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TENNESSEE VALLEY FEDERAL SMALL
BUSINESS PROGRAMS CONFERENCE &
 EXHIBITION

“Collaborating for Success”

Huntsville, Alabama 

30
June - 2 July 2009
 
Agenda
 
Questions
From Office of Small Business Programs Panel 2

 
Tuesday, June 30, 2009

 
SENIOR LEADERS
PRESENTATIONS

·       
LTG Patrick O’Reilly, USA, Director, Missile Defense
Agency
·       
LTG Kevin Campbell, USA,
Commanding General, U.S. Army Space and Missile
Defense Command/Army Forces Strategic Command
·       
LTC David E. Bailey, USA, Commander, U.S.
Army Corps of Engineers
Huntsville Engineering
& Support Center
(CEHNC)
·       
Mr. Ronald Chronister, Deputy to the
Commanding General, U.S. Army Aviation and Missile
Life Cycle Management Command

 
OFFICE OF SMALL
BUSINESS PROGRAMS PANEL

·       
Ms. Tracey Pinson, Director, Office of Small
Business Programs, Office of the Secretary of the Army
·       
Mr. Glenn Delgado, Assistant Administrator,
Office of Small Business Programs, National Aeronautics and Space
Administration (NASA)
·       
Mr. Lee Rosenberg, Director, Office of Small
Business Programs, Missile Defense Agency

 
SMALL BUSINESS
DEVELOPMENT/PROCUREMENT TECHNICAL ASSISTANCE CENTER

·       
Mr. Jeff Smith, Business Counselor, University of Alabama,
Huntsville, Small Business Development Center/Procurement Technical
 Assistance Center

 
 

Wednesday, July 1, 2009
 
BUSINESS
DEVELOPMENT

·       
Mr. Bill Scheessele,
CEO/President, MBDi
 
BREAKOUT SESSIONS

·       
DCAA - Mr. Bill Hitt,
Branch Manager, Defense Contract
Audit Agency, Alabama
Branch Office
·       
SBIR/STTR Program - Dr. Kip Kendrick, Deputy
Director, Advanced Technology, Missile Defense Agency
·       
Joint Ventures Vs. Teaming - Mr. Gary Heard, Procurement Center Representative, Small Business
Administration
·       
Bonding Requirements for Government
Construction - John Busbey, PS32
·       
Recertification Process - Ms. Bobbie Jenkins, Procurement Center Representative, Small Business
Administration
·       
Put Your Best Proposal Forward - Ms. Stacy
Watson, Army Contracting Command - Information Technology, E-commerce and Commercial

 Contracting Center
(ACC-ITEC4)
 
U.S. Army Space and Missile Defense
Command/US Army Forces Strategic Command 
Acquisition Overview, M. Cathy Dickens, PARC/Director,
 Contracting and Acquisition Management Office
 
SMDC/ARSTRAT: Contributing to
Army Space and Missile Defense, Dr. Steven Messervy,
Deputy to the Commander for Research, Development
 and Acquisition
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Small Businesses and GSA
Multiple Award Schedules, Michael O’Neill, Federal Acquisition
Service, Office of Integrated Technology Services
 
MSFC Acquisition and Small
Business Opportunities, Kim E. Whitson, MSFC Procurement Office
 

 



“Collaborating for Success”

Tennessee Valley Federal 
Small Business Programs 
Conference & Exhibition

what you can’t 
afford to miss:

u	� Matchmaking for small 
businesses with large 
businesses and government 
agencies

u 	�A message from the 
directors of contracts for 
MDA, NASA, SMDC, and 
AMCOM

 
u 	�Senior Leaders Presentations 
	 · �LTG Patrick O’Reilly, USA, 

Director, MDA

	 · �LTG Kevin Campbell, USA, 
Commanding General, 
USASMDC/ARSTRAT 

	 · �MG James Myles, USA, 
Commanding General, 
AMCOM 

	 · �LTC David E. Bailey, USA, 
Commander, CEHNC

June 30 - July 2, 2009
www.ndia.org/meetings/9930

Von Braun Center  u    Huntsville, Alabama

Event #9930

Promoting National Security Since 1919



Tennessee Valley Federal Small 
Business Programs Conference 
information

Tennessee Valley Federal Small 
Business Programs Conference: 
Collaborating for Success
June 30 - July 2, 2009  u  Von Braun Center 
Huntsville, Alabama
The conference objective is to provide a forum and the opportunity for 
businesses to hear from senior leaders representing six Federal organizations 
in the Tennessee Valley area and learn about their programs, as well as current 
and future opportunities.  Attendees will receive information designed to assist 
small businesses in understanding the business climate within the participating 
organizations’ arena for the long term.  The conference will facilitate 
matchmaking with large and small businesses, and government representatives.  
Federal organization representatives will guide, educate, and assist businesses, 
especially small businesses, in working with the government.  The conference 
is intended for those currently doing business and those who would like to do 
business directly with the government.

Federal agencies 
participating:  

u �Missile Defense Agency (MDA)
u �U.S. Army Space and Missile 

Defense Command/Army Forces 
Strategic Command (USASMDC/
ARSTRAT)

u �U.S. Army Materiel Command 
(AMC)

u �U.S. Army Aviation and Missile 
Life Cycle Management 
Command (AMCOM)

 u �NASA Marshall Space Flight 
Center

u �U.S. Army Engineering and 
Support Center, Huntsville 
(CEHNC)

Sponsorship Information 
Opening Night Reception Sponsor 
(available to 3 Co-Sponsors):
Make a grand first impression by sponsoring the opening 
reception.   This is a great opportunity to brand your company 
at the conference’s first and only reception. 
Benefits include:  
u Company logo and link to your company on event web site  
u Company logo & description in onsite agenda (350 words) 
u Company name on cocktail napkins at the reception 
u Hosted bar and hors d’oeuvres for attendees 
u Sponsor ribbons on designated badges  
u Company logo on Event specific signage and on the entrance 
unit  
Investment:  $5,000 each or $12,000 Title Sponsor  
(Tuesday)

Coffee Break Sponsor  
(available to 3 sponsors):
Everyone needs a break and this is a perfect opportunity to 
highlight your company over a hot cup of coffee. 
Benefits Include:  
u Light refreshments for conference attendees during breaks 
u Sponsor ribbons on designated badges  
u Event signage during break and on the entrance unit 
u Company logo in onsite agenda 
Investment: $3,000 for each or $7,000 Title Sponsor 
(Tuesday, Wednesday or Thursday)
 

Sponsorship Information 
Attendee Tote Bag Sponsorship  
(limited to one sponsor): 
This tote bag is very popular and will be handed out to all 
attendees/exhibitors at the registration desk as they check in.  
These bags are carried throughout the entire event, and beyond.   
Benefits Include: 
u Company logo on one side of the bag  
u Company logo on the entrance unit 
u Literature insert placed inside bag 
u �Company logo and description (300 words) in the onsite 

agenda
Investment: $7,000

Literature Insert Sponsors  
(available to 10 sponsors):
Inserting a one page flyer into all the attendee tote bags is a 
great way to promote a new product or service. Company 
provides the promotional flyer materials and covers cost of 
shipping.  
Benefits Include:  
u Company logo on entrance unit 
u Company logo in onsite agenda 
Investment: $1,000 each



Conference	E arly	R egular	L ate
Registration Fees	 (Before 5/20)	 (5/20-6/19)	 (After 6/19)

Government/
Academia	 $240	 $265	 $300

Small Business 
(less than 100 employees)	 $240	 $265	 $300

Large Business 
(100+ employees) 	   $425	 $470	 $520

Registration information
Register online by visiting the conference website at  
www.ndia.org/meetings/9930.  Online registration will close at 5:00 pm EST 
on Friday, June 19, 2009.  You may also fax the registration form found in 
this brochure to (703)522-1885 or mail it to National Defense Industrial 
Association, Event #9930, 2111 Wilson Blvd., Suite 400, Arlington, VA 22201.  
Payment must be made at the time of registration.  Registrations will not be 
taken over the phone.  In order for your name to appear in the on-site attendee 
roster, you must register for the conference by Friday, June 19, 2009.  After this 
date, you must register on-site.

Cancellation policy 
Cancellations and substitutions must be made in writing via e-mail to Holley 
Slabaugh, hslabaugh@ndia.org.  Cancellations received before May 20, 2009 will 
receive a full refund.  Cancellations receive between May 20 and June 19, 2009 
will receive a refund less a $75 cancellation fee.  No refunds will be given for 
cancellations received after June 19, 2009.  Substitutions are welcome in lieu of 
cancellations.

 
Exhibit Registration 
For information regarding exhibit registration, please see page 7 or go to  
www.ndia.org/exhibits/9930.

Special Needs
NDIA supports the Americans 
with Disabilities Acts of 1990.  
Attendees with special needs 
should contact Holley Slabaugh, 
Meeting Planner, at  
(703)247-2561 or   
hslabaugh@ndia.org prior to June 
20, 2009.

Attire
Appropriate dress for this 
conference is business casual for 
civilians and Class B uniform or 
uniform of the day for military 
personnel. 

Questions
Please contact:

Holley Slabaugh, Meeting  
Planner, NDIA  
(703)247-2561 
hslabaugh@ndia.org

or

Britt Bommelje, CMP, Director, 
Operations, NDIA 
(703)247-2587 
bbommelje@ndia.org

Tennessee Valley federal Small 
Business Programs Conference 

Information



Tuesday, June 30

Tennessee Valley Federal Small 
Business Programs Conference 
agenda

7:00 am - 7:00 pm 	 Registration open

7:00 am - 8:00 am 	 Continental Breakfast 
		  Located in the Exhibit Hall

8:00 am - 4:30 pm		 General Session

8:00 am - 8:10 am		 Administrative Remarks

8:10 am - 8:15 am		 Welcome Remarks 
		  u	 MG Barry Bates, USA (Ret), Vice President, Operations, NDIA

8:15 am - 9:30 am		 Senior Leaders Presentations 
		  u	 LTG Patrick O’Reilly, USA, Director, Missile Defense Agency 
		  u	 LTG Kevin Campbell, USA, Commanding General, U.S. Army Space and Missile Defense Command/Army Forces 	
			   Strategic Command 
		  u	 LTC David E. Bailey, USA, Commander, U.S. Army Corps of Engineers Huntsville Engineering & Support 		
			   Center (CEHNC) 
		  u	 Mr. Ronald Chronister, Deputy to the Commanding General, U.S. Army Aviation and Missile Life Cycle 		
			   Management Command 
		  u	 TBD, Director, National Aeronautics and Space Administration Marshall Space Flight Center

9:30 am - 10:00 am	 Break 
		  Located in the Exhibit Hall

10:00 am - 11:15 am	 Office of SMall Business Programs Panel 
		  u	 Moderator: Ms. Nancy Small, Facilitator, Office of Small Business Programs, Headquarters Army Materiel 		
			   Command 
		  u	 Ms. Linda Oliver, Acting Director, Office of Small Business Programs, Office of the Secretary of  Defense 
		  u	 Ms. Tracey Pinson, Director, Office of Small Business Programs, Office of the Secretary of the Army 
		  u	 Mr. Glenn Delgado, Assistant Administrator, Office of Small Business Programs, National Aeronautics and 		
			   Space Administration (NASA) 
		  u	 Mr. Lee Rosenberg, Director, Office of Small Business Programs, Missile Defense Agency

11:15 am - 12:15 pm	 Directors of Contracts 
		  u	 Ms. Marlene Cruze, Executive Director, Contracting Command, U.S. Army Aviation and Missile Life Cycle 		
			   Management Command Contracting Center 
		  u	 Mr. Barney Klehman, Director of Contracting, Missile Defense Agency 
		  u	 Mr. Byron Butler, Director, Office of Procurement, National Aeronautics and Space Administration 
		  u	 Mr. Garfield Boon, Principal Assistant Responsible for Contracting, U.S. Army Space and Missile Defense Command

12:15 pm - 1:45 pm	 Keynote Luncheon 
		  u	 Mayor Tommy Battle, Huntsville, Alabama (Invited)

1:45 pm - 2:45 pm		 Small Business Development/Procurement Technical Assistance Center 
		  u	 Mr. Jeff Smith, Business Counselor, University of Alabama, Huntsville, Small Business Development Center/		
			   Procurement Technical Assistance Center 
		  u	 Ms. Kannan Grant, Director, University of Alabama, Huntsville, Small Business Development Center/Procurement 	
			   Technical Assistance Center 
		  u	 Ms. Mary Jane Fleming, Procurement Specialist, University of Alabama, Huntsville, Small Business Development 	
			   Center/Procurement Technical Assistance Center  



Tennessee Valley federal Small 
Business Programs Conference 

agenda

7:00 am - 5:00 pm 	 Registration open

7:00 am - 8:00 am 	 Continental Breakfast 
		  Located in the Exhibit Hall

7:00 am - 8:00 am 	 Business Council Training (Invitation Only)

8:00 am - 8:10 am		 Administrative Remarks and Introduction of Speaker

8:10 am - 9:10 am		 Business Development 
		  u	 Mr. Bill Scheessele, CEO/President, MBDi

9:10 am - 9:30 am		 Introduction of Breakouts 
		  Note: Each breakout session will be offered 5 times.

9:30 am - 10:00 am	 Break 
	 	 Located in the Exhibit Hall

10:00 am - 11:00 am	 Breakout session One 
		  Choose from one of the six breakouts offered

11:00 am - 12:00 pm	 Breakout session two 
	 	 Choose from one of the six breakouts offered

12:00 pm - 1:30 pm	 Luncheon

1:40 pm - 2:40 pm		 Breakout session three 
		  Choose from one of the six breakouts offered

Wednesday, July 1

Breakout descriptions

DCAA
Mr. Bill Hitt, Branch Manager, 
Defense Contract Audit Agency, 
Alabama Branch Office

This session will provide information on 
the history of DCAA, its organization, 
purpose and mission.  In addition, 
participants will discuss the type audits 
performed by DCAA and the basic scope 
of these audits.  Further, discussion will 
address some common questions related 
to government contract accounting.

SBIR/STTR Program
Dr. David Burns, Director, 
Innovation for Advanced 
Technology, Missile Defense Agency

Missile Defense Agency Small Business 
Innovation Research (SBIR) Program 
and Small Business Technology Transfer 
(STTR) Program Overview to include
discussion on the 2009 Missile Defense 
Agency Small Business Innovation
Research Industry Day.

Joint Ventures Vs. Teaming
Mr. Gary Heard, Procurement 
Center Representative, Small 
Business Administration

The session will discuss the SBA 
regulations related to joint ventures and 
how they apply to 8(a), HUBZone, 
and Service-Disabled Veteran-Owned 
Small Businesses.  Attendees will learn 
how forming a joint venture can benefit 
their company and the rules for the joint 
venture to bid on acquisitions set aside 
for small businesses.

2:45 pm - 3:15 pm		 Chamber of Commerce Presentation 
		  u	 Mr. Brian Hilson, President and CEO, Huntsville/Madison 	
			   County Chamber of Commerce

3:15 pm - 3:45 pm		 Break 
		  Located in the Exhibit Hall

3:45 pm - 4:30 pm		 Prime Contractor Joint Business Council 
		  u Moderator: Ms. Judy C. Hardin, Manager, Small Business and  
			   Community Partnering, Raytheon 
		  u Panelists: Representatives from Large Prime Contractors at 	
			   participating agencies

4:30 pm - 6:30 pm		 networking Reception 
		  Located in the Exhibit Hall



Tennessee Valley federal Small 
Business Programs Conference 
agenda

2:40 pm - 3:10 pm		 Break 
		  Located in the Exhibit Hall

 3:10 pm - 4:10 pm	 Breakout session Four 
		  Choose from one of the six breakouts offered

4:10 pm - 5:10 pm		 Breakout session five 
		  Choose from one of the six breakouts offered

4:00 pm 	 	 Exhibit Hall Closes

	7:00 am - 12:00 pm 	 Registration open

7:00 am - 8:00 am 	 Continental Breakfast

	8:00 am - 12:00 pm	 Matchmaking session for Small and Large Businesses 	
		  and government 
		  Once you register for the conference, instructions for setting up 
		  your 15 minute matchmaking meetings will be sent via e-mail. 

9:20 am - 9:40 am		 Break

12:00 pm		  Conference concludes

Thursday, July 2

Breakout descriptions

Fidelity Bonding
Speaker TBD

The breakout session is a video 
presentation that will provide answers to 
commonly asked questions about Fidelity 
Bonding: 

u What is it?
u Why is it needed?
u Who is eligible?
u How is it issued?
u Has it had success?
u Where to go to get it?

Recertification Process
Ms. Bobbie Jenkins, Procurement 
Center Representative, Small 
Business Administration

This presentation will cover current rules 
for small business size certification and 
new certification rules.  The discussion 
will also cover how the new rules will 
affect novated contracts, mergers and 
acquisitions.

Put Your Best Proposal 
Forward 
Ms. Vera Davis, Army Contracting 
Command - Information 
Technology, E-commerce and 
Commercial Contracting Center 
(ACC-ITEC4)

Why does it seem like some vendors 
have better success in winning contract 
awards?  Are some vendors luckier than 
others? This session will provide vendors 
with insight into how to effectively plan 
and respond to government solicitations 
(including Requests for Proposals, 
Invitation for Bids and Requests for 
Quotes).  



Tennessee Valley federal Small 
Business Programs Conference 

Exhibit information

Exhibit information

Cost to exhibit 
NDIA Corporate Members*: $1,500 / 10’ X 10’ exhibit space

Non-Members: $2,000 / 10’ X 10’ exhibit space

*Member dues must be current to receive the corporate member rate.  This rate also applies 
to bona-fide government agencies

Reserving a booth space 
To view, schedule, or reserve a booth space, please visit www.ndia.org/exhibits/9930.

Exhibit questions 
Please contact Dennis Tharp at (703)247-2584 or dtharp@ndia.org

further Information 
Booths are sold in 10x10 sq. ft. 
increments.  NDIA does not charge 
for corner or island fees.  No “end 
cap” booths are permitted.  An 
“end cap” is defined as a booth 
exposed to aisles on three sides 
and consisting of two booths.  

exhibit spaces 
includes: 
For each 10x10 exhibit space that 
your organization occupies, your 
organization will be entitled to two 
complimentary full conference 
registrations.  Any additional 
personnel must register and 
pay the full conference attendee 
rate.  Registration information 
can be found at www.ndia.org/
meetings/9930. 
 
All exhibitors and attendees are 
welcome at all functions, including 
networking social functions in the 
exhibit hall, all scheduled meal 
events (including continental 
breakfast and lunches), general 
sessions, and breakouts. 
 
Fabric back and side walls, 24 hour 
security, and a 7”x44” sign will be 
provided.

Move in 
Monday, June 29, 2009 
8:00 am - 5:00 pm

Show hours 
Tuesday, June 30 
8:00 am - 6:30 pm

Wednesday, July 1 
8:00 am - 4:00 pm

move out 
Wednesday, July 1 
5:00 pm - 9:00 pm



Hotel information
Huntsville Embassy Suites Hotel 
A block of rooms has been reserved at the Huntsville 
Embassy Suites Hotel.  To make your reservation, please 
call the hotel directly.  In order to ensure the discounted 
NDIA rate, you must make your reservation early and ask 
for the “National Defense Industrial Association room 
block.”  Rooms will not be held after June 6, 2009 and 
may sell out before then.  Rates are subject to increase after 
this date.

800 Monroe Street 
Huntsville, Alabama 35801 
(256) 539-7373 
This hotel is adjacent to the Von Braun Center 

Industry Single/Double Rate: $129.00 
Government Rate: $84.00*

*Or prevailing Government per diem.  The government 
per diem rate is available only to active duty or civilian  
government employees. ID will be required upon check-in.

PaRKING 
Parking is available at the Von Braun Center for $5.00 
per day.  South Hall parking is a covered parking garage 
providing protection from weather and access to all venues 
with convenience to the South Hall where registration for 
the conference will be.  The entrance to the South Hall 
parking garage is located off of Monroe Street past the Von 
Braun Center Arena. 
 
Parking is available at the The Embassy Suites for hotel 
guest at the rate of $5.00 per suite per day and the hotel is 
adjacent to the Von Braun Center.  The walkway from the 
Embassy Suites will bring you into the South Hall. 

Nearby AIrports

Huntsville International Airport (HSV) 
The Huntsville International Airport, located at 1000 
Glenn Hearn Blvd, Huntsville, Alabama, is 13.5 miles 
from the Von Braun center.   
 
Rental car service is available at the airport through 
Advantage/Dollar, Thrifty, Avis, Budget, Hertz, and 
National/Alamo.  Shuttle and taxi service is also available.  
Please go to http://www.hsvairport.org/hia/ground.html 
for further details. 
 
The HSV airport has direct fllights to and from Dallas, 
Chicago, Atlanta, Cincinnatti, Washington, DC, Houston, 
Memphis, Detroit, Charlotte, and Denver.

 
Birmingham-Shuttlesworth International Airport 
The Birmingham-Shuttlesworth International Airport, 
located at 5900 Messer Airport Highway, Birmingham, 
Alabama,  is 106 miles from the Von Braun Center in 
Huntsville. 
 
The Birmingham airport has direct, non-stop flights 
to and from Atlanta, Baltimore, Charlotte, Chicago, 
Cincinnati, Dallas, Denver, Detroit, Houston, Houston, 
Jacksonville, Las Vegas, Louisville, Memphis, Nashville, 
New Orleans, New York, Newark, Orlando, Philadelphia, 
Phoenix, Raleigh/Durham, St. Louis, Tampa/St. Pete, and 
Washington Dulles. 

Tennessee Valley federal Small 
Business Programs Conference 
Travel information

travel



Event #9930   u NDIA Registration Form

By completing the following,  
you help us understand who is  
attending our Events.

