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Lesson Plan (1.5 HOURS)

1.  Lesson Scope Statement:


This chain teaching package is designed to introduce the audience to Public Law 108-183 also known as the Veterans Benefit Act of 2003. The lesson is not meant to be an exhaustive overview or to replace the need to thoroughly study the law or implementation regulations. Rather, the intent is to expose participants to the key highlights and framework of P. L. 108-183 and familiarize them with its basic components.

2.  Terminal Learning Objective:


TASK:  To introduce participants to the essential components of the Public Law 108-183 and its impact on Service Disabled Veteran Owned Small Business.

    
CONDITION: 

· As a participant in a classroom environment given a power point presentation.

· As a participant in a virtual classroom through the OSADBU website: www.sellingtoarmy.info.

    
STANDARD: Participants will be able to identify the basic components of the Public Law 108-183 and its impact on Service Disabled Veteran Owned Small Business.

    
LEVEL: Knowledge

3.  Training Aid Requirements: A classroom of appropriate size for the target audience and equipped with (1) a projector with computer connections, and (2) an overhead projector and screen.

4.  Environmental Impact Statements: Locally determined.

5.  Risk Assessment/Risk Control Measures: Locally determined.

6.  Additional Instructor Reading Material: Available at the OSADBU web site at www.sellingtoarmy.info

7. 
Conduct of the Lesson:

a. Overview: Begin by getting the audience to take their seats and providing any administrative instructions.  Upon completion of the admin instructions begin the briefing, using the slides provided taking time to fully introduce the speaker during slide (3). The text is not meant to be read verbatim but is designed to familiarize presenters with the basic material upon which to build their own presentations.  Taking a break between slides 18 and 19 would be ideal.
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 Introduction Slide 1

· [Let the slide talk for itself]
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 Introduction Slide 2
· [Let the slide talk for itself]
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 Introduction Slide 3

· [Begin with a grabbing introduction based on the audience] 

· A question for SDVOSB owners or perspective owners to consider: how would you like to share in $7B of Federal money intended for your small business category? Annually! 

· A question for the Contracting Officers: Tired of receiving legislative desired destinations with little or no direction on how to get there from here?  With Public Law 108-183 you finally get a piece of legislation that not only gives you the rules, but also provides easy to follow guidance on how to implementation as well.  In fact, “The rest of the story” in large part is up to you. 

· On behalf of the director of the OSADBU and OGS, the developer of this presentation: I am _____________ and I am please to present this informational overview on the PL 108-183 and its impact on SDVOSB.
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 Agenda

· [involve the audience by encouraging questions through out the presentation] 
· This informational program makes no assumption of any prior knowledge of this or other legislation and as such seeks to address the mission essential questions of who –what – when –where –why and how.     
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 What is P. L. 108-183

· Quick overview on what a public law is;

· PL 108-183, also know as the “Veterans Benefits Act of 2003” covers a multitude of veteran related topics from survivor benefits to burial benefits.  Title 3 - Section 308 is the specific area we are focused on for this discussion.  To label a specific area of interest by its PL number is not unusual, but the understanding of this nuance may prove beneficial should you hear of any future changes or amendments to PL 108-183 etc. so you will know exactly which section to look.

· Let’s take a moment to clear the air on any misperceptions and discus what PL 108-183 is NOT, 

[Ask question from audience on what they have heard.   Refer to slide bullets. ]

· P. L. 108-183 is not a hand out, It is an opportunity.  How you, SDVOSB owners and Contracting Officer handle this opportunity will make the difference. 

S6

Regulations
· [Let the slide talk for itself]

S7

Exclusions
S8

Set-Asides
S9

Sole Source
S10
 Letter of the Law 1
· The Bottom-Line for P. L. 108-183 is that it provides guidance to contracting officer.  It’s very important to understand the difference between providing guidance and making something mandatory.  The discretion of the Contracting Officer plays THE key role in making this legislation a success.

