myContracting
Magazine

WIPP's Federal Contracting Resource
for Women Entrepreneurs ISSUE 04 / JANUARY 2015

Victory:
WOSB SOLE SOURCE!
Strategies for Q.1
FY15 Buying Season
DOE WOSB Advocate
SBA District Office
Stra
The Ins & Outs of
se
Contract Compliance
Top Tips
se
GSA Professional
Service Scheule
WOSB
se
Opportunity Watch

Contractor Spotlight
Vanessa Ali, President

All-U-Need Personnel

se

A WIPP Welcome:

New Year, New Congress, New Opportunities
With 2014 still close in the rear-view mirror it makes sense
to once again celebrate the inclusion of sole source
authority for the WOSB program in the NDAA. This victory
is due to the enormous response and help from our leaders,
partner organizations and thousands of women business
owners who stood up to make their voices heard on this
important issue. We look forward to including your WOSB
sole source success stories in future articles, so please make
sure you keep us in the loop by emailing them to us at
ewilhelm@wipp.org
2015 is now upon us, and with the New Year, the 114th
Congress has convened. Remember, along with resources
like myContracting Magazine, WIPP is your turn-key
resource to understand what issues impacting your
business are being discussed in and with Congress. If you
are not a member, please consider joining – if you are a
member, thank you, our work would not be possible
without your support.
To learn more about WIPP’s 2014 policy accomplishments
and goals, click here.

Barbara Kasoff
Founder/President/CEO
Women Impacting Public Policy

Contact: Lin Stuart, WIPP Procurement Programs Manager
Email: lstuart@wipp.org | www.wipp.org
Phone: (415) 434-4314 | Fax: (415) 434-4331
Address: 418 C st. NE First Floor, Washington, DC 20002
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program to more industries where the
ENORMOUS VICTORY FOR WOMEN
SEEKING ACCESS TO FEDERAL CONTRACTS program is needed. The study was originally

W

omen Impacting Public Policy applauds
Congress for passing legislation to improve the
Women-Owned Small Business (WOSB) Federal
Contract Program, helping women
entrepreneurs access the federal market. The
change is part of the National Defense
Authorization Act (NDAA) for Fiscal Year 2015
(H.R. 3979) passed by the House and Senate
earlier this month.

required by 2018—more than eleven years
after the last study—but would be accelerated
to 2015.

“We are grateful to the House and Senate for
ensuring sole source remained a priority,
including the leadership of Senators Cantwell
and Shaheen as well as Representative Jackie
Speier. This is the kind of legislative victory I
envisioned when we established WIPP,” said
Barbara Kasoff, founder & president of WIPP.
“Our advocacy and the WOSB procurement
program are inextricably linked. Sole source
The WOSB procurement program, officially
has been our top priority to improve the
launched in 2011, is a critical entry point into
program and expand access to the federal
the world of government contracting for
market for women entrepreneurs. I am
women entrepreneurs nationwide. Since its
optimistic that these changes will help the
inception, the WOSB procurement program has
government reach and exceed, for the first
been hampered by restrictions on the size and
time, its 5% contracting goal.”
type of contracts awarded. All other major
small business contracting programs have soleSole source legislation had broad support in
source authority, however the WOSB
Congress as well as at the Small Business
procurement program does not have it. This
Administration. Administrator Contreraslegislation fixes that inequity.
Sweet made improving this program a priority.
This victory was made possible with her
The legislation also expedites a disparity study
support and from a broad coalition of women’s
by the U.S. Small Business Administration
business and small business organizations that
(SBA), which identifies under-represented
supported the legislation. The President is
industries for participation in the WOSB
expected to sign the bill into law later this
procurement program. Supporters have noted
month.
that the study is critical to expanding the
www.wipp.org

By Jennifer M. Horn and Maria L. Panichelli,
Cohen Seglias Pallas Greenhall & Furman PC

I

t is no secret that in light of budget cuts,
government spending on construction related
projects was down last year. One might
reasonably expect this to be bad news for Women
Owned Small Businesses (“WOSB”). However, the
overall decrease in government spending has not
resulted in a corresponding decrease in WOSB
construction contracts. Recent numbers show a
documented increase in WOSB contracts. Even
with government cuts, WOSBs increased by $100
million overall. All of this bodes well for WOSBs
looking to increase profits and market share in
the coming year.
That means there is no better time than the
present for you to get prepared! We invite you to
participate in the following construction webinars
that will focus on best construction business
practices and offer tips on avoiding common
business pitfalls. This is the second year of our
ongoing series. Please join us!
Offering counsel to contractors on all aspects of
small business procurement, we have acquired
substantial experience with the government's
WOSB/EDWOSB (as well as 8(a), VOSB/SDVOSB,
and HUBZone) small business programs, they
provide effective assistance to clients applying for
WOSB, or competing for WOSB program set-aside
contracts. Jennifer and Maria have successfully
challenged negative agency findings with regard
to clients’ eligibility, and successfully defeated
both size- and status-related bid protests brought
by competitors. Their small business practice also
involves drafting corporate governance
documents that will comply with small business
program eligibility requirements.

The Fundamentals of the FAR, Part 2: The
Source Selection Process – Now that you have

process, so that you can use the process to your
advantage in winning more contracts!
REGISTER HERE, February 25, 2015 * 2:00 ET

The Fundamentals of the FAR, Part 3:
Debriefing and Protests – You just got the bad
news that you didn’t win that contract you were
competing for. Want to know why? Want to know
if there is any way to fight the agency’s decision
and get the award after all? Sign up for this
webinar and learn all about debriefings and
protests. We will teach you how to use debriefings
to see what you did wrong and what you did right,
and walk you through the proper protest
procedure when you know the contract was
improperly awarded to someone else.
REGISTER HERE, April 8, 2015 * 2:00 ET

Bonding and Liens - The job is underway - but is
your paperwork in order? Knowing the
applicability and limitations of bond and lien law
can sometimes make or break your bottom line.
Sign up for this webinar and learn how to
capitalize on these common but oft
misunderstood creatures of construction law:
bonds and liens. This webinar will address
common bond and lien law pitfalls.
REGISTER HERE , April 29, 2015 * 2:00 ET

Defending Against Protests – Common Pitfalls to
Small Business Program Eligibility (Affiliation,
Control and Ownership). The good news is you
won the contract. The bad news is that a
disgruntled competitor has challenged your
eligibility, and is protesting your award. Sign up
for this webinar and learn how to defend yourself
from eligibility protests, as well as how to prevent
them in the first place by addressing common
affiliation, control and ownership pitfalls.
REGISTER HERE, May 13, 2015 * 2:00 ET

Negotiation Tactics for Women – Join us for a

panel discussion on the best practices for
put your bid or proposal together, what comes
negotiating construction subcontracts!
next? This webinar teaches you about how the
REGISTER HERE, June 3, 2015 * 2:00 ET
Government goes about selecting the ultimate
awardee of the contract. Learn about “best value”
1. Bloomberg
and “trade off”.
Familiarize yourself with the source selection
www.wipp.org
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y story is quite unique, because I
went from working as a temp to owning
my own temp agency. I was working for a
small business that lost its government
contract with a federal government
agency. I found myself unhappy with my
situation and didn’t know where I wanted
to go next in my career. I needed a job fast
because it was right around the holiday
season. My heart was starving for
fulfillment and satisfaction. I was
bankrupt in my mind. I had to dare to
embrace change.
I had a friend who was working for a
temporary agency in Washington, DC.
She suggested that I work on a temporary
basis while I was looking for a permanent
job. The idea never even crossed my mind
because I had never heard of working for

a temporary agency. I worked for a
couple of agencies and made friends at
these various work sites. One Friday
evening while going to pick-up my check,
I was divinely inspired to start my own
temporary agency. I knew I enjoyed
helping people with their career path, so I
decided to start my own staffing agency. I
had to then change my mind from being
an employee to becoming an employer. I
had no industry experience, so I had to
challenge myself to learn the staffing
industry and this is how I jumpstarted my
business. I went to the Small Business
Administration, which I suggest is the
first place to start. I met with SCORE
representatives and they advised me on
how to get started in doing business with
the federal government.
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I went back to some of the federal
agencies that I used to temp for and let
them know that I had started my own
business and they were very eager to
assist me in getting a contract. My very
first federal contract was a sole source,
and I had not been in business for a year
at that time. It was just the connections
that I had made while working as a
temporary employee at so many federal
agencies. I met with every Office of Small
and Disadvantaged Business Utilization
director there was at the time back in
1996. From there it’s just history.
What does the government buy that you
sell?
The federal government has really cut
back on the employees they hire. There
has been so many hiring freezes at the
various agencies. This is good for me
because I sell staff augmentation
services. We assist the federal
government in reducing their costs by
providing them with skilled talent. This
saves them time with hiring and also
with the benefits that it costs to hire an
employee. Just about every government
agency has contractor doing the work
that federal employees used to do
previously. This is a benefit to the
governemnt.
What are the top NAICS codes in which you
do business?
My top NAICS codes are 561320, 561210,
561110.
Tell us about a recent "win."
I recently won a five year BPA with the
Peace Corps to provide acquisition
support services to their various offices. I
also just won a long term contract to

become one of the Preferred Staffing
Agencies to Lockheed Martin’s Managed
Service Providers providing them with
adminstrative support staffing.
Do you serve as a prime or subcontractor
and what strengths do you bring to each
area?
I have always served as a prime
contractor since I've been in business. I
have not had the opportunity to serve as
a subcontractor. The strenghs that I bring
as a prime contractor is my years of
federal goverment experience. I know
what language to look for when putting
teaming arrangement together. I have
worked hard in putting the tools needed
for success. I could assist and guide a
subcontractor on a path to accomplish
their goals of future subcontracting
undertakings.
What competencies do you believe are
critical to your success?
I have a very positive self- image and I
believe in myself. I believe in my
abilities, I believe in my dreams and I
believe in a power greater than myself. I
pursue my passion which is helping
people on their career path. I'm a hard
worker. I set goals because this allows
me to focus my energy. I also put a plan
together to achieve my goals on a yearly
basis. I put together a strategy of things
and activities I need to do each day to
move me in the direction of my goals.
When I get discouraged because of some
delays, I don't see them as denials. I go
back and regroup and get some fresh
thinking. I continue to stretch and push
myself. I'm always reaching farther.
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"Don't just strive for a single sale, make relationships.
Just like a close friend, your relationships with your
customers must be nurtured."
Give us your top THREE tips for success in
federal contracting.

