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A WIPP Welcome:
Connect and Succeed!
Welcome to the inaugural edition of WIPP’s
myContracting Magazine. Whether you are new to
federal contracting, or an experienced contractor,
having the connections, resources and information
you need provides you the competence and
credentials necessary to succeed.
More than a quarter of a century ago, a group of
twelve women began meeting to discuss their
difficulty in getting federal contracts and these
women forever changed the role women business
owners play in shaping public policy and changed
the perception of women entrepreneurs impact on
our economy. We have made great progress –
women entrepreneurs have come together under
the WIPP umbrella and created a new and visionary
role of our participation in our nation. WIPP
members have fought for policies to help us grow
our businesses with a sense of purpose and
knowledge. We are high profile and focused, and
pursue goals for growth that align with our personal
values and advance the future growth of the
women’s business community. We are in charge of
our future and have built an infrastructure for
success.

MyContracting Magazine pays tribute to those
twelve pioneering women who worked so diligently
for our future, and their work and vision will be
evident in our publication. It is because of them
that
we are here today launching MyContracting
Magazine. Our WIPP leaders will celebrate the past
and build our future success by sharing their
insights and strategies to help you on your
contracting journey, introduce you to Agency
leaders, update you
on essential policies and trends, provide
opportunities and forecasts.
myContracting Magazine is
your contracting magazine –
for you and by you.
Enjoy the journey, build
your competence and
credentials, learn, grow
and share.

Barbara Kasoff
President & CEO, WIPP
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CONTRACTOR

SPOTLIGHT

WIPP National Partner:
Charlotte Baker, CEO, Digital Hands

C

harlotte Baker is the founder and CEO of Digital
Hands, a managed service provider (MSP) committed
to 100% onshore delivery of cyber security,
helpdesk and infrastructure management services.
The company has received numerous global awards
from the Technology Services Industry Association
(TSIA) for its successful execution of IT solutions for
major enterprise clients, servicing some of North
America's largest airlines, telecoms, financial services
companies, and hotel chains. Charlotte is an active
member of WIPP and we spoke to her regarding her
experiences with contracting with the government.

Give us an overview of Digital Hands.

What does the government buy that you sell?
Federal agencies are focused on their cybersecurity
initiatives, paralleling the ever-increasing demand
from our enterprise customers. What differentiates
Digital Hands from our competitors is that we rapidly
identify and assimilate the latest security
technologies and sell them “as a service”. Our
solutions are in high demand where there is limited
budget for staff, an aversion to large capital
expenditures for hardware and software, and the
need for the latest innovations in security technology
and support. Our service design is comprehensive,
including software, hardware, deployment,
maintenance, and ongoing skilled labor support for a
monthly fee.

The company was established in 2001 and provides
information technology services. Digital Hands is
"Digital Hands solutions are
recognized for its core competencies of cybersecurity custom designed, taking into
(information assurance), network infrastructure
consideration unique agency
support and helpdesk services. Each solution is
missions, needs and budgets."
custom-designed, using COTS products, taking into
consideration mission, needs and budget. We provide
customers with turn-key responses, including
strategic sourcing, deployment and ongoing
operational support. Most recently, the company has
been awarded SBA’s EDWOSB third-party
Digital Hands provides comprehensive, customercertification.
focused managed security services, in a 24x7x365
continuous monitoring and management model in six
(6) critical areas: fraud protection; threat
management; security event management; network
security; identity and access management; and,
endpoint security. Digital Hands assists in policy
2013 – WINNER - Innovation in Delivery of Managed creation, workflow design, incident management,
Services
breach response, remediation, and forensics to
2011 – WINNER - Excellence in Complex Application provide clients with a complete cybersecurity
Support
solution. While continuous monitoring and
2009 – WINNER - Best Practices Award for Customer continuous compliance are ubiquitous topics in
Commitment
government right now, our award-winning
2008 – WINNER - Service Excellence – Integrated
infrastructure and help desk (end-user support)
Services
divisions get the attention of procurement teams
looking to keep their day-to-day operations
www.wipp.org

Who to Keep Your Eyes On
What are the top NAICS codes in which you do
business?
Our primary NAICS code is 541519; however, Digital
Hands has the capacity to provide a range of
products and services in many of the 541 categories
and PSC codes.

Why are you interested in expanding into
federal contracting?

unsolicited proposals as appropriate. Based on our
business development analysis, we have now
expanded our partner network to include new federal
prime contractors.
During this entire process, we have relied on WIPP
and its leadership for support, education, and
collaboration with its vast member network.

We have the capability to expand our footprint and
bring our experience and knowledge, gained in a
hyper-competitive enterprise market, to the federal
market. By leveraging the company's technical
expertise, financial success and, now, our
socioeconomic status as a woman-owned small
business, we are prepared to offer our services to
address government agencies’ needs for data and
network security. In 2012, Digital Hands obtained an
EDWOSB certification to augment our technical
capabilities and provide exceptional service, highquality technical support, and low-risk solutions to
federal government clients.

