
But it is good to review the basics. So attention is required to understand how Veteran Owned
Businesses can grow by leveraging your commanding position in the government procurement
process. 

All Veteran Owned Small Businesses are included in large corporations' small business plans
under FAR 52.219.9.  Why is that important? Ninety-five (95%) percent of all large businesses sell
to the U.S. Government.  As part of the government procurement process, the large prime contrac-
tors are required to submit and negotiate a subcontracting plan that separately addresses subcon-
tracting with small businesses specifically Veteran Owned Small Business (VOSB) and Service
Disabled Veteran Owned Small Business (SDVOSB).  The Federal Acquisition Regulation (FAR)
expressly states that this plan shall be included in and made a part of the resultant prime contract
that the large business enters into with the U.S.
Government. Failure to submit and negotiate the
subcontracting plan shall make the large busi-
ness offeror ineligible for award of a contract.
This plan shall include goals expressed in terms
of percentages of total planned subcontracting
dollars. This subcontracting plan must be flowed
down (incorporated in the subcontract to their
subcontractors) to second tier contractors that
are also large businesses if the contract from the
prime contractor is in excess of $550,000 ($1
million for construction).   Remember the FAR
governs all federal agencies, hence the large
corporations must make a good faith effort to
comply.
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Newark’ s Mayor Booker &
DPTAC Director Dolcey E. Chaplin

Visiting W AWF Instructor , 
Bob Yeager at NJIT
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DPT AC Mo ves to ne w Of f ice
In November 2006, the Defense
Procurement Technical Assistance Center
(DPTAC) moved its headquarters to 323 Dr.
Martin Luther King Blvd. Fenster Hall. Room
490. Situated in the heart of the campus,
the Center hopes that this new location will
provide a more visible campus presence
and an opportunity to showcase the profes-
sional excellence of faculty and students
who may be interested in obtaining federal
grants and contracts for research. To all,
especially our loyal clients, we extend an
invitation to visit us at our new office.

DPTAC new web site
featuring CCR & NJ
Certification Podcasts. 

On the We b: www .njit.edu/DPT AC, E-Mail Notif ica tions ,
NJ Cer tif ica tion & CCR P odcasts , Business Counseling & Ad vice .
Enr ollment in Softshar e Bid Ma tc hing , RFIF / WA WF tr aining .
Access to NJIT’ s Inf or ma tion Netw or k & mor e...

Free Services for Free Services for 
all Small Businesses all Small Businesses 

Lead Cover Story

See Veter ans on page 5

Inside this issue

Veterans, you know the drill . . . . . . . .
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Message from the Director
This year the DPTAC has seen tremendous
growth, positive changes, and the sad farewell
to a dedicated staffer. The retirement of Colonel
James Mitchell after almost fifteen years of serv-
ice to NJIT was softened by the knowledge of his
desire to spend more time with his grandchildren
and wife. With much vigor and understanding,
Bob Brown, a small business owner for more
than thirty years, accepted the marketing spe-
cialist position and immediately began to craft it
with his own style and care.

Bob brings to the Center a vast amount of mar-
keting experience and deep artistic talent that
complements the experience of the other mar-
keting specialists. Sherry Rose brings more than
thirty years of SBA knowledge and Jan
Mirijanian adds his thirty years of government
contract experience. 
Our team works well together and allows us to
give our small business clients a total marketing
solution. It is just the right mixture of seasoning
that a small business needs today to succeed in
winning government contracts.

DPT AC Loca tions
Main Of f ice:
Dir ector : Dolce y E. Cha plin, Esq.
Bob Br own, Mar keting Specialist

Letty J umbo , Secr etar y

Ne w J er se y Institute Of Tec hnolo gy (NJIT)
323 Dr. Martin Luther King Blvd, Newark, NJ 07102
Tel: 973-596-3105  Fax: 973-596-5501
E-Mail: Jumbo@adm.njit.edu
www.njit.edu/DPT AC

Sa tellite Of f ices:
Sher r y R ose , Mar keting Specialist

Atlantic Ca pe Comm unity Colle ge 
1535 Bacharach Blvd., Room 21 1, Atlantic City , NJ 08401
Tel:  (609) 343-4845  Fax: (609) 343-4710
E-Mail: srose@adm.njit.edu