· Section 308 has three primary subparagraphs areas of discussion; - sole source contracts, - restricted competition contracts and – relationships to other contracting preferences.

·  Sole source contracts:  For a contract award to be sole sourced to a SDVOSB the contracting officer makes the determination if three criteria exist;  

· (1) The SDVOSB is responsible and capable to fulfill the contract AND is the only known SDVOSB according to market research.   

· (2) The contract award does not exceed $5M for NAIC code for manufacturing or $3M for all others.

· (3) The contract award can be made at a fair and reasonable price  
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 Letter of the Law 2
· Restricted Competition:  In the event that two or more SDVOSB may submit offers at a fair and reasonable price, the contracting officer may elect to  SET ASIDE the contract award for SDVOSB

· Relationship to other contracting preferences:  Under few circumstances the contracting officers are restricted from considering SDVOSB for contract awards.  Such as any award that would conflict with the  Javits- Wagner- O’Day  Act which protects contracting awards that may be fulfilled by businesses employing blind or severely disabled employees.  
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 What has become of P. L.. 108-183: puzzle slide
· Now that we have a micro level knowledge of what the letter of the Public Law 108-183 has to say, a question one must ask is, “How did we get to this point”?   To gain a clearer understanding of this puzzle from the macro level its important to look at the pieces that preceded PL 108-183 as well as what puzzle pieces have yet to fall in place.

· P. L. 106-50: Also know as the “Veterans Entrepreneurship and Small Business Development Act of 1999” signed into law by then President Clinton was the direct fore-runner of P. L. 108-183.  P. L. 106-50 provided a desired goal (destination) of 3 percent of the federal-wide total value of procurement contracts and subcontracts to be awarded to SDVOSB.   Making a law is one thing, implementing that law is another.    P. L. 106-50 required another puzzle to provide guidance to the contracting officers on how to begin to achieve the 3 percent goal.    

· P. L. 108-183: The veterans Benefits Act of 2003 was signed into law by President George W. Bush on 16 December and set into motion the events that we are discussing today.  While the Public Law provides general and broad guidance for contracting officers to follow, the details would be found in another piece of the puzzle, the implementation guidance.

· May 5, 2004 SBA publishes interim/final guidance: A key piece of the puzzle was published on May 5, 2004.  This implementation by the SBA provided contracting officers with legal support documentation to begin using P. L. 108-183.   Interesting to note, the speed and sense of urgency by the SBA to publish this implementation document within five months after the Bill was signed into law is somewhat unprecedented and very commendable. 

· July 6, 2004 initial comment period ended:  As with every new piece of legislation, comments, pro and con are solicited to speak to items unforeseen or simply not addressed in the original document.  To date, those initial and subsequent comments continue to be reviewed and we will be among the first to inform you of any substantial revisions in keeping with our informational campaign.

· Informational campaign ongoing: This briefing and others like it, are parts of a major effort to initially get the word out so that those will be immediately impacted and eventually to the entire federal community.

· When will the puzzle be complete?  Only time will tell.  The first step is to reach the goals as established in the law.   This will only come about by a process of review by both federal and private organizations; assessment of how well the program is being implemented; feedback from the impacted communities and appropriate corrections put in place where needed.  Ultimately this puzzle picture will only become clear when the sentiments and actions in the Federal community compliment the views expressed by Secretary of State Colin L. Powell when he said:

“ Let us work together to improve our record for awarding contracts to these very important people, the brave men and women who sacrificed their health in service to their country.  We can meet, even exceed – the 3% statutory minimum goal for awarding contracts to firms owned by our service-disabled veterans”. 
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 What are the numbers (metrics to keep score)

· Secretary of State Powell’s comments were written in response to his federal agency failure to meet the established goal.  The Department of State was not alone in failing to meet the goal.   The entire federal government missed the mark.  Let’s review the numbers.

