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WEBINAR ETIQUETTE

PLEASE

 Log into the GoToWebinar session with the name that you registered with online

 Place your phone or computer on MUTE

 Use the QUESTIONS option to ask your question(s). 

 We will share the questions with our guest speaker who will respond to the group

THANK YOU!
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Celebrating 32 Years of 

serving Wisconsin Business!

ABOUT WPI
SUPPORTING THE MISSION
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Assist businesses in creating, developing and growing 

their sales, revenue and jobs through Federal, State and 

Local Government contracts.

WPI is a Procurement Technical Assistance Center (PTAC) funded in part 

by the Defense Logistics Agency (DLA), WEDC and other funding sources.
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INDIVIDUAL COUNSELING – At our offices, at clients facility or via 

telephone/GoToWebinar

SMALL GROUP TRAINING – Workshops and webinars

CONFERENCES to include one on one or roundtable sessions

Last year WPI provided training at over 100 events and

provided service to over 1,200 companies



 MILWAUKEE
 Technology Innovation Center

 MADISON
 FEED Kitchens

 Dane County Latino Chamber of Commerce

 Wisconsin Manufacturing Extension Partnership 

(WMEP)

 Madison Area Technical College (MATC)

 CAMP DOUGLAS
 Juneau County Economic Development 

Corporation (JCEDC)

 STEVENS POINT
 IDEA Center

 APPLETON
 Fox Valley Technical College 

WPI OFFICE LOCATIONS

 OSHKOSH
 Fox Valley Technical College 

 Greater Oshkosh Economic Development Corporation

 EAU CLAIRE
 Western Dairyland

 MENOMONIE
 Dunn County Economic Development Corporation

 LADYSMITH
 Indianhead Community Action Agency

 RHINELANDER
 Nicolet Area Technical College

 GREEN BAY
 Advance Business & Manufacturing Center
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www.wispro.org
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State  and Local 

Government 
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STATE OF WISCONSIN 
DEPARTMENT OF TRANSPORTATION (WISDOT)

•Projects
•http://wisconsindot.gov/Pages/projects/6yr-hwy-impr/proj-
info/default.aspx

•Small Business Transportation DBE program – women-0wned, 
minority-owned, disabled veteran owned businesses
•http://wisconsindot.gov/Pages/doing-bus/civil-rights/dbe/default.aspx
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http://wisconsindot.gov/Pages/projects/6yr-hwy-impr/proj-info/default.aspx
http://wisconsindot.gov/Pages/doing-bus/civil-rights/dbe/default.aspx


STATE OF WISCONSIN 
DEPARTMENT OF TRANSPORTATION (WISDOT)

North Central Region - Adams, Florence, Forest, Green Lake, Iron, Langlade, Lincoln, 
Marathon, Marquette, Menominee, Oneida, Portage, Price, Shawano, Vilas, Waupaca, 
Waushara and Wood

North Central Region program summary

North Central Region project listing

North Central Region project map 2020-2025

For questions about individual North Central Region projects, contact:

Tegan Griffith, WisDOT North Central Region Communications Manager
(715) 493-3710
tegan.griffith@dot.wi.gov
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https://wisconsindot.gov/Documents/projects/6yr-hwy-impr/proj-info/ncrsummary.pdf
https://wisconsindot.gov/Documents/projects/6yr-hwy-impr/proj-info/ncrlisting.pdf
https://wisconsindot.gov/Documents/projects/6yr-hwy-impr/proj-info/ncrmap.pdf
mailto:tegan.griffith@dot.wi.gov


STATE OF WISCONSIN 
DEPARTMENT OF TRANSPORTATION (WISDOT)

•Northeast Region - Brown, Calumet, Door, Fond Du Lac, Kewaunee, Manitowoc, 
Marinette, Oconto, Outagamie, Sheboygan and Winnebago

•Northeast Region program summary

•Northeast Region project listing

•Northeast Region project map 2020-2025

•For questions about individual Northeast Region projects, contact:

•Mark Kantola, WisDOT Northeast Regional Communications Manager
(920) 492-4153
mark.kantola@dot.wi.gov
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https://wisconsindot.gov/Documents/projects/6yr-hwy-impr/proj-info/nersummary.pdf
https://wisconsindot.gov/Documents/projects/6yr-hwy-impr/proj-info/nerlisting.pdf
https://wisconsindot.gov/Documents/projects/6yr-hwy-impr/proj-info/nermap.pdf
mailto:mark.kantola@dot.wi.gov


STATE OF WISCONSIN     DEPT. OF ADMINISTRATION
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https://doa.wi.gov

https://doa.wi.gov/
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Federal
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THE BASICS
1. Explore the Government market – is there a potential opportunity 

for your business.  

2. Understand the US SBA Small Business Programs

3. Register in “System for Award Management” (SAM)

4. Develop a strong profile in SBA’s Dynamic Small Business Search 
(DSBS)

5. Do your Market Research - target your market 

6. Identify current and future opportunities – refine your target

7. Develop a targeted and strong Capabilities Statement

8. Learn the process, rules, requirements and regulations

9. Develop relationships Government agencies, current contractors / 
subcontractors and supporting resources

10.BID – WIN - PERFORM
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1.  EXPLORE THE GOVERNMENT MARKET – IS THERE A 
POTENTIAL OPPORTUNITY FOR YOUR BUSINESS ?

7/23/2020 28

CONSIDER THE FOLLOWING WHEN ANSWERING THIS QUESTION

• Past performance – at any level: local, state, federal

• Financial requirements – bonding, financing, cash flow

• Capacity – labor, facilities, time

• Solid Knowledge of regulations, laws, processes, compliance 

unique to the government

• Process – understanding requirements, getting paid, getting 

approvals

• Relationships – agency, end user, buyer



2.  UNDERSTAND THE US SBA                                
SMALL BUSINESS 

PROGRAMS
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• 23 percent of prime contracts and subcontracts for small businesses table of size standards;

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

• 5 percent of prime contracts and subcontracts for Small Disadvantaged Businesses (including 
minority);

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

• 3 percent of prime and subcontracts for service-disabled veteran-owned small businesses [VA 
also has both a veteran and service disabled veteran business preference with a higher goal ].

Large Prime Contractors must also negotiate small business goals

https://www.sba.gov/contracting/getting-started-contractor/make-sure-you-meet-sba-size-standards/table-small-business-size-standards
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


3.  REGISTER IN SAM
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https://sam.gov

NO COST TO 

REGISTER in SAM

https://sam.gov/


4.  DEVELOP A STRONG PROFILE IN DSBS
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http://dsbs.sba.gov

http://dsbs.sba.gov/


5.  DO YOUR MARKET RESEARCH - TARGET 
YOUR MARKET
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https://www.usaspending.gov HISTOR

Y – the 

PAST

https://www.fpds.gov

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


6.  IDENTIFY CURRENT AND FUTURE OPPORTUNITIES
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WPI Bid Matching – contact WPI
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6.  IDENTIFY CURRENT AND FUTURE OPPORTUNITIES
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https://www.acquisition.gov/pr

ocurement-forecasts

https://www.acquisition.gov/procurement-forecasts


7.  DEVELOP A TARGETED CAPABILITIES STATEMENT
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7.  DEVELOP A TARGETED AND STRONG CAPABILITIES 
STATEMENT AND WEBSITE



7.  DEVELOP A TARGETED CAPABILITIES STATEMENT  AND BUSINESS 
CARDS

• CLEARLY states what your business DOES – use 
a tag line if necessary

• COMPLETE contact information including street 
address, telephone and email

• NAICS codes – NIPG codes – DUNS – CAGE 
CODE

• Website

• Small business designations – small, HUBZone, 
SDVOSB, MBE…..

