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Contracts	
  Awards	
  in	
  PR

FY	
  2017
$989,797,478 Total	
  awards	
  performed	
  

in	
  Puerto	
  Rico
$417,696,049

(42%)
Total	
  awards	
  to	
  firms	
  
located	
  in	
  Puerto	
  Rico

$568,919,776
(58%)

Total	
  awards	
  to	
  Non-­‐PR	
  
Firms

Information  source:  FPDS.GOV

FY	
  2018	
  (as	
  of	
  May 15,	
  2018)
$3,124,128,040 Total	
  awards	
  performed	
  

in	
  Puerto	
  Rico
$589,456,799

(19%)
Total	
  awards	
  to	
  firms	
  
located	
  in	
  Puerto	
  Rico

$2,534,671,242
(81%)

Total	
  awards	
  to	
  Non-­‐PR	
  
Firms



Statement of	
  Needs:	
  Participation

Average	
  Federal	
  Contracts	
  Awarded	
  -­‐ 2012-­‐2016	
  (in	
  $	
  millions)

Avg.	
  =	
  $7,816M

$526M



Federal	
  Contracting	
  Facts

§ The U.S. Federal Government’s procurement market in 2017 was $507B.
§ Puerto Rico’s historical participation in the federal market is between .08%

and .15%.
§ Puerto Rico firms are not taking full advantage of Government Wide

Contracting Goals
§ 8(a) certified firms: Approximately 90 firms -­‐-­‐-­‐ ONLY 2 manufacturers
§ HUBZone certified firms: Approximately 90 firms
§ Service Disabled Veteran Owned Small Business: 20 firms

§ 82+% of Puerto Rico is in a qualified HUBZone area.



Federal	
  Contracting	
  Center	
  (FeCC)
a Procurement Technical Assistance Center

§ A division of the Puerto Rico Industrial 
Development Company (PRIDCO)

§ Cooperative agreement with DoD

§ Part of a nationwide network of 98 PTACs

§ 32 years of experience

PRIDCO

DLA



Puerto	
  Rico	
  Federal	
  Contracting	
  Center

To proactively position businesses in
the federal government market while
actively assisting and matchmaking
companies with federal contracts
available. M

iss
io

n

G
oa

l

To generate employment and improve
the general economy of Puerto Rico by
assisting business firms to obtain and
perform under federal state, and
municipal government contracts.



Technical
Support Marketing	
   AdvocacyTraining

§ Small	
  Business	
  
Administration

§ Federal	
  
Procurement	
  Policy

§ Trade	
  Missions

§ Federal	
  
Contracting	
  
education	
  

§ Matchmaking	
  
events

§ E-­‐training

§ Market	
  
intelligence

§ Identify	
  &	
  match	
  
bids

§ Forecasting
§ Capturing	
  plan
§ Help	
  you	
  decide	
  if	
  

this	
  is	
  the	
  right	
  
market	
  for	
  your	
  
firm

§ DUNS	
  Number
§ SAM
§ SBA	
  and	
  VA	
  

Certifications
§ One-­‐on-­‐one	
  

counseling
§ Bid	
  preparation
§ GSA	
  Schedules

Federal	
  Contracting	
  Center	
  Services
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Introduction

§ Design to help understand government contracting programs 
§ Part 1
• Prime	
  contracting	
  and	
  subcontracting	
  programs
• SBA	
  certification	
  programs	
  
• Woman	
  and	
  veterans	
  small	
  business	
  programs	
  

§ Parts 2 & 3
• How	
  the	
  government	
  buys	
  
• How	
  to	
  sell	
  to	
  the	
  government	
  



Learning	
  Objectives

§ Know about federal contract markets and opportunities
§ Understand prime contract and subcontracting 

assistance programs
§ Understand SBA’s certification programs – 8(a), 

HUBZone, Women and Veteran Owned 



Scope	
  of	
  the	
  Federal	
  Buying	
  Market	
  

§ U.S. government is the largest buyer in the world
§ Federal agencies buy just about every category of 

commodity and service available

$507  billions  in  FY  2017

.08%

FY	
  2017
$987M	
  	
  (.08%) Total	
  awards	
  performed	
  in	
  Puerto	
  Rico

$417M	
  (42%) Total	
  awards	
  to	
  firms	
  located	
  in	
  Puerto	
  Rico
Information  source:  FPDS



What	
  is	
  a	
  Small	
  Business?

