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WPI Offices located at:

Milwaukee County Research Park

10437 Innovation Drive, Suite 320

Milwaukee, WI  53226

414-270-3600     FAX:  414-270-3610

Juneau County Economic Development Corp.

122 Main St - Camp Douglas, WI 54618

608-427-2455    FAX:  608-427-2086

Western Dairyland EOC, Inc.

418 Wisconsin St. - Eau Claire WI 54703

608-427-2455    FAX:  608-427-2086

Fox Valley Technical College – DJ Bordini Center

5 Systems Drive – Appleton WI 54912

920-840-3771   FAX:  414-270-3610

Racine County Economic Development Corporation – Launch Box

141 Main Street, Suite 2, Racine, WI  53403

414-270-3600     FAX:  414-270-3610

Madison Enterprise Center

100 S. Baldwin St., Madison, WI  53703

608-444-0047     FAX:  414-270-3610

Food Enterprise & Economic Development (FEED)

1219 N. Sherman Ave., Madison, WI 53704

608-444-0047   FAX:  414-270-3610

Wausau Region Chamber of Commerce

200 Washington Street, Wausau, WI   54403 

920-456-9990 FAX:  414-270-3610

www.wispro.org - info@wispro.org

http://www.wispro.org/
mailto:info@wispro.org
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What we will talk about today

• An overview of Federal, state, and local government markets

• Tips on locating and qualifying opportunities

• Information on how the Federal government buys

• A step-by-step guide to getting started

• Answers to questions about what business registrations are required

• Benefits of being a small business



Government Market Overview

5/5/2016 6

• Federal

• Very Large market

• Worldwide

• Complex

• Manufacturing, construction, services, R&D…anything / 

everything

• Size and small business program designations apply

• About $450 billion market

• Federal Primes

• Large market

• Worldwide

• Less Complex – flow-down of rules from Federal Prime contractor

• Diverse products and services

• Size and small business designations apply



Government Market Overview

• State
• Medium size market
• Statewide
• Less complex – DIFFERENT FROM FEDERAL – REGULATIONS AND PROCESS
• Minimal manufacturing and R&D
• Some certifications
• Wisconsin about $2 billion market

• Local
• Smaller market
• Smaller dollars
• Less complex - DIFFERENT FROM FEDERAL AND STATE – REGULATIONS AND 

CERTIFICATIONS AND PROCESS
• Products, Services and construction for the most part



Determine if there is a good fit for the 
business – minimum requirements
• Established business

• Established systems – ex quality, financial…

• Commitment to invest in developing this customer

• Commitment from top management - owners

• Willingness to sell and market

• Willingness to learn and understand how it works

• Willingness to look outside of local area

• Good understanding of your capabilities and limitations

• Willingness to COMPETE and FOCUS ON NEEDS OF CUSTOMER

• Willingness to be open and transparent

• Ability to wait and be patient

• Tenacity – willingness to be the David to the Government Goliath
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BASIC PROCESS 

• Do your market research – what does the government buy

• Determine if your product or service fits the need

• Register as a contractor (if appropriate)

• Determine if you qualify for any SMALL BUSINESS PROGRAMS

• Begin to locate specific opportunities

• Prepare or update your marketing materials to focus on the government 
market – business card, capabilities statement, website and “pitch”

• Market – individual meetings, conferences / matchmaking, press, other



Let’s start with the Federal market



What the government buys?



And it also buys…………..



What is the Federal Government Buying?

https://www.fbo.gov/

https://www.fbo.gov/


What has the Federal Government Bought?

www.usaspending.gov

http://www.usaspending.gov/


WPI BidMatching

•The Wisconsin Procurement Institute offers a free BID Matching service 

•This system searches International, Federal, State and Local procurement databases and emails 
you relevant solicitations based on information specific to you company 

Sites searched: 

