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Celebrating 34 Years of 

serving Wisconsin Business!

ABOUT WPI
SUPPORTING THE MISSION

3/25/21



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.
3/25/21

▪INDIVIDUAL COUNSELING – At our offices, at client’s facility or via 

telephone/GoToMeeting

▪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 

▪ SUPERIOR
▪ Small Business Dev Center; UW Superior 

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

▪ ASHLAND
▪ Ashland Area Development Corporation 

▪ FLORENCE
▪ Florence County Economic Development 

▪ DOOR COUNTY
▪ NE WI Technical College 

▪ Door County Economic Development Corporation 3/25/21



www.wispro.org
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Small Business Federal 
Government Contracting 

Certifications

Shane Mahaffy 
Lead Business Opportunity Specialist



Set-Aside for Certification Programs 
and Socio-Economic Categories

Targeted set-asides and acquisition goals:

Women-Owned Small Businesses 
(5%)

Small Disadvantaged Businesses 

(including 8(a) certified) (5%)

HUBZone Businesses (3%)

Service-Disabled Veteran-Owned 
Small Businesses (3%)

Set-asides are reserved for small business between $10,000 (Micro-
purchase Threshold)  to $250,000 (Simplified Acquisition Threshold)



8(a) Business 
Development Program



8(a) Business Development Program

Access  to business 
development support

Build capacity and grow 
through contracts

Nine-year program available 
once per lifetime



Designated Socially Disadvantaged Criteria

Designated Groups

01
• Black American
• Asian Pacific 

American
• Hispanic American

• Native American
• Subcontinent Asian 

American

02
Non-Designated 
Group Criteria

• Preponderance of evidence
• Race, ethnicity, gender, 

physical handicap, long-
term environmental issues

• Chronic and substantial

• Negative impact to business 
advancement



Economically Disadvantaged Requirements to Qualify

Personal net worth (assets minus 
liabilities) less than $750,000

Three year average income is 
$350,000 or less 

Fair market value of all assets is 
$6 million or less



SBA Certification Portal
SBA’s certification portal where 
businesses can submit 
documents to seek SBA 
certifications

Automatic Migration
Pulls business information from 
SAM.gov

Online Forms

Forms are completed online. No 
longer required to upload 
certain SBA forms

https://certify.sba.gov/


HUBZone 
Certification



Historically Underutilized Business Zone 
(HUBZone) Certification

Stimulate capital investment

Build capacity and grow

Access HUBZone set-aside 
contract dollars



HUBZone Eligibility and Requirements

Ownership

51% owned by 
U.S. Citizens

Principal Office

Located in a 
HUBZone

35% Residency

35% of employees 
in HUBZone

Size

SBA size standards

HUBZone Location

Review HUBZone 
locations



Wisconsin HUBZones

Indian/tribal lands; parts of Milwaukee, 
Waukesha, Kenosha, Racine, Madison, 
Green Bay, Stevens Point, other 
communities throughout the state

HUBZone Map

https://maps.certify.sba.gov/hubzone/map


HUBZone Application Process

• View the HUBZone Primer

• Register for a DUNS number

• Identify NAICS code(s)

• Register with SAM

BEFORE APPLICATION

• Review application guide

• Gather supporting documentation

• Apply using the General Login System

APPLY FOR CERTIFICATION

• Verify requested information

• Submit supporting documentation

• Update SAM profile once approved

DOCUMENTATION



Woman-Owned Small Business 
(WOSB) Certification



Women-Owned Small Business (WOSB) Program

Take advantage of annual 
prime contracting goals

Build capacity and grow

Access set-asides for WOSB 
and EDWOSB



Is the WOSB Certification Appropriate for You?