§ Certain government programs only apply to small businesses
§ Small business size standards are generally determined by the 

number of employees or annual business receipts

Are you a Small Business?
Determine your NAICS Code

Table of Small Business Size Standards



Your	
  Main	
  References	
  

Federal Acquisition Regulation (FAR)
FAR Supplements 
https://www.acquisition.gov/



Prime	
  Contract	
  Assistance	
  

§ Government-wide Contracting Goals
§ Small Business Set-asides
• Rule	
  of	
  Two
• Non-­‐manufacturer	
  Rule
• Subcontracting	
  Limitations
• Service-­‐disabled	
  Veteran	
  Owned	
  Small	
  Business
• HUBZone
• Woman-­‐Owned	
  Small	
  Business	
  Program
• 8(a)	
  Business	
  Development	
  Program

§ Certificate of Competency (COC) Program



Government	
  Wide	
  Contracting	
  Goals

Sm
al
l	
  B
us
in
es
s Small	
  Disadvantaged	
  

Business	
  &	
  (8a)

HUBZone

Service	
  Disabled	
  
Veteran	
  Owned	
  SB

Woman	
  Owned	
  SB

5%

3%

3%

5%



Small	
  Business	
  Set-­‐asides

§ Small business set-asides are a critical tool
§ Powerful vehicle for helping small firms win prime contracts
§ Fundamental: Acquisitions that have an anticipated dollar value 

exceeding $3,000, but not over $150,000($10,000 and $250,000 after 
2018 NDAA)   are automatically reserved for small businesses

FAR	
  19.5



Rule	
  of	
  Two
Set-­‐asides	
  –Prime	
  Contract	
  Assistance

§ Acquisitions over $150,000 ($250,000 after 2018 NDAA) are to be set-
aside for small businesses when there is a reasonable expectation 
that offers will be obtained from at least two responsible small 
businesses

FAR	
  19.502-­‐2



Non-­‐manufacturer	
  Rule
Set-­‐asides	
  –Prime	
  Contract	
  Assistance

§ Set-aside small business acquisitions that are not for construction or 
service related contracts –must utilize a small business manufacturer

§ SBA may issue individual or class waivers to the non-manufacturer 
rule, if no small manufacturer exists

§ Rule does not apply for contracts under $25,000. NDAA 2018 - NMR 
will not apply to small business set-asides below $250,000

FAR	
  19.001;	
  FAR	
  19.1



Limitations	
  on	
  Subcontracting

In  order  to  be  awarded  a  small  business  set-­aside  contract  
with  a  value  greater  than  $150,000  ($250,000  after  2018  
NDAA)    a  small  business  concern  must  agree  that:
– In  the  case  of  a  contract  for  services  (except  construction),  
it  will  not  pay  more  than  50%  of  the  amount  paid  by  the  
government  to  it  to  firms  that  are  not  similarly  situated.

– In  the  case  of  a  contract  for  supplies  or  products,  it  will  not  
pay  more  than  50%  of  the  amount  paid  by  the  government  
to  it  to  firms  that  are  not  similarly  situated.



Limitations	
  on	
  Subcontracting

– In  the  case  of  a  contract  for  general  construction,  it  will  not  
pay  more  than  85%  of  the  amount  paid  by  the  government  
to  it  to  firms  that  are  not  similarly  situated.

– In  the  case  of  a  contract  for  special  trade  contractors,  no  
more  than  75%  of  the  amount  paid  by  the  government  to  
the  prime  may  be  paid  to  firms  that  are  not  similarly  
situated.  



Socio-­‐economic	
  Certifications	
  /	
  Verifications

§ SBA 8(a) Business Development Program
§ SBA HUBZone Program
§ SBA Women Owned Small Business
§ VA Veteran Owned Small Business



8(a)	
  Business	
  Development	
  Program
SBA	
  Certifications

§ Assists eligible socially and economically disadvantaged small 
businesses

§ Provides business development and contract assistance
§ SBA certification required
§ All 8(a) firms are SDBs, but not all SDBs are 8(a) certified

FAR	
  19.8



8(a)	
  Business	
  Development	
  Program
Program Benefits	
  -­‐-­‐SBA	
  Certifications

§ Certified firms can receive sole-source contracts
• up	
  to	
  $4	
  million	
  for	
  goods	
  and	
  services
• up	
  to	
  $6.5	
  million	
  for	
  manufacturing	
  

§ Joint ventures and teaming
§ Mentor-Protégé Program

FAR	
  19.8



8(a)	
  Business	
  Development	
  Program
Program Eligibility	
  -­‐-­‐SBA	
  Certifications	
  

§ Small firm must be at least 51% owned and controlled by a socially 
and economically disadvantage individual(s)