•42 International Sites 

•45 federal sites 

•2,011 state and local sites 

Contact WPI to sign up for this service



Register as a contractor - SAM

www.sam.gov

http://www.sam.gov/


Dynamic Small Business Search

http://dsbs.sba.gov/dsbs/search/dsp_dsbs.cfm

http://dsbs.sba.gov/dsbs/search/dsp_dsbs.cfm


Dynamic Small Business Search

http://dsbs.sba.gov/dsbs/search/dsp_dsbs.cfm

http://dsbs.sba.gov/dsbs/search/dsp_dsbs.cfm


Federal Small Business Programs



Organization Type Certification Agency Website

Federal Government • 8(a)
• HUBZone
• WOSB/EDWOSB
• VOSB/SDVOSB

Small Business Administration

Small Business Administration

Small Business Administration

Department of Veterans Affairs

www.sba.gov/content/8a-business-development
www.sba.gov/hubzone
www.sba.gov/content/contracting-opportunities-women-owned-small-
businesses
www.va.gov/osdbu/veteran/verification.asp

State Government • DBE (UCP)

• MBE
• WBE
• DVB

WI Department of Transportation, 
Milwaukee County, Dane County and City of 
Madison

WI Department of Administration

dot.wi.gov/business/engrserv/dbe-main.htm
county.milwaukee.gov/cbdp/CertificationServices.htm
www.danepurchasing.com/contract_compliance.aspx
www.cityofmadison.com/dcr/

www.doa.state.wi.us/Divisions/Enterprise-Operations/Supplier-Diversity-
Program

County/Municipal 
Government, School 
District, College/University 
System

• Target Business Program
• SBE
• ESB, MBE, WBE, DBE, 

Target Business
• ACDBE

• City of Madison

• City of Milwaukee

• Dane County

• Milwaukee County

www.cityofmadison.com/dcr/

city.milwaukee.gov/OSBD#.U0rvgIko9jr

www.danepurchasing.com/contract_compliance.aspx

County.milwaukee.gov/cbdp/certificationservices.htm

Large Corporations Company Internal Supplier 
Diversity Initiative

• North Central Minority Supplier 
Development Council

• Women’s Business Enterprise National 
Council (WBENC)

http://www.northcentralmsdc.net/MbeCertification/Certification

www.wbenc.org/certification/

http://www.sba.gov/8a-business-development
http://www.sba.gov/hubzone
http://www.sba.gov/content/contracting-opportunities-women-owned-small-businesses
http://www.va.gov/osdbu/veteran/verification.asp
http://www.danepurchasing.com/contract_compliance.aspx
http://www.cityofmadison.com/dcr/
http://www.doa.state.wi.us/Divisions/Enterprise-Operations/Supplier-Diversity-Program
http://www.danepurchasing.com/contract_compliance.aspx
http://www.danepurchasing.com/contract_compliance.aspx
http://www.northcentralmsdc.net/MbeCertification/Certification
http://www.wbenc.org/certification/


Federal Small Business Programs

• 23% overall goal for Small business 

• 5% Small Disadvantaged Businesses (8(a))

• 5% Woman Owned Small Businesses (currently self certified – changes are coming!)

• 3% for HUBZone certified firms

• 3% Service Disabled Veteran Owned Businesses (Self representation in SAM except for VA and FAA)

A few notes:

• Your size is determined by your NAICS code(s) – typically average sales revenue or number of 
employees

• These goals are floors, not ceilings 
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What is SMALL

Table of Small Business Size Standards
Updated February 26, 2016
To help small business owners assess their small business status, SBA has established a Table of Small Business Size Standards (pdf 
file /excel file), which is matched to the North American Industry Classification System (NAICS) for industries. The current table of 
size standards is based on the 2012 NAICS.
The table of size standards can also be found online in the Small Business Size Regulations (published by the Electronic Code of 
Federal Regulations).

Certain government programs, such as SBA loan programs and contracting opportunities, are reserved for small business concerns. 
In order to qualify, businesses must satisfy SBA's definition of a small business concern, along with the size standards for small 
business.

What is a Small Business Size Standard?
A size standard, which is usually stated in number of employees or average annual receipts, represents the largest size that a 
business (including its subsidiaries and affiliates) may be to remain classified as a small business for SBA and federal contracting 
programs. The definition of “small” varies by industry.

