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WPI MISSION



Assist businesses in creating, 

development and growing their 

sales, revenue and jobs through 

Federal, state and local government 

contracts.



ABOUT WPI



LOCATIONS:

• Primary office – Milwaukee - Technology 

Innovation Center

• Staffed Satellite offices

Madison (FEED – Food Enterprise & 

Economic Development / MEC –

Madison Enterprise Center)

Camp Douglas (Juneau County Economic 

Development Corporation)

Wausau (Wausau Regional Chamber of 

Commerce)

Appleton (Fox Valley Technical College)

• Active Partnerships

Racine – LaunchBox

Eau Claire - Western Dairyland

Ladysmith – Indianhead Community Action



WPI MISSION

•FREE Bid Matching Services

•Individual Counseling and Assistance

•Locating Local, State and Federal Opportunities - Bid and proposal review and 

Submission Assistance

•Government Market Strategy Development

•Training in use of Government websites and tools

•Assistance with System for Award Management (SAM) Registration

•Assisting in Market Research Process - Development of Market Profile

•Small Business Subcontracting Plans Development, Outreach and Reporting

•Outreach and training with Local, State and Federal agencies

•Assist with Pre and Post Award Functions

•Assistance with Agency Specific Contracting Requirements

•Assistance with Contracting Regulations and Requirements, including FAR, DFAR, 

CFR

•Assistance with GSA Schedule Preparation and Administration

•Assistance with Local, State and Federal Certifications

•Capabilities Statement and Related Government Marketing Material Development

•Assistance in Locating and Developing Teaming Partners and Subcontractors

•Updated Government Market Information

WPI SERVICES



www.wispro.org



TRAINING EVENTS

• Annual Volk Field Small Business Conference (and Grants 
Workshop)

• Prime / Sub Contractor Group meetings

• Annual VA VISN 12 Small Business Conference

• SAME Small Business Expo

• Washington DC Federal Contractor Summit

• Marketplace – Annual Governor’s Conference for Small Business

• Federal Contractor Updates

• Acquisition Hour Webinar Series

• Small Business Contractor Series

• Federal Supply Chain Conference

• End of Year Contractor Update



ABOUT THE MARKET



HOW DOES WISCONSIN DO? (FY2015)



AGRICULTURAL TYPE PRODUCTS
PSC CODE

Dollars % of total Dollars % of total Dollars % of total

8910 DAIRY FOODS AND EGGS $348,161,553 19.86 $1,014,462,054 25.19 $2,049,758,381 37.26

8905 MEAT, POULTRY, AND FISH $275,943,496 15.74 $948,068,942 23.54 $1,215,582,025 22.1

8915 FRUITS AND VEGETABLES $362,620,891 20.68 $934,597,269 23.21 $1,125,186,013 20.45

8940 SPECIAL DIETARY FOODS AND FOOD SPECIALTY PREPARATIONS$166,862,326 9.52 $319,284,770 7.93 $132,951,520 2.42

8945 FOOD, OILS AND FATS $191,443,931 10.92 $305,987,054 7.6 $286,804,944 5.21

8920 BAKERY AND CEREAL PRODUCTS $132,077,086 7.53 $198,953,346 4.94 $243,709,182 4.43

8970 COMPOSITE FOOD PACKAGES $217,098,849 12.38 $185,522,156 4.61 $265,026,545 4.82

8925 SUGAR, CONFECTIONERY, AND NUTS $17,155,108 0.98 $39,553,595 0.98 $27,772,893 0.5

8710 FORAGE AND FEED $8,796,276 0.5 $22,812,273 0.57 $23,558,349 0.43

8960 BEVERAGES, NONALCOHOLIC $8,693,944 0.5 $15,796,094 0.39 $26,833,105 0.49

8730 SEEDS AND NURSERY STOCK $5,849,133 0.33 $15,559,497 0.39 $13,370,066 0.24

8720 FERTILIZERS $977,010 0.06 $10,313,097 0.26 $1,767,844 0.03

8820 LIVE ANIMALS, NOT RAISED FOR FOOD $14,771,951 0.84 $5,259,865 0.13 $78,975,600 1.44

8950 CONDIMENTS AND RELATED PRODUCTS $1,012,193 0.06 $5,006,262 0.12 $5,963,221 0.11

8930 JAMS, JELLIES, AND PRESERVES $832,786 0.05 $3,442,563 0.09 $1,598,595 0.03

TOTAL $1,753,252,976 $4,026,851,940 $5,501,334,059

FY2016 FY2015 FY2014

PSC CODE WISCONSIN

Dollars % of total Dollars % of total Dollars % of total

8920 BAKERY AND CEREAL PRODUCTS $19,271,920 36.53 $28,026,652 23.99 $28,712,250 25.57

8910 DAIRY FOODS AND EGGS $740,849 1.4 $18,126,694 15.51 $18,675,673 16.63

8915 FRUITS AND VEGETABLES $7,962,146 15.09 $10,987,706 9.4 $9,833,341 8.76

8940 SPECIAL DIETARY FOODS AND FOOD SPECIALTY PREPARATIONS$287,855 0.55 $1,921,555 1.64 $171,148 0.15

8950 CONDIMENTS AND RELATED PRODUCTS$60,490 0.11 $38,414 0.03 $1,636,405 1.46

TOTAL $52,763,406 $116,849,827 $112,293,920

FY2016 FY2015 FY2014



AGRICULTURAL TYPE PRODUCTS - Wisconsin
  FY2016 FY2015 FY2014

DIDION, INC

Ft. Atkinson - Flour 

Mill - USDA $25,277,261 $37,632,296 $39,912,579

OCEAN SPRAY CRANBERRIES, 

INC.