J an Mirijanian, Mar keting Specialist

Business & Car eer De velopment Center
One High S treet, Mount Holly , NJ 08060
Tel: (609) 267-5618 x4519  Fax: (609) 267-5165
E-Mail:mirijani@adm.njit.edu

Mar y E. Roe bling Bldg
20 East State Street, Trenton, NJ 08608
Tel: (973) 596-3105  Fax: (973) 596-5501

Tec hnolo gy R esour ce Center
27 South V an Brunt S treet, Englewood, NJ 07631
Tel: 973-596-3105  Fax: 973-596-5501
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Hi, my name is Letty Jumbo, your Customer
Service Representative at the Defense
Procurement Technical Assistance Center.  I
will be the person that will assist you with any
questions you may have about our program,
our up-coming workshops or our bid-match-
ing network.  I am always here to assist you
in a warm and friendly manner.  I may be
reached at 973-596-3105.

Letty J umbo , Secretary

J an Mirijanian, Marketing Specialist

Sher r y R ose , Marketing Specialist

Bob Br own, Marketing Specialist

DPTAC NEWS
DPTAC STAFF

SUMMER, 2007 Defense Procurement Technical Assistance Center Newsletter

I have been involved in the world of procure-
ment and small business issues for more
than 35 years. Working for the Department
of Defense, I understand government on a
very large scale. 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 the firms can
operate successfully in that environment.

As the newest member of the DPTAC market-
ing team, my job is to help all of our small
business clients understand what is needed
to start doing business with the government
and large prime contractors. These require-
ments include: obtaining their Duns number,
registering in the CCR, defining their NAICS
codes, and building their business profile in
our database to ensure that a relevant oppor-
tunity to bid a contract is delivered daily to
their e-mail account.

Colonel Jim Mitc hell R etir es
As a long-time marketing specialist, Jim
leaves the Center fully integrated into the
electronic government marketplace, very
different from the time of his arrival fifteen
years ago when mounds of paperwork
were the only way to obtain a government
order. Mitchell was instrumental in these
changes during more than fifteen years in
that position. His knowledge and experi-
ence will surely be missed.

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

Dolcey E. Chaplin, Esq.

WWW.NJIT .EDU/DPT AC
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DPTAC NEWS
CLIENT NEWSGiannelli V iaca va L ync h

"THANK YOU" to NJIT Web Services - including
Director Jim Robertson, Patricia Damm, Ersal Aslam
and David Choi, with a special thank you to Giannelli
Viacava Lynch, Professor Blake Haggerty, and
DPTAC marketing specialist Bob Brown. Each played
an important role in the re-development of DPTAC's
new website. This site is user friendly with lots of busi-
ness links and will be a tremendous help to all small
business clients now and in the future. We know from
traffic drawn to the site during the first few months that
it has far exceeded the team's expectations. 

DPTAC new web site featuring CCR & NJ Certification Podcasts. 

In an effort to help the small business owner
build a successful business by expanding its
marketing reach to the government agen-
cies, the NJIT Defense Procurement
Technical Assistance Center has published
CCR & NJ Certification Podcasts. These
podcasts are available 24-7 at:
www.njit.edu/DPTAC/. 

Brian Engel, an executive financing consult-
ant and President and founder of Ascension

Funding, Inc., successfully registered his
company in the CCR (Central Contractors
Registration) using our new CCR podcast.
This registration is a requirement for all busi-
nesses that want to do business with the
Federal government.  The NJIT Defense
Procurement Center is the first to present
CCR & NJ Certification Podcasts nationally.

NJIT Defense Procurement
Center, the first to present CCR
& NJ Certifications Podcasts

The Center was honored to be selected by
Ms. Lynch to work on the outreach portion
of the Center's goals as a part of her
Master's program at NJIT. Her efforts to
increase the visibility of the Center both
internally and externally coincided perfect-
ly with the continuous improvement policy
of the Center. She agreed to update the
image of Center and implement an aware-
ness campaign.
Ms.  Lynch brought a very aggressive
schedule for project completion that was
missing. She was able to map out a

timetable that offered completion dates.
These dates coincided with due dates for
each of her Master's projects. This aggres-
sive schedule included: designing and pro-
ducing a tri-fold brochure; redesigning the
DPTAC website incorporating CCR & NJ
Commerce podcast training; designing,
writing and producing a new DPTAC
newsletter; and building a database of gov-
ernmental contacts, as well as a number of
other objectives.

