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WPI is Wisconsin’s APEX ACCELERATOR

The APEX Accelerators program, under management of the Department of Defense (DOD) Office of Small Business 
Programs (OSBP), plays a critical role in the Department’s efforts to identify and engage with a wide range of businesses 
entering and participating in the defense supply-chain. The program provides the education and training that all businesses 
need to participate to become capable of participating in DOD and other government contracts.

WPI provides services and training to all of Wisconsin’s 72 counties 

• Individual counseling at our offices, client’s facility or virtually 

• Small group training – webinars and workshops including Acquisition Hours, Cyber Fridays, Evening FAR sessions, 
Federal Market Insights and Local Government Sales Opportunities

• Conferences the Governors Marketplace, The Contracting Academy (TCA), WEDCs Small Business Academy, 
Wisconsin Federal Contractor Forum [DC and in-state], Government Opportunities Business Conference GOBC) 
with WI military bases, End of Year Federal Contractor Update, Annual DOD Contract Management Update, and 
more……

www.wispro.org

Assisting Wisconsin businesses compete in the government marketplace.
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http://www.wispro.org/
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WPI OFFICE LOCATIONS

▪ 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)

▪ EAU CLAIRE
▪ Western Dairyland

▪ FOND DU LAC
▪ Envision Greater Fond du Lac

▪ GREEN BAY 
▪ NWTC Startup Hub

▪ LACROSSE
▪ Veterans in Professions

▪ MANITOWOC
▪ Progress Lakeshore

▪ OSHKOSH
▪ Greater Oshkosh 

 Economic Development Corporation

▪ SUPERIOR
▪ Small Business Dev Center; 

 UW Superior 
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8(a) Business 
Development Certification 

Program

Shane Mahaffy

Lead Business Opportunity Specialist
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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 (5%)

Set-asides are reserved for small business between $10,00 (Micro- 
purchase Threshold)  to $250,000 (Simplified Acquisition Threshold)
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Wisconsin FY23 Small Business Contract Numbers
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Wisconsin Small Businesses 
received in excess of $1 Billion with 
the U.S. Government

Small Disadvantaged Business 
received over $462 Million



8(a) Business Development Program

Access  to business 
development support

Build capacity and grow 
through contracts

Nine-year program available 
once per lifetime
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8(a) Business Development Program Objectives 
 

01 Assistance

Management and 
technical assistance 
to help companies 
compete for 
business 
opportunities

02 Government
Contracting

Helps thousands of 
entrepreneurs 
understand and 
succeed in 
government 
contracting

03
Ability to
Thrive

Assist and graduate 
firms to allow them 
to thrive 
competitively
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Participation and Continued Eligibility
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Participation Starts at Date of Approval

Developmental

Years 1-4

Transitional

Years 5-9

To maintain eligibility: 

• Submit 8(a) annual update on time

• Inform SBA of all material and business changes (prior 

approval required)

• Maintain SAM and DSBS profiles 



SBA Requirements for 8(a) 

1
Small Business 
Size Standard

2 Ownership

3
Control and 
Management

4
Other 8(a) 
Eligibility 
Requirements

5 Character

6
Ineligibility 
Criteria
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Social Disadvantage
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Socially disadvantaged individuals 
are those who have been subjected to 

racial or ethnic prejudice or cultural 
bias within American society because 

of their identities as members of 
groups and without regard to their 

individual qualities. The social 
disadvantage must stem from 

circumstances beyond their control.

13 CFR 124.103

https://www.ecfr.gov/current/title-13/section-124.103


Economically Disadvantaged Requirements to Qualify
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Personal net worth (assets minus 
liabilities) less than $850,000

Three-year average income is 
$400,000 or less 

Fair market value of all assets is 
$6.5 million or less

87 FR 69118    Effective  December 19, 2022



Two-Years In Business
SBA requires a business to be operating for at least 2 years in order 

to qualify for the 8(a) program.

SBA MAY WAIVE THE TWO-YEAR RULE IF:

 
Business management experience

 
Technical expertise

 
Adequate capital

 
Successful past performance

 
Ability to meet requirements
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Is the 8(a) Certification Appropriate for You?

Commercial and 
government balance

Marketing ability

Potential for Success

Diminished 
ability to 
compete

Socially and 
Economically 

disadvantaged
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When Should You Apply?
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Are You Ready…
8(a) Is One-time Only

01
Do you have the CAPACITY to deliver 
on federal contracts?

02 Do you have sufficient CASH FLOW?

03
Do you have demonstrated CAPABILITY 
(past performance)?

04
Can you demonstrate successful PAST 
PERFORMANCE?

05
Are you open to ADVICE on growing 
your business? 



Know the Rules for 8(a) Certification

13 CFR 
part 124

Eligibility

FAR 19.8
8(a) Contracts

Citizenship & Size Disadvantaged Criteria

Ownership
Social and 
Economic 

Disadvantage

Control and 
Management

Potential for 
Success

Character Contract 
Information

Small 
Business 
Programs
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8(a) Business Development Program Benefits

vv

Effective 

Strategy

Mentor-Protégé

Agreement

Joint 

Ventures

Proven 

ROI

SBA 
Assistance
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8(a) Program Expectations 