HQ in MA - Berries - 

USDA $0 $26,870,721 $8,703,192

DEL MONTE FOODS, INC

HQ in CA - Canners - 

USDA $3,438,770 $19,465,806 $6,674,233

MASTERS GALLERY FOODS, 

INCORPORATED

Plymouth - Dairy 

products - USDA $0 $14,944,551 $17,178,016

CLARK'S TRADING CO.

Mukwonago - Various 

Food products - 

Bureau of Prisons $4,306,317 $7,829,090 $6,651,466

SENECA FOODS 

CORPORATION

HQ in NY - Fruits and 

Vegetables - USDA $4,990,645 $4,282,352 $22,581,349

MCCAIN FOODS USA, INC.

HQ in IL - Frozen fruit 

and vegetables - 

USDA $1,940,903 $3,978,663 $11,654,934

BUSHMANS' INCORP.

Rosholt - Fruit and 

vegetables - USDA $3,438,262 $3,949,661 $2,807,514

LA CROSSE MILLING 

COMPANY

Cochrane - Animal 

and Breakfast food - 

USDA $1,152,986 $2,954,382 $2,952,351

FOREMOST FARMS USA 

COOPERATIVE

Baraboo - Dairy 

products - USDA $234,013 $2,507,538 $0



AGRICULTURAL TYPE PRODUCTS – WHO is 
BUYING?
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 FY 2016 FY 2015 FY 2014

Civil Agencies

Agriculture $850,291,675 $2,351,411,661 $2,048,478,894

Justice - BOP $101,328,987 $154,451,602 $154,826,156

Veterans Affairs $114,472,039 $101,296,410 $104,159,346

Interior - Bureau of Land 

Mgmt $9,940,191 $28,846,632 $30,383,432

HHS - NIH $8,376,808 $19,558,657 $18,919,015

Defense Agencies

Defense Logistics Agency $681,681,228 $1,281,983,415 $2,082,059,044

Army $18,186,732 $35,338,288 $107,173,887

US Army Corps of Engineers $316,085 $10,817,135 $3,604,496



SMALL IS GOOD



FEDERAL SMALL BUSINESS PROGRAMS
GOALS– VERY IMPORTANT TO UNDERSTAND

• Small Business – 23% [Size standard table CLICK HERE] 

• Small Disadvantaged Business (SDB) – 5% [CLICK HERE]

• 8(a) small business development program [CLICK HERE]

• Woman Owned Business Program – 5% [CLICK HERE]

• Historically Underutilized Business Zone (HUBZone) – 3% [CLICK 
HERE]

• Service Disabled Veteran Owned Business (SDVOB) – 3% 
[CLICK HERE] (for work with Department of Veterans Affairs –
12% Veteran and 10% Service Disabled Veteran [CLICK HERE])

Page 15

https://www.sba.gov/contracting/getting-started-contractor/make-sure-you-meet-sba-size-standards
https://www.sba.gov/contracting/government-contracting-programs/small-disadvantaged-businesses
https://www.sba.gov/contracting/government-contracting-programs/8a-business-development-program
https://www.sba.gov/contracting/government-contracting-programs/women-owned-small-businesses
https://www.sba.gov/contracting/government-contracting-programs/hubzone-program
https://www.sba.gov/contracting/government-contracting-programs/service-disabled-veteran-owned-businesses
http://www.va.gov/osdbu/verification/


FEDERAL SMALL BUSINESS PROGRAMS

• ALSO APPLY TO FEDERAL PRIME CONTRACTOR

• Contracts to large businesses estimated to exceed $700,000 for 
goods and services ($1.5 million for construction)

• Small Business Subcontracting Plan requirements

• Important to do your market research to determine potential primes 

• Locate potential customers

• Determine SBLO at the large business

• Register in their “portal”
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• Evaluate your TRUE capabilities and capacity – start 

with some idea of what you can and could do

• Market Research 

• Understand the FEDERAL SMALL BUSINESS 

PROGRAMS

• Registration – SAM and DSBS

• Start Locating Opportunities

With Agencies

With Primes

• Prepare your Marketing Materials and start reaching 

out to the market and developing relationships 

• THEN if you see a fit – take it to the next step

TO START



MARKET RESEARCH
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• Are there opportunities for your business

