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A WIPP Welcome:
One of the nicest things about WIPP is its sense of Whether you are an existing GSA Schedule holder or
want to pursue a new contract in 2015, the
community- the effort that each one of our
members extends to help and assist her colleague. switchover to the One Professional Services
Knowing this, I immediately reached out to some of Schedule in January will affect many.
our pros to ask what their advice to you might be as
Prepare:
you prepare for the new FY15 buying season.
Patti Winstanley, President, Aztec Promotional
Think outside the box:
Group LP, tells us to make a commitment to go
Barbara English, President of English Solutions, says where the buyers are and have financing lined up
ahead of time. Make certain of the entire RFP and
perhaps it is time to think a bit out of the box and
expand your horizons: do something different that understand the small details before you decide to
will bring you greater success in FY 15. Expansions submit a bid to make
sure it is right for your
could be teaming with 8a contractors who can
company's capabilities.
receive noncompetitive awards up to $4 Million,
Work on your story enter into a Mentor Protégé agreement with a
having a positive
federal contractor who has significant contracts
past performance
with federal government or find more effective
venues to establish relationships with contracting record that is clear
and succinct is vital
officials. So take a close look to see if you can
to future success in
jumpstart your planning to bring the results you
want. This issue is chock full of great strategies to government contracting.
accomplish just that.
Good luck on your
efforts! Remember,
Get the rules straight and stay focused:
that friendship and help
LaVern Jackson, President/CEO
is within reach – join
Joint Logistics Managers, Inc.: The most essential
WIPP’s Procurement
requirement in contracting is to understand their
Committee to meet your
procedures, the FAR (Federal Acquisition
colleagues and learn
Regulation). Once you have a very good knowledge from the best!
of the FAR, establish realistic expectations by
developing and adhering to your goals, timelines
and processes - don’t get bullied
into someone else’s approach, you have to stay
focused on what’s best for YOUR company.

Barbara Kasoff

While you are studying up, Courtney Fairchild,
President, Global Services, advises us to be on the
lookout for changes to the GSA Schedule program.

Founder/President/CEO
Women Impacting Public Policy
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By John Stanford, WIPP Government Relations

W

ith November’s midterm elections around the corner, it is important
to think how the results may impact government contractors. While the
future control of the Senate is unclear (and what that may mean for
federal spending), we do know there will be new faces at the top of the
Congressional Committees with jurisdiction over government contracting.
The biggest story for the election is whether Republicans can succeed in
taking over the Senate, which has been controlled by a majority of
Democrats since 2008. Tight Senate races across the country have this
outcome decidedly unclear. Nonetheless, due to certain rules and
retirements, many Committee chairs will be changing regardless of who
controls the Senate.

House of Representatives

In the House – where continued Republican control
is all but guaranteed – the GOP has term limits on
Committee chairs, which will force a shuffle at both
the Small Business Committee and Oversight and
Government Reform Committee. The new chairs will
be tasked with the next round of small business
contracting provisions and larger procurement
reforms including the impact of strategic sourcing
and growing use of large vehicles. The chart below
shows the current outgoing Chair, and some of the
Representatives likely to take charge (list is in no
particular order and may not be comprehensive):
Committee:

Oversight &
Government
Reform

Current Chair (R): Issa (CA)
114th Chair (R):

114th Ranking
Member (D):

Chaffetz (UT),
Mica (FL),
Turner (OH)*

Small
Business
Graves (MO)
Chabot (OH),
Hanna (NY)**

Cummings (MD) Velazquez (NY)

Senate
The election will determine if Democrats keep
control of the Senate, and by consequence, the Chair
position of each Committee. If Republicans take the
Senate every Committee will have new chairs. That
means there could be a change in leadership on the
two important committees to contracting: Homeland
Security & Governmental Affairs and Small Business
& Entrepreneurship. The chart below shows the
current Chair and possible outcomes based on which
party is in control:

Committee:

Current Chair:

Homeland Security
Small
& Gov. Affairs
Business &
Entrepreneurship
Carper (DE)

Cantwell (WA)

114th Chair (D): Carper (DE)

Cantwell (WA)

114th Chair (R): Collins (ME), or
Johnson (WI), or
Portman (OH)*)

Risch (ID)

*Chair Issa has filled the maximum 6-year term
leaving a wide opening on the Committee charged
*Current Ranking Member Tom Coburn (R-OK) is
with overseeing the Executive branch. Several current retiring, leaving three Republicans vying for the
Committee members are jockeying to fill his role.
position should Republicans win.
**Similarly, Chair Graves has filled the maximum 6year term. Rep. Hanna chairs the contracting
subcommittee while Rep. Chabot has seniority.
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
Sources Sought is a very important
process toward the success of the WOSB
program. It tells the government there are
enough women business owners willing
and capable of executing the contract as a
set-aside. Take a look at this week’s
opportunities to convert contracts that are
open to all small businesses, to contracts
available only to WOSBs and EDWOSBs.
These are opportunities to collaborate
with another WOSB/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@wipp.org and we will post
it to the Opportunity Watch.

www.wipp.org

CONTRACTOR

SPOTLIGHT
WIPP National Partner:
Misty Mayes, President

Management Solutions, LLC

E

What does the government buy that you sell?

arly on in my career, I was an EVP for SAIC
where I managed their project management
and gained some experience in the federal
marketplaces from that position. When I
started Management Solutions in 2002 and
because we lived in Oak Ridge, Tennessee, with
a Department of Energy (DOE) reservation (Oak
Ridge National Lab [ORNL]) in our backyard, I
knew that was an avenue we’d wanted to
pursue. I marketed ORNL for our project
management consulting services and won our
first contract with them in 2003. That first
contract included one onsite resource one
week a month. Ten years later we have had as
many as 17 individuals in place at ORNL
assisting their teams with project management
duties. That was my launch into federal
contracting and from working with the DOE, I
was able to easily segue into the DoD side and
support several districts for the Corps of
Engineers.

We sell project management consulting
services. Although the federal government has
core competencies in project management, they
still at times, as the work ebbs and flows, need
additional services. We can provide project
management level support and project controls
services that help them manage their projects
more effectively. Most of my folks function as
deputy project managers for the government’s
project managers. The goal of our resources is
to help our customers alleviate any
unnecessary schedule delays or negative cost
impacts. That is right in line with our company
tag line which is we enable our customers to
deliver on time, on budget, every time.