To learn more about these definitions read: What are the Small Business Size Standards?
How to Calculate Your Small Business Size
Since size standards are mostly based on the average annual receipts or the average employment of a firm, refer to these links for 
more information on how:
•How does SBA calculate annual receipts? (PDF)
•How to Determine Number of Employees? (PDF)

More Information
For more information about size standards, contact a Size Specialist at your nearest SBA Government Contracting Area Office or 
contact the Office of Size Standards by email at sizestandards@sba.gov(link sends e-mail)or by phone at (202) 205-6618.

https://www.sba.gov/sites/default/files/files/Size_Standards_Table.pdf
https://www.sba.gov/sites/default/files/files/Size_Standards_Table.xlsx
http://www.census.gov/eos/www/naics/
http://www.sba.gov/content/small-business-size-regulations
http://ecfr.gpoaccess.gov/cgi/t/text/text-idx?c=ecfr&tpl=/index.tpl
http://www.sba.gov/content/what-are-small-business-size-standards
http://www.gpo.gov/fdsys/pkg/CFR-2015-title13-vol1/pdf/CFR-2015-title13-vol1-sec121-104.pdf
http://www.gpo.gov/fdsys/pkg/CFR-2015-title13-vol1/pdf/CFR-2015-title13-vol1-sec121-106.pdf
https://www.sba.gov/sites/default/files/files/government-contracting-field-staff-directory.pdf
mailto:sizestandards@sba.gov
https://get.adobe.com/reader/
https://get.adobe.com/reader/
https://get.adobe.com/reader/
https://get.adobe.com/reader/


8(a) Business Development Program
• Formal certification through the US SBA

• Businesses development program

• Social AND economic disadvantage 

• Black Americans

• Hispanic Americans

• Native Americans

• Asian Pacific Americans

• Subcontinent Asian American

• In the absence of evidence to the contrary, an individual applicant is presumed socially disadvantaged if:

• Holds him or herself out to be a member of a presumed group

• Is currently identified by others as a member of a presumed group

• Economic Disadvantage

• Assets cannot exceed $4 million

• Personal income cannot exceed $250,000, averaged over 3 years

• Adjusted net worth must be less than $250,000

https://www.sba.gov/content/about-8a-business-development-program
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WOSB Program
• Currently a self certification through the U.S. SBA 

• 51% owned and controlled by a woman or women

• Changes from the NDAA 

• Upload documentation to the WOSB Program repository in 
GLS 

www.sba.gov/wosb
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HUBZone Certification 
• Formal Certification through the U.S. SBA

• Primary office MUST be located in a HUBZone

• 35% of employees must reside in a HUBZone

• Only program dependent upon a physical location – HUBZone Maps

• Difficulty among agencies and primes reaching 3% goal

www.sba.gov/HUBZone
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SDVOSB 

• For all agencies other than the VA and FAA, self representation in SAM

• The VA and FAA use CVE for a formal verification 

• No minimum disability rating 

• 51% owned and controlled by a service disabled veteran

• VA has higher goals for SDVOSB and VOSB

SBA: https://www.sba.gov/sdvosb

CVE: http://www.vetbiz.gov/
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Wisconsin and area Federal agencies
U.S. Department of Agriculture –Colleen M. 
Rettinger, Supervisory Contract Specialist
Forest Products Laboratory & Northern 
Research Station
One Gifford Pinchot Drive 
Madison, WI 53726-2398 
608-231-9285 creittinger@fs.fed.us

U.S. Forest Service – Shawn Lacina, 
Contracting Officer
Lake States Acquisition Team (LSAT) 
500 Hansen Lake Road
Rhinelander, WI 54501 

(715) 362-1347   slacina@fs.fed.us

128th Air Refueling Wing (WIANG) – Dionne 
Holloway, Contract Specialist 
1919 E. Grange Avenue 
Milwaukee, WI 53207 
(414) 944-8517  
dionne.f.holloway.mil@mail.mil

U.S. Veterans Affairs – Steve Maier, Small 
Business Liaison 
Great Lakes Acquisition Center (GLAC) 
112th South 84th St. Suite 101 
Milwaukee, WI 53214
(414) 844-4824  steven.maier2@va.gov