1. Marketing, marketing,

marketing…securing a government
contract takes a lot of work, and a good
portion of that may include marketing
your business to procurement officers.
This is an often neglected step,
overlooked by business owners who
think once they’ve registered in CCR and
ORCA the contract offers will just come
rolling in on their own. Few things in
business work this way. It is very
important that you build relationships
with the government agencies in your
region and even with other businesses.
Attend networking and matchmaking
seminars, small business and government
workshops, and reach out one-on-one to
procurement officers in your area. It will
take some time, research and work, but
the results will be well worth it. Know
who your customers are. There are
several federal agencies that buy your
service or product more than others.
Focus on these agencies. Don't spend your
time and energy on courting an agency
that doesn't buy your product or service.

2.Of course, don’t overlook the basic

requirements to work government
contracts, such as properly completing
CCR and ORCA registration. Ultimately,
being successful in government
contracting comes down to being patient
and persistent. There are few overnight
successes. It can take anywhere from
12-18 months before you secure your first
contract. When you do get the contract,

don't just make a customer, learn the
customer. Know what your customers
like and dislike. Listen to what they have
to say. Don't just strive for a single sale,
make relationships. Just like a close
friend, your relationships with your
customers must be nurtured. Don't be
afraid to fail.

3.

Remember, as a “woman,” the fight
may be harder and more challenging, but
the end result of your efforts is that you
will be economically successful.
This is a microwave generation. Everyone
wants things to happen fast. You have to
be dedicated, work hard, and have a
passion for the things that you want to see
happen. You must strive to be excellent in
your skills and business. Be relevant and
expose yourself to learning from the very
best mentors in your industry.
Network and follow up to keep
relationships alive. Strategically select
networking events and conferences
around your industry, and attend them
regularly.
Be friendly with everyone, get their
business card, and connect with them
socially (LinkedIn, Twitter, etc.). This will
keep the relationship alive without a
massive effort on your part.

www.wipp.org

What do you wish you knew when you
move around to different agencies all the
entered federal contracting that would have time. Sometimes they leave the
saved you time and money?
government and new people are t here
for you to get to know. Myth number one,
When I recieved my Small Business
contracts don't fall from the sky because
Administration 8(a) status, I thought that of certifications.
contracts were just going to come to me
This issue's theme is focused on Q.1
without doing any marketing. I wish I
strategies, what tips or best practices to you
would have knew that you must never
stop marketing your services. I don't care have for readers as they enter the FY15
federal marketplace?
how many certifications you have. The
government is not buying certifications,
they are buying a product or service and Look at the previous year’s spending
habits to give you an idea of what will be
you have to let them know that your
purchased. Start making the connections
company is the best resouce for them.
You can have the best product or service, in the fourth quarter for the next fiscal
year. When you view the procurement
but unless you continue to market your
company, it will eventually be gone out of forecast for federal agencies get the
your customers mind when they want to names of the procurement officials and
make a purchase. You have to nature the try to arrange face to face meetings with
relationships of the contracting officials. these individuals. Use the Federal
I thought that now that I've got a couple Procurement Data System as a tool for
of really good contracts, that I will be set. marketing.
You have to continue marketing to the
federal government because people

www.wipp.org

By Lynn Douthett
SBA North Carolina District Director

S

BA District Offices are responsible for
the delivery of SBA's many programs and
services throughout the country. It is
through these offices you can access the 3
C’s of SBA: Counseling, Capital and
Contracts.

click on the “Contracting” tab to find
information on all SBA contracting
programs, videos, tutorials, contacts, and
more. Click on the tab “About SBA” –
you’ll find the link to all district offices.

COUNSELING - Find local counselors

and mentors through the SBA network of
non-profit partners including SCORE,
Small Business Development Centers
(SBDC), Women’s Business Centers and
Veteran’s Business Outreach Centers to
help with starting, running and growing a
small business.

CAPITAL - Learn about SBA loan

programs for starting or growing a
business and find local participating
lenders in your area that can support your
working capital and other financing
Lynn Douthett speaks at the ChallengeHER North
needs.
Carolina event.

CONTRACTS – Locate resources to see

SBA has government contracting
assistance for business owners as they
grow their business. To evaluate whether
or not to pursue federal contracts, we
have the online SBA government
contracting classroom. The Government
Contracting 101 course is a great place to
How do you get started? Visit sba.gov and
start. If you are already engaged in federal
click on the “Contracting” tab to find
procurement or ready to take the plunge,
information on all SBA contracting
there are Procurement Technical
programs, videos, tutorials, contacts, and
Assistance Centers (PTAC) throughout the
more. Click on the tab “About SBA” –
country. PTAC counselors offer training
you’ll find the link to all district offices.
opportunities on different topics to help
you navigate the maze of federal
How do you get started? Visit sba.gov and
procurement.
if your small business is ready to access
the over $600 billion in contracts awarded
by the U.S. government each year.
Partners can help you evaluate your
eligibility for set aside programs.

www.wipp.org

1.

PTACs are funded through the Defense
Familiarize yourself with the
Logistics Agency, and the PTAC counselors
agencies you are targeting. Make sure you
can help you:
know the process and the appropriate
points of contact at that agency
Determine your readiness for
procurement
Know the Set-Aside rules for small
business contracts
Complete mandatory and beneficial
registrations (i.e. System for Award
Use local resources like Women’s
Management, SAM.gov)
Business Centers and PTACs

1.

2.

2.

3.

3.

4. Join women’s and procurement-

4.

5. Attend training and trade show

Identify your eligibility for special
preference programs, such as WOSB, 8(a),
HUBZone
Identify and pursue opportunities for
prime and subcontracting

5.

Understand the terminology and
requirements for solicitations, bids and
proposals

related organizations and make the most
of the networking opportunities available
events that can help you identify
opportunities

6. Take advantage of SBA preference

How valuable is PTAC assistance? Ask
Amy Montgomery. She is the owner of
Warehouse Supplies Online (WSO) in
Maiden, NC. WSO is a distributor of
standard and custom material handling
products including dock equipment,
plastic containers, fixed and adjustable
pallet rack and plastic pallets. Wanting to
expand her business from primarily
commercial into the federal market, she
went to the North Carolina Small Business
& Technology Development Center. Amy
met with a Procurement Technical
Assistance Counselor (PTAC) on how to get
started. There she received one-on-one
counseling and attended classes on how to
do business with the government.
In her first 18 months of business, Amy
won a Defense Logistics Agency contract
for over $2 million. Her federal contract
sales are currently at almost $4 million.
She continues to submit proposals and is
actively seeking additional government
contracts.

programs such Women-Owned Small
Business, 8(a) and HUBZone set asides.

7. Register in the System for Award
Management (SAM.gov)

Whether you are considering government
procurement as an option to grow your
business, or you are already actively
engaged, SBA is here to help.
___________________________________________
Lynn Douthett was appointed District
Director of the U.S. Small Business
Administration's North Carolina District
Office in June 2010. She oversees a staff of 15
employees and the delivery of agency
programs such as financial assistance,
management counseling and business
development throughout the state of North
Carolina, including three alternate worksite
areas (Asheville, Raleigh and Wilmington).

Here are some important tips for Women
Owned Small Businesses to consider:
www.wipp.org

company has reached a plateau (at level
By Dean Nordlinger, Partner, PilieroMazz “x”) and in order to take the company to
a
the next level (level “y”), the company
will have to attract new key employee
talent with some form of equity sharing
he purpose of an employee incentive incentive (and, in fact, certain key
employee candidates have signaled to the
plan, regardless of the specific type or
form that it takes, is to more closely align Owners that in order to join the company
a key employee’s financial interests with they would need a “piece of the pie”).
the company’s. In developing and
The company (1) is not in start-up but
implementing an employee incentive
plan, the company’s owners’ challenge is rather emerging growth mode; (2) is
currently valued at $5 million; (3) has a
to strike the right balance between
strong contracts backlog and is
allowing key employees’ to share in the
positioned to realize significant profit
company’s upside success, while
and growth over the next three years; (4)
protecting the company’s downside risk
is structured as an “S corporation” for tax
in the event one or more of the key
employees fails to deliver the anticipated purposes (which makes the company a
value based on which the equity sharing pass-through entity but it can only have
one class of stock); and (5) will award the
is provided.
equity sharing incentives to the key
employees for current and future
The following hypothetical scenario
valuable services that the key employees
illustrates how selecting the right
will provide.
employee incentive plan can be a tricky
process for a company’s owners. Three
individuals (Owners) joined together and Because the Owners feel the need to
provide real equity to these certain key
formed a company to perform
employees, they intend to implement a
government contracting work. The
restricted stock plan. Is this likely to
Owners have grown the company into a
work well for the company (and
multi-million dollar annual revenue
Owners)? Perhaps not, and let’s see why.
company. However, they believe the

