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Opportunities
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Please set Your Electronic 

Devices on Vibrate
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Introductions

SWCO PTAC Director

Jill Nagy-Reynolds

937-259-1368

jreynolds@emtec.org

SWCO PTAC Associate

Director/Dayton Counselor

Deborah Bischof

937-258-5407

dbischof@emtec.org

SWCO PTAC Columbus Counselor

Shanda Harris

614-220-9030

sharris@emtec.org

SWCO PTAC Cincinnati Counselor

Brian Wirth

513-489-2528

bwirth@emtec.org

SWCO PTAC Program Assistant

Delores Ely

937-253-0038

dely@emtec.org

mailto:jreynolds@emtec.org
mailto:dbischof@emtec.org
mailto:sharris@emtec.org
mailto:bwirth@emtec.org
mailto:dely@emtec.org


4

www.swcoptac.org
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PTAC HISTORY

The Procurement Technical 

Assistance Cooperative 

Agreement Program was 

initiated in 1985 by Defense 

Logistics Agency (DLA) to 

increase competition in the 

private sector for products 

and services sold to the 

Department of Defense.

PTAC’s 

Mission: 

Teach 

companies 

how to 

sell to the 

government
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 Department of Defense (DLA)

 Ohio Dept of Development 

(ODOD)

 Edison Materials Technology 

Center (EMTEC)

PTAC is FREE
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 One on one counseling

 Review your registrations & discuss your 

government sales strategy.

 Help with your government specific 

marketing materials.

 Post-award Assistance

 Procurement history reports 

 Military specifications  (Mil-Specs)

 Federal acquisition Regulations (FAR) help: 

http://farsite.hill.af.mil/vffara.htm

 Free Daily Bid Match

 Answers to your questions!

PTAC's Services
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What Does 

The Government Buy?

FINDING OPPORTUNITIES
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The US Government is the 

Largest Customer in the World!

http://images.google.com/imgres?imgurl=http://www.rdonath.com/Yellowstone%2520sign.jpg&imgrefurl=http://www.rdonath.com/Yellowstone%2520and%2520Grand%2520Tetons.htm&h=961&w=1479&sz=264&hl=en&start=2&tbnid=TA9UHWHSGedjJM:&tbnh=97&tbnw=150&prev=/images%3Fq%3Dnational%2Bpark%2Bsign%26svnum%3D10%26hl%3Den%26lr%3D
http://images.google.com/imgres?imgurl=http://www.fhwa.dot.gov/programadmin/images/sueshow1.jpg&imgrefurl=http://www.fhwa.dot.gov/programadmin/sueshow.htm&h=369&w=641&sz=65&hl=en&start=2&tbnid=Z9XubIWfl2aYQM:&tbnh=79&tbnw=137&prev=/images%3Fq%3Dhighway%2Bintersection%26svnum%3D10%26hl%3Den%26lr%3D
http://images.google.com/imgres?imgurl=http://www.hrltd.com.au/minigen/resources/manufacturing.jpg&imgrefurl=http://www.hrltd.com.au/minigen/default.asp%3Faction%3DshowContent%26contentID%3D27&h=677&w=615&sz=80&hl=en&start=1&tbnid=rNon_Mj7Hy5f8M:&tbnh=139&tbnw=126&prev=/images%3Fq%3Dmanufacturing%26svnum%3D10%26hl%3Den%26lr%3D
http://images.google.com/imgres?imgurl=http://www.plainbiz.com/Biz/39/newhome.jpg&imgrefurl=http://www.jcatrees.com/index.asp&h=357&w=500&sz=99&hl=en&start=34&tbnid=VnU1fOpSeBryQM:&tbnh=93&tbnw=130&prev=/images%3Fq%3Dcommercial%2Blandscaping%26start%3D18%26ndsp%3D18%26svnum%3D10%26hl%3Den%26lr%3D%26sa%3DN
http://images.google.com/imgres?imgurl=http://www.one-source.com/gallery/ppl_chantel_mop.jpg&imgrefurl=http://www.one-source.com/en/services_cleaning.html&h=351&w=250&sz=16&hl=en&start=1&tbnid=LuD70DnvpIpLVM:&tbnh=120&tbnw=85&prev=/images%3Fq%3Djanitorial%26svnum%3D10%26hl%3Den%26lr%3D
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FEDERAL PURCHASES

• Supplies and equipment

• Services

• Agriculture, communications,   

• utilities, finance & admin

• Construction

• Wholesale / retail
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 Expand market share and increase profits

 The federal government is a multi-billion dollar 

procurer ($500 Billion) 

 The State of Ohio is a large buyer of goods and 

services

 Cities, counties and universities are buyers of goods 

and services

 Only a small percentage of U.S. businesses are 

competing

 Government is encouraging small business 

competition

WHY GOVERNMENT?