51 % ownership 
requirements

Highest officer 
position

Proper NAICS 
codes

Managerial 
experience

Manage daily 
operations

No minimum 
time in business



Economically Disadvantaged Requirements to Qualify

Personal net worth (assets minus 
liabilities) less than $750,000

Three year average income is 
$350,000 or less 

Fair market value of all assets is 
$6 million or less



WOSB and EDWOSB Sole-Source Contracts

1

Eligible NAICS Code

WOSB and EDWOSB 
eligible NAICS code

2

Fair and Reasonable Price

Awarded at a fair and 
reasonable price

3

Contract Value

$7M for manufacturing 
or $4.5M for all others

4

Sole Source

Only (1) WOSB/EDWOSB 
that can perform



WOSB Eligibility Process

• Register in SAM

• Apply: 

beta.certify.SBA.gov



SBA Certification Portal
SBA’s certification portal where 
businesses can submit 
documents to seek SBA 
WOSB/EDWOSB certifications

Automatic Migration

Pulls business information from 
SAM.gov

Online Forms
Forms are completed online. 
No longer required to upload 
certain SBA forms

beta.Certify.sba.gov

https://beta.certify.sba.gov/


Service-Disabled Veteran-
Owned Small Business



Service-Disabled Veteran-Owned 
Small Business Program (SDVOSB)

Qualify for set-aside 
opportunities

Build capacity and grow

Establish joint ventures



Getting the Most Out of the SDVOSB Program

Enables firms to qualify for set-aside or 
sole source contract awards – helping 
agencies to meet their SDVOSB goals

Facilitates development opportunities 
and increases growth potential by 
establishing Joint Ventures or a Mentor-
Protégé agreement

More prime and subcontracting 
opportunities through registration at 
Vetbiz.gov



Is the SDVOSB Certification Appropriate for You?

51 % ownership 
requirements

Highest officer 
position

Proper NAICS 
codes

Managerial 
experience

Manage daily 
operations



Service-Disabled Veteran- Owned Small 
Business (SDVOSB)

➢The Department of Veterans Affairs awards 
a large amount of contracts to veterans

➢Their program is not the same as the SBA’s 
program. To get access to set-aside 
Veterans Affairs contracts, your business 
must be verified through the Vets First 
Verification Program

https://www.va.gov/osdbu/verification/


SBA - Wisconsin Offices

Wisconsin District Office

310 West Wisconsin Ave. 

Suite 580W 

Milwaukee, WI 

Phone: 414-297-3941 

Wisconsin District Office

740 Regent Street 

Suite 100 

Madison, WI

Phone: 608-441-5261 

www.sba.gov/wi

@SBA_Wisconsin

http://www.sba.gov/wi
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The U.S. Small Business Administration Mission

Welcome!
The SBA is a Federal Agency that was created to aid, counsel, assist and 
protect the interests of small businesses. The agency helps Americans 
start, build and grow businesses through an extensive network of field 
offices and partnerships with public and private organizations across 
the Nation.

Our mission is clear: to help small businesses grow, expand, recover.
We Make Connections, open doors, focus on small businesses, 
spark change.

Learn more at SBA.gov



America is a Nation of Small Businesses

Nationally, there are approximately 31 million small businesses. Over 
three-quarters of small businesses have no employees.

SMALL BUSINESSES:

• Make up 99% of U.S. employer firms

• Create 65% of the net new private 
sector jobs

• Employ 47% of private-sector 
workforce

• Include 98% of the firms exporting 
goods 

31 Million Small 
Businesses:



Need Access to Capital? 
The SBA Can Help

These are 3 main SBA sources of small business loans:

Microloans504 Loan Program7(a) Loan Program



Capital: Lending

SBA FY20 Summary SBA Wisconsin District National

Count Amount Count Amount

7(a) Loans 976 $459,000,900 42,000 $22.5+ billion

504 Loans 251 $205,765,000 7,000+ $5.8 billion

Microloans 85 $1,745,663 5,800 $85 million

Total Traditional Lending 1,312 $666,511,563 54,800 $28+ billion

PPP Loans (CARES Act) 89,608 $9,907,505,475 5.2 million $525+ billion

EIDL (COVID-19) 37,669 $1,935,852,806 3.6 million $191 billion

EIDL Advance (CARES Act) 67,062 $252,610,000 5.7 million $20 billion

Total COVID-19 Relief 194,339 $12,095,968,281 14.5 million $736+ billion

Total FY 2020 Support 195,651 $12.76+ billion 14.5+ million $764+ billion

Wisconsin and National Lending FY2020

Wisconsin 7(a) and 504 Lending
• Startups:  336/$132,459,100
• Loans to Veterans:  46/$18,495,900
• Women-Owned:  214/$89,940,700



