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The U.S. Small Business Administration’s (SBA) Office of Veterans Business Development (OVBD) is pleased to offer this Profile of SBA Entrepreneurial Services to assist you in your efforts to access the programs and services offered by the SBA and its numerous resource partners.  This Profile offers quick and easy access to basic program information sufficient to enable you to access those that meet your needs.
OVBD is fully responsible for the formulation, execution and promotion of policies and programs of the agency that provide assistance to veteran, service-disabled veteran, Reserve and National Guard Member entrepreneurs.  As such, the office is dedicated to actively ensuring that veteran entrepreneurs receive full consideration in all of SBA’s programs and services.      

Contact the Office of Veterans Business Development
· Phone:
202-205-6773
· E-mail:
ajoy.sinha@sba.gov
· Internet:
http://www.sba.gov/VETS/
· National Guard/Reserve Members:
http://www.sba.gov/reservists/

· Address:
Office of Veterans Business Development
                         409 3rd St. SW
                         5th Floor
                         Washington, DC  20416
District Office Veterans Business Development Officers

SBA has identified, to ensure that veteran entrepreneurs receive the necessary assistance and guidance, liaison personnel in each SBA field office to serve as a Veterans Business Development Officer (VBDO).  These officers are responsible for providing prompt and direct assistance and guidance to veteran, service-disabled veteran, Reserve and National Guard Member entrepreneurs seeking to access any of SBA’s programs and services.  To identify your local VBDO, please contact either your local SBA district office or OVBD. http://www.sba.gov/VETS/reps.html

I. Veterans Business Outreach Centers 
OVBD provides operational funding to four Veterans Business Outreach Centers (VBOC) specifically established to offer business development assistance to veteran and service-connected disabled veteran entrepreneurs.  The services offered by these centers include business training, counseling and mentoring.  To access the services of these centers, please contact them directly at:

· The Research Foundation of the State University of New York 
41 State Street
Albany, NY 12246
518-443-5398
Webpage: http://www.nyssbdc.org/vboc
Email:Rossdm@nyssbdc.org
· The University of West Florida in Pensacola  
2500 Minnesota Avenue
Lynn Haven, FL 32444
1-800-542-7232 or 850-271-1108
Webpage: http://www.vboc.org
Email: vboc@knology.net
· The University of Texas - Pan American 
1201 West University Drive
Edinburg, TX 78539-2999
956-292-7535
Webpage: http://www.coserve.org/vboc
Email: vboc@panam.edu
· Vietnam Veterans of California
7270 E. Southgate Drive
Sacramento, California 95823

916-393-8387
Webpage: http://www.vboc-ca.org
Email: igillespie@vboc-ca.org
II. Small Business Development Centers
The U.S Small Business Administration (SBA) administers the Small Business Development Center Program to provide management assistance to current and prospective small business owners. SBDCs offer one-stop assistance to individuals and small businesses by providing a wide variety of information and guidance in central and easily accessible branch locations.
The program is a cooperative effort of the private sector, the educational community and federal, state and local governments. It enhances economic development by providing small businesses with management and technical assistance.

There are now 63 Lead Small Business Development Centers (SBDCs)
[http://www.sba.gov/sbdc/sbdcnear.html] -- one in every state (Texas has four, California has six), the District of Columbia, Guam, Puerto Rico, Samoa and the U.S. Virgin Islands -- with a network of more than 1100 service locations. In each state there is a lead organization which sponsors the SBDC and manages the program. The lead organization coordinates program services offered to small businesses through a network of subcenters and satellite locations in each state. Subcenters are located at colleges, universities, community colleges, vocational schools, chambers of commerce and economic development corporations.

SBDC assistance is tailored to the local community and the needs of individual clients. Each center develops services in cooperation with local SBA district offices to ensure statewide coordination with other available resources. 

The SBDC Program is designed to deliver up-to-date counseling, training and technical assistance in all aspects of small business management. SBDC services include, but are not limited to, assisting small businesses with financial, marketing, production, organization, engineering and technical problems and feasibility studies. Special SBDC programs and economic development activities include international trade assistance, technical assistance, procurement assistance, venture capital formation and rural development. The SBDCs also make special efforts to reach minority members of socially and economically disadvantaged groups, veterans, women and the disabled. Assistance is provided to both current or potential small business owners. They also provide assistance to small businesses applying for Small Business Innovation and Research (SBIR) grants from federal agencies. 

Assistance from an SBDC is available to anyone interested in beginning a small business for the first time or improving or expanding an existing small business, who cannot afford the services of a private consultant.

