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Networking and building business relationships and opportunities
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June 21, 2022

Disclaimer: This webinar is not intended for press purposes. If you are part the press, please disconnect. 
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H o u s e ke e p i n g  R u l e s

• Keep yourself muted throughout the meeting

• Please make sure to stay for the whole meeting

• Presentation will be emailed

• Q&A will be after each presentation

• Ask questions in the chat 

• Please make sure to keep your camera on, at all times

• If you get logged out, please re-login using the same link 
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We l c o m e
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C o m m i t t e e  I n t ro d u c t i o n s
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G u e s t  S p e a ke r

Kevin Sloan
Business Opportunity Specialist (BOS) / 

HUBZone Liaison
Small Business Administration

Kevin.sloan@sba.gov

BIO: Kevin Sloan serves as a Business Opportunity Specialist (BOS) and HUBZone 
Liaison of the U.S. Small Business Administration (SBA) at Dallas/Fort Worth 
District Office(DFWDO). Mr. Sloan advocates on behalf of the 80 small businesses 
in the 8(a) Business Development program portfolio for Dallas Fort Worth District 
Office’s (DFWDO) 72 counties coverage area in Texas. Mr. Sloan helps facilitate 
federal contracting opportunities; counseling and mentoring; Mr. Sloan is a MBA 
graduate of Texas A&M University at Texarkana. Mr. Sloan has served as a BOS for 
10 years at the DFWDO.

mailto:Kevin.sloan@sba.gov


Presenter Notes
Presentation Notes
Presenter Notes: Things to ConsiderA one-hour presentation should consist of about 30-40 minutes of presentation with at least 20 minutes for Q&A.  Start by clarifying two key points for yourself:WHO is your audience?  Business owners who are considering federal contracting as a new market.  They likely know very little about the federal contracting space.What is the OBJECTIVE of this presentation?  To help these business owners decide if they want to proceed and learn more.  You cannot teach them everything about federal contracting in one hour, and they do not need a great deal of detail to make their decision.  They need an overview.Another thing to consider: We are shifting how we talk about SBA, from what WE DO to what BUSINESS OWNERS need.  The previous message of “3 Cs and a D” focuses on what SBA does.  The new message of “START, GROW, EXPAND, RECOVER” focuses on what business owners do, and helps us to clarify how SBA can help.Federal contracting is a complex, confusing process and many of you are Subject Matter Experts. Remember your audience and continually ask yourself: “Do they need to know this detail to make a decision on whether or not to learn more about federal contracting?  That will help you focus.  



Marketing and 
Selling to the Federal 

Government



The Federal Marketplace

The world’s largest buying
of products & services
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Evaluate your readiness & learn 
more by visiting
SBA.gov/contracting

Some set-aside contracts are 
reserved for small businesses in 
certain socio-economic categories. 
You can bid on these set-aside contracts by 
participating in any of the SBA's contracting 
assistance programs

Small Business Set-Aside Contracts

Presenter Notes
Presentation Notes
Talking Points:The SBA works with federal agencies to award at least 23% of all prime government contract dollars each year to small businesses.



All SBA programs and services are extended to the public on a nondiscriminatory basis.



Set-Aside for Certification Programs 
and Socio-Economic Categories

Targeted set-asides and acquisition goals:

Women-Owned Small Businesses 
(5%)

Small Disadvantaged Businesses 
(including 8(a) certified) (5%)

HUBZone Businesses (3%)

Service-Disabled Veteran-Owned 
Small Businesses (3%)

Set-asides are reserved for small business between $3,500 (Micro-
purchase Threshold)  to $250,000 (Simplified Acquisition Threshold)

6

Presenter Notes
Presentation Notes
Targeted Set-asides and Acquisition GoalsWomen-owned small businesses - (5%)Small disadvantaged businesses including 8(a) certified - (5%)HUBZone - (3%) Service-disabled veteran-owned small businesses - (3%) Overall small business goal of 23%Set-asides are reserved for small business between the Micro-purchase Threshold and the Simplified Acquisition Threshold.
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Small Business Certifications
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Small Business Overall Performance Trend
SB Dollars Total SB Eligible %SB GW Goal

FY2020 Highlights

• Federal government 
exceeded the small business 
contracting goal for eight 
consecutive years.