Primary Occupational
Classification. Check ONE.
u	 Defense Business/Industry
u	 R&D/Laboratories
u	 Army
u	 Navy
u	 Air Force
u	 Marine Corps
u	 Coast Guard
u	 DOD/MOD Civilian
u	 Government Civilian 
	 (Non-DOD/MOD)
u	 Trade/Professional Assn.
u	 Educator/Academia
u	 Professional Services
u	 Non-Defense Business
u	 Other	______________________

Current Job/Title/Position.
Check ONE.
u	 Senior Executive
u	 Executive
u	 Manager
u	 Engineer/Scientist
u	 Professor/Instructor/Librarian
u	 Ambassador/Attaché
u	 Legislator/Legislative Aide
u	 General/Admiral
u	 Colonel/Navy Captain
u	 Lieutenant Colonel/Commander/  
	 Major/Lieutenant Commander
u	 Captain/Lieutenant/Ensign
u	 Enlisted Military
u	 Other	______________________

Year of birth	____________________
(optional)

Questions, Contact: 

Holley Slabaugh, Meeting Planner

Phone:	 (703)247-2561

E-mail:	HSlabaugh@NDIA.ORG

Mail Registration to:  
	 NDIA - Event #9930 
	 2111 Wilson Boulevard 
	 Suite 400 
	 Arlington, VA 22201

Fax to:	(703)522-1885

National Defense Industrial Association  u  2111 Wilson Boulevard, Suite 400  u  Arlington, VA 22201-3061
(703) 522-1820  u  (703) 522-1885 fax  u  www.ndia.org/meetings/9930

Tennessee Valley Federal Small Business Programs Conference 
Von Braun Center  u  Huntsville, AL  u  June 30 - July 2, 2009

NDIA Master ID/Membership #	______________________________	 Social Security #	________________________ 
(If known - hint: on mailing label above your name) 		  (Last 4 digits - optional)

Prefix (e.g. RADM, COL, Mr., Ms., Dr., etc.)	 ________________________________________________________________________

Name: First	__________________________________ 	 MI	 ____ 	 Last	 ________________________________

Military Affiliation	_______________________________________	 Nickname	 ____________________________ 
(e.g. USMC, USA (Ret.) etc.) 		  (For meeting badges)

Title	 ______________________________________________________________________________________

Organization	 ________________________________________________________________________________

Street Address	_______________________________________________________________________________

Address (Suite, PO Box, Mail Stop, Building, etc.)	 ___________________________________________________________________

City	 ______________________________ 	 State	 ___________ 	 Zip	_____________ 	 Country	____________

Phone	 ____________________________ 	 Ext. 	 ____________	 Fax	  ________________________________

E-Mail	_____________________________________________________________________________________

Signature* 	______________________________________________________________	 Date	 ______________

Preferred way to receive information 
Conference Information 	 u Address above 	 u Alternate (Print address below)	 u E-mail 
Subscriptions 	 u Address above 	 u Alternate (Print address below)

Alternate Street Address	 ________________________________________________________________________

Alternate Address (Suite, PO Box, Mail Stop, Building, etc.)	 ___________________________________________________________

City	 ______________________________ 	 State	 ___________ 	 Zip	_____________ 	 Country	____________

* By your signature above, you consent to receive communications sent by or on behalf of NDIA, its Chapters, Divisions and affiliates (NTSA, AFEI, PSA, WID) 
through regular mail, e-mail, telephone or fax. NDIA, its Chapters, Divisions and affiliates do not sell data to vendors or other companies.

Ways to 
sign up: 3

Conference	 Early	 Regular	 Late
Registration Fees	 (Before 5/20)	(5/20-6/19)	 (After 6/19)

Government/Academia1	 $240	 $265	 $300

Small Business 
(less than 100 employees)	 $240	 $265	 $300 

Large Business 
(100+ employees)	 $425	 $470	 $520

Cancellations and substitutions must be made in writing via email to 
Holley Slabaugh, hslabaugh@ndia.org.  Cancellations received before 
May 20, 2009 will receive a full refund.  Cancellations received between 
May 20 and June 19, 2009 will receive a refund less a $75 cancellation 
fee.  No refunds will be given for cancellations received after June 19, 
2009.  Substitutions welcome in lieu of cancellations.

Please select  5 of the 6 sessions below you 
would like to attend:

u DCAA

u SBIR/STTR Program

u Joint Ventures vs. Teaming

u Fidelity Bonding 

u Recertification Process

u Put your Best Proposal Forward

Payment Options

u Check (Payable to NDIA - Event #9930)               u Government PO/Training Form #	_________________________

u VISA               u MasterCard               u American Express               u Diners Club               u Cash

If paying by credit card, you may return by fax to (703) 522-1885.

Credit Card Number						      Exp. Date          

Signature	__________________________________________________	 Date	 __________________________

u Address
Change Needed

1. Online with a credit card at www.ndia.org/   	   	
    meetings/9930 
2. By fax with a credit card - Fax: (703) 522-1885 
3. By mail with a check or credit card



Promoting National Security Since 1919

Von Braun Center  u  Huntsville, Al
Event #9930

National Defense Industrial  
Association

2111 Wilson Boulevard, Suite 400

Arlington, VA 22201-3061

(703) 247-2561

(703) 522-1885 fax

www.ndia.org

Tennessee Valley 
Federal Small 
Business Programs  
Conference  
& Exhibition

To register, Visit:
www.ndia.org/meetings/9930

June 30 - July 2, 2009
www.ndia.org/meetings/9930

“Collaborating for Success”

Tennessee 
Valley Federal 
Small Business 
Programs conFerence

& exibition



US Army Engineering and Support Center, Huntsville

U S Army Engineering and SupportU.S. Army Engineering and Support 
Center, Huntsville

LTC David E. Bailey
CommanderCommander

BUILDING STRONG® Slide 1

As of 29 June 2009 



US Army Engineering and Support Center, Huntsville

Charter
• Huntsville Center operates under

a charter that is based on programs
rather than geography.

• I l d j t th t• Involves programs and projects that:
 require functions not normally 

accomplished by Corps of 
Engineers Divisions or DistrictsEngineers Divisions or Districts.

 are national or broad in scope, or
 requires a centralized management structure, or
 requires the integration of facilities that cross Corpsrequires the integration of facilities that cross Corps 

geographical boundaries, or
 requires commonality, standardization, multiple-site adaptation 

or technology transfer.

BUILDING STRONG® Slide 2

gy
• Huntsville Center is almost 100% reimbursable.



US Army Engineering and Support Center, Huntsville

Historical Overview

• Began in 1967 as Huntsville Division to support 
the Army’s Sentinel Ballistic Missile Defense 
System.

• In the 1980s, Huntsville Division changed fromIn the 1980s, Huntsville Division changed from 
a design/construction organization to a 
diversified hi-tech engineering and procurement
organization.

• Huntsville Division became Huntsville Center  
in 1995. 

BUILDING STRONG® Slide 3



US Army Engineering and Support Center, Huntsville

Centers of Expertise
Five Mandatory Centers of Expertise:
• Army Range and Training Lands Program (RTLP)Army Range and  Training Lands Program (RTLP)
• Electronic Security Systems (ESS)
• Medical Facilities 
• Environmental and Munitions (EMCX)
• Utilit M it i & C t l S t (UMCS)• Utility Monitoring  & Control Systems (UMCS)
Six Directories of Expertise:
• Energy Savings &  Performance Contracting (ESPC)
• Heating, Ventilation and Air Conditioning (HVAC)Heating, Ventilation and Air Conditioning (HVAC)
• DD Forms 1391 / 3086 Preparation/Validation
• Operations &  Maintenance Engineering Enhancements (OMEE)
• Facility Systems Safety
• I t ll ti S t• Installation Support

 Facility Planning & Military Construction Programming
 Facility Reduction Program (FRP)
 Access Control Points (ACP)

BUILDING STRONG® Slide 4

 Barracks, Office, and Medical Furniture
 Energy Studies
 Facility & Medical Repair and Renewal (FRR/MRR)



US Army Engineering and Support Center, Huntsville

Chemical Demilitarization Construction Program
• Facility Design and Construction, Equipment Design and Acquisition for 
CONUS Facilities

Neutralization Sites 

CONUS Facilities.
• Construction management of Russian Chemical Weapons Destruction Facility.
• Total budget = $8.54 billion

Incineration Sites 
Construction Complete  
~ $3.6 Billion 

Construction Complete  
~ $1 Billion 

Newport, Indiana
Disposal CompleteRussia

Ukraine

Belarus

Moscow

**

ACWA Sites
Under Construction

Aberdeen  Maryland –
Disposal Complete

Blue Grass, 
Kentucky 
Neutralization
D i B ild

Umatilla, Oregon

Tooele, Utah 

Pine Bluff, Arkansas

p p

Kazakhstan

  
Shchuch’yeShchuch’ye

Pueblo, Colorado
Neutralization
Design Build 

i

Design Build 
ongoing
$2 Billion

Johnston Atoll 
Disposal 
Complete 

Anniston, Alabama

Shchuch’ye

Neutralization

BUILDING STRONG® Slide 5

ongoing
$ 0.94 Billion

Hawaii
Johnston Atoll

Design Build ongoing  
$1 Billion



US Army Engineering and Support Center, Huntsville

Ordnance and Explosives Program

Chemical Warfare Design CenterChemical Warfare Design Center
• Investigation and Remediation of chemical 
weapons remnants
• Support DOD, DA, Dept of State and DTRA pp , , p
worldwide.

Conventional  Munitions Design Center
A ti R• Active Ranges

• FUDS 
• Technology Insertion/Development

International Operations Design Center
• Coalition Munitions Disposal (Iraq)
• Demining
• MLRS rocket motor demilitari ation

BUILDING STRONG® Slide 6

• MLRS rocket motor demilitarization



US Army Engineering and Support Center, Huntsville

Environmental and Munitions CX Programs

• EM CX technical specialists provide environmental cleanup andEM CX technical specialists provide environmental cleanup and 
munitions response guidance to customers in the following ways:

– Project document review
– Project specific technical assistance
– Technology transfer/lessons learnedgy
– Guidance document development
– Participation on panels and advisory committees
– Training
– Environmental program and project management assistance

• Customers include:
– Environmental Community of Practice
– Overseas Contingency Operations
– Formerly Used Defense Sitesy
– Defense and State Memorandum of Agreement
– Base Realignment and Closure
– Army Installation Restoration Program
– Environmental Protection Agency Superfund
– Formerly Utilized Sites Remedial Action Program

BUILDING STRONG® Slide 7

– Formerly Utilized Sites Remedial Action Program
– USACE Civil Works compliance program



US Army Engineering and Support Center, Huntsville

Installation Support and Programs Management Programs
• Facility Planning and Programming for    

f C GArmy Transformation, BRAC and GTF
• Army Range Modernization
• Utilities Procurement and Energy Services 
• Ph i l S it S i• Physical Security Services 
• Facilities Deconstruction/Demolition
• Barracks and Office Furniture
• Repair Maintenance Operation and Upgrade• Repair, Maintenance, Operation and Upgrade
Services for Facilities and Infrastructure 
• Medical Facility Repair and O&M
• Utility Monitoring and Control SystemsUtility Monitoring and Control Systems 
• Fire Protection Life Safety
• Electronic Security/Access Control Points
• Ballistic Missile Defense

BUILDING STRONG® Slide 8

Ballistic Missile Defense
• Energy Programs



US Army Engineering and Support Center, Huntsville

• Fire and Emergency Facilities• Medical Facilities

Center of Standardization for 17 Facility Types

 Fire Stations
 Consolidated Fire, Safety 

and Security Facilities
 Hazardous Waste Storage 

• Child and Family Services
 Child Development 

Centers (Infants/Toddlers) 
Facilities

( )
 Child Development

Centers (School Age 6-10)
 Youth Activity Centers
 Army Community Service

• Training Ranges
 Close Combat Tactical

Fort Benning
Fitness Center

y y
Centers

• Sports and Fitness
 Physical Fitness Centers

 Close Combat Tactical          
Trainers

 Military Operations Urban        
Terrain Facilities

 Training Rangesy
 Outdoor Sports Facilities
 Bowling Centers

• Correctional Facilities

 Training Ranges
 Battle Command Training   

Center
 Training Support CentersCDC in BIM

BUILDING STRONG® Slide 9

Correctional Facilities



US Army Engineering and Support Center, Huntsville

Awards History
Projected
For FY09 Projected5 500 $1 800

($
M

)

5,140 actions
Projected 
for FY09, 
$1.54B
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Huntsville Center – Meeting the Challenge(FY09 – current as of 29 May 09)

Contract Actions Contract $



US Army Engineering and Support Center, Huntsville

• 30 3% of awards in FY08 were to Small Business

Small Business
• 30.3% of awards in FY08 were to Small Business.
• Small Business goal for 2009 is 32%.

Women Owned goal 5 8%;– Women Owned goal – 5.8%; 
– Service Disabled Veteran Owned – 3%; 
– Small Disadvantaged Business – 18%.g

• Annual Small Business Forum held in the 
November-December time frame.

• Small Business POC:  Patricia James, 256-895-
1050, e-mail:  SBO-HNC@usace.army.mil.

BUILDING STRONG® Slide 11
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US Army Engineering and Support Center, Huntsville

Project Title
New 
or 

Period 
of Reqmt Region Est 

Value

Method
(# Awds are Type Solicitation 

Timeframe

Proposed IDIQ Contracts (as of  June 1, 2009)

Visit the Web site at 
www.hnd.usace.army.mil

Repl Perf Value Estimated) Timeframe

DESC Petroleum 
Services New 5 Service National $35M Restricted MATOC

FFP
3rd Qtr 
FY09

ESS Engineering 
S i Repl 5 Service National $9.5M Restricted SATOC

FFP
3rd Qtr
FY09Services p $ FFP FY09

Cost Engineering 
Services Repl 5 A/E Services National $12M

Restricted & 
Unrestricted
(TBD by Mkt 

Res)

MATOC 
FFP

4th Qtr 
FY09

Electronic Security 
Services Five 

(ESS V)
Repl 5 Service National $900M

Restricted & 
Unrestricted

TBD by Mkt Res

MATOC
FFP

4th Qtr 
FY09

Medical Repair & 
Renewal (VA) New 5 Design/Build World-

wide $500M Restricted & 
Unrestricted

MATOC 
FFP

4th Qtr 
FY09Renewal (VA) wide Unrestricted FFP FY09

Operation & 
Maintenance 
Engineering 

Enhancement, 
Medical

Repl 5 Service National $465M

Restricted 
(4 awds)

Unrestricted
(3 awds)

MATOC
FFP

2nd Qtr 
FY10

BUILDING STRONG® Slide 12

Medical ( )

This information is subject to change. 
For the most up-to-date information visit the Federal Business Opportunities Web site at www.fedbizopps.gov. 

For more information contact Contracting (256-895-1388) or the Small Business Office (256-895-1050).



US Army Engineering and Support Center, Huntsville

Proposed IDIQ Contracts (as of June 1, 2009)

Project Title
New 
or 

Repl

Period 
of 

Perf
Reqmt Region Est 

Value

Method
(# Awds are 
Estimated)

Type Solicitation 
Timeframe

Combat Readiness
Restricted (4 

awds) HubZone MATOCCombat Readiness 
Support Team 

(CRST)
Repl 3 Service National $130M

awds), HubZone 
(3 awds) &

Unrestricted 
(3-5 awds)

MATOC
FFP 1st Qtr 

FY10

AFCS Support Repl 5 Service Worldwide $25M TBD by Mkt Res SATOC
FFP

4th Qtr 
FY09pp p $ y FFP FY09

Integrated Modular 
Medical Support 

Systems (IMMSS)
Repl 5 Supply/

Service Worldwide $230M
Restricted & 
Unrestricted

TBD by Mkt Res

MATOC
FFP

4th Qtr 
FY09

MATOCNon-IMMSS 
Furniture/Furnishings New 5 Supply/

Service Worldwide $90M TBD by Mkt Res
MATOC

FFP TBD - FY10

IMMSS – Medical New 5 Supply/ Worldwide $333M TBD by Mkt Res
MATOC

FFP TBD FY10

BUILDING STRONG® Slide 13

Equipment New 5 Service Worldwide $333M TBD by Mkt Res FFP TBD - FY10



US Army Engineering and Support Center, Huntsville

Proposed IDIQ Contracts (as of June 1, 2009)

New or Period Method SolicitationProject Title New or 
Repl of 

Perf
Reqmt Region Est Value (# Awds are 

Estimated)
Type Solicitation 

Timeframe

Facility Reduction 
Program National New 5 Commercial 

S i
National (4 

i )

$240M
($60M/ 

Unrestricted
(3-5 awds per MATOC 

FFP

Region 1-1st 
Qtr FY09

R i 2 4g
Demo II Service regions) ($

Region)
( p

Region) FFP Regions 2-4 
2nd Qtr FY09

National Resource 
Efficiency Manager New 5 Service National $40M

Restricted
(5 awds) MATOC

FFP
2nd Qtr FY09

Utility Monitoring & 
Control Systems 

(UMCS)
Repl 5 Service National $250M Restricted 

(8 awds)

MATOC 
FFP 1st Qtr FY09

W ld id Restricted Worldwide 
Environmental 
Remediation 

Services

New 5 Service Worldwide $2.1B
(5 awds)

Unrestricted 
(5 awds)

MATOC
FFP

2nd Qtr FY09

Restricted

BUILDING STRONG® Slide 14

Medical Facilities 
A/E Repl 5 A/E Services National $249M

Restricted 
(3 awds)

Unrestricted 
(3-5 awds)

MATOC 
FFP 3rd Qtr FY09



US Army Engineering and Support Center, Huntsville

Proposed COS IDIQ Contracts (as of June 1, 2009)

Project Title
New 
or 

Repl

Period 
of 

Perf
Reqmt Region Est 

Value

Method
(# Awds are 
Estimated)

Type Solicitation 
TimeframeRepl Perf Estimated)

Physical Fitness 
Center (COS) New 5 D/B 

Construction Southern
More 
than 
$10M 

8(a) 3 awds MATOC 
FFP TBD - 2010

Physical Fitness New D/B More HubZone 3 awds MATOCPhysical Fitness 
Center (COS)

New 5 D/B 
Construction Northern than 

$10M 

HubZone 3 awds MATOC
FFP TBD - 2012

Physical Fitness 
Center (COS) New

Proj 
Compl

D/B 
Construction Southeast

More 
than 
$10M

SDVO 1 awd FFP TBD - 2012
$10M

Physical Fitness 
Center (COS)

New Proj 
Compl

D/B 
Construction Northwest

More 
than 
$10M 

8(a) 1 awd FFP TBD - 2013

CYC Center D/B Fort Bliss More MATOC 2nd QtrCYC Center 
(COS) New 3 D/B 

Construction
Fort Bliss, 

TX than 
$10M

8(a) 1 awd MATOC
FFP

2nd Qtr 
FY09

Fire Station (COS) New Proj 
Compl

D/B 
Construction Northeast $5M-

$10M
SDVO 1 awd FFP TBD - 2013

BUILDING STRONG® Slide 15

Fire Station (COS) New
Proj 

Compl D/B 
Construction Southwest $5M-

$10M
8(a) 1 awd FFP TBD - 2012



US Army Engineering and Support Center, Huntsville

Questions?Quest o s
Web site: www hnd usace army milWeb site: www.hnd.usace.army.mil

BUILDING STRONG® Slide 16



Procurement Office
NATIONAL AERONAUTICS AND SPACE ADMINISTRATION

GEORGE C. MARSHALL SPACE FLIGHT CENTER

05/22/2007MARSHALL SPACE FLIGHT CENTER, ALABAMA 35812 07/01/2009

Bonding Requirements forBonding Requirements for 
Government Construction

LOCATION:  MSFC

PRESENTER(S): John Busbey/PS32PRESENTER(S):  John Busbey/PS32

1
Source Selection Information

See FAR 2.101 and 3.104



Procurement Office
NATIONAL AERONAUTICS AND SPACE ADMINISTRATION

GEORGE C. MARSHALL SPACE FLIGHT CENTER

05/22/2007MARSHALL SPACE FLIGHT CENTER, ALABAMA 35812 07/01/2009

Bonding Types
• Bid Bond – FAR clause 52.228-1

– Only required for construction of facilities bids 
(COF)(COF)

– Other bonding requirements can be found in 
section 28 of the FAR

• Performance and Payment Bond – FAR 
clause 52.228-15

Bonds required for projects awarded in excess of– Bonds required for projects awarded in excess of 
100k

2
Source Selection Information

See FAR 2.101 and 3.104



Procurement Office
NATIONAL AERONAUTICS AND SPACE ADMINISTRATION

GEORGE C. MARSHALL SPACE FLIGHT CENTER

05/22/2007MARSHALL SPACE FLIGHT CENTER, ALABAMA 35812 07/01/2009

Getting Work at MSFCGetting Work at MSFC
• COF Competitive Bidding

IDIQ C t ti C t t• IDIQ Construction Contract
– Expires 03/2013

• Basic Purchase Agreement (BPA)
– Credit Card, expires 07/2012

• Amounts 5K – 25K (Requires CCR, DUNS #)

• Subcontracting to the above

3
Source Selection Information

See FAR 2.101 and 3.104

g



Procurement Office
NATIONAL AERONAUTICS AND SPACE ADMINISTRATION

GEORGE C. MARSHALL SPACE FLIGHT CENTER

05/22/2007MARSHALL SPACE FLIGHT CENTER, ALABAMA 35812 07/01/2009

Upcoming Construction Projects atUpcoming Construction Projects at 
MSFC

• Three COF projects in FY 09/10Three COF projects in FY 09/10
– Estimated value in excess of $10M

• Two projects planned for FY 11• Two projects planned for FY 11
– Estimated value approximately $45M

• Number of IDIQ projects• Number of IDIQ projects
– Estimated value may reach $10M

4
Source Selection Information

See FAR 2.101 and 3.104



Procurement Office
NATIONAL AERONAUTICS AND SPACE ADMINISTRATION

GEORGE C. MARSHALL SPACE FLIGHT CENTER

05/22/2007MARSHALL SPACE FLIGHT CENTER, ALABAMA 35812 07/01/2009

Obtaining MSFC ConstructionObtaining MSFC Construction 
Information

To access synopsis and solicitation for• To access synopsis and solicitation for 
COF projects

URL h // d i– URL: http://prod.nais.nasa.gov
• For IDIQ projects

– Request contractor name from Contracting 
Officer (CO)

5
Source Selection Information

See FAR 2.101 and 3.104

• John.A.Busbey@nasa.gov



NDIA Small Business NDIA Small Business 
ConferenceConference

Contracting PanelContracting PanelContracting PanelContracting Panel
COL Scott A. Campbell

Deputy Executive DirectorDeputy Executive Director

AMCOM Contracting Center



Army Contracting Command Army Contracting Command 
Mission & Vision StatementMission & Vision Statement
Army Contracting Command Army Contracting Command 
Mission & Vision StatementMission & Vision Statement

Mission

Provide global contracting support to 
fi ht th h th f llwarfighters through the full 

spectrum of military operations.

