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Federal Goals (also passed down to primes 
with contracts over $700,000): 

• 23 percent of prime contracts for small businesses; 

• 5 percent of prime and subcontracts for women-owned 
small businesses; 

• 5 percent of prime contracts and subcontracts for Small 
Disadvantaged Businesses; 

• 3 percent of prime contracts and subcontracts for 
HUBZone small businesses; 

• 3 percent of prime and subcontracts for service-
disabled veteran-owned small businesses. 

SMALL BUSINESS PROGRAMS 

http://www.sba.gov/content/women-owned-businesses
http://www.sba.gov/content/women-owned-businesses
http://www.sba.gov/content/women-owned-businesses
http://www.sba.gov/content/women-owned-businesses
http://www.sba.gov/content/8a-business-development
http://www.sba.gov/content/8a-business-development
http://www.sba.gov/content/hubzone-0
http://www.sba.gov/content/service-disabled-veteran-owned-small-business-concerns-sdvosbc
http://www.sba.gov/content/service-disabled-veteran-owned-small-business-concerns-sdvosbc
http://www.sba.gov/content/service-disabled-veteran-owned-small-business-concerns-sdvosbc
http://www.sba.gov/content/service-disabled-veteran-owned-small-business-concerns-sdvosbc
http://www.sba.gov/content/service-disabled-veteran-owned-small-business-concerns-sdvosbc
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SMALL BUSINESS PROGRAMS 

SMALL BUSINESS PROGRAMS AND THE 

PRIME CONTRACTOR   

 
a.Small Business Subcontracting 

Plans 
b.$700,000 for manufacturing  



Subcontracting Plans  
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Required at the contract level with 
explanation of why you did not meet a 
goal in your plan 
 
Government tracking at the Company 
level (overall goals) 

Contractor Semi-Annual Reporting 



REGISTER AS A CONTRACTOR – 
SAM.GOV 
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SAM REPS and CERTS  
• MUST complete REPRESENTATIONS and CERTIFICATIONS – by 

completing you are attesting to accuracy and that you have read 
the provisions. 

• This information will apply to any contract that is awarded 

• All questions are based on FAR / DFAR clauses 
http://farsite.hill.af.mil/  

• These will include: 
• Affirmative Action Compliance 
• Knowledge of Child Labor End Products 

• Biobased Product Certification 

• Felonies / back taxes 
• Debarment, suspension, ineligibility 

• Trade Agreements – Buy American 

• Other 
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http://farsite.hill.af.mil/


REGISTER AS A CONTRACTOR – 
DYNAMIC SMALL BUSINESS 
SEARCH 
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http://dsbs.sba.gov/ 



IDENTIFYING YOUR  NAICS AND PSC 
CODES   
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PSC CODES 

http://support.outreachsystem

s.com/resources/tables/pscs/  

https://www.census.gov/eos/www/naics/ 

http://support.outreachsystems.com/resources/tables/pscs/
http://support.outreachsystems.com/resources/tables/pscs/
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Not available to public but WPI has a license and can assist 

MARKET RESEARCH - PROXITY 
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MARKET RESEARCH – 

USASPENGING.GOV  
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MARKET RESEARCH –

https://www.fpds.gov/ 

https://www.fpds.gov/


INTERESTED VENDORS LIST in FBO.GOV 
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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 

 

 



October 14 2014 Wisconsin Procurement Institute 14 

http://osn.oshkoshcorp.com/ 
 

 Federal Prime Contractors 

http://osn.oshkoshcorp.com/
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http://www.lockheedmartin.com/us/suppliers.html 
 

 Federal Prime Contractors 

http://www.lockheedmartin.com/us/suppliers.html
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http://sensing.honeywell.com/suppliers 
 

 Federal Prime Contractors 

http://sensing.honeywell.com/suppliers
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https://www.fincantieri-
suppliers.com/fcsuppliers/app?service=page&page=
Home 
 

 Federal Prime Contractors 

https://www.fincantieri-suppliers.com/fcsuppliers/app?service=page&page=Home
https://www.fincantieri-suppliers.com/fcsuppliers/app?service=page&page=Home
https://www.fincantieri-suppliers.com/fcsuppliers/app?service=page&page=Home
https://www.fincantieri-suppliers.com/fcsuppliers/app?service=page&page=Home


TEAMING & PARTNERING 

•Private contract between two or more parties 

•Prime/Sub Contractor Team 

•Alliance with one Prime Contractor & one or 
more Subcontractors 

• Joint Venture Team 

•Partnership of two or more businesses that 
applies to contract opportunity collectively 
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PREPARING MARKETING 

MATERIALS 

• Business Card 

• Capabilities Statement  

•Website 

• “Pitch” 



MARKETING MATERIALS – YOUR 
BUSINESS CARD 

•Business cards  
• Example: Aurora Manufacturing 
• CLEARLY state what your business DOES 
• NAICS 
• CAGE 
• Website 
• Phone # 
• Email 
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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 

• 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 
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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 
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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 

•Other 
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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 
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WPI CONTACT 

• Ken Kotloski – kenk@wispro.org   

 FVTC - DJ Bordini Center 

 5 Systems Drive, Suite 201, Appleton, WI 54914 

 Cell: 920-840-4699 
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