• Awarded a record-breaking 
$145.7 billion in prime 
contracts to small businesses.

• 26.01% of all federal small 
business eligible dollars were 
awarded to small business 
firms.

• Over 69,000 small business 
prime contractors received 
awards, averaging $2.1 
million dollars in awards per 
firm.



Historic Highs 

9

• Small-disadvantaged businesses received 10.54%*($59.0 
billion) of all small business eligible contracting dollars – the 
highest percentage ever. 

• Service-disabled veteran-owned small business contract 
dollars reached 4.28%* ($23.9 billion) of all eligible 
contracting dollars. 

• The Federal government has exceeded its goal for eight 
consecutive years - the highest service-disabled veteran-
owned small business dollars amount ever. 

• Women-owned small businesses obtained 4.85%* ($27 
billion) of eligible contracting dollars – the highest women-
owned small business dollars amount ever. 

• HUBZone small businesses obtained 2.44% ($13.6* billion) 
of eligible contracting dollars – the highest HUBZone small 
business dollars amount ever. 



Government 
Contracting 
Suitability



Are You a Small Business?
Size Standards
Determined by 
NAICS industry 
codes

Business Type
Sole proprietorship, 
partnership, corporation, 
or any other legal form 

Location
Operates primarily 
within the U.S. 

Size Restrictions
Average number of 
employees or annual 
receipts

Non-Qualified Business
Primary operations 
outside the U.S. 

Other
Non-profit businesses 
are not considered

11

Presenter Notes
Presentation Notes
You may take it for granted that your company is a "small business." The distinction is important if you wish to register for government contracting as a small business. To be a small business, you must adhere to industry size standards established by the U.S. Small Business Administration (SBA) . As you register as a government contractor in the System for Award Management (SAM), you will also self-certify your business as small.The SBA, for most industries, defines a "small business" either in terms of the average number of employees over the past 12 months, or average annual receipts over the past five years. In addition, SBA defines a U.S. small business as a concern that:Is organized for profit.Has a place of business in the U.S.Operates primarily within the U.S. or makes a significant contribution to the U.S. economy through payment of taxes or use of American products, materials or labor.Is independently owned and operated.Is not dominant in its field on a national basis.The business may be a sole proprietorship, partnership, corporation, or any other legal form. In determining what constitutes a small business, the definition will vary to reflect industry differences, such as size standards.Businesses not considered “small” can still compete (and often do) for federal contracts.



Do You Know Your NAICS Codes 
and Size Standards for Your Industry?

NAICS codes define 
establishments and 
are used for 
administrative, 
contracting, and 
tax purposes 

SBA size standards 
using NAICS as their 
basis apply to all 
Federal 
government 
programs, 
including 
procurement

Visit the United 
States Census 
Bureau NAICS 
website to identify 
your NAICS code(s)
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Presenter Notes
Presentation Notes
The North American Industry Classification System (NAICS) industry codes define establishments based on the activities in which they are primarily engaged.  NAICS codes are also used for administrative, contracting, and tax purposes.  SBA Size standards using NAICS as their basis apply to all Federal government programs, including procurement. Visit the United States Census Bureau NAICS website (www.census.gov/eos/www/naics) to identify your NAICS code(s).  We recommend using a single word for a search term. You can truncate your search term to get even more results, and then select from them the most appropriate for you. 

http://www.census.gov/eos/www/naics


Is Your Business Ready?

Does the Government…
Buy what you sell

Do you have…
Federal contracting experience
Cash, inventory, working capital

Are you capable…
Of fulfilling a government 
contract

Do you know…
Where to find contracting 
opportunities

14

Presenter Notes
Presentation Notes
Some things to consider in evaluating if your business is ready and capable of fulfilling a government contract.Do you have systems in place to handle a government contract?Do you have the capital, time, staffing, materials and reporting system?What is your ramp up time if you receive a contract?Do you have an existing relationship with a lending institution/bank?Can you meet eligibility requirements such as insurance and bonding?Do you have an accounting system?Avoid unnecessary costs, operate efficientlyRequired by law – to track assets and taxable incomeRequired for federal contracts Do you have federal/state/local government contracting experience?Your ability to compete in the federal marketplace is greatly influenced by your experience.  Consider starting in subcontracting to get the experience you need.Experience will help you reap the full benefits of SBA programs such as 8(a) Business Development Program (participation is one 9-year period)Do you have available cash regardless of whether it is in your pocket or your bank account or investments, that you can convert to cash in 90 days?Does the government buy what you sell?Do your research, identify 2-3 government agencies that buy your product or service.Do you know where to find contracting opportunities? 