Vision

A professional workforce providing 
quality contracting solutions in

2U.S. Army Aviation and Missile Command, Acquisition Center

quality contracting solutions in 
support of our warfighters



Army Contracting Command Army Contracting Command 
Army Contracting
Command (ACC)

(Fort Belvoir, VA)

AMCOM 
Contracting Center

(Huntsville, AL)
Expeditionary
Contracting 

Command (ECC)
Fort Belvoir, VA

National Capital Region 
Contracting Center
(Alexandria, VA)

Mission &Installation
Contracting

Command (MICC)
(Fort Sam Houston, TX)

TACOM 
Contracting Center
(Warren, MI)

CECOM
Contracting Center

(Fort Monmouth, NJ)

408th CSB SWA
Fort McPherson, GA

409th CSB Europe
Seckenheim, GE

Regional 
Contracting

Centers
(6)

Rock Island
Contracting Center
(Rock Island, IL)

RDECOM 
Contracting Center

(APG, MD)

411th CSB

410th CSB USARSO
FSH, TX

,

Directorates
of 

Contracting
(36)

JM&L 
Contracting Center

(Picatinny, NJ)

LOGCAP
Program Directorate

(Rock Island, IL)
412th CSB USARNO

FSH, TX

411th CSB
Yongsan, ROK

HCA Only

E-Date
05/09 Authorized End State

MIL: 854
CIV:  4928

3U.S. Army Aviation and Missile Command, Acquisition Center

OPM-SANG
Contracting Center

(Riyadh, SA)

SDDC
Contracting Center
(Scott AFB, IL)

413th CSB USARPAC
Fort Shafter, HI

y

E-Date
10/09

CIV:  4928



Ft C

Ft. Leavenworth
Ft. Leonard
Wood Ft. McCoy

Ft Campbell

Ft. Drum

USMAScott AlaskaAlaska

Ft. Wainwright

Ft. Richardson

Ft. Greely

Tobyhanna AD
Kansas AAP

Lake City
Denver

LocationsLocations 115+115+
LocationsLocations

CECOM SDDC

RDECOM 

D P i

Ft. Lewis

Ft. Carson Ft. Sill Ft. Riley
Ft. Campbell

Ft. Knox

Carlisle Barracks

Ft. Monmouth

Ft Di

Hamilton

AFB

Tooele AD

Crane

Iowa AAP

Lake City
AAP LOGCAP

RIA
Pine Bluff

Natick

JM&L

ACC HQACC HQ

ECC HQECC HQMonterey

Dugway Proving
Ground

Ft B l i

Ft. Myer

Ft. Dix

Ft. MeadeAPG

NDUBlue 
Grass AD

Sierra AD

Riverbank 
AAP

Adelphi

MICC HQMICC HQ

Ft. Irwin

Ft. AP Hill

Ft. Lee
Ft. Belvoir

Ft. Story

Contracting Center
MICC
Contracting Center
MICC

Hawthorne AD

410th CSB
(FSH,TX)

Yuma Proving Ground

Ft. Bliss

Ft. Gordon

Ft. McPherson

Ft. Jackson

Ft. Stewart

AMCOM
OPM-SANG

Anniston
AAP, AD

ECC
Depots
Ammunition Plants
Arsenals

ECC
Depots
Ammunition Plants
Arsenals

Ft. Huachuca

Lone Star 
AAP
i

Milan
AAP

Mississippi 
AAPWSMR

KoreaKorea

412th CSB
(FSH,TX)

(FSH,TX)

GermanyGermany
KuwaitKuwait

411th CSBHawaiiHawaii

Ft. Polk

Ft. Hood

Ft. Rucker

Key West
Ft. Benning

OPM SANG

CP Zama CRC
Benelux

(Belgium)

Wiesbaden

Bremerhaven

Vicenza

Livorno

Corpus 
Christi AD

Red River 
AD

McAlester AAP

AAP
Miami

4U.S. Army Aviation and Missile Command, Acquisition Center 4

ItalyItaly

408th CSB

(Yongsan)
HawaiiHawaii

413th CSB/USARPAC
Ft. Shafter

409409thth CSBCSB

Camp BuehringJapanJapan
Okinawa

Kunson

Osan

Daegu

Camp
Humphreys

(Belgium)

Seckenheim

Kaiserslautern
Wuerzburg

Grafenwoehr

StuttgartQatarQatar

Camp
Asalia



How much the ACC Obligates

ActionsDollars 4700+4700+
PersonnelPersonnel

AMCOM, 
20.5B

ASC  11 2B

ECC, 2.1B MICC, 13.5B

AMCOM, 21,665
ASC, 7,103

CECOM, 29,823
JM&L  

MICC, 110,364
ASC, 11.2B

CECOM, 16.8B

TACOM, 
30.6B

JM&L, 
3,842

OPM-
SANG, 

270
RDECOM, 

TACOM, 26,371

ECC, 31,113

JM&L, 3.3B

OPM-SANG, 
72 7M

RDECOM, 
5.8B

SDDC, 37M

14,398

SDDC, 1,060

72.7M

FY 08 246,000 Actions $104 BFY 08 246,000 Actions $104 B

5U.S. Army Aviation and Missile Command, Acquisition Center

$$
18% > in $ from FY 0718% > in $ from FY 07



What the ACC ProcuresWhat the ACC Procures

Chem 
Demil/Ammo

LOGCAP
6%

6%R&D
11%

Spares
14%

6%

Systems
41%

Other [IT/Base 
Ops/SVCS]

22%

Major Customers
•PEO’s/PM’s •ATEC

6U.S. Army Aviation and Missile Command, Acquisition Center

•ASCC’s
•IMCOM
•NETCOM

•TRADOC
•FORSCOM
•AMC



ExpressExpressExpressExpress

Expedited Professional Engineering and Support Servicesped ted o ess o a g ee g a d Suppo t Se ces
Full gamut of advisory and assistance services for Team Redstone
GSA Schedule Based Pricing

4 Domains
Logistics, Business & Analytical, Programmatic, Technical 
Open SeasonsOpen Seasons 

• Restructuring
• BPA Holders

Over 1200 Companies participating via teaming 
arrangements
67% of all EXPRESS orders to Small Businesses

7U.S. Army Aviation and Missile Command, Acquisition Center

67% of all EXPRESS orders to Small Businesses. 



Small Business OutreachSmall Business OutreachSmall Business OutreachSmall Business Outreach

 Advance Planning Briefings for Industry, 26-27 Aug, Huntsville, ALg g y g

Multiple Conferences 
 PTAC Matchmaking Fair 14 July 2009, Pelham, AL
 National Veterans SBC 20 23 July Las Vegas NV National Veterans SBC, 20-23 July, Las Vegas, NV
 Alliance South Small Business Procurement Fair 28 July, Atlanta, GA
 Greater Jackson County Matchmaking Event, 6 August Scottsboro, AL
 Entrepreneurial Women's Business Conf Sept 09 Chicago IL Entrepreneurial Women's Business Conf, Sept 09, Chicago, IL

AMCOM has met or exceeded its SB Goals since 2005
 SIBRs
 EXPRESS

8U.S. Army Aviation and Missile Command, Acquisition Center



ConclusionConclusionConclusionConclusion

Army Contracting Command transition & operation will be y Co t act g Co a d t a s t o & ope at o be
seamless and transparent to you. 

People you did business with yesterday…

AMCOM and ACC are focused on Small Business 
Participation 

Opportunities are found on: 
FEDBIZOPS

C SCASL
AMCOM Public Web Site

9U.S. Army Aviation and Missile Command, Acquisition Center



UNCLASSIFIED

AMC/AMCOM Small Business Programs
Supporting the WarfighterSupporting the Warfighter

   ChMr. Ronnie Chronister
Deputy to the Commanding General

“We support Soldiers… that’s our focus every day” 
UNCLASSIFIED



AMC
Mission 

UNCLASSIFIED

Mission 

Provide superior technology, acquisition 
support and logistics to ensure dominant land 
f   bili  f  S ldi   h  U i d S  force capability for Soldiers, the United States 

and our Allies.

“If a Soldier shoots it, drives it, flies it, wears it, communicates 
with it, or eats it ‐‐AMC provides it.”

Restore Balance through 4 Imperatives: Sustain, Prepare, Reset, Transform 
‐ Army Campaign Plan 2009

UNCLASSIFIED

2



AMC Commanders and DeputiesAMC Commanders and Deputies As of: 9 June 2009

TACOM LCMCTACOM LCMC

MG Scott Mr. Mike
H.Q. Army Materiel CommandH.Q. Army Materiel Command

Research, DevelopmentResearch, Development & & 
Engineering CommandEngineering Command

MG Paul S Mr Gary
West Viggato

Ci 14 1 | Mili 100

GEN  Ann E.
Dunwoody

LTG James
Pillsbury

Ms. Kathryn A. 
Condon

CSM Jeffrey J. 
Mellinger

MG Paul S. 
Izzo

Mr. Gary 
Martin

Military Surface DeploymentMilitary Surface Deployment
& Distribution Command& Distribution Command

MG James L. 
Hodge

Ms. Patricia 
Young

Civ. 14,717 | Military 100

Aviation and Missile LCMCAviation and Missile LCMC

MG James 
Myles

Mr. Ronald 
Chronister

Civilian 1,168 | Military 84

Civilian 13,881 | Military 243

Joint Munitions & Joint Munitions & 
Lethality LCMCLethality LCMC Joint Munitions CommandJoint Munitions Command

Civilian 1,726 | Military 169Civilian 8,680 | Military 98

US Army SecurityUS Army Security
Assistance CommandAssistance Command

Army Sustainment Army Sustainment 
CommandCommandLethality LCMCLethality LCMC

TBD
BG Larry Wyche 

(Acting)

Photo
Pending

BG Larry 
Wyche

Mr. Jyuji
Hewitt

Assistance CommandAssistance Command

BG Michael J.
Terry

Mr. Rick
Alpaugh

CommandCommand

MG Robert 
Radin

Mr. Scott 
Welker

AMCAMC SWASWA

BG
Wharton

Civilian 5,351 | Military 17 Civilian 5,348 | Military 20

CECOM LCMCCECOM LCMC

MG Randolph 
Strong

Mr. Ed 
Thomas

Chemical MaterialsChemical Materials
Agency Agency 

Mr. Conrad
Whyne

Mr. Don E. 
Barclay

AssembledAssembled ChemicalChemical
Weapons Alternatives ProgramWeapons Alternatives Program

Mr. Kevin
Flamm

Mr. William
Pehlivanian

Civilian 560 | Military 49 Civilian 1,562| Military 613

Army Contracting 
Command

Expeditionary
Contracting 
Command

Mission and 
Installation 
Command

Mr. Jeffrey 
Parsons

BG Camille 
Nichols

Ms. Carol Lowman 
(Acting)

Total Personnel: 83,880Civilian 8,177 | Military 243 Civilian 1,816 | Military 16 Civilian 34| Military 0 Mil: 777|Civ 5,820



Life Cycle ManagementLife Cycle Management
Soldier Focused Soldier Focused –– Foxhole to Factory EnterpriseFoxhole to Factory Enterprise

UNCLASSIFIED

Life Cycle Management Commands
AMCOM ,CECOM, JM&L, TACOM, , ,

Sustainment, 
Logistic & 

Maintenance 
Lessons  Learned

Assistant 
Secretary of 
the Army

‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐
Army

A i i i

Army Sustainment 
Command / Army 
Contracting 
Command  AMC’s 

FEEDBACK

Acquisition  
Executive

Acquisition

Face to the Field

Research, 
Development
& Engineering

UNCLASSIFIED
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AMCOM
Mission 

Provide World Class Aviation and Missile 
Support to the Joint Warfighter and our 

Nation’s Multinational Warfighter Partners g
Today and in the Future

Right Force…Right Readiness…Right Costs…

UNCLASSIFIED
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Small Business ProgramsSmall Business Programs
UNCLASSIFIED

gg
VISION:VISION:VISION:VISION:
Achieving optimum small Achieving optimum small 
business participation by business participation by 
seeking small business seeking small business 

Achieving optimum small Achieving optimum small 
business participation by business participation by 
seeking small business seeking small business 

MissionMissionMissionMission
solutions first solutions first solutions first solutions first 

Ensure that a fair Ensure that a fair 
portion of portion of 

t t  d  i  t t  d  i  

Ensure that a fair Ensure that a fair 
portion of portion of 

t t  d  i  t t  d  i  
CONTRACTS FOR:CONTRACTS FOR:
• Weapon systems and equipment
• Research & Development

CONTRACTS FOR:CONTRACTS FOR:
• Weapon systems and equipment
• Research & Development

contract awards is contract awards is 
placed with small placed with small 
business business 

contract awards is contract awards is 
placed with small placed with small 
business business 

• Spare parts
• Maintenance
• Other services (eg. IT, Engineering     
Support, Logistics, etc.)

• Spare parts
• Maintenance
• Other services (eg. IT, Engineering     
Support, Logistics, etc.)

enterprises enterprises enterprises enterprises 

UNCLASSIFIED
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Recent InventionsRecent InventionsSmall BusinessSmall Business
A Critical Component of our Defense Industrial BaseA Critical Component of our Defense Industrial Base

UNCLASSIFIED

• On time delivery on all contracts
Supporting America’s Warfighters …

in Army Transformation

• Feedback on how to work smarter together

• Small Business Innovation Research

• Small Business Innovative Research 

and on the battlefield today– Maintain situational awareness of current and emerging 
needs and respond 

• Identify alternative technology solutions 

•Unmanned systems, mine detectors

•Uniforms, body armor, ballistic blankets, munitions

Ai b i t h lt d li ht i ht t ti l t t

and on the battlefield today

Identify alternative technology solutions 
to those currently being pursued

• Continue to become more effective 
d  ffi i

•Air beam maintenance shelters and lightweight tactical tents 

•Batteries, antennas, night vision components, hand‐held signal devices

and efficient

– Lean your processes 

CAPABILITY, CAPABILITY, CAPABILITY!CAPABILITY, CAPABILITY, CAPABILITY!
UNCLASSIFIED
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AMC FY08 Success
UNCLASSIFIED

AMC FY08 Success

• Exceeded FY08 Goal
AMC Contract Awards
(Total $86.48 Billion)

Exceeded FY08 Goal 
of 15% Small 
BusinessBusiness

Ed d ll
FY 2008 Enterprise Goal

• Educated new small 
businesses on how to 

i h AMC

p
Office of Small Business Programs

partner with AMC

UNCLASSIFIED
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AMCOM 
SMALL BUSINESS TRENDS 

THRU FY 08THRU FY 08
$2.5016.00%

$1.93
$2.00

12.00%

14.00%

$1.37

$1.51

$1.36

$1.59
$1.50

8.00%

10.00%

Goal/Tgt %

$0.72 $0.75

$1.08
$1.00

6.00%

Performance %

Dollars in Billions

$0.52 $0.55
$0.62

$ 7

$0.50

2.00%

4.00%

UNCLASSIFIED
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Army’s Greatest Inventions
UNCLASSIFIED

UNMANNED AIRCRAFT SYSTEM SHADOW 200 
COMMUNICATIONS RELAY SYSTEM

RECONNAISSANCE VEHICLE 
PICATINNY BLAST SHIELD
FOR LIGHT ARMORED VEHICLE

OBJECTIVE GUNNER PROTECTION KIT 
FOR MULTIPLE VEHICLE PLATFORMS

IMPROVISED EXPLOSIVE DEVICE
INTERROGATION ARM

M110 7.62mm SEMI‐AUTOMATIC
SNIPER SYSTEM

IMPROVISED EXPLOSIVE
DEVICE MINE ROLLER
PROGRAM

HMMWV EGRESS 
ASSISTANCE TRAINER

XM982 EXCALIBUR PRECISION
GUIDED EXTENDED RANGE
ARTILLERY PROJECTILE

* SB Companies played important roles in these inventions

DAMAGE CONTROL 
RESUSCITATION 
OF SEVERELY INJURED SOLDIERS

UNCLASSIFIED
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How can you help?How can you help?
UNCLASSIFIED

• On time delivery on all contracts

• Feedback on how to work smarter together

• Small Business Innovation Research
– Maintain situational awareness of current and emerging 

needs and respond 

• Identify alternative technology solutions Identify alternative technology solutions 
to those currently being pursued

• Continue to become more effective 
d  ffi iand efficient

– Lean your processes 

UNCLASSIFIED

“To much is given, much is expected…”

11



Why are you so vital…Why are you so vital…
UNCLASSIFIED

Staff Sergeant Christian Bryant

UNCLASSIFIED
12



NDIA Tennessee Valley 
F d l S ll B iFederal Small Business 

Programs Conference

Office of Small Business Programs g
Panel
Glenn A. Delgado
Assistant Administrator
Office of Small Business Programs

June 30, 2009



New Administration Update

President Obama Announced Key Administration 
Posts on May 23, 2009

Gen. Charles Bolden, Nominee for Administrator of 
NASA
• Retired from the United States Marine Corps in 

2003 as the Commanding General (3 stars) of the 
Third Marine Aircraft Wing after serving more than 
34 d i l CEO f J k dP h34 years, and is currently CEO of JackandPanther 
LLC, a privately-held military and aerospace 
consulting firm.

• In 1980, he was selected as an astronaut by NASA, 
flying two space shuttle missions as pilot and two 
missions as commander. 

2 Office of Small Business Programs



New Administration Update

Lori Garver, Nominee for Deputy Administrator of 
NASA

• Former NASA Associate Administrator of Policy and 
Plans

• Current President of Capital Space, LLC, and has 
served as Senior Advisor for Space at the Avascent 
G t t d t lti fiGroup, a strategy and management consulting firm, 
based in Washington, D.C. She was the lead civil 
space policy advisor for Obama for America, and 
she helped lead the Agency Review Team forshe helped lead the Agency Review Team for 
NASA during the Transition.

3 Office of Small Business Programs



NASA Small Business Metrics Update

4 Office of Small Business Programs



NASA’s Small Business Centers

5 Office of Small Business Programs



NASA Small Business Metrics Update

6 Office of Small Business Programs



NASA Small Business Metrics Update

7 Office of Small Business Programs



Small Business Utilization Subfactor

Procurement Notice PN04-31 signed 1 Feb 2008
• Changes NFS to combined both SDB participationChanges NFS to combined both SDB participation 

and the Subcontracting Plan into a subfactor under 
Mission Suitability

• Separate and distinct evaluation of bothSeparate and distinct evaluation of both
• OSBP recommends 100-150 points depending on 

the solicitation

PIC 08-5 dated February 20, 2008
• Provide guidance for PN04-31
• Section H
• Section L
• Section M

8 Office of Small Business Programs

• Section M



New Standard Clauses – Section L
WBS work to SB Subs

Name of 
Subcontractor 

(NAICS for work 
being performed by 

subcontractors)

DUNS 
Number, 

and/or CAGE 
Code

Type of 
Business (SB, 
SDB, WOSB, 

HBZ, VO, 
SDVOSB)

Hours 
proposed

Hours as 
percentage of 

total effort

PWS 
Paragraph to 
be performed

Percentage of work 
subcontracted out by 

this contractor to other 
than small businessessubcontractors) SDVOSB)

XYZ Corp. (811212) 01345 DUNS 
123456789 SB, SDB 19,000 1.18% 3.1.1, 3.1.2 

3.1.3.1, 3.1.3.2

Acme Ltd. (541519) SB 320,000 20.00% 3.1.3, 3.1.4

Smith, Jones and 
Assoc (541512) SB, SDB, HBZ 85,000 5.31% 3.1.4Assoc. (541512)

ABC Co.  (334111) SB, VOSB, 
SDVOSB 264,000 16.50% 3.1.5

Triple A Inc.  (541511) SB, SDB 83,000 5.19% 3.1.9

9 Office of Small Business Programs



Initiatives

PIC 09-07 applies signed 18 May 2009
• http://www.hq.nasa.gov/office/procurement/regs/pic.html

Small Business Evaluation Factors

Past Performance

J i t C liJoint Counseling

Small Business and Prime Councils

10 Office of Small Business Programs



Initiatives (cont’d)

Developed the Small Business Program Report

Established Small Business Awards Programs
• Small Business Advocates Awards
• Small Business Industry Awards• Small Business Industry Awards
• Small Business Administrator’s Cup Award

Developing formal training for Acquisition 
Professionals

11 Office of Small Business Programs

Professionals



www.osbp.nasa.gov

12 Office of Small Business Programs



Mentor-Protégé Program Update:
NASA FAR Supplement Update

Printed in Federal Register, May 29, 2009
Effective date May 29, 2009

Expanded Protégé eligibility categories
Veteran-Owned Small Business (VOSB)
Ser ice Disabled Veteran O ned Small B sinessService-Disabled Veteran-Owned Small Business 

(SDVOSB)
Historically Underutilized Business Zone (HUBZone) 

Concerns
NASA SBIR Phase II companies
Currently must be either a SDB, WOSB, HBCU/MICurrently must be either a SDB, WOSB, HBCU/MI

Award Fee Pilot Program
For Mentors working with NASA SBIR Phase II 

13 Office of Small Business Programs

g
companies



Mentor-Protégé Program Update

FY 2010 Authorization Bills
 Proposed legislation to match NASA’s Mentor 

P té é P ith D D’Protégé Program with DoD’s
• Reimbursement of Costs Associated with the 

Programg
• Multiple Credits on Subcontracting Plan for Costs 

Associated with the Program
 (i) four times the total amount of such costs(i) four times the total amount of such costs 

attributable to assistance provided by entities
 (ii) three times the total amount of such costs 

tt ib t bl t i t f i h d b thattributable to assistance furnished by the 
mentor firm’s employees

 (iii) two times the total amount of any other such 

14 Office of Small Business Programs

costs. 



Mentor-Protégé Program Update:
Proposal Evaluation 

 Merit of the developmental assistance to the Protégé
 Perceived benefit / value of the agreement to NASAg
 Percentage of hours associated with technical transfer
 Subcontracting opportunities available to the Protégég pp g
 Utilization of HBCU/MIs, PTACs, and SBDCs
 Proposed costp

OSBP Mentor-Protégé Program Contact Person:
M D JMs. Dana Jones

Mentor-Protégé Program Analyst
202-358-2088

15 Office of Small Business Programs



Contact OSBP

NASA Office of Small Business Programs
E-mail: smallbusiness@nasa.gov@ g

Web site: www.osbp.nasa.gov
Tel: (202) 358-2088
F (202) 358 3261Fax: (202) 358-3261

Headquarters Address:Headquarters Address:
300 E Street, SW

Suite 4K39
Washington, DC 20546

16 Office of Small Business Programs



Sombrero Galaxy - 28 million light years from Earth -
was voted best picture taken by the Hubble 

17 Office of Small Business Programs

p y
telescope 



Missile Defense Agency
UNCLASSIFIED

Office of Small Business Programs 

30 June 2009

Mr. Lee Rosenberg
Director

30 June 2009

Director 
MDA Office of Small Business Programs

UNCLASSIFIEDApproved for Public Release 09-MDA-4657



Support to Enhance Small 
Business Utilization (U)

UNCLASSIFIED

Business Utilization (U)

• Market Research

• Assistance with Acquisition Strategy Development

• Oversight of Small Business Utilization by Prime Contractors

2
UNCLASSIFIEDApproved for Public Release 09-MDA-4657



Market Research Enables OSBP to 
Help Small Business (U)

UNCLASSIFIED

Help Small Business (U)

• Identify sufficient number capable Small Business 
(SB) C t t(SB) Contractors 

• Develop knowledge of the market through SB  
visiting our office and adding business profile to our g g p
directory to let us know your capabilities

• Assist MDA offices with market research used to 
develop acquisition strategiesdevelop acquisition strategies  

Market research is critical to setMarket research is critical to set--aside decisionsaside decisionsMarket research is critical to setMarket research is critical to set--aside decisionsaside decisions
3

Market research is critical to setMarket research is critical to set aside decisionsaside decisionsMarket research is critical to setMarket research is critical to set aside decisionsaside decisions

UNCLASSIFIEDApproved for Public Release 09-MDA-4657



Market Research 
What You Can Do (U)

UNCLASSIFIED

What You Can Do (U)

• Let us know your capabilities 

– Attend our conferences for matchmaking with primes and Gov 
representatives from MDA

• Provide quality responses to “sources sought”

Market research is critical to setMarket research is critical to set--aside decisionsaside decisionsMarket research is critical to setMarket research is critical to set--aside decisionsaside decisions
4

UNCLASSIFIEDApproved for Public Release 09-MDA-4657

Market research is critical to setMarket research is critical to set aside decisionsaside decisionsMarket research is critical to setMarket research is critical to set aside decisionsaside decisions



OSBP Assistance in Acquisition 
Strategy Development (U)

UNCLASSIFIED

Strategy Development (U)

• Provide alternatives that increase Small Business utilization

– Input regarding SB capabilities to meet agency requirements

– Recommend approaches that maximize SB participation at prime and pp p p p
subcontracting levels

• Voting Member on ASP/ASBs

All acquisitions are reviewed for All acquisitions are reviewed for 
ti i ti b ll b iti i ti b ll b i

All acquisitions are reviewed for All acquisitions are reviewed for 
ti i ti b ll b iti i ti b ll b i

5
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Acquisition Strategy Development 
What You Can Do (U)

UNCLASSIFIED

What You Can Do (U)

• Let us know your capabilities 

• Provide quality responses to “sources sought”

– We often make important acquisitions strategy decision based on 
h iresponses to theses notices

– Make sure you “answer the mail” and describe the relevancy of your past 
performance

All acquisitions are reviewed for All acquisitions are reviewed for 
ti i ti b ll b iti i ti b ll b i

All acquisitions are reviewed for All acquisitions are reviewed for 
ti i ti b ll b iti i ti b ll b i

6
UNCLASSIFIEDApproved for Public Release 09-MDA-4657
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OSBP
O i ht f L B i P i C t t

UNCLASSIFIED

Oversight of Large Business Prime Contractors

NEW PROCESS
MDA working with large business prime contractors to tie performance 

on small business subcontracting plans to Award Fee to:
– Increase subcontracting opportunities at all tiersg pp

• Incentivize increase in SB utilization on subcontracts 
– Increase use of DoD Mentor-Protégé program

• Incentivize increase participation as part of subcontracting plans for 
new systems contracts

– Increase technology transition from Small Business Innovative Research 
(SBIR), Small Business Technology Transfer (STTR)

• Require initiatives on SB subcontracting plans for new systemsRequire initiatives on SB subcontracting plans for new systems 
contracts to increase transition of SBIR/STTR Phase II technologies

Track performance of Large Business Track performance of Large Business Track performance of Large Business Track performance of Large Business 

7
UNCLASSIFIEDApproved for Public Release 09-MDA-4657

Prime ContractorsPrime ContractorsPrime ContractorsPrime Contractors



Oversight of Large Business Prime Contractors 
Wh t Y C D (U)

UNCLASSIFIED

What You Can Do (U) 

• Provide sterling performance on all the work you do for us or our large 
business prime contractorsbusiness prime contractors

• Engage the small business liaison officers at our various large business 
prime contractors

– Let them know your relevant capabilities for missile defense work

– Network with our large business prime contractors whenever possible

8
UNCLASSIFIEDApproved for Public Release 09-MDA-4657



Questions (U) 

UNCLASSIFIED

Q ( )

??