§ Meet small business size standards
§ In business for more than two years
§ Unconditionally owned and controlled by one or more 

disadvantaged individuals who are US citizens

FAR	
  19.8



HUBZone Program
SBA	
  Certifications	
  

§ Historically Underutilized Business Zone
§ Contracting preference program designed to stimulate economic 

development and create jobs
§ SBA certification required 
§ 82+% of PR is considered HUBZone

FAR	
  19.13



HUBZoneProgram
Program	
  Benefits	
  -­‐SBA	
  Certifications	
  

§ 3% government-wide goal for contracts to be awarded to HUBZone 
certified firms

§ Competitive and sole source contracts
§ 10% price evaluation preference 

FAR	
  19.13



HUBZone Program
Program Eligibility	
  -­‐SBA	
  Certifications	
  

§ Meet small business size standards
§ Owned and controlled by at least 51% of US citizens, or a 

Community Development Corporation, an agricultural cooperative, 
or an Indian tribe

§ Principal office must be in a designated HUBZone
§ At least 35% of the firm’s employees must live in a HUBZone

Learn	
  more...
HUB	
  Zone	
  Map



WOSB	
  Program

§ Only designated industries (use link below to find eligible NAICS)
§ Only WOSBs or EDWOSBs are eligible
§ WOSBs must be certified (or self-certified, with documentation)
§ SBA may require a formal certification process in the near future
§ EDWOSB NAICS codes: 

https://www.sba.gov/sites/default/files/2016_edwosb_NAICS.pd f
§ WOSB NAICS codes: 

https://www.sba.gov/sites/default/files/2016_wosb_NAICS.pdf



Eligibility	
  -­‐ WOSB	
  Program

§ WOSB
• 51%	
  owned	
  &	
  controlled	
  by	
  one	
  or	
  more	
  women	
  who	
  are	
  US	
  citizens
• Ownership	
  must	
  be	
  direct	
  and	
  not	
  subject	
  to	
  limitations
• Woman	
  or	
  women	
  must	
  manage	
  day	
  to	
  day	
  operations

§ EDWOSB
• Satisfy	
  all	
  conditions	
  of	
  WOSB
• Personal	
  net	
  worth	
  of	
  less	
  than	
  $750,000
• Adjusted	
  annual	
  income	
  of	
  $350,000or	
  less
• Market	
  value	
  of	
  all	
  assets	
  does	
  not	
  exceed	
  $6	
  million



Veterans	
  Programs	
  (VOSB	
  &	
  SDVOSB)	
  

§ Veterans Entrepreneurship and Small Business Development Act 
defined VOSB & SDVOSB 

§ Established 3% government-wide prime and subcontracting goals 
for service disabled veteran owned small businesses

§ Self-certification program except for the US Department of Veterans 
Affairs

Learn	
  More…
Veteran	
  Information	
  Pages



Service	
  Disabled	
  Veteran	
  Owned	
  Small	
  Business	
  

§ SDVOSB Program
• Contract	
  set–asides	
  are	
  authorized

§ Sole source or competition is required for all SDVOSB contracts 



VA	
  -­‐Veterans	
  First	
  Contracting	
  Program	
  

§ Only VO and SDVOSB are eligible
§ Sole source or competition
§ Must be certified by the VA 



Certificate	
  of	
  Competency	
  (COC)

§ If a prospective contractor is determined to be “non-responsible“ by 
a contracting officer --the small business is entitled to an 
independent review by the SBA

§ SBA may issue a COC to the contracting officer requiring the award 
of that specific contract to the small business

FAR	
  19.6



Subcontracting	
  Assistance	
  Program

§ Prime contractors receiving contracts greater than the simplified 
acquisition threshold must agree to provide small businesses with the 
maximum practical opportunity to participate as subcontractors

FAR	
  19.7



Subcontracting	
  Plans

§ Individual Subcontracting Plan
§ Master Subcontracting Plan
§ Commercial Subcontracting Plan

FAR	
  19.7



Subcontracting	
  Goals

Government-wide Subcontracting Goals
§ Small Disadvantaged Businesses

• Goal 5%

§ Women-Owned Small Businesses (WOSB)
• Goal 5%

§ Service Disabled Veteran Owned Small Businesses (SDVOSB)
• Goal 3%

§ HUBZone
§ Goal 3% 
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Learning	
  Objectives

