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SPOTLIGHT

WIPP National Partners:
Lynn Sutton, CEO/Co-Founder & Trish Summers, President/Co-Founder

Advantage Building Contractors Inc.

Lynn Sutton (LEFT), Trish Summers

T

he construction industry was
devastated… except the thriving
federal market. But our company had
no significant past performance. No
bond history. And we certainly did not
have the access to capital that still
impedes the growth of many small
businesses. We researched the SBA 8
(a) Small Disadvantaged Business
certification and found out that if we
could somehow demonstrate to
agency decision makers that we could
perform an outlined Statement of
Work and provide fair and reasonable

solutions, they in turn could extend
direct awards (sole source) to us. This
process usually saves agencies a lot of
time and money by eliminating the
RFP process and allows small
businesses the opportunity to interface
with agencies, gain experience and
develop a relevant portfolio. Today
we are able to successfully compete on
multi-million dollar indefinite delivery
indefinite quantity contracts.

www.wipp.org

Who to Keep Your Eyes On
What does the government buy that you
sell? What are the top NAICS codes in
which you do business?
Construction;
236220 – Commercial and Institutional
Building and Construction;
238160 - Roofing;
238110 – Concrete;
238210 – Electrical;
238220 - Mechanical
Tell us about a recent "win."
Just weeks ago we were awarded a one
year Blanket Purchase Agreement (BPA)
under Naval Facilities Engineering
Command, Washington DC. More
specifically, we are performing work
primarily at Walter Reed National
Military Medical Center. Under this BPA,
we are able to constantly demonstrate
our core competency in providing design
build, construction, and facilities support
services in mission critical spaces while
delivering the highest standards in
quality control and safety. It is a huge
honor to provide our services to an
establishment that provides medical
attention to our Commander in Chief and
soldiers.

"The most valuable attributes we
bring to the table are flexibility
and a cohesive team approach
that includes our staff, clients,
teaming partners,
subcontractors & suppliers."
These qualities pave the way for success
as a prime contractor or subcontractor.
What has been your biggest challenge in
achieving success in the federal market as a
woman-owned small business?
Responding to ignorance through
successful achievements (and often times
meditation) rather than
counterproductive retaliatory remarks.
What competencies do you believe are
critical to your success?

Do you serve as a prime or subcontractor
and what strengths do you bring to each
area?
We have always served as a prime.
As a prime on federal contracts, we offer
peace of mind through consistent
“outstanding” past performance ratings,
comprehensive knowledge and
experience with regulatory compliance,
and the best project staff and workforce
the construction industry offers.

www.wipp.org

1. Continuously providing our clients
with a project staff that delivers
excellent communication,
knowledge and flexibility.

2. Outstanding performance of design
build and construction services in
mission critical
occupied spaces.

3. Exceptional proposal development
and management in response to
solicitations between
$1,000,000 - $10,000,000.

What do you wish you knew
when you entered federal
contracting that
would have saved you
time and money?

Give us your top THREE tips for success in
federal contracting.

1.

You will make mistakes and
historically, small businesses have
always had challenges with access to
capital. Now that you know, you no
longer have excuses to be paralyzed.

There is often a
lot of time between
“Award” and “NTP”
(Notice to Proceed).
We spent a lot of money on staffing in
preparation for our first federal
project awards. And then we waited
and waited and waited for NTP. The
risk is great if you’re not prepared,
but there are things you can do to
keep your overhead costs
manageable.

2.

Write down three agencies you
want to partner with and start doing
searches on resources such as
FedBizOpps to find the decision
makers. Then do three things….Call,
email, and show up. Count how many
times you need to get rejected before
someone says “Yes.” Once you know
that number, it’s just a matter of
getting to it on a consistent basis.

3. Teaming is critical for small

1. Ask the Contracting Officer

businesses. Know what you’re good at
and work with others that are
experts at what you’re not, or have
something you don’t.

how long it normally takes with
similar size and scope projects to
get to NTP

2.Have your submittals ready

at the Preconstruction Meeting if
possible

3. Hire individuals that can

fulfill dual roles such as Project
Manager/Estimator;
Superintendent/Quality Control
Manager; Project Administrator/
Proposal Coordinator

WANT TO BE IN THE SPOTLIGHT?
Trish and Lynn accepting their
2013 WIPP Public Policy Award

To be considered for the Contractor
Spotlight you must be a WIPP
National Partner and an active
federal contractor.

To apply online, click here today.
www.wipp.org

M

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

www.wipp.org

AGENCY FOCUS
This Month'sOSDBUtoKnow:

Carmen D. Jones
Director, OSDBU
U.S. Department of Agriculture

its 5% WOSB goal?

T

he United States Department of
Agriculture is a large, decentralized
Cabinet level agency whose mission
touches lives in the United States and
abroad. We have 11 buying agencies
that award approximately $5B each
year, of which 54.1% was spent with
small businesses in FY13. We are very
proud of exceeding our small business
goal and rely upon the engagement of
the agencies to achieve this success.