What were your initial steps to position your
company for federal contracting?
Digital Hands offers services that are not typically
requested in federally posted opportunities.
Knowing that fact and to identify our most likely
path to success, we performed a preliminary
business development analysis of federal entities.
This helped us to learn which agencies were most
active in buying IT security services. The results led
us to a finalized roadmap with a very focused
strategy that identified potential agency buyers and
teaming partners.

Charlotte
Baker,
CEO, Digital
With EDWOSB status
Digital
Hands
is ableHands
to act
as a prime. Is this your main objective for
working with the federal government?

The next step was to obtain our EDWOSB
certification. Several months following that success, We are available and interested to contract both as a
prime and a sub. Being a prime makes sense when an
we applied for a GSA IT 70 because we understood
agency wants to set-aside an opportunity for an
the value of an additional vehicle to enhance
EDWOSB firm or has requirements that are
agencies’ ease to contract with Digital Hands. We
established on our GSA IT 70. Working with partners
retained consultants to assist and guide us through
the GSA process. Subsequently, we were awarded our is our legacy from the enterprise sector; it is our DNA.
Since our inception, we have sub-contracted to large
schedule within 2 months of submission. We then
Fortune-ranked organizations, supporting them as
hired the same consultant to help in the
their nimble and scalable service development and
development of our first several RFP responses and
build templates for future opportunities. By learning deployment team under their brand name. Because
from skilled mentors, we strengthened our response we have this depth of experience in providing
services on behalf of large partner companies, we
process so that we 1) can now readily identify
understand how to support and add value to large
appropriate opportunities for our company and 2)
primes and others looking for an experienced, low
understand the components and language of solid
risk sub-contractor.
and substantial responses to RFIs, Sources Sought,
and RFPs. We will also consider submitting
www.wipp.org

now understand that, for what we offer, Digital
Hands needs to be involved much earlier-- in the
pre-RFP process.
The lessons learned along the way that I would pass
on to others:

1.
Don’t worry about the contract vehicles
in the beginning, just build your (focused)
relationships. Establish the need for your
services with your targeted agencies and learn
which partners are aligned with complementary
skills and similar objectives.

What have been your biggest challenges in
achieving success as a newcomer to the
federal market?
Initially, having past performance with enterprise
customers only was viewed as an obstacle. Digital
Hands has a successful 13 year track record in that
space with leading technology manufacturers and
large enterprise customers. Unfortunately,
commercial past performance is not always
accepted in the federal procurement process.
Additionally, the business development learning
curve is very steep as it has no resemblance to that
in the private sector. Knowing the ropes to skip and
the ropes to know continues to be a learning
process and hiring professional consultants as
guides has made the journey easier.

What is the biggest barrier for any IT services
company in entering the federal market?
Simply, it takes a long time to get a return on
investment. If a company is looking to get a one
year return in the federal market, the company
should give it up. A realistic timeframe for
breakeven can be three years. Entering this market
is not for those wanting immediate gratification.
Strong cash flow to support the development is a
requirement as is a tolerance for ambiguity. You
have to be in this for the long run.

What do you wish you knew when you entered
federal contracting that would have saved you
time and money? What advice can you pass
onto others entering the government market?

2.
Respond to RFI’s as a means of showing
your interest in your targeted agencies and
sharing your knowledge. When you show up
over and over again with thoughtful responses,
your company will be noticed and become
familiar within agencies.

3.
Research and understand how your product
or service gets purchased. If you are leading
edge or have a new business model, you aren’t
going to find opportunities that fit your model in
the normal RFP process. You have to create the
demand proactively (which is a longer process)
with the agencies rather than searching in
established publications for opportunities. In
many cases, prime contractors that are
interested in the same business objectives as
your firm, can be great allies.

WANT TO BE IN THE SPOTLIGHT?
To be considered for the Contractor
Spotlight you must be a WIPP National
Partner and an active federal
contractor.
To apply online, click here today.

We wasted a lot of time trying to understand
contract vehicles and getting on contract vehicles
that we now view as unimportant to our success.
We misunderstood the value of submitting
responses to RFI’s. We also followed well-meaning
advice to search for published federal
opportunities and respond to every request that
matched our competencies, including RFP’s. We
www.wipp.org
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CONTRACTING UPDATES
FROM THE CAPITOL

elcome to the policy corner where we recap
Congressional and agency actions which impact federal
contracting. There are all kinds of actions taken by
federal agencies, Capitol Hill and sometimes the
President that have a direct effect on federal
contractors. This column is designed to provide an easy
to read summary of recent policy changes or proposed
changes that affect women-owned businesses and
federal contracting.

Leadership Change
The Senate confirmed
Maria Contreras-Sweet as the new
Administrator of the Small
Business Administration.
Administrator Contreras-Sweet,
the founder of Los Angeles-based
Maria Contreras-Sweet
ProAmérica Bank, now takes the
helm of the government agency critical to the success
of small businesses. Given her background in banking
and community lending, WIPP looks forward to her
firsthand experience in leading the SBA’s efforts to
increase capital access for women-owned businesses.
Also, Senator Maria Cantwell (D-WA)
is the new Chair of the Senate Small
Business & Entrepreneurship
Committee. She takes over for Senator
Mary Landrieu (D-LA) who became
Chair of the Senate Energy and Natural
Resources Committee.