T
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"... a company’s owners’ challenge is to strike the
right balance between allowing key employees’ to
share in the company’s upside success, while
protecting the company’s downside risk."
The company has significant value today.
The company would therefore be
delivering to the key employees a valuable
asset (restricted stock) which is likely to
appreciate significantly over time.
For certain tax efficiency reasons (which
go beyond the scope of this blog post), the
company presumably want to allow the
key employees to accelerate and minimize
the amount of ordinary income tax on the
receipt of the restricted stock (by making
and filing an 83(b) election) and to lock in
all future income recognition (provided
certain requirements are met) at capital
gains rates. (Note: Not allowing the
Section 83(b) election could lead to even
more challenging (tax) scenarios to the key
employees going forward).
But, this would lead to some other
potentially thorny and unintended
consequences for the Company (and
Owners). First, if awarded restricted stock,
the key employees would, at the time of a
sale of the company event, share in the full
value of the company (and not just the part
tied to their efforts to take the company
form level x to level y). Second, the abovereferenced Section 83(b) filing and
payment of taxes would, for tax purposes,
make the key employees full shareholders
in the company right away; regardless, of
the fact that they would not yet have
vested to and therefore would not truly
own any of the restricted stock.
Remember, the company is an S
corporation and can only have one class of
stock. This means that all stockholders

must be treated them same and have the
same financial/economic rights. The
company therefore would not be able to
treat the key employees any differently
than the Owners. Any time the company
would make pro rata tax or other
distributions to the Owners, the company
would have to make matching pro rata
distributions to the key employees.
Moreover, any company efforts to
condition the key employees’ receipt of
discretionary distributions until having
vested to the stock (for example, by way of
depositing them into an escrow account
and releasing upon vesting), could be
viewed as the company having created a
second class of stock, which could well
jeopardize the company’s S corporation
tax status. It is likely that some form of
equity-linked plan (such as a SARs plan), as
opposed to an equity plan, would better
match to and achieve the company’s goals
and objectives.
As you can see, choosing the wrong
employee incentive plan could undermine
a company’s goals and objectives and lead
to other unfavorable consequences. So,
choose wisely.

Dean Nordlinger is a partner with
PilieroMazza and heads the Business and
Corporate Law Group. He may be reached at
dnordlinger@pilieromazza.com
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Develop Your
360 Branding Plan
By Doña Storey, President & Founder,
Govtips

E

™

strengths will allow you to align them and
track those opportunities that are worth
expending assets in the world of
marketing and proposals.

very year I update my strategic plan
by first looking back at the previous
year’s wins, losses and, of course,
profitability. I do a high level SWOT
analysis in order to lay out a plan for the
upcoming year: fine tuning business
processes and enhancing best practices. I
then implement what I have referred to
as the 360° Branding Plan™. There are
three key level one areas that you should
examine to implement your plan:

When identifying new opportunities use
simple yet clear evaluation factors to
evaluate them such as: Can we really win
after reviewing our performance and
pricing? Can we perform? Can we
finance it? Is it profitable? Does it grow
our brand? The next step that will make a
difference is having a strong proposal
management process. Having a true
process in place and not just a person to
write a document is critical in growing in
• Capture management for finding bigger, the federal sector. Managing the proposal
process should be like managing a
better opportunities
• Improving your competitive edge with project for a client, but in this case you
are your own client. Even the smallest
proposals that win
company can effectively compete for
• Managing contracts won.
large projects when this critical process is
fine tuned. The process is scalable. I
Level two areas that are impacted are
know that when I grew my business this
attracting and retaining the best team
players in the industry both internally as was the single most important business
process that I learned to manage
employees and externally as strategic
internally without ever outsourcing any
partners.
part of it.
Fine tuning the capture management
process is simply understanding how to Preparation in advance of those items
that the government repeatedly asks for
track the funding for opportunities that
should be continuously updated and
closely align with your company’s
ready to go at a moment’s notice for any
strengths that will result in greater
profitability. Understanding this concept competition no matter how large or small
with any timeline no matter how short or
and having a team that knows how to
perform in this area can focus your assets long. As examples do you continuously
update key personnel resumes?
for greater returns. Using a SWOT
analysis to clearly define your company’s
www.wipp.org

Track. Win. Complete Projects.
Is your past performance descriptions
current to include contracts just won? Has
your CCR and websites on a monthly or
weekly basis? Strong proposal
management is one process that can truly
separate the women from the girls in
competition.

ecause when you have tracked, won and
completed projects you now have come full
circle in being able repeat the process many
times in the future scaling up each time as
you move forward. Using technology can
allow many companies to scale up and
expand their brand.

Once you have found and competitively
won the opportunity you have one more
final step toward completing your 360°
Branding Plan . You must now manage your
contracts with three critical factors that will
launch you into enhancing your brand for
future competition. They are compliance,
profitability and relationships. These three
elements when perfectly executed are the
launch pad for growth and sustainability
for your company’s future. When you can
show a strong knowledge of compliance in
a highly regulated world you are a brand
that both the government and large primes
will look favorably upon. When you are
able to track and win contracts and know
how to manage them to maintain strong
profitability you will be able to find and
attract stronger players to help grow your
company. When you are branded as a
person that builds strong relationships
with customers, strategic partners you will
rise as a leader in your industry.

Take a moment- right now- and begin
taking actions in those areas where you can
pull together your leadership team, even if
that is you looking in the mirror, and come
up with three steps that you can take today
to move your plan for the future forward.
_____________________________________________

™

Doña Storey is a WIPP National Partner
appointed to the SBA’s Regulatory Fairness
Board serving her second term. She is an
award winning entrepreneur in both the
federal and commercial marketplaces. Doña
has plays a role in impacting public policy and
is an author, popular speaker and moderator.
As a subject matter expert on federal and
corporate procurement her current business G
OVtips provides insight to those who want to
scale up their business.

I have developed the 360° Branding Plan™ b

Establishing Your Brand
as an Asset for Growth
Listen to the Podcast
View the Presentation
Course Instructor: Beth
Goldstein, Founder/CEO,
Marketing Edge Consulting
www.wipp.org

By Courtney Fairchild, President,
Global Services

I

n an effort to streamline the purchasing of
services from MAS Schedules, GSA has officially
begun the movement of all professional services
on the various individual GSA Schedules to one
single Professional Services Schedule. The
following is an excerpt taken from Brad deMers b
log post published on GSA Interact that outlines
some of the major changes:

What Schedules are affected, or may be
affected, by this initiative?

rebranding the Consolidated Schedule Program to
Professional Services Schedule; and changing the
solicitation number to that which represents the
Professional Services Schedule. These changes
would result in the issuance of a mass
modification to all existing contract holders.

How would these changes impact the
Consolidated Schedules Program and
current Consolidated contracts?
• The Consolidated Schedule will be the contract
structure used to create the new Professional
Services Schedule. In short, the Consolidated
Schedule would be replaced by the Professional
Services Schedule.

• Contracts currently under the Consolidated
Schedule would be unaffected, with the following
The Consolidated (00CORP), MOBIS (874), PES
(871), FABS (520), AIMS (541), LOGWORLD (874V), exceptions:
Environmental (899) and Language (738II).
• As noted above, excluding IT (70) (SIN C132-51)
and HR (738X) (SIN C595-21), nonprofessional
Going forward, with the exception of the
service SINS on the Consolidated Schedule with
Consolidated (00CORP) Schedule, the Schedules
no sales will be cancelled.
listed above will be migrated into the new
• Nonprofessional service SINS with sales would
Professional Services Schedule and the
be removed from the Consolidated Schedule and
solicitations for those schedules cited above
migrated to the appropriate Schedule. For
would be eliminated.
example, once implemented, SIN C03FAC
contractors would have contracts on Schedule
What is the impact to existing contracts
03FAC. FAS Contracting Officers would work with
that are migrating to the Professional
affected contractors to ensure active BPA’s and
Services Schedule?
task orders are not impacted and can be
completed.
• There will be no change to the contract
number;
• There will be no change to SINs for all affected
Schedules except Consolidated which would no
longer carry the “C” designation for any SINs
other than C132-51 and C595-21;
• The performance period for all professional
services contracts, regardless of Schedule, would
remain unchanged;
• The terms and conditions of all professional
services contracts, regardless of Schedule would
remain unchanged.
Associated changes made would include;
www.wipp.org

"The push to one Professional Services Schedule is the
right move for contractors and the ordering agencies,
even if there are still kinks to be worked out."
• The 21 nonprofessional services contracts
migrated from the Consolidated Schedule
would have a new Schedule contract with a
performance period of one five-year period,
and three five-year option periods.”

companies lose either or gain a small business
designation depending.

The morphing of the Consolidated Schedule
into the Professional Services Schedule and the
subsequent migration of companies on and off
each Schedule does bring up some issues that
are different for every contractor.
Obviously the biggest benefit for contractors
that are migrating to the Professional Services
Schedule is that they will only be tasked for the
compliance and maintenance of a single
contract. Another advantage for these
contractors is that their resulting contract
starts fresh. This means that each will have a
five-year period of performance with three fiveyear follow on options. For those contractors
nearing the end of their original twenty-year
period this can be a blessing.
Drawbacks for some companies may involve
business size. What happens to companies that
are migrating services schedules that carry
different business sizes over to the new
Professional Services Schedule? The new
schedule will carry their size under the NAICS
code that corresponds to the preponderance of
work currently being done under the
individual schedules. This may mean that

And then there are the companies who
currently hold a Consolidated Schedule for
services not on the Professional Services
Schedule. These companies are forced to
migrate backwards into separate contracts
causing more administrative burden. The
tradeoff here, however, is that each will
contract will now allow for a new up to twenty
years of performance.
Though no system is perfect, I believe that the
push to one Professional Services Schedule is
the right move for contractors and the ordering
agencies, even if there are still kinks to be
worked out. It has long been noted that the
way most federal contractors do business and
provide services was never a good fit for the
singular position imposed by individual
services schedules.
The GSA projected end date for the total
transition is set to finish by November of 2015.

