state and local government contracts.  Specifically, PTACs provide programs which include:





Training seminars


One-on-One Counseling Sessions 


Electronic Bid Match Program 


Workshops and Seminars
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For More Information


SBA offices are located in all 50 states, the District of Columbia, Puerto Rico, the U.S. Virgin Islands and Guam. For the office nearest you, look under “U.S. Government” in your telephone directory, or call the SBA Answer Desk.


SBA Answer Desk:� 1-800 U ASK SBA


Fax: 202-205-7064


E-mail: answerdesk@sba.gov


TDD: 704-344-6640


Your rights to regulatory fairness:� 1-800-REG-FAIR


SBA Home Page: � HYPERLINK "http://www.sba.gov" ��www.sba.gov� 


All of the SBA’s programs and services are provided to the public on a nondiscriminatory basis.








BUSINESS PLANNING SERIES





All PTA Centers offer core programs and services in addition to specialized programs and services designed to meet the needs of their local business communities. PTA Centers are located in all 50 states, the District of Columbia and Puerto Rico.  If you are interested in developing a winning strategy for bidding on and securing government contracts, the resource to help is your local Procurement Technical Assistance Center.  To locate the PTA Center nearest you, visit their websites at: � HYPERLINK "http://www.dla.mil/db/procurem.htm" \t "_blank" �www.dla.mil/db/procurem.htm� or � HYPERLINK "http://www.aptac-us.org" ��www.aptac-us.org�.





SBA’s Surety Bond Guarantee Program Proudly Supports Veterans





The U.S. Small Business Administration is seeking to establish new alliances in order to increase awareness of its Surety Bond Guarantee Program and encourage greater participation.  Through the SBG Program, SBA guarantees bid, performance, and payment bonds for construction, service, and supply contracts up to $2 million on behalf of small businesses.  SBA has over $1.6 billion in guarantee authority to assist small businesses in obtaining bonding for contracting opportunities on public and private work.  As an incentive for sureties to provide this bonding, SBA assumes 70, 80, or 90 percent of the risk under an SBA-guaranteed bond.  





In addition to meeting the surety company’s bonding qualifications, you must qualify as a small business concern, as defined by SBA.  For Federal contracts, your company must meet the small business size standard for the North American Industry Classification (NAICS) Code that the Federal contracting officer specified for that procurement.  The small business size standards for heavy and civil construction are $31 million in average annual receipts (except dredging, which is $18 million, and land subdivision which is $6.5 million).  If the contract is for one of the specialty trades, the size standard is $13 million.  Size standards for providing services range as high as $32.5 million in annual receipts.





For all other prime contracts and subcontracts for construction or service (e.g., commercial, state and local) you qualify for surety bond assistance from SBA if your annual receipts do not exceed the $6.5 million standard.  





In every case, an individual contract cannot exceed $2 million and must require bonds.  





The SBA widened SBG eligibility for small business concerns performing construction or service contracts or subcontracts up to $2 million in the Presidentially declared disaster areas resulting from Hurricanes Katrina, Rita and Wilma in 2005.  For those contracts,





you are eligible for SBG assistance if you meet the small business size standard for the primary industry in which you, together with your affiliates, are engaged, or the $6.5 million size standard set forth in §121.301(d)(1), whichever is higher.  This applies regardless if whether it is a prime or  subcontract, or with whom you contract.  For more information about SBA’s size standards (except for construction) see SBA’s “What is a Small Business?” at � HYPERLINK "http://www.sba.gov/size/" ��http://www.sba.gov/size/�.





For more information about the Surety Bond Guarantee Program visit � HYPERLINK "http://www.sba.gov/osg/" ��www.sba.gov/osg/� or contact Pam Swilling, (202) 205-6546 or � HYPERLINK "mailto:pam.swilling@sba.gov" ��pam.swilling@sba.gov�.














Developing a Plan for Selling to the Government 





Planning is essential to starting, managing and growing successful small businesses.  You start by:


Determining what product or service to sell


Identifying your customer base


Determining if there is a market for your product or service – market research


Exploring the best way to reach this target market, i.e., developing an effective Marketing Entry Strategy (MES) and


Putting your plan into writing – Business Plan





Selling to the government requires the same type of strategy.  You must:


Determine if government agencies purchase what you sell


Identify which agencies purchase these products or services


Determine who your direct/indirect competitors are, i.e., current vendors selling to the government


Determine the unique selling aspects of your product or service, i.e., what would make federal buying agents purchase your product or service over your competitors, these may include:


Quality


Price


Quantity


Delivery or 


A combination of all 





Selling to the government should be treated as part of your overall business planning strategy, like your marketing, finance and management plans.  Many small business owners who plan on selling to the government don’t take the time to integrate procurement planning into their overall business planning strategy, and when they are ready to start this process, they have no idea where to start or what to do. 














