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Extraordinary Small Business Advocate

•Recognition
–SBA Gold Star Award for Top Federal Goaling FY04
–First Annual DOD Top SB Specialist FY02
–Second Annual DOD Top Program Manager for SB FY03
–SECNAV Crystal Cup Award FY05 and FY03

•FY05 $4.7B US Prime Awards Target Actual
–Small Business 39.7% 46.1%
–Small Disadvantaged Business 18.4% 26.4%
–HUBZone 7.5% 9.9%
–Women Owned Small Business 5.9% 7.1%
–Service Disabled Veteran SB .55% .73%
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Approach

•Team – Technical, Contracts, SBS, SBA

•Program, not project

•Control

•Prepositioned Small Business Contract 
Vehicles

•Target Achievement
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Approach

•Acquisition Strategy - Business line
•Acquisition Planning – Program/Contract
•Acquisition Tools – Geographic Areas

–Sources Sought
–SB Program MACC
–BOA’s 8(a) Competitive
–Address Contract Bundling/Consolidation
–Selection Criteria Critical to requirement
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Program Approach

• Tailor contracts to meet your program objectives
–Competitive contracts ie.  MAC, IDIQ, Specialty
–Set contract ranges that match capability of SB program firms, 

• Preposition Small Business contracts to make it quick and easy to use.
–Saves agency time and money 

• Use Source Selection to hire the best contractors
–Keeps your customer coming back

• Make SBA your partner in acquisition strategy/planning and meeting 
your SB Goals.

• Your success is their success!
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Control

•Determine the capabilities of your Small Business 
contractor pool

–Sources sought, contractor presentations to technical teams

•Develop a contract strategy that maximizes the 
contractor capabilities

–i.e. by dollar threshold, complexity, or specialty

•Develop contracting vehicles in SB categories that 
match the contractors capabilities/bonding

–8(a), HubZone, Service Disabled Vet, and Small Business
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Target Achievement

•Establish SB Targets for each team
–Dependent on complexity, size and availability
–Specific market may be saturated causing higher prices

•Track SB awards
–Share status w/businesslines monthly

•Provide web based info on contractors SB Categories
–SB matrix

•Establish Business Rules for using SB tools
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Support Federal Contract Objectives

•As resources get smaller, contracts will continue to get larger 
and more complex.

•Encourage Mentor-Protégé Joint Venture arrangements to allow 
larger SB type contracts.

–OSD MPP
–SBA MP 8(a)

•Outreach – Increases potential for qualified contractor base.

•Education – For government and contractors
–Train inhouse first so they can help to train clients 
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The “Old Way”  - “New Way”

•Old Way: Select a few projects for small business
•New Way:  Carve out SB work where possible

•Old Way: Sole Source all 8(a) contractors
•New Way:  Use Competitive Source Selected tools

•Old Way:  One project = One Contract
•New Way:  Use Multiple Award Contracts

•Old Way:  Hire contractor after you receive project
•New Way:  Preposition multiple contractual tools in advance
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Regional Strategy

• Prepositioned contracts = Quick and Easy

• Multiple Locations = Less hiring the same contractor

• Base + 4 Years = Long term relationships

• Large and Small Business contractors = Any project

• Source Selected = Good Contractors

• MACs = Competition

• BOAs = Growing Small Businesses and competition
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Business Rules

• Know your work
– Size, Type, Complexity
– Historical Data

• Know your contractors’ capabilities
– Type of Work
– Size of Project
– Complexity
– Area of work
– Bonding Capacity
– Use Market Surveys
– Advertise as Parity

• 8(a)
• HUBZone
• SDVOSB
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Business Rules

• Apply Small Business rationale
– Use SB contractors capabilities
– Draw the box around the work
– Get Buy-in from SBA Rep

• Document Planned Strategy

• Track Usage

• Ensure – “NO GAP”
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Project
Dollar
Range

8(a) BOAs  - San Diego, LA, Santa Ana, AZ SBA Districts,  
(China Lake under EFAW BOA)
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8(a)III  
$30Mil ea

| Building, General Construction | Heavy Construction | Special | 
(Vertical) (Horizontal) Trades