H.R. 4093—The Greater Opportunities for Small
Business Act of 2014: PASSED
Sponsor: Chair Sam Graves R-MO. The bill raises the
federal government’s small business contracting goals:
for prime contracts, the goal is raised to 25% (currently
at 23%); the subcontracting goal is raised to 40%
(currently at 35.9%). WIPP supports this bill, as it would
translate to more than $10 billion in additional
contracting opportunities for small businesses.

H.R. 4094—The Contract Data and Bundling
Accountability Act of 2014: PASSED
Sponsor: Chair Sam Graves R-MO
The bill requires the Small Business Administration to
oversee improved reporting methods on bundled
contracts for all federal agencies. Bundled contracts
undergo additional reviews to ensure fair small business
considerations, and have been under-reported in
previous years. WIPP supports this bill.

H.R. 2751—The Commonsense Construction
Contracting Act of 2013: PASSED
Sponsor: Rep. Richard Hanna R-NY. The bill prohibits
reverse auctions to be used in the awarded of any small
business construction or design contracts.
H.R. 776—Security in Bonding Act of 2013: PASSED
Sponsor: Chair Sam Graves R-MO. The SBA’s Surety Bond
Guarantee is increased from 70% to 90%.

H.R. 2882—Improving Opportunities for ServiceTake Six
Sen. Maria Cantwell Disabled Veteran-Owned Small Business Act of 2013:
PASSED
The House Small Business Committee passed six bills
Sponsor: Rep. Mike Coffman R-CO. The bill moves the
affecting small businesses and contracting. The bills
authority of designating businesses as veteran-owned
included two WIPP priorities: providing sole-source
small businesses (VOSB) or service-disabled veteranauthority for the women-owned contracting program as
owned small businesses (SDVOSB) entirely to the Small
well as increasing the small business contracting goals.
Business Administration (SBA). Currently, both the SBA
The additional focus on improving the Women-Owned
and the Department of Veterans Affairs play a role.
Small Business Federal Contract Program, for which
_________________________________________________
WIPP has long advocated, is more evidence that this
If you support any of the above bills, you should send
issue is of great importance to lawmakers. All six of the
your representative a letter. WIPP plans on issuing
bills now await consideration by the full House.

action alerts on some of this legislation soon – stay
tuned.

H.R. 2542—The Women’s Procurement Program
Equalization Act of 2013: PASSED
Sponsor: Ranking Member Nydia Velazquez D-NY. The
bill provides Contracting Officers with the authority to
award sole-source contracts to women-owned small
businesses through the WOSB procurement program.
While WIPP supports this change, the bill contains
additional language that would eliminate the ability for
WOSBs to self-certify, creating a barrier to women
entering the program. WIPP believes sole-source
authority should be the only focus of the bill.

Follow the Money
The President released his FY2015 Budget Request,
setting the wheels in motion for the FY2015
appropriations process to heat up. Although Congress
does not necessarily follow his lead, they do use this
document as a blueprint from which to work. Take the
time to read about the President's recommendations for
the agencies with which you contract.

www.wipp.org

POLICY
MATTERS

Get Involved
LOCALLY AND ON CAPITAL HILL

Click HERE to find your Senators.
Click HERE to find your Representative.
Check WIPP Member Guidelines for Congressional DC Visits
AND for Local Office Visits
Download your one-pager for upcoming Member visits.

Join the WIPP Advocacy Team Today!
VIEW WIPP'S PROCURMENT POLICY PRIORITIES HERE
www.wipp.org

WOSB OPPORTUNITY
WATCH
W

IPP is engaged with a Prime vendor that
is looking for a WOSB with experience in
conducting Quality Assurance Reviews of
internal audit activities; evaluating
conformance with the Institute of Internal
auditors International Professional Practice
Framework. Selected contractor will conduct
an independent validation of the company’s
Self-Assessment; demonstrated competence
in the professional practice of internal
auditing and the external assessment process
is required. Primary location: Bethesda, MD.
If interested, please connect with Lin Stuart at
LStuart@wipp.org.
We are always happy to post WOSB
opportunities and look forward to hearing
from you when connections are made. This
past week, multiple connections were made
increasing everyone’s odds for success.
If you find an opportunity that only partially
fits your business, let us know at
procurement@wipp.org what is needed to
complete the requirements, and then we will
put the request on a broadcast to the evergrowing Procurement Committee.

SOURCES SOUGHT
Surces Sought is a very important process
toward the success of the WOSB program. It
tells the government there are enough women
business owners willing and capable of
executing the contract as a set-aside. Take a
look at this week’s opportunities to convert
contracts that are open to all small businesses,
to contracts available only to WOSBs and
EDWOSBs. These are opportunities to
collaborate with another WOSB/EDWOSB
under the Rule of 2. So, please consider
teaming with other WOSBs to convert an
opportunity.