What are the top NAICS codes in which you do
business?
There are three main NAICS we use: 541611,
541618, 541990. Those three comprehensively
cover most of the services we provide.

www.wipp.org

Who to Keep Your Eyes On
Do you serve as a prime or subcontractor and
what strengths do you bring to each area?
A lot of our work comes from the relationships
we are able to cultivate and from those we are
Our original contract with Oak Ridge National mostly the Prime– for instance in our work at
Lab (ORNL) was for 10 years. We recently went ORNL - but we’ve also subbed to other
through the re-bid process with them and have companies and currently do serve as a
been selected for five more years. That is a real subcontractor on several projects. For
testament to our company because our people example, the University of Tennessee currently
has a large remodeling effort going on that
are on the ground every day with that
includes a $120 million renovation to some of
customer. One of the things I tell staff when I
the dorms. We are a subcontractor to a prime
hire them is that our customers are hiring a
general contractor – Messer Construction. Why
competency that they don’t believe they have
so we can’t go in and be average. We must add is that good? They needed a woman-owned
business on their contract, we are local and we
value on day one, we have to be exceptional.
brought some strong project management
So for us to be selected for an additional five
expertise to them. We understand how to
years says that the customer is extremely
pleased with our staff, that our staff has added manage teams with multiple companies and
are pleased to add this value to the project.
value and that the customer felt that they
wanted to continue in that relationship. It’s a
When we try to partner with larger firms, they
real win for us that the government trusts us
might ask why they should bring us in on their
as a small business and gives us that work
team when they already do project
again. That was a big victory.
management work within their large company
Another recent win was with U.S. Army Corps that may have thousands of employees. They
have said that telling the government that they
of Engineers (USACE). We had been the
are bringing in a project management
incumbent on a contract that provided
company makes it sounds as if they don’t have
resources across several of their installations.
That contract came up for re-bid last year and the competency. What I’ve said for years is it’s
quite the opposite. What it says to the
we bid on it, but lost. The contracting officer
government is that you value their dollars so
didn’t establish a best value bid and instead
much and the time that they are giving you to
put significant emphasis on the cost factors.
perform this product or service and you are
Because our team also includes engineers –
bringing in the top project management
mostly civil and industrial - we weren’t the
company in America to manage that since you
cheapest bid received. There will always be
understand how important those aspects are to
people who think they can do project
them.
management and they may include more

Tell us about a recent "win."

administrative rates in a proposal. That is
what happened in this case. Another company
was selected and we were told our resources
were no longer needed at those installations.
Since then, however, that company couldn’t
provide the technical expertise, and the USACE
withdrew the contract, then the government
put it out for bid again. This time we were
selected as the successful contractor. It has
been a year of transition, but at the end of the
day the government came back and saw the
value, services and resources we provided.
This was a nice win for our team.

Sharing this perspective with others has helped
us be selected as a subcontractor on lots of
contracts. They use us for our project
management expertise, but since most of these
contracts have multiple team members and we
know how to bring companies together, how to
integrate their project management plans and
the work that they are doing, we are also able
to add technical expertise as well. The prime
usually uses us as a deputy project manager to
help with the execution and integration of the
work with the whole team.

www.wipp.org

What has been your biggest challenge in
achieving success in the federal market as a
woman-owned small business?

understand what is needed.
Because we have that
competency for the
execution of the work,
Access to set-aside contracts is one of the
biggest challenges facing woman-owned small our skill set with the
businesses. In 2012, the Obama administration project management
side really adds value.
created the 8(m) program that allows federal
It also is critical for us to
agencies to set aside contracts specifically for
WOSBs. It was rolled out in February 2012 and bring innovative solutions
to our customers. Our customers
in April 2013 government agencies were
are looking for personnel who
trained on the program. Yet, today the
program has yet to be fully activated. There is understand their strategic initiatives,
no push to use it yet. Although there has been understand the mission of the organization
and can go in and really bring value. We must
some education about it, most contracting
understand the mission of the customer in
officers don’t understand it. And the biggest
order to identify pain points relative to that
challenge for me is to go in front of these
contracting officers, explain the program and and look at our collective skill sets and
competencies at Management Solutions to help
motivate them to use it. As of now with no
our customers achieve their mission, alleviate
dollar amount tied to it, it is much easier for
them to use a traditional contract mechanism any pain points and offer solutions.
to get the RFP on the street. With better
Give us your top THREE tips for success in
federal legislation, this set-aside program
federal contracting.
would further enable agencies to recognize
that there are a lot of woman-owned
Know your customer. It’s all about
businesses that can deliver quality products
relationships and getting to know your
and/or services. Woman-owned businesses
customers. You have to understand who
just need that chance. Sometimes when they
your customer is, think about whom you
are competing against larger more turnkey
know there, and determine what
operations it is hard to get that first customer
relationships you can cultivate in order to
to trust a small business, so I think any
get to a person who can actually execute
legislation that is implemented towards that
contracts.
will be very advantageous for all womenowned business owners.
Second tip, and it goes in tandem
As a side note, during the WIPP annual
with the first item, is to understand the
meeting this past summer, I was able to be in
mission of that customer. You need to know
the U.S. Senate hearing on this same program
what they do and what their strategic
trying to get it moved into legislation. We need
initiatives are for the year. Then you must
to push programs like this forward.
look at these and determine what skill sets,
competencies or products you offer that
What competencies do you believe are critical
will help the customer in achieving that
to your success?
mission.
Strong project management skills, excellent
communication and being innovative are key
Finally, bridge your service or
factors and core competencies in our success.
product to their pain point. If you go into a
The reason we are successful is because our
company that already does the same
customers are hiring us for an expertise they
service you do, it will be hard for them to
don’t think they have. We have to bring value
see the value in hiring you. But if you can
on day one. That’s the reason I hire
understand what their pain point is and
engineers – civil and industrial engineers. We
bring a solution to help them towards
understand the technical aspects of work.
reaching that mission you will be of value
Whether it is putting a well in the ground for
to them.
clean water or if it’s doing environmental
sampling or vertical construction, we

1.

2.

3.

www.wipp.org

What do you wish you knew when you entered automating processes, working with cheaper
federal contracting that would have saved you resources, training with some additional skill –
time and money?
whatever it is you will have to offer some
The issue for me would have been to better
understand the importance of CPARS, which is
the government’s way of evaluating
contractors. The government has a formal
system in place that generates contract
evaluations, called CPARs. I didn’t understand
the importance initially. My past performance
was well-documented, but it wasn’t in the
formal system. What I have found since then is
when the government is going to issue a
contract they will look at past performance, and
to validate that, they will go into their system
and identify if the bidder has any CPAR
evaluations and if so, what they say. Through
the years I’ve had to learn the importance of
this, and ask our customers to take the time to
do a formal CPARs evaluation of our company.
All the letters and kudos are nice, but what I
have found over the years when trying to turn
them back into a proposal, the government is
more interested in the formal documentation.

innovative solutions to get the price point
down. While the first is more price-focused, the
second point is a bit more strategic. How can
you show your customer you are being
innovative with the solutions you bring th em to
help them accomplish their work? At the end of
the day you want to minimize the dollar impact
to that customer or any time delays. It is very
important when companies bid on work they
try to do some innovative cost savings-whether
that is time or money to that customer so that it
is a win-win for both. Both of those strategic
things will be the differentiators of who wins
contracts and who doesn’t.

