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Part I  
Executive Summary

The FY02-06 Air Force Space Command (AFSPC) small business and HBCU/MI program plan is a sound and concise description of how and where we will focus our efforts toward ensuring that our Nation’s SBs and HBCU/MI schools participate in a fair share of AFSPC contracts. 
On 16 May 01, the Under Secretary of Defense for Acquisition, Technology and Logistics signed out a Small Business Program Reinvention memorandum to all Service Secretaries.  This memorandum directs a change in the small business goaling process and asks the services to develop SB improvement plans.  The memo also institutes a new methodology for reporting and rating performance.  This memorandum requires the Secretary to report agency small business performance semi-annually.  Likewise, it requires MAJCOM and field level small business advocates to report semi-annually to their commanders.  We will accomplish this within AFSPC.

The AFSPC numerical goals for the different SB categories (found in Part IV of this Plan) are calculated in accordance with the formulas in the 16 May 01 memo..  The goals assigned take into consideration the impact of realigning Space and Missile Center (SMC), Los Angeles AFB from Air Force Materiel Command (AFMC) to AFSPC.
In FY00, AFSPC awarded 37.2% of its total US contract dollars to SB; including 19.7% awarded to small disadvantaged business (SDB); 4.2% awarded to women-owned small business (WOSB); and 0.9% awarded to small business in Historically Underutilized Business Zones (HUBZone).  Our goal assignments for FY02 (AFSPC and SMC combined) are adjusted to project 13.1% for SB; 5.2% for SDB; 3.9% for WOSB; and 2.5% for HUBZone.  As indicated in Part IV of this program plan, except for HUBZone and SDVOSB, these goals are likely to be attained.  Although a service-disabled veteran-owned (SDVOSB) goal is not in the FY02 assignments, AFSPC will endeavor to award 3% of its contract dollars to SDVOSBs—although this may be difficult to attain due to the limited number of known SDVOSB firms who provide the services AFSPC typically procures.  We will also pass SDVOSB goals to our wings/center.
AFSPC has historically had limited opportunities in the area of dollars awarded to Historically Black Colleges-Universities and Minority Institutions (HBCU/MI), but will, nonetheless, continue to seek opportunities for contract awards as promote HBCU/MIs as a provider for education and training for civilian and military members.

We are hopeful that there will be more opportunities for awards to native american (NA) owned small business because Vandenberg, Malmstrom, F.E. Warren and Los Angeles Air Force Bases are located in states which the Air Force has placed special emphasis on in its new initiatives for the FY02-06 plan.
On 1 October 2001 SMC will realign from AFMC to AFSPC.  The AFSPC SB Director has met with the SMC Chief of the SB Office and worked out transition issues.  We expect a smooth transition as we begin to work with the SMC small business and acquisition staff.






We look forward to executing our FY02 program and remain committed to supporting the Air Force small business program plan. 
Part II  
Implementation of Means
A. GOAL--BOOST SMALL BUSINESS PARTICIPATION IN AIR FORCE ACQUISITION


1. OBJECTIVE--Focus on Getting Prime Contract Awards for Small Business (SB)

Means of achieving objective:


Universal (Mandatory) Means

· Pursuing aggressive set-aside program

· Encouraging small business teaming through new affiliation rules, interactive electronic mall and Air Force Outreach Program Office


AFSPC  Implementation:  
Set-asides continue to be the single most effective tool for increasing SB participation in AFSPC contracts.  AFSPC Small Business Specialists (SBS) examine every procurement looking for set-aside opportunities.  Where set-aside potential is undetermined, SBSs will use market research (to include use of the Small Business Administration’s (SBA’s) ProNet database) and sources sought synopses to ascertain SB capabilities (see also Goal A., Objective 2, below).  Sources sought synopses will continue to be done on service requirements to determine if the procurement can be accomplished through a SB, 8(a) or Historically Underutilized Business Zone (HUBZone) set-aside.    When the overall acquisition value limits SB participation as a prime contractor, AFSPC SBSs will develop an alternative strategy to involve SB.  Such strategies may include enhanced subcontracting or a partial set-aside when appropriate.  Recurring service contracts previously acquired as full and open source selections will be re-examined to determine set-aside potential.
We will continue to emphasize the SBA’s rules on affiliation and teaming which will allow larger contracts to be set-aside.  This is an education effort targeted at both SB contractors, AFSPC contracting officers and contracting’s customers.  Toward that end we have written a primer on the new SBA rules and posted that to our website.  We have also prepared a scripted briefing for contracting officers and SBSs to present at pre-proposal conferences.  Finally, our Director of SB wrote and published an article in the National Contract Management Association’s magazine about these changes.  Other education opportunities for providing information on affiliation rules and teaming are using the Air Force Outreach Program Office (AFOPO), one-on-one counseling with SBs, outreach events and acquisition strategy development with customers.  In Colorado Springs,  the AFSPC SBSs will host a joint outreach event with other Colorado Springs Army and Air Force installations which will include information on teaming and affiliation.  At F.E. Warren, the SBS will include information on the AFOPO website in the “Things To Do” portion of her briefing during outreach events as well as information highlighting where SBs can register in the Central Contractor Registration (CCR) system and how to go about locating business opportunities. 


