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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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NORTHWESTERN 
WISCONSIN
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NORTHWESTERN   WISCONSIN

COUNTIES: 

Ashland

Bayfield

Burnett

Douglas

Iron

Price

Rusk

Sawyer

Taylor

Washburn 

TRIBAL NATIONS: 

Bad River

Red Cliff

Lac du Flambeau

Lac Courte Oreilles

St. Croix

COMMUNITIES: 

Ashland

Bayfield

Hayward

Hurley

Ladysmith

Washburn

Phillips

Medford
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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
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Northwest Region - Ashland, Barron, Bayfield, Buffalo, Burnett, 
Chippewa, Clark, Douglas, Dunn, Eau Claire, Jackson, Pepin, 
Pierce, Polk, Rusk, St. Croix, Sawyer, Taylor, Trempealeau and 
Washburn
•Northwest Region program summary
•Northwest Region project listing
•Northwest Region project map 2020-2025

For questions about individual Northwest Region projects, 
contact:
Christena O'Brien, WisDOT Northwest Regional 
Communications Manager
(715) 833-9814
christena.obrien@dot.wi.gov

https://wisconsindot.gov/Documents/projects/6yr-hwy-impr/proj-info/nwrsummary.pdf
https://wisconsindot.gov/Documents/projects/6yr-hwy-impr/proj-info/nwrlisting.pdf
https://wisconsindot.gov/Documents/projects/6yr-hwy-impr/proj-info/nwrmap.pdf
mailto:christena.obrien@dot.wi.gov
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STATE OF WISCONSIN     DEPT. OF ADMINISTRATION
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https://doa.wi.gov

https://doa.wi.gov/
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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 ?
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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 HISTORY 

– 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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6.  IDENTIFY CURRENT AND FUTURE OPPORTUNITIES
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https://www.acquisition.gov/pro

curement-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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9.  DEVELOP RELATIONSHIPS WITH Government AGENCIES, 

OTHER CONTRACTORS / SUBCONTRACTORS AND supporting 

RESOURCES
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https://www.marketplacewisconsin.com/

https://www.marketplacewisconsin.com/


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
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•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



Forward



Using Loan Funds to 

Capitalize Government 

Contracting 

Opportunities



Objectives

• Is your Primary Financial Institution a  True Partner?

• Regional Planning/Gap Finance

• Lending Basics

• Are you Govn’t Contractor Ready w/Financing?

• Can you carry the Risk (30+day repayment)



Community and Regional Banks as Business 
and Industry Partners



Community/Regional Banks or Credit Unions

• Exist to build local and community economy

• The right banking mix is an asset for small businesses

• Local decision making, efficient practices

• Local deposits result in local fundraising efforts



Community/Regional Banks or Credit Unions

• Regulatory pressure is forcing many into acquisition

• What is your bank’s strength?

• Are they a partner or a hindrance to your business growth?

• Will they help you get the job done when needed?



Revolving Loan Funds of Northwest Regional 
Planning Commission



NWRPC

Revolving Loan Fund

Programs
Making Good Deals Better 

for Northwest Wisconsin



Eligible Uses of Funds

• Acquisition of land and buildings

• Completion of site preparation 

• Refinance of high factoring interest debt

• Business Façade reconstruction.

• Acquisition and installation of fixed machinery

and equipment 

• Business acquisitions

• Operating costs and working capital.



Eligible Applicants

Businesses located in the ten counties of the Northwest 
Wisconsin region including:

Ashland, Bayfield, Burnett, Douglas, Iron, Price, Rusk, 
Sawyer, Taylor and Washburn

are eligible to apply. 
SBA Program allows Barron and Polk

Each loan fund has slightly varying requirements

Other regions have their own, specialized RLFs that 
meet the market’s need 



Traditional Lending and Gap Finance:

Lending 101



What are the Keys to Landing a Loan?

Traditional Underwriting:

• Character

• Credit

• Collateral

• Capacity

• Conditions

• Contingencies



What are the Keys to Landing a Loan?

Creative Underwriting:

• Economic/Community Impact—Mission, vision, values

• Jobs Created/Retained

• Market/Portfolio Mix

• Business as usual or profitable niche

• Idea or Business Model

• What is the revenue source backing loan/project?

• What is the lender’s subject matter expertise in?



What are the Keys to Landing a Loan?

Finding the Product Fit—Private Loans

• HELOC

• LOC

• Short term Payable Note (30, 60, 90, 180)

• Term Loan



What are the Keys to Landing a Loan?

Finding the Product Fit—Public/Private Loans

• SBA 504, 7(a), MicroLoan

• USDA Business and Development Loans

• WHEDA Business Development Loans

• Other Public Entities



Are you Government Contracting Ready… 

and your lending partners



Are you Contractor Ready?

