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The Big Picture
Did you know?
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Question #1:  How much in federal procurement goes to small businesses 
every year?  A) $76 billion   B) $100 billion  C) $150 billion  C) $150 Billion

Question #2:  How many small business vendors are supported through 
federal procurement?  A) 50,000  B) 65,000  C) 100,000    B) 65,000

Question #3:  How many jobs are supported through SBA's small business 
procurement support? A) 624,000  B)  655,000  C) 692,000 C) 692,000



The Big Picture
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Did You Know?  
An unprecedented level of spending and shift in priorities has generated 
unprecedented prospects for small businesses
• Federal procurement is a stable and growing market
• Advancements in procurement policies are opening more contracting 

opportunities for small firms (i.e. category management, equity in procurement)
• Made in America is prioritizing US spending at home (in industries dominated by 

small business)
• Growth in remote work capabilities has opened-up opportunities to service the 

government beyond traditional borders

There has never been a better time for a SB to consider federal procurement 
as a market segment.



Government contracting presents a huge opportunity 
for small business…
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Over 
$430 

billion 
over past 

3 years
Pre-Decisional and Deliberative Not for Public Release



The Big Picture

7

Did You Know?  
• The U.S. Government is the largest buyer in the world and 

represents a significant growth opportunity for small businesses 
who can get their foot in the door—your actions can help make that 
happen!

• There are more than 29 million small businesses and less than 5% do 
business with the U.S. Government—representing lots of growth for 
new entrants!

• Small businesses in underserved markets are disproportionately 
underrepresented in federal contracting—an inequity we can help 
change.

• Small business procurement is moving in the wrong direction: More 
dollars to small businesses; fewer firms; fewer new entrants



Declining small-business industrial base
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Number of participating small businesses trending to a 50% decline by FY24
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New entrants has dropped over 60%
*Impacts goals for robust defense industrial base*
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The Big Picture
What can we do?
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Tapping small businesses in underserved markets (WOSB, HUBZone and 8(a)) 
can help government achieve multiple goals!

• Advancing Equity in Federal Procurement OMB M-22-03 (Dec. 2, 2021) - 
diversity is good business!

• Growth in new entrants:  OMB M-23-11, Creating a More Diverse and 
Resilient Federal Marketplace through Increased Participation of New and 
Recent Entrants (Feb. 17, 2023) 

• Made in America:  Ensuring the Future is Made in All of America by All of 
America’s Workers, E.O. 14005 (Jan. 25, 2021) 

• Innovation: New businesses drive innovation 
• Economic Development : small business are the backbone the US economy 

and play a critical role is small and rural communities. Federal dollars flowing to 
firms located in small and rural communities makes a big difference!

https://www.whitehouse.gov/wp-content/uploads/2021/12/M-22-03.pdf
https://www.whitehouse.gov/wp-content/uploads/2023/02/M-23-11-Creating-a-More-Diverse-and-Resilient-Federal-Marketplace.pdf
https://www.govinfo.gov/content/pkg/FR-2021-01-28/pdf/2021-02038.pdf
https://www.govinfo.gov/content/pkg/FR-2021-01-28/pdf/2021-02038.pdf


The Big Picture
Your Decisions Make an Impact!
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• An EDWOSB approved firm received set-aside award from US Army Corp of Engineers 
that helped the firm add a second shift to their production line and able to hire five 
more employees!

• When brothers Samuel and Saul Maldonado in Lower Rio Grande Valley, Texas, first 
founded SAM Engineering & Surveying Inc. in 2008, they employed three people in 
their community and generated $400,000 in annual sales. By participating in SBA’s 
HUBZone program, they have grown their business to 55 employees and more than $4 
million in sales—and now contribute to a range of community causes.