PODCAST Success

DPTAC NEWSSUMMER, 2007 Defense Procurement Technical Assistance Center Newsletter

From lef t, David Choi, Ersal Aslam, Ryan W alton, Director , Jim Robert son, and Patricia Damm.
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Ma yor Book er of Ne w ar k, V isits NJIT

In an effort to understand the full capacity of NJIT's EDC Incubator program,
Newark Mayor Cory Booker was given a full tour of the facility on Friday, June 1,
2007. There he had an opportunity to meet DPTAC Director Dolcey E. Chaplin,
Esq., and Marketing Specialist Robert Brown.

MARC/NJIT Procurement Fair held this year at the Tropicana in Atlantic City, NJ helped
our DPTAC clients meet major buyers from many government agencies and many large
prime contractors. This Fair was well attended by more than 300 clients and approximately
70 government buyers.

WA WF Tr aining At NJIT

Pica tinn y Veter an ’s F air

APT AC
Conf er ence ,

Detr oit, MI

MAR C / NJIT
Pr ocur ement F air

Atlantic City , NJ

Ben Ar tis - DCMA, Pica tinn y

The Defense Procurement
Technical Assistance
Center partnered with the
SBA to conduct Wide Area
Work Flow classes  at
Picatinny Arsenal, Dover,
NJ. These classes
informed and trained our
small business clients on
how to go about invoicing
the government electroni-
cally.

Veter ans & SD VOSB
In May DPTAC sponsored a Veteran
Owned Small Business Fair, giving them a
chance to meet directly with buyers and
purchasing people.

DPTAC Completes RFID Seminars
The Mount Holly Office has been very active this year. We held an
RFID seminar in March for all small businesses who deliver their
goods to the U.S. government as well as to large businesses. It was
amazing how many of our clients provide the tags and equipment.
The attendees were given an excellent opportunity to network and
acquire the solid technical information needed to make their deci-
sion regarding the RFID solution that would meet their business
needs.

During the month of May, the Burlington Community College facility
and DPTAC sponsored customized "real time" interactive training in
the area of Wide Area Work Flow (WAWF) for businesses and uni-
versities throughout New Jersey. These workshops focused on the
new Federal payment process. 

Mr. Craig Carpenter from Defense Finance and Accounting
Services-Indianapolis (DFAS) used the available wireless technolo-
gy to deliver individualized training. The workshops were filled to
capacity with finance people from L3 Communications, Boeing,
GlaxoSmithKline Kline, Fujifilm, Honeywell, Long Island University
and our small businesses. What an opportunity to network and
learn! 

Our monthly Government Contracts Workshops in Mount Holly and
Trenton continue to bring more clients to the Center. As the market-
ing specialist for southern New Jersey, I spend much of my time
traveling to the Camden area One Stops, Veteran organizations and
Chambers of Commerce to get the word out. 
Jan Mirijanian, Marketing Specialist

DPTAC NEWSSUMMER, 2007 Defense Procurement Technical Assistance Center Newsletter



323 Dr323 Dr .. MKL BlvMKL Blv d,d, FFenster Hall,enster Hall, Rm 490,Rm 490, NeNe ww arar k,k, NJ 07650NJ 07650

DPTAC Training Seminars & Workshops 
The Defense Procurement Technical Assistance Center (DPTAC) conducts monthly semi-
nar throughout the State of New Jersey. These seminars are held at different locations and
at different times. Each seminar educates and offer the small business owner the basics in
government contracting including what it takes to do business with the federal, state, and
local governments, along with, just how to find and obtain contract opportunities from prime
contractors as well. These seminars & workshops are free to the small business owners
that want to enhance their company's position with greater opportunities.

Monthl y Seminar s

DPTAC Director , Dolcey Chaplin Conducting a 
monthly seminar .
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Seminars Time: 10:00 AM - 1:00 PM, except where otherwise noted.
Please call the DPTAC office in your area for classroom locations.

DPTAC NEWS
Veteran’s & SDVOSB

Another regulation, FAR 52.219-27 - Notice of Total Service
Disabled Veteran-Owned Small Business Set-Aside reads more like
orders, than direction. 