· The standard business process model (input / output / feedback) provides a simplified but effective tool by which to understand what happened in the case of P. L. 108-183

·  P. L. 106-50 was the input factor, into the Federal system with the stated intentions to establish a Government – wide goal (or output) of NLT 3% of the total value of prime and subcontracts each fiscal year be awarded to SDVOSB.     Looked good on paper, sounded good in political sound -bites but upon further review the reality was far from realizing the established goal.  
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What is the reality (by the numbers)
· To highlight how the disparity between the P. L. 160-50 established goals and actual annual distributions, let us consider the following  numbers: 

·  In FY 2001 9,142 contracts actions awarded to SDVOSB in the amount of $554,167,000 representing only .25% of all Federal contracts awarded missing the goal by over 6 billion dollars. 

· In FY 2002 7,131 contracts actions awarded to SDVOSB in the amount of $298,901,000 representing only .13% of all Federal contracts awarded again missing the goal by close to 7 billion dollars.

·  Last year in FY 2003, approximately 8,416 contracts actions awarded to SDVOSB in the amount of $510,135,596 representing only .21% of all Federal contracts awarded. 

· Clearly, with the total value of awarded contracts to SDVOSB failing to top 1% much less the 3% established goal the need for P. L. 108-183 became more than apparent.  Approximately $7 Billion annually that could be used to establish, grow, maintain and sustain SDVOSB was being used elsewhere. 

· Question, would $7B impact your bottom line?
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 Who does the law impact – Tier 1
· While the Federal Government’s budget extends into the hundreds of billions of dollars and 3% may sound relatively small,  the fact is that 7 billion dollars can make a  major impact.    Let us now  examine the “WHO”  does P. L. 108-183 impact:

·  SDVOSBs, the intended outcome beneficiary, will be the most impacted group as a result of the successful implantation of P. L. 108-183. 

·  Successful implantation of the law resides in large part,  with the many contracting officers in the federal agencies responsible for announcing, competing and awarding government contracts based upon established guidance.

· Without questions the Federal Agencies that receive services and products provided by the SDVOSB will be impacted.   The question remains for the SDVOSB owners, will the impact to the Federal Agencies be a positive or less than positive one?  The answer to that question will itself have a far-reaching impact. 
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 Who does the law impact – Tier 2
· All subsequent Tier’s (or levels of impact) are contingent upon a successful foundation established in the first tier.     

· SDVOSB owners are likely to hire other veterans, be they disabled or not, based on a common work ethic, set of values or experience for the task at hand.    

· Large Business prime program contractors may be required to award subcontracts to SDVOSB as part of their prime contract holder responsibilities.

· The network of Small and Disadvantaged Business Units can be impacted as the productivity and reputation of individual SDVOSB spreads in the Federal Small Business community. 
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 Who does the law impact – Tier 3
· Of all the federal agencies the Department of Defense ideally would be most impacted.  As the trend to out source for services and products continues to grow, the advantage of contracting with SDVOSB,  many of whom performed similar services or maintained similar products while active duty, can present a win-win scenario for both DOD and SDVOSB.

· With the increasing rate of  reservist  being called or recalled to active duty, the extra support or assistance generated by P. L. 108-183 may provide the incentive to maintain their SDVOSB or for currently active duty , go into  business upon discharge.
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 Who does the law impact – Tier 4
· Tier 4 represents the “all other” categories that the local, State and Federal Legislatures as well as the nation's economy.   While opinions vary to a large degree on specific political reasons for any given conflict, in general the public sentiment is supportive of the men and women that volunteer to defend our freedom.  SDVOSB success stories makes for good politics for those legislatures that can claim to have had a role in supporting that success story.    This countries economy was built on small business and the American Dream that through hard work and a good service or product, anyone has the ability to be come successful 
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 Why P. L. 108-183, a summary of materials covered thus far - Intent
· Taking a moment to summarize what has been covered thus far: we’ve discussed “What” P. L. 108-183 is as well as “Who”  the law  will  primarily impact.  The “Why” has been covered but let’s concentrate for a moment on the bottom line of the intent,  objectives and vision of P. L. 108-183.