We work directly with the agencies to
support their WOSB events. We also
have a WOSB Program Manager, who
has her hand on the pulse of what is
taking place with the WOSBCommunity.
Give us your top three tips for a WOSB to
win a contract at your agency.

1. Build Relationships
2. Do your homework by

What is the role of the OSDBU at USDA?
The OSDBU at USDA provides policy
oversight and leadership to the buying
agencies. We also provide technical
assistance to the agencies, as well as
small businesses. We conduct outreach
events, to include Vendor Outreach
Sessions, Small Business Roundtables,
Webinars, Training, and outreach
events in rural areas. We also publish
the Procurement Forecast, and attend
numerous meetings and conferences in
DC and throughout the country.
How is the small business office
instrumental in making the agency meet

spending time on the
Procurement Forecast and
identifying real opportunities.

3. When presenting

capabilities, engage the OSDBU
staff by asking questions, and not
just presenting facts about your
company.
In asking good questions you are able
to gain insight that may be useful when
you meet with the Small Business
Specialists.

www.wipp.org

While you are at it, any mistakes you
would like to mention?
When meeting an OSDBU at an event,
it’s not enough to just bring your card
and capabilities statement upon
meeting them. Have a compelling
‘elevator speech’ to engage the OSDBU.
What do you like most about your job?
I am inspired by meeting the business
owners who started their business in

their home, with very little, and have
grown to have employees and an
office. I also really enjoy the outreach
and interacting with small businesses.
I also enjoy meeting women who’ve
developed a business that has come
from a male-dominated field. I recently
met a woman who owns a construction
company and she told me when she
initially began, she drove a paver for 2
years to really begin to understand the
business.

AGENCY FORECAST
Federal law requires agencies to make
available projections of contracting
opportunities that small businesses may
be able to perform through Agency
Forecasts. While these forecasts are not
guarantees, they are an excellent source
for you to identify opportunities as early
and is highly committed to supporting
small businesses in the acquisition
process as possible, and enhance your
opportunities to develop relationships
with contracting officers. This issue of
myContracting Magazine spotlights the
U.S. Department of Agrculture which
purchases a wide variety of goods and
services.
The search forum for the USDA forecast
can be found by following THIS LINK.
The agency forecast data is for planning
purposes, is not a commitment to
purchase, and should only be used in

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

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

View Presentation Here

www.wipp.org

Are You Ready
for the Federal FY-End Buying Frenzy?
· Set-aside firms (8 (a), womenowned, veterans, small
businesses, HUBZone, etc. (see
FAR Part 19) – this helps
buyers to make quick
purchases and meet their setaside requirements

By Freida Curry
Illinois PTAC Director
Women’s Business Development
Center

T

he end of the federal
government’s fiscal year is
quickly approaching. In a few
months, on September 30, 2014,
all federal agencies will lose any
appropriated dollars that have
not been obligated. In other
words, if they don’t use it, they
lose it! Consequently, the last
quarter (July through
September) of the federal
government’s fiscal year
becomes a spending frenzy with
agency buyers trying to spend all
of their dollars. One of the
reasons why agencies don’t want
to lose these dollars is because
they don’t want to have future
budgets reduced if it is
determined that they are
requesting higher budgets than
they really need.

· Micro and credit card
purchases – agencies can
spend up to $3,000 for any
business related purchase,
even from vendors with no
contracts.
So, how can your small business
be postured to participate in
such a whirlwind? Ideally, you
don’t want to wait until the last
quarter to get started, but rather,
start getting to know targeted
agencies well before the start of
the fourth quarter. Since people
are more likely to buy from
people they know, it is essential
for a contractor to get to know
the relevant personnel at the
agencies in which they plan to
market their goods and services.

1. Know and use, the

agency’s preferred purchase
vehicles

2.

Accept credit cards so you
can take advantage of micro
purchases

3.

Consider teaming to
enhance your capabilities

4.

Use the NAICS codes that
most accurately describe your
capabilities and align with the
codes in which your targeted
agency buys

5.

Offer year-end
incentives or discounts to
make it attractive (and easy) to
buy from you

6. Acquire as many set-aside

designations for which you
qualify – especially those
where your targeted agency is
not meeting the goals