2. OBJECTIVE--Execute a Proactive Market Research and Outreach Strategy


Means of achieving objective:


Universal (Mandatory) Means:
· Teaming with requirements personnel early in the process

· Continuously improving Long Range Acquisition Estimate (LRAE) (including highlighting non-traditional areas(, automatic notification of updates and providing SB Specialist contact for individual requirements) (SAF/SB Implement; field update and utilize)

· Continuously improving Air Force Small Business Online (AFSBO—including making more user-friendly, links to Base POCs with “classified ads,” CBD announcement hot button and automated feedback capabilities (SAF/SB implement; field update and utilize)

· Emphasizing use of sources sought synopsis, capability briefings and small business counseling

· Engaging Air Force Outreach Program Office when needed


AFSPC  Implementation:
Early teaming with requirements personnel will continue to be accomplished by inclusion of SBSs as members of the Business Requirements Advisory Groups (BRAG) for service contracts.  BRAGs are multi-functional teams charged with executing acquisition of services in accordance with AF Instruction 63-124, Performance-Based Services Contracts.  BRAG membership will be leveraged by influencing the teams’ socio-economic decisions by making them aware of SB sources and capabilities through market research and identifying sources for commercial practices or industry standards.  After reviewing the market research findings with the BRAG, SBSs will present data to the Acquisition Strategy Panels (ASP).  The SBS at F.E. Warren is a participant in the weekly Contracting/Civil Engineering update where she has the opportunity to team with requirements personnel very early in the acquisition process and to be an advocate for SB set-asides.
SBSs will continue to update their units’ information on the LRAE on a real-time basis.  Information which is posted includes identification of those areas, by AFSPC unit, which have not traditionally resulted in awards to SB.  Early identification of these non-traditional areas allows prospective SB firms to develop teaming arrangements (e.g., joint ventures, subcontractor/prime contractor relationships).  Several AFSPC units as well as HQ AFSPC/LGCM have a link from their websites to the LRAE.  To further increase exposure to SB opportunities, AFSPC SBSs are posting A-76 requirements to the AFOPO A-76 website and are adding an AFOPO link to their websites.  
All business opportunities with AFSPC units are posted at the FedBizOpps website.  AFSPC contracting offices will continue to use this electronic means for posting requirements from sources sought synopsis to solicitation to contract award announcements.  SBs will continue to be instructed on how to navigate within the FedBizOpps, including how to receive automatic notification for business opportunities specific to AFSPC units and specific to a SB’s North American Industrial Classification System (NAICS) specialty codes.
All AFSPC units will continue to use the electronic source sought synopsis--a standard market research tool--to ascertain the extent of SB sources and their capability to satisfy a given requirement, especially when the buying team is undecided on whether to use a set-aside.  Another electronic method for notifying potential SB sources of AFSPC opportunities is through the continued use of the SBA’s ProNet national web-based database.  Contract Specialists will continue to run searches through ProNet for SBs, SDBs, WOSBs, HUBZones and the newly added search tool for SDVOSBs.  Selective identified firms will be sent an e-mail informing them of the solicitation and providing them with a point of contact for additional information.  Information gleaned from the sources sought synopsis is provided to the BRAGs and to the ASPs in determining whether or not a particular acquisition can be set-aside for SB in addition to addressing subcontracting opportunities.  The Peterson SBS will solicit feedback from SBs in the hope of improving SB participation in out-year acquisitions.
Capability briefings continue to be an effective tool to inform customers about whether SBs can satisfy their requirement.  They are also used to pick single source 8(a) contractors.  They are used with the more difficult set-aside decisions to give customers first-hand knowledge about SB capabilities.  The Patrick SBS prescreens firms who want to present, thereby efficiently using customer time in attending the capability briefings.  At F.E. Warren, the capability briefings and one-on-one counseling will be done simultaneously.  This will allow those firms marketing F.E. Warren, through capability briefings, to be briefed on the latest SB initiatives available to them, such as the AFOPO and SDB and HUBZone certification requirements and the benefits of becoming certified.
One-on-one counseling continues to be a highly effective method for providing information to SBs on opportunities they might have with an AFSPC unit.  The counseling sessions are just as likely to be over the telephone or via e-mail as they are to be face-to-face.  At F.E. Warren, other counseling is provided through conferences held co-hosted with the SBA and the local chamber of commerce which will be attended in order to inform the public of upcoming requirements for F.E. Warren and to actively solicit SB interest and participation.  The SBS will also attend the Cheyenne Chamber of Commerce Small Business Council meetings to provide input and seek out SBs.  At Patrick, the SBS will continue to offer between 150-200 one-on-one counseling sessions per year with all types of SBs.
AFSPC SBSs will continue to seek the assistance of the AFOPO on an as-needed basis for assistance on team considerations, posting/advertising acquisition information on the AFOPO website, presenting new SB information and/or conducting training presentations to their wings on SB issues.