CLICK HERE TO VIEW

(Within the WOSB/EDWOSB NAICS codes, but not
yet set aside)

CLICK HERE TO VIEW

(Solicitations for WOSB set-asides from the
Departments of Homeland Security, Army, Air Force,
Navy, HHS, Commerce, and Interior)

BIDDERS WANTED BULLETIN
Have you found a solicitation or presolicitation that is not set-aside for WOSBs, but
you would like it to be? Are you looking for
teaming partners to help your bid on a
contract? Send it to us at procurement@wipp.
org and we will post it to the Opportunity
Watch.

www.wipp.org

2014 WIPP Annual Leadership Meeting
July 22-24, 2014
Hyatt Regency Washington on Capitol Hill, Washington, DC

WIPP Leadership Meetings Offer You:
• Meetings with high level Policymakers
• White House Briefings and Receptions
• Congressional Luncheons
• Networking with key Hill staffers, agency decision-makers and
WIPP Leaders at a Capitol Hill Reception
• Policy Updates, Business Trends and Opportunities
• Capitol Hill Visits

REGISTER TODAY

www.wipp.org

AGENCY FOCUS
This month'sOSDBUtoknow:

Kevin Boshears
Director, OSDBU
U.S. Department of Homeland Security
What is the role of the OSDBU at DHS?

S

ince its inception, the Department of
Homeland Security (DHS) has been committed to
providing business opportunities to womenowned small firms by promoting a team
approach involving senior management,
contracting, program, and small business
personnel with a shared sense of responsibility.

The priority of DHS’s Office of Small and
Disadvantaged Business Utilization is to promote
and develop strategies for small business
participation in the contracts awarded by the
Department. We work closely with the DHS Chief
Procurement Officer and the nine Heads of
Contracting for the major DHS buying activities.

- In Fiscal Year 2013, DHS awarded more than
How is the small business office
$879 million in contracts to women-owned small instrumental in making the agency meet its
businesses, placing DHS first among the top six
5% WOSB goal?
Federal contracting agencies.
- In 2013 the Small Business Administration
(SBA) awarded DHS – for the fourth time – the
Francis Perkins Vanguard award, named after the
first female Cabinet Secretary, for the
Department’s continued support and the
utilization of women-owned small businesses in
federal contracting.
- The SBA has recognized DHS’s overall
commitment to small businesses in its annual
Small Business Fiscal Year Procurement
Scorecard, which rates the success of 24 Federal
agencies in meeting their overall small business
contracting goals.
- Of the seven Federal agencies that spend the
most in contracting dollars, DHS is the only
agency to receive a grade of “A” for four
consecutive years.

With ongoing support from DHS senior
management, the OSDBU’s activities include
managing a small business website, working
closely with Small Business Specialists in each
buying activity, preparing an annual forecast of
contract opportunities, hosting or participating in
outreach activities, maintaining a listing of large
business prime contractors with subcontracting
opportunities, managing the DHS Mentor-Protégé
program, hosting an annual small business
awards ceremony, and facilitating the Small
Business Review Form process for each
contracting action expected to exceed $150,000.
Further, we make efforts to use the WOSB/
EDWOSB set aside programs and last December,
in partnership with WIPP and SBA, hosted a forum
with specific information on about a dozen
current and upcoming WOSB/EDWOSB
opportunities. As a result of these collective
efforts, DHS has consistently exceeded the 5%
WOSB goal.

www.wipp.org

Give us your top three tips for a WOSB to
win a contract at your agency.

While you are at it, any mistakes you would
like to mention?

We have four to share. Over the years, I have
had the opportunity to ask thousands of
successful federal small business contractors
how they became successful and four responses
are repeated over and over. They said that a)
they did their homework and researched
potential clients; b) understood the difference
between various contract vehicles (like GSA
schedules, FedBizOpps open market
opportunities, and multiple award IDIQs); c)
participated in networking; and d) understood
the various facets of teaming. These
characteristics apply to all small businesses,
including WOSBs.

Small businesses should always thoroughly
research a target agency’s mission and potential
needs, respond to RFPs in the way the format
requested, and take the time to understand how
various contract vehicles have differing potential
participation strategies.

What do you like most about your job?
Helping identify small business contracting
opportunities and the joy of seeing a small
business win a contract and perform it
successfully.

AGENCY FORECAST
Federal law requires agencies to make
available projections of contracting
opportunities that small businesses may be
able to perform through Agency Forecasts.
While these forecasts are not guarantees, they
are an excellent source for you to identify
opportunities as early in the acquisition
process as possible and enhance your
opportunities to develop relationships with
contracting officers. This issue of
myContracting Magazine spotlights the U.S.
Department of Homeland Security who
purchases a wide variety of goods and
services, and is highly committed to
supporting small businesses.
To go to the Department of Homeland Security
Forecast, follow THIS LINK, scroll to the
bottom of the page, and click CONTINUE TO
FORECAST. The agency forecast data is for
planning purposes, is not a commitment to

purchase,

and should only be used in helping you with
your market analysis. For additional training
on developing a marketing analysis, please log
onto the webinar listed below found in the
Give Me 5 curriculum under Milestone 4.
Additional webinars are also available to assist
you in targeting agencies. For more
information, please contact Lin Stuart at
LStuart@wipp.org.