Find your local SBDC: http://www.sba.gov/sbdc/sbdcnear.html
III. SCORE
SCORE "Counselors to America's Small Business" is the best source of free and confidential small business advice to help you build your business—from idea to start-up to success. The SCORE Association, headquartered in Washington, D.C., is a nonprofit association dedicated to entrepreneurial education and the formation, growth and success of small businesses nationwide. 

SCORE’s extensive, national network of 10,500 retired and working volunteers are experienced entrepreneurs and corporate manager/executives. They provide free business counseling and advice as a public service to all types of businesses, in all stages of development. SCORE is a resource partner with the U.S. Small Business Administration.

· SCORE offers Ask SCORE email advice online (http://www.score.org/).

· Face-to-face small business counseling at 389 chapter offices.

· Low-cost workshops at 389 chapter offices nationwide.

SCORE is a nonprofit organization which provides small business counseling and training under a grant from the U.S. Small Business Administration (SBA). SCORE members are successful, retired business men and women who volunteer their time to assist aspiring entrepreneurs and small business owners. There are SCORE chapters in every state.

Find your local SCORE Chapter:  http://www.score.org/findscore/chapter_maps.html
IV. Women’s Business Centers

The Office of Women’s Business Ownership provides women-focused training, counseling and mentoring at every level of entrepreneurial development, from novice to seasoned entrepreneur, through representatives in the SBA district offices and nationwide networks of women’s business centers and mentoring roundtables. Additionally, WBCs provides online training, counseling and mentoring.  

Women's Business Centers (WBCs) represent a national network of more than 80 educational centers designed to assist women start and grow small businesses. WBCs operate with the mission to level the playing field for women entrepreneurs, who still face unique obstacles in the world of business.  To find your local WBC: http://www.sba.gov/wbc.html

SBA administers three separate, but equally important loan programs. SBA sets the guidelines for the loans while SBA’s partners (Lenders, Community Development Organizations, and Microlending Institutions) make the loans to small businesses. SBA backs those loans with a guaranty that will eliminate some of the risk to the lending partners. The Agency's Loan guaranty requirements and practices can change however as the Government alters its fiscal policy and priorities to meet current economic conditions. Therefore, past policy cannot always be relied upon when seeking assistance in today's market. 

Federal appropriations are available to the SBA to provide guarantees on loans structured under the Agency's requirements. With a loan guaranty, the actual funds are provided by independent lenders who receive the full faith and credit backing of the Federal Government on a portion of the loan they make to small business. 

The loan guaranty which SBA provides transfers the risk of borrower non-payment, up to the amount of the guaranty, from the lender to SBA. Therefore, when a business applies for an SBA Loan, they are actually applying for a commercial loan, structured according to SBA requirements, which receives an SBA guaranty.

I. Basic 7(a) Loan Guaranty
The 7(a) Loan Guaranty Program serves as the SBA’s primary business loan program to help qualified small businesses obtain financing when they might not be eligible for business loans through normal lending channels. It is also the agency’s most flexible business loan program, since financing under this program can be guaranteed for a variety of general business purposes.  

Loan proceeds can be used for most sound business purposes including working capital, machinery and equipment, furniture and fixtures, land and building (including purchase, renovation and new construction), leasehold improvements, and debt refinancing (under special conditions). Loan maturity is up to 10 years for working capital and generally up to 25 years for fixed assets. (www.sba.gov/financing/sbaloan/7a.html)
CUSTOMER:  Start-up and existing small businesses, commercial lending institutions

SBA offers multiple variations of the basic 7(a) loan program to accommodate targeted needs. 

II. Certified Development Company (CDC), a 504 Loan Program
Provides long-term, fixed-rate financing to small businesses to acquire real estate or machinery or equipment for expansion or modernization. Typically a 504 project includes a loan secured from a private-sector lender with a senior lien, a loan secured from a CDC (funded by a 100 percent SBA-guaranteed debenture) with a junior lien covering up to 40 percent of the total cost, and a contribution of at least 10 percent equity from the borrower. The maximum SBA debenture generally is $1 million (and up to $1.3 million in some cases).  (www.sba.gov/financing/sbaloan/cdc504.html)
CUSTOMER:  Small businesses requiring “brick and mortar” financing
III. Microloan, a 7(m) Loan Program
Provides short-term loans of up to $35,000 to small businesses and not-for-profit child-care centers for working capital or the purchase of inventory, supplies, furniture, fixtures, machinery and/or equipment. Proceeds cannot be used to pay existing debts or to purchase real estate. The SBA makes or guarantees a loan to an intermediary, who in turn, makes the microloan to the applicant. These organizations also provide management and technical assistance. The loans are not guaranteed by the SBA. The microloan program is available in selected locations in most states. 
CUSTOMER:  Small businesses and not-for-profit child-care centers needing small-scale financing and technical assistance for start-up or expansion. 
(www.sba.gov/financing/sbaloan/microloans.htm)

 

IV. Loan Prequalification
Allows business applicants to have their loan applications for $250,000 or less analyzed and potentially sanctioned by the SBA before they are taken to lenders for consideration. The program focuses on the applicant’s character, credit, experience and reliability rather than assets. An SBA-designated intermediary works with the business owner to review and strengthen the loan application. The review is based on key financial ratios, credit and business history, and the loan-request terms. The program is administered by the SBA’s Office of Field Operations and SBA district offices. 