SBA 7(a) LOANS

The most flexible loans available for 
business use

• The maximum SBA 7(a) loan 
amount is $5 million

• The loan term depends on the 
use of proceeds (10 years for 
short term assets, 25 years for 
real estate)

• Can be used with other 
financing such as SBA 504 or 
conventional loans



Capital: 7(a) loans
Express Loans

•75% Guaranty for loans of $350,000 or under (until

9/30/21); 50% Guaranty for loans over $350,000

•Usually max loan amount is $350,000, but increased 
to $1 Million for a limited time

•Upfront guaranty fee waived for veterans

• Includes Lines of Credit

•Lender makes credit decision



Capital: 7(a) Loans
Int’l Trade/Export Financing

Develop/Expand Export Activities -Up To 90% Guaranty

International Trade Loan
Maximum $5 Million Loan And 90% Guaranty

Long Term Fixed Asset/Working Capital/Refi.

Export Working Capital
Maximum $5 Million Loan And 90% Guaranty

Transaction Or Asset-Based, Short-Term Financing Needs

Export Express
Simplest Program; Up To $500,000 Term Loan Or Line of Credit

Maximum 90% For Loans < $350,000

Maximum 75% For Loans > $350,000



Capital: 7(a) loans 
Community Advantage

Community based, mission-focused CDFIs, CDCs, and Micro-lenders

Maximum Loan Size: $250,000

Guaranty: 85% up to $150,000; 75% for more.

SBA Approval Times: 5-10 days 

Lender Requirements: Maintain 60% of portfolio in 
underserved markets



Capital: Community Advantage

Community based, Mission-focused CDFIs, CDCs, & Micro-lenders

Wisconsin Women’s Business Initiative Corporation

Milwaukee Economic Development Corporation

Legacy Redevelopment Corporation

First American Capital Corporation, (American Indian Chamber)

FY2017 44 loans; $5.7 million

FY2018 36 loans; $3.9 million

FY2019 37 loans; $5.1 million

FY2020 15 loans; $2.25 million



SBA 504 LOANS

To finance fixed assets such as real estate, 
buildings, and heavy equipment

• The maximum amount financed 
can be up to $5 million

• A portion of the financing will 
have a fixed interest rate for the 
life of the loan 

• Terms: 10-25 years

• Can be used with other 
financing such as SBA 7(a) loans



MICROLOANS

Small loans with a maximum of $50,000

• Term: Up to 8 years (Up to 7 years after 9/30/2021

• Rate: Negotiated between intermediary & 
borrower; 8%-13%

• Uses: purchase equipment, fixtures, working 
capital, leasehold improvements

• Access to free business counseling from 
microlenders



Capital: WI Micro-lenders

➢ Advocap, Fond du Lac and Oshkosh

➢ First American Capital Corp., West Allis (American Indian Chamber)

➢ Entrepreneur Fund, Serving Douglas County

➢ WI Women's Business Initiative Corp., Milwaukee, Racine, Kenosha,
Madison, Appleton/Green Bay

➢ CAP Services, Stevens Point

➢ Northwest Regional Planning Commission, Spooner



Financing: Additional Details

• Personal guarantees are required
• Collateral required

• Apply with a lender that participates in 
the loan program. List of participating 
lenders in SBA Wisconsin Small Business 
Resource Guide at www.sba.gov/wi. 

