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Thank you to our hosts
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INTRODUCTIONS

• Your name
• Company name
• City
• Contracting experience?



ABOUT WPI

Supporting the Mission
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April 2016

Assist businesses in creating, 

development and growing their sales, 

revenue and jobs through Federal, state 

and local government contracts.
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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 Region Chamber of 

Commerce)

Appleton (Fox Valley Technical College)

• Active Partnerships

Racine – LaunchBox

Eau Claire - Western Dairyland

Ladysmith – Indianhead Community Action
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www.wispro.org
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What we are going to talk about today

• Review of Federal Contracting & Small Business Programs

• What does the Government look for in a Contractor

• Marketing to the Government

• Understanding your Competition

• Strategies for Success in the Federal Marketplace
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Overview of Federal Contracting
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WHERE IS THE MONEY GOING

FY2016

TOTAL Wisconsin Federal Awards to 
Wisconsin Companies (billions) $3.73 

TOTAL Wisconsin Federal Awards by 
Place of Performance (billions) $3.32 



FEDERAL CONTRACTS – TOP WI COUNTIES – FY2016

TOP 10 Counties by Place of 
Performance (million)

FY16 Dollars in 
County Largest Federal Contractor in the County

Winnebago $       1,430.00 Oshkosh Defense

Dane $          548.43 WPS Insurance Corp.

Milwaukee $          283.74 Industries for the Blind

LaCrosse $          211.01 Logistics Health Inc.

Outagamie $          163.48 Tower Industries

Waukesha $          114.90 Konecranes Nuclear Equpment & Service 

Rock $          106.00 AMTEC Corporation

Brown $             82.73 Krueger International

Monroe $             82.00 Versar Inc. (HQ VA)

Kenosha $             49.77 Ocenco

In the last two years 
businesses in every county 
in the State received 
contract awards



More on Federal Contractors in Wisconsin – FY2016

March 3, 2017 12

TOP 5 NAICS Codes (millions)

336212 - Truck Trailer Mfg $          939.99 

336992 - Military Armored Vehicle $          314.94 

332992 - Ammunition $          213.86 

621111 - Offices of Physicians $          204.94 

522390 - Credit Intermediation $          183.83 

TOP FIRST TIME WI Contractors (millions)

Calument Diversified Meats $               2.37 

Silver Lake Construction $               1.90 

PGB LLC $               1.49 

American Patriot Construction Services $               1.02 

Quality Lockout $               0.93 

TOP 5 Small Business Contractors

Tower Industries $          125.52 

AMTEC Corporation $             87.40 

Didion Inc. $             34.40 

Statz Corporation $             23.96 

Avantti Builders Group $             20.03 



More on Wisconsin Federal Contractors
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FY2016 - SDVOSB

FY2016 – HUBZone

FY2016 – 8(a)

FY2016 - WOSB
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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

VA locations and contacts Nationally 
http://www.va.gov/directory/guide/
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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

March 3, 2017 18

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 does the Government look 

for in a Contractor?
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INSIGHTS to the DECISION MAKING and BUYING PROCESS

There has to be a REASON TO 
PURCHASE
•NEED 
•PROBLEM THAT NEEDS SOLVING

•NO ONE HAS TO BUY FROM YOU
3/3/2017Wisconsin Procurement Institute 20
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CAPABILITIES
1. Quote – Bid
2. Administer contracts / awards
3. Manage your supply chain
4. Appropriate quality level
5. Business Management Process (ERP etc…)
6. Accounting system that can identify, segregate and analyze
7. Appropriate certification – technical expertise and talent
8. Electronic-capabilities vs. paper



What is the DRIVER in the DECISION MAKING PROCESS

•Evaluation criteria
• If they want it LARGE and BLUE – it has to be LARGE and BLUE
• If they want it done by March 2017 – you need to be able to get it 

done by March 2017
• If they want 200 hours of professions services with 5 years of 

experience – you need to be able to provide it

•Past Performance – YOUR REPUTATION (they talk you know)

•Price – Best Value - Competitive
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What is the DRIVER in the DECISION MAKING PROCESS – WHY 
YOU

• Experience – do you have it
• Work of the same type – you are going after renovation of 1000 sq ft at the VA Milwaukee / you have 

been successful at renovating 800 sq ft at VA Iron Mountain 

• Work that was similar is size and scope – you are going after grounds maintenance at the 128th ARW – no 
experience or have you done similar work for a small business down the street

• Capacity / capabilities
• One man show bidding on $1 million contract requiring 5,000 labor hours in 3 different labor categories?

• Bonding – financing

• Award would double the size of your company
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Why is someone NOT CHOSEN

• NOT RESPONDING

• NOT RESPONDING to bid / solicitation AS REQUIRED
• Late in submitting

• Saying you can do X but they are asking for Y

• Not answering questions

• Asking to replace windows that can open – you offer windows that are sealed shut

• Can’t demonstrate that you can MEET THE REQUIREMENTS

• PRICE

• LACK of CAPABILITY or CAPACITY

• LEGAL or FINANCIAL ISSUES

• BAD PAST PERFORMANCE

• NO EXPERIENCE  (but there are ways to take the first step – previous slide)

3/3/2017Wisconsin Procurement Institute 24



When AGENCY or LARGE BUSINESS representatives are asked 
- WHAT IS MOST IMPORTANT when first meeting with a 
business

•They have done their HOMEWORK

•They have a GOOD TRACK RECORD

•They have EXCELLENT QUALITY / SAFETY

•They know who they are and what they CAN REALLY DO

•NO ISSUES
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Federal Goals:
• 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.