9
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Tennessee Valley Federal
Small Business Programs
Conference & Exhibition

Sell - Be Sold - or Be Gone
Business Development

i h N Ein the New Economy

William B. Scheessele, 
CEO/President, MBDi



What is Business Development?

 Strategic / Operational / Tacticalg p

 The Rule of Three

 Three Audiences



The Three Audiences

 Department - Agency & Business Development

 Large Business/Prime & Business DevelopmentLarge Business/Prime & Business Development

 Small Business & Business Development Small Business & Business Development



Business Development and
th N Ethe New Economy

 The Thinking, Behavior and Process of 
Business Development that got us  where 
we are won’t get us where we want to get towe are won t get us where we want to get to

 Everybody wants change they just don’t Everybody wants change they just don t 
want to be changed



Business Development and
th N Ethe New Economy

Fundamental Rule of Change:

When the pain of changeWhen the pain of change 
is less than the pain

you are inyou are in, 

… YOU WILL CHANGE



Three Rules for the Small Business
i th N Ein the New Economy

 Sell– Be Sold – or Be Gone

• Make pay every Friday $

• “He who rides the tiger cannot dismount …”



Thinking Drives Behavior and
B h i D i R R ltBehavior Drives Revenue Results

 The Dependent / Reactive mindset & 
Business Development Process

versus

Th I d d / P i i d & The Independent / Proactive mindset & 
Proactive Business Development Process



Large Agency / Prime
M di B i S ll Fi

S i / O i l / T i l BD

Medium Business or Small Firm
Strategic / Operational / Tactical BD 
challenges fall into three areas:

• Plans

• People

P• Process



Business Development & 
R i G ti A tReview Generation Assessment

 “SMART” operational & tactical BD 
plansp

 Personnel assessment & leadership 
evaluationevaluation



Business Development & 
R i G ti A tReview Generation Assessment

 Proactive BD process with early OI & QSM

• Hunting/Strategic • Farming/Organic

 Education & professional development of direct

Hunting/Strategic Farming/Organic

Education & professional development of direct 
and indirect BD personnel



The People & Leadership Side 
f B i D l t
 Top 3% in their profession

of Business Development
p % p

 Learn to think differently

 Understand conceptual vs. 
mechanical challengesmechanical challenges

 Study and apply the Principles of 
d hiLeadership



Leadership & Business Development

Being
Who we are as an individualWho we are as an individual

KnowingKnowing
What we know and can apply

Doing
What we are capable of doing



The 12 Competencies
f B i D l tof Business Development
BeBe KnowKnow DoDo

Principles/ValuesPrinciples/Values
TechnicalTechnical

GoalsGoals

MissionMission

MoneyMoneyBusinessBusiness

PlansPlans

PurposePurpose

yy

SystemsSystems

RolesRoles
PeoplePeople

SkillsSkills



Two Types of Revenue Generators

Strategic Growth Organic Growth

Business 
Development 

Business 
Developmentp

“Hunter” 
p

“Farmer”



Three Types of BD Leaders

0

100

200

Revenue in 
$MM0

D
at

e
Ju

n-
08

D
ec

-0
8

Ju
n-

09

D
ec

-0
9

Ju
n-

10

$MM
Quarter

 Merger & turn-around specialists

 Build your team & drive revenue leader

i i l d Run your BD organization leader



The Process & Skill Side of BD
(OI&Q)HI

 What is an Opport nit Identification &

(OI&Q)HI

 What is an Opportunity, Identification & 
Qualification process based on Human Intel?

 How does (OI&Q)HI fit into your overall BD 
process??

 The process, skills, thinking & discipline of 
early (OI&Q)HIearly (OI&Q)



Discussions  Questions  Decisions
How do the following contribute to challenges you
face in BD and revenue growth?

• Strategy • Personnel
HI• Culture

• Capabilities

• (OI&Q)HI Process

• Leadership

What are your priorities to address these challenges?

Capabilities Leadership



Thank you for the opportunity 
to speak to you todayto speak to you today

We look forward to seeing you at theg y
BD Training Workshop

Annapolis, MDAnnapolis, MD 
August 4-5

# 704.553.0000 www.mbdi.com



SBDC’S and PTAC’SSBDC’S and PTAC’SSBDC’S and PTAC’SSBDC’S and PTAC’S

WHAT ARE THEYWHAT ARE THEY??



SBDCSBDCSBDCSBDC
SSmallmall BBusinessusiness DDevelopmentevelopment CCenterenterSSmall mall BBusiness usiness DDevelopment evelopment CCenterenter
SBDC’s are nonSBDC’s are non--profit Business profit Business 
O t h C tO t h C tOutreach CentersOutreach Centers
Primarily located at Universities Primarily located at Universities 
across the countryacross the country
Funded by the US Small Business Funded by the US Small Business yy
Administration, the DOD, the State Administration, the DOD, the State 
of Ala., and the Universities where of Ala., and the Universities where ,,
the SBDC’s are locatedthe SBDC’s are located



SBDC’sSBDC’s
There are a total of 10 SBDC’s in the state of AlabamaThere are a total of 10 SBDC’s in the state of Alabama::

1.1. Ala. A&M University *Ala. A&M University *
2.2. Ala. State UniversityAla. State University
3.3. Auburn UniversityAuburn University
4.4. Jacksonville State UniversityJacksonville State University
5.5. Troy  UniversityTroy  University
66 University of AlaUniversity of Ala Huntsville *Huntsville *6.6. University of Ala. University of Ala. –– Huntsville Huntsville 
7.7. University of Ala. University of Ala. –– TuscaloosaTuscaloosa
8.8. University of North Ala.University of North Ala.8.8. University of North Ala.University of North Ala.
9.9. University of South Ala.University of South Ala.
10.10. University of West AlaUniversity of West Ala..



SBDC’sSBDC’sSBDC sSBDC s

All SBDC’s in the state of Alabama are All SBDC’s in the state of Alabama are 
responsible for providing their services to responsible for providing their services to 
several counties in their geographical  several counties in their geographical  
area.area.
Example:  Example:  UAHuntsvilleUAHuntsville SBDC is SBDC is 
responsible for 7 counties in N. E.  Ala. responsible for 7 counties in N. E.  Ala. pp
((DekalbDekalb, Jackson, Marshall, Madison, , Jackson, Marshall, Madison, 
Limestone, Morgan, Cullman)Limestone, Morgan, Cullman), g , ), g , )



SBDC’sSBDC’sSBDC sSBDC s
Each SBDC in Alabama is a member ofEach SBDC in Alabama is a member ofEach SBDC in Alabama is a member of Each SBDC in Alabama is a member of 
the Alabama Small Business Development the Alabama Small Business Development 
Network (ASBDN)Network (ASBDN)Network (ASBDN)Network (ASBDN)
The ‘Network’ is a statewide program The ‘Network’ is a statewide program 
developed to enhance economic growth in developed to enhance economic growth in gg
Alabama by providing management and Alabama by providing management and 
technical assistance to Alabama’s small technical assistance to Alabama’s small 
businessesbusinessesbusinessesbusinesses
The ‘Network’ (formally called the The ‘Network’ (formally called the 
Consortium) began operations in 1980Consortium) began operations in 1980Consortium) began operations in 1980Consortium) began operations in 1980



SBDC’sSBDC’sSBDC sSBDC s
The ASBDC Network includes theThe ASBDC Network includes theThe ASBDC Network includes the The ASBDC Network includes the 
Alabama International Trade CenterAlabama International Trade Center
Located at U of A in TuscaloosaLocated at U of A in TuscaloosaLocated at U of A in TuscaloosaLocated at U of A in Tuscaloosa
Provides export research, training, and Provides export research, training, and 

lilicounselingcounseling
FY 2008, the AITC created new export FY 2008, the AITC created new export 
sales of $8.7 million while working with sales of $8.7 million while working with 
144 small firms in Ala. 144 small firms in Ala. 



SBDC’SSBDC’S

ADMINISTRATIONADMINISTRATIONADMINISTRATIONADMINISTRATION

The U S Small Business AdministrationThe U S Small Business AdministrationThe U.S. Small Business Administration The U.S. Small Business Administration 
(SBA) is charged with overseeing the (SBA) is charged with overseeing the 
overall program while the implementationoverall program while the implementationoverall program, while the implementation overall program, while the implementation 
of the state program is the responsibility of of the state program is the responsibility of 
the SBDC State Director (William the SBDC State Director (William e S C S a e ec o ( ae S C S a e ec o ( a
Campbell)Campbell)



SBDC’sSBDC’sSBDC sSBDC s
Nationwide and BeyondNationwide and Beyond

SBDC’s are located in all 50 states theSBDC’s are located in all 50 states theSBDC s are located in all 50 states, the SBDC s are located in all 50 states, the 
District of Columbia, Puerto Rico, the District of Columbia, Puerto Rico, the 
Virgin Islands, Guam, and American Virgin Islands, Guam, and American g , ,g , ,
SomoaSomoa



SBDC’s
What They Do

Provide counseling and training toProvide counseling and training to 
business entrepreneurs in a wide variety 
of business topicsof business topics
Provide comprehensive information 
services and access to expertise in manyservices and access to expertise in many 
fields of business



SBDC’s

State StatisticsState Statistics FY 2008FY 2008State Statistics State Statistics –– FY 2008FY 2008

Training Events Held Training Events Held –– 380380
Training AttendeesTraining Attendees 11 66911 669Training Attendees Training Attendees –– 11,66911,669
Total Counseling Sessions Total Counseling Sessions –– 3,042 3,042 



SMALL BUSINESSESSMALL BUSINESSES

CONTRIBUTIONSCONTRIBUTIONS

97% of Alabama’s businesses are small 97% of Alabama’s businesses are small 
businessesbusinesses
In Alabama, small businesses contribute In Alabama, small businesses contribute 
67% of all wage growth67% of all wage growth67% of all wage growth67% of all wage growth
Small businesses accounted for 75% of all Small businesses accounted for 75% of all 
jobs created in the last 10 yearsjobs created in the last 10 yearsjobs created in the last 10 years.jobs created in the last 10 years.



PTACPTACPTACPTAC
PProcurementrocurement TTechnicalechnical AAssistancessistancePProcurement rocurement TTechnical echnical AAssistance ssistance 
CCenterenter
PTAC’s are local nonPTAC’s are local non profit Resourceprofit ResourcePTAC s are local nonPTAC s are local non--profit Resource profit Resource 
Centers located primarily on Centers located primarily on 
University campuses across theUniversity campuses across theUniversity campuses across the University campuses across the 
nation.nation.
Each PTAC is a member of nationalEach PTAC is a member of nationalEach PTAC is a member of national Each PTAC is a member of national 
Association of Procurement Technical Association of Procurement Technical 
Assistance Centers (APTAC)Assistance Centers (APTAC)( )( )



PTAC’sPTAC’sPTAC sPTAC s
There are 7 PTAC’s in the state of There are 7 PTAC’s in the state of 
AlabamaAlabama: : 

1.1. Ala. State UniversityAla. State University
2.2. Jacksonville State UniversityJacksonville State University
33 Troy UniversityTroy University3.3. Troy UniversityTroy University
4.4. University of Ala. University of Ala. –– HuntsvilleHuntsville
5.5. University of Ala.University of Ala. –– TuscaloosaTuscaloosa5.5. University of Ala. University of Ala. TuscaloosaTuscaloosa
6.6. University of North Ala.University of North Ala.
7.7. University of South Ala.University of South Ala.



PTAC’sPTAC’s

PTAC’s are part of the FederalPTAC’s are part of the FederalPTAC s are part of the Federal PTAC s are part of the Federal 
Procurement Technical Assistance Procurement Technical Assistance 
Program which is administered by the U SProgram which is administered by the U SProgram which is administered by the U.S. Program which is administered by the U.S. 
Defense Logistics Agency (DLA) on behalf Defense Logistics Agency (DLA) on behalf 
of the Secretary of Defenseof the Secretary of Defenseof the Secretary of Defenseof the Secretary of Defense
The state program is the responsibility of The state program is the responsibility of 
the State PTAC Program Director (Ms Patthe State PTAC Program Director (Ms Patthe State PTAC Program Director (Ms. Pat the State PTAC Program Director (Ms. Pat 
Phillips)Phillips)



PTAC’sPTAC’s
What They DoWhat They Do

Provide assistance to businesses in theProvide assistance to businesses in theProvide assistance to businesses in the Provide assistance to businesses in the 
marketing of their products and/or services marketing of their products and/or services 
to the federal, state, or local governmentsto the federal, state, or local governmentsto the federal, state, or local governments to the federal, state, or local governments 
by offering oneby offering one--onon--one counseling, as well one counseling, as well 
as, a variety of training and networkingas, a variety of training and networkingas, a variety of training and networking as, a variety of training and networking 
opportunitiesopportunities



PTAC’sPTAC’s
StateState StatisticsStatistics

PTAC procurement specialists have 
assisted Alabama’s small business clientsassisted Alabama s small business clients 
in receiving more than $2.6 billion in 
government contract awards in FY 2008government contract awards in FY 2008
These contract awards created or helped 

t i 52 000 j b f Al bretain approx 52,000 jobs for Alabama 
workers in FY 2008.



PTAC’sPTAC’s

Have access to other PTAC Association 
members across the country that help with 
obtaining information and contacts that 
can assist the small business clients
PTAC Counselors and Specialist attend 
nationwide certification training seminars g
that provide the latest information on all 
facets of government contractingg g



SBDC’s and PTAC’s

Services Offered 
t Aid S ll B ito Aid Small Businesses



SBDC’s and PTAC’sSBDC s and PTAC s
What they do

Provide assistance to pre-ventureProvide assistance to pre venture 
businesses to aid in a successful start-up  
Provide assistance to on-going businessesProvide assistance to on-going businesses  
to help improve their performance 
Provide one on one counseling andProvide one-on-one counseling and 
training in a wide variety of business topics 



SBDC’s and PTAC’s
Counseling

Legal Structure
Business Plans
Licenses and Permits
Financing 
Business InsuranceBusiness Insurance
Marketing



SBDC’s and PTAC’s
Counseling (con’t)

Franchises
International TradeInternational Trade
Technology Commercialization
I t ll t l P t Ri htIntellectual Property Rights
CCR Registration
Small Business Size Standards
Disadvantage CertificationsDisadvantage Certifications



SBDC’s and PTAC’s
Counseling (con’t)

Identifying government set-asides
Government Contracting ProtocolGovernment Contracting Protocol
GSA Schedules
T i A tTeaming Agreements
Capability Statements
Bid Match



SBDC’s and PTAC’s
Training

Starting a small business
MarketingMarketing
Accounting
Fi i (L k i )Financing (Loan packaging)
Business Plan
Intellectual Property Rights
Basics of Government Contracting



SBDC’s and PTAC’s
Training (con’t)

GSA Schedules
Defense Supply Centers pp y
DIBBS (DLA Internet Bid Board System)
Wide Area Work Flow SystemWide Area Work Flow System
Government Proposal Writing
SBIR/STTRSBIR/STTR
Match Makers



SBDC’s and PTAC’s
Other Services

Provide research info to assist clients
L E A R N Program (Launching EntrepreneursL.E.A.R.N. Program (Launching Entrepreneurs 
Across Rural Networks)
Match Makers - Develop and maintain p
partnerships among community organizations 
and local, state, and federal agencies
P id f l i t f b d t k fProvides a focal point for a broad network of 
public and private resources at the community 
levellevel



UAHuntsville PTAC

What we can do to help 
your small business 

prepare for and succeed inprepare for and succeed in 
doing business with the 

tgovernment



UAHuntsville SBDC/PTAC
Staff

Kannan Grant – Interim Director
Jeff Smith – SBDC/PTAC CounselorJeff Smith SBDC/PTAC Counselor
Joseph Osborn – PTAC Counselor
Mary Jane Fleming – PTAC Specialist
Steve Briere – SBDC CounselorSteve Briere SBDC Counselor
Mike Pearson – SBDC Counselor
Beverly Maples – Staff Assistant



UAHuntsville SBDC/PTAC
Background

Established in 1987
Serve small businesses and prospective p p
entrepreneurs in a 7 county area in 
Northeast  Ala.
Offices in the Business Administration 
Bldg on the UAHuntsville campus and atBldg on the UAHuntsville campus and at 
the HSV/Madison County Chamber of 
CommerceCommerce



UAHuntsville PTAC
Background

Approximately 200 area small businesses 
use our government Bid Matching Serviceuse our government Bid Matching Service 
daily
G t t ti li t i dGovernment contacting clients increased 
from 50% in FY ’08 to 71% in Feb., ‘09
Since 2004, our clients have reported 
securing government contract awards in 

$excess of $4.5 billion



UAHuntsville PTAC
Government Contracting

Contracting Fundamentals
 DUNS
 CCR
 NAICS Codes NAICS Codes 
 ORCA
 Dynamic Small Business Search



UAHuntsvilleUAHuntsville PTACPTAC
Government ContractingGovernment Contracting

Bid Match ServiceBid Match Service
DIBBS (DLA Internet Bid Board System)DIBBS (DLA Internet Bid Board System)( y )( y )
GSA Schedule Proposal AssistanceGSA Schedule Proposal Assistance
FPDSFPDS (Fed Procurement Data System)(Fed Procurement Data System)FPDS FPDS (Fed Procurement Data System)(Fed Procurement Data System)
Capability Statement Preparation Capability Statement Preparation 
Bid Proposal Preparation AssistanceBid Proposal Preparation Assistance
Networking OpportunitiesNetworking Opportunitiesg ppg pp



UAHuntsvilleUAHuntsville PTACPTAC
Government ContractingGovernment Contracting

Marketing StrategiesMarketing Strategies
Teaming OpportunitiesTeaming OpportunitiesTeaming OpportunitiesTeaming Opportunities
Size DeterminationSize Determination
P i t f C t t/C i tiP i t f C t t/C i tiPoints of Contact/Communications Points of Contact/Communications 
ProtocolProtocol
Certification Assistance (8(a) & Certification Assistance (8(a) & HUBZoneHUBZone))
Critical Info Dissemination to Client BaseCritical Info Dissemination to Client Base



UAHuntsvilleUAHuntsville PTACPTACUAHuntsvilleUAHuntsville PTACPTAC
Training Workshops SeminarsTraining Workshops SeminarsTraining, Workshops, SeminarsTraining, Workshops, Seminars
 Fundamentals of Government ContractingFundamentals of Government Contracting
 Technology Commercialization (Webinar)Technology Commercialization (Webinar) Technology Commercialization (Webinar)Technology Commercialization (Webinar)
 SBIR/STTR (Webinar)SBIR/STTR (Webinar)
 HR for Go ernment ContractingHR for Go ernment Contracting HR for Government ContractingHR for Government Contracting
 GSA ScheduleGSA Schedule
Wid A W k FlWid A W k FlWide Area Work FlowWide Area Work Flow
 How to find Opportunities with the DLA’s       How to find Opportunities with the DLA’s       

D f S l C tD f S l C tDefense Supply CentersDefense Supply Centers



UAHuntsvilleUAHuntsville PTACPTACUAHuntsvilleUAHuntsville PTACPTAC
Training (Training (con’tcon’t))Training (Training (con tcon t))
 SocioSocio--Economic Programs Economic Programs –– Set AsidesSet Asides
 DLA Internet Bid Board Systems (DIBBS)DLA Internet Bid Board Systems (DIBBS) DLA Internet Bid Board Systems (DIBBS)DLA Internet Bid Board Systems (DIBBS)
 Automated Best Value System (ABVS)Automated Best Value System (ABVS)



UAHuntsvilleUAHuntsville PTACPTACUAHuntsvilleUAHuntsville PTACPTAC
Networking OpportunitiesNetworking OpportunitiesNetworking OpportunitiesNetworking Opportunities
 Match Makers (Collaboration with Huntsville Match Makers (Collaboration with Huntsville 

COC and with the Decatur COC)COC and with the Decatur COC)COC and with the Decatur COC)COC and with the Decatur COC)



UAHuntsvilleUAHuntsville SBDC/PTACSBDC/PTAC

Website:  Website:  http://sbdc.uah.eduhttp://sbdc.uah.edupp



U.S. ARMY CONTRACTING COMMANDU.S. ARMY CONTRACTING COMMAND

Information Technology, EInformation Technology, E--Commerce and Commerce and 
Commercial Commercial ContractingContracting Center (ITEC4)Center (ITEC4)

Putting Your Best Proposal Forward!Putting Your Best Proposal Forward!