VIEW THE AGENCY FORECAST HERE
Give Me 5: Sizing Your Market: The How and Why of Market Analysis
How much of your product/service does the government consume? Who in the government buys
what you sell? How and when do they buy it? This webinar provides you with very specific
information on how to find the information you need to build a government strategy including a
concise checklist for success.
Course instructor: John Stanford, WIPP Government Relations

View Presentation Here
www.wipp.org
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CERTIFICATE: LEVEL ONE
Congrats to the first 8 women entrepreneurs
who have completed Level ONE of the WIPP
Federal Contracting Certificate Program!

1.
2.
3.
4.
5.
6.
7.
8.

Komal Goyal, Managing Partner, 6e Technologies
Gloria Larkin, President, TargetGov
Tyndal Lindler, Owner, Wright Eye Consulting
Ruth Anne Gigliotti, President, Synthesis Professional Services, Inc.
Almeta Walker, CEO, Appraiser Associates, LLC
Patrice Williams, Founder, BrandGov
Julie D'Agostino, President, JMD Enterprises LLC
Lee Platt, CEO, Avening Management and Technical Services, LLC

"Thank you WIPP for including me in the
pilot for the certificate program!
AveningTech has been in business for a
year and prior to the pilot I had already
completed a number of the steps in phase
I of the program, but I was stymied by the
WOSB certification process required by
the SBA – it seemed very complicated, and
I was considering engaging a third party to
do it for me. Your resources, including
easy to follow instructions, presentation
materials and webinars totally demystified
the process and allowed me to identify
and upload the documentation required
for WOSB certification to the SBA website.
In addition, stepping through Level I
allowed me to review my SAM registration
and ensure that everything was up to date
and accurate. I am looking forward to the
next phases of the certificate program!"

"I am very excited about the certification
program started my WIPP, They have
helped in removing the guess work in
becoming a federal contractor they made
the process easy and laid out the details
step by step for a WOSB to prepare
themselves to do business with
government. We have completed the first
level of certification and are excited to get
to the next level."
--Komal Goyal, Managing Partner, 6e
Technologies

Don't hesitate and enroll today
in the WIPP Federal Contracting
Certificate Program!

--Lee Platt, CEO, Avening Management and
Technical Services, LLC
www.wipp.org

Know the History
Define Our Future
developing chapters across the
country while identifying allies in
Congress and the executive branch.
After spending 12 years building a
base, working with Washington
leaders on legislation, and positioning
its members into key positions, HR
5050 was signed into law in 1988 by
then President Ronald Reagan as the
Women’s Business Ownership Act of
1988.

Give Me 5 online curriculum,
mentoring opportunities and
government buyers. Its goal is to
provide women entrepreneurs with
knowledge and connections to help
them successfully compete in the
government marketplace. As a result
of these efforts, there now are 374
eligible NAICS codes in the WOSB set
aside program with no contract award
size cap limits.

Known as the “Big Bang” of women’s
entrepreneurship, HR 5050 began the
process of leveling the playing field
for women accessing capital from
banks; created entrepreneurial
By Virginia Littlejohn
education opportunities for women
President & CEO, Quantum Leaps
through the Women’s Business
Centers; added women ownership to
the Census so women business
ating back to the early 1910s,
owners could, for the first time, be
International Women’s Day has been accurately counted; and created a
observed all over the world, first as a federal advisory council to serve as an
call for women’s and their right to
independent source of advice and
vote, then slowly evolving to the more policy recommendations to the
contemporary recognition of women’s president, Congress, and the U.S.
economic, political and social
Small Business Administration on
achievements. As WIPP launches its
economic issues of importance to
first publication of the landmark
women business owners.
myContracting Magazine, I am moved
and awed by the tremendous work
There was one major issue that
that women all over the world have
decidedly was missing from HR5050 –
embarked upon for the chance at
federal procurement for womenpolitical, economic, and social
owned businesses (because we
equality.
realized that we would lose the entire
bill if this language was included).
Only 25 years ago in the United
Procurement has remained a priority
States, House Resolution (HR) 5050
issue for WIPP and its coalition of 75
was a major milestone in the lives of business organizations, culminating
women business owners because it
with the release of the WOSB Federal
gave political approval and
Contract Program in April, 2011. WIPP
acknowledgement to women’s
continues to be a strong force for
contributions to the economy. The
government contracting education
women’s business community joined through Give Me 5, a nationally
together, and its new focus took aim
recognized online education program
at the burning business issues that
developed through WIPP’s
impacted women business owner’s
partnership with American Express
bottom lines – accessing capital and
OPEN, and ChallengeHER, an initiative
winning government contracts.
from the Small Business
Women business owners understood Administration (SBA), WIPP and
the importance of unity, and in
American Express OPEN.
1974-75, 12 pioneering women
ChallengeHER is designed to
business owners incorporated as the strengthen and promote the WOSB
National Association of Women
Federal Contract Program and offers
Business Owners (NAWBO),
events, workshops and access to the

While we continue to make many
gains, much work remains to be done,
and it requires the engagement and
commitment of the women’s business
community. We must be informed
and we must work together to ensure
the active participation of all women
in every facet of our economy. As
Secretary Hillary Clinton has said, and
many have echoed, “When women
succeed, economies succeed.”