Toolkit (Optional) Means, Including:

· Electronic Outreach

· Industry Days

· Facility Visits
· Community Outreach














AFSPC  Implementation:  

AFSPC SBSs will continue to use electronic outreach through the FedBizOpps website as described above.  Additionally, they will ensure information is posted on their unit websites and that they keep their LRAE information current (please see Goal A., Objective 2, above).

All AFSPC bases will use industry days to broadcast future requirements to assembled SBs, with requirements personnel available to answer questions.  Some will do this by setting aside a day to invite SBs to the base for the presentations.  Others will do this by taking their presentations to forums hosted by others such as Chambers of Commerce, SBA, National Aeronautics and Space Administration (NASA) or Small Business Development Centers.  
Facility visits are not productive nor useful in our situation as the bulk of our contracts are for services performed on AFSPC bases, rather than manufacturing work performed at a plant.



All AFSPC SBS are involved with their local chambers of commerce.  AFSPC SBSs located in Colorado Springs, Colorado (Peterson and Schriever) will continue to support a joint military installations partnership of SBSs (including the Air Force Academy and Ft. Carson Army Base) to staff a DoD SB desk at the local chamber where they provide one-on-one counseling to SBs.  This partnership also puts on an annual SB seminar with the Colorado Springs chamber.  F.E. Warren attends SB council meetings of the Cheyenne, Wyoming Chamber.  Patrick will continue to participate in multiple outreach events, such as those sponsored by Brevard Small Business Assistance Council, National Minority Supplier Development Council, Brevard Community College Small Business Development Center, Melbourne/Palm Bay and Cocoa Beach Chambers of Commerce, State of Florida Space Alliance Technology Outreach Program Board, Services Corps of Retired Executives, Procurement Technical Assistance Centers and other local agencies.  Malmstrom will continue to conduct community outreach through the local government Contracting Assistance Center as well as while attending Government Purchase Card (GPC) fairs and Montana state trade shows.


3. OBJECTIVE--Expand Subcontracting Opportunities


Means of achieving objective:


Universal (Mandatory) Means 

· Requiring aggressive (moderate to high risk) goals in subcontracting plans

· Assigning subcontract goals as a percentage of total contract value in bundled contracts, when SB participation as prime contractor is not feasible

Toolkit (Optional Means), Including:

· Award fee criteria
· Source selection criteria
· Past performance report cards
· Mentor-Protégé
· Tracking of major contract performance








AFSPC  Implementation (mandatory and optional):  
In order to achieve aggressive goals in subcontracting plans, AFSPC will continue to incorporate its enhanced subcontracting methods as described in our supplement to the Federal Acquisition Regulation (FAR) at AFSPCFARS 5319.705-9500.  The highlights of this clause are as follows:
· Small business (SB) subcontracting goals are expressed in terms of percentage of contract value, not percentage of subcontracted amount.

· Minimum, government specified percentage goals are not required normally, but may be used.  Minimums are used when bundling has displaced incumbent SBs as prime contractors.  If the evaluation criterion is important enough, market competition will drive maximum practical, efficient SB subcontracting.

· If minimum percentage is put in the RFP and contract, careful market research goes into the percentage setting so as not to drive inefficient performance.

· Normally, minimum goals by sub-category of SB are not specified, but the RFP may make the offerors aware of DFARS and AFSPCFARS minimums.  DFARS 219.705-4 requires small disadvantaged business (SDB) goals be at least 5% of total subcontracts unless approved two levels above the procuring contracting officer (PCO).  Likewise, AFSPCFARS 5319.705-4(d) requires SB goals be at least 23% of total subcontracts unless approved two levels above the PCO.