Ms  Stacy WatsonMs  Stacy WatsonMs. Stacy Watson
Contracting Officer

1 July 09

Ms. Stacy Watson
Contracting Officer

1 July 091 July 091 July 09



Putting Your Best Proposal ForwardPutting Your Best Proposal Forward

11

Read The Solicitation 
CarefullyCarefully



Putting Your Best Proposal ForwardPutting Your Best Proposal Forward

Benchmark Your Core CompetenciesBenchmark Your Core Competencies 
Against The Solicitation

22



Putting Your Best Proposal ForwardPutting Your Best Proposal Forwardg pg p

33

Fully Describe Your Solution ToFully Describe Your Solution To 
Demonstrate That  You Understand The 

RequirementsRequirements



Putting Your Best Proposal ForwardPutting Your Best Proposal Forwardg pg p

Translate Your Solution Into Benefits
For The Government

44



Putting Your Best Proposal ForwardPutting Your Best Proposal ForwardPutting Your Best Proposal ForwardPutting Your Best Proposal Forward

55

Explain Why You Picked Your 
Subcontractors



Putting Your Best Proposal ForwardPutting Your Best Proposal Forwardg pg p

66

Actively Manage Your Past Performances



Putting Your Best Proposal ForwardPutting Your Best Proposal Forwardg pg p

77

Be Well Prepared For Due Diligence



Putting Your Best Proposal ForwardPutting Your Best Proposal Forwardg pg p

88

Eliminate Sloppy Mistakes That  Leave 
Lasting ImpressionsLasting Impressions



Putting Your Best Proposal ForwardPutting Your Best Proposal Forwardg pg p

Cut The Fluff

99



Putting Your Best Proposal ForwardPutting Your Best Proposal Forwardg pg p

Get The Most Out Of Debriefings

1010



5 72 5 72
3 6 83

9Putting all of the 9Putting all of the 
puzzle pieces 

together makes for atogether makes for a 
great proposal

12



SMALL BUSINESS PROGRAM
• Using small businesses ensures that our country can be prepared to 
respond to any situation, because the industrial base and capability is 

i t i dmaintained.

• September 11th   -- Did you know that equipment and supplies were 
needed immediately in the disaster areas? While air planes wereneeded immediately in the disaster areas?  While air planes were 
grounded and the U.S. railroad system couldn’t react fast enough;  small 
business trucking companies were the first to respond bringing supplies 
& equipment.& equipment.

• Katrina Disaster  -- Did you know that small businesses were the first 
to drop supplies to help the people?   Small television networks were the p pp p p p
first to show the depth of the struggles.  Individually owned small 
business bus companies were the fastest to respond to getting the 
people bussed out of the area.



SMALL BUSINESS CONSIDERATIONS
Why consider small business?

• It is the Government’s policy to provide maximum acquisition 
opportunities to small businesses.

• FAR Part 19 implements the acquisition-related sections of the 
Small Business ActSmall Business Act .



QUESTIONS?QUESTIONS?



NDIA
Tennessee Valley Federal Small Business 

Programs Conference and Exhibition 

MSFC Acquisitions and Small 
B i O t itiBusiness Opportunities
Kim E. Whitson
MSFC Procurement Office

June 2009



Major Ongoing SEBs/SECs

Procurement Title

I3P Procurements:
• NASA Integrated Communications Services (NICS)

E t i A li ti S i T h l i (EAST)• Enterprise Applications Services Technologies (EAST)
• Projected Final RFP Release (for both) of NLT 9/15/2009
• Projected Award Date (for both) of 2/15/2010j ( )

Related IT Procurement:
• Marshall Information Technology Services (MITS)

• Small Business Set-Aside
• Projected Award Date of 11/19/2009Projected Award Date of 11/19/2009



Major Ongoing SEBs/SECs

Procurement Title

EAST DRFP Small Business Contract Goals:

Category % Goals
Small Business Concerns 18.00%
Small Disadvantaged Business Concerns 8.00%
Woman-Owned Small Business Concerns 5.00%
Historically Under-Utilized Business Zone Small 
Business Concerns

3.00%

Veteran-Owned Small Business Concerns 2.00%
S i Di bl d V t O d S ll B i 1 50%Service Disabled Veteran-Owned Small Business 
Concerns

1.50%

Historically Black Colleges and Universities/Other
Minority Institutions (HBCU/OMI)

1.00%
y ( )



Major Ongoing SEBs/SECs

Procurement Title

NICS DRFP Small Business Contract Goals:

Category % Goals
Small Business Concerns 32.00%
Small Disadvantaged Business Concerns 12.00%
Woman-Owned Small Business Concerns 8.00%
Historically Under-Utilized Business Zone Small 
Business Concerns

2.50%

Veteran-Owned Small Business Concerns 3.00%
S i Di bl d V t O d S ll B i 2 50%Service Disabled Veteran-Owned Small Business 
Concerns

2.50%

Historically Black Colleges and Universities/Other
Minority Institutions (HBCU/OMI)

.50%
y ( )



Recent Contract Awards

Procurement Title

MAF Manufacturing Support and Facility Operations Contract (MSFOC)MAF Manufacturing Support and Facility Operations Contract (MSFOC)
Small Business Goals:

Category % Goals
Small Business Concerns 35.50%
Small Disadvantaged Business Concerns 10.00%
Woman-Owned Small Business Concerns 7.80%
Historically Under-Utilized Business Zone Small 
Business Concerns

5.80%

Veteran-Owned Small Business Concerns 4.80%
S i Di bl d V O d S ll B i 2 80%Service Disabled Veteran-Owned Small Business 
Concerns

2.80%

Historically Black Colleges and Universities/Other
Minority Institutions (HBCU/OMI)

.80%
y ( )



Major Upcoming SEBs/SECs

Procurement Title

Acquisition and Business Support Services (ABSS):
• SEB Established Date of 7/31/2009

P j t d A d D t f 3/12/2010• Projected Award Date of 3/12/2010
• Small Business Set-Aside

Engineering, Science, and Technical Services (ESTS):
• SEB Established Date of 10/15/2009
• Projected Award Date of 10/15/2010



Major Upcoming SEBs/SECs

Procurement Title

Current ESTS Small Business Goals:

Category % Goals
Small Business Concerns 41.00%
Small Disadvantaged Business Concerns 18.00%
Woman-Owned Small Business Concerns 9.00%
Historically Under-Utilized Business Zone Small 
Business Concerns

2.00%

Veteran-Owned Small Business Concerns --
S i Di bl d V t O d S ll B i *1 50%Service Disabled Veteran-Owned Small Business 
Concerns

*1.50%

Historically Black Colleges and Universities/Other
Minority Institutions (HBCU/OMI)

.50%
y ( )

* Goal includes Veteran-Owned Small Business Concerns



Acquisition Planning Tool (APT)
Following web address will take you to APT portal for MSFC:
http://ec.msfc.nasa.gov/cgi-bin/eis/eis_apt.cgi

8



1. http://www.nasa.gov/centers/marshall/home

2 Ab t M h ll D i B i ith M h ll2. About Marshall  - Doing Business with Marshall

3. MSFC Acquisition Planning Tool (APT)



MSFC FY2009 Highlights 

- 8(a) award of the Marshall Engineering Trade & Technical 
Support contract to InfoPro Corporation

- 8(a) award of the MSFC Administrative Services contract to 
Deltha Critique

- Issuance of 5 8(a) IDIQ contracts

- Issuance of 11 construction IDIQs to small businesses

- Recompete of the MSFC Occupational Medicine and 
Environmental Health Services as an SB set-aside

- Issuance of 12 SEP BPAs to small businesses

- Winner of the inaugural Administrator’s Cup recognizing MSFC 
h i NASA’ t S ll B i Pas having NASA’s top Small Business Program



MSFC Small Business Program Contacts

CONTACT TITLE EMAIL PHONE

David Brock Small Business 
Specialist

David.e.brock@nasa.gov 256-544-0267

Fran Thompson Management 
Support Assistance

Fran.thompson@nasa.gov 256-544-8816

Stefanie Funghi Digital Fusion 
Contractor Support

Stefanie.m.funghi@nasa.gov 256-544-6263

Lynn Garrison Small Business 
Technical Advisor

Virginia.l.garrison@nasa.gov 256-544-6719



US Army Space and Missile Defense 
Command/US Army Forces Strategic y g

Command (USASMDC/ARSTRAT)

M. Cathy Dickens
PARC/Director, 

Contracting and Acquisition ManagementContracting and Acquisition Management 
Office (CAMO)

Acquisition OverviewAcquisition Overview

“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”
1



“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”
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CAMO ORGANIZATION
PARC/DIRECTOR

DEPUTY 
DIRECTOR

ACQUISITION 
MGMT

OPERATIONS 
WEST

DIRECTORATE

OPERATIONS 
EAST

DIRECTORATE

DIRECTOR
Alternate PARC

DIRECTORATE

Policy & 
Pricing Div

Contract Ops 
Div

DIRECTORATE DIRECTORATE

Chem & Bio 
Contracts Ops 

Div
Contracts Ops 

Div

Business 
Mgmt Ofc

Contracts Ops 
Div

“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”
3



Scope of Support
• Research & Developmentp
• Concept Development, Prototyping and Limited Production 

Capability
• Operations SupportOperations Support
• Range Support
• Force Protection

Facilities Support• Facilities Support
• Chemical & Biological Medical Defense Support
• Department of the Army – Small Business Programs, Mentor 

é éProtégé Program

“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”
4



Range of Actions

• Command-Wide Enterprise Contracts
• Individual Contracts
• SBIR Program
• Broad Agency Announcements
• GrantsGrants
• Other Transactions

“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”
5



UNCLASSIFIED

FY 08 Small Business Targets vs Actuals
Thru 30 Sep 08 Contract Obligations are: $2,846.3M

$882.3M
31%

700

800

900

Targets Actuals

31%
$780.5M
27.42%

500

600

200

300

400

$145.1M
5 1% $113 8M $95 9M

0

100

200

TOTAL SMALL                     SMALL                  SERVICE DISABLED               WOMEN- HUBZONE                         *HBCU/MI  
BUSINESS DISADVANTAGED VETERAN OWNED OWNED

5.1%
$62.6M
2.2%

$113.8M
4.0%

$28.4M
1.0%

$2.57M
10%

$67.0M
2.35%

$51.2M
1.8%

$95.9M
3.37%

$17.5M
.61%

$3.9M
15.2%

“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”

6

*HBCU/MI target and actual is based on contract obligations to universities as of 30 Sep 08:  $25.8M

BUSINESS                  DISADVANTAGED         VETERAN-OWNED                OWNED



UNCLASSIFIED

FY 09 Small Business Targets vs Actuals
Thru 31 MAY 09 Contract Obligations are: $925.4M

Targets Actuals

$456.7M
49.35%

$249.8M
31%

TOTAL SMALL                       SMALL                    SERVICE DISABLED             WOMEN- OWNED                 HUBZONE    *HBCU/MI  

BUSINESS                  DISADVANTAGED           VETERAN-OWNED                    

$47.1M
5.1%

$27.7M
3.0%

$37M
4.0% $9.25M

1.0%
$3.62M

10%

$41.6M
4.49% $22.8M

2.46%

$64.1M
6.92% $9.8M

1.05%
$3.27M

9%

“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”

*HBCU/MI target and actual is based on contract obligations to universities as of 31 MAY 09:  $36.2M



FY 09 Small Business Targets vs Actuals
Based on Projected End of Year Obligations of $2.5B

$675M
27%

Targets Actuals

$456.7M

Targets Actuals

$127.5M
5 1%

$75M
3 0%

$100M

TOTAL SMALL                     SMALL                     SERVICE DISABLED                 WOMEN- HUBZONE                         HBCU/MI  
BUSINESS                 DISADVANTAGED            VETERAN-OWNED                  OWNED

5.1% 3.0% 4.0%
$25M
1.0%

$3.6M
10%$41.6M $22.8M

$64.1M
$9.8M $3.27M

“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”

TOTAL PROJECTED FY09  U.S. CONTRACT OBLIGATIONS:   $2.5B    

TOTAL ACTUAL FY09 U.S. CONTRACT OBLIGATIONS $925,482,332

TOTAL PROJECTED FY09 UNIV OBLIGATIONS   $36M

TOTAL ACTUAL FY09 UNIV OBLIGATIONS  $36,280,040  



Enterprise Contracts
• Science, Engineering and Technical Assistance*
• Warfighter Analysis & Integration Contract*
• Simulation Center*
• Space & Missile Defense Initiatives Support*p pp
• Ft Greely Base Operations Support*
• DoD Counter NarcoTerrorism Technology Program Office Program 

and Operations Support
• Integrated Technical and Analysis Contractg y
• Systems, Technology, and Research Information Operations 

Support
• Concepts and Operations for Space and Missile Defense Integration 

Capabilities p
• C4ISR Operational Management, Engineering and Technical 

Services

* Recompete in FY09

“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”
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Key Customers - Internal

• Space and Missile Defense Technical Center
• Space and Missile Defense Future Warfare Center
• Technical Interoperability and Matrix Centerp y
• 1st Space Brigade
• 1st Space Battalion
• 100th Missile Defense Brigade
• 117th Space Brigadep g
• 49th Missile Defense Battalion
• 53rd Signal Battalion
• Ballistic Missile Defense System Manager
• High Energy Laser Systems Test Facilityg gy y y
• Reagan Test Site, Kwajalein 
• Regional SATCOM Support Centers

“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”
10



Key Customers - External
• Missile Defense Agency
• Program Executive Office, Missiles and Space
• Program Executive Office, Enterprise Information Systems 
• Program Executive Office for Intelligence, Electronic Warfare and g g ,

Sensors 
• DoD Counter NarcoTerrorism Technology Program Office Program 

and Operations Support 
• Joint Program Executive Office, Chemical and Biological Defenseg , g
• Office of the Secretary of Defnse,Quality of Life Program
• U.S. Army Asymmetric Warfare Group 
• Joint Improvised Explosive Device Defeat Organization 
• Rapid Aerostat Initial Deployment p p y
• Joint Land Attack Cruise Missile Defense Elevated Netted Sensor

“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”
11



Summary
• Highly diverse mission

• Partner with Missile Defense Agency & PEO 
Missiles and Space as well as other agencies within 
the missile defense/space realm

• History of achievement with Small Business Support
– Total Commitment

“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”“Secure the High Ground”

– Continued Focus on Expanded Opportunities
12



Joint Venture Small Business 
Issues

Tennessee Valley Federal Small 
Business Programs Conferenceg

July 1, 2009



• NAICS Code in Solicitation defines smallNAICS Code in Solicitation defines small 
business size standard

• If set aside for small business• If set-aside for small business
– Limitations of Subcontracting – FAR 52.219-

1414
– Prime Contractor perform 50% of work



Does the FAR Recognize 
T i ?Teaming?

• The Government will recognize theThe Government will recognize the 
integrity and validity of contractor team 
arrangements; provided the arrangementsarrangements; provided, the arrangements 
are identified and company relationships 
are fully disclosed in an offer or forare fully disclosed in an offer or, for 
arrangements entered into after 
submission of an offer before thesubmission of an offer, before the 
arrangement becomes effective.  (FAR 
9 603)9.603)



What Types of Contractor 
“Teams” Does the FARTeams  Does the FAR 

Recognize?
FAR 9 601 ReadsFAR 9.601 Reads:

“Contractor team arrangement,” as used in this 
subpart, means an arrangement in which—subpart, means an arrangement in which

• Two or more companies form a partnership or 
joint venture to act as a potential prime 
contractor orcontractor, or

• A potential prime contractor agrees with one 
or more other companies to have them act as its p
subcontractors under a specified Government 
contract or acquisition program. 



How does SBA Define JV?

13 CFR 121.103(h) reads:( )
A joint venture is an association of individuals 
and/or concerns with interests in any degree or 

i b fproportion by way of contract, express or 
implied, consorting to engage in and carry out 
no more than three specific or limited-purposeno more than three specific or limited purpose 
business ventures for joint profit over a two-year 
period, for which purpose they combine their 

ff t t kill k l d b tefforts, property, money, skill, or knowledge, but 
not on a continuing or permanent basis for 
conducting business generally.co duct g bus ess ge e a y



SBA Definition – cont’dSBA Definition cont d
• This means that the joint venture entity cannot j y

submit more than three offers over a two year 
period, starting from the date of the submission 
of the first offer.  A joint venture may or may not j y y
be in the form of a separate legal entity. The 
joint venture is viewed as a business entity in 
determining power to control its managementdetermining power to control its management.  
SBA may also determine that the relationship 
between a prime contractor and its 
subcontractor is a joint venture and thatsubcontractor is a joint venture, and that 
affiliation between the two exists, pursuant to 
paragraph (h)(4) of this section.



What are the Advantages of 
Small Business Teaming?

• The joint venture or team is able to compete j p
for larger more technically complex contracts 
by combining the capabilities and past 
performance of various team membersperformance of various team members

• Relaxed affiliation rules for SB joint ventures 
and prime/sub teams on procurements thatand prime/sub teams on procurements that 
meet certain requirements

• Relaxed performance of work requirements 
on procurements that meet certain 
requirements



What is Affiliation?What is Affiliation?

Normal Rule of AffiliationNormal Rule of Affiliation
13 CFR 121.103(h)(2)

• The members of a joint venture or team are j
considered to be affiliated for size purposes.
– The size of each team member contributes to the total 

i f th j i t t tsize of the joint venture or team.
– The joint venture or team is small only if the combined

annual receipts or employees of all the firms in the JVannual receipts or employees of all the firms in the JV 
meet the size standard for the procurement.



What are the Relaxed 
Affiliation Rules?(13 CFRAffiliation Rules?(13 CFR 

121.103(h)(3))
• There is an exception to the normal rules of affiliation for p

joint ventures and teams on procurements that meet 
certain requirements:
– A bundled procurement of any dollar value; orp y ;
– For a procurement having a receipts based size standard, the 

dollar value of the procurement exceeds ½ the size standard; or
– For a procurement having an employee based size standard, the 

dollar value of the procurement exceeds $10 million.
• For these procurements, the JV or prime/sub team is 

considered small so long as each member is small under g
the size standard assigned to the procurement



In Other WordsIn Other Words

• Relaxed affiliation means that so long asRelaxed affiliation means that so long as 
each JV venturer (in the case of a joint 
venture) or team member (in the case of a ) (
teaming arrangement) individually qualifies 
as a small business, then the JV or 
t i t lifi llteaming arrangement qualifies as small.

• Relaxed affiliation rules apply to SB JV’s 
d t l t th tand teams only on procurements that 

meet certain requirements.



What are Performance of 
W k R i ?Work Requirements?

• Included in contract only if contractor mustIncluded in contract only if contractor must 
be small to eligible for award

FAR clause 52 219 14 “Limitations on– FAR clause 52.219-14, Limitations on 
Subcontracting”

• Specifies percent of contract work that• Specifies percent of contract work that 
must be performed by the small business 
prime contractorprime contractor.

• Addressed in detail in 13 CFR 126.6



What are Relaxed
Performance of WorkPerformance of Work 
Requirements?

• 13 CFR 125.6(h)(i)13 CFR 125.6(h)(i)
• Where an offeror is exempt from affiliation 

under §121.103(h)(3) (relaxed affiliationunder §121.103(h)(3) (relaxed affiliation 
rules) of this chapter and qualifies as a 
small business concern, the performance p
of work requirements set forth in this 
section apply to the cooperative effort of 
th j i t t t it i di id lthe joint venture, not its individual 
members



What About SB Joint 
V ?Ventures?

• Two or more concerns form a joint ventureTwo or more concerns form a joint venture 
creating a new legal entity to pursue 
federal procurementsfederal procurements.

• For procurements that meet certain 
requirements:requirements:
– The JV is small if each member of the team 

qualifies as small for the procurementqualifies as small for the procurement
– Performance of work requirements apply to 

the cooperative effort of the JVthe cooperative effort of the JV.



SB Joint Ventures – Cont’dSB Joint Ventures Cont d

• For procurements that do not meet certainFor procurements that do not meet certain 
requirements

The JV is small if the aggregate size of all the– The JV is small if the aggregate size of all the 
members meets the size standard assigned to 
the procurement.p

– Performance of work requirements still apply 
to the cooperative effort of the JV since the p
new JV entity is the prime contractor.



SB Joint Ventures – Cont’dSB Joint Ventures Cont d

• For any federal government procurement:For any federal government procurement:
– An 8(a) protégé firm may joint venture with its 

SBA approved mentorSBA approved mentor.
– The JV is small so long as the 8(a) protégé 

qualifies as small for the procurement.qualifies as small for the procurement.
– Performance of work requirements apply to 

the cooperative effort of the JV. p



SB Joint Ventures – Cont’dSB Joint Ventures Cont d

• Contract is in the name of the JV entityContract is in the name of the JV entity
• Contract performance responsibility lies 

with the JVwith the JV
• A JV entity may submit up to three offers 

t i d th t t t ith thover a two year period that starts with the 
submission of first offer (13 CFR 121.103(h)).



Can 8(a) Firms JV?Can 8(a) Firms JV?

• For competitive 8(a) procurements that meetFor competitive 8(a) procurements that meet 
certain requirements:
– 8(a) firm can JV with one or more other businesses 

and the JV is considered small so long as each JV 
member is small for the procurement
Performance of work requirements apply to the– Performance of work requirements apply to the 
cooperative effort of the JV.

– The size of a least one 8(a) member of the JV must ( )
be less than ½ the size standard for the procurement.



8(a) Firms - cont’d8(a) Firms cont d

• For sole source and competitiveFor sole source and competitive
procurements that do not meet certain 
requirementsrequirements.
– The JV is small only if the combined annual 

receipts or employees of all firms in the JVreceipts or employees of all firms in the JV 
meet the size standard for the procurement

– Performance of work requirements still applyPerformance of work requirements still apply 
to the cooperative effort of the JV.



8(a) Firms - cont’d8(a) Firms cont d

• For any 8(a) procurementFor any 8(a) procurement
– Any JV between 8(a) protégé firm and its 

approved SBA mentor is considered small soapproved SBA mentor is considered small so 
long as the 8(a) protégé is small for the 
procurement

• Mentor firm may be a large business concern
• Performance of work requirements apply to the 

ti ff t f th JVcooperative effort of the JV.



8(a) Firms - cont’d8(a) Firms cont d

• The 8(a) JV agreement must:The 8(a) JV agreement must:
– Set forth the purpose of the JV
– Designate the 8(a) participant as the managing g ( ) p p g g

venturer and an employee of the managing venturer 
as the project manager
State that 51% of the net profits fo the JV go to the– State that 51% of the net profits fo the JV go to the 
8(a) participant(s)

– Provide for the establishment of a bank account in the 
name of the JV

– Contain all the provisions listed in 13 CFR 124.513(c).



8(a) Firms - cont’d8(a) Firms cont d

• 8(a) joint venture agreements must be8(a) joint venture agreements must be 
approved by SBA prior to award of the 
contractcontract.

• Generally, prime/sub teaming is not used 
for 8(a) procurementsfor 8(a) procurements.



Can SDVOSB JV?Can SDVOSB JV?

• For competitive SDVOSB procurementsFor competitive SDVOSB procurements 
that meet certain requirements:

SDVOSB firm can JV with one or more other– SDVOSB firm can JV with one or more other 
businesses so long as each JV member is 
small for the procurementp

– Performance of work requirements apply to 
the cooperative effort of the JVp



SDVOSB – cont’dSDVOSB cont d

• For sole source and competitiveFor sole source and competitive 
procurements that do not meet certain 
requirements:requirements:
– The JV is small only if the combined annual 

receipts or employees of all firms in the JVreceipts or employees of all firms in the JV 
meet the size standard for the procurement

– Performance of work requirements still applyPerformance of work requirements still apply 
to the cooperative effort of the JV since the 
new JV entity is the prime contractor.



SDVOSB – cont’dSDVOSB cont d

• SDVOSB JV agreement must:SDVOSB JV agreement must:
– Set forth purpose of JV
– Designate SDVOSB as managing venturerDesignate SDVOSB as managing venturer 

and an employee of managing venturer as 
project manager

– State that at least 51% of the net profits 
earned by the JV go to the SDVOSB 
venturer(s)venturer(s).