CUSTOMER:  Designated small businesses (www.sba.gov/financing/sbaloan/prequalification.htm)
V. SBA’s Investment Programs 

In 1958 Congress created The Small Business Investment Company (SBIC) program. SBICs, licensed by the Small Business Administration, are privately owned and managed investment firms. They are participants in a vital partnership between government and the private sector economy. 
With their own capital and with funds borrowed at favorable rates through the Federal Government, SBICs provide venture capital to small independent businesses, both new and already established. 

All SBICs are profit-motivated businesses. A major incentive for SBICs to invest in small businesses is the chance to share in the success of the small business if it grows and prospers.
Equity capital or financing is money raised by a business in exchange for a share of ownership in the company. Ownership is represented by owning shares of stock outright or having the right to convert other financial instruments into stock of that private company. Two key sources of equity capital for new and emerging businesses are angel investors and venture capital firms.

Typically, angel capital and venture capital investors provide capital unsecured by assets to young, private companies with the potential for rapid growth. Such investing covers most industries and is appropriate for businesses through the range of developmental stages. Investing in new or very early companies inherently carries a high degree of risk. But venture capital is long term or “patient capital” that allows companies the time to mature into profitable organizations. 

Angel and venture capital is also an active rather than passive form of financing. These investors seek to add value, in addition to capital, to the companies in which they invest in an effort to help them grow and achieve a greater return on the investment. This requires active involvement and almost all venture capitalists will, at a minimum, want a seat on the board of directors. 

Although investors are committed to a company for the long haul, that does not mean indefinitely. The primary objective of equity investors is to achieve a superior rate of return through the eventual and timely disposal of investments. A good investor will be considering potential exit strategies from the time the investment is first presented and investigated.

Differences between Debt and Equity Capital

Debt Capital: Debt capital is represented by funds borrowed by a business that must be repaid over a period of time, usually with interest. Debt financing can be either short-term, with full repayment due in less than one year, or long-term, with repayment due over a period greater than one year. The lender does not gain an ownership interest in the business and debt obligations are typically limited to repaying the loan with interest. Loans are often secured by some or all of the assets of the company.

Equity Capital: Equity capital is represented by funds that are raised by a business, in exchange for a share of ownership in the company. Equity financing allows a business to obtain funds without incurring debt, or without having to repay a specific amount of money at a particular time. 

Angel Investors
Business “angels” are high net worth individual investors who seek high returns through private investments in start-up companies. Private investors generally are a diverse and dispersed population who made their wealth through a variety of sources. But the typical business angels are often former entrepreneurs or executives who cashed out and retired early from ventures that they started and grew into successful businesses. These self-made investors share many common characteristics:

· They seek companies with high growth potentials, strong management teams, and solid business plans to aid the angels in assessing the company’s value. (Many seed or start ups may not have a fully developed management team, but have identified key positions.) 

· They typically invest in ventures involved in industries or technologies with which they are personally familiar. 

· They often co-invest with trusted friends and business associates. In these situations, there is usually one influential lead investor (“archangel”) whose judgment is trusted by the rest of the group of angels. 

· Because of their business experience, many angels invest more than their money. They also seek active involvement in the business, such as consulting and mentoring the entrepreneur. 

· They often take bigger risks or accept lower rewards when they are attracted to the non-financial characteristics of an entrepreneur’s proposal. 

Venture Capital
Successful long-term growth for most businesses is dependent upon the availability of equity capital. Lenders generally require some equity cushion or security (collateral) before they will lend to a small business. A lack of equity limits the debt financing available to businesses. Additionally, debt financing requires the ability to service the debt through current interest payments. These funds are then not available to grow the business.

Venture capital provides businesses a financial cushion. However, equity providers have the last call against the company’s assets. In view of this lower priority and the usual lack of a current pay requirement, equity providers require a higher rate of return/return on investment (ROI) than lenders receive.

VI. SBA’s Bonding Programs 
The Surety Bond Guarantee (SBG) Program was developed to provide small and minority contractors with contracting opportunities for which they would not otherwise bid. 
The U.S. Small Business Administration (SBA) can guarantee bonds for contracts up to $2 million, covering bid, performance and payment bonds for small and emerging contractors who cannot obtain surety bonds through regular commercial channels.