"Every company has to sharpen
their pencils and look for
efficiencies. The government isn't
asking you to not make money;
the government is asking you to
be as efficient as possible when
submitting each bid."

Finally, communication is key. What often
happens is a great deal of effort is used in trying
to communicate and talk to the customer in
pursuit of that first contract, but when the
contract is awarded too many contractors
disengage. The customer doesn’t see them. It’s
not supposed to be that way. It should be a
living, breathing process to be in front of that
customer. People will often ask me if we will
take on a small task. It may be a small amount,
Misty (2nd from the left) accepts her award for National Subcontractor of
but if it’s in our skill set I will absolutely say yes.
the Year by the U.S. Small Business Administration..
This issue's theme is focused on preparing for That one task gives us the opportunity to walk
the upcoming new buying season. What tips or the halls. When we’re walking the halls we are
best practices do you have for readers as they communicating with the customer and looking
enter the FY15 federal marketplace?
for pain points from that customer. It allows us
to come back and work with our team and think
The same three tips from above regarding
innovatively about how we can help the
being a successful federal contractor will
customer in pursuit of their mission.
always apply, but specific to the FY2015
marketplace, budgets are tight. What that says Communication is key from beginning to end.
is price is going to trump a whole lot of things.
Every company has to sharpen their pencils
and look for efficiencies. The government isn’t
WANT TO BE IN THE SPOTLIGHT?
asking you to not make money; the government
To be considered for the Contractor
is asking you to be as efficient as possible when
Spotlight you must be a WIPP National
submitting each bid. All companies who are
Partner and an active federal contractor.
hoping to do business with the government in
the next cycle have to look at that and see how
To apply online, click here today.
they can be as efficient as possible - maybe it is
www.wipp.org

F
ederal 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
early. This issue of myContracting Magazine spotlights the top agencies, which purchase a wide
variety of goods and services. The agency forecast data is for planning purposes, is not a
commitment to purchase, and should only be used in helping you with your market analysis.

HHS
Forecast
DOD Forecast
VA Forecast

USDA Forecast

GSA Forecast

DHS
Forecast

Interiors
Forecast
Department
Commerce Forecast State
Forecast
www.wipp.org

AGENCY FORECASTS CONT.
Dept. of Justice

Dept of Transportation

Forecast

Forecast

Dept. of Treasury

EPA Forecast

Forecast

NASA Forecast

DOE Forecast

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

Listen to the Podcast | View the Presentation

CLICK HERE
www.wipp.org

Woman-Owned Small Business (WOSB). The WOSB
acronym specifically relates to the federal program
launched in February 4, 2011, to allow contracts to be
set aside for Women Owned Small Businesses to
provide goods and services in the 83 designated four
digit NAICS (North American Industrial Classification
System) Industry Group codes.

By Trisha Ferrand
Senior Procurement Specialist
San Diego Contracting Opportunities Center

W

hat is a PTAC?
Our San Diego Contracting Opportunities Center is
one in a network of over 300 PTAC locations,
Procurement Technical Assistance Centers, across the
U.S., all funded by the Department of Defense,
Defense Logistics Agency, with matching dollars by
local sponsors. PTACs provide free and low cost
services to small businesses in all types of industries,
to help them learn about how to do business with
local, state and federal government agencies, public
agencies, and their prime contractors. To find a PTAC
near you, go to: www.aptac-us.org.

When you check the WOSB box in SAM you are
certifying that you have uploaded a self-certification
questionnaire, business documents, such as articles of
incorporation and bylaws, and your birth certificate or
certificate of naturalization to SBA’s WOSB
Repository. These documents are intended to show
that your company is at least 51% independently
owned and controlled by one or more women, and
primarily managed by one or more women.
Ownership is a straightforward concept, but SBA’s
view of “controlled” can be quite complex. Don’t wait
for a random SBA audit or bid protest to be sure you
are eligible for the WOSB. You should carefully
review this excellent article on SBA’s website, “An
Overview on Affiliation.”

Your Top Tips for the FY 2015 Federal Buying Season
Position yourself to respond to solicitations before
they are out to bid. Federal agencies are required to
publish annual procurement forecasts outlining
upcoming contract opportunities. Conduct research
Our services include electronic bid notifications,
on the federal market by reviewing the forecasts of
workshops, and individual counseling on all types of
your target agencies.
topics related to government contracting, including
Not sure which federal agencies are a fit for your
small business certifications and registrations,
crafting your Capabilities Statement, market research business? Work with your local PTAC to find out! Your
local PTAC can walk you through how to gather
on customers, competitors and potential teaming
business intelligence on the federal market by
partners; finding, analyzing and responding to
utilizing resources, such as FPSD.gov and
Requests for Bids, Proposals, Qualifications;
understanding prevailing wage requirements, online USASpending.gov.
bidding and payment systems, and other topics
Respond to “Sources Sought” at fbo.gov, and market
unique to government contracting.
your qualifications first, not your certifications;
Avoid Common Mistakes in Certifying Your Business
as a WOSB
When completing your registration in the federal
System for Award Management (SAM), you can check
the box to be recognized as a woman-owned
business (WOB), and SAM can determine that you are
also a small business, but this does not make you a

however, along with submitting your Capabilities
Statement, do inform the contracting staff in writing,
that you would like them to consider setting that
opportunity aside for WOSB competition, because you
are ready to bid on it as an eligible and qualified
WOSB firm.

Give Me 5: Working with Procurement Technical Assistance Centers (PTAC)
Course Instructor: Mike Schremmer, Program Manager, Norcal PTAC

View the Webinar Presentation
www.wipp.org

Local Resources Corner
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.
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.
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.
PCRs are located at various SBA area offices and
major federal buying centers around the country.
Find your local PCR 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.