D

www.wipp.org

I’m delighted to see WIPP’s newest
initiative, MyContracting Magazine,
which provides invaluable
educational tools, resources and best
practices from top women contractors
and the small business liaisons and
contracting officers who are
committed to our success.
__________________________________

Virginia Littlejohn is the Global
Advisor for WEConnect International,
which she helped incubate as CEO and
Co-Founder of Quantum Leaps.
Quantum Leaps works on strategic
initiatives to fuel the growth of
women’s entrepreneurship, including
development of global "Roadmaps to
2020." Virginia was President of the
National Association of Women
Business Owners in the U.S., an
architect of the Women’s Business
Ownership Act signed into U.S. law in
1988, and Vice President of the World
Association of Women Entrepreneurs.
She was the OECD’s Senior Advisor for
Women's Entrepreneurship for 10
years, and is currently Lead
Consultant for the UN International
Trade Centre’s 10-year “Platform for
Action on Sourcing from Women
Vendors.” Virginia has won numerous
awards for her women
entrepreneurial advocacy.

CONTRACTING
MEDIA & NEWS
Setting Aside the Glass Ceiling: WOSBs Should
Have the Same Advantage as Other Set-Aside
Programs
By Jon Williams and Megan Connor, PilieroMazza PLLC
Pam Mazza, Managing Partner, PilieroMazza, is a WIPP
National Partner & on the Board of Directors.
April 1, 2014

CLICK TO READ

Maria Contreras-Sweet
Confirmed by Senate to Lead
Small Business Administration
March 27, 2014

CLICK TO READ

2013 Data on Government
Spending by Agency
CLICK TO READ
Lourdes Martin-Rosa’s Government
Business Solutions Helps Small
Businesses Gain Government
Contracts
By Lourdes Martin-Rosa
February 9, 2014

CLICK TO READ
www.wipp.org

THE IMPORTANCE OF PAST PERFORMANCE
FOR SUCCESS IN GOVERNMENT CONTRACTING
purposes, regarding a contractor's actions
under previously-awarded contracts.
Items that might be included in your past
performance:
• Conforming to requirements and to
standards of good workmanship
• Forecasting and controlling costs
• Adherence to schedules, including the
administrative aspects of performance
• Reasonable and cooperative behavior
and commitment to customer satisfaction
• Reporting into databases
• Integrity and business ethics
• Business-like concern for the interest
of the customer

By Jennifer Bisceglie
President & CEO of Interos Solutions and
Chairman of the Board for WIPP
During the selection period, the customer may

W

hen seeking any Government contracts,
you should expect to be asked to submit past
performance references and that the
Government will actually check these
references. It is critical to your success that
you ensure you have references that you can
go to (hopefully all of your customers!) and
that you prepare them ahead of time to
ensure they are ready for the call and the
questions they might receive. As this is
viewed as risk mitigation by the Government,
your past performance will be a significant
factor in you gaining that new client.
The Federal Acquisition Regulation (FAR)
defines past performance as relevant
information, for future source selection

request your past performance directly from
you, may ask your past clients to complete a
document, or may use the Contractor
Performance Assessment Reporting System
(CPARS) and Past Performance Information
Retrieval System (PPIRS) systems to do
research – or any mix of the above.
Three Tips for making the most of Past
Performance:

TIP1

Keep your past performance
documented for ease of use. As you
begin gaining past performance, it is good
practice to document and catalog these,

Give Me 5: The Importance of Past Performance
Listen to this podcast to understand the size, scope and complexity of Past Performance key words, how
to research teaming partners to avoid surprises during debriefings, and when not to provide past
performance. Instructors provide first-hand knowledge of lessons they have learned in their federal
contracting journey.
Course Instructors: Jennifer Bisceglie , Chair, WIPP Board of Directors and President, Interos Solutions,
Inc. & LaVern Jackson, WIPP Board of Directors and President and CEO, Joint Logistics Managers, Inc

Listen to the Podcast | View the Presentation
www.wipp.org

with the appropriate points of contact, so they
are ready at a moment’s notice for use in a
proposal, white paper, or simply an email follow
up to a meeting. Clients like to know they are
not the first to use your services, or if they are,
how have you done similar work and/or
partnered with another company to mitigate
their risk and provide assurance that they can
trust in you that their program will be
successful.

TIP2

Ensure you have good past
performance before you need it. It is
incumbent upon you to ensure you have ‘raving
fans’ in your past and current client base. Ask
the tough questions as the project is occurring,
to ensure when that client is asked for their
review of your work, they will feel comfortable
vouching for you and your company. And when
the time comes to have them act as a reference,
ensure you take the time to prep them, if
possible, with information on the work you are
pursuing, how it relates to the work you did for
them, and ensure they are comfortable acting as
a positive past performance for you. No one
likes surprises – your client will appreciate this

preparation and you will know the response you
can expect them to submit.

