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Doing Business with the Air Force

Agenda
Are all your ducks aligned in a row?
Are you connected to the Decision Making Teams?
Where do | find the upcoming opportunities?

What 0s i n my own backyard?



All My Ducks in a Row

Identify your NAICS code(s)
Determine if the Federal Government purchases what you sell (FPDS)
Register in SAM (System of Award Management)

Determine if your firm qualifies for 8(a), SDB or SDVOSB, WOSB, EDWOSB, HUBZOne
certification

Search for Federal Procurement Opportunities
Beta -SAM (FedBizOPP9 website single point of entry for opportunities over $25K
DoD contracting legal procedures (FAR, DFARS, policy letters)
Investigate GSA schedule (Is it right for you?)
Forecast for your target agencies



All My Ducks in a Row

Explore subcontracting opportunities

Dondt i1 gnore your secondary mar ket subcontr.
contractor

Investigate government programs

8(a) Business Development

All Smalls Mentor -Protegé Program

Small Business Innovation Research (SBIR)
Market your firm to the right contact

Prospective government customers



Decision Making Team

Small Business Professional (SBP)

Do your homework before meeting with SBP

D o n éxpect SBP to educate you on how to do business
Do your research and come prepared with topics to discuss during the meeting
Dor evi ew your companyodos | isting in SAM

Do review Beta -SAM (FedBizOpps) web site for specific upcoming opportunities
and Sources Sought Notices

D o n digcuss technical details during your meeting with SBP when discussing the fit
bet ween your firm and the agencyo0os needs.



Decision Making Team

Contracting Officer (CO)

The Contracting Officer has the legal authority to make large purchases on behalf of the federal
government

Contracting officers (COs) are responsible for buying products and services
They are not the technical experts

Their focus Is not on socio -economic certification, but rather, what contract vehicle will be used
and the level of experience of the firm

Vendor Responsiblility

Research the agency buying habits
Determine if your services and products are purchased
Determine how they make purchases: credit cards, negotiated buys, competitive bids, etc.

Familiarize yourself with Federal, DoD and Air Force contracting procedures



Decision Making Team

Vendor Responsibility

Determine if sole source contracts are used

|dentify the exact purchase vehicle the CO normally uses, such as a GSA
Schedule, credit cards, or a particular type of contract

Complete a listing of your past experience in working with their agency or
your other references

Discuss the financial stability of your firm
Have your information collected ahead of time

Be preparedforal5 -20 mi nute meeting to discuss thi
what contract vehicles you are prime and a subcontractor



Decision Making Team

Program Manager

People who actually use the products and services

They are the technical experts, and they are most likely to appreciate the details
of why a product or service is a better choice

It is important to take the time to identify and be introduced to the PMs
Build relationships

Become a known and trusted entity to the PM before the proposal is
advertised

Program Manager develop the technical requirements for procurement, and may
even make specific vendor recommendations to the CO; therefore it is well worth
the time and effort to get to know PMs and have them get to know your business



Decision Making Team

Vendor Responsibility

Determine the level of technical detail required at the meeting
If you are not the technical expert for your firm, make sure to include him/her

Research past projects run by the PM
|dentify clear differentiators that your firm offers
Wow him/her with your proven expertise

The PM meeting is the one time that you want to pull out all stops regarding
the technical detalls of your services and products

Provide as much detall as time allows, especially when you can back it up
with strong references



Bottom Line

Successful contractors
Spend the time to identify the layers of decision -makers
Meet with the team to discuss the appropriate requirements

Build a relationship with team based on trust and abllity



Upcoming Opportunities



Upcoming Opportunities

Beta-SAM (FedBizOPP9: beta.SAM.gov

Pitch Days

Industry Days

Matchmaking Events

Procurement Technical Assistance Centers: www.dla.mil/smallBusiness/PTAP/PTAC/as.aspx
Air Force Office of Small Business Programs:  www.airforcesmallbiz.af.mil/

DoD Office of Small Business Programs: https://business.defense.gov

SBA: www.sba.gov/

Federal Procurement Data System Next Generation (FPDS -NG):
www.fpds.gov/fpdsng _cms/index.php/en/

USA Spending.gov: www.usaspending.gov/#/
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Welcome to My Backyard



BES Directorate Overview

BES at a Glance MISSION -, BES b ) t he
_.aM Total Users U Operate ooV
- U Integrate PORTFOLIO VALUE
U Innovate S0Y g5
RDT&E
VALUES
Delight the User! $555 M $3M
3 States |O&MlDir Cite REIMBURSE
AL, OH, and TX BUSINESS AREAS
Civil Engineering Logistics 2172 PERSONNEL
BCAT | 2 Communications Personnel
BCAT II 8 Transportation Medical 1001
Contracting Infrastructure
ACAT | (NSS) 1 IT Services Munitions SConfractor
0&S (NSS) 12 uOfficer —
Support - FY 19 Accomplishments h h
SCAT ’ x 334 S/W Releases/ Customer Requirements WE run t € SYSTEMS t at
Over 400 apps, 7 IDIQ x 783 Con_tract Actlons, $55_1M Reviews run the A| R FO RCE é mo V |
contract vehicles x 74 Major Milestone Reviews
wIS248 ceiling MONEY, MANPOWER and
89 DISTINCT CUSTOMERS and 200+ STAKEHOLDERS MATERIEL
Most at the GO/SES level