• Quality level, ITAR, other technical and 
professional certifications of value to market

• ALSO

• Professional in appearance – include logo

• Light colored background - non glossy paper

• If recent “award recipient” – would need to 
be recognizable
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FRONT

BACK

https://www.census.gov/cgi-bin/sssd/naics/naicsrch?chart=2017
http://www.nigp.org/home/find-procurement-resources/agency-development-path/nigp-code


7.  DEVELOP A PREPARED VERBAL INTRODUCTION 
OF YOUR BUSINESS

• SHORT and TIGHT introductory statement – maybe 30 seconds or so

• Who you are

• What you do

• Keep it businesslike 

• Try it – refine it – try it – refine it – until you feel it is just right

Good afternoon.  Example - My name is Red Green, President of 

the Green Barge Company based in Jacksonville, Florida.  Our 

company specializes in shoreline clean up and reconstruction.
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You would use this as your discussions continue, or if you are in a situation 

where a longer opening is available and appropriate.          Length: One to two 

minutes. 

My name is Red Green, President of the Green Barge Company based in 

Jacksonville, Florida.  Our company specializes in shoreline clean up and 

reconstruction. We are currently working with the US Army Corps of Engineers on 

repairing areas on the St. Josephs River damaged after Hurricane Irma.  Green 

Barge is certified as a HUBZone with 10 years of  experience in shoreline work.  

We have an experienced crew with a superior safety record.

7.  DEVELOP A PREPARED VERBAL INTRODUCTION                 
OF YOUR BUSINESS



8.  LEARN THE PROCESS, RULES, 
REQUIREMENTS AND 

REGULATIONS
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https://www.acquisition.gov

https://www.acquisition.gov/


9.  DEVELOP RELATIONSHIPS WITH GOVERNMENT 
AGENCIES, OTHER CONTRACTORS / 
SUBCONTRACTORS AND SUPPORTING RESOURCES
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10.  DEVELOP RELATIONSHIPS WITH Government 

AGENCIES, OTHER CONTRACTORS / SUBCONTRACTORS 

AND supporting RESOURCES



10.  BID – WIN - PERFORM
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•BID to WIN
• Read the Solicitation and associated Requirements

• Understand the bid process and your obligations

• Respond as detailed in the requirement

• Ask if you do not understand

• Consider Partnering, Mentor-Proteges, Joint Ventures, and Subcontracting                  
– be selective in who you choose

• Know your competition. (Market Research:  FPDS and USASpending.gov

• Be selective in what you bid.   “You can’t do everything.”

•WIN
• CELEBRATE with employees, stakeholders

• UNDERSTAND what you WON

•PERFORM
• Past Performance is critical to future contract awards

• Communicate with subcontractors and suppliers – they affect your Past 
Performance rating.



TO REVIEW…  THE BASICS
1. Explore the Government market – is there a potential 

opportunity for your business?  

2. Understand the U.S.  SBA SMALL BUSINESS PROGRAMS

3. Register in SAM

4. Develop a strong profile in DSBS

5. Do your Market Research - TARGET your market 

6. Identify current and future opportunities – refine your 
TARGET

7. Develop a targeted and strong Capabilities Statement

8. Learn the process, rules, requirements and regulations

9. Develop relationships: Government agencies, current 
contractors / subcontractors and supporting resources               
at networking events!

10.BID – WIN - PERFORM
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LAST WORDS OF ADVICE

Thursday, July 23, 2020 46

•Do Your Homework – Understand your Customer and 
their needs.

•YOU NEED TO GET OUT THERE and NETWORK

•LEARN – as much as you can to compete and succeed

•PATIENCE

•TENACITY

•BE WILLING TO SHARE 

•BE WILLING TO PARTNER

•ASK WPI if you NEED HELP



QUESTIONS?
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OPENING THE QUESTIONS BOX

Click here to access 

within the Control Panel

Type questions 

here at any time 

during a 

presentation

Click Send when ready to submit a question

USING THE QUESTIONS BOX



UPCOMING TRAINING - EVENTS
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ACQUISITION HOUR LIVE WEBINARS SERIES

7/21/20

 July 21, 2020

 OFCCP Compliance 101
CLICK HERE for additional information
Presented by Roselle Rogers & Tim Muma, LocalJobNetwork