TIP3 Put your best experience forward.

If
you are just beginning your pursuit of
government contracting, you should feel
comfortable submitting similar commercial
work experience as past performance. The more
you can draw the parallels to the prospect’s
challenge and how you are going to solve it,
using their language, the more useful your past
performance will be.
___________________________________________
Jennifer Bisceglie, is an award winning business
owner of Interos Solutions, a multi million dollar
supply chain and logistics company that helps
create comprehensive cyber, supply chain risk
management process and technology solutions
for numerous government agencies and
commercial entities. Jennifer recently spoke as
part of a Congressional Delegation in Taiwan
about Taiwan/Japan/US global economic
opportunities and the importance of supply
chain security between the 3 countries. Interos
is a recent awardee of the AT&T &WIPP
Innovator of the Year.

Reducing Your Supply Chain Risk
Interos specializes in Intelligence and Security Operations, Cyber Security
and Information Technology. Portfolios include decisions on internal risk
tolerance, gathering of business intelligence, supplier engagement/
mapping, onsite assessments, and awareness and training events. Interos
has worked with a number of both public and private sectors companies in
various industries ranging from technology, infrastructure, and telecom to
food, medical devices and pharmaceuticals.
Call us at (703) 677-3135
or visit us at www.interos.net
Women’s Business Enterprise National Council I Virginia Department of Transportation/ Small, Women- and
Minority-owned Business, (VDOT/SWaM) I NAICS: 541330, 541511, 541512, 541513, 541519, 541611, 541614,
541618, 541690, 541990, 611430
www.wipp.org

TOP TIPS
WIPP has challenged women business owners to submit a contracting tip .
See what your WBO peers have to say and submit your tip today!

Nancy Goshow's Tip:
"Continually follow these five key drivers to keep your sales and
marketing on track for Federal Government procurement opportunities:
Differentiate your company; focus on your core strengths and target
agencies; build long term relationships; create strong Past
Performance and do your homework by knowing your customer."

Nancy Goshow
Senior Managing Partner Goshow Architects, LLP

Gloria Larkin's Tip:
"Know your prospect if you want her to become a customer. Your
prospect may be an agency, prime contractor or teaming partner. You
will see better results by investing 30-60 minutes of research on the
organization before asking for that first critical meeting."

Gloria Larkin
President, TargetGov

Magdalah Silva's Tip:
"Always think about the value you bring to the customer requirement.
Whether it is innovation value, efficiency value or technology value. The
landscape has changed where agencies need to do more with less. The
gap between more with less represents value."

Magdalah Silva
President/CEO, DMS International

Julie D'Agostino's Tip:
"Be transparent. That is the best way to build trust and loyalty resulting
in repeat business between both customers and vendors. And don't be
afraid to ask for the order."

Julie D' Agostino
President, JMD Enterprises LLC

Lynn Petrazzuolo's Tip:
"Understand contract reporting, accounting, and recordkeeping
requirements – it doesn’t matter how good your work is if you can’t
manage the contractual requirements. And if you don’t have the
capabilities in house, be sure to hire qualified, experienced help."

Lynn Petrazzuolo
President, Avanti Corporation
www.wipp.org

TOP TIPS
Video Submission:
Rachel E. Ramirez's Tip

Rachel E. Ramirez
President/CEO,
Performance Excellence Partners, Inc.

Sylvia Medina's Tip:
"Try and become a subcontractor to somewhere who is already working
out on the job you are chasing down. This will help in getting you the
experience and exposure with the customer. To do this you may need
to work out an arrangement with the subcontractor for quid pro quo, or
else if they cannot chase down the procurement themselves, you can
flip positions on the job!”

Sylvia Medina
President, Green Kids Club

Lee Platt's Tip:
"It always boils down to relationships. AveningTech’s business
development strategy is focused almost exclusively on leveraging
“warm” client and prime contractor relationships to identify
subcontracting opportunities. We share capabilities presentations,
attend trade organization events, and take advantage of existing
relationships with decision-makers in both large and small prime
contractor organizations."

Lee Platt
CEO, Avening Management & Technical Services, LLC

Tyndal Lindler's Tip:
"Study the solicitation/contract with specific attention to the
Statement of Work and Deliverables; with attentiveness to
deliverables contained in contract clauses. This is essential for
understanding the cost to perform, ensuring successful performance!"

Tyndal Wright Lindler
Owner, Wright Eye Consulting
www.wipp.org

UNDERSTANDING THE GOVERNMENT BUYER
program? Does this buyer participate in the
WOSB program?
A good start for understanding your buyer is
to watch the curriculum from which your
contracting officer is being trained. What is
it that they are taught to look for? How can
you provide the missing pieces for them?
The SBA has a few webinars posted on their
website uniquely for contracting officers on
the WOSB program:
1.
How does a contracting officer do
his/her market research?

By Barbara English
President, English Solutions

How well do you know your customer?