The government "may" set aside certain contracts for
SDVOSBs.  Only SDVOSBs are allowed to compete for these "set
aside" contracts.  Even though the decision to make a SDVOSB set
aside is discretionary (not required), the Comptroller General has
given the statute a broader meaning by applying SBA regulations that
direct the contracting officer ("should") to consider the propriety of a
SDVOSB set aside before proceeding with a small business set aside
(13 CFR 125.19). One can safely assume that the "may" is not entire-
ly permissive, and the Contracting Officer must consider setting an
acquisition aside for SDVOSB before setting it aside for small busi-
ness in general (MCS Portable Restroom Service Group, Comp. Gen.
Dec.B-299291).  FAR 19.1405 further instructs the contracting officer
that in order to set aside these contracts for SDVOSB companies, he
must have a reasonable expectation that offers will be received from
two or more SDVOSBs and the award will be made at a fair market
price.  However, if the contracting officer receives only one acceptable
offer from SDVOSB in response to this set-aside, the contracting offi-
cer should make an award to that firm. 

The Comptroller General reaffirms the sole source award even
when the contracting officer does not have a reasonable expectation
that two or more SDVOSBs would submit a bid, by stating  "FAR
should be read consistent with the SBA regulations" and to find other-
wise would frustrate the intent of the Veteran's Benefits Act of 2003. 

FAR 19.1406 codifies sole source awards to SDVOSB with
certain caveats: (1) the requirement can be satisfied only by one
SDVOSB, (2) the award will be less than $3 Million ($5.5 Million for
manufacturing), (3) SDVOSB is a responsible contractor (the
SDVOSB can perform the contract), and (4) the price is reasonable.

The element requiring the contracting officer to determine
that only one SDVOSB can fulfill the contract can be successfully
established by the contracting officer by documenting the unique char-
acteristics of the firm itself. True, this write-up is an added requirement
for the Contracting Officer beyond that outlined in the 8a sole source
program, but not a deal breaker!
The government buys unique parts and services all the time.  I am cer-
tain an SDVOSB business can assist the government in understand-
ing what makes his/her company's goods or services unique from
other competitors by writing a short narrative for the file. 

Whenever there are set-aside contracts, there are rules. The
Service Disabled Veteran Owned Small Business concern agrees that
in the performance of the contract, in the case of a contract for:
Services - at least 50% of the personnel cost will be spent by
SDVOSB awardee or employees of another SDVOSB company.
Manufactured Supplies - 50% of the cost of manufacture (excluding
materials) will be performed by SDVOSB firm (awardee) or other
SDVOSB firms. General Construction - 15% of SDVOSB (awardee)
personnel cost or other SDVOSB firms. Special Trades - 25% of
SDVOSB personal cost. Dealers, distributors, or wholesalers can offer
a product manufactured 100% by a small business in the US. Joint
venture rules apply equally to SDVOSB contracts and they are dis-
cussed in this newsletter.

The Veterans Administration is an agency that marches to a
different drummer.  The needs of their clients, the soldiers, demand
that they lead in this effort. Their regulations are more inclusive of all
Veteran Owned Businesses. The VA requires Veteran-Owned
Business to be registered in VetBiz.  The VA's unique regulations
allow the VA buyers to sole source to SDVOSB if price is less than $5
Million, with the same requirements of responsibility and the award at
a fair reasonable price as in the FAR regulations. However, if no
responsible SDV is identified, the VA Buyer may sole source to a
Veteran Small Business.  That is an incredible opportunity for all who
served!  Dolcey E. Chaplin, Esq. Director

NJ Commerce Certifications & CCR Podcasts Now Available At WWW.NJIT.EDU/DPTAC

DPTAC NEWSSUMMER, 2007 Defense Procurement Technical Assistance Center Newsletter
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DPTAC NEWS
BUSINESS NEWS

Teamwork, off the battlefield has a different meaning when selling to
the US government. When an VOSB bids on a contract, he likes to
have his friends covering his back. The soldier's training, trust and
experience ultimately affects the way he does business. The govern-
ment takes this commonsense approach to surviving and turns it
around, so listen-up!

When a VOSB proposes to enlist the assistance of other businesses to
perform a set-aside contract, the Contracting Officer must apply the law
so that one company is not in a more advantageous position.  Let's say
one VOSB would like to team with The IBM Corporation. The other
VOSB who is bidding the contract is using a small business with expe-
rience, but not on the level of an IBM. That would be unfair! Remember,
part of the definition of a VOSB or SDVOSB is SMALL! 