12

The first place you should look: 

www.fbo.gov

 See everything the federal gov’t is buying 

over $25,000. 

 Review Awards to find subcontracting 

opportunities.

 Pay attention to Pre-Solicitations so you are 

prepared when the full solicitation comes out.

 Gather names & contact info for contracting 

officers.

 Look for "Interested Vendors" - they make 

good teaming partners and subcontractors.

FEDERAL OPPORTUNITIES

No one else will give 

you this kind of 

Market Data…

And all in one spot!!

http://www.fbo.gov/
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http://www.fbo.gov 

http://www.fbo.gov/
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DIBBS 
DLA-BSM  Internet Bid Board System

 Especially good for manufacturers and 

commodity distributors.

 Find opportunities for all 3 DLA centers:

Aviation, Land/Maritime, & Troop Support

 Free training available from Land/Maritime:  

 2-day TKO Training

 3990 E Broad St, Columbus, OH

 Register: http://www.dscc.dla.mil/News/events/tko/

Search DIBBS 

for opportunities 

with DLA:

https://www.dibbs.

bsm.dla.mil/

FEDERAL OPPORTUNITIES

https://www.dibbs.bsm.dla.mil/
https://www.dibbs.bsm.dla.mil/
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https://www.dibbs.bsm.dla.mil/

https://www.dibbs.bsm.dla.mil/
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 Find the program manager long before 

the solicitation comes out.

 Start building a comfort level with the 

program manager & the contracting officer.

 Get familiar with the players.

 Find out where to spend your time.

 Forecasts may serve as a very effective 

map for the growth of your business!

The value of seeing the future…

FEDERAL FORECASTS
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Where to look…

FORECASTS

www.google.com/unclesam

• Search Federal Agency websites to find 

the Office of Small and Disadvantaged 

Business Utilization Offices: OSDBU Office

http://www.google.com/intl/en/
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DLA  FORECAST LINK 

Avilable on DIBBS
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FEDERAL FORECASTS

Air Force Procurement Forecast: 

http://www.selltoairforce.org

http://www.selltoairforce.org/
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From the Home Page of www.fbo.gov
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More Present 

Opportunities

Future 

Opportunities
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US Dept of Justice Procurement Forecast: 

http://www.usdoj.gov/jmd/osdbu/forecast2007.pdf

FEDERAL FORECASTS

http://www.usdoj.gov/jmd/osdbu/forecast2007.pdf
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Two good examples are…

ATF Strategic Plan: 
http://www.atf.gov/pub/gen_pub/strategicplan/2004-

2009stratplan/index.htm

FBI’s Strategic Plan: 
http://www.fbi.gov/filelink.html?file=/publications/strategic

plan/strategicplanfull.pdf

Can’t find a forecast?

Look for an agency’s Strategic Plan

STRATEGIC PLANS

http://www.atf.gov/pub/gen_pub/strategicplan/2004-2009stratplan/index.htm
http://www.atf.gov/pub/gen_pub/strategicplan/2004-2009stratplan/index.htm
http://www.atf.gov/pub/gen_pub/strategicplan/2004-2009stratplan/index.htm
http://www.fbi.gov/filelink.html?file=/publications/strategicplan/strategicplanfull.pdf
http://www.fbi.gov/filelink.html?file=/publications/strategicplan/strategicplanfull.pdf
http://images.google.com/imgres?imgurl=http://www.hawaii.edu/cmb/news/newsimages/fbi_logo.gif&imgrefurl=http://digg.com/security/Britain_s_new_FBI-style_agency_logo_compared_to_Thundercats_.&h=446&w=432&sz=54&tbnid=RYUWOZ0XTImBIM:&tbnh=127&tbnw=123&prev=/images%3Fq%3Dfbi%2Blogo&start=1&sa=X&oi=images&ct=image&cd=1
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What other tools are out there?

FBI’s Solicitations Mailing List Application: 

http://www.fbi.gov/business/maillist.htm

Dept of Energy Acquisition Opportunities: 

http://www.pr.doe.gov/

US Courts Procurement Opportunities: 

http://www.uscourts.gov/procurement/procureindex.htm

Dept of Interior’s National Business Center Opportunities 

Board: http://ideasec.nbc.gov/j2ee/login.jsp

US Army Contracting Opportunities Search: 

https://acquisition.army.mil/asfi/

 Alternative Bid Boards

FEDERAL OPPORTUNITIES

http://www.fbi.gov/business/maillist.htm
http://www.pr.doe.gov/
http://www.uscourts.gov/procurement/procureindex.htm
http://ideasec.nbc.gov/j2ee/login.jsp
https://acquisition.army.mil/asfi/
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USDA Subcontracting Opportunities Directory: 

http://www.da.usda.gov/smallbus/2008Subcontrac

tingDirectory.pdf

EPA www.epa.gov/oam/ptod/activeindex.htm

WPAFB Tenants List: 

http://www.wpafb.af.mil/units/ Current Contracts: 

 Agency-specific Subcontracting 

Opportunities Directories

Agency Info – the more you know about an

agency’s mission, the better prepared you are

to offer something they will purchase. Plus, it 

shows that you do your homework!