§ Understand	
  the	
  contracting	
  methods	
  used	
  by	
  government	
  

contracting	
  officers	
  to	
  buy	
  goods	
  and	
  services

§ Know	
  about	
  types	
  of	
  contracts	
  and	
  agreements

§ Understand	
  key	
  parts	
  of	
  the	
  Federal	
  Acquisition	
  

Regulations	
  (FAR),	
  and

§ Learn	
  where	
  to	
  find	
  additional	
  contracting	
  resources



How	
  the	
  Government	
  Buys

§ Government	
  buys	
  from	
  suppliers	
  who	
  meet	
  certain	
  qualifications

§ Standardized	
  buying	
  procedures	
  and	
  rules	
  outlined	
  in	
  the	
  FAR	
  
are	
  used

§ Several	
  contracting	
  methods	
  are	
  employed:
• Credit	
  card	
  /	
  micro-­‐‑purchases

• Simplified	
  acquisition	
  procedures

• Sealed	
  bidding

• Contracting	
  by	
  negotiation

• Consolidated	
  purchasing	
  programs	
  (GSA	
  schedules,	
  GWACs,	
  etc.)



The	
  Rules	
  

§ You	
  have	
  to	
  know	
  the	
  rules,	
  to	
  play	
  in	
  the	
  game

§ Federal	
  Acquisition	
  Regulation	
  (FAR)	
  outlines	
  the	
  rules

§ Key	
  small	
  business	
  parts	
  of	
  the	
  FAR	
  include:

• Subpart	
  8.4	
  –Federal	
  Supply	
  Schedules

• Part	
  13	
  –Simplified	
  Acquisitions

• Part	
  14	
  –Sealed	
  Bidding

• Part	
  15	
  –Contracting	
  by	
  Negotiation

• Part	
  16	
  –Types	
  of	
  Contracts

• Part	
  19	
  –Small	
  Business	
  Programs	
  



Federal	
  Acquisition	
  Regulations



How	
  the	
  Government	
  Buys	
  

§ Credit	
  Card	
  Opportunities	
  

• Individual	
  government	
  purchases	
  under	
  $3,500	
  (2018	
  NDAA	
  applicable	
  to	
  civilian	
  
agencies	
  increase	
  to	
  $10,000).	
  2017	
  NDAA	
  increased	
  the	
  DoD	
  micro-­‐‑purchase	
  
threshold	
  to	
  $5,000.

• Not	
  in	
  the	
  FAR	
  yet,	
  most	
  contracting	
  officers	
  will	
  by	
  the	
  FAR

• Services	
  and	
  construction	
  services	
  remain	
  unchanged,	
  $2,500	
  and	
  $2,000	
  respectively.

• Competition	
  not	
  required

• Micro-­‐‑purchases	
  are	
  not	
  reserved	
  for	
  small	
  businesses

• Un-­‐‑official	
  reports	
  in	
  2012	
  -­‐‑ 70%	
  of	
  all	
  government	
  procurement	
  transactions	
  
FAR	
  13.301



How	
  the	
  Government	
  Buys	
  

§ Simplified Acquisition Procedures (SAP)

• Federal	
  law	
  streamlines	
  government	
  purchasing	
  for	
  buys	
  under	
  $150,000

• NDAA	
  2018	
  increases	
  SAP	
  threshold	
  to	
  $250,000

• Simplified	
  acquisition	
  procedures	
  can	
  be	
  used

• Government	
  purchases	
  above	
  $3,000,	
  but	
  under	
  $150,000	
  are	
  reserved	
  for	
  

small	
  businesses

§ Acquisition	
  types:

• Purchase	
  Order

• Blanket	
  Purchase	
  Agreements
FAR	
  13.000-­‐13.501



How	
  the	
  Government	
  Buys	
  

§ Sealed	
  Bidding

• Competitive	
  buying	
  method	
  for	
  specific	
  and	
  clear	
  government	
  

requirements

• IFB	
  “Invitation	
  for	
  Bid”	
  is	
  the	
  method	
  used	
  for	
  the	
  sealed	
  bid	
  

process

• Contract	
  is	
  awarded	
  to	
  the	
  lowest	
  bidder	
  who	
  is	
  fully	
  responsive

• IFBs	
  are	
  available	
  online	
  for	
  review	
  at:	
  www.fbo.gov



Federal	
  Business	
  Opportunities



§ Documents Types
• Sources Sought

• Special Notice

• Sole Source

• Pre-­‐‑solicitation and	
  Solicitation

• Synopsis and	
  Combine	
  Synopsis/Solicitation

• Modification and	
  Amendment

• Award



How	
  the	
  Government	
  Buys	
  

§ Contracting	
  by	
  Negotiation

• Preferred	
  method	
  in	
  many	
  federal	
  procurement	
  actions

• Typically	
  used	
  for	
  contracts	
  that	
  will	
  exceed	
  $150,000	
  ($250,000	
  

under	
  new	
  NDAA)	
  and	
  when	
  highly	
  technical	
  products	
  and	
  services	
  

are	
  being	
  sought

• RFPs	
  &	
  RFQs	
  are	
  primary	
  government	
  request	
  vehicles



How	
  the	
  Government	
  Buys	
  

§ Consolidated	
  Purchasing	
  Vehicles

• Most	
  government	
  agencies	
  have	
  common	
  purchasing	
  needs.

