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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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QUESTIONS?

6/24/20 Page 3

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



Celebrating 35 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 Department of Defense (DOD), WEDC and other funding sources.

10/27/22

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



Sign-up for our Newsletter
Stay up-to-date with the latest WPI news and events.

https://www.wispro.org/newsletter-signup/
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https://www.wispro.org/newsletter-signup/


 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)

 FOND DU LAC
 Envision Greater Fond du Lac

 GREEN BAY 
 NWTC Startup Hub

 APPLETON
 Fox Valley Technical College 

WPI OFFICE LOCATIONS
 OSHKOSH

 Fox Valley Technical College 
 Greater Oshkosh Economic Development Corporation

 EAU CLAIRE
 Western Dairyland

 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

 SUPERIOR
 Small Business Dev Center; UW Superior 



www.wispro.org
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HUBZone Certification

Shane Mahaffy
Lead Business Opportunity Specialist
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HUBZone Program Purpose
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What is a HUBZone?
Historically 

Underutilized Business 
Zone

EMPLOYMENT 
OPPORTUNITIES

CAPITAL           
INVESTMENT

ECONOMIC        
LEVERAGE

HUBZone



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) (12%)

HUBZone Businesses (3%)

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

Set-asides are reserved for small business between $3,500 (Micro-
purchase Threshold)  to $250,000 (Simplified Acquisition Threshold)
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Wisconsin FY21 Small Business Contract Numbers
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WI Small Businesses received in 
excess of $1.1 Billion with the U.S. 
Government

Certified HUBZone firms received 
over $54.5 Million

Current total WI certified HUBZone 
Firms:  56 companies 



HUBZone Federal Contracting Mechanism
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Contracts for goods and services are targeted by Agencies to 
HUBZone CERTIFIED small businesses via:

• Set-asides (including Multiple Award Contracts—MACs)
• Sole-source awards
• Price Evaluation Preference: Application of a 10% price 

evaluation preference applied in full and open competition 
(only applies if initial low offer is from a large business, not if 
low bidder is a small business) 



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


Wisconsin HUBZones



HUBZone Eligibility and Requirements
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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



SBA HUBZone Responsibilities

18

Implements and 
Regulates Program

Determines and 
Adjudicates Eligibility

Streamlines 
Certification 

Process

Maintains Certification 
Listing



HUBZone Application Process
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• 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 System

APPLY FOR CERTIFICATION

• Verify requested information
• Submit supporting documentation
• Update SAM profile once approved

DOCUMENTATION



Supporting Documentation Requirements
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01
Signed HUBZone Program 
Certification Signature Sheet

02

Principal 
Office

03
35% Residency 
Requirement

04

Ownership, Control 
and Structure

05
Size and 
Affiliation



HUBZone Site Visits and Re-certification

21

• Participate in site visits
• Meet HUBZone criteria
• Maintain SBA standards
• Recertify Annually



SBA and FAR Regulatory 
Action



Direct Final Rule: Extending HUBZone Map 
Freeze

• Extends the HUBZone Map freeze until June 30, 2023
• Qualified census tract data using the 2020 Census results will not be 

available until late 2022.
• Applies to all current Redesignated Areas and Qualified Base Closure 

Areas, and most current Qualified Disaster Areas.
• The HUBZone Map has been updated to reflect the new expiration date 

for those areas.
• After SBA receives the Census data from HUD, SBA will post a 

list identifying areas newly designated as Qualified Census Tracts, 
Qualified Non-metropolitan Counties, and Redesignated Areas, so that 
firms can plan accordingly.

23

86 FR 23863

https://www.federalregister.gov/documents/2021/05/05/2021-09397/hubzone-program-extending-map-freeze


Final Rule: HUBZone Comprehensive Review

• HUBZone maps, currently frozen through June 30, 2023, will be updated every 
five years

• Moves to annual recertification (from three-year), effective for all HUBZone 
contracts for the one-year period 

• Requires HUBZone status in DSBS at time of offer (not time of award)
• For non-HUBZone multiple-award contract (other than FSS contract), firm must 

be certified as a HUBZone at time of offer on a HUBZone set-aside order

24

84 FR 65222

https://www.regulations.gov/contentStreamer?documentId=SBA-2018-0005-0099&contentType=pdf


Final Rule: HUBZone Comprehensive Review
(cont.)