SBA's guarantee gives sureties an incentive to provide bonding for eligible contractors, and thereby strengthens a contractor's ability to obtain bonding and greater access to contracting opportunities. A surety guarantee, an agreement between a surety and the SBA, provides that SBA will assume a predetermined percentage of loss in the event the contractor should breach the terms of the contract.

Definition of a Surety Bond 

A surety bond is a three-party instrument between a surety, the contractor and the project owner. The agreement binds the contractor to comply with the terms and conditions of a contract. If the contractor is unable to successfully perform the contract, the surety assumes the contractor's responsibilities and ensures that the project is completed. Below are the four types of contract bonds that may be covered by an SBA guarantee: 

1. Bid - Bond which guarantees that the bidder on a contract will enter into the contract and furnish the required payment and performance bonds. 

2. Payment - Bond which guarantees payment from the contractor of money to persons who furnish labor, materials equipment and/or supplies for use in the performance of the contract. 

3. Performance - Bond which guarantees that the contractor will perform the contract in accordance with its terms. 

4. Ancillary - Bonds which are incidental and essential to the performance of the contract. 

Eligibility 

A contractor applying for an SBA bond guarantee must qualify as a small business, in addition to meeting the surety's bonding qualifications. Businesses in the construction and service industries can meet SBA's size eligibility standards if their average annual receipts, including those of their affiliates, for the last three fiscal years do not exceed $6 million. Local SBA offices can answer questions dealing with size standard eligibility. 

Types of Eligible Bonds 

Bid bonds and final bonds are eligible for an SBA guarantee if they are executed in connection with an eligible contract and are of a type listed in the "Contract Bonds" section of the current Manual of Rules, Procedures and Classifications of the Surety Association of America (SAA). Ancillary bonds may also by eligible for SBA's guarantee. [ For further information and clarification, please contact our nearest field office.] 

Size of Eligible Contracts 

The SBA can guarantee bonds for contracts up to $2 million. 

SBA Guarantee 

The SBA reimburses a participating surety (within specified limits) for the losses incurred as a result of a contractor's default on a guaranteed bid bond, payment bond, performance bond or any bond that is ancillary with such a bond. Activity is accomplished through the Prior Approval program or the Preferred Surety Bond (PSB) program. 

Under the Prior Approval program, the agent reviews the application package and recommends it to the surety company for approval. If the surety company agrees to issue a bond with the SBA guarantee, the package is forwarded to the appropriate SBA/SBG Area Office and evaluated by SBG personnel. If the applicant is determined to be qualified and approval is reasonable in light of the risk, SBA may issue a guarantee to the surety company. The surety then issues the bond to the contractor. SBA's guarantee agreement is with the surety company not with the small business contractor. 

Any surety company certified by the U.S. Treasury to issue bonds may apply for participation in the Prior Approval program, but its bonds are subject to SBA's prior review and approval. Contractors bonded under this program are generally smaller and less experienced than contractors bonded under the Preferred Surety Bond (PSB) program. To compensate surety companies for the risk associated with bonding Prior Approval contractors, SBA guarantees 90 percent of the losses incurred on bonds up to $100,000 and on bonds to socially and economically disadvantaged contractors, and 80 percent of the losses incurred on all other bonds under this program. 

The Preferred Surety Bond (PSB) program was established by P.L. 100-590 in November, 1988. The PSB program provides a 70 percent guarantee to participating sureties, but in exchange, prior SBA approval for each bond is not required. Under this program, the SBA gives selected sureties the authority to issue, monitor and service bonds without our prior approval. Each participating company has a guarantee limit with the SBA. The PSB program was created to encourage the larger surety companies to expand their efforts to help small businesses obtain bonds. Sureties participating in this program cannot participate in the Prior Approval program. 

Fourteen major sureties have become participants in the PSB program. PSB surety companies serve more experienced contractors that demonstrate the potential for growth and consistently have more active work programs. PSB sureties expect the contractors to graduate from the program in approximately three years. This program is managed by SBA's Office of Surety Guarantees in Washington, DC. 

(http://www.sba.gov/financing/bonds/whatis.html)
VII.  Disaster Assistance
The purpose of the SBA's Disaster Loan Program is to offer financial assistance to those who are trying to rebuild their homes and businesses in the aftermath of a disaster. By offering low-interest loans, the SBA is committed to long-term recovery efforts. The agency will do everything possible to meet the needs of those otherwise unable to put their lives back together

Small Businesses that are owned by military reservists (National Guard and Reserve Members) and/or small businesses that employ military reservists called to active duty may qualify for Military Reservist Economic Injury Disaster Loans (MREIDL).
Filing Period for small businesses to apply for economic injury loan assistance begins on the date the essential employee is ordered to active duty and ends on the date 90 days after the essential employee is discharged or released from active duty.