FEDERAL OPPORTUNITIES

http://www.epa.gov/oam/ptod/activeindex.htm
http://www.wpafb.af.mil/units/
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Bureau of Justice Grant Opportunities: 

http://www.ojp.usdoj.gov/BJA/funding/current-

opp.html

US Dept of Justice “Doing Business With” Guide: 

http://www.usdoj.gov/07business/index.html

 Information on Grant Opportunities

 “Doing Business With” Guides

FEDERAL OPPORTUNITIES

http://www.ojp.usdoj.gov/BJA/funding/current-opp.html
http://www.ojp.usdoj.gov/BJA/funding/current-opp.html
http://www.ojp.usdoj.gov/BJA/funding/current-opp.html
http://www.usdoj.gov/07business/index.html


What about Manufacturers?

 If you are a manufacturer of parts/ a machine shop, 
your biggest potential buyer is the Defense Logistics 
Agency (DLA), and they have a Capabilities Statement 
Survey, it:

• Mirrors a capabilities statement, with much more detail

• Has been in existence for approximately 18 months

• Is currently only used by the DLA Land and Maritime         
(in Columbus, Ohio)

• For a blank template and a sample, go to: 
http://www.dscc.dla.mil/Offices/smbusiness/index.html

Scroll to the bottom of the page for both documents!

http://www.dscc.dla.mil/Offices/smbusiness/index.html


Let prime contractors know they can talk to you!

 For the Defense Industry (primes and subcontractors):

• If you sell:

• Goods

• Software

• Data

• And are:

• Funded by the military

• Sell the above for military use

• Adapt the above for military use

You should be ITAR Registered (International Traffic in Arms 
Regulations), and you should let others know that you are! 



Federal Women-Owned Small Business Set-Aside 

Program

29
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Federal Government Small Business   

Set-aside Program

FAR Part 19.501:

The purpose of small business set-asides is to award 

certain acquisitions exclusively to small business 

concerns.  A “set-aside” for small business is the 

reserving of an acquisition exclusively for participation 

by small business concerns. A small business set-aside 

may be open to all small businesses. A small business 

set-aside of a single acquisition or a class of 

acquisitions may be total or partial. 

On-line  Federal Acquisition Regulation Site:  

http://farsite.hill.af.mil/vffara.htm
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FAR PART 19

Small Business 

Set Aside Rules

Including 

FAR Part 19.15, 

WOSB Program 



FEDERAL PROGRAM

FAR Subpart 19.15  Women-Owned Small Business Program

19.1500 General 

(a) Section 8(m) of the Small Business Act (15 U.S.C. 637(m)) 

created the Women-Owned Small Business - (WOSB

Program).

(b) The purpose of the WOSB Program is to ensure women-

owned small business concerns have an equal opportunity 

to participate in Federal contracting and to assist agencies 

in achieving their WOSB participation goals (see 13 part 

CFR 127). 

32

http://uscode.house.gov/


FEDERAL PROGRAM

WOSB Contracting Details:

 Eligible Industry Codes: There are over 

300 6-digit North American Industry 

Classification Systems (NAICS) codes that 

are eligible for Federal contracting under 

the WOSB program. These fall under 83 

code categories.

33



FEDERAL PROGRAM

Contracting officers may set aside a requirement for WOSB’s if:

 The NAICS code is in an industry in which SBA has 

designated that the WOSB’s are substantially 

underrepresented.

 The contracting officer has a reasonable expectation that 

two or more WOSBs will submit offers.

 The anticipated award price of the contract does not exceed 

$6.5 million in the case of manufacturing contracts and $4 

million in the case of all other contracts.

 The contracting officer believes the contract can be awarded 

at a fair and reasonable price.
34



FEDERAL PROGRAM

Contracting officers may set aside a requirement for 

EDWOSBs if:

 The NAICS code is in an industry in which the SBA has 

designated that WOSBs are underrepresented.

 The contracting officer has a reasonable expectation 

that two or more EDWOSBs will submit offers.

 The anticipated award price of the contract does not 

exceed $6.5 million in the case of manufacturing 

contracts and $4 million in the case of all other 

contracts.

 In the estimation of the contracting officer, the contract 

can be awarded at a fair and reasonable price.
35



FEDERAL PROGRAM

Getting certified for federal government work as a

Woman-Owned Small Business:

 Is only necessary, if you are WOSB or EDWOSB 

under the designated NAICS Codes.