· Award fee criteria evaluates whether or not the contractor achieves goals.  The criteria under “satisfactory” describe meeting goals in the subcontracting plan. The criteria under ratings above “satisfactory” describe increasing levels of exceeding goals in the subcontracting plan.  The award fee criteria also assesses whether the kind of work (high tech vs. low tech) promised to be subcontracted is actually subcontracted to SBs.  No “bait and switch.”

· The proposal preparation instructions in the solicitation’s section L and the source selection criteria in section M address SB subcontracting.  Criteria which can be used include:

· Did the offeror propose maximum practical SB subcontracting (consistent with efficient performance)?  Ref FAR 19.705-7(a) and FAR clause 52.219-8(a) and (b), “Utilization of SB Concerns.”  Measure/evaluate subcontracting as a percentage of annual contract value.

· Did the offeror propose reasonable diversity amongst SBs, small disadvantaged business (SDB), women-owned SB (WOSB) and Historically Underutilized Business Zones (HUBZones)?

· Did the offeror propose subcontracting a reasonable share of the high tech work?

· Did the offeror propose an adequate outreach program?

· Past performance:  how well has the offeror met subcontracting goals on other contracts?  Check with the contracting officers (CO).

· The RFP and contract complies with the mandatory evaluation of SDB participation as specified in FAR 19.12.  Suggested evaluation criteria is at FAR 19.1202-3.

· Finally, the CO monitors actual SB subcontracting (post award) by using SF294 reports (semi-annual submittal of the subcontracting report for individual contracts on contractor awards of subcontracts to SB).  Action is taken when the contractor falls short of the subcontracting goals specified in the contract’s SB subcontracting  plan.  How well the contractor achieved SB subcontracting goals is recorded in the past performance report card prepared annually by the acquisition team.
At Vandenberg, the SBS, in conjunction with the acquisition community, will identify and set realistic but aggressive goals in subcontracting plans.  At Los Angeles, they will continue  to pursue an aggressive approach when making recommendations for goals in subcontracting plans.  When appropriate, the use of past performance from the SF294 reports will be used to establish the basis for goals and goals will be based on total contract value in lieu of subcontract value—this performance will be tied to award fees.  At Peterson, when the SBS and contracting officer agree that minimum mandatory SB subcontracting goals for all SB categories are not obtainable (based on history and market research data), the SBS will assist contracting officers in establishing obtainable goals.  Contracting officers will be encouraged to establish award fee criteria which incentivize prospective large business offerors to maximize utilization of SB in contract performance.  At F.E. Warren, periodic training of squadron personnel will be accomplished to focus contracting officer attention to pursuing more aggressive subcontracting goals when awards are made to large businesses.  Market research and acquisition history will be utilized to develop these goals.  In addition to the contracting officer, the SBS will track contractor performance in meeting their subcontracting goals through review of the semi-annual SF294 submissions and annotated on the past performance records, such as the electronic Contractor Performance Automated Reporting System (CPARS) and the construction and architect-engineer performance evaluation forms/databases in order to keep a written record of their efforts in meeting subcontracting goals.  This information will also be available to other contracting activities across the Department of Defense and can be considered in future source selections.  Enforcement actions allowed by contract clauses will be more aggressively pursued to ensure contractors are actively attempting to meet their subcontracting goals.  For those acquisitions which are conducted using the performance-price tradeoff technique, the questionnaire included with those solicitations will include a question regarding the offerors’ past performance in meeting subcontracting goals.  At Schriever, the SBS will encourage participation in the Mentor-Protégé program during outreach efforts and counseling sessions as appropriate.  


















4. OBJECTIVE--Promote Special Emphasis Programs (Small Disadvantaged Business (SDB), Women-Owned Small Business (WOSB), Native American (NA), Service-Disabled Veteran-Owned Small Business (SDVOSB) and Historically Underutilized Business Zones (HUBZone)


Means of achieving objective:


Universal (Mandatory) Means

· Researching and soliciting at least one WOSB, one SDB and one SDVOSB for all competitive requirements over the Simplified Acquisition Threshold (“Rule Of One”)

· Identifying “non-traditional” areas in SB plans and as part of LRAE submissions
· 
· Maximizing use of HUBZone authority

· Targeting non-traditional requirements for special emphasis programs


AFSPC  Implementation:

The “Rule of One/Many” will continue for WOSB, SDB and HUBZone.  SDVOSB and NA searches will be added.  This means that at least one WOSB, SDB, HUBZone, SDVOSB, and NA firm will be contacted on all competitive requirements over $100,000.  The SBA’s ProNet will continue to be utilized to identify these sources.  In addition, information obtained during marketing will be retained for future reference to identify contractor capabilities as well as passed to the other AFSPC SBSs for their information.
Non-traditional areas for AFSPC units will be highlighted in the LRAE:
Peterson