· The Intent  (Slide speaks for itself, do not read the slide but ask for questions) 
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 Why P. L. 108-183, a summary of materials covered thus far - Objective
· The Objective (Slide speaks for itself, do not read the slide but ask for questions) 
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 Why P. L. 108-183, a summary of materials covered thus far - Vision
· The Vision  (Slide speaks for itself, do not read the slide but ask for questions) 
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 The advocates ring chart

· Whenever the topic of money distribution is being discussed there will always be those that question why they are not receiving their share, your share, and everyone else’s share as well.  However let us turn our attention now on those agencies that are acting on the behalf of the SDVOSB.

· Army and DOD OSADBU: Your host today is a primary point of contact for information on current action and future initiatives on behalf of all small and disadvantage business units including SDVOSB.   Ms. Pinson, Director, OSADBU and her staff work hard to build relationships linking the Army, other DOD SADBU offices and federal agencies together with the small business units they represent.  We will discuss in more detail the mission of he Army OSADBU in the next slide.

· Federal Organizations: Primarily the Small Business Administration (SBA) and the Veterans Administration (VA).  

· The SBA is the key federal agency with oversight responsibilities and enforcement authority.  As such the SBA is responsible for publishing implementation guidance and grievances procedures for both small business and federal contracting officers. 

· The VA works very closely with the SBA on behalf of all veterans and is another prime source of support and up to date information for matters relating to SDVOSB. 

· Another key item worthy of mention under Federal Organizations is the Mentor – Protégé program.  The program is designed to motivate and encourage agencies to assist small business reach their goals and establish a long-term business relationship for the agency. 

· Private Organizations (Veterans): The community of private organizations (both non-profit and for-profit) catering to veterans concerns is large and continues to grow.    A listing of the Task Force for Veterans Entrepreneurship alone contains over 25 members ranging from the Association for Service Disabled Veterans to the Vietnam Veterans of California, Inc.   Some of these organizations have a national visibility while others are regionally based.  But they are all working on your behalf.  Find them, befriend them and benefit from them.

· Other SDVOSBs: Network, Network, Network.  Shared information between like sources will be critical to your success 

· You are Your Strongest Advocate! :  Even with all the help, assistance and support that exists to make your business successful, the fact remains that the ultimate advocate on your behalf will always be YOU!  Working hard is a given requirement, working smart is essential for success.  

· Knowing your advocates, their strengths and how by developing business relationships with them can be mutually beneficial -will go a long way. 
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The mission of OSADBU
· The Army’s OSADBU’s vision is to be an integral part of the Army team to help small businesses and America's Army meet the challenges of this century by establishing the Army as the premier organization for the promotion of and assistance to all small business categories to include Service Disabled Veteran Owned Small Business.
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Selling to Army Web Site

· The OSADBU web site is an informational portal for the Army, Federal government, citizens and businesses to obtain information about all small business programs to include SDVOSB.  

· In addition, the web site provides:

· Information and registration for conferences, 

· Army awards nominations and tracking, 

· Veteran Owned Small Business features, 

· Hot Topics, 

· Extensive external link listings to other helpful small business information, and 

· Contact form to email all Program Managers.  

· The OSADBU web site also host the most extensive Federal Supply Code search and Army Command search on the web.  

· Of particular interest to the SDVOSB, the website allows OSADBU to solicit participation in its numerous business training and education programs.
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OSADBU SDVOSB initiatives current status

· The Army's Office of Small and Disadvantaged Utilization (OSADBU) and specifically Program Manager: LTC James Blanco is extremely dedicated to supporting business opportunities for men and women who have served their country. As a result, they have undertaken an aggressive outreach initiative to improve prime and subcontracting opportunities for Veteran-Owned Small Business (VOSB) and Service Disabled Veteran-Owned Small Business (SDVOSB) concerns. The initiative has both short and long-term objectives with the intent of reaching the congressionally mandated goal of 3% of the total Army contracting base for SDVOSBs within three years. 