– Contain other provisions as required by 13 
CFR 125.15(b)( )



Can HUBZone SB JV?Can HUBZone SB JV?

• For HUBZone procurements that meetFor HUBZone procurements that meet 
certain requirements:

HZSB firm can JV with one or more other– HZSB firm can JV with one or more other 
HUBZone certified firms to submit an offer for 
a HUBZone contract so long as each JV g
member is small for the procurement

– Performance of work requirements apply to q pp y
the cooperative effort of the JV.



HUBZone – cont’dHUBZone cont d

• For procurements that do not meet certainFor procurements that do not meet certain 
requirements:

The JV is small only if the combined annual– The JV is small only if the combined annual 
receipts or employees of all firms in the JV 
meet the size standard for the procurementp

– Performance of work requirements still apply 
to the cooperative effort of the JVp



Where Can I Find the 
CFR’ ?CFR’s?

• Federal Regulations (CFR) on-line:Federal Regulations (CFR) on line:
• http://ecfr.gpoaccess.gov

Size regulations – 13 CFR Part 121
8( ) & SDV l ti 13 CFR P t 1248(a) & SDV regulations – 13 CFR Part 124

Government Contracting Programs – 13 CFR Part 125
HUBZone Program 13 CFR Part 126HUBZone Program – 13 CFR Part 126



Gary Heard
Small Business Administration

Procurement Center Representative
U.S. Army Aviation & Missile Command

gary.w.heard@us.army.mil
(256) 842-6240 (voice)
(256) 842-0091 (fax)



DefenseDefense Contract Audit AgencyContract Audit Agency
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Defense Contract Audit AgencyDefense Contract Audit Agency

Presented By:Presented By:yy
Bill HittBill Hitt

Branch Manager Branch Manager 
Alabama Branch OfficeAlabama Branch Office

(256) 842(256) 842--77007700
bill hitt@dcaa milbill hitt@dcaa milbill.hitt@dcaa.milbill.hitt@dcaa.mil
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Defense Contract Audit AgencyDefense Contract Audit Agency

Established in 1965.
Separate Agency of Department of Defense.
Reports to DoD Comptroller.
Performs all necessary contract audits for DoD
Provides accounting and financial advisory 
services to all DoD components responsible for 
procurement and contract administrationprocurement and contract administration
Provides contract audit services to other 
Government agencies as appropriate

33
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Defense Contract Audit Agencyg y

Organization:

Headquarters - Fort Belvoir VAHeadquarters Fort Belvoir, VA
Five Regional Offices
Over 300 Field Audit Offices (FAO) andOver 300 Field Audit Offices (FAO) and 
suboffices located throughout the United 
States and overseasStates and overseas 
Defense Contract Audit Institute –
Memphis, TN

44

Memphis, TN



Defense Contract Audit AgencyDefense Contract Audit Agency

Agency staffing of approximately 
4,000.,
Professional auditors comprise 86% 
of staffof staff.
34% of the auditors are CPAs.

55



Branch Office OrganizationBranch Office Organization

 Managed by a Branch Manager
 Organized into teamsg
 Teams are led by a supervisory auditor 

who supervises a number of field p
auditors 

 May also have one or several assigned y g
technical specialists (subject matter 
experts available to assist the audit 

66

teams as needed) 



QUESTIONQUESTIONQUESTIONQUESTION

When will small businessWhen will small businessWhen will small business When will small business 
owners hear from DCAA for the owners hear from DCAA for the 
first time?first time?first time? first time? 

What triggers the first audit?What triggers the first audit?

77



DCAA Services

Preaward Contract Audit Services:
Price ProposalsPrice Proposals
Preaward Accounting System 
SurveysSurveys
Forward Pricing Labor and 
Overhead RatesOverhead Rates

88



DCAA Services, Cont’dDCAA Services, Cont’d

PostawardPostaward Contract Audit Services:Contract Audit Services:

Incurred Costs/Annual OverheadIncurred Costs/Annual Overhead 
Rates
Truth in Negotiation Act ComplianceTruth in Negotiation Act Compliance
CAS (Cost Accounting Standards) 
Compliance and AdequacyCompliance and Adequacy
Claims
Financial Capability

99
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l l d

DCAADCAA Services, Cont’dServices, Cont’d
Contractor Internal Control System Audits:

AccountingAccounting
EDP (Electronic Data Processing)EDP (Electronic Data Processing)EDP (Electronic Data Processing)EDP (Electronic Data Processing)
EstimatingEstimating
CompensationCompensation
BillingBilling
BudgetingBudgeting
M t i l M tM t i l M tMaterial ManagementMaterial Management
LaborLabor
PurchasingPurchasing

1010

gg
Indirect and Other Direct CostIndirect and Other Direct Cost



WHAT TO EXPECTWHAT TO EXPECT--WHAT TO EXPECTWHAT TO EXPECT
THE DCAA AUDIT PROCESSTHE DCAA AUDIT PROCESS

Review Submission for Adequacy
Establish Mutually Acceptable Date to Begin
Conduct Entrance Conference
Review Proposal Using Government Auditing 

Standards (GAGAS)
Conduct Exit Conference
Issue Audit Report to Requestor

1111



GENERAL INFORMATIONGENERAL INFORMATIONGENERAL INFORMATIONGENERAL INFORMATION--
ADEQUATE FAR PROPOSALSADEQUATE FAR PROPOSALS

 Distinction between submitting cost & pricing data & 
merely making books, records etc available without 
id tifi tiidentification

 Requirement for submission is met when all accurate 
t & i i d t bl il bl t hcost & pricing data, reasonably available to you, have 

been submitted either actually or by specific 
identification to the Contracting Officer or the CO’sidentification to the Contracting Officer or the CO s 
representative

 As later information comes into your possession, it

1212

 As  later information comes into your possession, it 
should promptly be submitted to the Contracting Officer



GENERAL INFORMATIONGENERAL INFORMATION--GENERAL INFORMATIONGENERAL INFORMATION
ADEQUATE FAR PROPOSALSADEQUATE FAR PROPOSALS

 By submitting proposal, Contracting Officer granted 
right to examine records for basis for pricing g t to e a e eco ds o bas s o p c g
proposal

 Examination takes place any time before award Examination takes place any time before award

 Examination may include books, records, 
documents, electronic files & other types of factual 
information permitting adequate proposal 

1313

evaluation



TYPICAL PROBLEMSTYPICAL PROBLEMS
IN PROPOSALS

 Poor or no index of cost & pricing data
 Unallowable cost included in proposal Unallowable cost included in proposal
 Unsupported material, labor and ODC estimates
 No support for indirect expenses &/or improper 

allocation bases
 Proposal not mathematically correct
 Inadequate or poor accounting & estimating systems
 Supporting schedules do not reconcile to summary

1414



Accounting System ReviewAccounting System ReviewAccounting System ReviewAccounting System Review

 Preaward:  to determine the acceptability of 
a contractor's accounting system for 
accumulating costs under a prospective 
Government contractGovernment contract. 

P t d t d t i th d fP t d t d t i th d f Postaward:  to determine the adequacy of Postaward:  to determine the adequacy of 
the accounting system for accumulating and the accounting system for accumulating and 
billing costs on Government contractsbilling costs on Government contracts

1515

billing costs on Government contracts.billing costs on Government contracts.



Accounting System ReviewAccounting System ReviewAccounting System ReviewAccounting System Review

A ti S t R i i l d t tA ti S t R i i l d t tAccounting System Review includes assessment to Accounting System Review includes assessment to 
determine if:determine if:
–– Direct costs properly segregated from indirect costsDirect costs properly segregated from indirect costs
–– Direct costs identified/accumulated by contractDirect costs identified/accumulated by contract
–– Indirect costs allocated to Government contracts based Indirect costs allocated to Government contracts based 

upon relative benefits received or other equitable upon relative benefits received or other equitable p qp q
relationshiprelationship

–– Costs accumulated under general ledger controlCosts accumulated under general ledger control
–– Employees’ labor identified by intermediate or final costEmployees’ labor identified by intermediate or final costEmployees  labor identified by intermediate or final cost Employees  labor identified by intermediate or final cost 

objectivesobjectives
–– The labor distribution system charges direct and indirect The labor distribution system charges direct and indirect 

labor to appropriate cost objectiveslabor to appropriate cost objectives

1616

labor to appropriate cost objectiveslabor to appropriate cost objectives
–– Unallowable amounts excluded from costs charged to Unallowable amounts excluded from costs charged to 

Government contractsGovernment contracts



Financial Condition Risk Assessment 
& Financial Capability Audits

 Performed to determine if the 
contractor is financially capable ofcontractor is financially capable of 
performing on Government contracts

 May be performed during the May be performed during the 
preaward or post contract award 
periodsperiods.

1717



Financial Condition Risk Assessment 
& Financial Capability Audits

Type of financial information examined:
 financial statements, including those contained 

in reports issued to stockholders lendingin reports issued to stockholders, lending 
institutions, and SEC filings,

 cash flow forecasts,
 loan agreements and evidence showing 

compliance with these agreements,
 aging of accounts receivable and payable aging of accounts receivable and payable,
 financial history of the contractor and affiliated 

concerns, and

1818

 employee payroll tax returns (Federal).



Contract FinancingContract FinancingContract FinancingContract Financing
(Billing) Methods(Billing) Methods

 Varies with the type of contract 
 Cost-type contracts provide for interim Cost type contracts provide for interim 

payments for costs vouchered on a 
Standard Form 1034 public voucherStandard Form 1034 public voucher 

 Fixed-price contracts are subject to FAR 
Part 32 financing methodsPart 32 financing methods
– cost-based progress payments 

f b d t
1919

– performance-based payments 



Contract FinancingContract FinancingContract FinancingContract Financing
(Billing) Methods(Billing) Methods

 Billing system and the contract costs  
subject to periodic audits by DCAA 

 DCAA will, at a minimum, verify that:
– the costs billed have been incurred in 

performance of the contract,
– they are in agreement with the 

accounting records andaccounting records, and
– they are in accordance with the contract 

terms
2020

terms 



Incurred Cost AuditsIncurred Cost AuditsIncurred Cost AuditsIncurred Cost Audits

Proposals should:Proposals should:
 include various indirect overhead and include various indirect overhead and 

G&A ratesG&A rates
 be submitted within 6 months after end be submitted within 6 months after end 

of the fiscal yearof the fiscal year
i l d C tifi t f I di t C t ii l d C tifi t f I di t C t i include Certificate of Indirect Costs in include Certificate of Indirect Costs in 
accordance with FAR 42accordance with FAR 42--703.2703.2

2121



Incurred Cost AuditsIncurred Cost AuditsIncurred Cost AuditsIncurred Cost Audits

 If rates are auditor determined, once 
agreement is reached on the indirect rates, g ,
the contractor should sign an audit furnished 
indirect rate agreement

 If no agreement is reached, or if the rates are 
procurement determined, the audit report will 
be forwarded to the contracting officer for 
resolution/negotiation

2222

resolution/negotiation



Incurred Cost Incurred Cost 
ElectronicElectronicElectronicElectronic

(ICE) Submission(ICE) Submission
 DCAA developed software available to DCAA developed software available to 

contractorscontractors
 Provides contractors with an Excel based Provides contractors with an Excel based 

incurred cost electronic submission packageincurred cost electronic submission package
 Enables contractors to submit adequate Enables contractors to submit adequate 

incurred cost submissions in accordance with incurred cost submissions in accordance with 
FAR 52.216FAR 52.216--77

2323



OBTAINING CONTRACTOROBTAINING CONTRACTOROBTAINING CONTRACTOR OBTAINING CONTRACTOR 
DATA IN ELECTRONIC FORMDATA IN ELECTRONIC FORM

EnablesEnablesEnablesEnables
auditor to auditor to maximizemaximize

use of data already created use of data already created 
and thereby and thereby reduces audit reduces audit yy

timetime and and improves improves 
proficiencyproficiency

2424

proficiencyproficiency



Benefits to AuditorBenefits to AuditorBenefits to AuditorBenefits to Auditor

Can modify electronic information for Can modify electronic information for 
audit work papers and report without audit work papers and report without p p pp p p
recreating basic documentrecreating basic document

Ease of data analysis and statisticalEase of data analysis and statisticalEase of data analysis and statistical Ease of data analysis and statistical 
samplingsampling

Faster turnaround of auditFaster turnaround of auditFaster turnaround of auditFaster turnaround of audit
Less paper, less time, and less cost to Less paper, less time, and less cost to 

tt
2525

taxpayer.taxpayer.



Benefits to ContractorBenefits to ContractorBenefits to ContractorBenefits to Contractor

Less time doing audit and using Less time doing audit and using 
contractor facilities and resourcescontractor facilities and resources

Faster resolution of audit issues and Faster resolution of audit issues and 
problemsproblems

Less expense in producing hard copies  Less expense in producing hard copies  
of documents for auditorsof documents for auditors

Faster turnaround in contract awards Faster turnaround in contract awards 
and payment for services.and payment for services.

2626



Defense Contract Audit AgencyDefense Contract Audit AgencyDefense Contract Audit AgencyDefense Contract Audit Agency

Available Resources:Available Resources:
 DCAA Website:  DCAA Website:  www.dcaa.milwww.dcaa.mil
 Audit Guidance:Audit Guidance:

–– Open Audit GuidanceOpen Audit GuidanceOpen Audit GuidanceOpen Audit Guidance
–– Standard Audit ProgramsStandard Audit Programs

 Publications:Publications: Publications:Publications:
–– Information for ContractorsInformation for Contractors
–– Contract Audit Manual (CAM)Contract Audit Manual (CAM)

2727

Contract Audit Manual (CAM)Contract Audit Manual (CAM)



DCAA PamphletDCAA Pamphlet
Information for ContractorsInformation for ContractorsInformation for ContractorsInformation for Contractors

(DCAAP 7641.90)(DCAAP 7641.90)

To assist contractors in understanding To assist contractors in understanding 
applicable requirementsapplicable requirementsapplicable requirementsapplicable requirements
To help ease the contract audit processTo help ease the contract audit process
Examples in pamphlet are intended Examples in pamphlet are intended 
solely to provide better insight into the solely to provide better insight into the 
procurement process and should not be procurement process and should not be 
construed as uniform guidesconstrued as uniform guides

2828



Defense Contract Audit Agencyg y

COMMENTS/QUESTIONSCOMMENTS/QUESTIONS
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Small Business Size 
RecertificationRecertification

Barbara J. Jenkins
SBA Procurement Center Representative
barbara jenkins@msfc nasa govbarbara.jenkins@msfc.nasa.gov



What were the Old Rules for SmallWhat were the Old Rules for Small 
Business Size Certification?
 For prime contracting purposes, size was 

established when a concern submitted a 
written self-certification that it was small to 
the procuring activity as part of its initial p g y p
offer which includes price. 13CFR121.404(a)

 A concern that qualified as small for the A concern that qualified as small for the 
award of a contract, stayed small for the 
life of the contract 13CFR121 404(g)life of the contract. 13CFR121.404(g)



Old Rules (cont’d)Old Rules (cont d)
 Where a concern grows to be other than small 

(large) during the life of the contract, the 
procuring agency may still exercise options and 
count the option award as an award to a smallcount the option award as an award to a small 
business. 13CFR121.404(g)

 When a novation or change-of-name agreement g g
has been executed pursuant to FAR Subpart 
42.12, the new entity must submit a written self-
certification that it is small to the procuringcertification that it is small to the procuring 
agency in order for the agency to count future 
award options, or orders issued pursuant to the 
contract, towards its small business goals. 
13CFR121.404(i)



What are the New RecertificationWhat are the New Recertification 
Rules?
 New rules were written as exceptions to 

13 CFR 121.404(g).(g)
 The effective date was June 30, 2007 and 

was appied to both new and existingwas appied to both new and existing 
solicitations and contracts.

 The new rules do not impose any The new rules do not impose any 
recertification requirement at the 
subcontractor levelsubcontractor level.



New Recertification Rules (cont’d)New Recertification Rules  (cont d)

 The new rules require size recertification 
for:
Contract novations
Mergers and acquisitionsMergers and acquisitions
Long term contracts 



How the New Rules Affect NovatedHow the New Rules Affect Novated 
Contracts?
 The new rule on contract novation applies 

to all contracts, not just long term contracts. 
 A contractor must certify within 30 days of 

an approved contract novation.
 If the contractor cannot certify as small, the 

procuring agency can not count future 
options or task orders against its small 
business goals.



How the New Rules Affect MergersHow the New Rules Affect Mergers 
and Acquisitions?
 The new rule on mergers & acquisitions applies 

to all contracts, not just long term contracts.
 A contractor must recertify within 30 days of a 

merger or acquisition transaction becoming final.
If th t t t tif ll th If the contractor cannot certify as small, the 
procuring agency can not count future options or 
task orders against its small business goals; andtask orders against its small business goals; and

 All applicable Federal contract databases must 
be immediately revised to reflect the new sizebe immediately revised to reflect the new size 
status. 



Wh t L T C t t ?What are Long Term Contracts?
L t t t ll t t th t Long term contracts are all contracts that 
exceed 5 years in length including options:
Single award & multiple award contracts 

issued by an individual agency;
GSA & th M lti l A d S h d l (MAS)GSA & other Multiple Award Schedules (MAS);

Multi-agency contracts (MAC);
Government-wide Acquisition Contracts 

(GWAC). 



What are the New Size RecertificationWhat are the New Size Recertification 
Rules for Long Term Contracts?
 Contractors will be required to recertify their 

small business size status prior to the end of p
the 5th year of performance & then prior to 
each option thereafter.  The contracting p g
officer must request recertification: 
no more than 120 days prior to the end of theno more than 120 days prior to the end of the 

fifth year of the contract, and
no more than 120 days prior to exercising any y p g y

option thereafter 



Rules for Long Term Contracts (cont’d)Rules for Long Term Contracts (cont d)

 The contracting officer’s request for size The contracting officer s request for size 
recertification must include the NAICS 
code initially used for contract award, butcode initially used for contract award, but 
use the size standard for that code in 
effect at the time of recertification.

 If the contractor cannot certify as small, 
the procuring agency can not count p g g y
future options or orders against its small 
business goals.g



Rules for Long Term Contracts (cont’d)Rules for Long Term Contracts (cont d)

 A contractor that was previously certified 
as a large business (either at contractas a large business (either at contract 
award or on a previous option) may 
recertify as small at the exercise of arecertify as small at the exercise of a 
subsequent option, if it then meets the 
applicable size standardapplicable size standard.



H d th N R l Aff t T kHow do the New Rules Affect Task 
Orders Under IDIQ Contracts?
 For each task order, the contracting officer must 

assign a NAICS code and size standard thatassign a NAICS code and size standard that 
corresponds to a code and size standard assigned to 
the underlying contract;

 A concern will be considered small for that task order 
only if it certified itself as small at the time of IDIQ 
contract award for the NAICS code assigned to the 
task order or for another code assigned to the IDIQ 
contract with a lower size standardcontract with a lower size standard.



Task Orders Under IDIQ ContractsTask Orders Under IDIQ Contracts 
(cont’d)

 The contracting officer may require that 
concerns recertify as to size status in y
response to a solicitation for a task order. 
LB&B Associates, Inc. v. U.S., 68 Fed. Cl. 765 (Fed. Cl. 
2005);

 Size status in the above situation will be 
determined as of the date the concern 
submits its self certification in response to the 
solicitation for the task order being competed.



What are Points to Remember About 
Size Recertification?
 Recertification of size does not in any way

change the terms and conditions of the 
existing contract. 

 Performance of work (limitations on 
subcontracting), non-manufacturer rule, 
subcontracting plan and other 
requirements in effect at contract award 
remain in effect for the life of the contract. 



Points to Remember(cont’d)Points to Remember(cont d)

 The basis of all small business programs The basis of all small business programs 
is that the concern is a small business.
If t tif ll If a concern cannot recertify as a small 
business, it can no longer be counted 
t d ’ l f f thtoward an agency’s goals for any of the 
small business programs, e.g., SBSA, 
8( ) SDB WOSB HUBZ VOSB8(a), SDB, WOSB, HUBZone, VOSB, or 
SDVOSB. 



P i t t R b ( t’d)Points to Remember(cont’d)

 The new rules do not prohibit a contracting 
officer from exercising an option when a g p
concern cannot recertify as small, but they 
also does not require a contracting officer q g
to do so. 



What are the Rules for Size 
Protests on Long Term Contracts?
 Protests must be received by the 

contracting officer by the close of the 5th

business day after notice of size 
recertification for an option period.

 Notices may be made orally, in writing, or 
by electronic posting.

 The KO is not required to terminate a 
contract where a firm is found to be large ascontract where a firm is found to be large as 
a result of an option recertification protest.



What are the Rules for Size 
Protests on Task Orders?
 Protests must be received by the 

contracting officer by the close of the 5th

business day after notice of the identity of 
the prospective awardee or award.

 Notices may be made orally, in writing, or 
by electronic posting.y p g

 If the concern is found not to be small, it is 
not eligible for award of the task ordernot eligible for award of the task order.



Where Can I Find SBA’s SizeWhere Can I Find SBA s Size 
Regulations?
 SBA’s size regulations are found at 13 

CFR 121.
 An Internet link to 13 CFR 121 is 

http://ecfr gpoaccess gov/cgi/t/text/text-http://ecfr.gpoaccess.gov/cgi/t/text/text
idx?c=ecfr&sid=a36d3e4c58b2bf21af702b
97d814944e&rgn=div5&view=text&node=97d814944e&rgn div5&view text&node
13:1.0.1.1.15&idno=13
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Integrated Ballistic Missile Defense System

PB10 Sustains Midcourse Defense (ICBMs) While Emphasizing Terminal (SRBMS
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PB10 Sustains Midcourse Defense (ICBMs) While Emphasizing Terminal (SRBMS
And Efficient And Operationally – Effective Early Intercepts (MRBMs, IRBMs)



Missile Defense FY ’10 Budget Request

BMDS Strategic Objective:  Develop and field a balanced 
integrated architecture that will counter existing threats, and over 
time, provide more cost-effective operational ability, and agile 
enough to protect against uncertain threats of the future. 

There is increased emphasis on the near-term development andThere is increased emphasis on the near-term development and 
fielding of capabilities against short- and medium-range ballistic 
missile threats to enhance the protection for deployed forces and 
alliesallies.

Strategic goals focus on far-term program development, 
enhanced testing, modeling, and simulation programs for all g, g, p g
ranges of threats and development of an ascent phase intercept 
capability.

3
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Strategic Technology Portfolios

The MDA Advanced Technology near-term focus is to develop 
new innovative concepts and technologies that can be applied to 
achieve early intercept capability and to stay ahead of the threat, 
improve system performance, and lower life-cycle costs.

Advanced Technology projects are managed among five 
Strategic Technology Portfolios

• Persistent Sensor Coverageg
• Pervasive Weapons Coverage
• Global Battle Management
• Effective Targeting• Effective Targeting
• Effectiveness in Adverse Environments

4
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SBIR/STTR 09.3 / 09.B

Research Areas:
C2BMC

MDA’s SBIR and STTR Topics will be pre-released July 27th, 2009.