How the Government 
Buys Goods and 

Services



Government-Wide Contracting Goals
COMPETITION TYPES TO WIN GOVERNMENT CONTRACTS

WORLD’S
LARGEST
B U Y E R

 $600,000 billion/year
 23% of federal contract 

dollars are intended for 
small businesses

Full and Open 
Competition01

Small Business 
Set-Asides02

Sole Source03
16

Presenter Notes
Presentation Notes
The Government is considered the “World’s Largest Buyer.”Purchases by military and civilian installations amount to nearly $500,000 billion a year.The Government’s procurement policy which encourages prime and subcontracting opportunities for small businesses is a catalyst for economic growth.  Federal statute defines government-wide prime contracting goals which represent a primary tool in helping small firms be considered for government contracts.The current, government-wide procurement goal is at least 23% of all federal contracting dollars. Three methods of limiting competition to win government contracts include: Full and Open Competition, Small Business Set Asides including certification-based and socio-economic categories and sole source. Limited competition can help small businesses win government contracts.    



Marketing Your Business & 
Identifying Federal 

Opportunities



Research Your Market

Know what 
agencies 
buy your 
products 
and services

Find your 
niche, 
competition 
is fierce

Understand 
areas of 
government 
spending

Know your 
competition
and their 
contracts

22

Presenter Notes
Presentation Notes
Presenter Tip: Share local resources available to the business owner to learn more about how to conduct market research.   Research Your MarketContracting officers begin their process by doing market research.  Doesn’t it make sense for you to approach selling to the government the same way?  Tools available: the FPDS and FedBizOpps – can learn more about how to use this in an interactive, hands-on session or talk to the PTAC. Federal government is huge; target which sectors and agencies are the best fit for your products and services and focus your research efforts there.  There are ways to find out which other companies may have been competing for business in these sectors. Check out the competition by pulling up GSA Schedules in your NAICS codes.



How the Government 
Can Help



Procurement Assistance

Procurement Technical Assistance Centers 
• Government contract assistance
• Consulting and workshops 
• Information and resources

SBA Resources
• Business Opportunity Specialist
• Procurement Center Representative

Marketing Resources
• Federal Procurement Data System
• System for Award Management
• Dynamic Small Business Search System
• Subcontracting Networking System 

(SubNet)

Other Resources
• USASpending
• GSA Subcontracting Directory
• DoD Prime Contracting Directory 36

Presenter Notes
Presentation Notes
SBA ResourcesBusiness Opportunity SpecialistProcurement Center RepresentativeProcurement Technical Assistance Centers (PTACs) Help small businesses that are interested in government contracting. Help businesses determine if they are ready for government contracting, register in the proper databases, find and bid on contracts, and more.Marketing ResourcesFedBizOppsPrimary source for federal government contract opportunities valued at over $25,000. Federal contracts less than $25,000 are not required to be published, so not every government opportunity will be listed Does not include state and local opportunitiesFederal Procurement Data SystemCurrent central repository of information on Federal contracting.Contracts valued at $10,000 or more are reported to the FPDS. System identifies who bought what, from whom, for how much, when and whereSystem for Award ManagementBusinesses wanting to do business with the federal government under a Federal Acquisition Regulation (FAR)-based contract or applying for federal grants, cooperative agreements or other forms of federal financial assistance through Grants.gov must be registered in SAM.Dynamic Small Business Search System (DSBS) located at  http://dsbs.sba.gov/dsbs/search/dsp_search-help.cfm?goto=CertsSubcontract Opportunities located at:https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontractingSBA’s Subcontracting Network System (SubNet) SBA’s Directory of Federal Government Prime Contractors with a Subcontracting Plan (https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting)Other ResourcesDoD Prime Contracting Directory: http://business.defense.gov/GSA Subcontracting Directory Published for small business concerns seeking subcontracting opportunities with General Services Administration (GSA) prime contractors. The directory lists large business prime contractors who, by law, are required to establish plans and goals for subcontracting with small business firms. https://www.gsa.gov/acquisition/assistance-for-small-businesses/find-and-pursue-government-contracts/seek-opportunities/subcontracting-directory-for-small-businessesUSASpending Includes details about subcontract awards to connect subcontract awards to prime contractors and identify prime contractors that are awarding subcontracts in your local area. https://usaspending.gov/Pages/defult.aspx