Considering the GSA
Schedule?
What you need to know
Listen to the Podcast
View the Presentation
Course Instructor:
Courtney Fairchild, President,
Global Services Group
www.wipp.org

By Lee Platt, CEO,
Avening Management and Technical
Services, LLC

this experience is significant, we know
that it’s not enough to ensure success in
today’s competitive marketplace.

I

ncreasingly, the Federal Government
demands pencil-sharpening, belttightening and a “do more with less”
approach, both internally and from their
support contractors and suppliers. Also,
perhaps more than ever, clients expect
contractor support staff to be highly
qualified, experienced, motivated and
capable of providing the level of service
necessary to operate and maintain
sensitive and mission-critical systems and
programs. This means that support
contractors must constantly maintain a
delicate balance between cost, client
satisfaction, company culture, employee
compensation and service delivery.
Once we understand our clients’
requirements and expectations, at
AveningTech our primary focus is on our
people. Starting with recruiting and
selecting the best candidate for each
position, we make a significant
investment in employee retention by
offering competitive compensation
packages and providing a supportive
company culture that allows our
employees to succeed and thrive. We
work hard to make our people feel
empowered, trusted and valued so they
can concentrate on customer satisfaction.
Each member of the AveningTech
management team has over 30 years’
experience in technical service delivery
which includes managing people,
programs, budgets, schedules and backoffice functions, as well as success
navigating the complexities of the
Government procurement process. While

In 2014, AveningTech was involved in a
number of initiatives that will have
already had a positive impact on our
ability to succeed and expand. Here are
some of the highlights:

1. Participation in the Small Business
Administration (SBA) Emerging
Leaders Initiative.

Sponsored by the SBA, this initiative
provides training to executives and
owners of high-potential small businesses
to encourage and support entrepreneurial
success. Through a seven-month period,
we received training across a broad scope
of topics, and had the opportunity to
interact with business and government
leaders and mentors who freely offered
advice, encouragement, constructive
feedback and support.

2. Attendance at the Veterans Institute
for Procurement (VIP).

This program is the first in the country to
provide business training to Veteranowned companies that are pursuing
business in the Federal Government.
Funded by the Montgomery County
Chamber Community Foundation, and
supported by a number of Federal
Agencies and corporate sponsors, this
3-day program provided us with training
and tools that will help increase our
ability to win and execute Government
contracts.

www.wipp.org

"Support contractors must constantly maintain
a delicate balance between cost, client
satisfaction, company culture, employee
compensation and service delivery."

3. Selection for the Inc. Magazine
500/5000 Military Entrepreneur
Program.

In conjunction with its annual Inc. 500/5000
awards program, Inc. Magazine sponsors
the Military Entrepreneur Program, which
is a resource for veterans, service members
and military spouses who are starting or
running their own businesses. Activities
include mentoring, growth training, and we
were selected to participate as a Special
Delegate in the annual Inc. 500/5000
conference, allowing VIP and front-row
seating at all conference events and the
ability to interact with nationally known
business experts.

4.

marketplace and the ability to compete in
government contracting.” Being listed as in
the WIPP directory as a fully certified WOSB
has gained us credibility and exposure
within the Federal Contracting community.

In addition to the tools, training and
resources that each of these programs
provided, all of them resulted in the
development of new relationships with
potential clients, partners (and competitors)
and all sponsor alumni communities of
interest that will extend far beyond the
program end. Federal Contracting is
complex and time consuming, and having
access to tools, people and organizations
that can help navigate is a recipe for
success.
Selection as a member of the Military
_____________________________________________

Spouse Employment Partnership
(MSEP).

The Office of the Secretary of Defense (OSD)
sponsors and funds the MSEP, which is
focused on increasing opportunities for
employment for military spouses by
ensuring corporate partners are aware of
and have access to an enormous pool of
skilled, qualified and often under-employed
resources, and by helping prepare
candidates to become competitive
applicants. As a partner, we are taking
advantage of the broad reach to recruit and
source candidates for open positions.

Lee Platt has had over 30 years’ experience as a
contractor supporting Federal Government
programs. Lee received her BS Degree from Bryant
University and her MS from University of Southern
California. After serving in
the US Army as a Russian Linguist, Lee continued to
support Command, Control and Intelligence (C3)
Programs and gained experience in business
development and capture management. She is
currently the CEO and majority owner of Avening
Management and Technical Services, LLC, a veteranwoman-owned small business that delivers highly
qualified technical subject matter expertise to
clients in the Department of Defense.

5. Completion of the WIPP Federal
Contracting Certificate Program.

We were honored to be selected to be
among the first companies to complete the
WIPP Federal Contracting Certificate
Program, which provides an educational
pathway for women entrepreneurs to
acquire credentials, skills and experience, a
greater understanding of procurement
policy, formal recognition in the federal
www.wipp.org

CONTRACTING UPDATES

FROM THE CAPITOL

W

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
which 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.
Sole Source, Certification Changes for WOSB
Procurement Program

process, the legislation also contained new
requirements regarding WOSB certification.
Currently, the program allows women-owned
businesses to self certify or get certified
through a third-party certifier. The recently
passed legislation requires small WOSBs
“owned and controlled by women to be
certified by a Federal agency, a State
government, the Administrator, or a national
certifying entity approved by the
Administrator.” This removes selfcertification as an option for the WOSB
program.

More information on sole source authority in
the WOSB Procurement Program is on WIPP’s
In an enormous win for women business
Procurement Page and will be covered in a
owners hoping to do business with the federal special WIPP webinar on sole source
government, sole source contracting will soon scheduled for January 27th at 2:00 PM EST.
be part of the WOSB Procurement Program.
Small Business Administration Issues Major
The change was part of the FY15 defense bill
Subcontracting Rule
that was one of the final pieces of legislation
passed by the 113th Congress. The law specifie On December 29, 2014, SBA released a
d that contracts could be sole-sourced if they
proposed regulation changing limitations on
meet three key conditions:
subcontracting. The proposed rule would
change: limits on subcontracting, affiliation
• Contracting Officer does not have “a
and joint venture rules, calculation of annual
reasonable expectation that 2 or more”
receipts, recertification, and application of the
WOSBs will submit offers
non-manufacture rule.
• Under $4 million ($6.5 for manufacturing)
• Contract can be awarded at a “fair and
Most notably, small businesses currently can
reasonable” price
only subcontract up to 50% of labor costs of
WIPP led a coalition of business and women’s small business designated contracts. The
proposed regulations would change that to
organizations to advocate for this change.
Citing sole source authority as a primary tool 50% of the total contract value. In addition,
to bringing more women entrepreneurs to the amounts subcontracted to other “similarly
federal marketplace, champions in the House situated” small businesses would not count
toward the 50% maximum. A similarly
and Senate introduced, supported, and
situated entity is one in the same small
eventually passed this legislation. WIPP’s
business program the contract was awarded
Chief Advocate, Ann Sullivan, detailed the
under (e.g. 8(a) to an 8(a), Small Business to
intricate process that led to this victory.
Small Business, or EDWOSB to EDWOSB). As a
As part of a compromise and in light of a
proposed regulation, the SBA is seeking input
recent GAO report that recommended
from affected businesses and organizations.
increased oversight of the certification

www.wipp.org

#POLICYMATTERS

As you review the rule and consider commenting, have specific percentages.
key questions are:
Should there be different rules for companies
Will this rule have a direct impact on your
selling goods versus services?
business?
For more information, visit the Proposed
Regulation. Comments are due by February 27th,
Does the rule change your obligations as a
2015. WIPP will be responding to the proposed
contractor or sub-contractor? If so, is it increasing
regulation. To incorporate member views, please
the resources needed to work with the federal
send responses or comments to WIPP no later
government?
than February 24th.
Do the subcontracting percentages seem
appropriate for your industry? Certain industries

1.

4.

2.
3.

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

JointheWIPPAdvocacy Team Today!
www.wipp.org

WOSB OPPORTUNITY

WATCH

W

e are always happy to post WOSB
opportunities and look forward to hearing
from you when connections are made.
If you find an opportunity that only
partially fits your business, let us know at p
rocurement@wipp.org what is needed to
complete the requirements, and then we
will put the request on a broadcast to the
ever-growing Procurement Committee.

women business owners willing and
capable of executing the contract as a setaside. 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. T
hese are opportunities to collaborate with
another WOSB/EDWOSBs 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)

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@wi
pp.org and we will post it to the
Opportunity Watch.