• Centralized	
  purchasing	
  or	
  procurement	
  vehicles	
  are	
  used	
  to	
  realize	
  

economies	
  of	
  scale

• Multiple	
  Award	
  Schedules,	
  such	
  as	
  GSA	
  Schedules	
  or	
  Government	
  

Wide	
  Acquisition	
  Contracts	
  (GWACs)	
  are	
  important	
  contracting	
  

vehicles	
  

FAR	
  2.101(b)



www.gsa.gov  

https://www.gsa.gov/portal/category/100615



GSA	
  Schedules	
  e-­‐Library	
  
https://www.gsaelibrary.gsa.gov/ElibMain/scheduleList.do



Types	
  of	
  Contracts	
  and	
  Agreements	
  

§ Fixed	
  Price

§ Cost-­‐‑Reimbursement

§ Incentive	
  Contracts

§ Indefinite	
  Delivery	
  Contracts

§ Time-­‐‑and-­‐‑Materials	
  &	
  Labor-­‐‑Hour	
  Contracts

§ Agreements



Research	
  Websites

§ Historical	
  Data	
  &	
  Current	
  /	
  Future	
  Bids

• USA	
  Spending (www.usaspending.gov)

• Federal	
  Procurement Data	
  System

(https://www.fpds.gov)

• Federal	
  Business	
  Opportunities (www.fbo.gov)

• Fedbid (www.fedbid.com)



Getting	
  ready	
  for	
  the	
  research

1. Identify your North American Industrial Classification 
Code (NAICS)

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

2. Identify your Federal Supply Codes

https://www.acquisition.gov/PSC_Manual



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



www.fpds.gov	
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Part	
  3	
  -­‐ How	
  to	
  Sell	
  to	
  the	
  Government

§ Register	
  in	
  the	
  System	
  for	
  Award	
  Management	
  (SAM)
§ Develop	
  a	
  winning	
  SAM	
  and	
  DSBS	
  profile
§ Prepare	
  a	
  quality	
  capability	
  statement
§Market	
  directly	
  to	
  agencies
§ Engage	
  a	
  mentor	
  or	
  partner	
  



Define	
  Products	
  and	
  Services

§Government	
  uses	
  the	
  North	
  American	
  Industry	
  Classification	
  System
(NAICS)	
  to	
  identify	
  products	
  and	
  services

§ D-­‐U-­‐N-­‐S	
  numbers	
  are	
  used	
  to	
  identify	
  prospective	
  vendors
§ DOD	
  uses	
  Federal	
  Supply	
  Group	
  and	
  Class	
  (FSG/FSC)



System	
  for	
  Award	
  Management	
  (SAM)

§ SAM is the primary registrant database for the Federal Government.
SAM collects, validates, stores, and disseminates data in support of
agency acquisition missions.

§ All Prospective contractors (sole proprietors, corporations and
partnerships) interested in doing business with the federal
government shall be registered in SAM prior to award of a contract.



Develop a Winning SAM Profile

§ SAM	
  profile	
  is	
  important.	
  Small	
  businesses	
  should:
• Access	
  SAM	
  and	
  perform	
  multiple	
  searches	
  as	
  if	
  it	
  was	
  hiring	
  a	
  firm	
  similar	
  to	
  
itself
• Treat	
  its	
  profile	
  as	
  its	
  business	
  resume
• Get	
  feedback	
  about	
  its	
  SAM	
  profile	
  and	
  update	
  accordingly
• Updated	
  profile	
  annually	
  or	
  sooner	
  if	
  necessary

FAR	
  4.11



Dynamic	
  Small	
  Business	
  Profile

§Great	
  marketing	
  tool	
  
§Used	
  by	
  government	
  agencies	
  and	
  businesses	
  alike	
  to	
  
search	
  for	
  potential	
  vendors

§ Easy	
  to	
  use
§ Don’t	
  forget	
  to	
  register



SAM & DSBS as Research Tools 

§ Search the	
  SAM	
  for	
  potential	
  clients,	
  vendors,	
  partners	
  or	
  competitors
§ Search the	
  Dynamic	
  Small	
  Business	
  Profiles	
  for	
  clients,	
  vendors,	
  
partners	
  or	
  competitors

§Use	
  the	
  Dynamic	
  Small	
  Business	
  Profiles	
  to	
  build	
  list	
  of	
  contacts