 C2BMC 
 Directed Energy 
 Interceptor Technology 
 Manufacturing Producibility & Field Sustainability Manufacturing, Producibility & Field Sustainability 
 Modeling & Simulation 
 Radar 
 Space Technology Space Technology

5
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C2BMC

Research Area funds technological
innovations related to supporting pp g
Command, Control, Battle 
Management, and Communications 
(C2BMC). As such, C2BMC is the 
integrating element of the BMDS.

6
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Directed Energy

The ultimate Directed Energy Research 
Area technical objecti e is to takeArea technical objective is to take 
innovative technology developed by 
dynamic small businesses and insert thedynamic small businesses and insert the 
technology into air and ground weapon 
systems for integration into the Ballistic 
Missile Defense community.

7
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Interceptor Technology

Funds innovative technologies that 
have the potential to increase the 
capabilities and effectiveness of future 
or present interceptors for the BMDS 
(Ballistic Missile Defense System).

8
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Manufacturing, Producibility & Field 
Sustainabilityy

The Manufacturing, Producibility & Field 
Sustainability Research Area focusesSustainability Research Area focuses 
on innovative technologies for 
manufacturing, assembly, and 
production at all levels of the BMDS 
Supply Chain.

9
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Modeling and Simulation (M&S)

The Modeling, Simulation and Research 
Area funds technological innovations inArea funds technological innovations in 
Modeling & Simulation to support 
development and testing of the BMDS.

10
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Radar Systems

The Radar Research Area focuses on 
innovative and/or enhanced technologyinnovative and/or enhanced technology 
development or "game changing“ 
technology that improves radar 
functionality, packaging and/or 
affordability.

11
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Space Technology

Enables or improves the BMDS 
Elements in the long-term orbital 
environment Its primary focus is onenvironment.  Its primary focus is on 
Precision Tracking Satellite System, but 
it supports the mid- and far-term needs 
fof other Elements as well.  Most work is 

hardware related. All innovations must 
be able to survive and operate in orbit, 
which means:
Tougher natural radiation environment 

(and potential enhancement by man-( y
made threats)

Absence of atmosphere, and 
Micro-gravity

12
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SBIR Industrial Partnership Days

Description/Approach: To allow Small Businesses the opportunity to

Purpose: To provide Small Businesses with a “one-stop-shopping” 
opportunity to learn as much as they can about the MDA SBIR/STTR Program

Description/Approach: To allow Small Businesses the opportunity to 
obtain a better understanding of current and future BMDS 
requirements as solicited through the MDA SBIR/STTR Program

 One-on-one sessions available with key MDA Technical Representatives 

Benefit:

and industry personnel
 Overview presentations are offered from key MDA Technology Leaders

Benefit:
 Leveraged IR&D (Internal Research & 

Development) funds through the prime 
contractor
B i l ti hi b t th i Business relationships between the prime 
and sub-tier contractors, and

 Mentor/protégé relationships essential for 
fledgling small business

13
Approved for Public Release
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Summary

 FY ’10 MDA emphasis areas
• Early Intercept• Early Intercept

• Defense of deployed forces and allies

• Modeling and simulation capabilityModeling and simulation capability

 Goal for all SBIR/STTR projects to support one of the 
five strategic technology portfoliosfive strategic technology portfolios

 SBIR and STTR Topics will be pre-released July 27th, 
2009.2009.

 Website: www.winmda.com

14
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The MDA SBIR/STTR Program

QUESTIONS?

15
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SMDC/ARSTRAT:

Contributing to Army Space and 
Missile Defense

Dr Steven MesservyDr. Steven Messervy
Deputy to the Commander for Research, 

Development and Acquisition

Approved for Public Release (SMDC 9237)



SMDC/ARSTRAT
• Soldiers deployed around the world

• 24/7 signal support to combatant commanders

• Friendly Force Tracking

• Commercial Exploitation Teams• Commercial Exploitation Teams

• Space Support Teams Supporting OIF/OEF

2Secure the High Ground!



Regional SATCOM
Support Center49th Mi il D f Support Center49th Missile Defense

Bn (GMD)

A&B C /53rd Si

C Co/53rd Sig Bn
(SATCON)

JTAGS-EUCOM

JTAGS-CENTCOM
ARSST JTAGS-KOR

Colorado Springs, COColorado Springs, CO
1st Space Brigade
100th Missile Defense 
Brigade (GMD)

Regional SATCOM
Support Center Huntsville, ALHuntsville, AL

A&B Co/53rd Sig 
Bn (SATCON)

E Co/53rd Sig Bn
(SATCON)

JTAGS-Japan

ARSSTs
CET
SSEs

JTAGS KOR

Regional SATCOM
Support Center

HELSTF

Army Astronaut
Detachment

,,
USASMDC/ARSTRAT HQs
RDA
BMDSM 
Future Warfare Center

D Co/53rd Sig Bn
(SATCON)

US ArmySupport Center US Army 
Kwajalein Atoll

3

SMDC/ARSTRAT - A Global Command



Department of United StatesDepartment of 
the Army

United States 
Strategic Command

4Secure the High Ground! 4

SMDC/ARSTRATFLEET FORCES
COMMAND

AIR FORCE
SPACE COMMAND

MARINE FORCES
STRATEGIC COMMAND



D t t Department of DefenseDepartment 
of the Army

Department of Defense

Army Army 
Materiel Materiel 

CommandCommand

Assistant Secretary of the Assistant Secretary of the 
Army for Acquisition, Army for Acquisition, 

Logistics and TechnologyLogistics and Technology

Aviation and MissileAviation and Missile
Life Cycle Management Life Cycle Management 

C dC d

SMDC/ARSTRAT

CommandCommand

PEO 
Aviation

PEO Missiles 
& Space

MDA

5Secure the High Ground! 5

SMDC/ARSTRAT



VisionVision
 Provide space and missile defense capabilities for the Army and plan for and 

integrate those capabilities in support of the Warfighterintegrate those capabilities in support of the Warfighter

MissionMission
Conduct space and missile defense operations– Conduct space and missile defense operations 

– Provide planning, integration, control and coordination of Army 
forces and capabilities in support of the Warfighter

– Proponent for space, high altitude and ground-based midcourse 
defense 

– Army operational integrator for global missile defenseArmy operational integrator for global missile defense
– Conduct mission-related research and development in support of 

Army Title X responsibilities

6Secure the High Ground!



Commanding General

Deputy 
Commanding General

- Operations

Deputy to the Commander 
for Research, Development 

and Acquisition
Director 

Future Warfare Center

Operational Forces
- 1st Space Brigade 
- 100th Missile Defense                     

Brigade (GMD)

Innovative *DOTMLPF Integration
- Battle Lab
- Directorate of Combat             

Development

Research, Development and 
Acquisition Efforts

- Technical Center
- Technical Interoperability &Brigade (GMD)

- Ballistic Missile Defense 
Systems Manager

- Astronaut Detachment
S P l

Development
- Division Support Directorate

- Technical Interoperability & 
Matrix Center

- Contracting and Acquisition

7Secure the High Ground!

- Space Personnel 
Proponency Office *Doctrine, Organization, Training, Materiel, Leadership ,Personnel and Facilities



Army Space Priorities

 Enhanced SATCOM

 Theater Missile Warning

 Persistent Surveillance

 Position velocity navigation Position, velocity, navigation, 
timing services

Weather, terrain and 
i t l it ienvironmental monitoring

8Secure the High Ground!



What is Space doing for our Warfighters?

 Increased 
Communications

 Assured, Timely Missile , y
Warning

 Enhanced Situational 
Awareness

 Better Weather 
Forecasting

 Higher Fidelity Targeting g y g g
and BDA

 Expanded Ability to 
Cover Large Area with 

9Secure the High Ground!

Fewer Forces



From Concept to CombatFrom Concept to Combat…

T h lE i t ti Technology
Development

Experimentation
& Analysis

Warfighter
Needs

Concept
Development

Operational
Requirements

Fielding &
Operations

Science & Test &
Technology Evaluation

10

Operational
Brigades

Future
Warfare
Center

Tech Center TIMC Operational
Brigades



SMDC/ARSTRAT Technology Thrust Areas

SENSORS SPACESENSORS
BMDS Next Generation Radar
All-Digital Radar (ADR)
Force Encampment Protection

SPACE
Tactically Responsive Space
High Altitude Long Loiter
Space Battlefield IntegrationForce Encampment Protection

System (FEPS)

INTERCEPTORS

Space Battlefield Integration

Directed Energy
Interceptors 
Cruise Missile Interceptor

High Energy Laser
High Power Microwave and 
Pulsed Power

11Secure the High Ground!



Supporting the Current FightSupporting the Current Fight
Homeland Security/ 
Homeland DefenseNuclear Monitoring

DoD Technologies

Force Protection

DoD Technologies

Army Technologies

MDA Technologies

A & MDA SBIRS Force Protection

Counter IEDs

Army & MDA SBIRS

Tactical Communications

12Secure the High Ground!

Technology Spin Outs Providing Solutions for Today’s Warfighter



SMDC….Looking to the Future

High Altitude Operationally Responsive Nano-satellite p y p
Space

Counter-Rocket

13Secure the High Ground!

Counter Rocket, 
Artillery

And MortarOverwatch
Orthogonal Sensor Fusion System

(Orthon-SFS)



Commitment to Small Business
SMDC enjoys a strong relationship with smallSMDC enjoys a strong relationship with small 
business

• 171 Small Business Contracts awarded from 
2006 to present2006 to present

• Value $1 575 638 046• Value – $1,575,638,046

14Secure the High Ground!



U.S. General Services Administration

Federal Acquisition Service
Office of Integrated Technology Servicesg gy

Small Businesses and GSASmall Businesses and GSASmall Businesses and GSA Small Businesses and GSA 
Multiple Award SchedulesMultiple Award Schedules

Michael O’NeillMichael O’Neill
JULY 1, 2009 JULY 1, 2009 



Federal Acquisition ServiceFederal Acquisition Service

Small Businesses have almost 40% of Sales FYTD (June)

Percentage Sales Schedule 70 
FYTD June 2009

61.23%
1.91%

2.94%

6.39%

14.55%
9 24%

3.34%

0.39%

9.24%

Large Business SMALL SDB
8(A) HUBZONE VET SERVICE DISABLED
VETERAN OWNED WOMAN OWNED

2



Federal Acquisition ServiceFederal Acquisition Service

Small Business Sales > $4.7 Billion FYTD (June)

Schedule 70 Reported Sales (in Millions) 
FYTD June 2009

$7,443
$232

$358

$777

$1,769
$1,124

$406

$48

$1,124

Large Business SMALL SDB
8(A) HUBZONE VET SERVICE DISABLED
VETERAN OWNED WOMAN OWNED

3
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Federal Acquisition ServiceFederal Acquisition Service

Small Businesses have > 4,000 Schedule 70 Contracts

Number of Schedule 70 Contracts by Business Type 
FYTD as of June 2009

1600

1206

9321000
1200

1400

1600

ra
ct

s

591
487

632

279
382

400

600

800

# 
of

 C
on

tr

118

0

200

Large
Business

SMALL SDB 8(A) HUBZONE VET
SERVICE

VETERAN
OWNED

WOMAN
OWNED
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Federal Acquisition ServiceFederal Acquisition Service

Small Businesses - Top 5 SINs in Sales FYTD (2009)

Top 5 SINs in Sales for Small Businesses FYTD  (June 2009)

$3,686,382
$4,000,000

$2,432,143

$3,000,000

nd
s

$1,232,118
$1,081,961

$832,810$1,000,000

$2,000,000

Th
ou

sa

Large Business
SMALL (all)

$419,400$470,126
$254,251

,

$184,875

$500,900

$-

$1,000,000

1 1 1 1 1

5
132-51 

132-8

132-34

132-33

132-12

SINs

132-51= IT Prof. Svcs; 132-8 = Products; 132-33&34 = SW licensing; 132-12 = Equip Maint/Repair



U.S. General Services Administration

Federal Acquisition Service
Office of Integrated Technology Servicesg gy

Small Businesses and GSASmall Businesses and GSASmall Businesses and GSA Small Businesses and GSA 
Multiple Award SchedulesMultiple Award Schedules

Michael O’NeillMichael O’Neill
JULY 1, 2009 JULY 1, 2009 



Presentation To The Tennessee Valley 
Federal Small Business ProgramsFederal Small Business Programs 

Conference

30 JUN 09

LTG Patrick J. O’Reilly, USA
Di t

30 JUN 09

Director
Missile Defense Agency

ms-112575 / 063009



Missile Defense Goals

Near-term 
defense

Hedge against 
future TY$ in Millions FY10

Development 4,162.4

Test 1,458.0
Launch

• Enhance protection of deployed forces allies and friends against existing threats

Boost Ascent Midcourse Terminal

$191M $368M 2,840M* $1,335M

Pervasive Sensors, Testing & Integration $3,093M

*$1,538M of 
midcourse has early 
intercept applications

Fielding 1,491.1

Sustainment 714.9

Total 7,826.4

Enhance protection of deployed forces, allies and friends against existing threats 
- Field more Terminal High Altitude Area Defense (THAAD) and Standard Missile-3 

(SM-3) interceptors
- Begin conversion of 6 additional Aegis ships

• Maintain a long-range midcourse capability to defeat rogue state threats against U.S.Maintain a long range midcourse capability to defeat rogue state threats against U.S.
- Complete emplacement of 26 Ground-Based Interceptors (GBIs) at Fort Greely 

and 4 at Vandenberg Air Force Base
- Extensive development to enhance GMD capability continues
- Plan for a European Missile Defense to the extent allowed by law*

• Balance midcourse Research & Development with early intercept Research & 
Development

- Terminate midcourse Multiple Kill Vehicle
- Terminate Kinetic Energy Interceptor program

C l Ai B L (ABL) T il #2 d f R h &

2ms-112575 / 063009

- Cancel Air-Borne Laser (ABL) Tail #2 and focus program on Research & 
Development 

- Demonstrate early intercept technologies to hedge against threat growth
* European Missile Defense and other missile defense policies are under QDR cognizance



New Missile Defense Initiatives

Transportable VLS

Precision Tracking Risk Reduction ForAirborne Infrared
Land-Based SM-3

Precision Tracking
Satellite System

Planning

Risk Reduction For 
Extended Range THAAD

Airborne Infrared
System To

Support BMD
Other SAP

Engage on Airborne Infrared (land-
based SM-3)Engage on STSS Demo Satellites

Engage on Airborne Infrared (sea-
based SM-3)

3ms-112575 / 063009

New Initiatives Will Increase MDA Government Large And Small 
Business Opportunities Starting In FY10



Early Intercept 

• Early intercept will help us achieve key 
operational- and cost-efficiencies

Medium Range Ballistic Missile- Chance to kill before countermeasures 
deploy with easier intercepts than 
boost phase 

- Greater chance to shoot-look-shoot 
(doubles inventory efficiency)

Threat Apogee

Furthest Launcher 
Intercept

Early Intercept

Medium Range Ballistic Missile

(doubles inventory efficiency) 
- Optimized asset locations to maximize 

standoff distances Closest Launcher 
Intercept 

A
lti

tu
de

• What’s changed since 2002:  
leveraging today’s technologies 

- Interceptors with substantial burnout 
velocities 

Threat 
Burnout

1st Stage Burnout

2nd Stage Burnout

TSRM Burnout

- Rapid closure of fire control loops 
demonstrated with hardware-in-the-
loop 

- Over-the-horizon sensors for netted 

Interceptor Away 
Stage u out

Threat 
Launch

0

Time (Seconds)

Detect Track Fire 
Control

Interceptor 
Fly Out

Hit 
Assessment

4ms-112575 / 063009

coverage 
- Affordable, continuously-available 

sensors



Small Business Utilization In MDA

• Statutory Small Business Goals for DoD:
• Total Small Business  23%
• Small Disadvantaged Business 5% SB Prime 

MDA Total Acquisition Dollars*

g %
• Woman Owned Business 5%
• Service Disabled Veteran Owned 3%
• Historically Underutilized Business 

Contracts
6.0% *

Large Prime
Systems Contracts
(Boeing, LM,
Raytheon,
NG)

 MDA estimates that 34.1% of its 
acquisition dollars eventually flows 

Zones 3% NG)

34.1%
84.3%

to small businesses

• 6.0% of MDA acquisition 
dollars are awarded as prime 
contracts to small businesses* 15.3%

To SB’s A i
• 9.3% are awarded to small 

businesses as 1st tier 
subcontractors*

• MDA estimates another 18.8% 
f i i i i d ll fl

To SB s
documented*

Aegis 
reporting

?%
?

5ms-112575 / 063009

of its acquisition dollars flow 
to small businesses through 2nd

tier and below subcontracts**
* Based on FY 08 reporting

** Based on FY 07 reporting



Organizational Conflict Of Interest (OCI) 
Concerns

• Contractors and subcontractors must decide, particularly with respect to the 
quality, acquisition support and engineering functional areas, which type of 
work to performwork to perform

Either: Support major developmental programs
Or: Provide Advisory and assistance services to the agency
Waivers to be used sparinglyg y

• To prevent contractors from obtaining an unfair competitive advantage
• To prevent bias in situations where a contractor is placed in a position where 

it can favor its own services or products (or “disfavor” its competitors)p ( p )
(Sources:  FAR Part 9; GAO decisions)

• Completed 92 OCI meetings with industry as of February 2009
- 162 Requests between December 2008 – February 2009
- Others requested periodically during the year

• General Meeting Results
- Topics specific to company interest (i.e., clarification of what they can do)

49 C “OC 11 09

6ms-112575 / 063009

- 49 Companies determined “OCI Free” – letters released 11 MAR 09
- Remaining companies need to submit additional data on parent company 



MiDAESS Advisory & Assistance Support 
(A&AS) Scope And Schedule ( ) p

Functional Capability Group Scope
Group 1:  QSMA Support • Quality, Safety, & Mission 

Assurance (QSMA)

• Work is aligned across programs 
for better BMDS “integration” and 
“sharing of expertise” across the 
A Assurance (QSMA)

- 100% small business set 
aside

Group 2:
Acquisition Support

• Acquisition Management
• Business and Financial 

Management

Agency
• MDA will administer contract vice 

paying other government agencies’
administrative costs

• A&AS augments expanding MDA Management
• Legislative Affairs
• International Affairs
• Logistics Management

Group 3:
E i i S t

• Engineering
T t

• A&AS augments expanding MDA 
government workforce

• Two competitions in MiDAESS 
functional areas 

• Small Business Set Aside – 38% Engineering Support • Test
• Advanced Technology
• Information Management & 

Technology Operations

Group 4: • Infrastructure and Environment

Small Business Set Aside 38%
• Full and open – 62%
• Schedule

- 17 JUN RFP released
- 8 JUL final review with all 

Infrastructure & Deployment 
Support

• Warfighter Operations and BMDS 
Training Center

Group 5:
Agency Operations Support

• Executive Support
• Public Affairs
• Human Resources

offerers to include sample task 
orders

- 17 AUG industry proposals due 
to MDA 

- ~ 90 days for source selection

7ms-112575 / 063009

Group 6:
Security and Intelligence 
Support

• Security and Intelligence Support
- No small business set aside

 90 days for source selection
- 1st awards in November 2009



Small Business and 
Advanced Technology Exploration

• Small Business Innovative Research (SBIR) and Small 
Business Technology Transfer (STTR) programs

F h l i D D- Fourth largest program in DoD
- 160 SBIR Phase I awards, 90 Phase II awards in FY08
- $137 million SBIR/STTR funding in FY08

• SBIR/STTR focus areas
- Reduce time from threat launch to intercept

– Detect– Detect
– Acquire
– Track
– Battle Management
– Assured Communications
– Fire Control
– Interceptor fly out time (miniaturization)
– Hit Assessment

8ms-112575 / 063009

– Hit Assessment
- System lifetime operational readiness and reliability



PB11 Milestones

April             May             June               July     Aug      Sept      Oct        Nov          Dec   Jan         Feb

FY 2009

Capabilities Assessment Report (CAR)

FY 2010

Received from 
STRATCOM Nuclear Posture Review (NPR)

Capabilities Assessment Report (CAR), 
Based on PCL ‘07

Received from 

Prioritized Capabilities List FY09 (PCL)

Space Posture Review (SPR)

Ballistic Missile Defense Review (BMDR)

( ) ece ed o
STRATCOM

Quadrennial Defense Review (QDR)

Deliver To 
Congress

MDA PB11 
Submission

Due to 
Congress

PBR 11 PBD/PDM Cycle RProgram Review 2Submit to OSD(C) 

9ms-112575 / 063009

FY11 MDA Budget Driven By U.S. Policy Reviews
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Tennessee Valley Federal Small Business y
Programs Conference and Exhibition

30 June 2009

MS. TRACEY PINSON
DIRECTOR, OFFICE OF SMALL BUSINESS PROGRAMS

OFFICE OF THE SECRETARY OF THE ARMY



VISION

To Be The Premier Advocacy Organization 

Committed To Maximizing Small Business Committed To Maximizing Small Business 

Opportunities In Support Of The Warfighter    

d h f f hAnd The Transformation Of The Army.



MISSION

• Advise the Secretary of the Army and the Army 
Leadership on Small Business Related Mattersp

• Spearhead Innovative Initiatives that Contribute 
to Expanding the Small Business Industrial Base to Expanding the Small Business Industrial Base 
Relevant to the Army Mission and Priorities

• Leverage the Use of Minority Serving Educational 
Institutions in Support of Army Science and 
Technology ProgramsTechnology Programs



ARMY PRIME CONTRACT 
AWARDS FY 08

 TToottaall  
DDoollllaarrss AAcchhiieevveedd  AArrmmyy  

TTaarrggeett
NNaatt’’ll  
GGooaallgg

US Business  $134,685    

Small Business  $28,360     21.1% 24.0% 23.0% 
Small Disadvantaged 
Business  $  9,621    7.1%  8.0% 5.0% 

Women-Owned SB  $  4,142    3.1%  3.5% 5.0% 
HUBZone 
   Small Business  $  4,331    3.2%  3.0% 3.0% 

Veteran-Owned SB  $  3,509       2.6%   

Service Disabled 
Veteran-Owned SB  $  1,775          1.3%  1.2% 3.0% 

 

 

Dollars shown in millions
FPDS-NG Data as of 5/27/09



ARMY US BUSINESS PRIME 
CONTRACT  AWARDS – FY 08

FPDS-NG data as of 05/08/09



ARMY SPENDING HISTORY

FY 04 FY 05 FY 06 FY 07 FY 08
$57 4B $72 1B $77 9B $94 4B $134 7B$57.4B $72.1B $77.9B $94.4B $134.7B



ARMY SMALL BUSINESS 
PROGRAM HISTORY

FY 04 FY 05 FY 06 FY 07 FY 08
$15 5B $20 4B $19 2B $23 5B $28 4B$15.5B $20.4B $19.2B $23.5B $28.4B



ARMY SMALL DISADVANTAGED 
BUSINESS PROGRAM HISTORY

FY 04 FY 05 FY 06 FY 07 FY 08

$5.0B $6.7B $6.5B $8.0B $9.6B



ARMY WOMEN-OWNED SMALL 
BUSINESS PROGRAM HISTORY

FY 04 FY 05 FY 06 FY 07 FY 08

$2.0B $2.6B $2.7B $3.3B $4.1B



ARMY HUBZONE SMALL 
BUSINESS PROGRAM HISTORY

FY 04 FY 05 FY 06 FY 07 FY 08FY 04 FY 05 FY 06 FY 07 FY 08

$1.6B $2.2B $2.8B $3.6B $4.3B



ARMY VETERAN-OWNED SMALL BUSINESS
PROGRAM HISTORY

FY 04 FY 05 FY 06 FY 07 FY 08

$1.2B $1.7B $1.9B $2.6B $3.5B



ARMY SERVICE-DISABLED VETERAN-OWNED SMALL 
BUSINESS PROGRAM HISTORY

FY 04 FY 05 FY 06 FY 07 FY 08

$233M $501M $747M $933M $1.8B



Mentor-Protégé Program Status

Number of active agreements 
• 25 agreements are in place 
• 15 Mentors (10 large, 2 graduated 8a, 3 small firms)( g , g , )
• 25 Protégés

For Army, 1 round of proposals in Fiscal Year 2009 --
Proposal due date: 15 JUN 09

Protégé Statistics*g
• 15 Small Disadvantaged Businesses
• 13 8(a) firms
• 10 Woman-Owned Small Businesses
• 5 Service Disabled Veteran-Owned Small Business
• 5 HUB Zone Small Businesses
• 7 firms owned by Indian Tribes7 firms owned by Indian Tribes
*Various protégés qualify under more than one 
category



GAO Decisions
Delex Systems, Inc.