 July 22, 2020

 The HUBZone Certification Program 
CLICK HERE for additional information
Presented by Shane Mahaffy, US Small Business 
Administration (SBA)

 July 24, 2020

 Tools and Resources to use for Gaining a Better 
Understanding of your Federal Customer 
CLICK HERE for additional information
Presented by Marc Violante, Wisconsin Procurement Institute

 July 28, 2020

 The Spend to the End 
CLICK HERE for additional information
Presented by Marc Violante, Wisconsin Procurement Institute

 August 25, 2020

 State and Federal Certifications For Veteran 
and Service Disabled Veteran Owned 
Businesses
CLICK HERE for additional information
Presented by Shane Mahaffy, US Small Business 
Administration (SBA) and Mark Dennis, Wisconsin 
Procurement Institute (WPI)

…More at wispro.org/events

https://www.wispro.org/event/acquisition-hour-ofccp-compliance-101/
https://www.wispro.org/event/acquisition-hour-the-hubzone-program-certification-benefits-and-regulations-2/
https://www.wispro.org/event/acquisition-hour-tools-and-resources-to-use-for-gaining-a-better-understanding-of-your-federal-customers/
https://www.wispro.org/event/acquisition-hour-the-hubzone-program-certification-benefits-and-regulations-2/
https://www.wispro.org/event/acquisition-hour-state-and-federal-certifications-for-veteran-and-service-disabled-veteran-owned-businesses/


- SAVE THE DATE-

October 15, 2020
In-person at Volk Field in Camp Douglas, WI

More info at wispro.org
https://www.wispro.org/event/14th-annual-wisconsin-government-business-

opportunities-conference-gobc-2/

https://www.wispro.org/event/14th-annual-wisconsin-government-business-opportunities-conference-gobc-2/


HOSTS



PARTNERS



A CRITICAL NOTICE FROM WPI
• If you are a current FEDERAL / DOD CONTRACTOR or SUBCONTRACTOR – you may 

have CYBER – DATA SECURITY REQUIREMENTS in your contract. 

• If you are responding to any CURRENT FEDERAL SOLICITATIONS - be aware of your 
obligations: 

• Key clauses are 52.204-21, 252.204-7008 and 252.204-7012

• Review for other possible requirements

• If you are a DOD CONTRACTOR or SUBCONTRACTOR – you will have new CYBER 
COMPLIANCE – CERTIFICATION REQUIREMENTS that may impact your business as 
early as the end of this calendar year.

• See: https://www.acq.osd.mil/cmmc and https://www.cmmcab.org for more up to date 
information.

• Contact Marc Violante at WPI - marcv@wispro.org or 920-456-9990
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https://www.acq.osd.mil/cmmc
https://www.cmmcab.org/
mailto:marcv@wispro.org


SURVEY
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PRESENTED BY
Wisconsin Procurement Institute (WPI)

www.wispro.org

Brittany Beyer 
Grow North Regional Economic Development Corp

Beyer.Brittany@gmail.com | 715-379-4666

Tammie Clendenning
US Small Business Administration (SBA)

Tammie.clendenning@sba.gov | (414) 297-1093

Chad Lashua
Nicolet College

Clashua@nicoletcollege.edu | (715) 365-4417

10437 Innovation Drive, Suite 320
Milwaukee, WI  53226
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http://www.wispro.org/
mailto:Beyer.Brittany@gmail.com
mailto:Tammie.clendenning@sba.gov
mailto:clashua@nicoletcollege.edu


PRESENTED BY
Wisconsin Procurement Institute (WPI)

www.wispro.org

Steve Makovec, Wisconsin Procurement Institute (WPI)
stevem@wispro.org |414-688-6638

Mark Dennis, Wisconsin Procurement Institute (WPI) 
markd@wispro.org | 608-427-2086

Mike Lesneski, Wisconsin Procurement Institute (WPI)
michaell@wispro.org | 608-427-2086

10437 Innovation Drive, Suite 320
Milwaukee, WI  53226
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