• Requires 35% employee HUBZone residency at time of 
certification and recertification; “attempt to maintain” during 
contract performance

• Defines “attempt to maintain” HUBZone status during HUBZone 
contract performance as having at least 20% HUBZone 
employees (must be 35% at application and recertification) and 
recruiting HUBZone employees

• An employee who resides in a HUBZone for at least 6 months 
before and after time of certification continues to count as 
HUBZone employee as long as an employee of the firm—even if 
employee moves or residence no longer qualifies

• Employees temporarily living overseas in connection with 
performance of a contract will be considered to reside at their 
U.S. residence

25

84 FR 65222

https://www.regulations.gov/contentStreamer?documentId=SBA-2018-0005-0099&contentType=pdf


Final Rule: HUBZone Comprehensive 
Review (cont.)

• Firms that invest in HUBZones by purchasing building or entering into long-
term lease are deemed to meet principal office requirement for 10 years—even 
if office location no longer qualifies as a HUBZone

• Includes affiliate employees in 35% and principal office calculations if no clear 
line of fracture between firms

• Starting January 1, 2020 applications for HUBZone certification will be 
processed within 60 days of a complete submission

26

84 FR 65222

https://www.regulations.gov/contentStreamer?documentId=SBA-2018-0005-0099&contentType=pdf


Visit www.sba.gov/nsbw for guidelines
Wisconsin POC: PAS Shirah Apple, Rachel.apple@sba.gov

SUBMIT at www.sba.gov/nsbw by DECEMBER 8

Nominate a Business! 
• Small Businessperson of the Year

• Small Business Exporter 
• 8(a) Graduate of the Year 

• Emerging Small Businessperson of the Year
• Minority Small Business Champion
• Veterans Small Business Champion

http://www.sba.gov/nsbw
http://www.sba.gov/nsbw
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SBA - Wisconsin Offices

Wisconsin District Office
310 West Wisconsin Ave. 

Suite 580W 
Milwaukee, WI 

Wisconsin District Office
740 Regent Street 

Suite 100 
Madison, WI

www.sba.gov/wi

Wisconsin District Office Newsletter:
GET EMAIL UPDATES

Twitter: @SBA_Wisconsin

For Questions, Email: 
Wisconsin@sba.gov

http://www.sba.gov/wi
https://public.govdelivery.com/accounts/USSBA/subscriber/new?topic_id=USSBA_132


Developing a DoD 
Business Strategy
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• Points of Contact
• Agency Strategic Plans

• GAO products
• Awards

• Press Releases
• News articles
• Certifications



One document

• https://business.defense.gov/Work-with-us/Guide-to-working-with-
DoD/

https://business.defense.gov/Work-with-us/Guide-to-working-with-DoD/
https://business.defense.gov/Work-with-us/Guide-to-working-with-DoD/


One document

• 10 Tips for Marketing to DoD
1. Follow the money.
2. Arm yourself with information and facts, not emotion.
3. Find your niche. Don’t try to be everything to everybody.
4. Target your market and understand your prospective customer’s mission, environment, challenges and hot buttons.
5. Meet with Small Business Professionals.
6. Don’t provide a standard, canned presentation to potential customers. Research their requirements and understand their 

challenges.
7. Explain how your service or product has a positive impact on a project’s cost, schedule and performance.
8. Identify your differentiators—what separates you from other great performers?
9. Translate the relevancy of your past performance; don’t expect a prospective customer to do it for you.
10.When you meet with Program Managers and Contracting Officers, be prepared to discuss a real requirement, not your generic 

capabilities 



Finding points of contact

• Procurement Center Representatives
• Procurement Center Representatives (PCRs) help small businesses 

win federal contracts. PCRs view many federal acquisition and 
procurement strategies before they’re announced. This enables 
them to influence opportunities that should be set aside for small 
businesses.

• PCRs also conduct market research, assist small businesses with 
payment issues, provide counseling on the contracting process, and 
more.

https://www.sba.gov/federal-contracting/counseling-help/procurement-center-representative-directory


Finding points of contact



Finding points of contact
• Commercial Market Representative (CMR)
• SBA
• CMRs work to ensure that small businesses are receiving maximum 

practicable opportunity to participate as federal subcontractors.

• https://www.sba.gov/federal-contracting/counseling-
help/commercial-market-representatives

https://www.sba.gov/federal-contracting/counseling-help/commercial-market-representatives
https://www.sba.gov/federal-contracting/counseling-help/commercial-market-representatives


Finding points of contact



Finding points of contact
• Office of small business Utilization Centers and Small Business 

Specialists

• The primary role of the Office of Small and Disadvantaged Business 
Utilization (OSDBU) is to promote and develop strategies for small 
business participation in an agency or sub-agency contracting 
program while adhering to  federal small business regulations and 
ensuring diversity, equity and inclusion in the procurement process.