(NOTE: This program applies to military conflicts occurring or ending on or after March 24, 1999)

The purpose of the Military Reservist Economic Injury Disaster Loan program (MREIDL) is to provide funds to eligible small businesses to meet its ordinary and necessary operating expenses that it could have met, but is unable to meet, because an essential employee was "called-up" to active duty in their role as a military reservist. These loans are intended only to provide the amount of working capital needed by a small business to pay its necessary obligations as they mature until operations return to normal after the essential employee is released from active military duty. The purpose of these loans is not to cover lost income or lost profits. MREIDL funds cannot be used to take the place of regular commercial debt, to refinance long-term debt or to expand the business.

Federal law requires SBA to determine whether credit in an amount needed to accomplish full recovery is available from non-government sources without creating an undue financial hardship to the applicant. The law calls this credit available elsewhere. Generally, SBA determines that over 90% of disaster loan applicants do not have sufficient financial resources to recover without the assistance of the Federal government. Because the Military Reservist economic injury loans are taxpayer subsidized, Congress intended that applicants with the financial capacity to fund their own recovery should do so and therefore are not eligible for MREIDL assistance.

Credit Requirements: SBA's assistance is in the form of loans, as such SBA must have a reasonable assurance that such loans can and will be repaid.

Collateral Requirements: Loans of $5,000 or less do not require collateral. Loans in excess of $5,000 require the pledging of collateral to the extent that it is available. Normally the collateral would consist of a first or second mortgage on the business property. In addition, personal guaranties by the principals of the business are required. The SBA will not decline a loan for lack of collateral, but you must pledge available collateral.

Interest Rate: Interest rates are determined by formulas set by law and recalculated quarterly. The maximum interest rate for this program is 4%.

Loan Term: The law authorizes loan terms up to a maximum of 30 years. SBA determines the term of each loan in accordance with the borrower's ability to repay. Based on the financial circumstances of each borrower, SBA determines an appropriate installment payment amount, which in turn determines the actual term.

Loan Amount Limit - $1,500,000: The actual amount of each loan, up to this maximum, is limited to the actual economic injury as calculated by SBA, not compensated by business interruption insurance or otherwise, and beyond the ability of the business and/or its owners to provide. If a business is a major source of employment, SBA has authority to waive the $1,500,000 statutory limit.

Insurance Requirements: To protect each borrower and SBA, SBA requires borrowers to obtain and maintain appropriate insurance. Borrowers of all secured loans (economic injury loans over $5,000) must purchase and maintain full hazard insurance for the life of the loan. Borrowers whose property is located in a special flood hazard area must also purchase and maintain flood insurance for the full insurable value of the property for the life of the loan. (http://www.sba.gov/disaster_recov/loaninfo/militaryreservist.html)

The Office of Government Contracting (GC) works to create an environment for maximum participation by small, disadvantaged, and woman-owned businesses in federal government contract awards and large prime subcontract awards. GC advocates on behalf of small business in the federal procurement world. 

To foster an equitable federal procurement policy, government-wide small business goals, in terms of a percentage of annual expenditure, are established for federal agencies. SBA negotiates the goals annually with each federal agency on an individual basis. Currently, the overall small business goal is 23%. This includes the specific goals of 5% to Women-Owned Small Businesses (WOSB), 3% to service disabled veterans, 5% to small disadvantaged businesses, and the HUBZone goal which is 2 percent in FY-2001, 2.5 percent in FY-2002, and 3 percent in FY-2003.

Under the Small Business Act, federal agencies conduct a variety of procurements that are reserved exclusively for small business participation. These transactions are called "small business set-asides" and include the Small Business Reserve, Set-Asides above the simplified acquisition threshold, the Small Business Competitiveness Demonstration Program, the Very Small Business Set-Aside Pilot Program, and the HUBZone Empowerment Contracting Program.

For all procurement actions expected to exceed the $100,000 simplified acquisition threshold, prime contractors are required to make a "best effort' attempt to make use of small, disadvantaged, and women-owned small businesses as subcontractors if the opportunity exists under the contract. For procurement actions expected to exceed $500,000 ($1 million for construction), the winning contractor is required to provide the agency contracting officer with a written plan that establishes a small business subcontracting goal. The plan details how the winning contractor will make use of small business in each subcontract category and provide for timely payments.

GC administers several programs and services that assist small businesses in meeting the requirements to receive government contracts, either as prime contractors or subcontractors.  These include the Certificate of Competency, the Non-Manufacturer Rule Waiver, and the Size Determination programs. The office also oversees special initiatives such as the Women's Procurement program, the Veteran's Procurement program, and the Procurement Awards program, and the Annual Joint Industry/SBA Procurement Conference.