Prepare a Quality Capability Statement

§ Prepare	
  a	
  comprehensive	
  Capability	
  Statement	
  outlining	
  management,	
  
technical	
  and	
  business	
  strengths

§ Statement	
  should	
  include:
• Specific	
  capabilities	
  and	
  skills
• Past	
  performance	
  history,	
  with	
  specific	
  projects
• Awards	
  and	
  commendations
• Resumes	
  of	
  key	
  management

§ Seek	
  feedback	
  and	
  refine	
  accordingly



What	
  will	
  a	
  capability	
  statement	
  do	
  for	
  you?

§ Open  doors  for  you
§ Attract  customers  to  consider  you
§ Serve  as  a  focused  electronic  summary
§ Sets  you  apart  from  your  competitors
§ Represent  you  in  your  absence
§ Proves  you  know  &  understand  the  market
§ Mitigates  risk!  

§ Proves  you  know  &  understand  this  market
§ The  Government  is  a  risk  adverse  market



Types	
  of	
  Capability	
  Statements

§ Door-­opener,  used  to  begin  relationship-­building  process
§ Obtain  meetings  with  decision-­makers
§ Tool  to  use  during  meetings
§ Requested  as  part  of  a  Sources  Sought  or  RFI  response



Use	
  the	
  Capability	
  Statement	
  to:

§ Build  relationships
§ Show  the  type  professional  you  are

§ Ex:  email,  web  site,  typos
§ No  clip  art,  stock  graphics

§ Mitigate  risk
§ Separate  yourself  from  competition



A	
  Poor	
  Capability	
  Statement	
  will:

§ Slam  doors  on  you
§ Highlight  your  weaknesses
§ Proves  that  you  are  not  competent
§ Highlights  the  risk  to  hire  you
§ Proves  you  DO  NOT  understand  the  
customer  or  the  market



A	
  Capability	
  Statement	
  …

§ It  is  not  a  one-­size-­fits-­all  document
§ It  is  not  expensive
§ It  is  not  complicated
§ It  is  not  a  PowerPoint
§ It  is  not  a  replacement  for  you



Where	
  to	
  Use	
  a	
  Capability	
  Statement

Person	
  to	
  Person
• Conferences
• Vendor	
  outreach	
  sessions
• Agency	
  events
• Matchmaking
• Associations,	
  social	
  events

Referral
• From	
  decision-­‐makers

Virtual
• Email,	
  web	
  site,	
  blog,	
  LinkedIn



Door-­‐Opener	
  Capability	
  Statement

§ 1  or  2  pages  (1  sheet)
§ Living  document  format
§ Depending  on  its  use,  it  may  change  for  each  customer
§ The  master  copy  is  the  base
§ If  emailed:  use  PDF  format,  No  Word,  Publisher  …



Door-­‐Opener	
  Capability	
  Statement

§ Has  Five  Key  Elements
§ Title
§ Core  Competencies
§ Past  Performance
§ Differentiators
§ Company  Data



Key	
  Element	
  #	
  1:	
  Title

§ Title  this  document  a  CAPABILITY  STATEMENT
§ Otherwise  it  just  another  flyer  or  brochure  



Key	
  Element	
  #	
  2:	
  Core	
  Competencies

§ Laser-­focused  on  the  target!
§ Short  introduction  statement
§ Your  solid  expertise
§ Relate  your  company’s  core  competencies  to  
the  target’s  specific  needs

§ Followed  by  key-­word  heavy  bullet  points



Core	
  Competency

§ Is  a  specific  factor  that  a  business  sees  as  being  
central  to  the  way  it,  or  its  employees,  works.  

§ It  is  not  easy  for  competitors  to  imitate.  



Core	
  Competencies

For  14  years  Aladino Commercial  has  develop  and  maintain  
lasting  relationships  with  business  partners  like  you.  Our  staff  
brings  proven  experience  and  management  in  the  following  

§ Janitorial  Cleaning § Pre/Post  
construction  
cleaning  

§ Encapsulation  
Carpet  Cleaning  

§ Water  Damage  &  
Restoration  Floor  
Repairs

§ Mold  
Remediation  
Services

§ Emergency  Flood  
Extraction



Key	
  Element	
  #	
  3	
  Past	
  Performance

§ List  past  customers  for  whom  you  have  done  similar  
work.  