https://www.fpds.gov/
https://www.sam.gov/SAM/
http://web.sba.gov/pro-net/search/dsp_dsbs.cfm
https://eweb1.sba.gov/subnet/client/dsp_Landing.cfm
https://www.usaspending.gov/
https://www.gsa.gov/small-business/find-and-pursue-government-contracts/seek-opportunities/subcontracting-directory-for-small-businesses


Contracting Resources for Small Business Guide

37



To Get Started…

1
Obtain a Unique 

Entity ID (UEI)

2
Register in the 

System for Award 
Management 

(SAM)

Click Here

3
Obtain a 

Commercial and 
Government 

Entity 
(CAGE) Code

Click Here

39

Presenter Notes
Presentation Notes
To get started:To take advantage of opportunities published on FedBizOpps, you are required to have an active Sam.gov account as well as a DUNS and Cage number.To register in SAM – the System for Award Management go to www.sam.gov. This service is free of charge.Using your company’s exact legal name, obtain a Data Universal Number System (DUNS) number from DUN & Bradstreet. You can request this free number at www.fedgov.dnb.com/webform or by calling 866-705-5711. DUN & Bradstreet is a commercial company and has products and services to sell. Be aware, they may try to sell to you, but you only need the free number to do business with the Government!The Commercial and Government Entity (CAGE) Code is a five-character ID number is used extensively within the federal government, assigned by the Department of Defense’s Defense Logistics Agency (DLA). Registering with FBO.govRegistration is not required to perform basic searches on https://www.fbo.gov/.Companies may register on the site for free. Registering will include the ability to use search agents, which will serve as search criteria to find relevant opportunities.A registered account allows the user to add opportunities to a saved list, which keeps track of opportunities for a later time.Registration also provides the ability to view bid documents, this will help your company make an informed decision about whether to proceed with a bid.

http://www.sam.gov/
https://cage.dla.mil/Home/UsageAgree


Get to Work and Submit Your Bid

1 • Evaluate pricing
• Demonstrate past performance
• Target agency’s needs and goals

Find a Promising Opportunity

2
• Submit bid
• Wait for response
• Prepare for oral presentation (if needed)

Submit your Bid and Wait

3
• Understand why you won/lost
• Evaluate marketing and bidding strategy
• Look for strengths and weaknesses

Request a Debrief

40

Presenter Notes
Presentation Notes
After finding a promising opportunity, it’s time to submit your bid. A few things to remember:Having lower prices isn’t always better.Demonstrating past experience is usually key to successfully bidding. Past successes and great customer references can be a big help.Target the agency’s needs, goals and history to demonstrate why your businesses is the best.An oral presentation may be required.Submitting a bid will officially place your company into consideration for the work contract.Requesting a debrief:Debriefings help you understand why your business won or lost a bid. It is a very powerful opportunity to learn which parts of your marketing and bidding strategy are effective and which need improvement. Selling to the federal government is a much more transparent process and many federal contractors request debriefings on a regular basis.If your company loses a bid, you have the right to request a debriefing to find out why. The contracting officer must explain the strengths and weaknesses.



All SBA programs and services are extended to the public on a nondiscriminatory basis.