• 8(a):  Trucking Innovation, LLC – 8(a) firm in New Orleans; specializes in trucking and 
logistics; 30 Contracts; 25 Employees, 2 locations; over $7M in revenue in 2021. In 2019 
expanded into one of America’s fastest growing private companies (Inc 5000); 820% 
growth in 3 yrs! Services local and state, the Army USACE and Navy





§ §  124.501(b) for 8(a); 126.609 for 
HUBZone; 127.503(e) for WOSB; 
128.404(d) for SDVO 

WOSB: 23%, 
HUBZone: 45% 
8(a): 29%

WOSB:  80% SDB 
HUBZone: 65% SDB

False

False

False

Contracting officers can limit 
competition to firms with 
multiple certifications

Only a few WOSB, HUBZone 
and 8(a) firms hold multiple 
certifications

Contracting with 8(a) firms is 
the only way to reach your 
SDB goals
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Busting Myths & Hitting Targets
Facts about WOSB, HUBZone and 8(a) firms



9.10%
9.65%

10.29% 10.54% 11.01%
11.38%

0%

2%

4%

6%

8%

10%

12%

14%

$0B

$10B

$20B

$30B

$40B

$50B

$60B

$70B

FY17 FY18 FY19 FY20 FY21 FY22
SDB Contracting Dollars 8(a) Contracting Dollars SBD Goal Achievement Trend

40% 36%
36% 37% 37% 36%

Small Disadvantaged Business Contract Dollars 



Check DSBS only at time of 
offer

Protests: 
WOSB:  8  
HUBZone: 5 
8(a): 0

False

False

False

SDB’s and 8(a) firms are 
riskier and perform worse 
than other firms
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8

9
Set-asides are too confusing, 
lead to too many protests,  
and don’t matter anyway

DOUBLE Points:  Contracting 
Officers must check for status 
of firms at both time of offer 
and time of award 

Busting Myths & Hitting Targets
Facts about WOSB, HUBZone and 8(a) firms

SDB performance is not different 
from other firms



SBA Certification Programs Set-aside Tips
WOSB HUBZone 8(a)

Percent Set-asides (FY21) 5% 19% 18%

Set-aside Rules Firms certified by SBA plus 
must be in one of 733 
approved NAICS

Firms certified by SBA plus 
reasonable assurance 2 or 
more HZ firms will bid on 
contract

Once 8(a), always 8(a)
$4.5M Competition 
Threshold

Sole Source Options Reasonable assurance
only 1 qualified firm exists

Reasonable assurance
only 1 qualified firm exists

SBA approves

Related Info Notice of Intent—must 
complete (J&A)

Price Evaluation 
Preference of 10% applied 
to HZ firms in full/open 
competition, when non-
small is winner

Firms are only in program 
for 9 years

JVs No SBA approval required No SBA approval required Only 8(a) JV for Sole 
Source must be Approved 
by SBA at District Office



WOSB: X%, HUBZone: 
40%, 8(a): X%

WOSB:  X% SDB, 
HUBZone: 65%

False

False

Too few WOSB, HUBZone or 
8(a) firms have capacity to 
provide what government 
needs 
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WOSB HUBZone 8(a)

Certified firms +/- 5,800 +/- 4,700 4,852
Active vendors Less than 50 +/- 2,000 +/- 2,500

Range of awards $10,000 - $33 million $10,000-$10 million $10,000 - $100 million

FY21 Awards $1.2 billion $14 billion $18 billion

Years in program Unlimited Unlimited 9 years

Jobs Supported 15,900 65,000 166,423 

Busting Myths & Hitting Targets
Facts about WOSB, HUBZone and 8(a) firms

WOSB, HUBZone and 8(a) have 
capacity to provide what you need!



Tools 
to Tap
to find

SBA Certified Firms
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Systems and Resources
•Max.gov Portal - 8(a)/dual 

certified firms
•Dynamic Small Business Search
•SAM.GOV
•Partners
•SBA.gov – Government 

Contracting Portal
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SBA OPPL Collaboration Page - Small Business Administration - MAX Federal Community
Visit SBA’s Collaboration Page at MAX.gov

Access List of 8(a) 
Program Participants

   Instantly view
Capability Statements

District Office POC’s

Tools to Tap

https://community.max.gov/pages/viewpage.action?spaceKey=SBA&title=SBA+OPPL+Collaboration+Page
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Tools to Tap
DSBS

https://dsbs.sba.gov/

https://dsbs.sba.gov/search/dsp_dsbs.cfm?CFID=2218434&CFTOKEN=edd35e30d93571ab-519F0B4D-DAB3-85DA-C82BCAA4DE593E73


22Pre-Decisional and Deliberative Not for Public Release

Tools to Tap
SAM.GOV



SBA

• District Offices
• Business Opportunity 

Specialists (BOS)
• Procurement Center 

Reps (PCR)

RESOURCE 
PARTNERS

• APEX
• MBDA
• Women’s Business 

Centers (WBC)
• Small Business 

Development Centers 
(SBDC)