7(a), 504 and Microloan programs additional details:

https://www.sba.gov/sites/default/files/files/resourceguide_3158.pdf
http://www.sba.gov/wi


➢Prospective borrower answers 10 questions

➢Lenders will respond within 48 hours if any interest; 800+ participating

➢To apply go to www.sba.gov/lendermatch

Lender Match

https://www.sba.gov/lendermatch


Small Business Economic Relief

Tools Made Available in Response to Coronavirus (COVID-19)

Economic 
Injury Disaster 
Loans Includes 

deferment 

Paycheck 
Protection Program

SBA Debt Relief

Traditional 
SBA-backed 

Lending

No-Cost Business 
Advising

Additional funding via 
partners

CARES & 
Economic 

Aid Acts

SBA Base

Programs 

Expanded

{

{



Information Current as of 2/5/21 – Visit www.sba.gov/CoronavirusRelief for the most up-to-date information.

COVID-19 Economic Injury Disaster Loan (EIDL)
Provides economic aid to businesses experiencing a 

temporary loss of revenue due to COVID-19

Economic Aid Act Extends Deadline to Dec. 31, 2021

• Use of proceeds: working capital and normal operating expenses such as 
continuation of health care benefits, rent, utilities, fixed debt payments

• Terms: 3.75% for businesses (fixed), 2.75% for nonprofits (fixed), 30 years, no 
pre-payment penalty; loans over $25,000 secured by UCC filing ($100 deducted 
from loan proceeds) 

• Eligibility: qualified small businesses, cooperatives and 
agricultural enterprises with 500 or fewer employees (or defined 
as small per sba.gov/sizestandards), and private non-profits

SBA.gov/Disaster

http://www.sba.gov/sizestandards


Information Current as of 1/14/21 – Visit www.sba.gov/ppp for the most up-to-date information.

Paycheck Protection Program
What is a First Draw PPP Loan?

For eligible applicants that did not receive a PPP loan prior to Aug. 9, 2020

• PPP loan eligibility now includes additional types of entities

• Covered eligible expenses are expanded

• Borrowers can set the covered period to use PPP loan proceeds to be any 
length between 8 and 24 weeks after disbursement

• Certain borrowers may request an increase to their original PPP loan amount

• Must have been in business by Feb. 15, 2020

• Must apply on or before March 31, 2021, or until Congressional 
appropriations are exhausted

SBA.gov/PPP



Information Current as of 1/14/21 – Visit www.sba.gov/ppp for the most up-to-date information.

First Draw PPP Loan Eligibility

Must comply with size standards, eligibility criteria & certain limitations

Newly Eligible
• Housing cooperatives
• Destination marketing organizations 
• Certain 501(c)(6) organizations such as Chambers of Commerce
• Eligible news organizations

Still Eligible
• Sole proprietors, independent contractors, self-employed individuals
• Business entities (e.g., partnerships, corporations, LLCs) 
• 501(c)(3) non-profit organizations
• 501(c)(19) Veterans organization 
• Tribal businesses

SBA.gov/PPP



Information Current as of 1/14/21 – Visit www.sba.gov/ppp for the most up-to-date information.

What is a Second Draw PPP Loan?
For borrowers that previously received a PPP loan, have 300 employees 

or less, and suffered a 25% reduction in gross receipts

• For most borrowers, the maximum loan amount of a Second Draw PPP loan is 
2.5x average monthly 2019 or 2020 payroll costs, up to $2 million.  

• For borrowers in the Accommodation and Food Services sector (NAICS 72), 
the maximum loan amount for a Second Draw PPP loan is 3.5x average 
monthly 2019 or 2020 payroll costs, up to $2 million.

• Second Draw PPP loan applicants must submit the information 
on SBA Form 2483-SD (Borrower Application) when applying 
to their lender.

SBA.gov/PPP



Information Current as of 1/14/21 – Visit www.sba.gov/ppp for the most up-to-date information.

Second Draw PPP Loan Eligibility
Must have previously received a First Draw PPP loan 

and covered periods cannot overlap

Additional Eligibility Criteria

• Has used or will use the full First Draw PPP loan amount only for eligible 
expenses before the Second Draw PPP loan is disbursed

• Has no more than 300 employees

• Can demonstrate at least a 25% reduction in gross receipts between 
comparable quarters in 2019 and 2020. 