Setting Expectations

 
Progress measurement

 
Is a business development program

 

Not suited for all firms

 
Limited total dollar value of contracts 

20



8(a) Application Process

BEFORE APPLICATION

• Identify NAICS code(s)

• Register with SAM

MySBA Certifications

APPLY FOR CERTIFICATION

• Review application guide

• Gather supporting documentation

• Apply online at MySBA Certifications

MySBA Certifications

RESOURCES

• Access resources on the Knowledge Base  

• For assistance, contact MySBA Certifications
21

https://certifications.sba.gov/
https://certifications.sba.gov/


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

22

MySBA Certifications

https://certifications.sba.gov/


Business Development Assistance Available to 
Program Participants
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Orientation

8(a) orientation upon approval 
into the program

Referrals and Training

Resource Partner referrals

Marketing

Invitations to 8(a) business 
development events and other 

marketing assistance

Surety Bonds

Increased contract value eligibility 
and assistance



Closing Remarks

SBA Wisconsin District Office 
(www.sba.gov/wi)
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@SBA_Wisconsin

Wisconsin District Office 
Newsletter: GET EMAIL UPDATES

James Strube
James.Strube@sba.gov 

Business Opportunity Specialist

Shane Mahaffy
Shane.Mahaffy@sba.gov

Lead Business Opportunity 
Specialist

http://www.sba.gov/wi
https://public.govdelivery.com/accounts/USSBA/subscriber/new?topic_id=USSBA_132
mailto:James.Strube@sba.gov
mailto:Mara.Wells@sba.gov
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Locating 8(a) set aside 
opportunities
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MARKET RESEARCH AND LOCATING OPPORTUNITIES

https://www.usaspending.gov/

https://sam.gov/content/ho
me
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MARKET RESEARCH AND LOCATING OPPORTUNITIES

https://www.usaspending.gov/
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MARKET RESEARCH AND LOCATING OPPORTUNITIES
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MARKET RESEARCH AND LOCATING OPPORTUNITIES
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MARKET RESEARCH AND LOCATING OPPORTUNITIES
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MARKET RESEARCH AND LOCATING OPPORTUNITIES
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MARKET RESEARCH AND LOCATING OPPORTUNITIES

https://sam.gov/content/home
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MARKET RESEARCH AND LOCATING OPPORTUNITIES
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Marketing your 8(a) 
certified business
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Marketing your 8(a) certified business

Develop a TARGETED Capabilities Statement
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DEVELOP A TARGETED AND STRONG WEBSITE



Develop a TARGETED BUSINESS CARD

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

• COMPLETE contact information including 
street address, telephone and email

• NAICS codes – NIGP codes – UEI – 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

8/13/2025 37

FRONT

BACK

https://www.census.gov/cgi-bin/sssd/naics/naicsrch?chart=2017
https://www.census.gov/cgi-bin/sssd/naics/naicsrch?chart=2017
https://www.nigp.org/our-profession/nigp-code


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.

8/13/2025 38



Last words of advice

8/13/2025 39

• DO YOUR HOMEWORK – UNDERSTAND YOUR CUSTOMER 
AND THEIR NEEDS

• UNDERSTAND THAT YOUR MARKET MAY NOT JUST BE 
LOCAL

• YOU NEED TO GET OUT THERE and SHMOOZE
• 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
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Upcoming Events
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…More information and registrations at wispro.org/events

• July 23 – Federal Invoicing: PIEE / Wide Area Workflow

• August 6 – Writing an Effective Capabilities Statement

• August 20 – End of the Federal Fiscal Year Spending: Are You Ready?

The Acquisition Hour webinar series covers a range of topics from market entry, sales growth, small business 
certifications, compliance, and more. Attendees receive 1 CPE credit for attending.
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…More information and registrations at wispro.org/events

• June 26 – FAR 52.204-21: The Forgotten Baseline of Federal Cybersecurity

• July 31 – CMMC 2.0: What Contractors Must Know in 2025

• August 28 – The Federal Cybersecurity Horizon: Zero Trust, FedRAMP, & Supply Chain Risk

Cyber Friday is a series of one-hour webinars focusing on critical topics for DOD contractors and subcontractors in 
cyber security, data security, and CMMC. Attendees receive 1 CPE credit for attending.
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…More information and registrations at wispro.org/events

July 17
Truax Field

 

July 30
Fort McCoy

 GOBC will provide you the opportunity to gain insights into:

• COFFEE with the COMMANDER
• Current operations and priorities at Wisconsin’s Federal and State government agencies and military facilities
• Connecting with agency and installation leadership, operational staff and buyers
• Locating and bidding on current and future procurement opportunities
• Resources available to assist your business in winning government prime and subcontracts
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Featured Newsletters
Visit wispro.org to sign up for our monthly newsletters

Acquisition Alert | Cyber Newsletter
Events Newsletter
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PRESENTED BY
Wisconsin Procurement Institute (WPI)

www.wispro.org 

Ben Blanc
Wisconsin Procurement Institute

BenjaminB@wispro.org | 414-270-3600

Shane Mahaffy
US Small Business Administration (SBA)

shane.mahaffy@sba.gov | 414-297-1455 

10437 Innovation Drive Suite 320
Milwaukee WI  53226

http://www.wispro.org/
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