GC also plays a major role in the formulation of federal procurement policies that affect small businesses.

· Resources and Opportunities – Contact your local SBA Office of visit:

http://www.sba.gov/GC/indexwhatwedo.html
· Federal Agency Procurement Forecast
http://www.sba.gov/GC/forecast.html
I. Contacts and Representatives

· Subcontracting Opportunities Directory
Contains a listing of Prime Contractors doing business with the federal government

http://www.sba.gov/GC/indexcontacts-sbsd.html
· Procurement Technical Assistance Centers (PTACS)
The Defense Logistics Agency, on behalf of the Secretary of Defense, administers the DoD Procurement Technical Assistance Program (PTAP). PTA Centers are a local resource available that can provide assistance to business firms in marketing products and services to the Federal, state and local governments.
http://www.dla.mil/db/procurem.html
· Procurement Center Representatives

SBA's Procurement Center Representatives (PCR's) located in area offices, review and evaluate the small business programs of federal agencies and assist small businesses in obtaining federal contracts and subcontracts.

--
 TPCR – Traditional Procurement Center Representative – TPCRs increase the small business share of Federal procurement  awards by initiating small business set-asides, reserving procurements for competition among small business firms; providing small business sources to Federal buying activities; and counseling small firms.
-- 
BPCR – Breakout Procurement Center Representative – BPCRs advocate for the breakout of items for full and open competition to effect savings to the Federal Government.
--
CMRs – Commercial Marketing Representatives - CMRs identify, develop and market small businesses to large prime contractors and assist small businesses in identifying and obtaining subcontracts.
Contact your local SBA Office or visit site:  http://www.sba.gov/GC/pcr.html
· Office of Small and Disadvantaged Business Utilization

The OSDBUs offer small business information on procurement opportunities, guidance on procurement procedures, and identification of both prime and subcontracting opportunities.  OSDBUs also have Veteran Owned Small Business Representatives.  If you own, operate or represent a small business, you should contact the Small Business Specialists for marketing assistance and information. The Specialists will advise you as to what types of acquisitions are either currently available or will be available in the near future.  
Contact your local SBA Office of visit site:  http://www.osdbu.gov/Listofmembers.htm
II. GC Programs

· Section 8(a) Program/Small Disadvantaged Business Certification Program
The SBA administers two particular business assistance programs for small disadvantaged businesses (SDBs). These programs are the 8(a) Business Development Program and the Small Disadvantaged Business Certification Program.  While the 8(a) Program offers a broad scope of assistance to socially and economically disadvantaged firms, SDB certification strictly pertains to benefits in Federal procurement. Companies which are 8(a) firms automatically qualify for SDB certification.

Today’s 8(a) Business Development Program is strengthened and improved to be a truly effective business development vehicle. New regulations permit 8(a) companies to form beneficial teaming partnerships and allow Federal agencies to streamline the contracting process.  New rules make it easier for non-minority firms to participate by proving their social disadvantage.  

Our task is to teach 8(a) and other small companies how to compete in the Federal contracting arena and how to take advantage of greater subcontracting opportunities available from large firms as the result of public-private partnerships.

Generally, a concern meets the basic requirements for admission to the 8(a) BD program if it is a small business which is unconditionally owned and controlled by one or more socially and economically disadvantaged individuals who are of good character and citizens of the United States, and which demonstrates potential for success.

Contact your local SBA Office of visit this site:  http://www.sba.gov/8abd/
· Small Disadvantaged Business

While the 8(a) Program offers a broad scope of assistance to socially and economically disadvantaged firms, SDB certification strictly pertains to benefits in federal procurement.  SBA certifies SDBs to make them eligible for special bidding benefits. Evaluation credits available to prime contractors boost subcontracting opportunities for SDBs. We have become, in effect, the gateway to opportunity for small contractors and subcontractors. 

Qualifications for the program are similar to those for the 8(a) Business Development Program. A small business must be at least 51% owned and controlled by a socially and economically disadvantaged individual or individuals. African Americans, Hispanic Americans, Asian Pacific Americans, Subcontinent Asian Americans, and Native Americans are presumed to quality. Other individuals can qualify if they show by a “preponderance of the evidence" that they are disadvantaged. All individuals must have a net worth of less than $750,000, excluding the equity of the business and primary residence. Successful applicants must also meet applicable size standards for small businesses in their industry.

· HUBZone Empowerment Contracting Program
The HUBZone Empowerment Contracting Program stimulates economic development and creates jobs in urban and rural communities by providing Federal contracting preferences to small businesses. These preferences go to small businesses that obtain HUBZone (Historically Underutilized Business Zone) certification in part by employing staff who live in a HUBZone. The company must also maintain a "principal office" in one of these specially designated areas. [A principal office can be different from a company headquarters, as explained in our section dedicated to Frequently Asked Questions.] The program resulted from provisions contained in the Small Business Reauthorization Act of 1997. 