Next, develop an effective pricing strategy


Then, identify marketing/advertising media that best markets your business: Traditional marketing media include:





Internet-based Marketing


Brochures


Business Cards


Capability Statement (s) (a must!)


Direct Mail and Email


Letter of Introduction followed by phone calls/meetings


Print Media (can be expensive)


Radio/television (very expensive





When this process is completed, you will need to identify the appropriate Federal points-of-contact.  This can be accomplished by:





Attending Business Matchmaking Events 


Attending Vendor or Bid Forums


Inclusion on vendor listings with target agencies


Contacting  GSA & Securing a GSA Schedule contract


Identifying federal agencies that have Government-wide Agency Contract (GWAC) authority:  Department of Commerce, General Services Administration, Department of Defense (DoD)/DISA (Defense Information Systems Agency), National Institutes of Health (NIH)


Attending federal government procurement fairs or other forms of outreach efforts conducted by federal agencies





Other methods for marketing your business that may prove to be very effective are contacting and establishing working relationships with federal employees who can advocate on your behalf.  These advocates include:





Procurement Center Representatives (PCR)


Commercial Marketing Representatives (CMR)


Office of Small Disadvantaged Business Utilization (OSDBU � HYPERLINK "http://www.osbdu.gov/" \t "_blank" �www.osbdu.gov�) and competition advocates to help market your products/services to procurement staff in each federal agency.  The advocates are generally located in the Agency Small Business Offices, or they may be the Agency Small Business Advocate or Specialist.





Having developed a sound strategy for marketing your small business, it is now time to move to the next phase -- identifying and understanding the various acquisition vehicles used for purchasing products & services These acquisition vehicles include:


Prime Contracts


Simplified Acquisitions


Government-Wide Agency Contracts (GWACs)








Credit/Purchase Cards ($2500 and below threshold)


Subcontracts





Selling to the government takes more than a mere understanding of the acquisition mechanisms if you want to be successful.  This process also entails determining which acquisition vehicle or combination of vehicles get the desired results…government contracts.  Examples of acquisitions you may want to consider are:


Simplified Acquisitions to include micro purchases


Prime Contracts (major acquisitions)


GWACs only 


Federal Supply Schedules - GSA/VA





However, you may need to bid on a combination of these mechanisms before deciding which best meets your business needs.  





The final step in the business planning process is to determine to whom to market your business.  Federal buying agents and vendors may include:





Contracting Officers/Contract Specialists


Credit Card Holders


OSDBU Representatives


Competition Advocates


Program Officials


Prime Contractors





Remember business planning is essential to startup and expansion efforts, and there are resources available to assist you.  For assistance with business planning, visit SBA’s and the Office of Veterans Business Development websites at � HYPERLINK "http://www.sba.gov" ��www.sba.gov� and � HYPERLINK "http://www.sba.gov/vets" ��www.sba.gov/vets�; for assistance with procurement planning, visit the Procurement Technical Assistance Centers’ website at � HYPERLINK "http://www.aptac-us.org" ��www.aptac-us.org�.





�





The Arizona District Office: A History of Helping Veterans by Robert Blaney District Director





The Arizona District Office, over the past several years, has developed a comprehensive and defined program to promote Agency services to the estimated 600,000 members of our active, reserve and retired veteran population.





We offer, through our award winning Veteran Service Officer Jim Pipper, programs entitled "Veteran's Business Resource Development."  These programs have been partially funded through programmatic money provided by Bill Elmore's Office of Veteran's Business Development.











National Dialogue on Entrepreneurship





strong performance resulted from improvement in IT physical infrastructure, a supportive market environment, and the willingness of business and government to deploy and use the latest technologies.  Strong support for start-ups, via a healthy venture capital sector, also boosted the US’s ranking.





The World Economic Forum’s Global Information Technology Report 2005-2006 is available for purchase.


To access the reports executive summary, rankings and other supporting materials visit � HYPERLINK "http://www2.weforum.org/maintenance/public.htm" ��http://www2.weforum.org/maintenance/public.htm�.