For small businesses, a great
Modify your GSA
place to start is by establishing a
schedule,
if possible, to add
relationship with the agency’s
items that are typical year-end
small business specialist – your
purchases by your targeted
supportive focal point to the
agencies
agency. It is imperative that you
know your customer, its
Keep your relationships
challenges, buying habits; what,
active and strong; keep your
when and how they buy. With
Since agency buyers have to
materials and website up to
this knowledge you can identify
move fast, they are looking for
date; and make it easy for
and present the benefits and
opportunities to make efficient
agencies to reach you.
value you provide, the solutions
and speedy purchases.
you offer buyers, and how you
The federal government spends
Consequently, they tend to use
can help the buyers to meet their hundreds of billions of dollars
buying vehicles that help to
needs.
every year on goods and
make that happen. These often
These strategies are essential all services, and is required to
include:
spend at least 23% of that with
year long and can lay the
small businesses. So, do all that
· GSA schedules – firms are
foundation for you to be in the
you can do to make sure when
vetted and prices have been
running when fourth quarter
pre-negotiated
rolls around. To strengthen your the fourth quarter buying frenzy
begins, you have positioned you
· 8(a) certified firms – for sole competitiveness, you must make and your business to be a viable
source contracts the RFP and it easy for agencies to buy from competitor ready to win
bidding process is eliminated you:
contracts.
www.wipp.org
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2014 WIPP Annual Meeting Award Winners
Recognizing leading woman part of the WIPP community
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CONTRACTING UPDATES
FROM THE CAPITOL

W

(FLSA). Generally, employees on those contracts –
and the employees of subcontractors on those
contracts—must be paid a minimum of $10.10 per
hour. Exempted from this requirement are: grants,
contracts with Indian Tribes, non-DBA construction
contracts, non-SCA services contracts, and any
contracts exempt from FLSA requirements. The
$10.10 minimum wage also applies to companies
leasing space from the government and food/
concessions sold on military bases.

WIPP “On the Hill” in Support of Sole Source Bill

WIPP members impacted by this proposed change
are encouraged to share their views with WIPP by
July 25th, 2014 for incorporation into rule
comments. The final rule is expected by Oct. 1,
2014. Solicitations for contracts to be awarded after
Jan. 1, 2015 are already implementing this change.

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.

Background: Adding sole source authority to the
WOSB Procurement Program is a top priority for
women-owned federal contractors. WIPP is working
with the Senate to make that happen after the
House already-passed legislation.
WIPP’s government relations team and members
have been busy with meetings on Capitol Hill in
recent weeks to urge support for S. 2481, the
Women’s Small Business Procurement Parity Act.
The legislation would allow for sole source
contracts in the WOSB Procurement Program. The
meetings are a visible part of WIPP’s ongoing
advocacy efforts. You can read about the meetings
in Executive Director Kristie Arslan’s “Walking the
Talk” blog and can join the effort by reaching out to
WIPP.
It will take a united effort from the women’s
business community to make sole source authority
happen. If you know your Senators or
Representatives, we encourage you to meet with
them either during WIPP’s upcoming Annual
Leadership Meeting on July 22-24th or during
August recess. Another option is to visit the WIPP
Action Center to send letters of support to your
Senators.
Minimum Wage Rule Proposed – Comments due
July 28th, 2014
Background: Earlier this year, President Obama
raised the hourly minimum wage for federal
contractors by Executive Order to $10.10 beginning
January 1, 2015. The Department of Labor recently
proposed rules on implementation.

SBA Adjusts Size Standards for Inflation –
Comments due August 11th, 2014
Background: The Small Business Administration (SBA)
updates the size standards that define “small
business” for government purposes. The SBA recently
increased those standards for nearly all industries to
account for inflation, making small business
programs available to larger companies. The increase
is in effect beginning July 14, 2014.
The increase is the first inflation adjustment since
2008 and was not part of SBA’s ongoing review of
size standards industry by industry. While each size
change is included in the rule, it is approximately
equal to a 1% increase for all revenue based size
standards.
For purposes of contracting, all certifications made
prior to July 14, 2014 will use the size standards
now in effect – without the inflation adjustments.
Some solicitations, however, may be adjusted to
reflect the change. If you were just above the
relevant size standard, check the solicitation to see
if the change impacts your ability to respond.
Notably, this increase does not increase the size
standards for the purposes of 7(a) or 504 loans or
certification as economically disadvantaged
(EDWOSB) under the WOSB Procurement Program.
The rule goes into effect July 14, however,
comments will be accepted until August 11th.

The proposed rule addresses contracts covered
under the Service Contract Act (SCA), the DavisBacon Act (DBA) and the Fair Labor Standards Act
www.wipp.org

#POLICYMATTERS

The SBA’s summary specifically requests comments
on whether or not the agency should adjust
employee based size standards based upon changes
in labor productivity or other technical changes in
how work is performed.

WIPP Takes Lead in Federal Strategic Sourcing
Reforms
Background: Many agencies are using “Federal
Strategic Sourcing” reforms in an effort to cut costs
on federal procurements. WIPP is greatly concerned
about the impact on women-owned businesses and
helped form a coalition to advocate on this front.
WIPP has joined with other national small business

groups and trade associations to form the Coalition
for Common Sense Contracting. The coalition was
formed to address growing concerns over “Federal
Strategic Sourcing” and other procurement reforms
limiting opportunities for small businesses. These
include fewer opportunities and limited use of small
businesses. The Coalition will be participating in a
roundtable on Federal Strategic Sourcing on July
17th, 2014 to voice these concerns.
Readers with similar concerns are encouraged to
contact John Stanford to find out how they can join
the coalition.