• SCORE

INDUSTRY 
PARTNERS

• National HUBZone 
Council

• National 8(a) Assoc
• WIPP
• Chamber of Commerce
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Tools to Tap
Ecosystem of Partnerships

Entrepreneurial
Ecosystem
Partners

OSDBU’s
OSBP’s

• Contracting Officer’s
• Small Business 

Specialists
• Program 

Managers/Technical 
SME’s
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Tools To Tap
Resources

www.sba.gov/government
contracting 

http://www.sba.gov/governmentcontracting
http://www.sba.gov/governmentcontracting
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Tools To Tap
Resources

www.sba.gov/government
contracting 

http://www.sba.gov/governmentcontracting
http://www.sba.gov/governmentcontracting


The Call to Action:
Actions to Take – Wins to Make



Can DoD become a Champion Agency?
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Proficient in making set-aside awards. 
Make large awards to socio-economic firms.
Make awards to firms who hold multiple certifications.
Prioritize socio-economic programs from the top!
Build relationships with certified firms.
Plan in advance to reserve opportunities for socio-economic set-asides 

in key NAICS/industries.
Maximize market research opportunities

SDBs lack accessibility – not ability. How can you help?
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1. Do no harm!  When it comes to set-asides for our socio-economic programs, keep what you have 
where you have it (if you can)!  Add more opportunities for small businesses from the 78% non-small 
business pool. Could larger procurements be divided into smaller requirements?

2. Elevate subcontractors to primes.  Look at your subcontracting reports for high achieving subs—
especially those already performing a big share of the contract. 

3. Leverage simplified acquisitions.  With over 2,000 buying activities across the Federal government  
if each activity targeted 2 or more to socioeconomic procurement opportunities under the $250k SAT 
it could potentially create 4,800 to 12,000 NEW PROCUREMENT AWARDS, an estimated $3 billion in 
new contract revenues and new entrants!

4. Commit to doing two more set asides than you did last year. We are prepared to recognize the 
organization that has the highest combined increase in small business set-aside actions and dollars 
at next year’s event.

5. Look favorably upon JVs.  Open your mind and loosen your requirements around JVs…because 
they are a great way for small businesses to gain experience in government contracting.

Top 10 Things You Can Do Now!
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6. Target 54.  For all purchases in NAICS 54 consider set-asides to WOSB or HZ or 8(a) first—we can almost 
guarantee your market research will identify capable firms in that sector!

7. Make it easy on yourself.  Check status in DSBS at time of offer.  That’s all you are required to do!  If 
you find a discrepancy, call us.

8. Support subcontractors.  Subcontracting provides a critical avenue for new entrants to gain experience 
and build capacity.  But many primes are not team players.  Publicly recognize prime contractors that 
develop AND IMPLEMENT strong subcontracting plans.

9. Plan ahead and prioritize from the top.  Set goals for your team to exceed the socioeconomic goal and 
develop an action plan to get there.  

10.Maximize market research resources.  Seek to build relationships with small businesses, like NIH did—
by establishing a HUBZone Council, for example, to introduce HUBZone firms to program officials.  
Connect with your PCR (introduce them there ), APEX Accelerators, and OSDBUs—ask them to help you 
identify firms, smooth the way for changes to your strategy, and build relationships with industry and 
small business resource partners.

Top 10 Things You Can Do Now!
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Thank you for your leadership and support
to grow the small business footprint in the defense industrial base 



Thank you.


	Slide Number 1
	�Crushing the Goals!
	Slide Number 3
	The Big Picture�Did you know?
	The Big Picture
	Government contracting presents a huge opportunity for small business…
	The Big Picture
	Declining small-business industrial base
	New entrants has dropped over 60%�*Impacts goals for robust defense industrial base*
	The Big Picture�What can we do?��
	The Big Picture�Your Decisions Make an Impact!��
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Slide Number 16
	Slide Number 17
	���Tools �to Tap�to find�SBA Certified Firms��
	Slide Number 19
	Tools to Tap�
	Tools to Tap�DSBS
	Slide Number 22
	Tools to Tap�Ecosystem of Partnerships
	Slide Number 24
	Tools To Tap�Resources
	The Call to Action:
	Can DoD become a Champion Agency?
	Top 10 Things You Can Do Now!
	Top 10 Things You Can Do Now!
	Slide Number 30
	Thank you.