 Guide to International Business Costs





 If you’re looking for a low-cost location for a new business, you might want to think about Singapore.  That nation ranks number one in terms of low business costs in the latest edition of KPMG’s Competitive Alternative survey of the cost of doing business in various global locations.  Singapore far outstrips the competition, with costs that are on an average 22.3 percent cheaper than in the U.S.  The KPMG research analyzes business costs in a wide range of key industries, including aerospace, biotechnology, telecommunications, electronics and precision manufacturing.  Among G7 countries, Canada fares best (with 5.5 percent cost advantage over the US) and its cities rank as top North American cities in terms of low business costs.  Within the US, the top three low-cost sites are Dothan, AL; Greenville-Spartanburg, SC; and Lexington, KY.  Most major European economies also have a cost advantage over the US, with France and the Netherlands enjoying slightly lower costs than their European compatriots.  Not surprisingly, Japan and Germany rank as the highest cost locations.





To learn more about KPMGs’ 2006 Competitive Alternative survey, visit � HYPERLINK "http://www.competitivealternatives.com" ��www.competitivealternatives.com�.


 


State Bioscience Initiatives


Every state wants to be the next hot biotech hub, and they’re backing this desire with a lot of money and new programs.  If you want to get a sense of the dizzying array of new state biotech initiatives, check out the new report from BIO, the Biotechnology Industry Association. Growing the Nation’s Bioscience Sector: State Bioscience Initiatives 2006, was prepared by the Battle Technology Partnership Practice and SSTI.   It provides a comprehensive look at the state of America’s biosciences industries.  


To access the 2006 BIO Report, Growing the Nation’s Bioscience Sector: State Bioscience Initiatives 2006, visit � HYPERLINK "http://www.obo.org/local/battelle2006/" ��http://www.obo.org/local/battelle2006/�.














The programs are approximately two hours in length and have been held around the state of Arizona with particular emphasis on areas closely associated with military establishments such as Like Air Force Base, Davis-Monthan Air Force Base and Fort Huachuca.  In FY2005, 11 such programs were held in Arizona.  FY2006 year to date five of the 11 planned programs have taken place with one of the most recent at the Marine Base in Yuma.





Subject areas include procurement opportunities, financing to include MREIDL, 8(a), Surety Bond, HUBZone, CCR et al.





Often, when organizations such as the Veteran's Administration, Arizona Department of Veteran's Affairs, Department of Labor and various representatives of the Department of Defense, such as the Transition Assistance Personnel TAP) are available, they will participate in the program.

















EDA Journal Covers Rural Entrepreneurship





The latest edition of Economic Development America, the flagship journal of Economic Development Administration is devoted to the topic of “Rural Entrepreneurship and Innovative Leadership.”  The articles cover a whole range of topics including entrepreneurship on tribal lands (by Elsie Meeks of First Nations Oweesta Corporation), how to build small town success (by Boomtown USA author) Jack Schultz, and the state role in supporting rural entrepreneurship (by Erki Pages of EntreWorks Consulting).





The journal also includes case studies of excellent programs in Kentucky, Nebraska, North Carolina and Pennsylvania and Wyoming.  





To access the Winter 2006 edition of Economic Development America visit, � HYPERLINK "http://www.eda.gov/ImageCache/EDAPublic/documents/pdfdocs/edawinter2006_2epdf/v1/edawinter2006.pdf" ��http://www.eda.gov/ImageCache/EDAPublic/documents/pdfdocs/edawinter2006_2epdf/v1/edawinter2006.pdf�.





Who’s the Most Wired?





A new World Economic Forum study ranks countries according to their strengths information technology and finds the US tops the list for 2005-2006.  The Networked Readiness Index ranks 115 countries across a host of measures that track how well a nation is prepared to benefit from advances in technology.  The US jumped four places to assume the number one slot, followed by Singapore, Denmark, Iceland and Finland.  American’s 





Reporting for Duty, Sir…at a Franchised Business? By IFA


When Curt Maier left the Navy after five years as a nuclear submarine officer, he joined a Fortune 500 company and worked his way up through the ranks until he became a general manager. But too much travel and excessive time commitments convinced him to follow his dream to become a small-business owner. That's when he discovered franchises.


A growing number of America's veterans are investing in franchised businesses today, a path made easier by the Veterans Transition Franchise Initiative, known as VetFran. This voluntary program offered by nearly 200 companies that are members of the International Franchise Association, has helped 431 veterans become business owners since 2002.