Get Involved

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

JointheWIPPAdvocacyTeamToday!
VIEW WIPP'S PROCURMENT POLICY PRIORITIES HERE
www.wipp.org

Resources to Help Women-Owned
Small Businesses Overcome the Competition
that women contractors get their fair share of
federal contracts.
ChallengeHER was extremely successful in its
inaugural year, hosting events in eight cities
across the U.S. and connecting more than 1,200
women-owned small businesses to free
resources, curriculum, guidance, and contracting
opportunities. Now in its second year, the
program has a full calendar of events including
Seattle (April 22), New York (May 21), San
Francisco (June 16), Milwaukee (June 26), Chicago
(August 7) and multiple events in Washington D.
C. with government agencies like the U.S.
Department of Agriculture (USDA) and the
By Lourdes Martin-Rosa
Environmental Protection Agency (EPA). You can
American Express OPEN Advisor
visit www.wipp.org/?ChallengeHER for more
information about upcoming events and training.
espite budget instability from sequestration
With the recent passing of the $1.1 trillion
and the government shutdown, women business federal budget, agencies are finally back on solid
owners have had noticeable success in
ground with their funding through 2015. In fact,
government contracting in recent years.
I’ve noticed that the federal government portal
According to the National Women’s Business
for purchases over $25,000, Fed Biz Opps (www.
Council, more than $100 million in contracts
fbo.gov), has experienced an increase in
have been awarded through the WOSB (Women- contracting posts, Sources Sought notices
Owned Small Business) Federal Contract set(agencies try to obtain market research using
aside program. Women contractors received
Sources Sought and Request for Information
another win in early 2013 when President
notices) and Indefinite Delivery/Indefinite
Obama signed into law the National Defense
Quantities (IDIQs) type contracts.
Authorization Act, which removed the $4 and
A recent report by American Express OPEN
$6.5 million caps on contract awards in the
found women business owners spent an average
WOSB Federal Contracting program.
of $112,112 in 2012 in pursuing federal
As a woman business owner and federal
contracts – up 29 percent from 2010 but still well
contactor, I’m thrilled to see the WOSB program below the investments made by their male
inch closer to its five percent goal and I am
counterparts. Women-owned small business– if
hopeful that we will surpass it within the next
you haven’t already, register your business with
few years. And as opportunities continue to
SAM (System for Award Management) at www.
grow, I expect to see more women business
sam.gov and visit www.sba.gov/wosb to
owners entering the federal marketplace. Now,
determine if your firm qualifies for the WOSB
more than ever, WOSBs should take advantage
self-certification program, among others. Let’s
of resources that can help them gain a
keep this momentum alive.
competitive edge and strengthen their networks For more procurement resources, visit www.
within the government contracting arena.
openforum.com/governmentcontracting
Last year, the Small Business Administration
________________________________________
(SBA) teamed up with Women Impacting Public
Lourdes Martin-Rosa is the American Express
Policy (WIPP) and American Express OPEN to
OPEN Advisor on Government Contracting and
launch ChallengeHER – a joint-initiative designed has 20 years of experience in the federal
to boost government contracting opportunities
procurement arena. She helps small businesses
for women-owned small businesses. By
get contract ready and achieve contract success.
leveraging the resources of the SBA, WIPP and
OPEN, the national program works to empower
the success of the WOSB program and ensure
www.wipp.org
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Local Resources Corner
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.

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 mentors.
Find your local SCORE Office HERE.
Choose and email a mentor online for virtual help
HERE.

PCRs are located at various SBA area offices and
Small Business Development Centers (SBDC)
major federal buying centers around the country.
SBDCs provide free, confidential one-on-one
Find your local PCR HERE.
customized consulting services and training
Procurement Technical Assistance Centers (PTACs) workshops for small businesses and aspiring
PTACs provide local, in-person counseling and
entrepreneurs.
training services for you, the small business
SBDCs are hosted by leading universities and
owner. They are designed to provide technical
assistance to businesses that want to sell products state economic development agencies, with over
900 service sites to help serve you.
and services to federal, state, and/or local
Find your local SBDC HERE.
governments.
PTAC services are available either free of charge
or at a nominal cost and operate in over 300
locations across the country.
Find your local PTAC HERE.
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.

Women’s Business Centers (WBCs)
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

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

ADVERTISE TODAY!
CLICK HERE FOR MORE INFORMATION

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.
This past week, multiple connections were
made, increasing everyone’s odds for
success.
If you find an opportunity that only
partially fits your business, let us know at
procurement@wipp.org what is needed to
complete the requirements, and then we
will put the request on a broadcast to the
ever-growing Procurement Committee.

SOURCES SOUGHT
Surces Sought is a very important process
toward the success of the WOSB program.
It tells the government there are enough
women business owners willing and
capable of executing the contract as a 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.
These are opportunities to collaborate with
another WOSB/EDWOSB under the Rule of
2. So, please consider teaming with other
WOSBs to convert an opportunity.

