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Food Enterprise & Economic Development (FEED) 

1219 N. Sherman Ave., Madison, WI 53704 
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 Prime – Subcontractor 

 Teaming Arrangements 

 Joint Venture Agreement 

 Formalized – LLC 

 Mentor Protégé 

 

 

 

 



 

 The contract type dictates requirements in  

 partnering: 

 

 -Services 

 -Manufacturing 

 -Construction 

 -Specialty Trades 

 



 

 Method of procurement dictates teaming / partnering frame 
work –  

 

 Restricted competitive 

 Set aside 

 Full and Open 

 RFQ 

 Two Phase Competitive Approach 

 

 



 

 8a vs SDV self provide vs combined activity –sole source, M/P, 
limitation of 3 per LLC 

 Size standards and understanding impact 

 Valuation of self provide rules and determining cost factors –
factoring, management, field labor costs 

 Multiple partners, acting authority, legal control, 
indemnification, insurance requirement, financial control, 
bonding aspects. 

 



 

 What non 8a and SDV Contractors should look for in potential 
partners? 

 

 What 8a or SDV Contractors should look for in potential 
partners?  

 

 Each arrangement and contract brings about new issues and 
challenges that must be vetted, focusing on performance and 
delivery of the contract at hand. 



 

 Ostensible 

 Not in writing 

 Broad stroke -  not all same  

 Don’t be in a “Usury “relation  

 Fall victim to “others are doing it, so it is ok” 



 

 Write it down; keep notes journal, intent 

 Both partners should explain “how” it will work in a situation / 
apply framework to the contract 

 Define all money and responsibilities of the project ahead of time 

 Understand who takes legal and monetary responsibility of 
failures, omissions, errors 

 Don’t rush the relationship 

 Win – Win – Win  

 



SBA Mentor/Protégé Program 



 

The mentor/protégé program is designed to encourage approved 
mentors to provide various forms of business development 

assistance to protégé firms. 
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Assistance may include: 
 

• Technical and/or management assistance 

 

• Financial assistance in the form of equity investments and/or loans 

 

• Subcontracts, and/or assistance in performing prime contracts with  

      the Government through joint venture arrangements 

 

12/3/2015 www.sba.gov 15 



Mentors 

 

Any concern or non-profit entity that demonstrates a commitment 
and the ability to assist developing 8(a) Participants may act as a 

mentor and receive benefits as set forth in later slides.  
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In order to qualify as a mentor, a concern must demonstrate that it: 

 

• Possesses favorable financial health 

 

• Possesses good character 

 

• Does not appear on the federal list of debarred or suspended contractors 

 

• Can impart value to a protégé firm due to lessons learned and practical experience gained because of the 
8(a) BD program, or through its knowledge of general business operations and government contracting 
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Mentors 
 

 

Generally a mentor will have no more than one protégé at a time. However, the AA/BD may 
authorize a concern or non-profit entity to mentor more than one protégé at a time where 
it can demonstrate that the additional mentor/protégé relationship will not adversely affect 
the development of either protégé firm. Under no circumstances will a mentor be permitted 

to have more than three protégés at one time. 

 

12/3/2015 www.sba.gov 18 



Mentors 
 

 

• In order to demonstrate its favorable financial health, a firm seeking to be a mentor must 
submit to SBA for review copies of the Federal tax returns it submitted to the IRS, or 
audited financial statements, including any notes, or in the case of publicly traded 
concerns the filings required by the Securities and Exchange Commission for the past 
three years. 