· This initiative has been divided into three phases: 

· Phase 1: The first phase of the initiative focuses on forming strategic partnerships with federal agencies currently engaged with VOSB and SDVOSB concerns and leveraging available resources; most notable through the Veterans Administration (VA) and the Small Business Administration (SBA). Forming strategic partnership will serve to maximize the use of dedicated resources and reduce duplication of effort. 

· Phase 2: The second phase will focus on an aggressive outreach effort to identify eligible VOSB and SDVOSB entities and to enlighten them on business opportunities with the U.S. Army. For example, the OSADBU website has been redesigned to increase functionality and usability. OSADBU is developing an exportable turnkey outreach program to increase marketing efforts through the over 200 small business specialists within the U.S. OSADBU also plans to work closely with private veteran organizations to reach eligible individuals through letters, emails, and conferences. 

· Phase 3: The third phase will focus on long-term growth of VOSB/SDVOSB entities. OSADBU will seek to counsel and advise potential VOSB and SDVOSB entities of opportunities and grow these companies to ensure they are providing supplies and services relevant to the US Army. Emphasis will be placed on education and opportunity.

· With the Congressional backing of P.L. 106-50 and P.L. 108-183, The Army's Office of Small and Disadvantaged Utilization firmly believes the Army is well positioned to fully maximize the opportunities presented with these two pieces of legislation. 

· The bottom line for OSADBU is to provide VOSB/SDVOSB the opportunity to be successful in the Federal Government.  A mission to which they are absolutely dedicated.
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Starting a Business

· Before we can proceed with how to do business with the government, it’s important to reflect on a few business basics. As the saying goes, failure to plan is a plan to fail.  While the intent for this presentation is not a Business 101 class, the topics presented on this slide requires serious consideration and assessment prior to venturing out to do business with the government.

· [Use this opportunity to facilitate the importance of each statement;  “Why is  ----- important?”]

S27
Business Marketing
· Now that you have accomplished all the necessary requirements to being your business, How do you go about marketing?

· [Use this opportunity to facilitate the importance of each statement;  “Why is  ----- important?”]
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Intro for the 13 steps 

·  The following series of slides are adapted from OSADBU web site under the heading, Doing Business with the Army. 

·   The web site also offers the capability to customize your learning experience as well as provides internet links to  subject matter being discussed.

S29
Steps 1-3

· Step 1:

It is very important that you first know the product or service you are selling the Army.

There are three different marketing strategies and different customers within the Department for each product or service.  It is helpful to know your Federal Supply Classification Code (FSC).

Many government products / services listings and future procurements are broken down by FSC.
http://www.scrantonrtg.com/secrc/fsc-codes/fsc.html or 

North American Industry Classification System (NACIS) codes. 
http://www.census.gov/epcd/www/naics.html
· Step 2:

If you have not already done so, contact the Defense Logistics Services Center to request a CAGE Code: http://www.dlis.dla.mil
You will also need a Data Universal Number System (DUNS) Number, which is available from Dun and Bradstreet, by calling 1-800-333-0505 or 610 – 882-7000

· Step 3:

Most of the Army’s buying activities make purchases in support of their individual base requirements and are considered local buys.  You should contact the Small Business Specialist at the Army installation located in your geographical area to discuss business opportunities for your firm.

Be prepared to provide a brief written summary in support of the Army’s mission.  The Major Army Commands have contracted responsibilities depending upon their mission requirements.

Another source to assist you in identifying buying activities that purchase your product or services in the Department of Defense (DOD) standard Tabulation (ST28) report.  http://web1.whs.osd.mil/peidhome.htm This information is also found on the OSADBU website at http://www.sellingtoarmy.info/fsc_search.asp. 
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Steps 4 - 6
· Step 4:

Personnel at each installation are authorized to use the Government purchase cards (also know as the IMPACcard) to buy supplies and services (valued at $2,500 or less).  If you cannot accept a purchase card, please let your Army customer know.  If you cannot, you may want to investigate this option.  Some activities may provide you with a listing of the purchased cardholders to whom you can directly market your products or services.