§ Prioritize  by:  
§ Internal  to  that  agency
§ Related  agency
§ Other  government  entities:  federal,  state,  local  
§ Commercial  contracts



Key	
  Element	
  #	
  3:	
  Past	
  Performance

§ Example  (if  you  were  the  prime):
§ Department  of  Homeland  Security:  Provided  x-­y-­z  
services  to  enable  the  effective  use  of  a-­b-­c  thereby  
reducing  costs  by  $xxx,xxx over  three  years.  

§ Name  contract  vehicle  &  amount.  Depending  on  how  
you  are  distributing  the  document,  give  contact  
reference,  name,  title,  phone  and  email.

Note:  If  past  projects  do  not  relate  to  the  targeted  agency’s  
needs,  do  not  list.



Key	
  Element	
  #	
  3:	
  Past	
  Performance

§ Example  (if  you  were  the  subcontractor):
§ Department  of  Homeland  Security:  As  a  subcontractor  
to  PRIME,  provided  the  x-­y-­z  services  to  enable  the  
effective  use  of  a-­b-­c  thereby  reducing  costs  by  $xxxxx
over  three  years.  

§ Depending  on  how  you  are  distributing  the  
document,  give  contact  reference,  name,  title,  phone  
and  email.

§ Note:  If  past  projects  do  not  relate  to  the  targeted  
agency’s  needs,  do  not  list.



Key	
  Element	
  #	
  3:	
  Past	
  Performance

§ Example  (if  you  were  an  employee):
§ Department  of  Homeland  Security:  As  an  employee  
of  COMPANY,  provided  the  x-­y-­z  services  to  enable  
the  effective  use  of  a-­b-­c  thereby  reducing  costs  by  
$xxxxx over  three  years.  

§ Give  contact  reference,  name,  title,  phone  and  
email.

§ Note:  If  a  reference  is  not  available,  do  not  list.



Past	
  Performance	
  :	
  Sample

§ Note:  Use  ONLY  with  in-­person  meetings

Agency Work Contract Amount Reference
VA Call center	
  

assessment
SP4800-­‐R-­‐1234 $50K Juan	
  del	
  Pueblo

juan@va.gov
(787)756-­‐6983

USDA VOIP install HQ234-­‐F-­‐2345 $250K Juan	
  del Campo
campo@usda.com
(202)234-­‐9876



Key	
  Element	
  #	
  4:	
  Differentiators

§ Identify  what  makes  you  different  from  your  
competitors

§ And  how  this  benefits  the  targeted:
§ Agency
§ Prime
§ Team



Key	
  Element	
  #	
  4	
  Differentiators

§ What  makes  you  truly  different  from  your  competitors:
§ Location
§ Training
§ Industry  certifications
§ Exclusives
§ Relationships
§ Experience

§ Should  be  measurable  if  at  all  possible



Differentiators

§ 24-­7  Emergency  Service
§ 100%  of  projects  completion  on-­time
§ $  ________  in  bid  and  performance  bonds
§ Zero  claims  and  100%  client  satisfaction
§ Insurance  certified  safety  &  training  programs
§ Quality  control  &  quality  assurance  programs
§ Full  coverage  liability  and  workmen’s  comp.  insurance
§ We  only  provide  “green  cleaning”  by  utilizing  environmentally-­
safe  products.



Differentiators	
  are	
  NOT

§ Socioeconomic  certifications
§ Generic  statements
§ Static,  never  changing
§ One  type  fits  all
§ “Quality”  people,  services,  products
§ “100”  or  xx  years  of  experience
§ “Best  in  class”,  “world  class”…



Key	
  Element	
  #	
  5	
  Company	
  Data

§ Name
§ Email
§ Phone:  office,  direct
§ DUNS  &  CAGE  Code
§ NAICS  
§ Contract  Vehicles  (GSA,  BPAs)
§ Socio-­economic  certifications:  SDB,  WOSB,  8(a),  
HUBZone,  SDVOB



Key	
  Element	
  #	
  5	
  Company	
  Data

§ If  it  makes  you  look  good:
§ Financial  stability
§ Bonding  capacity
§ Number  of  employees
§ Teaming  agreements  or  JVs





Uses	
  of	
  Door-­‐Opener	
  Capability	
  Statement

§ Meeting  request
§ Email  introduction
§ Procurement  conferences
§ Leave  behind  (Paper)
§ Follow-­up  (PDF)
§ Industry  days



Obtaining	
  Decision-­‐Maker	
  Meetings

§ Identify  Targeted  Organization  
§ Agency,  prime,  team  member

§ Create  a  Targeted  Capability  Statement
§ Identify  exact  person:  Small  business  rep,  contracting  
officer,  program  manager

