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A Tale of Two Programs....Digging out of the Trenches

In the procurement arena, the government has
established an order of preference in buying
goods and services. This somewhat arbitrary
placement has a significant impact on the
Service Disabled Veteran Owned Small
Business (SDVOSB) opportunities in the gov-
ernment prime and subcontract $350 billion
dollar marketplace. How high your business is
ranked in the socio-economic classification
order has been and continues to be the sub-
ject of litigation.

Presently, SDVOSBs are suffering the nega-
tive effects associated with various govern-
mental decisions (GAO) placing their busi-
nesses in an inferior position relative to the
HUBZone program. Recognizing the tenuous
position of race-based programs such as 8(a)
after the "Roth" decision, this issue has
become the focus of much debate. | question
the recent findings of the GAO, and OMB's
view of giving SDVOSB parity with other pro-
grams in this matter. | believe that an analysis
of the specific wording of statutes, centering
on the difference between "shall" vs. "may" to
divine the intent of Congress is woefully inad-
equate and misses the mark. | believe the

-

totality of the facts underpinning the legislation
should be scrutinized and therefore should
control the outcome.

The problem in a nutshell is that the HUBZone
program has been given precedence/parity
over the Service Disabled Veteran Owned
Small Business (SDVOSB). When a contract-
ing officer decides to set aside a contract he or
she must look to the HUBZone business first
rather than SDVOSB.

The HUBZone program evolves around the
location of the business. The business's princi-
ple location must be in a qualified HUBZone
area, a historically underutilized business
zone, which shifts from decade to decade
according to the census report. But not to
worry! If the decade changes the demograph-
ics of an area in which the business is located
so that business is no longer in a HUBZone,
the area is still deemed to be a HUBZone until
the results of the following decade's census
are published. Currently, 2010 census data will
be published in late 2010-11.

See “A Tale of Two Programs” on page 5 /
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We look forward to our 25th anniversary. To celebrate the event, we will hold our extraordinary small
business procurement fair on January 21, 2010 at the Tropicana Resort and Casino in Atlantic City.
This is an opportunity for you to network with Small Business Specialists who will provide the contact
points within their organizations to enable you to sell your goods or services. A former attendee said
that networking at this event had saved him at least three months of repeated phone calls!
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A Friend of Small Business
Freeholder Vicari continues to
work hard for the businesses
community. He has partnered with
the Center to provide technical
assistance focusing on how to sell
to the government. He under-
stands that job creation is essen-
tial to stem the tide of the recent
recession and small business is
the engine that contributes direct-
ly to economic growth. He has
implemented workshops leverag-
ing the computer room at the
library, so that businesses can
have real-time access to the
names of small business special-
ists at military bases and corpora-
tions to avoid, at times, unproduc-
tive "cold calls".

Freeholder Vicari has not missed
an opportunity to publicize the
kinds of local goods and services
that can be provided within Ocean
County to buyers worldwide. The
Center is proud to be of service to
this dedicated county official.
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DPTAC Embraces

Letty J umbo , Secretary

As your customer service representative at the
Defense Procurement Technical Assistance
Center, | can assist you with any questions you
may have about our Center and the programs that
we offer. Those include our forthcoming workshops
and our bid-matching program. | can direct you to
the right marketing specialist who is the most
knowledgeable to help you through the maze of
government contracts. | am always here to assist
you in a warm and friendly manner. Feel free to

\_ call me anytime at 973-596-3105.

DPTAC Loca tions

Main Office:
Ne w J er sey Institute of Tec hnolo gy (NJIT)
Fenster Hall, Room 490

323 Dr. Martin Luther King Blvd,
Newark, NJ 07102

Tel: 973-596-3105 Fax: 973-596-5501
www .njit.edu/DPT AC

Dolce y E. Cha plin, Esg. Dir ector : DPTAC

Bob Br own, Mar keting Specialist

973-596-5805 E-Mail: rborown@adm.njit.edu
Art Tokle , Mar keting Specialist

973-596-5806 E-Mail: tokle@adm.njit.edu
Letty J umbo , Secr etar y

973-596-3105 E-Mail: Jumbo@adm.njit.edu

Satellite Offices:

Atlantic Ca pe Comm unity Colle ge
1535 Bacharach Blvd., Room 21 1,
Atlantic City , NJ 08401

Sher ry Rose , Mar keting Specialist
Tel: (609) 343-4845 Fax: (609) 343-4710
E-Mail: srose@adm.nijit.edu

Bur lington County Comm unity Colle ge
Business & Car eer De velopment Center

One High S treet, Mount Holly , NJ 08060
Jan Mirijanian, Mar keting Specialist

Tel: (609) 267-5618 x4519 Fax: (609) 267-5165

E-Mail:mirijani@adm.njit.edu

WWW .NJIT .EDU/DPT AC

Fenster Hall,

Rm 490, 323
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Message from the Director

It's the economy that has taken center stage in today's business environment. New Jersey has
historically ranked in the bottom half of all states in getting federal tax dollars back from
Washington in the form of contracting opportunities. The Center's clients are fully engaged in
reversing this trend. They have received more than $1.2 Billion dollars in government contracts
since the creation of the Center. Our January procurement event at the Tropicana will allow YOU,
the small business owner, the opportunity to network with government and large businesses from
New Jersey, Maryland, Virginia and Pennsylvania at minimal cost.

Dolcey E. Chaplin, Esq.

GREEN Technologies

( Bob Br own, Marketing Specialist

Price is not the sole determining factor in awarding governments
contracts. Other factors include an evaluation of the contractor's
technical capability, corporate experience, quality, past perform-
ance and price. This best value determination makes good busi-
ness sense for the government and ensures that responsible con-
tractors with proven performance records will deliver quality prod-
ucts and services at the lowest cost-effective price to the govern-
ment.

Marketing Specialist

| have been involved in the world of government procurement as
it impacts the small business community for more than 38 years.
| worked directly with Department of Defense suppliers to help
ensure that supplies and services are delivered on time, at pro-
jected cost, and meet all performance requirements. It was my job
to provide advice and assistance for construction solicitations and
to identify potential risks, so as to select the most capable con-
tractors. Most importantly, | tried to maximize the use of small
businesses, by writing contracts that meet the needs of our DOD
customers and by allowing small firms the opportunity to partici-
pate in the process. It has been my life and my passion to work
with small businesses to reduce the complexity of this $250 Billion dollar marketplace so
that small firms can operate successfully in that environment.

Jan Mirijanian,

-

J

-

Sher ry Rose , Marketing Specialist

| enjoy teaching small businesses the process of procurement by
conducting workshops and working with local economic develop-
ment agencies in an attempt to increase business opportunities.
| formally held the position of Area 2, Size Program Manager at
the U.S. Small Business Administration for 36 years. In that
capacity, | investigated firms to determine if they were eligible for
small business preference programs. It was important to me that
the small businesses competed among themselves rather than
with a large business for the same work.

S

4 Art Tokle , Marketing Specialist

As the Center's newest team member, | have a proven track
record of finding the answer to customer inquiries no matter how
long it takes or who | have to contact. As a former military officer
and police detective, | know about serving the needs of the com-
munity. Providing our clients with the most efficient and knowl-
edgeable advice is what | strive to accomplish here at the
DPTAC. Our resource partners span the entire country. | plan to
leverage these and other contacts to increase the participation of
Veteran Owned Businesses and Service Disabled Veteran
Owned Businesses in the prime and subcontract government
marketplace. | am proud to be working with such a knowledgeable group of individuals
who are close at hand. That makes my commitment to you, the client, even more ben-
eficial. | look forward to working with our existing client base and | am eager to assist
new small businesses in any manner that | can.

J

er King Blv d. Newark, NJ 07102
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DPTAC Partner s for Wor kshops and Seminar Training

. New Jersey Institute of T echnology , Newark, NJ

. Bergen Community College, Paramus, NJ

. Centenary College, Hackett stown, NJ

. Hillsborough Municip al Complex, Hillsborough, NJ
. Fairleigh Dickinson University , Hackensack, NJ

. Lakewood Economic Development Corp, Lakewood, NJ

. Ocean County Public Affairs & T ourism - T oms River , NJ

. NJ Assoc. of W omen Business Owners, W est Windsor , NJ
. Burlington County College, Mount Holly ~, NJ
10.Atlantic Cape Community College, Atlantic City , NJ
Seminar T ime: 10:00 AM - 1:00 PM, except where otherwise noted.