Lending Partner Readiness

• Does your Lending Partner understand what you are 

trying to accomplish?

• Are they comfortable with government contracting and 

the process?

• Will you jeopardize your balance sheet by taking on new 

short-term debt?

• Will you jeopardize the lender’s security interest with a 

new loan?



Are you Government Contracting Ready… 

and your internal finances/processes



Are you Contractor Ready?
Your internal capacity*

• Can you carry the A/R obligation on your balance sheet?

• Do you have the cash capacity to pay for the inventory and 
wait for payment?*

• What if there is a delay (the government will pay, only if the 
product is quality and the reporting is perfect)

• Do you have the right processes and people to take on the 
new contract and complete on time?*

• Do you have accurate records/personnel to track finances?

*Hence the reason for the loan need itself



Are you Contractor Ready?
Your internal capacity*

• Is the contract going to have a good ROI (is it worth your time?)

• Did you account for all the expenses and profitability when answering the RFP?

Case Study—

Answer an RFP with a bid of $1,000,000 for Uncle Sam Widgets

Completion date is Sixty days from award approval

Need a $500,000 Ninety-day payable note at 5% to cover inventory

Production markup (labor)= $500,000

Interest on the Ninety-day note= $12,465.75 

Loan Fees = $15,825 (estimated)

Bonding, Shipping, Insurance on project= $150,000

Other accrued expenses/reporting and project follow up  
for three months= $25,000



Can you Carry the Thirty-Plus Day         
Payment Risk?



Are you Contractor Ready?
Your internal capacity*

• Is the contract going to have a good ROI (is it worth your time?)

• Did you account for all the expenses and profitability when answering the RFP?

Case Study—

Answer an RFP with a bid of $1,000,000 for Uncle Sam Widgets 

Sixty day completion timeframe

Need a $500,000 Ninety-day payable note at 5% to cover inventory

Total Project cost = $1,203,290.75

Your business just lost $203,290.75 on this project due to 
inaccurate bidding

• This is if everything goes perfectly and you get paid on time!



Are you Contractor Ready?

Your internal capacity*

• Case study was a worst case scenario

• Paints the picture of being prepared

• Do you have the additional operating cash to float expenses, 

even if the first project is a loss? It may still be worth the risk

• Do you have your PnL, Balance Sheet, Cash Flow, pro-forma 

budget, tax returns, partner filings, other financial statements?

• Is your capabilities statement accurate on first contact with 

contracting?



Measures—Know you know…

• Your Primary Financial Institution is a  True Partner

• Regional Planning/Gap Finance Options

• Lending Basics

• You are Govn’t Contractor Ready w/Financing

• You can you carry the Risk (30+ day repayment)



kpearson@nwrpc.com

mailto:kpearson@nwrpc.com


UPCOMING TRAINING - EVENTS
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ACQUISITION HOUR LIVE WEBINARS SERIES

7/8/20

▪ July 14, 2020

▪ The SBA 8(a) Certification Program
CLICK HERE for additional information
Presented by Shane Mahaffy, US Small Business 
Administration (SBA)

▪ July 15, 2020

▪ Responding to Sources Sought and 
Capabilities Statements
CLICK HERE for additional information
Presented by Mark Dennis, Wisconsin Procurement Institute 
(WPI)

▪ July 15, 2020

▪ 2020 Technology Trends
CLICK HERE for additional information
Presented by Merri Beckfield, MARS Solutions Group

▪ July 21, 2020

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

https://www.wispro.org/event/acquisition-hour-the-sba-8a-certification-program-2/
https://www.wispro.org/event/acquisition-hour-responding-to-sources-sought-request-and-capabilities-statements-2/
https://www.wispro.org/event/acquisition-hour-2020-technology-trends/
https://www.wispro.org/event/acquisition-hour-ofccp-compliance-101/


ACQUISITION HOUR LIVE WEBINARS SERIES
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▪ July 22, 2020

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

▪ July 30, 2020

▪ Locating Opportunities with the Federal, 
State and Local Governments
CLICK HERE for additional information
Presented by Ken Kotloski, Wisconsin Procurement Institute

…More at wispro.org/events

▪ 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)

https://www.wispro.org/event/acquisition-hour-the-hubzone-program-certification-benefits-and-regulations-2/
https://www.wispro.org/event/locating-opportunities-with-federal-state-and-local-governments-webinar/
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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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



SURVEY
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CPE Certificate available, please contact:

Benjamin Blanc

benjaminb@wispro.org

CONTINUING PROFESSIONAL EDUCATION
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PRESENTED BY
Wisconsin Procurement Institute (WPI)

www.wispro.org

Ken Pearson, Northwest Regional Planning Commission
kpearson@nwrpc.com | 715-635-2197

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

10437 Innovation Drive, Suite 320
Milwaukee, WI  53226
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