SOURCES SOUGHT
Sources Sought is a very important process
toward the success of the WOSB program. It
tells the government there are enough
www.wipp.org
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o Establishing an excellent recruiting system
o Making teaming your business culture
he 8a program creates opportunities for small and
o Developing relationships -- the most essential
disadvantaged businesses as they attempt to compete
ingredient!
in the federal market place; making it possible for
them to become federal prime contractors, experience This webinar is being presented to you by the Women’s
Business Development Center (WBDC) and Women
revenue and profit growth, formed important
partnerships – and more. But, what you may not know Impacting Public Policy (WIPP). Both organizations
are committed to supporting businesses in their
is that graduating from 8(a) is often a difficult
transition to make. An alarming number of businesses growth and contracting goals.
fail within 2 years after leaving the benefits and
WBDC is a 28-year old not-for profit organization
protections of 8a!
focused on fueling the economy through
This workshop is the first in a series of webinars
entrepreneurship, and is the oldest, largest and most
designed to address the steps necessary for a
comprehensive women’s business assistance center in
Transitioning 8a Firm to take in order to position and
the United States. WBDC’s programs are designed to
prepare itself for continued success through
help individuals in every phase of the business
government contracting. Throughout the life of your
development and growth process.
8(a) status, you must be strategically ready to grow and
Speaker: Barbara English, Owner of English Solutions,
to maintain that growth once you graduate.
consults with small businesses to optimize their ability
to win contracts with federal agencies, state/local
During this introduction webinar we will…
government agencies and large prime government
1. Provide detailed insight on how, why and when youcontractors. Ms. English is guided by her 36 years
should start the process of preparing for your post-8(a) meritorious federal contracting career with the
status.
Department of Defense.
2. Provide an overview of…
o Fine tuning your pricing
o Optimizing your market strategy
o Getting financials in order

REGISTER

REGISTER

REGISTER

REGISTER

REGISTER
www.wipp.org

REGISTER

REGISTER

By Janet Baylor,
USDA, Office of Small and
Disadvantaged Business
Utilization

review our Subcontracting
Directory online for
information on subcontracting
opportunities available with our
Prime Contractors. Also, the
hat is the role of the WOSB WOSB advocate, who is also the
Vendor Outreach Program
Advocate at USDA?
Manager, will suggest they
attend the monthly Vendor
The role of the USDA WOSB
Outreach Sessions. These
advocate is to provide counsel
and assistance to women-owned sessions provide WOB’s an
opportunity to meet one-on-one
small businesses seeking
contracting opportunities with with the USDA Small Business
Specialists to discuss their
the U.S. Department of
capabilities and learn about
agriculture.
potential contracting
opportunities.

W

WOSBs interact with the WOSB
advocate on a daily basis
regarding information on their
capabilities and marketing
efforts to the Department
ensuring they are afforded the
opportunity to participate in the
contracting process. The WOSB
Advocate will discuss any
procedures they will need to
follow in targeting the
appropriate USDA agency
offices.
________________________________

Janet Baylor, presently works in
the Office of Small and
Disadvantaged Business Utilization
How can the WOSB advocate
(OSDBU) serving as the Womanassist a women business owner? Also, the WOB’s can attend our owned Small Business (WOB)
representative for USDA.
Small Business Connections
In this capacity, she advises and
The WOSB advocate assists
sessions. These sessions are
counsels
WOB’s on potential
women business owners with
also held monthly and are a
information to get them started networking forum for WOBs as contracting opportunities within
the agency and how to market their
in doing business with USDA.
well as other small businesses
product or service to the federal
Dependent upon their product
and prime contractors. There is government. Also, she conducts
or service, the WOSB advocate
the monthly Vendor Outreach
a different topic of discussion
will direct them to the
Sessions. These sessions provide
each month. The Small
appropriate USDA Small
small businesses the opportunity to
Business Connections are
Business Specialist in the
hosted by Carmen Jones, USDA meet with agency OSDBU
Specialists to discuss their
Department. The U.S.
OSDBU Director. You can find
capabilities and learn of potential
Department of Agriculture has
information on the Vendor
procurement opportunities.
11 buying agencies with a Small Outreach Sessions and Small

Business Specialist assigned to
each buying agency. WOB’s
should first research USDA and
its structure by reviewing our
Procurement Forecast of
Opportunities which is
searchable by the North
American Industry
Classification System (NAICS)
codes. This will help in
determining which agencies
they should market and which
agencies would most likely
purchase their product or
service. They might also want to

Business Connections as well as
our Procurement Forecast and
Subcontracting Directory on our
website. Also, you can find
information on other OSDBU
events on our website which
will give the WOBs an
opportunity to meet and
connect with other OSDBU staff.
The following is the website:
www.usda.gov/osdbu.

How do WOSBs interact with the
WOSB advocate?
www.wipp.org

Local Res

ources Cor
ner
Procurement Technical Assistance
Centers (PTACs)
PTACs provide local, in-person counseling and
training services for you, the small business
owner. They are designed to provide technical
assistance to businesses that want to sell
products and services to federal, state, and/or
local governments.

SCORE Women Entrepreneurs
SCORE, the “Counselors to America’s Small
Business” is dedicated to helping small
businesses get off the ground, grow and achieve
their goals through education, counseling and
mentorship.

With over 340+ chapters, SCORE holds events
and workshops locally across the U.S., and
matches up entrepreneurs with local, volunteer
PTAC services are available either free of charge
mentors.
or at a nominal cost and operate in over 300
Find your local SCORE Office HERE.
locations across the country.
Choose and email a mentor online for virtual
Find your local PTAC HERE.
help HERE.

Procurement Center Representatives
(PCRs)
The U.S. Small Business Administration (SBA)
employs PCRs to review and evaluate the small
business programs of federal agencies and
assist small businesses in obtaining federal
contracts and subcontracts.

Small Business Development Centers
(SBDC)
SBDCs provide free, confidential one-on-one
customized consulting services and training
workshops for small businesses and aspiring
entrepreneurs.

SBDCs are hosted by leading universities and
PCRs are located at various SBA area offices and state economic development agencies, with over
major federal buying centers around the
900 service sites to help serve you.
country.
Find your local SBDC HERE.
Find your local PCR HERE.

Women’s Business Centers (WBCs)

SBA District Offices
SBA provides small business counseling and
training through District Offices across the
country. You can find business guidance,
counseling, training and business development
specialists providing free and low-cost services
in your area.
Find your local SBA District Office HERE.

WBCs are designed to assist women in starting
and growing small businesses. The WBC
network provides entrepreneurs (especially
women who are economically or socially
disadvantaged) comprehensive training and
counseling on a variety of topics.
WBCs represent a national network of nearly
100 educational centers throughout the United
States and its territories.
Find your local WBC HERE

www.wipp.org

By Barbara English, President
English Solutions

C

ontract compliance is more than performing services or manufacturing products. It is ensuring
your company meets all requirements on its contract. Let me give you a few examples. Your
contract may require a quality control plan within the first ten days of the contract. Another
example might be reporting of executive compensation.
To ensure you are compliant in all aspects of your contract, establish a Contract Compliance process
in your company. Here is a flowchart of the process I use with my clients.

Contract receipt, review and distribution to the right parties immediately after award is critical but
sometimes overlooked. You don’t want your finance folks hearing of the contract award several
weeks invoicing the government should have occurred. Similarly, you want your finance folks
tracking the internal contract budget against actuals and contract pricing very early in the game.
There is another piece to compliance that is equally important - preparing a Contract Monitoring
Plan against all reporting and deliverables in the contract. Not doing so can result in your company
receiving undesirable performance ratings at the end of the contract period. Speaking of that, it’s
always a good idea to obtain quarterly feedback from your customer to gauge how you’re
performing. I always strive for Excellent performance ratings for my clients. Asking quarterly
helps you achieve that goal.
Another critical piece is complying with Federal Acquisition Regulations (FAR) requirements.
Almost every contract over $250,000 has over 60 clauses that require company action, some within
the first 30 days.
Lastly, contract closeout is the final step in the process. FAR 4.804 provides excellent guidance on
the contract closeout. The challenge I leave you with is this. How organized, comprehensive and
systematic is your company contract compliance process? Feel free to contact me via
www.benglishsolutions.com for templates for Contract Performance Monitoring Plans, Quarterly
Customer Feedback or Contract Closeout.
Barbara English, President English Solutions Inc.
www.wipp.org
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By Anne Crossman, President,

Clearly define the benefits of what you
do and be prepared to educate others. If
what you do is out of the ordinary, it is even
more important that you understand your
hen I tell people that Vertical Jobs
industry and the specific benefits you
provides experienced role players for law
provide. Yes, what we do can “be fun”, but
enforcement and government agencies, the
more importantly, it serves to help men and
first thing people say is: “I didn’t know there
women who protect this country from
was a NAICS code for that.” This is quickly
getting injured or worse. If you cannot
followed by “That sounds like fun.” So what
explain the real-life benefits of what you do
are best practices when you don’t fit in? How
clearly and be willing to take the time to
do you navigate the standardized process of
educate others, people will categorize you as
doing business with the government when
“fun”. And, unless you are in the
you don’t fit neatly in any one category?
entertainment business, fun is hard to
Here are three best practices we use:
purchase.
Vertical Jobs, Inc. & Completed Systems, Inc.null

W

1.

Spend time clearly defining what you
do. This includes a list of services and who
exactly benefits from them. Pick each word
carefully, and stay away from the
complicated end of the dictionary. Once this
is so clear that your mother would
understand what you do, it is time to closely
examine the NAICS codes listing. Although
you might not fit exactly into any one
category, if you understand clearly what you
do and who it benefits, you can find the codes
that fit most closely. This process will take
longer than if you provide “software
development” or “paper products”, but is
definitely worth the time invested. In our
experience, government clients may use
several NAICS codes in RFIs and solicitations
for the same services. Choose the codes that
current and prospective clients use for your
unique services.

3.

Be very picky and hire only the best.
There are many different ways to define who
may be the “best people to hire”, but a
common denominator for all definitions is
“people who have a commitment to the
customer.” When you hire people who
understand the customer and are committed
to making sure the customer succeeds,
everyone wins. Make sure your hiring
practices include processes to understand
how potential employees view the work that
they do.
Could every business owner benefit from
these best practices – of course! However, it
is easy to be overlooked if you do not fit into
the mainstream. In order to be taken
seriously, you need to be clearer about what
you do, what the benefits are, and how you
and your team make a difference.