The government has rules as to team members, even when the exis-
tence of a team is not obvious to all the bidders. The Small Business
Administration applies these "affiliation" rules when reviewing joint ven-
tures, teaming agreements, or subcontracts. If the VOSB's partner or
subcontractor performs primary and vital requirements, they can be
determined to be acting jointly and thus affiliated. The SBA adds both
companies' employees or revenue together to determine if they are
small.  Consequently, if the above criteria is met, the Veteran Owned
Small Business that teams with the large business is deemed to be
affiliated and not small.

This affiliation also could  occur when there are two or more small busi-
nesses that team for a job. The government would add their revenue
(service companies) or employees (manufacturing companies) togeth-
er to determine if the VOSB bidder is SMALL. 

But there are exceptions when two or more small businesses decide to
team and the government allows them to compete as small without
combining the companies' revenue or employees.

So long as each concern is small under the size standard correspon-
ding to the NAICS code assigned to the contract, they will remain unaf-
filiated and small in the following cases:

1. When SVOSB/SDVOSB bids with any other Small Business for a
bundled contract, at any dollar value as described in 13 CFR
121.125.2(d)(1)(i).

2. When the dollar value of a revenue-based (services) procurement
(including options) is more than half the size standard associated with
the NAICS code governing the procurement.  Example:  A solicitation
with an estimated value of $4 M. with a NAICS code size standard of
$6.5M. 

3. For manufacturers (size based on employees), if the procurement
exceeds 10 M. Sherry P. Rose, Marketing Specialist

Teamwork, off the battlefield

DPT AC Tel. 973-596-3105      F ax. 973- 596-5501 6

DPTAC Year in Review

Bur lington County Colle ge

Def ense Pr ocur ement Tec hnical Assistance Center

Presents

RFID Tr aining
Radio Frequency Identification

Friday, March 9, 2007 
10 am to 1 pm.

DPTAC NEWSSUMMER, 2007 Defense Procurement Technical Assistance Center Newsletter

Thomas E. Wa tkins ,
DCMA Di vision Chief
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The Procurement Technical Assistance Center (PTAC), Director Ms.
Dolcey Chaplin, directed Jan Mirijanian marketing specialist located at
the Mt. Holly Office to arrange to work with Mr. Craig Carpenter from
the Defense Finance and Accounting Service-Indianapolis topic: Wide
Area Work Flow. 

The Procurement center prides itself in working closely with Large,
Small, Veteran Owned and Small Disadvanged companies.  Besides
having certain bidding contractual requirements with small businesses
the PTAC takes its responsibility very seriously by providing work
shops , seminars by providing these companies with opportunities for
growth while broadening the inclusion of their services and commodi-
ties.

During the Month of May 14 thru 17 the Center has worked to increase
its outreach events such as this presentation to bring prime contractors
together with small i.e. some of the companies and colleges in atte-
nance were:  Mack Trucks, L3 Communications, Boeing ,  GlaxoSmith
Kline, Lincoln Technial Institute,  FujiFilm,  PKY, Honeywell
International, and Long Island University were among the eighty per-
sonnel in attendance. 

The Center regularly conducts one-on-one business development con-
sultations and commodity specific networking events to provide a plat-
form for which clients in the New Jersey area are able to gain direct
access to Federal and State contracting. 
Jan Mirijanian, Marketing S pecialist

DPT AC Tel. 973-596-3105      F ax. 973- 596-5501 

A Not-for-Profit Center funded under a Cooperative Agreement between the
United States Department of Defense and New Jersey Institute of Technology
seeks to improve the economy of the State of New Jersey by assisting small
businesses in obtaining government and commercial contracts. 

This Center provides small New Jersey businesses with the marketing know-
how and technical tools they need to obtain and perform successfully under
federal, state and local government contracts, all free of charge.

DPTAC Provides Help for Small BusinessDPTAC Provides Help for Small Business
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NJIT DPT AC Conducts WA WF Tr aining Classes AT Mount Holl y, NJ

DPTAC NEWS
SMALL BUSINESS

PTY Consulting, Inc.'s motto is
"People Connecting  with
Technology." A truer statement could
not be made, since the U.S. Army
came looking for a small, woman-
owned business to provide 25 new
Dell computers, with various specifi-
cations, to Fort Huachua in Arizona. 