The HUBZone Empowerment Contracting Program is administered by a staff in Washington, D.C. in cooperation with field staff located in SBA District Offices around the country. A full listing of those local District Office staff members [HUBZone liaisons] is available on the HUBZone web page under "Contacts." 

How The HUBZone Program Works

The US Small Business Administration (SBA) regulates and implements the program and:

· determines which businesses are eligible to receive HUBZone contracts, 

· maintains a listing of qualified HUBZone small businesses that Federal agencies can use to locate vendors, 

· adjudicates protests of eligibility to receive HUBZone contracts, and 

· reports to the Congress on the program's impact on employment and investment in HUBZone areas.

Eligibility

A small business must meet all of the following criteria to qualify for the HUBZone program:

· it must be located in a "historically underutilized business zone" or HUBZone. 

· it must be owned and controlled by one or more US Citizens, and 

· at least 35% of its employees must reside in a HUBZone. 

Historically Underutilized Business Zone

A "HUBZone" is an area that is located in one or more of the following:

· a qualified census tract (as defined in section 42(d)(5)(C)(i)(I) of the Internal Revenue Code of 1986); 

· a qualified "non-metropolitan county" (as defined in section 143(k)(2)(B) of the Internal Revenue Code of 1986) with a median household income of less than 80 percent of the State median household income or with an unemployment rate of not less than 140 percent of the statewide average, based on US Department of Labor recent data; or 

· lands within the boundaries of federally recognized Indian reservations. 

Contact your local SBA Office of visit this site:  
https://eweb1.sba.gov/hubzone/internet/
· Service-Disabled Veteran-Owned Small Business Concern Program

On May 5, 2004, the U.S. Small Business Administration (SBA) issued regulations in the Federal Register as an Interim Final Rule implementing Section 36 of the Veterans Benefits Act of 2003 (Public Law 18-183).  

Section 308 of PL 108-183, amended the Small Business Act to establish a procurement program for Small Business Concerns (SBCs) owned and controlled by service-disabled veterans. This procurement program provides that contracting officers may award a sole source or set-aside contract to service-disabled veteran business owners, if certain conditions are met.

Finally, the purpose of this procurement program is to assist agencies in achieving the statutorily mandated 3 percent government-wide goal for procurement from service-disabled veteran-owned small business concerns.  

Important Definitions

· Veteran – a person who served in the active military, naval, or air service, and who was discharged or released under conditions other than dishonorable.

· Service-Disabled Veteran – a person with a disability that is service-connected which was incurred or aggravated in line of duty in the active military, naval, or air service.

· Service-Disabled Veteran with a Permanent and Severe Disability – a veteran with a service-connected disability that has been determined by the U.S. Department of Veterans Affairs to have a permanent and total disability for purposes of receiving disability compensation or a disability pension.

· Permanent Caregiver – a spouse, or an individual 18 years of age or older, who is legally designated, in writing, to undertake responsibility for managing the well-being of a service-disabled veteran, to include housing, health and safety.

Program Participation Requirements

1. Ownership

In order to participate in this procurement program, a small business concern must be at least 51% unconditionally and directly owned by one or more service-disabled veterans.  

A concern owned principally by another business entity that is in turn owned and controlled by one or more service-disabled veterans does not meet the direct ownership requirement.  However, ownership by a trust, such as a living trust, may be treated as the functional equivalent of ownership by service-disabled veterans where the trust is revocable and the service-disabled veterans are the grantors, trustees and current beneficiaries of the trust.
· Partnership

In the case of a small business concern which is a partnership, at least 51 percent of every class of partnership interest must be unconditionally owned by one or more service-disabled veterans, and this ownership must be reflected in the concern’s partnership agreement.

· Limited Liability Company
In the case of small business concern which is a limited liability company, at least 51 percent of each class of member interest must be unconditionally owned by one or more service-disabled veterans.   

· Corporation
In the case of a small business concern which is a corporation, at least 51 percent of the aggregate of all stock outstanding and at least 51 percent of each class of voting stock outstanding must be unconditionally owned by one or more service-disabled veterans.  As such, in determining unconditional ownership, SBA will disregard any unexercised stock options or similar agreements held by service-disabled veterans.  However, any unexercised stock options or similar agreements (including right to covert non-voting stock or debentures into voting stock) held by non-service-disabled veterans is still treated as exercised, except for any ownership interest which are held by investment companies licensed under the Small Business Act on 1958.  