Government Contracting
Success Story

Listen to the Podcast
View the Presentation
Barbara English, English Solutions,
featuring Hester Clark, President,
The Hester Group.
www.wipp.org
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comes in. The Ombudsman helps small
business owners understand regulatory
he National Ombudsman has helped
thousands of small businesses save time and requirements, resolve disputes with Federal
regulators, and ultimately thrive. The Office
money by resolving difficult regulatory
compliance and enforcement issues. Our role of the National Ombudsman (ONO) is an
office established within the U.S. Small
is to promote a level playing field for small
Business Administration (SBA) by the Small
business by working directly with federal
Business Regulatory Enforcement Act of 1996
regulators to facilitate practical and timely
(SBREFA). The National Ombudsman is
resolutions for regulatory enforcement
fairness matters impacting small businesses. charged with holding federal regulators
accountable for playing fair and responding
America’s small business owners want and
to small business regulatory concerns. As
deserve a fair shot to succeed. The National
part of this, the National Ombudsman
Ombudsman ensures fair enforcement of
small business regulation by providing small reports to Congress its findings on the impact
business owners a confidential way to report of the policies and practices of every federal
agency that touches small business.
and resolve problems such as excessive
enforcement action or disproportionate
fines. The National Ombudsman escalates
these concerns to federal agencies for
fairness review and resolution. We promote
Small businesses can connect with the
fairness for small businesses by:
National Ombudsman online at
sba.gov/ombudsman, in-person, or through a
national network of Regulatory Fairness
Helping resolve federal regulatory
Board Members. The National Ombudsman
issues
meets with small business owners around
the country at listening sessions and
Helping reduce excessive fines and
regulatory fairness dialogues in all ten SBA
penalties
Regions. These outreach events provide
critical, real-time input from the small
Working to create federal regulatory
business community on regulatory
solutions that promote small business
enforcement fairness issues impacting small
success
business growth and help federal regulators
better understand how government can best
support small business success. These events
Too often, even well-intentioned rules or
also enable small businesses to learn how the
regulators’ actions can have unintended
SBA and the National Ombudsman can be
consequences that create unnecessary
resources in navigating procurement and
barriers to small business success. And that’s regulatory issues.
where the Office of the National Ombudsman

An Accessible and Responsive
Channel for Small Businesses

1.
2.
3.

Why a National Ombudsman?

www.wipp.org

Bringing Fair Regulatory Enforcement to
America's Small Businesses
At Regulatory Fairness Hearings held around
the country, small business owners and trade
associations that represent small businesses
can testify about regulatory issues involving
federal agencies, enabling the National
Ombudsman to identify and raise critical
issues impacting small businesses. In August
2014 for example, the National Ombudsman
convened a hearing in Colorado Springs,
Colorado to focus on regulatory issues facing
small federal contractors. At the hearing,
small business owners expressed their
concerns about regulatory issues impacting
them including agencies’ inconsistent
adherence to Small Business Innovative
Research (SBIR) requirements and unclear
and inconsistent requirements imposed by
contracting officers for a Defense Contract
Audit Agency “certification”

Elevating the Voice of America’s Small
Businesses
Regional Regulatory Fairness Boards in each
of SBA’s 10 regions promote regulatory
fairness by alerting federal regulators to
important regulatory enforcement fairness
issues such as unintended consequences of a
new rule or regulation. These Boards, each
made up of five small business owners,
provide advice and policy recommendations
regarding regulations impacting the small
business community. They do so by
highlighting recurring problems,
participating in hearings and other outreach
events in their local business communities,
and providing insights for addressing undue
burdens adversely affecting small business.
Board members also help raise awareness in
their communities about resources available
to small businesses through the SBA and the
National Ombudsman.

Delivering Measurable Impact for
Small Businesses
Each year, the Office of the National
Ombudsman facilitates solutions for
hundreds of individual small business
owners facing a range of federal regulatory

fairness issues leading to:
• Refunds of erroneous fines
• Payment of overdue invoices for work done
by small government contractors
• Reductions of disproportionate penalties
• Correction of inconsistently applied rules
and clarification of ambiguous regulatory
requirements
The National Ombudsman also analyzes
small business concerns to detect regulatory
trends and recurring issues that create
barriers to small business growth. In
response, the Office of the National
Ombudsman partners with federal agencies
that regulate small business to address and
resolve issues of regulatory fairness for small
business owners. Some of the systemic issues
that have been raised and resolved involve
regulatory misapplication and
misinterpretation, administrative errors and
delays, and fines and other compliance costs.

The National Ombudsman Can Help
Your Small Business
Any small business, nonprofit or small
government entity can get help with their
regulatory enforcement fairness issue. To
learn more about how the National
Ombudsman can help your small business, or
to confidentially report a regulatory
enforcement fairness issue, call 888-REGFAIR (888-734-3247) or visit sba.gov/ombuds
man.

www.wipp.org

By National Women Business Owners Corporation

marketing advantage. It is one way of aligning your
goals to the company you are wanting to do business
with. There are so many opportunities to make that
happen today, with the explosion of women and
t NWBOC’s recent event, Decades of Excellence, minorities as business owners. I remember back in
a group discussion took place on the topic of supplier the day when companies would say we cannot find
diversity programs within WBE certified companies. diverse suppliers. That argument certainly doesn’t
This article captures the content of the discussion.
hold water any more.

A

About the participants:

Christie: We find that in many cases, women or
minority owned suppliers are more loyal to
Christie Knable is a Strategic Account Manager for ALOM
Technologies Corporation in Fremont
you, compared to others. Our selection process is not
CA. The company provides supply chain management services
simply taking the lowest bid; rather, we
for top brands worldwide. Owner Hannah Kain is the recipient of choose by quality and track record. We check out the
the 2014 Eclipse Award Winner for Outstanding Supplier
company, and we look for ones that share our passion
Diversity Program.
for quality and performance. It’s that dedication that
Nicole Copp of Copp Media Services in Wichita, KS. Started 22
makes a huge difference. So it goes beyond just how it
years ago by Bonnie Copp, Nicole
looks, it can be a business advantage.
is part of this mother-daughter team. The advertising agency
provides media planning and buying services. The company is
considering starting a supplier diversity program; Nicole
participated to learn what others are doing.

Phyllis Hill Slater of Hill Slater, Inc. in Mt. Sinai, NY, engineers
and architects since 1969. Her
company has participated as a supplier in literally hundreds of
supplier diversity programs over the years with corporations
and government entities; Hill Slater Inc. has always watched
their supplier diversity spend but now it has a more formalized
program.

Nancy: Also, the research shows women business
owners tend to hire more women and
minorities, as well as subcontract with more
WBE/MBE companies. So in that sense, having a
more formalized supplier diversity program as part of
the company structure underscores what the women
owners are already doing.

Janet: Ultimately this results in smaller companies
down the food chain being given
opportunities they would not have had otherwise.
Beth Harshfield of Exhibit Arts in Wichita, KS. The company
That said, it would benefit any company to start their
provides trade show production,
promotional products, and management services. An 8a success own program, formal or not.
story, Exhibit Arts has
incorporated its own supplier diversity initiative.
Nancy Zurbuchen, NWBOC’s communications person. Her
company is Motional Multimedia, a
marketing strategy and communications firm specializing in
B2B clients.
Janet Harris-Lange, is President of NWBOC.

Commentary

Beth: We have found that the questions appear at the
bidding stage. You get points for certain
things like location, being woman owned, past
performance for this type of work, experience
with this company or agency. Each one has points
assigned to it, and now there are also questions about
having our own supplier diversity program. At this
point it is questions only; later in the process you
would need to be prepared to show the detailed plan
and results.

Janet: The trend that we see happening within the
corporate and government supplier diversity
programs is for the contractor to ask whether or not Christie: We are working with our customers on
the woman-owned company has their own utilization reporting not just our tier one spend, but also
programs. In other words, is she doing business with tier two spend. Our customers have asked for more
women, minorities, disabled veterans, and so on. Does detail and more validation. So this means
she track her spend with these groups? Some
also working closely with our tier one suppliers to
contractors have been asking about this for some time track their spending with diverse suppliers. It has
now, while others are newly adding this line of
become an educational process for us as we talk to the
inquiry. This is a natural progression of companies
tier one company owners, explaining why they would
ensuring that those they do business with are also
benefit from setting up their own supplier diversity
creating opportunities for women and minorities.
program. Having the conversation does build trust,
though. They then start their own awareness and
Phyllis: It is a fact that having diversity in the
tracking process. Occasionally we’ve even been asked
workplace, including the supplier base, is a
for tier three level data.

www.wipp.org

NWBOC Discussion on Diverse Contracting
Nicole: I understand the importance of this topic, and you are not asking for their certifications)
the impetus to act on it. My question is, how? How do 5. Do some math to come up with two numbers: your
you set up a program in the first place, and how do spend with women owners and with minority
you prove you have a good program?
owners.
Phyllis: The first thing to understand is that it starts
with your own RFP stage. Build it in as part of what
you do, and don’t think of it as something that is
added on later.
Nancy: It sounds like a process question – capturing
the data at certain points, the RFP proces being one.
But the question is where and how?

Augment your internal processes: Add these
questions to your RFPs:
O LEVEL ONE:

? - Is your company woman owned?
? - Is your company minority owned?

O LEVEL TWO:

? - Does your company have WBE or MBE certification?
? - From what entity?
? - What is the certification number?
Christie: Yes, it is an opportunity that is best realized ? - What is the expiration date?

by making a commitment to get the data. You really
have to take that on as a project.

O LEVEL THREE:

can add summing formulas to automate some of it.

O LEVEL FOUR:

? - Does your company have a supplier diversity program in
place?
Janet: But to get started, it really doesn’t have to be
? - What is your spend with WBE firms?
complicated at all. You can just start with a
? - What is your annual spend with MBE firms?
spreadsheet, tracking the logical information you’re ? - Do you ask your suppliers if THEY have a supplier diversity
going to be asked about. You can have a very
program?
successful program, all tracked on a spreadsheet. You ? - If so, how much do you track of the tier two spend?