2.
What does your contracting
officer know about the WOSB program?

What is it that your customer is looking for?
You understand to be a part of government
contracting you must understand who the
agencies are and what it is that they
purchase, and hopefully, it matches to what
you are selling. You have completed your
market analysis and know which agencies
you are targeting … and more specifically,
you know the buying centers. That’s a good
start, but do you know the buyers?

In addition to the curriculum noted above,
contracting officers are also trained on
procurement integrity. See the booklet
issued by the Office of Government Ethics
and FAR Part 3 as good examples

Contracting officers are taught not to favor
one contractor over another and to be fair to
all offerors. Of the hundreds of contracting
rules out there, contracting officers pay the
most attention to this one. Why? They do so
You must understand that there is a person because fairness in government contracting
behind the agencies and buying centers, and is important. More paramount though, is the
a wise contractor learns who they are, what penalty for not doing so or even appearing
to do so. Contracting officers are taught over
they are being taught, and what they need.
and over to be very careful about this.
What is the history of your buyer? How
does your buyer learn about the WOSB
Give Me 5: Strategies for Winning Contracts from a Contract Officer Perspective
This course will cover: - The most effective federal officials to engage with that are not well known
but powerful. - How to determine the best agencies to contact based on your NAICS codes. Strategies to ensure you land your second contract after the first one. - Tips on how to price
government contracts. - How the "internal” source selection process works for Contracting Officers. The best small business programs and certifications available for small businesses.
Course Instructor: Barbara English, President, English Solutions

Listen to the Podcast | View the Presentation
www.wipp.org

Contracting officers are subject to criminal
penalties, including jail, for not following
procurement integrity. This is why you see
questions from contractors on RFPs and
Sources Sought answered publicly to all
contractors. It is also why Industry Days
are held so contractors are given the same
information at the same time. You may
have noticed how careful contracting
officers are when they talk to you about
requirements already in the acquisition
cycle. They are following the procurement
integrity rules.
Now that you understand your buyer,
I encourage you to go back to the
Give Me Five training course on
Strategies for Winning Contracts from a

Contract Officer Perspective and really
understand how to approach and work with
your buyer in a language that THEY
understand.
______________________________________
Barbara English, is the founder and President
of English Solutions Inc. She is an expert in the
government contracting arena with more than
36 years of experience in awarding
government contracts. Currently, Barbara
consults with and helps small businesses
win federal contracts. She has won her
clients over $36.8 Million in federal
government contracts over the last
several years. Barbara was recently
awarded the 2013 WIPP President’s
Award.

M

anaged Care Advisors (MCA) is an innovative,
woman-owned small business specializing in workers’
compensation, employee health benefits, and disability
management. For more than 25 years, our principals have
participated in the evolution of managed care. MCA has
www.mcacares.com
successfully designed, implemented, and managed workers’
301-469-1660
and are prepared to assist
compensation and employee health and welfare programs have received security clearances
you
in
meeting
your
objectives.
Contact
us today to see
for large public and private corporations and local, state
how we can empower productivity for your organization.
and federal government entities. As experienced
government contractors, all of our staff and partners

www.wipp.org

THE WIPP CORNER
WHAT YOU MISSED
LIVE EVENT:
ChallengeHER--Norfolk, VA
February 19, 2014

VIEW THE AGENDA RECAP

ONLINE Give Me Five TRAININGS:
Using WOSB Certification to Team with 8a
Instructor: Barbara English, President, English Solutions
February 18, 2014

Watch Here On-Demand
Building a Compliant WOSB/EDWOSB
Instructor: Maria Panichelli, Attorney, Cohen Seglias Pallas Greenhall
& Furman
February 18, 2014

Watch Here On-Demand
Perks, Procedure & Common Pitfalls Relating to WOSB
Certification
Instructor: Maria Panichelli, Attorney, Cohen Seglias Pallas Greenhall
& Furman
February 11, 2014

Watch Here On-Demand
Focus on Performance Metrics-Why It Matters In the
Federal Space
Instructor: Lauren Weiner, President/CEO, Wittenbery Weiner
Consulting LLC
February 5, 2014

Watch Here On-Demand
www.wipp.org

UPCOMING EVENTS

LIVE EVENTS:
ChallengeHER-- WOSB Opportunity Forum
U.S. Department of Energy
Washington, DC, April 17, 2014

Register Today!
Register Today!

ChallengeHER-- Seattle, WA
April 22, 2014

ChallengeHER-- Boise, ID

Register Today!

April 23, 2014

ChallengeHER-- New York, NY

Register Today!

May 21, 2014

ONLINE Give Me Five TRAININGS:
Government Reporting: It Can ‘Make or Break’ Your Customer
Experience
Instructor: Misty Mayes, President/Founder,
Management Solutions, LLC
April 23, 2014 -- 2:00 PM EST

Register Today!

There’s no “I” in Team: Understanding How to Effectively Team
on a Federal Project
Instructor: Maria Panichelli, Attorney, Cohen Seglias Pallas Greenhall
& Furman
May 7, 2014 -- 2:00 PM EST

Register Today!
www.wipp.org

ENROLL TODAY!
www.wipp.org