Environmental Protection Agency - Adrianne 
Callahan 
Small and Disadvantaged Business Utilization 
Coordinator 
USEPA, Region 5 
77 West Jackson Blvd. (MC-10J) 
Chicago, IL 60604 
(312) 353-5556  Callahan.adrianne@epa.gov

mailto:creittinger@fs.fed.us
mailto:slacina@fs.fed.us
mailto:dionne.f.holloway.mil@mail.mil
mailto:steven.maier2@va.gov
mailto:Callahan.adrianne@epa.gov


Wisconsin and area Federal agencies
Oxford Prison – Bob Pahmeier, Contract 
Specialist 
Federal Correctional Institution 
P.O. Box 500 
Oxford, WI 53952 
(608) 584-5511  rpahmeier@bop.gov

115th Fighter Wing - SMSgt Katherine 
Pinnow 
Wisconsin Air National Guard 
3110 Mitchell Street 
Madison, WI 53704 
(608) 245-4528   Katherine.pinnow@ang.af.mil

Volk Field Combat Training Readiness 
Training Center  - TSgt Seth Swieter 
100 Independence Drive 
Camp Douglas, WI 54618-5001 
(608) 427-1235  seth.swieter@ang.af.mil

Fort McCoy Contracting Division  - Tony 
Steinhoff, Small Business Specialist 
Mission & Installation Contracting Command
60 South O Street 
Fort McCoy, WI 54656 
(608) 388-7351 phone  
tony.r.steinhoff.civ@mail.mil

mailto:rhouser@bop.gov
mailto:Katherine.pinnow@ang.af.mil
mailto:Jeffery.statz@wicrtc.ang.af.mil
mailto:tony.r.steinhoff.civ@mail.mil


What the State buys? http://openbook.wi.gov/



State of Wisconsin Procurement process

• State Transforming Agency Resources (STAR)

• Replace 120+ different administrative systems

• Provide standardization between state agencies

• Tentative implementation schedule:

o October 2015 – Uploading existing vendors from VendorNet to STAR (will include all vendors received contract 
and/or payment from the state within the past 18 months)

o January 2016 – STAR and VendorNet 2.0 will be operational 



State of Wisconsin Procurement process

• WisDOT’s implementation is scheduled for 
summer 2016

• UW will stay on SHOP@UW and use VendorNet
2.0 to post contract opportunities

• All Muni’s will continue to use their own 
systems and use VendorNet 2.0 to post contract 
opportunities 



State of Wisconsin Procurement process

• STAR: http://STARPROJECT.WI.GOV/HOME

• VendorNet: (608) 264-7897 / (800) 482-7813 

• http://vendornet.state.wi.us/vendornet/default.asp

• General Procurement Information 
http://www.doa.state.wi.us/divisions/enterprise-operations/state-
bureau-of-procurement/soliciation

http://starproject.wi.gov/HOME
http://vendornet.state.wi.us/vendornet/default.asp
http://www.doa.state.wi.us/divisions/enterprise-operations/state-bureau-of-procurement/soliciation


State of Wisconsin Certification Programs

http://www.doa.state.wi.us/Divisions/Enterprise-
Operations/Supplier-Diversity-Program



NASPO – links to all State governments

http://www.naspo.org/dnn/default.aspx

http://www.naspo.org/dnn/default.aspx


Wisconsin Department of Transportation

http://wisconsindot.gov/Pages/home.aspx

http://wisconsindot.gov/Pages/home.aspx


Certification 
Snapshot

CERTIFICATION BENEFITS:
• Support Services are available to certified firms free of charge including technical, marketing and 

financial assistance.WisDOT offers two programs designed to assist DBEs making connections with 

Prime contractors: Mentor Connection (6-month) and Mentor Protégé (3-year). 

• Mega project goal setting for DBE participation.

• UCP is a cooperative of Wisconsin cities, counties and airport authorities that benefit from USDOT

funding.  

ELIGIBILITY REQUIREMENTS:
a. Disadvantaged Status - Belong to an ethnic minority group: Native American, Black, Hispanic, Asian 

Indian, Asian Pacific or women.
b. Ownership - Be at least 51% owned, controlled, and actively managed by a socially and economically 

disadvantaged person(s).  
c. Small Business Status – Must be a small business as defined by SBA size standard. It must not have  

annual average gross receipts over $19 million in the three previous years or $40 million for airport 
concessionaires.

d. Independence – The business must not link to another firm that compromises the applicant’s 
independence and the disadvantaged owner’s equity. 

e. Personal Net Worth – May not exceed $1.32 million (excluding primary residence and ownership in 
the business).