• Do you have the capabilities and capacity to support these 

opportunities AND MAKE $MONEY$

• TOOLS

• www.usaspending.gov or https://www.fpds.gov

• Attending industry events and conferences

• Contact KimG@wispro.org to assist

http://www.usaspending.gov/
https://www.fpds.gov/
mailto:KimG@wispro.org


REGISTER in SAM.GOV as a potential 
contractor or subcontractor
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ESTABLISH AND KEEP CURRENT your DSBS 
PROFILE (and keep current) http://dsbs.sba.gov/

20

http://dsbs.sba.gov/
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17 Companies registered in Clark



START TO 
LOCATE 

OPPORTUNITIES
www.fbo.gov

WPI FREE 
BidMatching

Service
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http://www.fbo.gov/


INTERESTED VENDORS LIST – www.fbo.gov
(need to be registered in FBO to access)

Page 23April 2015 Wisconsin Procurement Institute

http://www.fbo.gov/


October 14 2014 Wisconsin Procurement Institute 24

REGISTER IN PRIME 

CONTRACTOR PORTALS –

• Down select from market research

• Contact WPI for list of top large primes

• Understand and indicate your size and 

small business designations

• Answer all questions – if you do not 

understand what they are asking – ask

• Understand role of SBLO – Small 

Business Liaison Officer



PREPARE YOUR MARKETING MATERIALS 
with a FOCUS ON THE GOVERNMENT 
MARKET

• Business Card

• Capabilities Statement 

• Website

• “Pitch”

25



MARKETING MATERIALS – YOUR 
BUSINESS CARD

• Business cards 
• Example: Aurora Manufacturing
• CLEARLY state what your business 

DOES
• NAICS
• CAGE
• Website
• Phone #
• Email
• Small business designations –

small, HUBZone, SDVOSB, WOB…..
• Quality level , ITAR, other tech 

certs

26



Page 27

MARKETING MATERIALS – YOUR 
CAPABILITIES STATEMENT

• No more than one page (front and back if need be)

• May need to customize for range of potential customers

• Shows what is important to the person / agency you are trying to sell to – HOW DO 
YOU KNOW THIS – market research or ASK

• Keep it Simple and Easy to read – ask for “friendly review” before going public

• Includes contact information and website link

• What is important? Depends on if you are in manufacturing, technology, 
construction……

• Past related work

• Graphics showing capability

• Certifications, designations, codes, classifications, important training and other relevant 
information

• It should look GOOD – easy to look at, answers basic questions about your 
business AND uses good grammar and good spelling
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MARKETING MATERIALS – YOUR 
CAPABILITIES STATEMENT



MARKETING MATERIALS – YOUR 
CAPABILITIES STATEMENT

Page 29



MARKETING MATERIALS – YOUR 
WEBSITE

• Yes you should have one – WHY – so you can be found and found 
out about

• It can be simple 

• Yes there is a cost to design, build and update – plan well and 
don’t go on the “cheap”

• Consider separating Government – the important parts may be 
very different

• Same rules as capabilities statement apply

• CAUTION – may be doing work that is sensitive for an agency 
/prime so cannot “brag” on website.  Consider using descriptive 
words such as “defense contractor” or “supporting the Naval 
supply chain”…….

Page 30
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MARKETING MATERIALS – YOUR 
WEBSITE



MARKETING MATERIALS – OTHER 
VISIBILITY

• Press releases – news articles

• Facebook, LinkedIn, other social media

• Awards

• Participation in industry – government events, 
conferences, training

• Presentations and education – you are the expert

• Be a mentor to others

• GET OUT THERE!!!!!!!!!!!!!

• Other

Page 32



MARKETING MATERIALS – YOUR 
ELEVATOR PITCH

• 1 minute pitch – elevator pitch – KEEP IT TIGHT AND DO YOUR HOMEWORK
• Know what the buyer’s company does and how you would fit
• Know what is important to the buyer
• Who you are 
• What you do

• Have you done any work with the government before
• What makes you special
• Keep it business

• 5 minute pitch – should include a visual of some kind then ADD
• WHAT CAN YOU DO FOR THEM
• A bit of history
• Capacity

• Past work
• What makes you special – management team, design capabilities, relationships………
• Other as appropriate

• 15 minute pitch – more visual

• Mission – vision
• Increased specifics depending on what is being sold
• Other

Page 33
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http://volkfieldsbconference.org/



April 2015 Wisconsin Procurement Institute Page 35



April 2015 Wisconsin Procurement Institute Page 36

Will be held at UW 

Green Bay



April 2015 Wisconsin Procurement Institute Page 37

WPI also hosts a FREE 

ACQUISITION WEBINAR HOUR 



WPI CONTACT

Kim Garber | Manager, Small Business Programs

Wisconsin Procurement Institute (WPI)

Email: kimg@wispro.org
Office: 414/270-3600
Mobile: 608/444-0047
Fax: 414/270-3610
www.wispro.org
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mailto:kimg@wispro.org
tel:414%2F270-3600
tel:608%2F444-0047
tel:414%2F270-3610
http://www.wispro.org/