§ Contact  via  email  to  request  a  Capability  Briefing,  
include  your  Capability  Statement  as  a  PDF

§ Contact  via  phone



Capability	
  Briefing

§ The  purpose  is  to  show  how  your  firm  definitively  
fits  into  their  specific  needs

§ Tips:
§ Do  your  homework  first
§ Know  if/when/how  they  are  buying  what  you  sell
§ Give  specific  reason  why  you  want  to  meet  tailored  
to  that  person  and  their  responsibility



Pre-­‐Briefing	
  Research

§ Use  FPDS.gov  for  past  opportunities
§ Use  FedBizOpps for  current  opportunities
§ Use  Agency  Forecast  for  upcoming  opportunities



Obtaining	
  Decision-­‐Maker	
  Meetings:

Subject  line:  Capability  Briefing  request
Dear  Mr ______,

I  am  writing  to  request  a  Capability  Briefing  to  discuss  how  
XYZ  Co  can  fit  the  requirements  of  your  agency.  

Our  Capability  Statement  is  attached  detailing  our  Core  
Competencies  and  Past  Performance.  Are  you  available  for  
a  30  minute  meeting  on  Tuesday  at  10am  or  Thursday  at  
1pm?  I  will  follow-­up  with  a  phone  call  to  firm  up  the  time.  If  
you  prefer  to  reach  me  my  direct  line  is  __.



Mistakes	
  to	
  Avoid

§ Don’t  ask  what  they  need
§ Don’t  take  a  generic  PowerPoint  or  
Capability  Statement

§ Do  not  confuse  the  OSDBU,  CO  and  PM



Market Directly to Agencies

§Market	
  products	
  directly	
  to	
  federal	
  agencies	
  and	
  large	
  prime	
  
contractors	
  

§ Participate	
  in	
  procurement	
  related	
  conferences,	
  activities	
  and	
  
matchmaking	
  events

§ Take	
  advantage	
  of	
  training	
  /	
  networking	
  opportunities	
  identified	
  on	
  
SBA’s	
  local	
  district	
  office	
  Websites.	
  



Use Procurement Vehicles

§ Consolidated	
  purchasing	
  vehicles
§Multiple	
  Award	
  Schedules
• Learn	
  about	
  GSA	
  Schedules
• Learn	
  about	
  GWACS	
  



Find Contract Opportunities
§ Federal	
  government	
  lists	
  contract	
  opportunities	
  online	
  
at	
  www.fbo.gov

§ Learn	
  more	
  about	
  FBO:	
  Demonstration	
  Videos	
  &	
  FAQs



Engage a Mentor or Partner

§ A	
  firm	
  can	
  waste	
  a	
  lot	
  of	
  time	
  and	
  expend	
  unnecessary	
  resources	
  if	
  it	
  
doesn’t	
  understand	
  how	
  to	
  play	
  in	
  the	
  federal	
  contracting	
  arena

§ Knowledge	
  is	
  everything
§ Find	
  a	
  mentor	
  or	
  contracting	
  coach
§ Create	
  partnerships	
  or	
  form	
  joint	
  ventures



Conclusion 

§ Thank	
  you	
  for	
  participating	
  in	
  Part	
  3,	
  of	
  the	
  Government	
  Contracting	
  
101	
  training	
  series

§ Review	
  Parts	
  1	
  and	
  2
• Government	
  Contracting	
  and	
  SBA	
  Certification	
  Programs
• How	
  the	
  Government	
  Buys

Thank	
  you…



PuertoRicoFeCC

Stay in touch…

FOLLOWUS

Puerto	
  Rico	
  Federal	
  Contracting Center

Our	
  Blog: www.federalcontractingpr.com





Remember	
  that	
  you	
  are	
  not	
  alone;	
  we	
  have	
  32
years	
  of	
  experience	
  in	
  helping	
  companies	
  	
  

doing	
  business	
  with	
  the	
  Federal Government.

Pedro J. Acevedo	
  
ProgramManager	
  	
  

pedro.acevedo@pridco.pr.gov	
  
787-­‐758-­‐4747	
  x. 3177



Contact us

Thank you!

§ Federal 
Contracting 
Center (FeCC)

§ t. 787.758.4747 ext. 3181

§ e. fecc@pridco.pr.gov

§ w. federalcontractinpr.com 

§ Our location:

§ Office 107, PRIDCO 

§ 355 FD Roosevelt Ave.

§ Hato Rey, PR  