SBA.gov/PPP



Information Current as of 2/5/21 – Visit www.sba.gov/CoronavirusRelief for the most up-to-date information.

PPP Loan Terms / Maturity
If the PPP loan is not 100% forgiven

PPP loans have:

• A fixed interest rate of 1% that is non-compounding and non-adjustable

• No requirement for collateral or personal guarantees 

• No fees or prepayment penalties 

• A five-year maturity (for those before June 5, 2020, it’s two years; 
borrowers can ask their lender to extend to five years

• Payments start once borrower knows how much of the PPP loan will be 
forgiven; lender will notify the borrower

• If borrowers do not apply for forgiveness, payments start 10 
months after the last day of the covered period

SBA.gov/PPP



Information Current as of 2/5/21 – Visit www.sba.gov/CoronavirusRelief for the most up-to-date information.

PPP Loan Application Process

1. Find a PPP Lender
• SBA.gov/LenderMatch
• SBA.gov/PaycheckProtection/find
• Contact SBA Resource Partner: 

SBA.gov/local-assistance

2. Complete Application
• Include all supporting 

documentation
• Get help from SBA Resource 

Partner: SBA.gov/local-assistance

3. SBA Issues Loan #
• Lender submits application 

electronically  to the SBA for 
compliance check & loan 
number

SBA.gov/PPP

March 31, 2021 (or when appropriated funding is exhausted) is the 
final deadline for lenders to submit PPP loan applications to the SBA



Information Current as of 2/5/21 – Visit www.sba.gov/CoronavirusRelief for the most up-to-date information.

PPP Loan Forgiveness
Borrowers must apply for PPP loan forgiveness through their lender; 

lenders submit lender forgiveness decisions to the SBA

Updates per the Economic Aid Act

• EIDL Advances are no longer deducted from PPP loan forgiveness payment

• Expenses paid with PPP loan funds are federally tax deductible; consult 
the IRS for details on this

• Expanded forgivable expenses are permissible for any unforgiven PPP loan

• New: simplified forgiveness application for PPP loans $150,000 and under

Per the CARES Act 

• Forgiven PPP loans are not federally taxable income

SBA.gov/PPP



SBA Partner Advising and Loan Help

ORGANIZATION LOCATIONS PHONE EMAIL/WEBSITE

SBA Milwaukee
Madison

414-297-1099 Wisconsin@sba.gov

SBDC Network 13 offices statewide Answer Line
800-940-7232

Find local contacts & loan assistance 
https://business.wisconsin.edu/about/covid-19/

WI Women’s Business 
Initiative Corp.

Milwaukee, Madison, 
Racine, Kenosha, Appleton, 
Green Bay, La Crosse

info@wwbic.com
www.wwbic.com

En Espanol: Lily Alvarado, Lily.alvarado@wwbic.com

Western WI Women’s 
Business Center

Independence, Eau Claire-
Karman Briggs

karman.briggs@wdeoc.org
www.successfulbusiness.org

SCORE

Find mentors 
https://www.score.org
/coronavirus-sba-
loans

Milwaukee

Madison

Marshfield

Fox Cities (Appleton)

Green Bay

414-297-3942

920-303-2266 

920-222-2167

Score.28@scorevolunteer.org
Counseling.28@scorevolunteer.org
madison.Score@scorevolunteer.org

ch.admin0535@scorevolunteer.org

score.foxcities@scorevolunteer.org

greenbayscore@gmail.com

Veterans Business 
Outreach Center

Statewide-Dan Newberry 608-204-8909 wwbic.com/veterans
vboc@wwbic.com

All locations are working remotely.   Contact by phone or email.