· Step 5:

As with any customer, it is best to do some research about the activity before calling them.  Many Army activities maintain their own web sites.  This information may be helpful in identifying the primary mission of that command.

AMC – http://www.amc.army/amc/smlbus
ACE – http://www.hq.usace.army.mil/hqsb/
DCCW – http://dccw.hqda.pentagon.mil/smallbiz/index.htm
INSCOM – http://www.inscom.army.mil/
MEDCOM – http://sb.amedd.army.mil/
MRMC – http://www.mrmc.smallbusopps.army.mil/
SDDC – http://www.sddc.army.mil/
NGB – http://www.arng.army.mil/tools/contracting/
SMDC – http://www.smdc.army.mil/SADBU/SADBU.html
ACA – http://aca.saalt.army.mil/


ATEC - http://www.atec.army.mil/
· Step 6:

In order to do business with the Army, you must be registered in the Central Contractors Registered database.  This registration must be completed prior to award of any contract or agreement.  This registration can be accomplished online at http://www.ccr.gov.
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Steps 7 - 9
· Step 7:

We realize that doing business with an organization as large as the DOD can be daunting.  The Procurement Technical Assistance Centers can be another important resource.  These Centers are located in most states and partially y funded by DOD to provide small business concerns information on how to do business with the DOD.  They provide in depth counseling on marketing, financial and contractual issues to small business concerns at minimal or no costs.

· Step 8:

In addition, the SBA offers assistance through their Small Business Development Centers:
http://www.business.gov/busadv/maincat.cfm?catid=18

 HYPERLINK "http://sbdc.utsa.edu/" \t "_blank" 
· Step 9:

Regardless of your product or service it is important that you not neglect our very large secondary market.  Subcontracting Opportunities with DOD Prime Contractors http://www.acq.osd.mil/sadbu/ publications and lists all of the major DOD prime contractors by state and provides a point of contact (Small Business Liaison Officer) within each firm.
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Steps 10 - 12
· Step 10:

As we downsize our acquisition workforce within the Army, more and more of our products / services are being purchased from General Services Administration (GSA) schedule.  If you are interested in obtaining information about GSA schedules, please contact:

General Services Administration
http://www.gsa.gov
FSS Schedule Information Center (FM)

Washington, D.C. 20406

(703) 305-6477
· Step 11:

It is important that you are familiar with the Federal contracting procedures and regulations.  The following governs contracting procedures within the Army and are available online.

Federal Acquisition Regulations (FAR)

The Defense Federal Acquisition Regulations Supplement (DFARS)

The Army Federal Acquisition Regulations Supplement (AFARS)

· Step 12:

Federal business opportunities are posted on http://www.fedbizopps.gov This is a single point of entry for the Federal Government and should be monitored daily.
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Steps 13

· Step 13:

After you have identified your customers, researched their requirements, and familiarized yourself with procurement regulations and strategies, it is time to market your product or service directly.  Present your capabilities clearly and cogently to the Army activities and prime contractors to whom you are marketing.  

Realize that, like you, their time is valuable and if the match is a good one, you can provide them with a cost-effective quality, solution to their requirements.  

God Speed!
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Implementation guidance May 5   

· Every Contracting Officer must have and every SDVOSB owner should have and know the most current implementation regulations regarding P. L.  108-183.  You can download this document from the OSADBU webs site under the heading “Federal Register SBA” or from the Federal regulations web site. 
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Where to turn for additional guidance and support

· As with any legislation, changes are bound to occur.  For answers to questions or additional guidance and support, on this or other items impacting the SDVOSB community you would do well to include the following agencies in your first response for accurate information.
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Final Success, It’s up to you 

· Remember P. L. 108-183 provides an excellent and well deserved opportunity to the SDVOSB owner.  Make the most of it.
· What are your questions?   
Back Up slides:

BU- S1
History (1)

Small Business Mobilization Act of 1942

In 1942, Congress recognized that business concerns operating small plants may not have the “economies of scale” necessary to compete with large plants, and that a price differential might be required to keep such plants mobilized . . .