APPLICATION PROCESS:
• Contact one of the four certifying members  - Wisconsin Department of Transportation, Milwaukee 

County – Community Business Development Partners, Dane County Purchasing Division- Contract 

Compliance or City of Madison Department of Civil Rights – Target Business Enterprise Program



NON-CERTIFYING 
PARTICIPANTS TO THE 

WISCONSIN UCP



Local Governments www.wisconsin.gov/Pages/local.aspx



WHAT IS MARKETING
WHY DOES MARKETING MATTER?

• MARKETING is everything that goes into developing the relationship between your business and the 
client, including:

• Market Research

• Advertising

• Sales strategy

• Pricing structure

• Branding

• Community involvement

• Other

• GOOD  - SUCCESSFUL MARKETING leads to:
• Good customer/client relations

• Partnership development

• Good image and reputation

• Opportunities and sales

• Other
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BASIC COMPONENTS OF MARKETING TO THE 
GOVERNMENT

• A PLAN – STRATEGY [DISCUSSION FOR ANOTHER PRESENTATION]

• MARKETING MATERIALS

• REGISTER IN SAM and DSBS  www.sam.gov - FREE and seen by Federal 
agencies and Prime contractors

• Business Card – sharing contact information

• Website - providing current information to potential customers / clients / partners

• Capabilities Statement – your Executive Summary with focus on the Government 
customer

• Elevator Pitch – your short verbal Executive Summary

• Continuing the Conversation with potential customers / clients / partners

• OTHER

May 5, 2016Wisconsin Procurement Institute 40
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THE BUSINESS CARD
• Stand alone representation of you and your business

• Full Company Name – Milwaukee Manufacturing 

• Name and title – Samantha Stumpf, President

• TAG line if company name does not provide description of what company does - Custom 
Specialty Metal Parts

• Full address (not PO Box) – Town Industrial Park, 1234 W. Newberry Dr., North Allis, WI  53222

• Telephone, email and website – 414-111-2345 and  sstumpf@milwaukeemfg.com and 
www.milwaukeemfg.com

• Certifications – Woman Owned, HUBZone Certified Small Business  and  ISO 9001 and ITAR

• NAICS codes /PCS-FSG, NIGP, DUNS, CAGE – state and local if appropriate -
http://www.census.gov/eos/www/naics/ -
http://support.outreachsystems.com/resources/tables/pscs/ -
http://vendornet.state.wi.us/vendornet/asp/CC14_Form.asp

• GSA Schedule number / other long term contracts and contract numbers (IDIQs, OASIS, …..)

• OTHER – unique features, recognitions, etc. 
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THE BUSINESS CARD

• Appearance

• Light in color – so recipient can write 
on

• Not glossy – so recipient can write on

• Not CUTE – this is business

• Leave “white space” for notes by 
recipients
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THE WEBSITE – a MUST HAVE
• If you are a serious competitor for Government work – your website MUST reflect 

information targeted to the Government audience.

• Break out Government section via TAB or other mechanism

• Link to Capabilities Statement (downloadable)

• About your business in the Government market 

• About your product or service in the Government market

• Current news – information about recognition, community service, involvements, press 
releases, etc.

• Technical information if appropriate

• Conferences that you will be participating in or attending if appropriate

• Experience – past performance examples

• Hot link to GSA – IDIQ type contracts other online purchasing vehicles

• Other information that a Government representative would be looking for
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THE CAPABILITIES STATEMENT
• Five key elements are included in a successful capability 

statement:

• 1. Core competencies

• 2. Past performance

• 3. Differentiators

• 4. Corporate data

• 5. Contact information

• A Capability Statement should also include your firm’s name, logo, tag line and other branding elements. It 
should be free of long paragraphs but instead, should use short sentences and bulleted lists for quick 
review. We recommend that you customize your CAPE’s for various market segments. You should not 
itemize or number your CAPE statement but should include ALL 5 elements.
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THE CAPABILITIES STATEMENT

1. Core Competencies
Begin this section with a short introduction statement relating the company's basic 
capabilities to the customer’s specific needs utilizing bullet points. This is NOT everything 
a firm is capable of doing.  Focus on what is important to your potential customer.