CLICK HERE TO VIEW

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

CLICK HERE TO VIEW
(Solicitations for WOSB set-asides)

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

www.wipp.org

CONTRACTING

MEDIA & NEWS
OK, ladies, it's official: There's
no more limit on federal
contract set asides for women
June 24, 2014

CLICK TO READ
How 8,500 large companies
will become small businesses
overnight
June 17,, 2014

CLICK TO READ
Small-business federal
opportunities the most
protested in fiscal 2014
July 13, 2014

CLICK TO READ
SBA Extends Weekly Office
Hours Webinars for Women
Entrepreneurs on WOSB
Federal Contract Program
June 26, 2014

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

CLICK TO READ
www.wipp.org

July 1 Begins Final Quarter
of the Federal Fiscal Year
—Strategize & Execute Now to Increase Sales
short list of funded purchases.
While many private sector
companies are slowing down for
a long, sluggish summer, savvy
government vendors are
actually going full speed ahead
from July through September
with targeted, aggressive
marketing and sales campaigns
to aggressively pursue the
federal end of year spending
rush.
By Gloria Larkin
President, TargetGov

The driving force behind this
process is that any agency that
has not spent their budget in full
he federal government
must find appropriate purchases
agencies follow a fiscal year
to spend all the monies allotted
beginning October1 and ending to them or risk having the next
September 30. We have just
year’s budget reduced even
entered the final quarter
further. These decision-makers
starting July 1. Historically, over feel much more comfortable
$150 billion will be spent in the reaching out to those companies
next three months with
that they know and trust.
companies both large and small
receiving competitive and single Top Ten Recommended Federal
source contracts.
Marketing Tactics For Increasing
Fiscal Year End Sales:
Whatever monies federal
agencies and military operations
Update and verify the
have not yet spent will go to the
existing customer relationship
vendors who have built a
management (CRM) listing of
proactive strategy targeting and
all decision-makers in target
building relationships with
agencies (annual turnover
decision-makers.
tracked at 43%.)
Vendors have just weeks to
make strategic moves to capture
Identify additional
that business. Informed vendors targeted contacts through
research the budgets and
agencies’ forecasts, web sites
forecasts to identify what
and FedBizOpps.
specific target agencies are
planning to spend. They then
Create a Fiscal Year End
plan tactics to market their
offer to grab their attention.
company aggressively to the
appropriate people within each
individual agency based upon
Update the company’s
the services and products on the
www.wipp.org

T

1.

2.
3.
4.

social media platform and
connect with all target
agencies, bases and offices.

5.

Plan for a 24/7 customer
service phone number ready to
answer questions from July 1
through September 30.

6.

Contact each decisionmaker, ask for a briefing to
update company offerings and
discuss any open contracts for
specific products or services.

7.

Ask to be notified of all
fiscal year-end buying needs.

8.

Ask about any sales
opportunities below the
$25,000 and $150,000
thresholds.

9.

Ask permission to email
them information.

10.

Stay in touch via
phone, email, social media and
direct mail every week through
September 30.
Gloria Larkin is president of
TargetGov and a national expert
in business development in the
government and corporate
markets. She is WIPP’s
Educational Foundation ViceChair, a dynamic speaker and
book author and is adept at
negotiating the government
contracting maze on behalf of
clients. Visit www.targetgov.
com or call toll-free
1-866-579-1346 for more
information.

Want to gain business exposure?
Click here for advertising opportunities!

www.wipp.org
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CERTIFICATE AWARDS
3

Congrats to these 20 NEW women entrepreneurs
who have completed the WIPP Federal
Procurement Certificate Program this quarter!

1. Vicki Marino, Kenmar General Contracting 12. Lilla Gaffney, SSS - A GIS Company
2. Edgar De Leon, R&E Solutions, LLC
13. Shaune Skinner, ASC Group, Inc.
3. Nia Ogletree, Arielle Management Group, LLC 14. Nancy Goshow, Goshow Architects, LLP
4. Julie D'Agostino, JMD Building Products LLC 15. Misty Mayes,Management Solutions, LLC
5. Jennifer Bisceglie, Interos Solutions, Inc. 16. Karen Oleyar, Rack-Wildner & Reese Inc.
6. Varetta Huggins, V-PMC
17. Marya Pickering, Vertical Jobs, Inc.
18. R. T. Swindel, RT Consulting and Training,
7. Karen Lawrence, It's My Affair, LLC
Inc.
8. Lisa Firestone, Managed Care Advisors
19. Blossom Baker, JB Technologies, Inc.
9. Vanessa Ali, All-U-Need Personnel
10. Angela Harpalani, Dimensional Concepts 20. Cindy Towers, JuriSolutions Legal
11. Ronda Jackson, Decor Interior Design Inc.

CERTIFICATE: LEVEL ONE
Congratulations to these 8 women entrepreneurs
who have recently completed Level ONE of the
WIPP Federal Procurement Certificate Program!