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 mentors.
Find your local SCORE Office HERE.
Choose and email a mentor online for virtual help
HERE.
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 state
economic development agencies, with over 900
service sites to help serve you.
Find your local SBDC 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

ADVERTISE TODAY!
CLICK HERE FOR MORE INFORMATION

www.wipp.org

CONTRACTING UPDATES

W

FROM THE CAPITOL

elcome to the policy corner where we recap
Congressional and agency actions which impact federal
contracting. There are all kinds of actions taken by
federal agencies, Capitol Hill and sometimes the
President 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 for Women Part of Defense Bill
Negotiation

Labor Department Issues New Regulations for
Contractors

The Department of Labor (DOL) issued one final
regulation and is soliciting comments on two
proposed regulations to implement the President’s
Executive Orders affecting federal contractors. The
final regulation includes details the hourly
minimum wage requirement beginning in 2015.
Both proposed regulations address pay equality and
transparency issues. If you believe your business
will be negatively impacted by these regulations,
please reach out WIPP.

Background: Adding sole source authority to the
Final Regulation Issued on Contractor Minimum
WOSB Procurement Program is a top priority for
Wage
women-owned federal contractors. WIPP is working
On February 12, 2014, President Obama signed
with the Senate to make that happen after the
Executive Order 13658, “Establishing a Minimum
House already-passed legislation.
Wage for Contractors,” to raise the minimum wage
After returning from this November’s election,
to $10.10 for all workers on Federal construction
Congress will focus on passing a few necessary
and service contracts. Key provisions of the final
pieces of legislation. At the top of that list is the
regulation include:
annual National Defense Authorization Act, or
•Definitions of key terms used in the Executive
NDAA as it is commonly known, for FY15. The bill
Order, including contracts, contract-like
authorizes spending on military programs and is
instruments, and concessions contracts; and
one of the few “must pass” bills required every
•Guidance for contractors on their obligations
year. The House already passed their version of the
under the Executive Order.
bill in May, the same time as the Senate version
The Executive Order applies to new contracts and
passed out of the Armed Services Committee, the
replacements for expiring contracts with the
first hurdle for the bill. Consideration by the full
Federal Government that result from solicitations
Senate will be later this year.
issued on or after January 1, 2015 or to contracts
The most important piece for women business
that are awarded outside the solicitation process on
owners is the sole source provision for the WOSB
or after January 1, 2015. For more information, visit
Procurement Program. It was included in the
DOL’s Minimum Wage web page.
House-passed legislation but not in the Senate
Proposed Regulation on Pay Transparency for
version. This makes sole source authority part of
Government Contractors
the ongoing informal negotiations between the
House and Senate staff. Sole source authority is
On September 17, 2014, DOL released a proposed
critical to removing a barrier for women
regulation that would prohibit federal contractors
entrepreneurs seeking access to the federal market. from maintaining pay secrecy policies. The draft
It would also bring parity to the small business
would require most contractors and subcontractors
contracting programs, as the WOSB program is the to change the nondiscrimination provisions in their
only one without this contracting tool.
contracts to state that they will not discharge or
discriminate against their employees and job
It is unlikely that the Senate will have time to
applicants for disclosing or inquiring about their
debate the legislation on the Senate floor,
potentially leaving sole source authority and other pay. Contractors would also be required to
disseminate this new provision to employees and
unfinished details to the House and Senate
job applicants. For more information, visit the DOL
negotiations. Hearing from constituents on this
Fact Sheet or the Proposed Regulation. Comments
matter is important – if you have not done so,
please consider sending a letter of support to your are due on December 16, 2014.
Senators. You can find all the information in WIPP’s
Action Alert.
www.wipp.org

#POLICYMATTERS

DOL to Require Government Contractors to Report
on Employee Pay
On August 8, 2014, DOL released a proposed
regulation to require certain contractors to submit
reports on employee compensation. The draft
requires employers who file Employer Information
Reports (EEO-1 Report), have more than 100
employees, and a contract, subcontract or

purchase order amounting to $50,000 or more to
submit a new Equal Pay report which includes
summary data on employee compensation by sex,
race, ethnicity, specified job categories, and other
relevant data points such as hours worked, and the
number of employees. For more information, visit
the DOL Fact Sheet or the Proposed Regulation.
Comments are due by November 6, 2014.

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.

JointheWIPPAdvocacy Team Today!
VIEW WIPP'S PROCURMENT POLICY PRIORITIES HERE
www.wipp.org

Take a look at your network that you have been
growing and know where to access resources that
can provide guidance needed in order to be
compliant in the regulatory arena. Take time to
research those areas where regulations have
changed. Be sure to evaluate and fully understand
those impacts on your contract management
compliance and risk mitigation plans. Changes in
regulations mid- stream during a contract can
have negative effect on profitability. The time
spent in a professional organization and network
where regulations are a part of their education to
members can be of great value.
Because regulations and funding is constantly
changing you should sit down and evaluate any
strategic plan that you had developed in the past
By Doña Storey, President & Founder,
making sure that you revisited those elements
Govtips
where you have seen change in the marketplace.
Because the competition is getting stiffer every
K- you made it through the Q4 craziness and day just having a great capture management plan
September 30 is behind you. Take a deep breath may not be enough to win contracts in your
future. Mastering skills in managing your
and start to contemplate the road ahead for
fiscal 2015 plans. As you look forward you may proposal process to create winning proposals and
fine-tuning your pricing in a Lowest Price
be asking yourself. What can I expect? How
Technically Acceptable (LPTA) world can make a
should I prepare? How can I be more
huge difference not only in capturing more
successful?
contracts but in stabilizing and growing your
profitability.
Moving forward in 2015 should have a focus on
_________________________________________
changing policy and those regulations being put
in place that have the greatest economic impact
Doña Storey is a WIPP National Partner appointed to
on federal contracts. One of the more exciting
the SBA’s Regulatory Fairness Board serving her second
issues for women in business is the potential for
term. She is an award winning entrepreneur in both
sole-source contracts in the federal marketplace.
the federal and commercial marketplaces. Doña has
Most business owners do a great job at marketing
played a role in impacting public policy and is an
but government compliance isn’t as exciting as
author, popular speaker and moderator. As a subject
the thrill of the chase. Understanding the
matter expert on federal and corporate procurement
regulatory environment is the next big step after
her current business GOVtips provides insight to those
ramping up your marketing and capture
who want to scale up their business.
management skills.

O
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Discover how to determine whether the Federal Government buys the product or service your
business offers. Learn the who, what, when, where and how of the buy-sell cycle of the federal
government. This information will be key in your "go to market strategy" to land the world’s biggest
customer.
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SBA Data Show Large Firms
Are Nabbing Contracts
Reserved for Small Businesses
October 2, 2014
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Government officials aren’t
enforcing small business
contracting rules, probe
shows
September 18, 2014
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Report: Women Business
Owners Face Gap in Lending,
Federal Contracts
July 23, 2014
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Is it time for fresh
procurement reform or just a
rereading of existing law?
October 14, 2014

CLICK TO READ
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WHY PERFORMANCE
METRICS MATTER

By Lauren G. Weiner, Ph.D.