 

• Once approved, a mentor must annually certify that it continues to possess good 
character and a favorable financial position. 
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Protégés 
 

In order to initially qualify as a protégé firm, a Participant must: 

 

• Be in the developmental stage of program participation; or 

• Have never received an 8(a) contract; or 

• Have a size that is less than half the size standard corresponding to its primary NAICS 
code 

 

Only firms that are in good standing in the 8(a) BD program may qualify as a protégé. 
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Protégés 

A protégé firm may generally have only one mentor at a time. The AA/BD may approve a 
second mentor for a particular protégé firm where the second relationship will not compete 

or otherwise conflict with the business development assistance set forth in the first 
mentor/protégé relationship and either: 

 

• The second relationship pertains to a secondary NAICS code; or 

 

• The protégé firm is seeking to acquire a specific expertise that the first mentor does not 
possess 
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Protégés 
 

 

• A protégé may not become a mentor and retain its protégé status. The protégé must 
terminate its mentor/protégé agreement with its mentor before it will be approved as a 
mentor to another 8(a) Participant. 

 

• SBA will not approve a mentor/protégé relationship for an 8(a) Participant with less than 
six months remaining in its program term. 
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Benefits  

• A mentor and protégé may joint venture as a small business for any government prime contract or 
subcontract. 

 

• In order to raise capital for the protégé firm, the mentor may own an equity interest of up to 40% in the 
protégé firm. 

 

• A protégé firm may qualify for other assistance as a small business, including SBA financial assistance. 

 

• No determination of affiliation or control may be found between a protégé firm and its mentor based on 
the mentor/protégé agreement or any assistance provided pursuant to the agreement. 
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Benefits  
 

• SBA must approve the mentor/protégé agreement before the two firms may submit an offer as a joint 
venture on a particular government prime contract or subcontract in order for the joint venture to receive 
the exclusion from affiliation. 

 

• Once a protégé firm graduates from or otherwise leaves the 8(a) BD program, it will not be eligible for any 
further benefits from its mentor/protégé relationship.  

 

Leaving the 8(a) BD program, or terminating the mentor/protégé relationship while a protégé firm is still in the 
program, does not, however, affect contracts previously awarded to a joint venture between the protégé and 

its mentor.  
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Written agreement 
 

 

 

The mentor and protégé firms must enter a written agreement setting forth an assessment 
of the protégé's needs and providing a detailed description and timeline for the delivery of 

the assistance the mentor commits to provide to address those needs.  
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Written agreement 

The mentor/protégé agreement must: 

 

• Address how the assistance to be provided through the agreement will help the protégé firm meet the 
goals established in its SBA-approved business plan 

 

• Establish a single point of contact in the mentor concern who is responsible for managing and 
implementing the mentor/protégé agreement 

 

• Provide that the mentor will provide such assistance to the protégé firm for at least one year 
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Written agreement 
 

 

• The written agreement must be approved by the AA/BD  

 

• The agreement must provide that either the protégé or the mentor may terminate the agreement with 30 
days advance notice to the other party to the mentor/protégé relationship and to SBA 

 

• SBA will review the mentor/protégé relationship annually to determine whether to approve its 
continuation for another year 

 

• SBA must approve all changes to a mentor/protégé agreement in advance 
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Decision to decline mentor/protégé relationship 

 

 

• Where SBA declines to approve a specific mentor/protégé agreement, the protégé may request the AA/BD 
to reconsider the Agency's initial decline decision by filing a request for reconsideration with its servicing 
SBA district office within 45 calendar days of receiving notice that its mentor/protégé agreement was 
declined.  

 

 

• The protégé may revise the proposed mentor/protégé agreement and provide any additional information 
and documentation pertinent to overcoming the reason(s) for the initial decline to its servicing district 
office. 
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Decision to decline mentor/protégé relationship 

 

 

• The AA/BD will issue a written decision within 45 calendar days of receipt of the protégé's request. 

 

• If the AA/BD declines the mentor/protégé agreement solely on issues not raised in the initial decline, the 
protégé can ask for reconsideration as if it were an initial decline. 