But , only for the war effort!
Armed Services Procurement Act of 1947

In 1947, Congress declared the policy that: “…A fair proportion of total Federal purchases and contracts be placed with small business concerns.

The intent of Congress was to: “…Continue in peacetime the policy, which prompted enactment of the “Small Business Mobilization Act” in 1942.
Defense Production Act of 1950


The Korean War provided more emphasis for small business. Congress determined that preservation of small business mobilization capabilities was of utmost importance, and that, again, awards could be made to small business at other than lowest possible price.
Quote From The 82nd Congress in 1951
“… In the early years of World War II, 100 large corporations received 67 percent of Fedreral prime contracts.”

“… During this same period, one-sixth of the Nation’s Small Business closed their doors!”

“… This mistake must not be repeated.  Our mobilization program must extend down into the small plants because they are the major source of our productive strength.”
Small Business Act of 1953 (Public Law 83 – 163 and Public Law85-536)
Created the Small Business Administration (SBA) as an independent agency within the Executive Branch.  Authorized SBA to make direct and “guaranteed” loans to small business.

Directed SBA to provide technical and management assistance to small business concerns.

Authorized SBA to enter into contracts with Federal agencies and the sublet those contracts to minority firms under Section 8(a) of the Act.

Directed SBA to assist small businesses in obtaining government contracts.

Directed inclusion of small business subcontracting clauses in all contracts over $10,000.

Required Federal agencies to publicize in the Commerce Business Daily (CBD) all procurements over the small purchase threshold and those with subcontract potential.
Revision to the Small Business Act of 1953 (Public Law 95-507)(1978)
Redefined minority firms as Socially and Economically Disadvantaged Small Concerns (SDBs)

Required Federal agencies to establish small business goals and explain to Congress when goals were not met.

Required small and small disadvantage business subcontracting goals for major contracts awarded to large business.

Reserved all awards under $25,000 for small business.

Required establishment of the Office of Small and Disadvantage Business Utilization

Director appointed by Head or Agency or Deputy
National Defense Authorization Act (Public Law 99-661) 

Passed in 1987

Established in the Small Disadvantage Business Program and the 5% minority owned business goal.

Emphasizes contracted with Historically Black Colleges and Universities/Minority Institutions.

BU - S2
History (2)

Federal Acquisition Streamlining Act Of 1994 (Public Law 103-355)
Enacted 10 October 1994

Replaced the term “small purchase”, established “micro-purchases” at $25,000 or less, and established the Simplified Acquisition Threshold at $100,000.  Automatic Small Business Reservation became $2,500 to $100,000 and the Act added women-owned small business to subcontracting plans.
HUBZones Empowerment (Public Law 105-135)

The HUBZones Empowerment Contracting Program, which is included in the Small Business Reauthorization Act of 1997, stimulates economic development and creates jobs in urban and rural communities by providing contracting preference to small business – that are located in a HUBZone and that hire employees who live in a HUBZone.


“Provide federal contracting assistance for qualified small business concerns located in historically underutilized business zones in an effort to increase employment opportunities in those areas.
Veterans Entrepreneurial and Small Business Development Act of 1999 (Public Law 106-50)
The Veterans Entrepreneurial and Small Business Development Act recognizes that veterans of the United States Armed Forces have been and continue to be vital to the small business enterprises of the United States. It also recognizes that the United States must provide additional assistance and support to veterans to better equip them to form and expand small business enterprises, thereby enabling them to realize the American dream that they fought to protect.
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