President
Wittenberg Weiner Consulting, LLC

Iausterity,
n an era of continued fiscal
where Federal
programs are competing for
every marginal dollar, justifying
the cost of a program by
quantifying its impact is more
critical than ever. Agency
budget offices, the White House
budget office, and the Hill are
all asking for more data-driven
ways to assess the return on
investment of Federal
programs. So, what does this
mean for Federal contractors?
A few thoughts:

1.
Everything ties back to
budget, and budget now ties
back to performance data.
Programs run on funding—
period. Great policy, great
programs… they all matter

only to the extent that
sufficient funding is flowing to
the program. The budget cycle
—managed by the White
House’s Office of Management
and Budget (OMB)—is tied
more directly to program
outcomes than ever before. If
your support isn’t directly tied
into those mission-critical
aspects that are being
measured, the dollars funding
your contract are more at risk.
And if your client isn’t
positioned for mission success
—or can’t show that they are—
you might want to expand
your client base, quickly.

measured, they’re certainly
going to measure you, too.
“Performance-based work
statements” are replacing
“statements of work,” and the
change is becoming less about
semantics and more about
proving your return on
investment. Even if your
clients haven’t asked you to
measure your contract, figure
out how to. When it comes
time to justify follow-on
funding, or recompete your
current contract, you’ll be glad
to have those outcome-based
measures in hand to justify
your return on investment.

Presidential administrations
2.
The metrics define the
have been trying to focus on
central priorities of your client’s
office. Need to know what the
central mission of your client
is? What they measure and
report is critical—even more
so than mission statement. (Of
course, if the metrics plan is
solid, those metrics will tie
directly to mission statement…
but this is often not the case).
Keep in mind the old adage,
“what gets measured, gets
done.” Show clients how your
services will help them meet
their reporting requirements
and look good—or they, and
therefore you, will be in
jeopardy of losing funding.

3.

performance metrics and
evaluations to drive budgets for
decades. Now, however, with a
better understanding of the
how of data-driven metrics
across agencies, and the
criticality of the why more
obvious than ever given
sequestration-driven austerity,
the budget cycle is finally being
driven by meaningful
performance data. As these
measures drive client budgets,
and therefore priorities, smart
Federal contractors will be
driven by them, as well.

If clients are being
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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!

Pamela Mazza's Tip:
"Best Practice Tip: REDUCE IT TO WRITING: I cannot emphasize enough
the importance of reducing written agreements. Written agreements
are important should the relationship go bad, but, more importantly,
written agreements drafted with clarity evidence the meeting of the
minds of the parties. So whether it’s an agreement with another
company like a teaming agreement or a subcontract; or an agreement
with your business partner, like a shareholder agreement or an
operating agreement; or an agreement with your employees like a
nondisclosure or noncompete agreement – best practices require a
written agreement. Best practices dictate that you reach agreement on
the elements of these agreements at the onset of the relationship.
After the relationship has deteriorated – it’s too late."

Pamela Mazza
Partner, PilieroMazza PLLC

Lynne Finn's Tip:
"Ask a lot of questions so that you truly understand your customer's or
prospect's business- their goals, pain points and culture - then create
a customized solution for them that drives value, exceeds
expectations and differentiates you from competitors."

Lynne Finn
President/CEO, Superior Workforce Solutions Inc.

Caroline Brownstone's Tip:
"Constantly review your established US government agencies for
forthcoming changes to their strategic goals to update your core
competencies. Budgets, politics, personnel and global events are
continually changing USG's mission which directly affect WOSB.
Consider incorporating newer methodologies such as security services, risk
management techniques and incorporation of metrics and measurement to
offer additional value to the customer. To help accomplish these tactics,
continually expand your own professional and personal skills, expand
collaboration with compatible and respected partners, and always enforce
the value of attention to details."

Caroline Brownstone
President/CEO, IMMA Ltd.

www.wipp.org

TOP TIPS
Created By and For Women Business Owners!
Beth Gitlin's Tip:
"If you’re new to government contracting or a small size business,
don’t overlook sub-contracting and teaming opportunities. Prime
contractors who have contracts exceeding $500,000 are required by
law to offer subcontracting opportunities to small business. You can
look for these kinds of opportunities on the SBA’s SUB-Net database,
the GSA Subcontracting Diretory, FedBizOpps.gov or local and
regional networking and industry events targeted to small businesses
in government contracting. Relationship building is the key towards
successful sub-contracting and teaming opportunities. "

Beth Gitlin
Director, Women's Business Center,
Florida Institute of Technology

Laurie Sayles Artis' Tip:
"As a ‘start-up’ in the business of contracting, I have learned that
there is Power in Networking. Being present in the Agency
Outreach Sessions, Industry Days, Woman-Owned Sessions, and
being a member of WIPP is mandatory if you want to show
successful business owners that you are serious about being in the
game. This opens up the door for sub-contracting opportunities,
which gets you the past performance to stay in the game."

Laurie Sayles Artis
President/CEO, Civility Management Solutions

Georgia Barri's Tip:
"The best tip that comes to mind is in the RFP process. Always follow
the bid the way it is laid out. This may mean repeating the line that
says--- 2.0- Mandatory payroll taxes, and your response is, Agreed.
When someone follows the outline of an RFP and answer all the
T&C'S in the same format given to them, then you impress the client.
Most importantly, you the company, have read everything."