Phyllis: For the reporting aspects, the expectation on
the corporate end can be as simple as
providing a list of firms, what diversity category they
fit into, and how much you spent with
them. A step further would be to track whether they
are certified or not, and through what entity.
Beth: Another step would be to have the diversity
data integrated to your financial software.
Christie: Especially on the larger contracts, some of
your customers will ask to see the certifications from
YOUR suppliers. We track this in a database, and we
send out a form to our diversity program suppliers
asking for this information. Because our diversity
program is pretty mature, we are developing a
custom program to manage this information.

Outline: Supplier Diversity Program
Development
Following is an outline for Supplier Diversity
Program Development, compiled from the group
input. Get a base-line:

1. Start small, with a spreadsheet or within your

- Expand the tracking to include a more segmented diversity
classification, such as veteran, economically disadvantaged,
etc. (use the same classifications as the government has already
created!)
- When contract is awarded, notate these items in separate
columns on a spreadsheet (or database):
? -Track the project
? - Dollar amount
? - Award date
Track the above data as columns on a spreadsheet or in your
supplier database (for all respondents or only for the winning
awardee).
Integrate this supplier diversity data into your company’s
accounting software; capture the spend as you pay your
invoices.
?
At Level Two, be prepared to validate the certification by
contacting the certifying
entity.
At Level Three be prepared to educate your tier one suppliers
about the purpose and benefits of having their own supplier
diversity programs, and why you are asking for the information.
Augment your supplier list:?

current supplier database.

Reach out to women and minority supplier firms and ask for
proposals.
2. Identify and classify the current suppliers: which their
? Add them to your supplier list.
are women or minority owned?
? Create an internal process so this is done on a regular basis.

3. Do this by sending a questionnaire or a verbally
survey them.

4. At this stage, these are ‘self-declarations’ (meaning
www.wipp.org

By Tabatha Turman, Founder & CEO,
Integrated Finance and Accounting Solutions

the contract. Make sure not to make any
promises that you cannot keep.

A

2. Trust:

s we enter 2015, I have found myself
reflecting on my journey as an entrepreneur,
thinking about what worked and what did not
work for me. In the past few months, I have
written articles about the steps one must take
toward building a new company: investing in
your skill set, establishing goals, developing your
professional network, and building an internal
infrastructure, among others. I would like to take
this opportunity though to discuss what happens
next; too often I find that we focus on how to
build a company that we ignore what it takes to
run a company.
Studies by the U.S. Small Business Administration
and U.S. Chamber of Commerce have found that
acquiring new business or clients can cost your
business five to seven times more than to keep
existing customers. Yet, so many of us are focused
on creating new business opportunities,
sometimes to the detriment of our existing
clients. Retaining your client’s business is one of
the best things you can do for your company’s
overall success: Additionally, the probability of
selling to an existing customer is between 60 and
70 percent, compared to the probability of selling
to a new prospect, which is between 5 and 20
percent. So, what are the best strategies to
retaining business? The answer is customer
service.

The African Journal of Business Management
found that the more your client trusts you, the
more likely it is they will retain your service.
Build trust with your clients by creating a
relationship with them, taking an interest in both
their business and their lives. Another way to
build trust is through communication – create a
company blog or a monthly email to let your
clients know what the company is up to, or any
new services you can provide. Your company will
seem more transparent to your clients, allowing
them to trust the information you provide.

3. Be Proactive:

Research ways in which your company can
anticipate your client’s needs – do not wait for
problems to occur but instead, predict possible
problems and create solutions before they occur.
For example, if something is time sensitive, set up
alerts that automatically remind your client of
the deadline, therefore eliminating missing out
on possible opportunities.

4. Get Results:

While customer service is the best way of
retaining clients, the most important part of
customer service is getting your client results.
Make sure there are no surprises, by staying
organized and keeping focus on the plan you and
your client have agreed to. Document how your
service has helped your client’s business overall
and report that to your client whenever possible.
We have all had clients leave our business – 68
percent of customers who leave cite service as the Regularly send out updates and business progress
number one reason for leaving, while 55 percent reports while also keeping in mind deadlines,
of customers would pay extra to guarantee better budgets and other assignments.
___________________________________________________
service. The obvious takeaway from these
statistics is that more so than any other factor,
businesses must emphasize and establish high
quality customer service. The good news is that
there are concrete steps towards creating better
customer service.

1. Communication:

Having an open and honest line of
communication between you and your client will
help them to understand what your business can
do for them and what it cannot. An easy way to do
this is to define the client’s expectations and your
business’s scope, quality and responsibilities in

Tabatha Turman is the Founder, President and Chief
Executive Officer of Integrated Finance and Accounting
Solutions LLC an award winning government contracting
consulting firm. With over 20 years of experience as an
Army Finance Officer and consultant in the areas of
military accounting and financial management,
Mrs. Turman has grown IFAS from a one-woman
consulting firm to a highly regarded, employee oriented,
multi-million dollar firm.
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By JaFreda Brown, CEO,
Goshen Business Group, LLC

T

assess the risk to the Government by
auditing the contractor’s accounting system
and financial records.

ake a minute and think about this
scenario. Your company has prepared a
proposal for a contract with a federal
agency. If your company wins this contract,
it will be the first federal contract for your
company. Within a couple of weeks after
submitting your proposal, you are contacted
by the agency awarding the contract to let
you know your proposal is under
consideration and will be requesting a preaward audit to be performed by DCAA. Now,
you begin to worry because you do not know
what to expect.

DCAA must verify that a contractor’s
accounting system meets these criteria
found in DFARS 252.242-7006. Also, DCAA
must verify that the accounting system is in
accordance with Generally Accepted
Accounting Principles (GAAP). There are
also several other FAR and CAS regulations
that related to the pricing, accounting
system, and cost basis that DCAA has to
verify during the audit.

There are several moving parts that must
work together in order to make sure your
company is prepared for Government
contracting. A big part of this is developing
Many questions will come to mind when an and maintaining compliant accounting and
audit is requested … “what will DCAA do
internal control systems. Not having this in
when they come for the audit?” … “what
place up front can cause a contractor to lose
will DCAA look for when they come to
a contract. I’ve seen contractors lose a
audit?” In my experience as a Senior Auditor contract right after being awarded because
with DCAA, I was usually met with
their accounting system was not compliant.
nervousness when I went to a contractor’s
location to perform an audit. It didn’t matter Audits may also be performed at any time
during the life of a contract or a final audit
if it was a company who had just won their
when the contract ends. If the accounting
first federal contract or an experienced
system isn’t compliant, a contractor can be
contractor – they were always nervous!
fined or have to return funds already
The main objective for audits being
received from a contract. Setting up your
performed on federal contractors is to
business accounting system so survive a
protect taxpayer dollars from fraud or
DCAA audit is a priority up front before even
frivolous spending. Since pricing is the
bidding on federal contracts.
foundation of a proposal, the first thing
DCAA does when beginning an audit is to

Maintaining
Compliant Controls
for a DCAA Audit
Listen to the Podcast
Course Instructor: JeFreda Brown,
CEO, Goshen Business Group, LLC
www.wipp.org

CONTRACTING

MEDIA & NEWS
Congress Gives Women a Shot
at Sole-Source Federal
Contracting
– Kent Hoover
December 15, 2014

CLICK TO READ
Covert operation: In defense
bill, Congress quietly passes
small-business legislation”
– J.D. Harrison
December 14, 2014

CLICK TO READ

Taking Category Management
Government-Wide
– Anne Rung
January 07, 2015

CLICK TO READ

The “Rule of Two” For Orders
Placed Against Multiple
Award Contracts: The Other
Shoe Has Dropped
– Patrick Rothwell
January 07 2015

CLICK TO READ
www.wipp.org

TargetGov provides expert consulting services and business
development products which have directly resulted in clients
winning billions of dollars in federal contracts. The company
is committed to helping all of its clients reach their
contracting goals in the federal marketplace.

ADVERTISE TODAY!
CLICK HERE FOR MORE INFORMATION
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!

Colette Zito's Tip:
“Obtaining government contracts for Zito Consultants, llc, a WOSB, is an
investment in our capabilities and resources founded in priorities that
leverage financial, environmental and social value goals focused on
implementing strategic plans strengthening public and private partners.
A holistic mindful approach is a best practice, collaboration of advocates
aligned in value-oriented results for economic longevity.
A well-matched government contract produces ‘Partnerships with
Priorities in Action’ focused on result-oriented goals for sustainability
and growth for whole communities. Women Entrepreneurs obtaining
government contracts fortify public and private agreements expanding
possibilities and creating opportunities for sustainability posed for
growth. This viewpoint demonstrates that a ‘best practices’ approach is
relevant and essential for the development and implementation of
strategic plans for healthy life choices and efficiencies that leverage
financial, environmental and social value priorities for economic
viability.”

Colette Zito
Founder & CEO, Zito Consultants, LLC

Kim Wilson's Tip:

"No contract is too small! Always be willing to entertain even the
smallest contract, whether as a prime or subcontractor. If you perform
well, you open your company up to countless opportunities. "

Kim Wilson
CEO, Accel Solutions

Lynley Side's Tip:
"Always know the top 3 things on your client's mind, whether they're
directly related to what you're doing or not. Know what keeps them up
at night, what vision for the future excites them, and what tactical
accomplishments will represent the most progress toward that. This
context will help you deliver the greatest value with your current work,
build a strong relationship with them, and open doors to future work."