1. Lisa Bruno, Easy Verification Inc
2. Hulya June Aydogan, Euphrates Travel
Inc.

3. Ranjani Mohana, R Mo LLC

4. Irene Agnew, Agnew Miltilingual
5. Ebonee Bachman, Moonlight Interiors
6. Rebecca Jones, SafeworK, Inc.
7. Rukia Dahir, RSD Strategies, LLC

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

www.wipp.org

GOVERNMENT REPORTING
Making or Breaking Your Customer Experience

and avoid being part of the 84% of projects
which are considered challenged or failed, you
must proactively manage all areas of your
project: budget, time and scope/quality.
Effective reporting can be a key tool in helping
you achieve success.
If you want to pursue or currently have
government contracts which require specific
reporting, how can you best be prepared for
success? First, make sure you understand the
reporting requirements and the effort that will
By Misty Mayes, President & Founder,
be involved to prepare them. (Note: ensure you
build the cost of reporting and any supporting
Management Solutions LLC
processes/tools into your budget). Secondly,
make sure you have the resources or can
n working with government agencies for the
subcontract the resources to perform the level
past 20-plus years, I have seen the good, the bad
of reporting required. Lastly, make a cross
and ugly in government reporting. I’ve seen
check of the reporting requirements in the
projects exceed expectations and make heroes
proposal stage against those that come out in
of PMs and I’ve seen projects crash and burn
the actual Statement of Work to ensure you are
and take the PM down with them. Project
working towards the correct reporting
management effectiveness, or the lack there of
requirements.
is a key factor in those projects success or
failure, and project management reporting is a Does the government think PM reporting is
key tool. Too many companies view
important? For every $1M spent on a project,
government reporting as a necessary evil and
the government equates the risk associated with
do the minimum they can get by with to meet
potentially poor project management to be
requirements, or worse, go into a contract
$350k. Government agencies' requirement of
unaware of what they are contractually
project management reporting is an attempt to
obligated to submit. Most successful companies minimize this significant risk. That’s one
use project management reports not only as a
reason reporting is important to the
key communication tool with the client, but as government and not optional. Successful
an effective internal management tool as well. reporting is a key communication tool between
you and the client to help proactively manage
Why should project management reporting be
the government’s expectations.
important to you? To give you an idea of the
importance the government puts on Project
Each contract will have different requirements:
Management reporting, consider that statistics most agencies have guidelines for contracts
show only 16% of projects are considered a
based on the size, complexity and risk factors
success, with success defined as finishing on
associated with each project. All large
time, on budget, with all features and functions government agencies have websites with PM
as specified. One third of all projects (31%) are guidance and specific requirements, templates,
classified as failures and will be cancelled or
etc. Doing a search and familiarizing yourself
abandoned at some point, due primarily to
with potential requirements and guidance can
failures in budget, schedule or features/
pay big dividends. Keep in mind you may have
functions. The remaining 53% are considered initial and intermittent reporting submittals,
Challenged Projects and were completed but
such as various Plans, Risk Registers, and
were over budget, past the planned completion, Performance Baselines. You will also generally
and/or lacking all the features and functions
have monthly submittals as well, which will be
specified. To successfully manage your project contract-specific.

I
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There are five (5) basic Cost Performance
Report (CPR) Formats, any combination of
which may be required by many agencies for
large or complex projects:

with little or no input from the project team.
Likewise this information is rarely shared back
through their own management chain or even
to the entire project team.

Format 1 – Defines current period,

Project Managers and company management
should consider producing a selection of these
reports (some at lower levels than requested),
even if they are not required for internal
management purposes. Specifically, Formats 1
– Defines current period,
and 5 provide value-added detail for all
cumulative to date, and at completion
projects. Formats 2 and 4 produce
performance data by the project
organizational/resource level information
Organizational Breakdown Structure;
which can allow Resource Managers and
Project Managers to better work together to
– Defines current and future proactively ensure the appropriate resources
changes to the Performance Baseline,
are available when needed.
based on agreed contractual changes;
Remember, government reporting is not
– Defines staffing forecasts; optional. It is time consuming, and requires
expertise to produce and analyze, and the
consequence of inadequate reporting can be
– A narrative report
significant. However, it can be used with great
providing an analysis of the data
benefit for internal management, as well as
contained in Formats 1-4.
communication of project status and issues
In addition, there are three (3) other reports with the client. Note – it’s not for everyone, if
which occasionally may be required:
you are looking to move into the government
world, make sure you are willing and able to
Integrated Master Schedule (DoD classifies this
meet this kind of commitment!
as CPR Format 6);
cumulative to date, and at completion
performance data by the project Work
Breakdown Structure;

Format 2

Format 3

Format 4
Format 5

Management Solutions, LLC is an awardElectronic file performance data in a format
winning, comprehensive project management
which will upload into agency databases (DoD services
classifies this as CPR Format 7); and
company based in Knoxville, Tenn. They have
won numerous awards, including federal
A text report containing technical status and Department of Energy awards for national
issues as well as discussion of performance Woman-owned Small Business Contractor of
the Year and Small Business Service Firm of the
indicators and metrics.
Year, as well as the Small Business
Administration (SBA) National Subcontractor of
These reports contain a great deal of
the Year in 2012. To learn more about how we
informative data but they are often seen as a
“check box” as opposed to a management tool. can help you in the government reporting
arena, please visit our website at www.
Some Project Managers/Project Controllers
managementsolutionsllc.com or call our office
create and submit these reports in a vacuum,
at 865.963.0400.