Although Maier left the service 20 years ago, he still qualified for the program. After considering many franchises in a variety of industries, he selected Sarah Adult Day Services Inc., a franchise that provides care for the elderly, and officially opened his business in Allentown, Pa. in October.


"I felt that going the franchise route was best for me as my strengths are in execution versus innovation," explained Maier. "I am conservative in nature and figured that following a recipe for success combined with owning a business in a field I enjoyed would be the best option for me."


Twenty-two percent of the nation's veterans are either purchasing or starting a new business, or considering the possibilities, according to the U.S. Small Business Administration. Many veterans venturing into small-business ownership for the first time are attracted to franchises for the advantages they offer, including a popular brand name, structured business model, training and support, which aren't available to those who prefer to create a business from the beginning.


"Veterans make great franchisees because their military experience teaches them how to function as a team within a system," IFA Pres. Matthew Shay said. "That's basically the franchise model: a team of people building a business system. Add into the equation that military operations are mission-driven, tightly-focused and goal-oriented, and the result is a skills-set that easily adapts to a franchised business."


Since there are more than 75 different industries that use franchising as an expansion model, VetFran allows each company the flexibility to determine its own financial 





VBOC Corner





incentive offered to honorably-discharged veterans. Some companies reduce the initial franchise fee, others waive training fees, but the main idea is to help lower the up-front costs to veterans since they are typically cash-strapped upon leaving military service.��VetFran, which is supported by the U.S. Dept. of Veterans Affairs and is recognized by SBA, receives no government funding. It is managed by IFA, the world's oldest and largest organization representing the franchising sector. Details about the program and the participating companies are available at � HYPERLINK "http://click.exacttarget.com/?ex2;version-fe6211727460077a7016-fdf5157477630c7f72167874-ff3115727260" �www.franchise.org�.














Farmingdale VBOC Veteran Success Story





STIK-IT Gaffs was developed out of necessity by two fishermen who desired a quality sports fishing gaff that provided superior strength and durability.  Since the business was founded by fishermen dedicated to their lifetime affinity, each STIK-IT product targets a specific utility borne from years of experience on the ocean.  STIK-IT Gaffs are worthwhile products because the company is composed of fishermen making products for fishermen.





The VBOC client, a U.S. Coast Guard veteran, and his partner had invested $14,000 into the business.  He was looking for a loan of $25,000 to purchase additional materials.  He was selling to two major outfitters and wanted to expand his market.  While the client’s personal credit was good, his partner’s was not.





Since the client was fully employed and this was a side business, the business plan development and cash flow projections took a while to complete.   While the client was completed the business plan, the VBOC advisor contacted a number of lenders about loan options.  However, because the business continued to grow, the veteran client and his partner were able to raise the $14,000 they needed to sustain growth and decided not to pursue a small business loan.





RMU VBOC Staff Member Receives Local SBA Award





Mr. Richard Portis, Coordinator for the Massey Center Veterans Business Resource Center at Robert Morris University in Pittsburgh, PA, received the SBA 2006 Western Pennsylvania Veterans Small Business Champion of the Year Award.    





Mr. Portis was selected to receive the award, by an independent selection committee, because of his devotion and advocacy on behalf of veterans in Western Pennsylvania. The award will be presented to Mr. Portis during the May 17th awards luncheon.
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�HYPERLINK "http://www.irs.gov/newsroom/article/0,,id=97273,00.html"��http://www.irs.gov/newsroom/article/0,,id=97273,00.html�


� HYPERLINK "http://www.military.com" ��www.military.com�


� HYPERLINK "http://www.vetjobs.com" ��www.vetjobs.com�


� HYPERLINK "http://www.publicforuminstitute.org" ��www.publicforuminstitute.org�


� HYPERLINK "http://www.commerce.gov" ��www.commerce.gov�


� HYPERLINK "http://www.hirevetsfirst.gov" ��www.hirevetsfirst.gov�


� HYPERLINK "http://www.hirevestfirst.gov/smallbizown.asp" ��www.hirevestfirst.gov/smallbizown.asp�
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� HYPERLINK "http://www.ssa.gov/emergency" ��www.ssa.gov/emergency�


� HYPERLINK "http://www.ssa.gov" ��www.ssa.gov�


� HYPERLINK "http://www.sba.tmonline" ��www.sba.tmonline�


� HYPERLINK "More Than 500,000 New Businesses Launched Each Month Says New Kauffman Foundation Study  