Georgia Barri
President/CEO, G.D. Barri & Associates,

www.wipp.org

business contractors a number of
advantages.
That said, when done improperly,
teaming can also pose significant risks
for a small business. It can destroy a
concern’s “small” business size status,
or otherwise render it ineligible to
participate in the various Small
Business Administration (“SBA”)
programs. Most often, this occurs in
By Maria Panichelli
one of two ways: (1) violation of the
Attorney at Law, Cohen Seglias Pallas
percentage of work requirements set
Greenhall & Furham PC &
forth at 13 C.F.R. § 125.6; or (2) a
Jennifer Horn, Partner, Cohen Seglias
finding of “affiliation” pursuant to 13
Pallas Greenhall & Furman PC
C.F.R. § 121.103. This article seeks to
educate small businesses about these
n recent years, teaming has become common pitfalls and, more
importantly, advise small businesses
an increasingly popular mechanism
on how to avoid these dangers.
for winning federal government
contracts. Many women-owned small
Percentage of Work Requirements
businesses (“WOSBs”) like teaming
The SBA regulations set forth strict
because it is a good way to break into requirements concerning the amount
the federal contracting arena. In that of work a small business prime
arena, where past performance is key, contractor must self-perform on each
WOSBs and other small businesses
contract that it is awarded. If the
can team with larger companies, and small business contractor fails to meet
use the larger companies’ past
these “percentage of work”
performance record to help secure a requirements, it can be precluded
contract award. Small businesses can from participating in the various SBA
also use teaming partners to obtain
small business programs. It is,
higher-dollar contracts; by teaming
therefore, critically important that
with a large business, a small business small businesses comply with all
can gain the financial or bonding
applicable limitations on
support necessary to compete for
subcontracting.
more expensive projects, which might However, understanding what
otherwise have been out of reach. In limitations apply to a given business
addition, through teaming
or contract can be more complicated
arrangements, small contractors can
than one might expect. Each type of
utilize the resources of their teaming small business has its own
partners during contract performance, requirements regarding limitations on
thereby successfully and efficiently
subcontracting, and the percentages
completing larger, more complex
further vary depending upon the
projects and acquiring the experience nature of the contract (services,
(and positive performance
supplies/products, general
evaluations) needed to compete for
construction or specialty construction)
future federal contracts on their own. being performed. For example, an 8
In short, teaming can offer small
(a) business performing

I

a general construction contract is
governed by completely different
self-performance requirements than a
SDVOSB performing a supply contract.
Contractors must also pay attention to
how these percentages are calculated.
In some cases, the required
percentage of work is calculated using
the total cost of the contract; in others
it is calculated using the cost of the
contract incurred for personnel only.
Small businesses must make sure to
keep these distinctions in mind when
reviewing all of the applicable
regulations (namely, 13 C.F.R. § 125.6
and § 121.600) and calculating their
self-performance requirements.
Once the applicable limits have been
determined, a small business
contractor should share that
determination with the procuring
agency. It is wise to demonstrate to
the government, at every stage, that
both teaming partners are aware of,
and have properly calculated, the
applicable percentage of work
requirements, and, further, that both
parties have every intention of
complying with those requirements.
To that end, small business prime
contractors should include in every
teaming agreement (and resulting
subcontract) the percentages (by
number) and the specific scopes of
work (by description) that will be
performed by the small business
prime contractor.
Affiliation
In everyday life, “affiliation” has no
negative connotation. However, in
the context of small business
contracting, affiliation is a very bad
word. A finding of affiliation can
destroy a small business’ eligibility
and prevent it from competing for
small business set-aside contracts.

Give Me 5 On-Demand Webinar: There’s no “I” in Team: Understanding How to
Effectively Team on a Federal Project
Course Instructor: Maria Panichelli, Attorney at Law, Cohen Seglias Palas Greenhall & Furham PC
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This is due to the effect affiliation has on a business’ size.
When two companies are found to be “affiliated,” their
respective sizes (determined by either revenue or number
of employees) are added together; the total is then
evaluated to determine whether the company is “small,”
as defined by SBA’s Small Business Size Standards. If the
combined size of the two businesses exceeds the
applicable size standard, neither company can be
considered “small.” Affiliation is, therefore, something
small businesses should avoid at all costs. Affiliation is
governed by 13 C.F.R. § 121.103, which explains that
“concerns and entities are affiliates of each other when
one controls or has the power to control the other, or a
third party or parties controls or has the power to control
both. It does not matter whether control is exercised, so
long as the power to control exists.” (13 C.F.R. 121
§ 121.103(1)). In assessing whether or not two businesses
are affiliated, the SBA considers factors such as ownership,
management, previous relationships with or ties to
another concern, and contractual relationships. (13 C.F.R.
121 § 121.103 (2, 5)). The SBA may find affiliation even
though no single factor is sufficient to constitute
affiliation. In the teaming context, affiliation generally
occurs in one of two ways.
First, “affiliation” can be found due to something known
as the “ostensible subcontractor” rule. This rule provides
that a small business prime contractor that is “unusually
reliant” on a subcontractor will be considered “affiliated”
with that subcontractor for size determination purposes.
In other words, a small business may be deemed
“affiliated” with another business if it allows that other
business to control a project for which the two companies
teamed. In order to determine whether the subcontractor
is, in fact, in control of a given project, the SBA will look to
a variety of factors, including, but not limited to: whether
it is the small business prime contractor or the
subcontractor that is performing the vital components of
the project; whether the small business prime contractor
is financially reliant on the subcontractor; whether the
small business has the requisite experience or managerial
capability to control the project; and whether it is the
small business prime contractor or the subcontractor who
is, in reality, controlling the means and methods necessary
to successfully complete the project. If the subcontractor
appears to be the party in control, the SBA is likely to find
that the small business prime contractor and
subcontractor are affiliated pursuant to the “ostensible
subcontractor” rule.
The second type of affiliation is typically referred to
“general affiliation.” This type of affiliation occurs when
there is an ongoing relationship between two companies,
and either: (1) one business appears to control the other;
or (2) the two companies appear too closely related or
intertwined. In the teaming context, this type of general
affiliation most often occurs if a small business repeatedly
teams with the same subcontractor/teaming partner or is
financially reliant on a teaming partner. A finding of
affiliation is more likely if the teaming partners share
employees, office space, equipment or other resources
with the teaming partner, or if the small business and its
teaming partner have common ownership. Familial
relationships, or previous employee/employer