Give Me 5: Government Reporting: It Can 'Make or Break' Your Customer Experience
Listen to this webinar to learn the following:
· What reports may be required for an initial submittal (this will be different with each contract).
· What a typical monthly report looks like.
· How you can use these reports/metrics to better manage your projects.

Course Instructor: Misty Mayes, President/Founder, Management Solutions, LLC

Listen to the Podcast | View the Presentation
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!

Trena Payton's Tip:
"My tip would be to ensure that you are getting all the information
you can on opportunities from the available free information. Most
people use FBO.gov for current opportunity research, but you can
use it for organization POC information, archived RFPs from previous
efforts, trends. Another site like FPDS.gov can help uncover
information about incumbents and their past and current contracts.
Practice using these sites and they will reap extensive information to
support your go-no go opportunity decisions. Lastly, for those that
are looking for more detail on competitors, try dsbs.sba.gov. I like it
better than SAM.gov for information. But, companies can opt to not
update their information on this site, so remember to look at the date
at the top of the records."

Trena Payton
President, ABN Technologies

K. Patrice

William's Tip:

"Your company visual brand in important. Procurement officers are
looking for indication that your company looks creditable, reliable,
professional and established. Make sure your Logo, Business Card,
Capability Statement and Website represent your corporate brand."

K. Patrice Williams
President, BrandGOV Inc.

Patti Winstanley 's Tip:
"Make sure your company has the bandwidth to take on a
government contract, and be familiar with the Far Regulations
before you bid.
Stay focused, use the resources that are available, and get certified - it
can open doors for you. "

Patti Winstanley
President, Aztec Promotional Group LP

www.wipp.org

TOP TIPS
Courtney Fairchild's Tip:
"Not all federal agencies buy the same way. Understand how your
potential customers prefer to purchase. Ensure you secure the right
contract vehicle(s) for the target agency or identify potential teaming
partners that already have them."

Courtney Fairchild
President/CEO, Global Services

Mary

Scheetz's Tip:

"We have found that patience and persistence are two essential
ingredients in government contracting. It can be a challenge to strike
that delicate balance of periodically sharing information and reaching
out to CO’s and teaming partners for future opportunities that may be
up to 18 months away.
· Build relationships in both public and private sector – your competitor
may be your partner on the next deal
· Don’t try to do it all yourself – utilize your network and those who have
gone before you
· Dot your I’s and cross your T’s – know the gov’t rules and regulations
· Leverage your certifications and past performance
· Follow up Follow up Follow up"

Mary Scheetz
Principal/CEO, Contact Center Innovations, LLC

Kuppusamy Bhaskar's Tip:
"Many businesses focus on selling and not on serving. Find ways to
demonstrate to your potential clients how you have added business
value elsewhere. This does not necessarily mean pro-bono work. Find
time with key decision makers, share your experiences on how you've
implemented a solution or service. Understand their needs and
challenges better and respond to them. Use your websites, testimonials
intelligently to demonstrate your company's capabilities."

Kuppusamy Bhaskar
Managing Partner, Aikya Incorporated

www.wipp.org

Contracting Best Practices

By Lesa Adeboye
CEO, Alliance Group Inc.

G

overnment contracting is a
“learn as you go” endeavor –
experience is key. With multiple
government agency opportunities
available, a multi-layered customer
base to court, and volumes of
contractual compliance and
regulations to understand,
achieving success in government
contracting can seem difficult.
Approaching close to two decades
in the government contracting
space, as a contracting officer, then
small business owner, I have
identified three best practices for
successful government contracting.

into something else, plan how to
effectively roll out that new or
evolved offering. For example, I
started my business, Alliance
Group, Inc., providing contract
administration support services,
because this is was my expertise
from my time in corporate America
and it was what I had a passion for.
After a few years in business, I
discovered that there was a larger
demand for proposal management
support services. I had experience
in preparing and reviewing
proposals so I began to incorporate
these services as part of my
offerings and eventually made this
my primary offering.