GAO B-400403

 Background…

– The Naval Air Systems Command (NAVAIR) awarded its 
t i i  t  IDIQ t t (TSC) II t   t t l f i ht training systems IDIQ contract (TSC) II to a total of eight 
firms, four small businesses and four large businesses  

– The contracts contained a provision that reserved NAVAIR's 
right to restrict competition of individual delivery orders to right to restrict competition of individual delivery orders to 
small business

– On June 11, 2008 the CO amended each TSC II contract to 
incorporate FAR 52 219 23  "Post Award Small Business incorporate FAR 52.219.23, Post-Award Small Business 
Program Representation“

– Only two of the 8 contract holders re-certified as small 
businesses   businesses.  



GAO Decisions

Delex Systems, Inc.
GAO B 400403GAO B-400403

 Background con’t…

– The CO subsequently amended a task order proposal request 
from restricted [to small business] to unrestricted, concluding 
she could not meet the Rule of Two

– Delex, one of the remaining TSC II small business contract 
h ld  t t d NAVAIR'  d i i   holders, protested NAVAIR's decision  



GAO Decisions

Delex Systems, Inc.
GAO B-400403

 Background con’t…

– The complaint was that NAVAIR erred in its conclusions and 
that it should have restricted competition to small business

– The Navy contends that FAR 19.502-2(b), the "Rule of Two" 
does not apply to the issuance of task orders under ID/IQ 
contracts  



GAO Decisions

Delex Systems, Inc.
GAO B-400403GAO B 400403

 GAO Decision:

– GAO noted that the case intertwines three statutes:

• The Small Business Act; The Small Business Act; 

• The Competition in Contracting Act (CICA); and 

Th  F d l A i iti  St li i  A t (FASA)• The Federal Acquisition Streamlining Act (FASA)



GAO Decisions
Delex Systems, Inc.

GAO B-400403

 GAO Decision con’t…
– CICA and FASA, which were enacted subsequent to the Small 

Business Act, were expressly written to harmonize with Business Act, were expressly written to harmonize with 
existing statues i.e., the Small Business Act 

– Nothing in CICA or FASA explicitly exempts them from the 
requirements of the Rule of Tworequirements of the Rule of Two

– Though FAR Part 16 states “the competition requirements in 
FAR Part 6 and the policies in Subpart 15.3 do not apply to the 
ordering processordering process

– GAO’s interpretation is that those peculiar requirements do not 
apply to task/delivery orders



GAO Decisions

Delex Systems, Inc.
GAO B-400403

 GAO D i i  ’t GAO Decision con’t…

– The GAO concluded that the Rule of Two, applies because, for 
purposes of this analysis  individual orders are properly viewed purposes of this analysis, individual orders are properly viewed 
as “acquisitions”. 



GAO Decisions

Delex Systems, Inc.
GAO B-400403

 Status:

– Awaiting DoD Office of Legal Council decision to concur/non 
concur with the GAO's opinion(s)

• Note:  GSA states that GAO’s ruling does not apply to 
orders issued under Federal Supply Schedules



GAO Decisions

International Program Group, Inc. (IPG)
GAO B-400278; B-400308

 Background…

– On May 21, 2008, the contracting agency for Camp Pendleton 
received a requisition for additional training, valued at q g,
$159,780  

– Due to the short time constraints the CO considered an 
SDVOSB set-aside

– After market research the CO determined only one SDVOSB 
was interested in competing for the contract.  He therefore 
issued a sole-source award to that SDVOSB  

– IPG, a HUBZone small business, was an incumbent contractor 
providing support services to Camp Pendleton. IPG filed a 
protest 



GAO Decisions
International Program Group, Inc. (IPG)

GAO B-400278; B-400308

 Background…

A d i iti  f  t i i  ($250 000)  i d b  – A second requisition for training ($250,000) was received by 
the same contracting agency  

– After considering an 8(a), HUBZone, and SDVOSB set-asides, 
the CO chose an SDVOSB set aside  since her agency's parent the CO chose an SDVOSB set-aside, since her agency s parent 
activity had made the least progress in obtaining its SDVOSB 
goal  

– IPG filed a second protest against this decisionIPG filed a second protest against this decision

– IPG argued that the agency was required to set aside both 
procurements for HUBZones 



GAO Decisions

International Program Group, Inc. (IPG)
GAO B-400278; B-400308GAO B 400278; B 400308

 GAO’s Decision:

-GAO sustained IPG’s protest  



GAO Decisions
International Program Group, Inc. (IPG)

GAO B-400278; B-400308
 Rationale:

– Section 31 (2) (B) of the Small Business Act (HUBZone) states that "a 
contract opportunity shall be awarded pursuant to this section on the 
basis of competition restricted to qualified HUBZone small business 
concerns if the contracting officer has a reasonable expectation that concerns if the contracting officer has a reasonable expectation that 
not less than 2 qualified HUBZone small business concerns will submit 
offers and that the award can be made at a fair market price...“

Section 36(b) of the Small Business Act (SDVOSB) states that " a – Section 36(b) of the Small Business Act (SDVOSB) states that "...a 
contracting officer may award contracts on the basis of competition 
restricted to small business concerns owned and controlled by service-
disabled veterans if the contracting officer has a reasonable 
expectation that not less than two small business concerns owned and expectation that not less than two small business concerns owned and 
controlled by service-disabled veterans will submit offers and that the 
award can be made at a fair market price"  

– The use of the term "shall" at § 31 (2) (B) of the Small Business The use of the term shall  at § 31 (2) (B) of the Small Business 
Act commands in unequivocal terms that a contract opportunity 
be designated as a HUBZone set-aside; whereas the "may" used 
at § 36(b) of the Small Business Act's  is a discretionary term 



GAO Decisions

International Program Group, Inc. (IPG)
GAO B-400278; B-400308

 Status:

FAR Case 2006 034 (Socio economic parity) has been put - FAR Case 2006-034 (Socio-economic parity) has been put 
on hold indefinitely



GAO Decisions

Mission Critical Solutions (MCS)
GAO B-401057

 Background:

- On January 13, 2009 the Army awards a sole-source 8(a) 
contract to an ANC firm

- For an amount in excess of $3.5M
- On January 22, 2009 the acquisition was protested



GAO Decisions

Mission Critical Solutions (MCS)
GAO B-401057

 Background:

- Protester MSC is both an 8(a) and a qualified HUBZone firm.
- And, the incumbent contractor
- Charges that in accordance with the HUBZone statute, a 

HUBZone set-aside must be considered before 8(a) sole-HUBZone set aside must be considered before 8(a) sole
source award



GAO Decisions

Mission Critical Solutions (MCS)
GAO B-401057GAO B 401057

 Status:

- GAO SUSTAINED the protest referencing the IPG case

- HUBZone program “shall” vs.
- Section 8(a) “discretion” of the [contracting] officer to let 

such a contract



GAO Decisions

Mission Critical Solutions (MCS)
GAO B-401057

 St t Status:

- SBA and ARMY requested reconsideration



ACQUISITION OF INFORMATION TECHNOLOGY 
HARDWARE, SOFTWARE, SERVICES

• Memorandum dated 04 May 2009
• Reminds Army leaders of existing requirement to use 

CHESS f  h  f i l ff th h lf CHESS for purchases of commercial off-the-shelf 
(COTS) software, desktops, notebook computers, 
video teleconferencing equipment and other 

i l IT i tcommercial IT equipment
• When procuring IT services consideration must be 

given to setting aside requirements in accordance g g q
with FAR Part 19

• Use of the GSA SDVOSB GWAC is encouraged, but 
must be conducted in accordance with Army policymust be conducted in accordance with Army policy

• Signed by CIO/G-6 and the Acting Army Acquisition 
Executive



TIPS FOR SUCCESS
• Stay focused in area of core competencies – don’t try 

to be everything to everyone
D li  lit  d t d i   h d l   • Deliver quality product and service on schedule - no 
matter what the cost

• Establish relationships with SB offices
• Develop a good strategic plan

– Create it
– Use it– Use it
– Modify it

• Effective use of resources: teaming, mentors, 
lconsultants



TIPS FOR SUCCESS (CONT.)

• Leverage every contract to facilitate growth “land and 
expand”
Eff ti  l t• Effective proposal management
– Develop sound policies and procedures

• Leadership training self and othersp g
• Strong financial management

– “Not just the comptrollers job”
Understand financial concepts for non financial – Understand financial concepts for non-financial 
managers

• Hire good people



WEBSITES

• Army Office of Small Business Programs
http://www.sellingtoarmy.info

• DOD Office of Small Business Programs
• http://www.acq.osd.mil/sadbup // q /

• Centralized Contractor Registration (CCR)
http // cc gohttp://www.ccr.gov

• Federal Business Opportunities (Fed Biz Opps)pp ( pp )
http://www.fedbizopps.gov

Small Business Administration (SBA)• Small Business Administration (SBA)
http://www.sba.gov



At the 
end of the day…

It’s all about

Questions

It s all about 
the

Questions soldier!

www.sellingtoarmy.info



Questions from “Office of Small Business Programs Panel” 

 

1. Please address “In Sourcing” impacts on Small Businesses from your agency perspective and 
when will the transition begin. 
 
The in‐sourcing is going to have an impact on the small businesses involved with the in‐sourcing 
to include major impacts to some of the smaller SBs. The conversion of contractor positions to 
DAC positions will take place over the next two to three years, beginning in October 2009, as 
contracts expire.  AMCOM has some of these positions are located in Huntsville, while others 
are located at our Depots and at Reset sites worldwide.  However, not all support service 
contractor positions will be converted.  
 
Each individual contractor position across AMCOM LCMC was evaluated based upon the work 
being performed by the contractor against the criteria provided by AMCC. Only those positions 
that were deemed appropriate will be in‐sourced.  These in‐sourced positions will be treated as 
a new position. As such, these positions will fall under the provisions of Federal merit‐based 
recruitment processes. Current Government Civilians and current contractors can apply for 
these positions. 
 
AMCOM has a great AMCOM In‐Sourcing website you can take a look at.  It has lots of 
information on the subject useful to contractors to better understand in‐sourcing.  (see: 
https://ams8.redstone.army.mil/cmcw/cmcw_home ) 
 
“Over the next several years the Government will be converting many position currently held by 
contractors to Government positions. Most of these positions cover areas that are considered 
inherently Governmental functions, but because of past Government downsizing, were 
contracted out. The effect on small businesses will, in all likelihood, not be any greater or less 
than that of all businesses who provide advisory and assistance services to the Government. 
There will be some jobs currently held by contractors that will be “in‐sourced”, but there will 
still be opportunities for contractors to provide both surge and niche capabilities in those areas 
targeted for this “in‐sourcing”.” 
 

2. Name the top 3 cultural road blocks small businesses face within your agencies. 
 
(1.)   Strategic Sourcing ‐ In 2005, the Office of Management and Budget (OMB) directed all 
federal agencies to implement Strategic Sourcing as a transformational business practice. Since 
then, DOD and all the military services have made great strides implementing Strategic Sourcing. 
Several cross‐service Strategic Sourcing initiatives are ongoing and successful. Strategic Sourcing 
does require small businesses to take a new look at how they provide spare and repair parts to 
the Government and may require new strategies such as partnering or teaming as less smaller 

https://ams8.redstone.army.mil/cmcw/cmcw_home


contracts are likely to be awarded and the overall number of contracts for these products will 
probably go down.   
(2.)  Consolidation/Bundling–Consolidation is defined as the use of a solicitation to obtain offers 
for a single contract or a multiple award contract to satisfy two or more requirements of a 
department, agency, or activity for supplies or services that previously have been provided to, or 
performed for, that department, agency, or activity under two or more separate contracts. 
Bundling is defined as the "consolidation of two or more procurement requirements for goods 
or services previously provided or performed under separate smaller contracts into a solicitation 
of offers for a single contract that is likely to be unsuitable for award to a small business."  The 
problem with bundling is that it involves cramming multiple tasks into single contracts in such a 
way that small businesses cannot submit competitive bids. This practice began its ascent after 
Congress passed the Federal Acquisition Streamlining Act in the mid‐1990s.  
Congress has mitigated the effects of consolidation and bundling somewhat by requiring 
approval levels above the Contracting Officer for consolidation and a benefit analysis to be 
conducted every time bundling occurs. Before the bundling is allowed it must demonstrate a 
certain level of cost savings that justifies the bundling.  
(3.)  Business base of a particular program or activity may not allow for a lot of prime contracts 
to small businesses. Some programs/activities, by their nature, require the services of large 
integrating contractors and most of the work in those programs is at the subcontracting level for 
small businesses. While there are significant opportunities at the various tiers of the supply 
chain supporting those programs, small businesses may have to market their services and 
products to large commercial businesses rather than directly to the Government to receive 
contracts. 

(1.)   Strategic Sourcing ‐ In 2005, the Office of Management and Budget (OMB) directed all 
federal agencies to implement SS as a transformational business practice. Since then, DOD and 
all the military services have made great strides implementing SS. Several cross‐service SS 
initiatives are ongoing and successful.   

(2.)  Bundling ‐ Bundling is defined as the "consolidation of two or more procurement 
requirements for goods or services previously provided or performed under separate smaller 
contracts into a solicitation of offers for a single contract that is likely to be unsuitable for award 
to a small business."  The problem with bundling is that it involves cramming multiple tasks into 
single contracts in such a way that small businesses cannot submit competitive bids. This 
practice began its ascent after Congress passed the Federal Acquisition Streamlining Act in the 
mid‐1990s. 

(3.)  Consolidation ‐ The use of a solicitation to obtain offers for a single contract or a multiple 
award contract to satisfy two or more requirements of a department, agency, or activity for 
supplies or services that previously have been provided to, or performed for, that department, 
agency, or activity under two or more separate contracts. 



  The increase use of Partnership Agreement by the Government with large businesses where 
many competitive parts have been sent back to the prime which from the small businesses 
perspective is for the Government's ease of acquisition.    

3. Can you give an example of how companies have utilized Ability One organizations in their 
contracting efforts?  (Other than buying office supplies) 
Currently about 10 people with severe disabilities from AbilityOne community rehabilitation 
program (CRP) The Burnley Workshop of the Poconos, Inc, a division of Allied Health Care 
Services, work on the masking/taping contract. The employees mask a variety of vehicles, 
shelters, and other equipment that need to be painted by putting tape over the areas that 
aren’t to be painted as a “masking”. The employees then remove the tape when the painting is 
complete.   Joe Mozaleski, Chief Purchasing Division, Tobyhanna Army Depot mentioned that 
this contract is only the beginning for AbilityOne contracts at Tobyhanna Army Depot because of 
the positive experience and relationship he has with AbilityOne.   
 
AMCOM utilizes the AbilityOne program through Huntsville Rehabilitation Center’s division 
named PHOENIX.  AMCOM has current contracts with Phoenix for: 

(1) Badge checking services at the main entrance doors and receptionist services at  
various buildings at AMCOM. 

  (2) Courier, mail distribution services and supply clerk functions in various buildings at 
 AMCOM. 

  (3)  Providing Janitorial Services in various buildings at AMCOM. 
 
Another AbilityOne concern, Phoenix Industries of Huntsville, AL, provides administrative 
support personnel to the U.S. Army Space and Missile Defense Command. 
 

4. How will the Court of Appeals ruling on the Rothe challenge to SEC1207 affect the use of ANC 
Companies, if any? 

 The Rothe decision ruled 10 USC 2323 unconstitutional, primarily due to the price 
adjustment provisions of the law that allowed small disadvantaged businesses (SDBs)a 10% 
price adjustment in some instances when comparing offers to non‐SDB firms for source 
selection purposes.  The law also provided the only authority to set aside procurements for 
Historically Black Colleges and Universities and Minority Institutes. The ruling did not affect 
the use of Alaskan Native Corporations in Government contracting except to the extent that 
any price differential would be applied to their offers because of their status as SDBs.  
 

5. How will recent ruling from DoD on pulling “services” work back into the government hurt or 
impact small businesses? 

See answer to question number 1. 
 
 
 



6. How does BRAC ’05 affect parts and piece buys from AMC to the DLA? 
The BRAC ’05 impact is that the workload was transferred with the agencies, there is no 
measurable impact to SB. 
 

7. What is your prognosis for getting the regulations in place to enable set‐aside competition for 
women owned small businesses? 
The prognosis is hopefully for a woman owned small business set‐aside.  Today, in the Federal 
government, there are only two certifications that would qualify you for the new woman‐set‐
aside program. These are the SDB and 8(a) Business Development certifications. 
 

8. How does the stimulus plan directly impact small businesses? 
The government's economic stimulus plan doesn't include many provisions that directly benefit 
small businesses, but economists say those companies are more likely to find a cure for their 
financial ills closer to home — with their own customers. The plan does extend two provisions of 
2008's economic stimulus bill that allow small businesses to take a bigger upfront deduction for 
the cost of new equipment. But companies whose sales are hurting may be reluctant to make 
big expenditures, putting those tax breaks out of reach. However, having said all this, the same 
rules regarding small business utilization contained in the Federal Acquisition Regulations apply 
to contracts involving economic stimulus money. 

9.  How can I identify which cognizant small business office has the requirements that meet a company’s 
capabilities? Army – Go to www.sellingtoarmy.com,  click on the “Tools” tab at the top of the page, then 
search by FSC, keyword (ex. wiring harnesses) or by location.  The “Locations” tab at the top of the page 
will take you to the map which you can find a listing of all the Small Business Advisors within the Army 
by selecting “ALL” for the MACOM and “ALL” for the State. For the Missile Defense Agency ‐ Go to 
http://www.mda.mil/mdalink/html/sadbu.html to learn more about how to do business with the 
Agency. 

 

10. As a subcontractor on a defense contract, how can I ensure that my services are actually utilized? 

The  electronic  Subcontracting  Reporting  System  (eSRS)  has  launched,  promising  to  create  higher 
visibility  and  introduce more  transparency  into  the  process  of  gathering  information  on  Federal 
subcontracting  accomplishments.  As  part  of  the  President's Management  Agenda  for  Electronic 
Government, the Small Business Administration (SBA), the Integrated Acquisition Environment (IAE), 
and a number of Agency partners collaborated  to develop  the next generation of  tools  to collect 
subcontracting accomplishments. This government‐wide  tool  is known as  the eSRS. This  Internet‐
based  tool will  streamline  the process of  reporting on  subcontracting plans and provide agencies 
with access to analytical data on subcontracting performance. While there is not a means to enforce 
subcontracting, through eSRS we hope to have a better view on how the contractor  is conducting 
subcontracting.   That performance data can  then be used during  the source selection process  for 
future competitive contracts or to assess performance against award fee criteria for small business 
utilization where it exists. 

http://www.sellingtoarmy.com/
http://www.mda.mil/mdalink/html/sadbu.html


11.  Are the opportunities used in Fed Biz Ops: Sources Sought and Request for Information – 
Opportunities that should be pursued or are they designated for an existing source? 

When the Government is considering a procurement, but is not sure about specifications or 
methodologies, they often issue a Request for Information (RFI). An RFI provides you with an 
opportunity to make suggestions regarding what they should include in the future RFP if it goes 
forward. It also gives you an opportunity to show the customer that you are qualified, responsive, 
and helpful.  Sometimes, responding to an RFI is required if you want to be able to respond to the 
future RFP. When this is the case, it will say so in the text of the announcement. Responding to RFIs 
is an excellent way to identify new business opportunities, find a point‐of‐contact, and establish a 
relationship with the customer before the RFP hits the street. Often, it can be many months from 
the release of an RFI to the release of an RFP, and not all RFIs will result in an RFP release.  
Sometimes Government procurement activities will use the results from RFI’s to craft acquisition 
strategies such as whether or not to set‐aside an acquisition for small businesses and to document 
their market research in regard to small business capability to do the required work. 

12.  What efforts are being taken to increase SB opportunities within the defense department? 

Commerce Secretary Gary Locke and Small Business Administrator Karen Mills announced a 
government‐wide plan that includes federal agency procurement officials holding or participating in 
more than 200 events over the next 90 days to share information on government contracting 
opportunities, including those available under the American Recovery and Reinvestment Act.  

As part of the Commerce‐SBA initiative, over the next 90 days:  

‐ Federal agency procurement officials will hold or participate in more than 200 events to 
share information on government contracting opportunities, including those available under 
the American Recovery and Reinvestment Act.  

‐ SBA and Commerce will expand their outreach to fellow contracting officials across the 
federal government, passing along best practices for outreach and education to every 
agency to ensure they have the tools they need to meet their annual contracting goals.  

‐ Locke and Mills will promote small business contracting opportunities in remarks, events 
and discussions with small business groups across the country, including minority, women 
and veteran groups.  

Beyond the next 90 days, Commerce and SBA will support, monitor and track the impact of these 
efforts going forward to help ensure the Administration is maximizing opportunities for small 
businesses.  

Small business owners can find out about federal contracting opportunities by visiting 
www.fedbizopps.gov. Local Commerce and SBA officials are also available in local offices across the 
country to assist small businesses interested in contracting opportunities. Contact information for 
local offices can be found www.commerce.gov and www.sba.gov.   The DoD Office of Small Business 
Programs has formulated several strategic plans to increase small business utilization across the 
Department. Among other things, the Department has implemented the Electronic Subcontracting 
Reporting System (eSRS) for all its small business subcontracting reporting requirements and this 
should give procurement offices across the Department unprecedented visibility into the 



performance of our large business partners with regard to their small business subcontracting 
activities against the goals they signed up to in their contracts. For more information go to 
http://www.acq.osd.mil/osbp/.  

13.  Please comment on potential impact to small businesses from the conversion of more than 30,000 
DoD contractor positions to civil servants positions (ref. Secretary Gates’ action plan for DoD acquisition 
reform) 

See answer to question number 1. 
 

14.  How is your agency (Army, MDA, and NASA) addressing the hubzone precedence over 8A and 
SDVOSB programs? 

All DoD agencies are adhering to the OMB Guidance issued in July to continue to give active 
consideration to each small business program pursuant to their pre‐existing contracting 
practices and “parity” policies. 
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