relationships can also be considered signs of affiliation.
Now that you know the red flags that can indicate
affiliation, it is relatively easy to avoid them – simply
maintain control over your company and every project on
which you are the prime contractor! If you are going to
team with a company, make sure you do not have other
ties to that company. If possible, avoid teaming with
businesses at which you were previously employed.
Companies owned by family members or previous
business associates should also be considered off-limits.
If you absolutely must team with such a company, be very
careful that you do not appear in any way reliant on, or
intertwined with, that business. Do not share employees,
office space, or equipment. Do not allow your company to
rely too heavily or regularly on a teaming partner for
financial support, and avoid having another business serve
as a guarantor, or co-signer, of your credit line. Team with
a variety of other companies, rather than repeatedly
teaming with the same business, especially if you have
other ties (financial, familiar, or work-related) to that
business. Overall, maintain all corporate formalities, and
ensure that all transactions are made at arms-length.
These tips should help you avoid a finding of general
affiliation.
To avoid “ostensible subcontractor” affiliation, the same
type of principals apply. Do not rely upon a subcontractor
for financial assistance, or to supply the managerial
experience needed to complete a project. Maintain
control over the means and methods employed on-site.
And, perhaps most importantly, do not allow
subcontractors to take over or perform the most vital
aspects of the contract; make sure your company performs
the most important tasks, as well as the requisite
percentages of work, as discussed above.
Conclusion
As 2015 approaches, teaming is becoming an increasingly
important skill to master. With a growing number
government contracts set-aside for small business, large
contractors are being excluded from the competition more
and more often. As a result, these large contractors are
looking for any way to get back into the federal
procurement process. That way is often teaming: By
teaming with small businesses, large contractors can get
access to contracts for which they would otherwise be
ineligible. Teaming offers small businesses a plethora of
opportunities as well, but also a host of potential dangers.
Small businesses must remain cognizant of the rules
pertaining to self-performance and affiliation, as s failure
to do so can result in the loss of a concern’s eligibility to
participate in small business programs. However, so long
as a small business is aware of the issues discussed above,
is careful to avoid such pitfalls, and properly structures its
teaming relationship, teaming can be a rewarding, and
very profitable experience for all involved. If you have
any questions about how to properly team, contact a legal
professional.
______________________________________
Maria Panichelli, Attorney at Law, Cohen Seglias Palas
Greenhall & Furham PC is a WIPP National Partner, Give Me
Five Course Instructor, and the recipient of the 2014 Give Me
Five award presented by WIPP & American Express Open.
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CERTIFICATE AWARDS
Congrats to these 18 NEW women entrepreneurs
who have completed the WIPP Federal
Procurement Certificate Program this quarter!
1. Devrie Weliver, Pointer Construction Group, LLC 11. Evelyn Graham, Presynct Technologies, Inc.
2. Josephine Huges, Josephine's Professional Staffing, Inc. 12. Deborah Wax, HYOD Enterprises
3. Jennifer Dickerson, EnRep, Inc.
13. Almeta Walker, Appraiser Assoicates, LLC
4. Lee PLatt, Avening Management & Technical Services, LLC 14. Latresa Lomax, Agemo Technology
5. Lauren Galatti, G2 Global Solutions, LLC.
15. Zakryscha Hayes, Precise Staffing Services
6. Sharlene Vichness, Language Directions, LLC 16. Ann Crossman, Completed Systems, Inc.
7. Judy Sheppard, Professional Services of America, Inc. 17. Holli Cox, Hollister Construction Company
8. Dr. Stephanie Parson, Crowned Grace Inc.
18. Renee Grace, QUOTIENT, INC.
9. Misty Mayes, Management Solutions, LLC

CERTIFICATE: LEVEL ONE

10. Katrece Nolen, KAPAX Solutions LLC

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

1. Ronda Jackson, Decor Interior Design Inc.
2. K. Patrice Williams, BrandGov
3. Patricia Richardson, Pat Richardson & Associates, LLC
4. Naomi Fink, Europacifica Consulting

5. Beverley Brathwaite, Reflections Cleaning Service
6. Susan Rouse, AG Grace Inc.
7. Dannielle Rash, First Class Resumes & Carreer Services
8. Angela Bryant-Brown, BF3 Associates, LLC

"I was thrilled to find out this program
was offered and have been grateful for
the support it has provided in building
my consulting business. I have worked
for many years as a Federal contractor
but not on the business development
side, and it’s great to have a partner like
WIPP to help me navigate the process.”

"As a former DSMC instructor, I’d like to
say that I found all of the webinars
helpful, well presented, and full of
succinct actionable information. My
compliments to you and your training
team."

--Alison Torrillo French, Managing Director,
Alto Solutions, LLC

--Marya Pickering, Vice President,

Vertical Jobs, Inc.

Don't hesitate and enroll today in the WIPP
Federal Procurement Certificate Program!
www.wipp.org
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preparation: the amount of research,
recruiting, and administrative effort
involved. The time and dollars
required to submit a bid might
seriously stretch the resources of the
young company we were at the time
and compromise our existing business.
We thought it might make more sense
to be part of a team where each
By Sharlene Vichness, President
member would have a valuable and
LANGUAGE DIRECTIONS, LLC
essential contribution to make. So, we
started down the road to
subcontracting: searching for large
anguage Directions first decided to and small team members to satisfy the
pursue federal contracting
varied requirements of each
opportunities ten years ago as a Prime solicitation. Language Directions has
Contractor. Our research showed
great expertise in specialized
many opportunities involving our
language and regional culture training
expertise in language and regional
to bring to the team and each team
culture. But a candid analysis of our
member has its own individual
capabilities, documented past
strengths. One of our core principles is
performance in military-related
that the highest level of success is
projects, and other factors, revealed achievable by doing what we do best
the impracticality of this approach for and working together with businesses
the young company we were at the
who do what they do best.
time.
Since those early days, we’ve learned
Subject matter expertise and quality a lot and gained traction in the
of course delivery were not an issue. subcontracting world. We grow and
We had a good deal of success in
learn with each new opportunity. We
language and cultural skills training in are now part of an active consortium
the private sector. Some solicitations of large and small businesses
contained components totally
supporting one another in seeking
unrelated to our expertise and we
teaming opportunities. Every
didn’t feel comfortable or qualified to solicitation brings new lessons,
recruit for skills completely outside
insights, and challenges.
our core capabilities or experience.
Based on our experiences, these are
Also, as a business new to defense
our best practices of successful
procurement, we had no past
subcontracting:
performance with military students.
Like getting your first job, everyone
• Show up. Attend Vendor Days,
wants to hire "experience," but how
procurement, and contracting
do you get experience?
events. Meet people face-to-face.

L

There was also the proposal

There is no better way to quickly

establish rapport. Chatting with a
Prime informally at a Vendor Day
began a relationship resulting in our
first subcontract.
• The truth, the whole truth.
Honestly represent your capabilities
and limitations. Don’t exaggerate. Be
sure you can back up your
assertions. Primes need to be
confident in the quality of their
subcontractors. Don’t expose your
company or the Prime to negative
consequences because you can’t
meet expectations and find yourself
off the team. Primes will help you
navigate the waters if you are candid
about your ability to swim.
• Be responsive to all inquiries and
data calls. Primes have always
complimented us for delivering
information promptly. Conform to
timeline and submission formats. Be
part of the solution, not part of the
problem.
• Don’t be a diva. Be willing to step
up and help where needed. Always
remember you are there by
invitation, not by entitlement. Be
flexible and pleasant. They’ll come
back to you if you are easy to work
with.
• Leave them wanting more. A longterm mutually beneficial
relationship with Primes is based on
being indispensable to their success
in projects involving your expertise
and being a business partner who
can be counted on. The quality of
your work reflects either positively
or negatively upon you, the Prime
contractor, and ultimately the
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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.