Target an agency/customer that
buys what you sell. The number of
US federal government agencies
runs in the hundreds, many with
their own buying organization. The
federal government buys billions
of dollars in products and services
a year. Review the spending habits
of the varied agencies to identify
the organizations you want to
target. Just as important,
understand the agencies' mission.
No one wants to do business with
Identify your niche. We have all
someone who has no idea what
heard the saying, “you can’t be
they do. If you are a small business
everything to everybody”. This is
a first step in gathering information
true in the business of contracting.
Imagine attending a trade show and is to contact the small business
you stop at a booth and ask the lady office, often known as the Office of
Small Disadvantaged Business
manning the booth what service/
product her company provides. She Utilization (OSDBU) for the agency.
tells you that she offers IT services, Ask the small business utilization
Officer what buys the agency
janitorial services, and corporate
makes from small business and
furnishing… What would be your
immediate thought? It is important make sure to follow-up by
forwarding a company capability
to define your core offering. It
statement. Contacting the
makes it easier for you to brand
Contracts Office for the agency is
your organization in the
also important. This organization
marketplace and for potential
clients to reference you in a specific has the sole authority to make
purchases for the government. The
space. When you started your
Contracting Officer (CO) and/or
business it was based on your
Contracting Specialist can share the
specific expertise or passion.
type of purchases the agency
Develop that specific offering and
makes, and let you know when
stay focused on marketing it. If
opportunities will be let for
after time you add additional
competition.
services or your services evolve
www.wipp.org

Build relationships. Once you have
identified target agencies, begin
building relationship with the small
business office, contracting officers,
and program/project managers.
Easier said than done, I hear you
saying! Building relationships is the
cornerstone for success in winning
opportunities. You will find that
there are many firms with similar
offering as your firm so it is
important to differentiate yourself.
You want the government customer
to know who you are. Building
relationships with customers is no
different than building
relationships under any other
circumstance. You need to be
where the customers are. Where do
they have coffee or eat lunch? What
places do they frequent after work?
What organizations are they
members of? Attend vendor
opportunity events, agency forums
and sessions – many are free and
open to the public.
Do not limit contact to just
government representatives;
expand your network by getting to
know other government contractors
both large and small. Teaming to
pursue opportunities is a great way
to break into an agency. Once you
build trust with other firms by
working closely together, your team
member may be open to
introducing you to their customers.
Finally, be friendly. Talk, and most
importantly listen to people
wherever you are. Your will be
surprised who you meet by
happenstance. Always be prepared
with a business card, and ask for
theirs. And most importantly,
follow-up with a “nice to meet you”
email within 24 hours of meeting.
Try this basic formula for three
months and monitor the results. I
am confident that you will increase
your contacts and begin to see
activity that will manifest into
actual opportunities.

CLICK HERE

CLICK HERE

Advertise your company here today!

www.wipp.org

THE WIPP CORNER
WHAT YOU MISSED
LIVE ChallengeHER-EVENTS:
VIEW Lessons Learned: DOE Edition
April 17, 2014

VIEW Lessons Learned: Seattle,WA Edition
April 22, 2014

VIEW Lessons Learned: Boise, ID Edition
April 23, 2014

VIEW Lessons Learned: New York, NY Edition
May 21, 2014

VIEW Lessons Learned: USDA Edition
June 3, 2014

VIEW Lessons Learned: San Francisco, CA Edition
June 13, 2014

VIEW Lessons Learned: Milwaukee, WI Edition
June 26, 2014

ONLINE Give Me Five TRAININGS:
Introduction to the GSA Schedule
Instructor: Courtney Fairchild, President, Global Services

Listen to the Podcast | View the Presentation
Follow the Money
Instructor: Martin Feeney, WIPP Government Relations

Listen to the Podcast | View the Presentation
Perks, Procedure & Common Pitfalls Relating to WOSB
Certification
Instructor: Maria Panichelli, Attorney, Cohen Seglias Pallas Greenhall
& Furman

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

Watch Here On-Demand
www.wipp.org

UPCOMING EVENTS

LIVE EVENTS:
United Nations Procurement
Opportunity Forum

Register Today!

September 9, 2014

Register Today!

ChallengeHER-- Raleigh, NC
August 19, 2014

ChallengeHER-- Charlotte, NC

Register Today!

August 20, 2014

ONLINE Give Me Five TRAININGS:
Writing Successful Proposals – Part 1
IInstructor: Barbara English, President, English Solutions, Inc.
July 30, 2014 -- 2:00 PM EST

Register Today!

How to Use 8a Certification to your Advantage
IInstructor: Nancy Aber Goshow, Managing Partner, Goshow Architects
August 27, 2014 -- 2:00 PM EST

Register Today!

Introduction to Federal Procurement and a guide to the System for
Award Management (SAM)
IInstructor: Gloria Larkin, President, TargetGov
September 3, 2014 -- 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 75 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.

What are Some General WIPP
Member Benefits For Me?
1. Advocacy outreach led by WIPP’s
government 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
educational programs and webinars.
5. Leadership opportunities to serve on WIPP’s
Executive Advisory Board, Education
Foundation and WIPP Board of Directors.

What are Some Specific WIPP
Member Benefits for Federal
Contractors?
1. WIPP’s Give Me 5, ChallengeHER and
targeted 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
set-asides.
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!

www.wipp.org