https://business.wisconsin.edu/about/covid-19/
mailto:info@wwbic.com
http://www.wwbic.com/
mailto:Lily.alvarado@wwbic.com
mailto:karman.briggs@wdeoc.org
http://www.successfulbusiness.org/
https://www.score.org/coronavirus-sba-loans
mailto:Score.28@scorevolunteer.org
mailto:counseling28@scorevolunteer.org
mailto:madison.Score@scorevolunteer.org
mailto:score.foxcities@scorevolunteer.org
mailto:vboc@wwbic.com


Stay In Touch with Wisconsin SBA

Have a question for us? Email the WI District 
office at wisconsin@sba.gov

E-news signup—www.sba.gov/updates—email 
and zip code, or text SBA to GOV311 to get there

Social media
• Twitter: @SBA_Wisconsin--Follow us!
• Facebook: U.S. Small Business Administration
• Instagram: @SBAgov
• LinkedIn: U.S. Small Business Administration

SBA Wisconsin District Office

Website www.sba.gov/wi — e-news sign-up; business success stories, press 
releases, e-news updates, calendar of events, loan and program information, office 
staff and responsibilities, online resource guide.

mailto:wisconsin@sba.gov
http://www.sba.gov/updates
http://www.sba.gov/wi


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?

• Inundated with PPP forgiveness and new round 

applications—do they have time for your finance request?



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

EDA CARES Act RLF set up to assist supply chain 
manufacturers and service providers with building resiliency, 

recovery, and retention efforts

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

• COVID (new)



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 has the business done to meet disruption head on 

(voluntary/involuntary) to ensure recovery, retention and 

resiliency efforts?



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


SUPPORTING INDUSTRY, BUSINESS 
AND COMMUNITY GROWTH

IN WISCONSIN
®



MISSION
To advance and maximize opportunities

in Wisconsin for businesses, communities

and people to thrive in a globally

competitive environment. 



Leveraging talented professionals and strategic 

partnerships, WEDC aspires to be a leading and

widely-respected state economic development 

organization, helping Wisconsin elevate its

quality of life and long-term economic

prosperity for all residents.

VISION



BUSINESS &
COMMUNITY DEVELOPMENT

Brownfield & Site Assessment Grants

Community Development Investment  

Business Development Tax 
Credits

Idle Sites Redevelopment Grants

Main Street &
Connect Communities



Global Trade and Investment

EXPORTECH

Global Business 

Development Program

Global Trade Venture

Key Strategic Partner: (ATR)
Global Network of Authorized Trade Reps



ENTREPRENEURSHIP AND 
INNOVATION

Capital Catalyst

Entrepreneurial Micro-Grant

Entrepreneurship Support Grants

Qualified New Business Venture (QNBV)



County Economic Development Offices

715-682-8344 Ashland www.ashlandareadevelopment.com Betsey Harries, Executive Director bharries@ashlandareadevelopment.org Ashland

715-685-1210 Bayfield www.bayfieldcountyedc.com Cole Rabska, Executive Director info@bayfieldcountyedc.com Washburn

715-349-2979 Burnett www.burnettcounty.com/index.aspx?NID=72 Richard Hartman, Director dhartman@burnettcounty.org Siren

715-392-4749 Douglas www.wegrowbiz.org Jim Ceasar, Executive Director jim@wegrowbiz.org Superior

715-561-2922 Iron www.ironcountywi.com Kelly Klein, Director kelly@ironcountywi.com Hurley

715-744-4700 Price www//co.price.wi.us/35/Discover-and-Visit Dennis Rodewald, President dwr@pctcnet.net Park Falls

(715) 532-2257 Rusk www.ruskcounty.org Andy Albarado,  Director aalbarado@ruskcountywi.us Ladysmith

715-634-5167, x5516 Sawyer www.sclcoedc.com Mike Gardner president@sclcoedc.com Hayward

715-748-3327, ext 2 Taylor www.co.taylor.wi.us Michelle Grimm michelle.grimm@ces.uwex.edu Medford