Please call the DPTAC office in your area for classroom loca
tions.

©Coo~NOULA,WNPE
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Ber gen Comm unity Colle ge

Free Workshops and Seminars

The Defense Procurement Technical Assistance Center offer
monthly informative workshops at 10 different locations
around the State. These free workshops provide thorough
information on registering with the CCR and understanding
the various certification programs for Minority / Women /
Small Business Enterprises (M/W/SBE), DBE, 8a, SDB
Hubzone and SDVOSB federal certification. The DPTAC
helps small businesses market their goods and services to
government agencies, such as DOD, EPA, DOE, DOT, USPS,
IRS, Army, Navy, Air Force and many others.

For the Best Small Business
Resource Links, See QOur
"Services" Tab at:

www.njit.edu/dptac
3
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DPTAC Ser vices: www .njit.edu/DPT AC, Enr ollmentin
Matc hing Ser vice . Fr ee E-Mail Notif ica tions , help with NJ Cer
CCR P odcasts , One on one Business Counseling

Viarke Yiolli- @alenaar:
01 s, EVeEenl

Webca ts F ree Bid
tif ica tion,
, WAWF / RFID Training

Web Site: www .njit.edu / dptac

Art Tokla Mer

E-Mail:

DPTAC NEWS

FYIl News

K ailneg Soacialisi

jumbo@adm.njit.edu
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Jumbo R epresents DPT AC At the Hispanic Chamber of

Commer ce Ann ual Con vention and Expo
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Veteran’s & SDVOSB

Fluent in Spanish and having a unique understanding of each marketing specialist's expertise, Letty Jumbo directs
client traffic to the individual best suited to address a client's specific requirements. Her ability to recognize the
issue and assist the client in both languages has enhanced the Center's ability to perform effectively in a multicul-

tural society that New Jersey welcomes.

For help with “NJ Certification” Listen to our Podcast

at:www.njit.edu/dptac

Continuation:

A Tale of Two Programs....Digging out of the Trenches

To illustrate the arbitrary outcome of this program, let us say that your
company in 1997 was located in a HUBZone, but after the 2000 cen-
sus the area is determined to not be a HUBZone. The location can
continue its designation as a HUBZone for the next ten years. Itis
grandfathered in. So the area could be "regentrified" but the program
still recognizes the business' location as an underutilized business
zone, hence the preference continues unabated. If | am correct, the
employees residing in 1997 HUBZones that are now not qualified can
still be counted in the firm's compliance as one of the 35% of compa-
ny employees living in a "HUBZone"

Another aspect of this program that is troubling is that the 51% owner
of a HUBZone company can be wealthy, worth millions, but as long as
the business is located in a HUBZone or "grandfathered HUBZone"
and 35% of his employees reside in any "grandfathered" or other
HUBZone, he fulfills the requirements of the statute. So you can have
the owner and a two person company, with one minimum wage sec-
retary working 30 hours per week, neither located nor residing in a
qualified HUBZone and that company will get the preference. These
"grandfathered" HUBZONE companies may have qualified twelve
years ago, but do not suffer the unemployment problems during the
past ten years that the program was created to remediate. The million-
aires make more money and create a few poorly paid jobs in compa-
nies with workers who may or may not live in a HUBZone.

A second requirement of the HUBZone legislation that is also trouble-
some focuses on the ease in which the owner can avoid the primary
reason for the program. That is, specifically, employing people living
in a HUBZone or even "grandfathered" HUBZone area. The require-
ment for 35% of their employees to reside in a HUBZone is essential
to support the program's goal of employment in these distressed
areas. This requirement can be manipulated. The employer must only
"attempt to maintain" the employment of individuals from this area.
This attempt is further defined as "making substantive and document-
ed efforts". | believe that the word "attempt" deals a death blow to the

foundation of the program.

Accordingly, one can successfully argue that the HUBZone program
fails to adequately address the remedial aspects of the legislation to
increase employment opportunities in these distressed areas. Merely,
the executive regulatory compliance has been a matter of semantics.