CAPABILITIES – LEVERAGING SMALL 

BUSINESS PROGRAMS

http://www.sba.gov/content/women-owned-businesses
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
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CAPABILITIES – LEVERAGING 

SMALL BUSINESS PROGRAMS

SMALL BUSINESS PROGRAMS AND THE PRIME 

CONTRACTOR  

a.Small Business Subcontracting Plans
b.$700,000 for manufacturing 



Value of the Small Business 

Programs
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October 2016

Federal Government

• Small business goals apply to

• Contracts directly with Federal agencies

• With large Prime contractors with large Prime contracts
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Federal Government – Small Business 
Programs
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https://www.sba.gov/contracting/government-contracting-
programs



October 2016

Federal Government – Primes (example)
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https://osn.oshkoshcorp.com/



Marketing Your Certification
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Federal Government 

• Register as a contractor - www.SAM.gov
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http://www.sam.gov/


October 2016

Federal Government Complete the Dynamic Small 
Business Search information - http://dsbs.sba.gov/
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NOW - Develop Your Approach

• Target the MARKET – Federal (Army, VA, FAA…..), Federal Primes (Oshkosh, Boeing, WPS Health 
Insurance…..)

• Target INTRODUCTIONS

• SBLO

• End User

• Contracting officer

• Potential partner

• Prepare MARKETING MATERIALS

• Capabilities Statement

• Business Cards

• Website

• Pitch - 30 second / Longer

3/3/2017Wisconsin Procurement Institute 35



THE BUSINESS CARD

• Stand alone representation of you and your business - example

• 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. 

3/3/2017Wisconsin Procurement Institute 36

mailto:sstumpf@milwaukeemfg.com
http://www.census.gov/eos/www/naics/
http://support.outreachsystems.com/resources/tables/pscs/
http://vendornet.state.wi.us/vendornet/asp/CC14_Form.asp


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 – info 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

• ALSO USE SOCIAL MEDIA WHEN APPROPRIATE AND POSSIBLE

• DON’T BE CUTE
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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 CONTRACT DETAIL or any 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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Understanding your Competition & 

Strategies in the Marketplace 
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HOMEWORK –or- MARKET RESEARCH

• SOME BASICS – You need to learn about your potential customers

• Use the INTERNET 

• ATTEND or PARTICIPATE in events, seminars, networking……..

• Read – newspapers, publications…..  STAY CURRENT

• Direct contact – whenever and wherever you can get it

• Participate in Associations, Trade Groups, Business Groups…… especially those with 
members that you may want to meet

• Join groups such as SAME, NDIA, NCMA……. WHY?

• Contact WPI – can help guide you

3/3/2017Wisconsin Procurement Institute 52



Federal 
Agencies – WHO 
is BUYING / WHO is 
WINNING CONTRACTS 
/ HOW MUCH / WHEN

• www.usaspending.gov

• Or www.fpds.gov/

• USASPENDING more 
user friendly
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Let’s go to www.USASPENDING.gov

•Some guidance

• Look up MANUFACTURERS with FEDERAL AWARDS

• Identify MANUFACTURERS by NAICS codes – 31,32,33

• Let’s go to http://www.census.gov/cgi-bin/sssd/naics/naicsrch - here you can search for other NAICS

• Identify other attributes in USASPENDING search that could narrow your search – location, agency……

• Export your search to a CVS file (look at in EXCEL)– this will give you the ability to see detail including 

number of contracts, dollar value, subcontracting plan requirement, contracting agency and much 

more

54

PRIME CONTRACTORS
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Federal Agencies 
– WHAT AGENCIES ARE 
BUYING / WHO WON the 
BIG CONTRACTS

• www.fbo.gov
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AND WPI’s FREE BID 
MATCHING SERVICE –
ask me about this after 
the presentation

http://www.fbo.gov/


Oct
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Training Videos
Guides
FAQs

Federal regulations require that contracting officers publicize proposed contract actions 
expected to exceed $25,000 through the on-line Government point of entry, FedBizOpps

FEDERAL AGENCIES
FBO – www.FBO.gov

https://www.fbo.gov/
http://www.fbo.gov/
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WPI FREE BIDMATCHING

FEDERAL AGENCIES
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http://osn.oshkoshcorp.com/
Federal Prime Contractors
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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


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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WORDS OF

•SUCCESS WILL NOT BE IMMEDIATE

•REACH OUT TO WPI FOR YOUR NEXT STEPS

•DETERMINE IF THERE IS POTENTIAL BEFORE YOU INVEST 
YOUR TIME AND RESOURCES

•BE OPEN TO THE CONCEPT OF TEAMING AND PARTNERING
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UPCOMING TRAINING - EVENTS
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https://samemidwestsbexpo.org/
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https://www.wispro.org/events/fort
-mccoy-acquisition-open-house-
forum/
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https://www.wispro.org
/events/5th-annual-u-s-
department-of-
veterans-affairs-
business-conference/



Contact information

Joseph Smetak, CFCM- Government Contract Specialist

Wisconsin Procurement Institute

Phone: 414 270 3600

Email: josephs@wispro.org

Website: www.wispro.org
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