Finding points of contact



Finding points of contact



Finding points of contact



Finding points of contact

• Small Business Specialists can provide overall information on an 
agency or sub agency’ Security Small Business program. 

• These individuals generally do not make purchases for the 
organization.



Finding points of contact



Finding points of contact



Finding points of contact



Finding points of contact
• Small Business Liaison Officers

• SBLO’s primary function is to assist all departments comply with equal 
opportunity procedures for the acquisition of goods and services. The 
SBLO directs and participates in outreach activities which identify and 
encourage the use of goods and services from qualified and diverse 
small businesses to the prime contractors



Finding points of contact



Finding points of contact



Finding points of contact

• Use keywords to search within the Prime Contractor’s website

• SBLO
• SMALL BUSINESS LIAISON OFFICER
• SUPPLIER DIVERSITY
• DOING BUSINESS WITH
• …



Finding points of contact

• Social media, professional associations



Finding points of contact

• PROCUREMENT TECHNICAL ASSISTANCE CENTERS

https://www.aptac-us.org/



Finding points of contact

• PROCUREMENT TECHNICAL ASSISTANCE CENTERS

https://www.wispro.org/



Agency Strategic Plans

• How does the DOD do business

• How does the DOD want to do business in the future

• https://www.acq.osd.mil/asda/dpc/ce/docs/1-Strategic_Plan.pdf

https://www.acq.osd.mil/asda/dpc/ce/docs/1-Strategic_Plan.pdf


Agency Strategic Plans



Agency Strategic Plans



Agency Strategic Plans



Agency Strategic Plans



GAO PRODUCTS

• GAO (US Government Accountability Office) offers a variety of resources which may or may not help to 
answer a question, provide insight, or point in the direction of a current or future need. 

• Of course, GAO is probably best known for Bid Protests but as can be seen in the following list, they publish a 
variety of resources.



GAO PRODUCTS



GAO PRODUCTS



GAO PRODUCTS

• GAO provides Congress, the heads of executive agencies, and the public with timely, fact-based, non-
partisan information that can be used to improve government and save taxpayers billions of dollars.

• Their work is done at the request of congressional committees or subcommittees or is statutorily required by 
public laws or committee reports, per their Congressional Protocols.



GAO PRODUCTS
If the government is following the GAO’s guide to assess technology, 
then it would make sense for a company to use that same guide to 
evaluate its technology and possibly identify areas that need to be 
corrected or shored up prior to pitching it to the government.

The item dealing with costs is probably more relevant in a general 
sense. 



GAO PRODUCTS
Another report example:

Veterans Community Care Program: VA Needs to Strengthen Its Oversight and Improve Data on Its Community 
Care Network Providers

If the report is pointing out weaknesses or deficiencies then the agency may need to take action and that may 
equate to developing a new program or letting a contract.
If a company is responding to a RFP the information in a slightly related report may provide ideas on how to 
structure their response/offerings.



AWARDS



AWARDS



AWARDS



AWARDS

WHAT TO LOOK FOR?



AWARDS

• https://www.dibbs.bsm.dla.mil//

https://www.dibbs.bsm.dla.mil/


STAYING INFORMED: PRESS RELEASE AND NEWS



STAYING INFORMED: PRESS RELEASE AND NEWS



CERTIFICATIONS AND WHY THEY MATTER



CERTIFICATIONS AND WHY THEY MATTER
Does your business qualify for Certifications?

Anticipate

WOSB: 3 months
HUBZone 60 days
8(a) 90 days for SBA to render its decision
SDVOSB – self certification in SAM.GOV

Advantages

Set aside
Sole source
Price Preference

Do not Misrepresent



CERTIFICATIONS AND WHY THEY MATTER

https://www.sba.gov/document/support-table-size-standards

https://www.sba.gov/document/support-table-size-standards


CERTIFICATIONS AND WHY THEY MATTER

https://www.sba.gov/federal-contracting/contracting-
assistance-programs/small-disadvantaged-business

https://www.sba.gov/federal-contracting/contracting-assistance-programs/small-disadvantaged-business
https://www.sba.gov/federal-contracting/contracting-assistance-programs/small-disadvantaged-business


CERTIFICATIONS AND WHY THEY MATTER

https://www.sba.gov/federal-contracting/contracting-
assistance-programs/hubzone-program#section-header-0

https://www.sba.gov/federal-contracting/contracting-assistance-programs/hubzone-program#section-header-0
https://www.sba.gov/federal-contracting/contracting-assistance-programs/hubzone-program#section-header-0