At an NJIT Defense Procurement Technical Assistance Center seminar,
held in Newark this past January, Ms. Peju Arole, the mother of two young
boys and the owner of PTY Consulting, Inc.,  was given the tools to be suc-
cessful. In a matter of months, her business was awarded its first govern-
ment prime contract with the Army.

The Center's statewide seminars take the small business owner step by
step through what is necessary to do business with government at the fed-
eral, state and local levels, and with large corporate buyers. With excite-
ment, Ms. Arole signed up to receive free bid matching opportunities and
grasped the marketing advice and networking suggestions to be proactive
in growing her business. She made contact with the contracting officers at
various Defense Supply Centers. With the help of NJIT Marketing Specialist
Robert Brown, Arole successfully registered her business in the CCR and
started visiting recommended web sites like "Fedbizopps.Gov,"  scouting for
new contract opportunities.

Ms. Arole started reading bid notices, RFP's and RFQ's. She looked for any 
business opportunity that might jump-start her business. She felt that
obtaining a contract of approximately $25,000.00 would be a terrific way to
get her small fledgling business off the ground. Formulating all of the nec-
essary questions that would make her efforts successful, Ms. Arole called
NJIT DPTAC for marketing plan assistance and the answers she needed,
including answers to her questions about various FAR clauses - help essen-
tial for submitting bids that get attention and lead to success for small busi-
nesses. In late April 2007, it happened! PTY Consulting, Inc., of Stanhope,
New Jersey, was awarded  a U.S. Army contract in the amount of
$117,917,15. She could hardly believe her eyes.  

Ms. Arole's next step was also correct. She called the NJIT Defense
Procurement Technical Assistance Center again. We all were delighted that
our efforts had paid off once again and encouraged her to be very respon-
sive in fulfilling the contract. Yes, the Center helps with  post- award per-
formance solutions.

This is exactly what DPTAC calls success! The message that the NJIT
Defense Procurement Technical Assistance Center wants to say to all small
businesses is: The government wants to do business with you! Position and
prepare yourself, build your business, market yourself so that contracting
officers know that you are available  and can do the work. Ms. Arole's con-
tract has been filled successfully. Her customer likes her work and has
added more units to the order.   Robert Brown, Marketing Specialist

DPTAC NEWSSUMMER, 2007 Defense Procurement Technical Assistance Center Newsletter

Ar ole Finds $117,917.15  Success w or king with DPT AC



E-Mail: J umbo@ADM.NJIT .EDU

NJIT Def ense Pr ocur ement Tec hnical Assistance Center
Fenster Hall, Room 490
323 Dr . Mar tin Luther King Blv d.
Ne w ar k, NJ 07102

Name 

Company’s Name

Company’s Address

Fr ee Bid Ma tc hing R egistr ation F or m
(Please add Mr ., Mrs. Ms)

City, State, Zip

Telephone Fax

Company’s E - Mail Address (Required) Company’s Web Address

Duns Number Cage Code

Date Comp any Started County

Ethnic Group: White, African American, Hisp anic Sub-Continent Asian, Asian  Pacific, American Indian, Alaskan Native
Hawaiian, Pacific Islander , Other

Gender: Male: Y / N________%  Female:  Y / N_______%  Minority Owned Business  V eteran  Service Disabled V eteran

Please List: NAICS Codes, SIC Codes, PSC, and / or FSC Codes

Product / Service Description

NJ Commerce Certifications & CCR Podcasts Now Available At WWW.NJIT.EDU/DPTAC

The Defense Procurement Technical
Assistance Center offers free bid
matching services to all of our small
business clients . This bid matching
service automatically searches the
Internet for contracts for each specif-
ic client.

After finding a contract that matches
the client NAICS codes and word
description, the system sends that
client an email alerting the firm that
an opportunity is now available for
contract bidding.

Fr ee Bid Ma tc hing
Ser vice a vaila b le

CCR Registration  Y /  N

Number of Employees

Please call, fax, e-mail or mail the above information to DPT AC

DPTAC NEWS
Bid Matching Service
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Please send all comments and/or suggestions
about the contents of this newsletter to:

C/O Robert Brown
New Jersey Institute Of T echnology

Defense Procurement T echnical Assist ance Center ,
Fenster Hall, Rm 490
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