2. Past Performance

In this section you want to highlight your past experience.  Include past customers 
(if they approve) for whom your business has done similar work. Focus on projects 
that will highlight the capabilities your potential customer will be looking for. 
Each listed reference should include: the organization name, location, project 
name or contract, month/year completed, a brief sentence describing work 
performed. CRITICAL – always ask permission to use this information from the 
past customer! ALSO – do not include any contact information or value of project.  
Also include if your projects or your work have received recognition.
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THE CAPABILITIES STATEMENT

3. Differentiators
• Why should I pick YOU? 
• How is your company best suited for the needs of your potential customer? 
• What is it about your product / services that make you stand above the rest? 
• What is it about your people that give you the advantage over your competitors? 
• Why are your products / services a better solution than the others that are available? 
• Are you or your firm active members of business or philanthropic organizations or participate in 

community, STEM (Science, Technology, Engineering and Math), business or youth initiatives?

4.Company Data
Include one or two short sentences about your company. This is the section where you 
would include:

• Socio-economic program certifications including - Federal, State, Local and Corporate - including 8(a), 
HUBZone, SDVOB, DBE, etc.

• NAICS / NIGP / PSC-FSC codes (all but limit to 12 or so) do not include code descriptions
• DUNS number / CAGE code (if you have one)
• Acceptance of Credit Cards for payment(if applicable)
• Current Federal GSA Schedule or IDIQ / long term contract / agreement number(s)
• State / Local long term contracts
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THE CAPABILITIES STATEMENT

5. Contact Information
Your contact information should include a specific person(s) in your organization that could be 
contacted if there is interest in following up with your organization.

• Full name of organization (include if division of a parent company)

• Individual contact and title

• Address (physical location as listed in your DUNS profile, not a PO Box)

• Telephone (main and cell)

• Email(s) of individuals listed 

• Company web site

• We would suggest that you have someone review prior to FINAL

• DO NOT INCLUDE ANY REFERENCES OR DETAIL or other competitive information

CLARITY – MESSAGE – APPEARANCE – FOCUS
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THE ELEVATOR PITCH

• LESS than 30 seconds

• Tight and to the point

• YOU CAN NOT DO EVERYTHING 

• Start with what is most important – it is not your certification

• Practice

• It is NOT about you – it is about your potential customer

• ADAPT
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Continuing the Conversation

• Initial 1 minute plus pitch – Start of a ONE ON ONE meeting
– 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 – REMEMBER YOU CANNOT DO IT ALL

– Have you done any work with the government before

– What makes you special – competitive edge

– 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
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OTHER

• Press releases – news articles

• SOCIAL MEDIA - Facebook, LinkedIn, Twitter, Pinterest, other

• Awards

• Participation in trade, chamber, philanthropic organizations

• Presentations and education – you are the expert

• Be a mentor to others

• Take opportunities to talk about your business
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May 3, 2016 – InterSecWI 2016 Camp Douglas WI

May 5 2016 _  For Manufacturers: Becoming a Supplier to the Military and Their Prime Contractors

May 10 2016 – Acquisition Hour – The Growing Need for Federal Contractors to Improve Their 
Company’s Overall Cyber-IQ.

May 12 2016 – 4th Annual US Dept of Veterans Affairs Business Conference, Brown Deer, WI

May 11 2016 – Implementing Small Business Subcontracting Plan at Your Company Webinar

May 19, 2016 – Government Manufacturing Conference – Supporting The Federal Defense Supply 
Chain, Green Bay, WI

June 15 2016 - Government Grant Opportunities, Camp Douglas, WI (Morning Session)

June 15 & 16 2016 – 10th Annual Volk Field Small Business Conference, Camp Douglas, WI



ASSISTANCE:

Wisconsin Procurement Institute
David Olson

Government Contract Specialist

Wisconsin Procurement Institute

122 Main St.

Camp Douglas, WI 54618

Phone: 608-338-8018

Fax: 608-427-2086

Email: davido@wispro.org

Website: www.wispro.org
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