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THIS AFTERNOON’S 
AGENDA

• Tips to Effectively Market Your Companies

• Background

• Research with FedBizOps (fbo.gov)

• Federal Budget Timeline

• Government Appropriations

• Key Themes of Every Customer Engagement

• Action Plan for First Customer Contact

• The One Page Presentation

• Past Performance

• Documenting Past Performance

• Updating SAM
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BACKGROUND
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• Tribal 8(a)s eligible for sole source awards of unlimited value (13 CFR 124.506(b))
• A Participant concern owned and controlled by an Indian Tribe or an ANC may 

be awarded a sole source 8(a) contract where the anticipated value of the 
procurement exceeds the applicable competitive threshold if SBA has not 
accepted the requirement into the 8(a) BD program as a competitive 
procurement. 

• Acquisitions up to $20M can be done without  justification & approval required by 
FAR 6-303, 6-304

• Award cannot be protested (13 CFR 124.517)
• The eligibility of a Participant for a direct negotiated or competitive 8(a) 

requirement may not be challenged by another participant or any other party, 
either to SBA or any administrative forum as part of a bid or other contract protests. 

• Direct negotiation with Tribal Entity

• SDB & Native American Credits
• Federal Agencies contracting to Tribal Company are able to claim Small 

Disadvantaged Business (SDB) and Native American credits (FAR 13 
CFR124.109(a)(4))

• Tribal 8(a)s are eligible for direct outsourcing of non-inherently governmental 
services or functions under OMB circular A76 without study or cost comparison  
(Public Law 107-117 (Defense Appropriations Act FY2002), Sec. 8014)



RESEARCH WITH FBO
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RESEARCH WITH FBO

• Fed Biz Ops Query Builder
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RESEARCH WITH FBO

14OCT2016

6



RESEARCH WITH FBO
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RESEARCH WITH FBO
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Planning: Selection of Program Initiatives

Formulation: CDC/HHS/OMB Budgets, President’s Budget, Congressional Budget

Presentation:  Committees Hearings, Q&As, House & Senate Reports, Appropriation Bill

Execution: Apportionments, Spending Plans, Allotments, Allowances

Analysis and Evaluation and inform the Future Strategic Direction 

OMB

Submission

HHS

Submission

President’s

Budget

Hearings

Markup

Appropriation

Bills
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FED BUDGET TIMELINE
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Planning: Selection of Program Initiatives

Formulation: CDC/HHS/OMB Budgets, President’s Budget, Congressional Budget

Presentation:  Committees Hearings, Q&As, House & Senate Reports, Appropriation Bill

Execution: Apportionments, Spending Plans, Allotments, Allowances

Analysis and Evaluation and inform the Future Strategic Direction 
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GOVERNMENT 
APPROPRIATIONS
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Three types of appropriations are 
classified by period of availability:

Annual-year- obligational authority expires 
at the end of the first year of 
appropriation and are cancelled at the 
end of the fifth year after expiration

Multi-year - obligational authority expires 
at the end of a designated time period 
greater than one year and are cancelled 
at the end of the fifth year after 
expiration

No-year - are available until expended

US GOVERNMENT HAS SEVERAL 
TYPES OF APPROPRIATIONS



KEY THEMES OF EVERY 
CUSTOMER ENGAGEMENT

• Federal, State, Local, and Commercial Customers 
Need to Know Your Company can Provide These!

• Competency

• Capabilities

• Cash Management (Capital Resources)

• Cost Management

• Conversion (Transition)

• Overcoming Weaknesses in the 5-C’s
• Traditional Teaming

• Prime/Sub Relationships

• MPA / JV’s

• Tribal JV’s Under the SBA/DoD Partnership Agreement
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ACTION PLAN FOR FIRST 
CUSTOMER CONTACT

• Prepare a one-page informational sheet for your company and its 
subsidiaries if any.

• Rehearse the information with someone who will critique it for flow and 
clarity.

• Have printed copies that look professional on presentation-quality 
paper.

• Contact the targeted POC’s.

• The purpose of your visit with them is this:
1. You wish to introduce them to your Village Corporation and its 

subsidiaries.
• Use the sheet as a prop

2. Ask them for assistance in locating/identifying 8(a) opportunities for your 
8(a) companies and prime contractors for your non-8(a) companies.  
(Your 8(a) companies are also interested in prime contractors as well.)

3. Ask them if they wouldn’t mind circulating your flyer via email to potential 
Government customers and potential prime contractors.

• Follow up and monitor with the customers.  Continue to meet with these 
customers on a regular basis.
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ONE PAGE 
PRESENTATION
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ONE PAGE 
PRESENTATION
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ONE COMPANY, ONE 
PAGE PRESENTATION
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PAST PERFORMANCE

• Valuable Outcomes of Federal Contract Performance
• Revenue
• Profit
• Financial Resources for Business Development
• Employment
• Past Performance

• Past Performance is Valuable Because:
• It is Required to be Rated and Assessed by Contracting 

Officers
• Prime Contractors

• It Becomes a Part of Public Record
• It Helps to Win Further Work
• Promotes Corporate Confidence on the Part of the Federal 

Customer
• Demonstrates the Company’s Commitment to Quality
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PAST PERFORMANCE

• CPARS
• CPARS hosts a suite of web-enabled applications that are 

used to document contractor and grantee performance 
information that is required by Federal Regulations.

• FAPIIS
• Federal Awardee Performance & Integrity Information 

System, including Terminations for Cause or Default, DoD 
Determination of Contractor Fault, Defective Cost or Pricing 
Data, Information on Trafficking in Persons, and 
Subcontractor Payment Issues.

• PPIRS
• PPIRS was designated as the government wide single 

repository of past performance data. Confidence in a 
prospective contractor's ability to satisfactorily perform 
contract requirements is an important factor in making best 
value decisions in the acquisition of goods and services.
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MEMORIALIZING PAST 
PERFORMANCE

• Past Performance Citations are Internal References Which Should be Created 
and Maintained as Projects are in Progress or Completed

• Past Performance Citations Become More Important as Your Company Matures

• Make Sure to Capture the:
• Project Name
• Contract Number
• Dates of Performance
• Initial and Total Award Value
• Names, Contact, Address, Phone, Email, and CAGE Codes of Partners (Prime 

Contractors / Subcontractors / Suppliers)
• Tools or Assets Employed During the Work
• A Written Narrative of the Work Performed (1,000 to 1,500) Words

• Accomplishments

• Special Approaches Used to Streamline Work

• Problem Solving 

• Savings to the Government

• A Concise Outline of the Work Performed
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TAKE AWAYS

• Actively Manage Your SAM (System for Award Management) Entity 
Registration

• Don’t Let It Expire
• Completely Review for Accuracy
• Check for Correct POC Information
• Check for Updated or New NAICS Code Entries
• CAGE Code and Primary NAICS Codes are Crucial to Work Finding Your 

Company

• Facilities Security Clearance
• Check Regularly for Updates
• Don’t Let It Expire

• Keep Your Past Performance Library Updated Regularly

• Your Companies All Qualify for DBE (Disadvantaged Business Enterprise) 
Programs.  Stay Registered and Monitor Opportunities.

• Nothing Beats Meeting Your Perspective Customer Face to Face

• Create Relationships
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QUESTIONS?

THANK YOU
Craig Roberts

Connected Metrix Resources, LLC

craig.roberts@connected-metrix.com

CAGE:  7MML7

Phone:  563-499-8030
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