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
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did all those contractors fail to perform, why
isn’t the government able to handle this crisis,
why aren’t these important services being
provided and why did all those quality small
business contractors disappear. The answer
may lie in the unfortunate combination of
attempts to reduce costs while still serving an
important political constituency and an overall
lack of understanding of why businesses must
charge what they charge to provide quality
services to our government.

By Pamela Mazza, Managing Partner
PilieroMazza PLLC

W

hile contractors can depend on more
streamlining and budget tightening for FY 2015,
overall, it remains to be seen whether targeted
increases in spending may occur due to the
continued unrest in the middle east, the ISIS threat
and the Ebola scare. Firms with specialties in
homeland security, IT, health care, and
cybersecurity may continue to thrive.

Further complicating planning is the burden
placed on companies’ general and
administrative expenses due to President
Obama’s 4 executive orders dealing with labor
and employment issues. These EOS increase the
burden on businesses and, particularly have a
tremendous adverse impact on small businesses.
The cost of compliance is not insignificant and
there remains a lack of clarity as to what is or is
not required.

So, the message is to do adequate research as to
where the federal government will be spending
its money. If you are not in that space,
determine whether or not you can adapt. Then
sharpen your pencil but only to the point that it
will allow you to meet your expenses while
remaining profitable. Some contracts are not
worth having.
In summary, the general feeling is that we
remain in a state of significant uncertainly.
Contributing factors include possible continuing
resolutions, further sequestration and the
impending elections. These unknowns make it
very difficult to plan on both the government
and the contractor side.

__________________________________
Pamela Mazza is the managing partner of PilieroMazza
PLLC and has gained national recognition for her nearly
30 years of work with small to mid-sized government
contractors. Ms. Mazza’s practice areas include all aspects
of government contracts, including federal procurement
programs for small businesses, audits and investigations.
Ms. Mazza is also responsible for the firm’s government
relations practice which represents corporations and
trade associations before Congress and the
This burden, coupled with the government’s
drive to award to the lowest priced offeror may Administration. She also counsels clients on general
corporate matters, corporate transactions, protecting
be creating a perfect storm, not only for
contractors, but for the federal government. We their intellectual property and regulatory compliance. She
is a member of WIPP's Board of Directors.

all may look back in a few years and ask, why

Give Me 5: Contract Financing- A Panel Discussion
Course Instructor: Pam Mazza, Managing Partner, PilieroMazza, PLLC, and WIPP National Partner

Listen to the Podcast (pt.1)| Podcast (pt.2) | View the Presentation
www.wipp.org

Tips for Women
Entrepreneurs in the New
Fiscal Year

By Lourdes Martin-Rosa
American Express OPEN Advisor

Starting a 2015 procurement year without

sequestration is good news! As you may know,
Congress finally passed the spending bill, avoiding
another government shutdown for 2015 and long
awaiting contracting opportunities sitting on the shelf
will soon be advertised in 2015. However this will be
the year for Women CEO's to capture opportunities
within the WOSB/EDWOSB federal government
procurement set aside program. The recent
enhancements to the WOSB program open up
opportunities, making it an ideal time for women to
consider the federal government as a prospective
customer. Here are some tips for women
entrepreneurs to get started:
1. Register your business with SAM, the federal
government’s central contractor registration website.
This helps your business get noticed by government
agencies. Registration is free, but requires specific
company data such as a DUNS number or NAICS code.
2. Get your business certified by visiting www.sba.
gov to determine if your firm qualifies for the WOSB
self-certification (as well as others).
3. Learn which government agencies buy your type
of products and services before responding to any
solicitation. Successful government contractors visit
USAspending.gov, where they can find out who the
federal government buys from and for how much.
4. Use all available resources to find information that
will save you time and money. For example, you can
find how-to articles, guides, videos and tips on how to
do business with the government on the American
Express OPEN Forum. You’ll find free monthly
webinars at Give Me 5, a website for women-owned
businesses seeking federal contracts created by
Women Impacting Public Policy and American Express
OPEN.

ADVERTISE TODAY!
CLICK HERE FOR MORE INFORMATION

Lourdes Martin-Rosa is the American Express OPEN
Advisor on Government Contracting and has 20 years of
experience in the federal procurement arena. She helps
small businesses get contract ready and achieve contract
success.

www.wipp.org

THE WIPP CORNER
WHAT YOU MISSED
ONLINE Give Me Five TRAININGS:
Writing Successful Proposals – Part 1, 2 & 3
Instructor: Barbara English, President, English Solutions, Inc.
Prt.1 Listen to the Podcast | View the Presentation
Prt.2 Listen to the Podcast | View the Presentation
Prt.3 Listen to the Podcast | View the Presentation

Considering a GSA Schedule? What you need to know!
Instructor: Courtney Fairchild, President and CEO, Global Services

Listen to the Podcast | View the Presentation
How to Use 8a Certification to your Advantage
Instructor: Nancy Aber Goshow, Managing Partner, Goshow Architects

Listen to the Podcast | View the Presentation
Introduction to Federal Procurement and a Guide to the
System for Award Management (SAM)
Instructor: Gloria Larkin, President, TargetGov

Listen to the Podcast | View the Presentation
Navigating Bid Protests
Instructor: Pam Mazza, Managing Partner, Piliero Mazza PLLC

Listen to the Podcast | View the Presentation

Is the Federal Market Right for My Business
Instructor: Gloria Larkin, President, TargetGov

Listen to the Podcast | View the Presentation

www.wipp.org

UPCOMING EVENTS

LIVE EVENTS:
ONLINE Give Me Five TRAININGS:
WIPP’s Ask the Expert – Getting Started in Government Contracting
IInstructor: Gloria Larkin, President, TargetGov
October 29, 2014 -- 2:00 PM EST

Register Today!

GSA Ordering and Contract Compliance for New Schedule Holders
IInstructor: Courtney Fairchild, President and CEO, Global Services
November 5, 2014 -- 2:00 PM EST

Register Today!

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
November 12, 2014 -- 2:00 PM EST

Register Today!

Best Practices in Construction
IInstructors: Jennifer Horn, Partner, Cohen Seglias Pallas Greenhall &
Furman PC &
Maria Panichelli, Associate, Cohen Seglias Pallas Greenhall & Furman PC
December 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 78 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 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!

www.wipp.org