Non-Industrial
$150 Mil ea  

Industrial
$150 Mil

BQ
$150 Mil ea

Housing
$250 Mil 

Purchase Card

Unrestricted Small Business Other

HubZone
$150 Mil

Note:  Projects may use MACs above and below their target MAC with SADBUS Representative concurrence.
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Facilities Management Contract  (FMC)  (Replacement TBD)
$50 Mil/yr

30M 25M 100M
ea

30M 30M100M
ea

30M
ea

50M
ea

50M
ea

Construction Contracts
MAC/BOA Regional Plan

$25k+

$7M+

$3M-$7M

$500k-$3M

$2k-$500k

$0-$2k
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Construction Contracts 
Basic Ordering Agreements (BOA)

•An agreement, not a contract
•Trains contractors in Design/Build
•Competition on 8(a) task orders 
•Focus on contractor specialty
•SAP Procedures w/pre-loaded FIS/SPS data
•Contractor listing on the Web – NAICS
•Contractors added and removed 
•Encourage mentor protégé relationships

–Formal
–Informal
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Construction Contracts 
BOA Matrix
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AE-IQ Contracts
Strategy

Large Business
Small Business

CONTRACT TYPE UP TO $75K $75K OR MORE
AIRFIELD PAVING
ARCHITECTURAL SERVICES 8(a) UR
BRIDGE INSPECTION
CATHODIC PROTECTION
CIVIL 8(a) UR
COST ENGINEERING 8(a) UR
ELECTRICAL
FACILITIES PLANNING SBSA UR
FIRE PROTECTION
GEOTECHNICAL SERVICES
INDUSTRIAL
LANDSCAPING
MECHANICAL
MEDICAL
MULTIDISCIPLINE
NON INDUSTRIAL W/ RENOVATION & REPAIR
RENOVATION/REPAIR
SECURITY IQ CONTRACT
STRUCTURAL 8(a) UR
SURVEY/MAPPING
TAP (RANGES)

UR

8(a)

UR        SDVO
UR

UR

UR
UR
UR

AE TASK ORDER AMOUNT

UR

UR
8(a)
UR

UR

UR        HUBZ
UR

UR

8(a) = 8(a) set-aside
UR  = unrestricted full and open competition
SBSA = Small Business Set-aside
SDVO = Service Disabled Vet Owned
HUBZ = HubZone
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New Regional Initiatives

•Contractor Training
–Submittals, Safety, D/B Process including 
Streamlined D/B, Quality Control, Sustainable 
Design, and ATFP.  NAVFAC Mentor provided.

•SWDiv Design Build Mentoring Program
–Growing new 8(a) MAC contractors
–D/B, General Construction, NAVFAC trained
–Consolidate Kr training plan
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Source Selection

•Best Value - Considers Price and other factors
–Not low bid

•Source Selection Plan 
–Documents process on how to select

•Criteria determines how the contractor is graded 
–Experience
–Past Performance
–Sub Contracting
–Technical Support
–Price (for construction)

•Debriefs are VERY CRITICAL 
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WEB Sites to Know and Use

•SMALL BUSINESS ADMINISTRATION
–www.sba.gov

•FEDERAL BUSINESS OPPORTUNITIES
–www.fedbizopps.gov

•NAVY ELECTRONIC COMMERCE ONLINE
–www.neco.navy.mil

•DON ACQUISITION ONE SOURCE
–http://www.abm.rda.hq.navy.mil

• INDIVIDUAL ACQUISITION COMMANDS WEBSITES
–www.esol.navfac.navy.mil

•SMALL BUSINESS INNOVATION RESEARCH PROGRAM
–www.navysbir.com

•SBA’s SUBCONTRACTING OPPORTUNITY WEBSITE
–http://web.sba.gov/subnet
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WEB SITES TO KNOW AND USE

•DON SMALL BUSINESS OFFICE
–www.hq.navy.mil/sadbu

•DOD SMALL BUSINESS OFFICE
–www.acq.osd.mil/osbp

•NAVFAC WEBSITE
–www.navfac.navy.mil

•DOING BUSINESS WITH THE NAVY
–www.acquisition.navy.mil

•NAVAL SEA SYSTEMS COMMAND SEAPORT E
–www.seaport.navy.mil
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