 Self-certification involves completing forms and 

uploading required documents into an on-line 

repository.

 Third party certifications are not yet approved!

36
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SBA WOSB Program - www.sba.gov/wosb
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To access the WOSB Repository:

1. Click on the General 

Login System (GLS)

2. Click on Request SBA 

User ID on right side

3. Once USER ID is set up, 

log into GLS system. 

Click on WOSB 

Repository Link.

4. The Repository Does Not

have instructions. Click 

on the Compliance Guide 

for list of documents to 

upload to Repository 

(pgs 13 – 15)
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For Instructions & List of 

Documents to upload on 

the WOSB Repository:

1. Click on the 

Compliance 

Guide

2. Go to pgs 13 – 15 

(**Note – This is a 

60 pg PDF 

document
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For the WOSB & EDWOSB 

Certification Forms:

1. WOSB Certification 

Form - Click on WOSB 

OMB Approved Form  

2. EDWOSB Certification 

Form - Click on 

EDWOSB OMB 

Approved  
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WOSB Certification Form:

1. Click on SBA Form 2413  
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EDWOSB Certification Form:

1. Click on SBA Form 2414  
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Third-Party Certification (Not Yet Approved!)

A third party certifier is a national certifying entity 

approved by the Administrator that may engage in the 

certification process for the WOSB Program.  

At this time, no third party certifiers have been 

approved by the SBA. The SBA is currently in the 

process of reviewing applications for third party 

certifiers.
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WOSB Program             

Third Party Certification

1. The SBA Has Not Yet 

Approved Any Third 

Party Certifiers 
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Examples of Women’s Business Enterprise Certifying 

Organizations 

(Not Yet Approved for Federal Government):

 U.S. Women’s Chamber of Commerce

 Women’s Business Enterprise National Council (WBENC)
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The US Women’s Chamber of Commerce

The U.S. Women’s Chamber of Commerce began a certification 

program in 2006 as members asked for a program free from corporate 

control (where they would not be forced to provide confidential 

information to their own competitors).

USWCC | National Women's Business Enterprise™ (NWBE) used 

for U.S. based businesses.

USWCC | International Women's Business Enterprise™ 

IWBE | used to leverage international opportunities. The IWBE™

designation certifies that you are women-owned, and shows your 

international preparedness status. Through the USWCC | 

IWBE™ designation, you signify your desire and capabilities to 

work in global markets. 

Website - http://www.uswcc.org/nwbe-certification/

http://www.uswcc.org/nwbe-certification/
http://www.uswcc.org/nwbe-certification/
http://www.uswcc.org/nwbe-certification/
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The Women's Business Enterprise National Council 

(WBENC)

The Women's Business Enterprise National Council (WBENC), was 

founded in 1997, and is the largest third-party certifier of businesses owned 

controlled, and operated by women in the United States. WBENC, a national 

501(c)(3) non-profit, partners with 14 Regional Partner Organizations to 

provide its national standard of certification to women-owned businesses 

throughout the country. WBENC is also the nation's leading advocate of 

women-owned businesses as suppliers to America's corporations.

WBENC's Mission

The Women's Business Enterprise National Council (WBENC) is dedicated  

to advancing the success of Corporate Members, certified women's business 

enterprises, and government entities in partnership with its Regional Partner 

Organizations (RPOs).

Website - http://www.wbenc.org/
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Finding Your PTAC

Go to: 

www.APTAC-US.org

Scroll to the bottom of the page 

& click on the map

Questions about WOSB Program?

1. Contact the SBA Help Desk 

Ph# - 800.827.5722

2. Contact Your Local  PTAC 

Office - (Find on-line)

Visit http://www.aptac-us.org/new/

http://www.aptac-us.org/
http://www.aptac-us.org/
http://www.aptac-us.org/
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Finding Your PTAC

Go to: 

www.APTAC-US.org

Scroll to the bottom of the page 

& click on the map

http://www.aptac-us.org/
http://www.aptac-us.org/
http://www.aptac-us.org/
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Contact  SWCO  PTAC

SWCO PTAC Director

Jill Nagy-Reynolds

937-259-1368

jreynolds@emtec.org

SWCO PTAC Associate

Director/Dayton Counselor

Deborah Bischof

937-258-5407

dbischof@emtec.org

SWCO PTAC Columbus Counselor

Shanda Harris

614-220-9030

sharris@emtec.org

SWCO PTAC Cincinnati Counselor

Brian Wirth

513-489-2528

bwirth@emtec.org

SWCO PTAC Program Assistant

Delores Ely

937-253-0038

dely@emtec.org

mailto:jreynolds@emtec.org
mailto:dbischof@emtec.org
mailto:sharris@emtec.org
mailto:bwirth@emtec.org
mailto:dely@emtec.org
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Thank You for Coming 

and 

Enjoy the Conference!