Cheyenne Mountain Communications Services

Cheyenne Mountain Civil Engineers Operations and Maintenance Services

Vandenberg

Architect & Engineering (A&E) Services

Patrick

Aeronautical Instrumentation

Visual Information Technology

A&E Services

Schriever

Communication Services

Technical Engineering Support Services

A&E Services

Malmstrom

Utility Services

A&E Services
Los Angeles
Research and Development in Physical, Engineering and Life Sciences

Aerospace Products and Parts Manufacturing

A&E Services

Efforts to find opportunities for HUBZones will be increased through searches on ProNet.  Further, efforts to maximize the use of HUBZone authority for awards to HUBZones will be researched.  By following the order of precedence for direct authority awards, 8(a)/HUBZone competitions, where allowed by the local SBA office, or sole source 8(a)/HUBZone awards offered under the 8(a) program will be sought.  In those instances where a firm is located in a HUBZone but doesn’t have the necessary SBA certification, the AFSPC SBS will encourage the SB owner to contact the SBA. 
Targeting non-traditional requirements for special emphasis programs will continue to be researched as a viable option in meeting mission needs.  Continued use of matching capable 8(a) firms with mission requirements and awarding in an expeditious manner through the 8(a) set-aside program is one example of how AFSPC will maximize use of special emphasis programs. 

· 





















Toolkit (Optional) Means, Including:

· Publication of special emphasis program success stories internally and externally (local media, SB News Review)
· 
· Education of contracting, technical and management personnel on special emphasis programs (commanders conferences, one-on-ones)
· Utilization of direct 8(a) contracting authority (for awards to 8(a)s and HUBZone firms)
· NA outreach (includes advocating subcontracting incentive and utilization of direct conversion and other special authorities)
· HUBZone outreach (includes pursuing targets of opportunities through personal contract with HUBZone firms, targeting market research, notifying when solicitation posted, encouraging certification and utilizing AFOPO information brochure)


AFSPC Implementation:

Success stories will be submitted to SAF/SB for publication in the Small Business News Review, the Los Angeles base paper, AstroNews, Vandenberg’s internal Small Business Newsletter and externally through Vandenberg’s base newspaper.  At Schriever, the SBS will brief the wing, group and contracting commanders on Schriever’s SB success stories.  The success stories will be submitted to the Schriever base newsletter for publication.
Contracting’s customers will be briefed on socioeconomic programs and how they relate to the procurement process.  Advantages of contracting with SDB, WOSB, NA, HUBZone and SDVOSB firms, provided they have successful past performance records and sufficient capability, will be stressed and success stories will be relayed.  Each AFSPC SBS will continue to proactively research and match unit requirements with SB capabilities.  The SBS will confer with contracting and technical personnel to emphasize AF SB initiatives.  During BRAGs and ASPs, the SBSs will be responsible for ensuring that panel members are aware and understand the various public laws that mandate SB firm’s participation in DoD acquisitions.  
Direct 8(a) contracting will continue to be used as has been done in the past.   Coordination with SBA to compete projects under $3 million will also be continued.  Efforts to find opportunities for HUBZones will be increased through cooperation with the SBA and searching ProNet for HUBZone-certified firms.  Specific SBA training opportunities for HUBZones will be attended in order to find HUBZones capable of meeting our requirements. 

In advocating the NA Subcontracting Incentive (a DoD-funded program which reimburses the prime contractor up to five percent of its subcontract costs for its subcontracts awarded to NA firms), the Vandenberg SB office will take the lead in drafting and mailing letters to all contractors advising or reminding them of the DoD NA subcontracting incentive that is available when using a NA firm as a subcontractor.  They will assist contracting in ensuring that the appropriate clause is in every contract.  
Briefings will be conducted to showcase the contractor’s capabilities, help remove barriers to the SB program, and encourage a team-building approach with the SB community.  At F.E. Warren, active outreach to qualified NA firms will continue.   The SBS will attend NA outreach events in order to provide visibility for Air Force requirements and assist NA firms in finding contract opportunities.   ProNet will also be used as a tool to locate NA firms.  The SBSs will 
advise and advocate opportunities for NA firms as prime contractors or subcontractors under both set-aside and full and open competitive acquisitions in addition to using the sources sought synopsis as a means to alert industry of FY02-04 acquisitions.  
All base operational requirements will be screened for potential HUBZone participation.  HUBZone outreach will continue to be done through use of the SBA's ProNet based on matching those firms which are certified by the SBA which can accomplish the requirements based on the NAICS assigned.  Where a match occurs, the SBS will market the HUBZone firm to ensure they are aware of the solicitation and to determine whether the firm will be submitting a proposal.  In those instances where the HUBZone chooses not to submit a proposal, the SBSs will follow up with the HUBZone to document the reasons why the firm chose not to propose.  Lessons learned will be shared with the acquisition team and other AFSPC SBSs.





