Since location counts in this program, we must look closely at a dis-
tressed area- Newark, New Jersey, for example has an unemploy-
ment rate between 8-9 %. that contrasts it with the factual character-
istics of the Service Disabled Veteran Owned Small Business pro-
gram.

323 Dr . MKL Blv d, Fenster Hall, R

It is a far, far better thing | do that | have ever done....

The Service Disabled Veteran Owned Business program has all the
essential components in their proper place to satisfy Congress' man-
date to support SDV. It is the SDV who is required to own the busi-
ness. All Veteran owned businesses (including SDVOSB) in the 2004
D&B data base represent only 0.53% of the total of all businesses
nationwide. So we know that there is a need to increase Veteran
Business ownership and that the program directly strives to amelio-
rate this legislative concern. This statistic may have some disparity
but the percentage is so low a recalculation could do little to change
the significance of the problem.

Additionally, the Veteran unemployment rate was double the national
rate during 1991 through 2000. During this period the SDV employ-
ment rate was double the Veteran's rate! With the influx of new veter-
ans from both fronts of the war on terror into the current depressed
economy, these unemployment figures will rise significantly. The SDV
unemployment rate is almost twice the unemployment rate of Newark,
New Jersey, where most of the area has been designated as a
HUBZone or "grandfathered" HUBZone.

The SDVOSB set-aside program focuses on the heart of the problem:
the veteran who is grossly underrepresented in business ownership
and employment opportunities. Unlike the HUBZone company whose
owner may be living on Madison Avenue with employees who may or
may not live in an area with high unemployment, the SDVOSB is qual-

ified without contrivance.

To give priority to any company other than SDVOSB is uncon-
scionable. The SDVOSB remains untouched by location, time, race or
other factors. The SDV's essence is composed of sacrifice, having a
verified service connected disability, added to which are the econom-
ic factors of high unemployment and low entrepreneurialism. The
Service Disabled Veteran program has no flowery terms that can be
used to circumvent the intent of Congress.

The totality of the undisputed facts unequivocally demonstrates that
the SDVOSB program should receive priority in the procurement
process as the program's means/goals are more tailored to address
the Congressional intent.

The program's champion is YOU, the Veteran, and organizations like
us, the Defense Procurement Centers, and the Center for Veteran
Enterprise. Our jobs are not influenced by the success of the
SDVOSB Program; we are not given funding to administer this pro-
gram. It is simply the right program at the right time!

Veterans first-because they earned our respect, our support and our
freedom.

Article Copyright © 2009, Chaplin

Photo: Bob Brown
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Man y Small Businesses Need DPT

Bob Brown, Marketing Specialist, is proud to showcase the Center's
contract administration offerings that have long been relegated to a
secondary position in the Center's menu of services. He advises all
clients to ask the Center for help throughout the contract lifecycle.
We do celebrate your award, but our assistance does not end there!
For example, B&R Chemicals, LLC., AZCO, Inc., and Handi Hut, Inc.
represent only a handful of companies that have benefited directly
from the services and expertise of the Defense Procurement
Technical Assistance Center. DPTAC Marketing Specialists fan out all
across the State of New Jersey offering expert advice to all compa-
nies that have received contracts from the federal government.

Defense Procurement Technical Assistance

AC Assistance in Mana

DPTAC NEWS

Year in Review

acts

ging Go ver nment Contr

We offer help in such areas as invoicing in Wide Area Workflow
(WAWEF), solicitation specifications, unique packaging requirements
such as Radio Frequency Identification (RFID), quality standards,
inspection, DD250, and security clearances. Many clients that do
business with the government are discovering the need to invoice
through Wide Area Work Flow (WAWF). This simply means that the
government is no longer accepting paper invoices. Once you are on
board with this system, you will be paid in some cases in less than
one week. The NJIT Defense Procurement Technical Assistance
Center can be a tremendous help when it comes to navigating the
WAWF site.

DPTAC Year in Review

Jan Mirijanian

DCMA Auditor: Ben Artis & DPTAC Art Tokle using “SKYPE"

DPTAC Tel. 973-596-3105

David R. Delaney

DPTAC Director D. Chaplin

F ax
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South J ersey and Bur

Small businesses in Burlington County have been caught in the grip
of an affordability crisis. They find it increasingly difficult to make ends
meet, and many have had no recourse but to flee to states with lower
taxes and standard of living. According to the New Jersey Business
and Industry Association, the economic slowdown in New Jersey
began in earnest in 2006. As the cost of living and doing business in
the State rose to record levels, sales, profits and employment growth
fell proportionally.