Questions



Kevin L. Sloan
Business Development Program 
Division

Office of Business Development & Government 
Contracting, 8(a) Business Development Program

kevin.sloan@sba.gov
@SBADFW
P: 817-684-5511
C: 817-228-5125

Presenter Notes
Presentation Notes
OPTION C: 2-sided, 4-color, primary logo



How are we doing?
Please take a minute to let us know

www.sba.gov/feedback



Follow Us

https://www.facebook.com/SBAgov
https://www.youtube.com/user/sba
https://www.linkedin.com/company/us-small-business-administration
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Q & A
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S t a t e w i d e  D i s c u s s i o n

• A/E/C Opportunities
• August

• Austin
• San Antonio
• Other___

• September
• Houston
• Corpus Christi
• Galveston

• October
• El Paso
• Midland/Odessa
• Amarillo

• November
• Forney
• Little Elm
• Alvarado
• Mansfield

• December
• Longview
• Terrell
• Tyler
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R H C A  |  W e b i n a r  

• Federal highway programs: $26.9 billion
• Public Transportation: $3.3 billion
• Drinking water infrastructure (and removing lead pipes): $2.9 billion
• Airports: $1.2 billion
• Bridge replacement and repairs: $537 million
• Electric vehicle charging network: $408 million
• Broadband expansion: $100 million
• Wildfire protection: $53 million
• Cyberattacks protection: $42 million

I n f r a s t r u c t u r e  B i l l  O p p o r t u n i t i e s  I m p a c t  o n  T e x a s  w i t h  a  F o c u s  o n  
N o r t h  T e x a s



Join us on Social Media    #DFWRHCA   @DFWRHCA

R H C A  |  S u b c o m m i t t e e
H e l p  w i t h  i n v i t i n g  m o n t h l y  g u e s t  s p e a k e r s

The invitation details are listed below:

Date: Tuesday, November 9, 2021

Time Duration: 10 to 15 minutes (if you need more please let me know)

Time Range: Any 15 minutes between 8:45am to 10:00am CST

Via online Video: Zoom Video Conference

Committee: RHCA Economic and Business Development Committee: Audience –
Contractors/Professional Services/Public Agency Employees

Topic: Texas Emission Reduction Plan (TERP) Program overview & Benefits for 
contractors

Presentation: PowerPoint Due by Monday, November 8 – To Jonathon Garcia

Other Items Needed: (1) Headshot in JPEG (2) Title

E x a m p l e :

Link to recommend guest speakers: https://forms.office.com/Pages/ResponsePage.aspx?id=m9gkZ9IDKEWQMA6zN7Gyu1-t7tkG5ypLvhzsQy7hgMRUNUdGT0UwVlVLTDVRSFNDUjZGU09VVFVPNC4u

https://forms.office.com/Pages/ResponsePage.aspx?id=m9gkZ9IDKEWQMA6zN7Gyu1-t7tkG5ypLvhzsQy7hgMRUNUdGT0UwVlVLTDVRSFNDUjZGU09VVFVPNC4u
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D i s c u s s i o n

• 2022 A|E|C Market Conditions
• Labor Market Conversation
• Large Businesses competing for the same talent pool as Small Businesses

• Material availability and price escalation
• Next steps
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Q & A
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https://www.txdot.gov/inside-txdot/division/civil-rights/connectu2.html

https://www.txdot.gov/inside-txdot/division/civil-rights/connectu2.html
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https://form.jotform.com/221233799942161

https://form.jotform.com/221233799942161
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https://rhcaluna.awardsplatform.com/

https://rhcaluna.awardsplatform.com/
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https://www.eventbrite.com/e/cip-workshop-heavy-highway-construction-firms-june-23-2022-registration-337480542387

https://www.eventbrite.com/e/cip-workshop-heavy-highway-construction-firms-june-23-2022-registration-337480542387


16Join us on Social Media    #DFWRHCA   @DFWRHCA

http://events.r20.constantcontact.com/register/event?llr=ymfrebdab&oeidk=a07ej836pz405bcc5de

http://events.r20.constantcontact.com/register/event?llr=ymfrebdab&oeidk=a07ej836pz405bcc5de
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RHCA | SAFE + SOUND Week
August 2022

https://www.osha.gov/safeandsoundweek/

https://www.osha.gov/safeandsoundweek/
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http://events.r20.constantcontact.com/register/event?llr=7yrsxedbb&oeidk=a07eigj9rs625262ef5

http://events.r20.constantcontact.com/register/event?llr=7yrsxedbb&oeidk=a07eigj9rs625262ef5
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http://events.r20.constantcontact.com/register/event?llr=ymfrebdab&oeidk=a07eir6e1lva86e2009

http://events.r20.constantcontact.com/register/event?llr=ymfrebdab&oeidk=a07eir6e1lva86e2009
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Q & A
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