Lynley Sides
CEO, The Glue Network
www.wipp.org

TOP TIPS

Created By and For Women Business Owners!
Lynn Sutton's Tip:
"For Kairos, FOCUS has been one key element to success in the federal
market. Select the 1 or 2 agencies that are the best fit for your
business and focus your sales and marketing efforts there. This will
allow you to gain more depth in the knowledge of your customer, and
gaining business there will help you build solid past performance,
creating a portfolio of knowledge and relevant, customer-specific
experience that builds the strongest case for continuous business
across that agency.
This will also give you competitive advantage over those who are not
so focused and knowledgable about your customer. This selective
focus also allows you to build stronger relationships across the
agency's procurement teams - giving your company the Trifecta
Advantage - agency knowledge, experience & relationship. "

Lynn Sutton
Managing Principal, Kairos Consluting

Pat Meagher's Tip:
"Government contracts and subcontracts contain complex terms and
conditions. Get educated on what terms may be negotiated and what
terms are required by law or regulation. Your contract imposes
obligations but also gives you rights. Read it and ask questions if you
don't understand. "

Patricia Meagher
Partner, Rogers, Joseph, O'Donnell

Karen Lawrence's Tip:

"Always read through the RFP several times to understand the
requirements and details. Highlight key information, take notes and
jot down your questions. When responding, make sure you address
each request/approach outlined in the S.O.W. Make sure your response
is outlined and numbered in the technical order listed in the RFP."

Karen Lawrence
Principle & CEO, It's My Affair
www.wipp.org

By Lynn Petrazzuolo, President
Avanti

Y

ou know that you operate with the
highest regard for ethics, but do you know
whether your employees operate by those
same standards?
Sure, you include standards in the
employee manual, but are you sure they
understand government contractor
requirements well enough to keep
themselves, your company, and you, out of
trouble? Do you feel confident that they
know enough to make the right decisions if
a client put them in a compromising
situation?
Often, corporate ethics is the topic of
discussion only when individuals
demonstrate a lack of ethics. So as a
government contractor, how do you ensure
that employees know all the requirements,
respect ethical boundaries, and safeguard
your company’s reputation?
Avanti chose to become a Certified Ethical
Company. In 2012 Avanti become the first
candidate for certification by the Federal
Allies Institute (FAI). This opportunity
allowed us to reinforce our corporate
expectations where we value integrity,
ethical behavior, and employees who are
ethical representatives of the company and
the contracting community.
The certification process is not difficult but
it requires participation of all employees.
After an initial meeting with the FAI ethics
certification auditor, our corporate
Standards of Ethics manual was revised to
include all required items, and employees
were asked to certify their understanding
in writing.
Have you ever noticed how employees

frequently sign certifications that they have
read and understand company policies –
but you are pretty sure they did not fully
reading them? To be sure all employees
understood and internalized the
information, they were told they would be
tested on the standards.
After Avanti’s ethics training, FAI’s Ethics
Auditor visited Avanti’s offices to interview
every employee. What an eye-opener to
watch staff respond to hypothetical
situations such as “What would you do if
your supervisor told you to change the
hours on your timesheet?” or “What would
you do if you were to come across
confidential information from another
company?” They (and I) were sure they
knew the right answer, but having an
outside auditor put them to the test
reinforced the gravity of ethical decisions.
So many ethical decisions in the
government contracting arena are easy.
But, there are a lot of grey areas out there
where contractors can get themselves and
their company in trouble. I feel reassured
knowing Avanti employees may not always
know the exact right answer for every
obscure situation, but they do know how to
recognize those grey areas so that they can
seek counsel before possibly putting the
company or our clients at risk.
Most companies have an ethics program,
whether formal or informal, that defines
the values and policies by which the
company does business. As a government
contractor these values and policies are
largely driven by the FAR and asking
employees to “do the right thing” is not
always enough to keep them, and you, in
compliance.

www.wipp.org

Is WIPP's Federal Contracting Certificate
Program Right for Your Business?

T

he WIPP Federal Contracting
Certificate Program helps
demonstrate the capability and
competence of women entrepreneurs
to compete in the federal contracting
arena, and provides the credentials
and formal recognition needed to
build business opportunities with
contracting officers and prime
vendors.

WHO: Women-Owned Small

Businesses (WOSBs) are at a turning
point in the federal marketplace. It is
time for women business owners to
show the federal government that we
are ready, willing and capable of
helping to meet its goals and
strengthen America's economy.

WHAT: The WIPP Federal

Procurement Certificate Program is
an opportunity for you to receive
formal recognition of your
experience, skills, understanding of
procurement policy, and your ability
to compete in federal contracting.

WHY: WIPP develops

relationships with contracting officers
and Prime vendors, follows
contracting opportunities and
promotes Certificate Program
participants in fulfillment of those
contracting opportunities.
Completion of the Program will serve

as a tool to build business
opportunities with federal contracting
officers and prime vendors. WIPP
members who complete the program
will be listed in WIPP’s Directory of
credentialed WOSBs.
With your Certificate you will:

1.

Receive WIPP’s WOSB
Opportunity Watch and Bidders
Wanted Bulletin;

2.

Participate in WIPP Procurement
Committee meetings and briefings on
policy changes;

3. Network with top tier women

contractors and OSDBUs at exclusive
WIPP events

4.

Attend Agency and Prime
Contractor meetings and events

5.

Opportunity to appear in
MyContracting Magazine’s featured
Contractor Spotlight, which will be
distributed to Agency/Prime vendors.
This program is a benefit for WIPP
dues-paying members. If your not a
WIPP member, please consider joinin
g WIPP. For additional information on
this program, please contact Lin Stuart
at Procurement@wipp.org.

www.wipp.org
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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

THE WIPP CORNER
WHAT YOU MISSED
ONLINE Give Me Five TRAININGS:
WIPP’s Ask the Expert – Getting Started in
Government Contracting
Instructor: Gloria Larkin, President, TargetGov

Listen to the Podcast | View the Presentation

GSA Ordering and Contract Compliance for New Schedule
Holders
Instructor: Courtney Fairchild, President and CEO, Global Services

Listen to the Podcast | View the Presentation

NEW CONSTRUCTION-UNIT WEBINARS!
Construction Unit - FAR 101 – Part 1 The Fundamentals of the
Federal Acquisition Regulations and Federal Procurement:
The Bidding Process
IInstructors: Jennifer Horn, Partner, Cohen Seglias Pallas Greenhall &
Furman PC
& Maria Panichelli, Associate, Cohen Seglias Pallas Greenhall & Furman PC

Listen to the Podcast | View the Presentation

Best Practices in Construction

IInstructors: Jennifer Horn, Partner, Cohen Seglias Pallas Greenhall &
Furman PC
& Maria Panichelli, Associate, Cohen Seglias Pallas Greenhall & Furman PC

Listen to the Podcast | View the Presentation

www.wipp.org

UPCOMING EVENTS

ONLINE Give Me Five TRAININGS:
The Fast Track to a Facility Clearance
IInstructor: Cindy Brook, Binary Group
January 21, 2015 -- 2:00 PM EST

Instructor: Misty Mayes

Register Today!

Taking Advantage of a Post Award Debriefing
IInstructor: Gloria Larkin, President, TargetGov
January 28, 2015-- 2:00 PM EST

Register Today!

Transitioning out of 8a - Introduction

IInstructor: Barbara English, President, English Solutions
February 12, 2015-- 2:00 PM EST

Register Today!

Doing Business with the USDA

IInstructor: Lance Petteway, Director, Contract Management Division, Food
and Nutrition Services - USDA
February 18, 2015-- 2:00 PM EST

Register Today!
www.wipp.org

Women Impacting Public Policy

WIPP is a non-partisan public policy organization promoting the interests of over 4.7
million business women including 79 business organizations through education,
policy and advocacy opportunities.

The Economic Blueprint, WIPP’s legislative agenda for Members of Congress, the White House and
Federal Agencies, represents the priority business issues identified by WIPP members. It is the voice
for women-owned businesses.

General WIPP Membership Benefits

1. WIPP’s Give Me 5, ChallengeHER and targeted

1. Advocacy outreach led by WIPP’s government

Powered by TCPDF (www.tcpdf.org)

relations team on Capitol Hill, and supported by
our weekly policy newsletter, quarterly “Ask the
Advocate” briefings, advocacy training, and the
Ambassador Program, each designed to create
engagement with legislators.
2. Educational programming in core areas
essential to women-owned business growth.
3. Connection to top tier network of women
business owners, including many who are highly
successful federal contractors.
4. Visibility opportunities including
media/blogging opportunities, member spotlight
in WIPP communications/social media channels,
WIPP leadership positions as issue committee
chairs, and instructors or hosts for WIPP education
al programs and webinars.
5. Leadership opportunities to serve on WIPP’s
Executive Advisory Board, Education Foundation
and WIPP Board of Directors.

procurement programs help women owned
businesses market their products successfully to
government contractors and prime contractors.
2. Up to the minute procurement policy
information that identifies important trends and
opportunities to members who want to navigate or
expand operations in this lucrative marketplace.
3. Membership in the Procurement Committee
consisting of top tier network of successful women
contractors.
4. Access to invaluable networking and
relationship building opportunities with OSDBUs
and Primes.
5. Notification of federal contracts through the
WOSB Opportunity Watch of WOSB/EDWOSB setasides.
6. Bidders Wanted Bulletin calling out
opportunities that are not yet side aside for WOSBs
sent exclusively to members.
7. Features in MyContracting Magazine, the first
federal contracting publication for women
business owners (webinars and live events).
8. WIPP Federal Contracting Certificate Program
providing members with credentials, recognition,
and tools to successfully compete in the federal
marketplace. Certificate completion earns a listing
in the WIPP Directory of Qualified Contractors.

JOIN WIPP TODAY!

Member Benefits for Federal Contractors

www.wipp.org