2. Control
In order to participate in this procurement program, a small business concern’s management and daily business operations must be controlled by one or more service-disabled veterans (or in the case of a veteran with permanent and severe disability, the spouse or permanent caregiver of such veteran).  Control by one or more service-disabled veterans means that both the long-term decisions making and the day-to-day management and administration of the business operations must be conducted by one or more   service-disabled veterans (or in the case of a veteran with permanent and severe disability, the spouse or permanent caregiver of such veteran).  

A service-disabled veteran (or in the case of a veteran with permanent and severe disability, the spouse or permanent caregiver of such veteran) must hold the highest officer position in the small business concern and must have managerial experience of the extent and complexity needed to run the concern.  The service-disabled veteran manager (or in the case of a veteran with permanent and severe disability, the spouse or permanent caregiver of such veteran) need not have the technical expertise or possess the required license to be found to control the concern if the service-disabled veteran can demonstrate that he or she has ultimate managerial and supervisory control over those who possess the required licenses or technical expertise.
· Control Over a Partnership
In the case of a partnership, one or more service-disabled veterans (or in the case of a veteran with permanent and severe disability, the spouse or permanent caregiver of such veteran) must serve as general partners, with control over all partnership decisions.

· Control Over a Limited Liability Company
In the case of a limited liability company, one or more service-disabled veterans (or in the case of a veteran with permanent and severe disability, the spouse or permanent caregiver of such veteran) must serve as managing members, with control over all decisions of the limited liability company.

· Control Over a Corporation
In the case of a corporation, one or more service-disabled veterans (or in the case of a veteran with permanent and severe disability, the spouse or permanent caregiver of such veteran) must control the Board of Directors of the concern.  Service-disabled veterans are considered to control the Board of Directors when either one or more service-disabled veterans own at least 51 percent of all voting stock of the concern, are on the Board of Directors and have the percentage of voting stock necessary to overcome any super majority voting requirements, or service-disabled veterans comprise the majority of voting directors through actual numbers or, where permitted by state law, through weighted voting.

3. Service-Disabled Veteran-Owned Small Business Concerns and Joint Ventures

Small-disabled veteran-owned small business concerns may enter into a joint venture agreement with one or more other small business concerns for the purpose of performing on a service-disabled veteran owned contract so long as each concern is small under the size standard corresponding to the NAICS code assigned to the contract.  

All joint venture agreements to perform a SDVO SBC must contain a provision that:
i. sets forth the purpose of the joint venture

ii. designates an SDVO SBC as a managing venturer, and an employee of the managing venturer as the project manager responsible for performance of the SDVO contract

iii. states that not less than 51 percent of the net profits earned by the joint venture will be distributed to the SDVO SBC(s)

iv. specifies that the responsibilities of the parties regarding contract performance, source of labor and negotiation of the SDVO contract

v. obligates all parties to the joint venture to ensure performance of the  contract and to complete contract performance despite the withdrawal of any member 

vi. requires the final original records be retained by the managing venturer upon completion of the SDVO contract performed by the joint venture.

Service-Disabled Veteran-Owned Small Business Contracts

SDVO contracts are contracts awarded to an SDVO SBC through a sole source award or a set-aside award based on competition restricted to SDVO SBCs.  The contracting officer for the contracting activity determines if a contract opportunity for SDVO competition exists.

· SDVO SBC Set-Aside Contracts
The contracting officer may set-aside acquisitions for SDVO SBCs if:

· the requirement is determined to be excluded from fulfillment through award to Federal Prison Industries, Javits Wagner-O’Day, Orders under Indefinite Delivery Contracts, Orders against Federal Supply Schedules, Requirements currently being performed by 8(a) participants, and Requirements for commissary or exchange resale items.

· the requirement is not currently being performed by an 8(a) participant, and unless SBA has consented to release of the requirement from the Section 8(a) Program

· SBA has not accepted the requirement for performance under the 8(a) authority, unless SBA has consented to release of the requirement from the Section 8(a) Program

· there is a reasonable expectation that at least two responsible SDVO SBCs will submit offers

· the award can be made at a fair market price  

· SDVO SBC Sole Source Contracts
A contracting officer may award a sole source contract to a SDVO SBC if the contracting officer determines that none of the SDVO SBC set-aside exemptions or provisions apply and the anticipated award price of the contract, including options, will not exceed:

· $5.0 million for manufacturing requirements

· $3.0 million for all other requirements

· the SDVO SBC is a responsible contractor able to perform the contract

· award can be made at a fair and reasonable price

· SDVO SBC Simplified Acquisition Contracts

· If a requirement is at or below the simplified acquisition threshold, a contracting officer may set-aside the requirement for consideration among SDVO SBCs using simplified acquisition procedures or may award a sole source contract to a SDVO SBC.
For further information contact the Office of Veterans Business Development or visit:

http://www.sba.gov/VETS/
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