B. GOAL--SEIZE LEADERSHIP ROLE TO BROADEN RESPONSIVE SMALL BUSINESS EDUCATION PROGRAMS


1. OBJECTIVE--Develop World-Class Small Business Education Program

Means of achieving objective:


Universal (Mandatory) Means

· Providing Small Business Instruction Ira C. Eaker courses for all support and logistics group commanders (AFMC)

· Hosting and continuously improving basic and executive small business courses (SAF/SB)

· Develop SB Quick Start Training (AFOPO)

· Pursuing Professional Development through formal/informal training

· Educating customers on Small Business Programs and Sources

· Promoting and Utilizing Air Force Outreach Program Office for benchmarking, educating and training

· Graphic portrayal of Small Business Program Status in Public Setting



Toolkit (Optional) Means, Including:
· Publicizing Small Business Programs and Accomplishments (Includes Air Force SB News Review)

· Fostering Awareness of Internet/Intranet Tools

· Sharing Process Improvements and Lessons Learned
When feasible, all AFSPC SBSs will attend the annual AF and DoD SB Conferences and Training sessions.  All SBSs who are new to their jobs will be attending the SB101 course conducted by the AFOPO in the Fall 2001 session.  AFSPC SBSs are also encouraged to pursue professional development training to enhance counseling and presentation skills.  Professional development will occur through formal Defense Acquisition University (DAU) classes leading to Acquisition Professional Development Program (APDP) certification, Office of Personnel Management development courses, participation in DoD Regional Councils for SB Advocacy and Training and National Contract Management Association (NCMA) membership and certifications will also be accomplished.  


With respect to educating customers on the SB programs and sources, F.E. Warren will present briefings to customers on socioeconomic programs and what role they play in the acquisition process.  Training will be given to squadron personnel and to contractors during SB counseling to foster and promote awareness of Internet tools available such as ProNet.  

The F.E. Warren Wing Commander will be briefed on the status of the SB program during the wing quarterly metrics briefing.  In addition, the Contracting Squadron Commander will be briefed during the monthly critique as to the status of the SB program.   
Training and educational opportunities will be supplemented at Vandenberg through the SB office hosting of a SB vendor day once a year to provide networking opportunities, education and information to customers and SBs alike. The Vandenberg SB Office will send a representative to other regional SB events hosted by other commands and agencies and will also endeavor to attend DoD SB Council meetings.  



At Peterson, the SBS will continue educating customers on AF SB program initiatives and has established the following as counseling topics for upcoming outreach program efforts:
· When practical, assist customers with GSA-type requirements.  Locate and specify qualified SB sources for professional engineering and information technology opportunities

· Identify SB firms with GSA Schedule contracts and input the identified firms in the contracting squadron’s database

· Locate qualified HUBZone SB firms or HUBZone 8a for set-aside acquisitions to achieve HUBZone baseline participation level

· Ensure consolidated or bundled acquisitions are developed in a manner that will not preclude SB firm’s participation as prime contractors.



AFSPC SBSs will continue to provide high visibility of the SB program status in the public setting in the following ways:  at F.E. Warren, external outreach will include presentations to community members which will be given through the Greater Cheyenne, Wyoming Chamber of Commerce Small Business Council and/or their Enlightenment Seminars--this allows community members to understand the Air Force SB program and view the squadron’s accomplishments.  At Peterson, the SBS will continue to d
evelop contacts within the local newspapers media and business journals to publicize SB program achievements (e.g., SB contract awards and program initiatives).
































C. GOAL--ADAPT SMALL BUSINESS PROGRAM TO CHANGING ENVIRONMENT


1. OBJECTIVE--Develop and Implement Strategies that Sustain Prime Contract Opportunities for Small Business while Embracing Acquisition Reform


Means of achieving objective:


Universal (Mandatory) Means

· Identifying barriers to small business awards

· Developing strategies to overcome barriers (process improvement) and sharing best practices/lessons learned

· Participating early in requirements identification and market research

AFSPC Implementation:

Barriers to the SB program will continue to be the awarding of orders off GSA Federal Supply Schedules to large businesses, purchases from large businesses through use of the Government Purchase Card (GPC), bundling and the transfer of dollars to the Corps of Engineers for construction projects.  