ESGR Programs 


ESGR Tips for Military Members  





http://www.esgr.net/members2/tips.asp


" ��ESGR Programs 


ESGR Tips for Military Members          


��HYPERLINK "http://www.nyssbdc.org"��Veterans Business Outreach Center:  Serving the Veterans of New York State�   


� HYPERLINK "http://www.vboc.org/" ��Veterans Business Outreach Center – University of West Florida 


�� HYPERLINK "http://www.rmu.edu/OnTheMove/findoutmore.about_rmu?iattr=redirect&ipage=60202" ��Veterans Business Outreach Center – Robert Morris University�  


� HYPERLINK "http://www.coserve.org/vboc/" ��Veterans Business Outreach Center – The University of Texas-Pan American� 


� HYPERLINK "http://www.vboc-ca.org" ��Veterans Business Outreach Center – California VBOC 


�� HYPERLINK "http/www.sba.gov/ADVO" ��Office of Advocacy�


� HYPERLINK "http://www.wid.org/news/" \l "dat" ��How to Create Disability Access to Technology: Best Practices in Electronic and Information Technology Companies�


� HYPERLINK "http://www.nchv.org" ��www.nchv.org�


�HYPERLINK "http://www.nvti.cudenver.edu/resources/VETSNET/vol14no2/vnmain_v14n2.htm"��http://www.nvti.cudenver.edu/resources/VETSNET/vol14no2/vnmain_v14n2.htm�





For information on the programs and services for veterans and Reservists, visit � HYPERLINK "http://www.sba.gov/VETS" ��www.sba.gov/VETS� or � HYPERLINK "http://www.sba.gov/reservist" ��www.sba.gov/reservist�





VBOC Counseling and Training Statistics





As of May 1, 2006, the VBO Centers have trained 4,662 and counseled 3,207 veterans, service-disabled veterans and Reserve Component members. 





Procurement Workshop in Indiana





The state of Indiana and SBA are hosting a Procurement Workshop in Indianapolis on June 14, 2006.   To register visit � HYPERLINK "http://www.businessmatchmaking.com/" ��http://www.businessmatchmaking.com/�, for more information about this opportunity visit � HYPERLINK "http://www.sba.gov/vets" ��www.sba.gov/vets�.








USA Cares – A Success Story





USA Cares, a non-profit organization with headquarters in Radcliff, Kentucky, serves to provide military families of all branches and services with financial support, while offering direction and advice along with a caring attitude to those family members who stay behind while their loved ones are deployed for months on end.  As of April 2006, the organization has received over 2100 requests from across the nation and provided or located over $1.1 million in financial support for military service members and their families.  Additionally, USA Cares has assisted families in 48 states and in 7 territories. 





In its third year, USA Cares typically provides support by way of providing food for the table, insuring that the utilities stay connected, a roof remains overhead and the family vehicle is operational.  Very little money is actually given to the family but rather goes straight to the service providers.    





Case workers (Resource Coordinators) call each family after receiving a request and first work to assist the family in aiding itself and then to help solve the underlying problem as well as solve the immediate issue.  Resource Coordinators insure that all traditional sources of support from military organizations and agencies are exhausted, including local nontraditional sources.  





USA Cares is funded through the generous contributions of corporations, organizations and individuals and proudly continues to sustain a 90 percent plus ratio of mission dollars.  The Homeownership Preservation Foundation, who provides free credit counseling, selected USA Cares to help distribute a pledged $1.2 million to military families for their at risk or overdue mortgages.  Additionally the California Community Foundation provided a $1 million contribution from an anonymous donor all in November and December 2005.  





"A Hand Up, Not a Hand Out" remains their pledge, along with protecting the dignity and privacy of our military families. 





For more information on USA Cares, please visit � HYPERLINK "http://www.usacares.us/" \o "http://www.usacares.us/" �www.usacares.us� or dial 1.866.820.3635. 





News Alert!





Hurricane Katrina Subcontracting Opportunities





As a result of the devastation wrought by Hurricane Katrina, subcontracting opportunities in the Gulf Coast region are currently available.  To review these opportunities  visit � HYPERLINK "http://web.sba.gov/subnet/search/index.cfm?CFID=5498377&CFTOKEN=cfe00f9c1f5d2826-F5C33E08-DFCC-E8ED-D186637D1C9F0639" ��http://web.sba.gov/subnet/search/index.cfm?CFID=5498377&CFTOKEN=cfe00f9c1f5d2826-F5C33E08-DFCC-E8ED-D186637D1C9F0639�














U. S. Small Business Administration