CERTIFICATIONS AND WHY THEY MATTER

https://www.sba.gov/federal-contracting/contracting-
assistance-programs/8a-business-development-program

https://www.sba.gov/federal-contracting/contracting-assistance-programs/8a-business-development-program
https://www.sba.gov/federal-contracting/contracting-assistance-programs/8a-business-development-program


CERTIFICATIONS AND WHY THEY MATTER

https://www.sba.gov/federal-contracting/contracting-
assistance-programs/women-owned-small-business-federal-
contracting-program

https://www.sba.gov/federal-contracting/contracting-assistance-programs/women-owned-small-business-federal-contracting-program
https://www.sba.gov/federal-contracting/contracting-assistance-programs/women-owned-small-business-federal-contracting-program
https://www.sba.gov/federal-contracting/contracting-assistance-programs/women-owned-small-business-federal-contracting-program


CERTIFICATIONS AND WHY THEY MATTER



CERTIFICATIONS AND WHY THEY MATTER

https://www.sba.gov/federal-contracting/contracting-
assistance-programs/veteran-assistance-programs#section-
header-2

https://www.sba.gov/federal-contracting/contracting-assistance-programs/veteran-assistance-programs#section-header-2
https://www.sba.gov/federal-contracting/contracting-assistance-programs/veteran-assistance-programs#section-header-2
https://www.sba.gov/federal-contracting/contracting-assistance-programs/veteran-assistance-programs#section-header-2


CERTIFICATIONS AND WHY THEY MATTER

https://www.sba.gov/federal-contracting/contracting-
assistance-programs/veteran-assistance-programs#section-
header-9

https://www.sba.gov/federal-contracting/contracting-assistance-programs/veteran-assistance-programs#section-header-9
https://www.sba.gov/federal-contracting/contracting-assistance-programs/veteran-assistance-programs#section-header-9
https://www.sba.gov/federal-contracting/contracting-assistance-programs/veteran-assistance-programs#section-header-9


QUESTIONS?

6/24/20 Page 80

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



CYBER FRIDAY LIVE WEBINAR SERIES

PRESENTED BY

10/27/22

• November 4, 2022
• Developing and Implementing Essential Security Policies, Practices, and Procedures 
• CLICK HERE for additional information

Presented by Marc Violante, Wisconsin Procurement Institute

• November 18, 2022
• Incident Identification, Reporting Requirements, and Recovery 
• CLICK HERE for additional information

Presented by Marc Violante, Wisconsin Procurement Institute

• December 2, 2022
• Designing and Using Security Exercises to Test and Improve Security Programs
• CLICK HERE for additional information

Presented by Marc Violante, Wisconsin Procurement Institute

https://www.wispro.org/event/acquisition-hour-preparing-for-one-on-one-buyer-meetings/
https://tinyurl.com/hsnjnk2y
https://www.wispro.org/event/incident-identification-reporting-requirements-and-recovery/
https://tinyurl.com/hsnjnk2y
https://www.wispro.org/event/incident-identification-reporting-requirements-and-recovery/
https://www.wispro.org/event/cyber-friday-designing-and-using-security-exercises-to-test-and-improve-security-programs/


ACQUISITION HOUR LIVE WEBINAR SERIES

…More information and registrations at wispro.org/events

• November 1
• Preparing for One-on-One Buyer Meetings

• November 15
• Certifications for Veteran Owned Businesses

• November 29
• The HUBZone Program – Certification Benefits and Regulations 

• January 10
• The SBA 8(a) Program and Small Disadvantaged Business (SDB) Program
•



DOD SUPPLIER ROADMAP SERIES

…More information and registrations at wispro.org/events

• October 27
• Locating Opportunities 

• November 3
• Non-Traditional Acquisition Methods

• November 10
• Information Types & Handling Procedures

• November 17
• Developing a DoD Business Strategy 



Save the date

December 6-7, 2022
MarketplaceWisconsin.com

Plus 1-1 Buyer Meetings

https://www.marketplacewisconsin.com/


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

10/27/22



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

10/27/22

mailto:marcv@wispro.org


SURVEY

10/27/22



This webinar is eligible for 1 CPE credit.
For a certificate of this credit, please contact:

Caroline Boettcher
carolineb@wispro.org

CONTINUING PROFESSIONAL EDUCATION

10/27/22

mailto:benjaminb@wispro.org


PRESENTED BY
Wisconsin Procurement Institute (WPI)

www.wispro.org

Benjamin Blanc
Wisconsin Procurement Institute (WPI) 

benjaminb@wispro.org | 414-270-3600

10437 Innovation Drive, Suite 320
Milwaukee, WI  53226

10/27/22

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