The best strategy to overcome these barriers will be to educate 
and counsel contracting and requirements personnel on the SB program and the capabilities of SBs.  The SBSs will pursue, obtain, and use best practices and lessons learned to enhance and strengthen our  SB program.  We will continually identify and target requirements for the SB program.  We will advocate early SB participation on BRAGs and A-76 steering groups, and/or any other program involving early acquisition strategies.  At F.E. Warren, all

 Economy Act purchases will be reviewed to validate that no SB opportunity exists.  Also, the GPC minority vendor report will be reviewed quarterly to assess how GPC holders are utilizing minority enterprises.


At Los Angeles, the SBSs will hold periodic 












meetings with all major internal customers to identify and
 discuss barriers as well as iden
tify topics for the annual SAF/SB workshop.





2. OBJECTIVE--Collaborate at all Levels to Strengthen the Small Business Program


Means of achieving objective:


Universal (Mandatory) Means

· Identifying and communicating with other small business advocates, sharing/adopting best practices and outreach efforts
· Strengthening relationships with Small Business Administration (SBA) counterparts

· Recognizing outstanding partnership efforts


AFSPC Implementation:


The AFSPC SB Director will continue to conduct quarterly conference telephone calls between the SBSs and the MAJCOM.  These calls will continue to emphasize lessons learned and best practices as well as discussing key SB topics and initiatives.  As mentioned above, the Colorado Springs SBSs have additional crossfeed and sharing of information through their participation in the DoD Pikes Peak Military Installations’ Partnership of SBS.   They will continue to use this team of SBSs as a means to foster DoD, AF and Army SB program initiatives in the Pikes Peak (Colorado Springs, Colorado) region.  The Patrick SBS will continue her regular crossflow of information through her participation in various civic groups.


AFSPC SBSs make periodic visits to their district Small Business Administration offices for new information on the SB program, to interact with the Procurement Center Representative and other Small Business Administration personnel and to gather ideas to strengthen the SB program.   At Peterson, the relationship with the SBA will be further strengthened by 



involving the SBA district office personnel in SB Day Program events and outreach efforts and annually discussing acquisition issues with the SBA that appear to impact Peterson’s SB program.


· 


HQ AFSPC/LGCM recently supplemented AFI 36-2835, Annual Acquisition Awards Program, to establish a team award entitled “Outstanding Team Achievement in the Small Business Program.”  This HQ AFSPC/LGC-sponsored annual contracting award for SB achievement reinforces the idea that SB program success cannot happen without contracting support, participation and cooperation.  The award nominee is limited to an acquisition team which has done something special to increase small business participation in AF contracts.





3. OBJECTIVE--Maximize Small Business Awards in Outsourcing


Means of achieving objective:


Universal (Mandatory) Means
· Participating in steering/working groups and providing them with source lists and SB capability information

· Ensuring early involvement in outsourcing requirement identification, to include recommendations on structure of package

· Hosting outsourcing industry days when appropriate
· Providing internal/external training (affiliation rule, teaming, etc.)

· Engaging Air Force Outreach Program Office when formulating strategy
· 
· 

AFSPC Implementation:

All AFSPC SBS are members of their wing’s A-76 steering group and are advocating the structure of “packages” to obtain a “fair share” for SB opportunities.  Together with involvement in steering groups and the BRAGs that will execute these A-76 acquisitions, early involvement is a given.

Because each wing has a minimal number of A-76 studies per year (there are no A-76 studies currently projected for FY02; please see chart below for FY03 projections), an industry day focused on A-76 projects is not practical.  Instead, A-76 projects will be included in periodic outreach events where all future requirements are presented in addition to posting these requirements on the AFSBO website.

All A-76 studies will be posted to the AFSBO website in addition to FedBizOpps. 


AFSPC SBSs and the director will focus on medium-sized requirements as opportunities to expand the envelope of contracts suitable for set-aside because of the new affiliation and teaming rules.  Our training on new affiliation and teaming rules is described under Goal A, Objective 1.
FY03 A-76 ACTIONS

Installation
Study Type
Title
Total FTEs
SBS Goal for Method of Acquisition

Vandenberg
Direct Conversion
Weather Observers
10
To be determined

Vandenberg
Direct Conversion
Air Traffic Control
8
To be determined

TOTAL


18





























































































































D. GOAL--PROMOTE PARTICIPATION OF HISTORICALLY BLACK COLLEGES AND UNIVERSITIES AND MINORITY INSTITUTIONS (HBCU/MI) IN AIR FORCE PROGRAMS


1. OBJECTIVE--Target HBCU/MI to Support Air Force Mission Requirements


Means of achieving objective:


Universal (Mandatory) Means (OPR)


· Using Broad Agency Announcement Set-asides (AFMC)

· Identifying Small Business Technology Transfer (STTR) and other Air Force mission requirements consistent with HBCU/MI capabilities and notify prospective institutions (AFMC)


AFSPC  Implementation:  Applies only to AFMC.