715-635-8242 Washburn www.washburncodevelopment.com Joel Zimmerman, Director joelz@washburncountyedc.org Spooner

http://www.ashlandareadevelopment.com/
mailto:bharries@ashlandareadevelopment.org
http://www.bayfieldcountyedc.com/
mailto:info@bayfieldcountyedc.com
http://www.burnettcounty.com/index.aspx?NID=72
mailto:dhartman@burnettcounty.org
http://www.wegrowbiz.org/
mailto:jim@wegrowbiz.org
http://www.ironcountywi.com/
mailto:kelly@ironcountywi.com
mailto:dwr@pctcnet.net
http://www.ruskcounty.org/
mailto:aalbarado@ruskcountywi.us
http://www.sclcoedc.com/
mailto:president@sclcoedc.com
http://www.co.taylor.wi.us/
http://www.washburncodevelopment.com/
mailto:joelz@washburncountyedc.org


David Wierzba 
Regional Director-Northern WI

David.Wierzba@wedc.org

715-790-3555

608-210-6824

wedc.org      |      InWisconsin.com

mailto:David.Wierzba@wedc.org


A Procurement Technical 

Assistance Center (PTAC)

WHAT’S AVAILABLE NOW IN  
GOVERNMENT CONTRACTING

FOR NORTHWEST WISCONSIN
March 2021





NORTHWESTERN 
WISCONSIN



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



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

http://wisconsindot.gov/Pages/projects/6yr-hwy-impr/proj-info/default.aspx
http://wisconsindot.gov/Pages/doing-bus/civil-rights/dbe/default.aspx


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




STATE OF WISCONSIN     DEPT. OF ADMINISTRATION

https://doa.wi.gov

https://doa.wi.gov/




















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



1.  EXPLORE THE GOVERNMENT MARKET – IS THERE A 
POTENTIAL OPPORTUNITY FOR YOUR BUSINESS ?

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

• 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

https://sam.gov

NO COST TO 

REGISTER in SAM

https://sam.gov/


4.  DEVELOP A STRONG PROFILE IN DSBS

http://dsbs.sba.gov

http://dsbs.sba.gov/


5.  DO YOUR MARKET RESEARCH - TARGET 
YOUR MARKET

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

WPI Bid Matching – contact WPI



6.  Identify current and future opportunities





6.  IDENTIFY CURRENT AND FUTURE OPPORTUNITIES

https://www.acquisition.gov/pro

curement-forecasts

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


7.  DEVELOP A TARGETED CAPABILITIES STATEMENT



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

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.



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

https://www.acquisition.gov

https://www.acquisition.gov/


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



9.  DEVELOP RELATIONSHIPS WITH Government AGENCIES, 

OTHER CONTRACTORS / SUBCONTRACTORS AND supporting 

RESOURCES



https://www.marketplacewisconsin.com/

https://www.marketplacewisconsin.com/


10.  BID – WIN - PERFORM

•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



LAST WORDS OF ADVICE

•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





UPCOMING TRAINING - EVENTS

3/25/21



CYBER FRIDAY LIVE WEBINAR SERIES

3/25/21

April 16, 2021 Your Cyber Plan Cannot Be Static – Here’s Why!

April 30, 2021 Testing and Strengthening Your Cyber-Defenses Using Exercises

May 14, 2021 Corporate Acquisition, Insider threats, or Strategic Investments 
– All Threats to Consider

May 28, 2021 The Cybersecurity Plan Looks Great

June 11, 2021 Blockchain

PRESENTED BY

Register at: https://www.wispro.org/faqs/what-is-wpis-current-cyber-friday-webinar-schedule/

https://www.wispro.org/faqs/what-is-wpis-current-cyber-friday-webinar-schedule/


ACQUISITION HOUR LIVE WEBINAR SERIES

…More at wispro.org/events

▪ April 6, 2021

• Acquisition Hour: Intellectual Property for 
Government Contractors & Subcontractors & the 
STTR/SBIR Stakeholder
CLICK HERE for additional information
Presented by Laura Grebe, Husch Blackwell

▪ April 6, 2021

• Acquisition Hour: Introduction to Certifications 
Available to Woman Owned Businesses
CLICK HERE for additional information
Shane Mahaffy, U.S. Small Business Administration and Tondra Davis, 
State of Wisconsin Department of Administration