 

• If SBA's final decision is to decline a specific mentor/protégé agreement, the 8(a) firm seeking to be a 
protégé cannot attempt to enter another mentor/protégé relationship with the same mentor for a period 
of 60 calendar days from the date of the final decision.  
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Evaluating the mentor/protégé relationship 

 

In its annual business plan update the protégé must report to SBA for the protégé's 
preceding program year: 

 

• All technical and/or management assistance provided by the mentor to the protégé 

 

• All loans to and/or equity investments made by the mentor to the protégé 
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Evaluating the mentor/protégé relationship 

 

• All subcontracts awarded to the protégé by the mentor, and the value of each 
subcontract 

 

• All federal contracts awarded to the mentor/protégé relationship as a joint venture 
(designating each as an 8(a), small business set aside, or unrestricted procurement), the 
value of each contract, and the percentage of the contract performed and the percentage 
of revenue accruing to each party to the joint venture 
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Evaluating the mentor/protégé relationship 

 

 

• A narrative describing the success such assistance has had in addressing the 
developmental needs of the protégé and addressing any problems encountered 
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Consequences of not providing assistance set forth in the mentor/protégé 

agreement 

 
 

 

Where SBA determines that a mentor has not provided to the protégé firm the business 
development assistance set forth in its mentor/protégé agreement, SBA will notify the 

mentor of such determination and afford the mentor an opportunity to respond.  
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Consequences of not providing assistance set forth in the 

mentor/protégé agreement 

 
 

If the mentor fails to respond, does not supply adequate reasons for its failure to provide the agreed upon 
assistance, or does not set forth a definite plan to provide the assistance: 

 

• SBA will terminate its mentor/protégé agreement 

 

• The firm will be ineligible to again act as a mentor for a period of two years from the date SBA terminates 
the mentor/protégé agreement 
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Consequences of not providing assistance set forth in the 
mentor/protégé agreement 

 

• SBA may recommend to the relevant procuring agency to issue a stop work order for 
each Federal contract for which the mentor and protégé are performing as a small 
business joint venture 

 

• SBA may consider a mentor's failure to comply with the terms and conditions of an SBA-
approved mentor/protégé agreement as a basis for debarment 
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Questions? 
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Wisconsin SBA Office 

For more information on SBA’s programs and services 

Please contact: 

James Strube 

310 West Wisconsin Ave 

Milwaukee, WI 53203 

Telephone: 414-297-3951  

Email: james.strube@sba.gov 

Or visit our office web site at www.sba.gov 
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Where to find Potential Partners 

•SBA Dynamic Small Business Search 

•Federal Business Opportunities (FBO) 

•System for Award Management (SAM) 

•Networking and Match Making Events 
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SBA DYNAMIC SMALL BUSINESS SERACH 

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

 

FBO.GOV - https://www.fbo.gov/ 
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System For Award Management -   https://www.sam.gov/portal/SAM/##11 
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Resources 

• SBA Dynamic Small Business Search - 
http://dsbs.sba.gov/dsbs/search/dsp_dsbs.cfm 

• Federal Business Opportunities (FedBizOpps) - https://www.fbo.gov/ 

• System for Award Mangement (SAM) - 
https://www.sam.gov/portal/SAM/##11 

• FAR:  https://www.acquisition.gov/?q=browsefar 

• Wisconsin Procurement Institute 

    Phone:  414-270-3600  www.wispro.org      
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Upcoming WPI Events 
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• Acquisition Hour Live Webinar Series  

• NCMA End of Year Federal Contractor Update – December 10, 2015 – 
Milwaukee, WI 

• Small Business Government Contracting Series – An Overview of 
Government Small Business Certifications – January 14, 2016 – Milwaukee, 
WI 

• SAME Small Business Expo – March 9 – 10, 2016 – Northbrook, IL 

• NACMA National Educational Seminar:  Subcontract Management From A 
to Z – April, 2016 – Milwaukee, WI 

• 10th Annual Volk Field Small Business Conference – June, 2016 – Camp 
Douglas, WI 



For Assistance or Additional 
Information - Contact 

Wisconsin Procurement Institute (WPI) 

Carol Murphy 

10437 Innovation Drive, Suite 320 

Milwaukee, WI  53226 

414-270-3600 or carolm@wispro.org  
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