Recognizing the need to return more of New Jersey's tax dollars back
from Washington to the State in the form of contracts, the
Procurement Technical Assistance Center (PTAC) increased outreach
services to train small firms to compete on a national level. The cen-
ter was able to provide these services because the Department of
Defense and NJIT saw the need of the business community, and
increased the center's funding levels.

Computers and the Internet have dramatically changed the rules of
today's small business landscape. The ease with which small busi-
nesses have been able to adapt to a global marketplace has allowed
them to work locally but sell worldwide. The US government is an
ideal customer! The law requires the government to "Buy American"
products. This is an opportunity for manufacturers to sell to a cus-
tomer that procures more than $300 billion dollars in goods and serv-
ices.

P R R R -\

1/2 % INTEREST

NJ Women’ s Micro-Business
Credit Program
For

Woman V eterans

$5000.00 Maximum Loan
For Information Please Contact: NJAWBQO'’s
Women'’s Business Center
Penni K. Nafus, Director
973-507-8900
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Add your Dun’ s number , CAGE code and Primary NAIC
codes along with any certifications that you may have to
your business card. It will make it easier for contracting
officers to see your registration in CCR, when it comes to
awarding contracts

DPTAC Tel. 973-596-3105

Defense Procurement Technical Assistance Center Newsletter

lington County

DPTAC NEWS

SMALL BUSINESS
Ar ea by Jan Mirijanian

Businesses in southern
and western New Jersey
can take advantage of local
seminars or individual
counseling at Burlington
Community College. Firms
can identify bidding oppor-
tunities, obtain assistance
with proposal writing, do
market research
(Fedbizopps.gov), under-
stand product or service
codes, and register on all
appropriate websites. We
know how to get paid with-
in one week, and are famil-
iar with all the new initia-
tives that agencies introduce to their vendor base.

Cathy Ryan

Jan Mirijanian

What is the message? Training is essential. Knowledgeable people in
the field of government procurement are hard to find at any cost. In
fact, if you boil the most compelling message down to one sentence,
you've struck pay dirt: Work with the Procurement Technical
Assistance Center and learn how to sell to the government and large
businesses.
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1 i i 1
Changes at CCR o) A o : CCR R egistr ation :
In order to do business with the government, you must be registered with the Central : 1. Dun’s Number :
Contractor Registration (CCR). However, in order to do so, you must have a Data Universal 1 1
Numbering System (D-U-N-S) number. This number may be obtained by calling Dun & : 2. TIN, EIN, SS Number :
Bradstreet or visiting their website at http://fedgov.dnb.com and registering your company. | 1
Contact the DPTAC for tips and shortcuts. For those companies that are already registered 1 |
with the CCR, you must update your profile every sixty days. The former TPIN and : 3 NAICS, SIC, FSC, PSC :
Confirmation numbers are no longer valid and must be replaced by a "User ID" and 1
"Password". Instructions for updating existing profiles are on the CCR 1 4 ABA Routing Number 1
Webpage:http://www.ccr.gov. These measures have been taken to safeguard your financial : :
information in the CCR. For those businesses that have never registered in CCR, you must | ¢ account Number 1
navigate to the site and Start New Registration, located at the right side of the CCR home- | 1
page. Web links to all of the above sites can be easily accessed from our own Website: : :
http://www.njit.edu/DPTAC. g & MPIN Number I
To make it more convenient for our small business clients, we have given you the : 7 User Name :
"Required Numbers Chart" for you to fill out your company's information. Each of 1 1
these numbers, in dif ferent combinations, are required when navigating through the : :
government's Integrated Acquisition Environment System. (IAE System). : 8. Password :

1 1
------------------------------------------------------------------------ 1 9. CAGE Code 1
1 SAFEGUARD  these numbers as they contain secure information! i : :
________________________________________________________________________ \ l
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NJ Certification & CCR Podcast now available at: www. njit.edu/dptac
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about the contents of this newsletter to:
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New Jersey Institute Of T echnology
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