▪ April 13, 2021

• Acquisition Hour: Veterans’ Small Business 
Certifications – Federal and State
CLICK HERE for additional information
Shane Mahaffy, U.S. Small Business Administration and Tondra Davis, 
State of Wisconsin Department of Administration

▪ April 20, 2021

• Acquisition Hour: Introduction to Certifications 
Available to Minority Owned Businesses
CLICK HERE for additional information
Tondra Davis, Wisconsin Department of Administration; Madalena 
Maestri, Wisconsin Department of Transportation; Benjamin Blanc, 
Wisconsin Procurement Institute

▪ April 21, 2021

• Acquisition Hour: Learning about the Surety 
Bond Guarantee from the U.S. SBA
CLICK HERE for additional information
Presented by Tamara Murray, U.S. Small Business Administration

3/25/21

https://www.wispro.org/event/acquisition-hour-intellectual-property-for-government-contractors-subcontractors-the-sttr-sbir-stakeholder/
https://www.wispro.org/event/acquisition-hour-introduction-to-certifications-available-to-woman-owned-businesses-2/
https://www.wispro.org/event/acquisition-hour-veterans-small-business-certifications-federal-and-state-2/
https://www.wispro.org/event/acquisition-hour-introduction-to-certifications-available-to-minority-owned-businesses-2/
https://www.wispro.org/event/acquisition-hour-learning-about-the-surety-bond-guarantee-from-the-u-s-sba-3/


2021 FAR Up Close Series

Register at: https://www.wispro.org/wpis-2021-far-up-close-schedule/

February 10, 2021 Overview of the FAR

February 17, 2021 FAR Regulations and Clauses on Subcontracting

March 3, 2021 FAR Regulations and Clauses in Commercial Items

March 10, 2021 FAR and DFARS Regulations and Clauses in Manufacturing Contracts

March 17, 2021 FAR Regulations and Clauses in Federal Service Contracts

April 7, 2021 FAR Clauses in Federal Construction Services

April 14, 2021 FAR Regulations for Procurement of Architect Engineer Services

3/25/21

https://www.wispro.org/wpis-2021-far-up-close-schedule/


CYBERSECURITY – UPDATE – DECEMBER 2020

• CMMC -
• Implementation continues

• Pathfinder contracts to be announced soon – article, Dec 1, 2020

• CMMC requirements will be included

• Full implementation expected by Oct 2025

• New clauses and requirements –
• DFARS 252.204-7019

• DFARS 252.204-7020 – applies to contracts subject to 252.204-7012

• With few exceptions, these requirements apply to all Primes and Subcontractors

• Consistent with philosophy shift of self-attest to verifiable

• Three levels – Base – self-performed , Medium & High - DCMA

3/25/21



252.204-7020 – BASIC ASSESSMENT

• Requires
• System Security Plan(SSP)

• Plan of Action – with dates for outstanding items

• Basic Assessment

• Six elements uploaded to Supplier Performance Risk System (SPRS)
1. System Security Plan name (if more than one system is involved)

2. Brief description of Plan Architecture

3. CAGE code associated with SSP

4. Date Assessment performed

5. Summary Score

6. Date a score of 110 to be achieved

3/25/21



CURRENT CYBER REQUIREMENTS

• FAR 52.204-21 – Federal Contract Information

• DFARS 252.204-7012 

• Requirements cited in solicitation/contract

Need assistance – please contact Marc Violante from WPI at 
marcv@wispro.org or 920-456-9990

3/25/21

mailto:marcv@wispro.org


PRESENTED BY
Wisconsin Procurement Institute (WPI)

www.wispro.org

Mark Dennis
Wisconsin Procurement Institute

markd@wispro.org | 608-427-2086

10437 Innovation Drive, Suite 320
Milwaukee, WI  53226

3/25/21

http://www.wispro.org/
mailto:marcv@wispro.org