2. OBJECTIVE--Employ HBCU/MI as Sources to Provide Education, Training, and Recruiting for the Air Force's Military and Civilian Work Force


Means of achieving objective:


Universal (Mandatory) Means (OPR)
· Providing HBCU/MI with information concerning Air Force military and civilian sponsored education, training, and recruiting programs 
· Soliciting HBCU/MI to be providers of on-base education training 
· Making available to HBCU/MI the opportunity to participate in Air Force faculty/student fellowships and internships

AFSPC Implementation:
This area has a history of limited opportunity in AFSPC.  Our command’s civilian training and education spending is at approximately $800,000 per year.  An additional $200,000 is tuition assistance where the employee-student selects the school.  In order to increase HBCU/MI participation, where possible, the SBSs plan the following approach:  Vandenberg plans to meet, at least annually, with the Vandenberg training office to discuss HBCU/MI preference for education and training and provide HBCU/MIs with information concerning Air Force civilian and military-sponsored education, training, and recruiting programs as appropriate.  Peterson will solicit HBCU/MIs to be providers of on-base education and training and make available to HBCU/MIs the opportunity to participate in Air Force faculty/student fellowships and internships.



3. OBJECTIVE--Assist HBCU/MI to Identify Opportunities and Compete for Air Force Contracts and Grants


Means of achieving objective:


Universal (Mandatory) Means (OPR)
· Providing technical assistance to HBCU/MI to assist them in participating in Air Force contracts and grants (MAJCOM/DRU)

· Developing and maintain outreach programs (MAJCOM/DRU/FIELD)

· Hosting a command-wide HBCU/MI outreach conference (MAJCOM/DRU) 
· Utilizing Interactive Electronic Mall

AFSPC Implementation:
This is another area where there is limited opportunity.  Peterson is occasionally able to use the University of New Mexico for facility studies.  Patrick  has been able, in the past, to use several HBCU/MI schools for support work for Air Force Technical Applications Center (AFTAC).  Peterson intends to identify HBCU/MIs that are qualified to perform technical support service contracts and professional engineering services (e.g., design and investigative studies) as well as pursue and set-aside one acquisition for award to a HBCU/MI during FY02-04.  Because of our limited HBCU/MI requirements, we propose to keep the HBCU/MI outreach effort at the local level.  The level of our requirements does not make a MAJCOM outreach program cost effective.  Instead, individual SBSs (dual-hatted as field HBCU/MI liaisons), education service officers and civilian personnel training officers will watch for requirements and opportunities for HBCU/MIs.




Part III

Implementation of Air Force Initiatives
EXPANSION OF THE MONTANA/WYOMING NATIVE AMERICAN INITIATIVE


Air Force:
In FY99, the Air Force introduced its Montana/Wyoming Native American Initiative.  This initiative was aimed at bringing $50 million in revenue to the tribal businesses in Montana and Wyoming.  The methodology employed included focused outreach, one-on-one counseling, business education and training, and quarterly reporting.  The results we have enjoyed speak for themselves.  Total Air Force awards to NAs rose over 100%.


For FY02, we will use the lessons that we have learned and expand the initiative, initially to focus on the five states that contain the largest number of NA businesses (CA, FL, OK, TX and WA).  The Air Force goal is to increase NA participation by $100 million through matching requirements with capabilities and using the special authorities available for contracting with NA firms.
AFSPC Implementation:

At Vandenberg, they will continue to emphasize NA businesses in outreach events and provide one-on-one counseling.  They will also provide training and education to the acquisition and technical community on utilizing NA concerns.   At F.E. Warren, the SBS will continue to attend Air Force NA summits and conferences.  This will allow the SBS to highlight upcoming opportunities and provide NA firms with the opportunity to meet one-on-one with the SBS.  In addition, ProNet will be utilized on each acquisition over $100,000 to locate and market to  those NA firms who have identified themselves as experienced under specific NAICS codes.

Peterson intends to use SBA’s ProNet database to identify Wyoming and Montana NA businesses, solicit at least one Wyoming or Montana tribally-owned firm for SB set-aside and full and open competitive acquisitions, establish contact with Bureau of Indian Affairs in Wyoming or Montana to coordinate or participate in NA outreach events and identify targets of opportunities for Wyoming or Montana 8(a) qualified NA firms.

With the special emphasis on NA firms located in California, Los Angeles will focus on identifying capable California NA firms.

AGGRESSIVE USE OF GENERAL SERVICES ADMINISTRATION SCHEDULES


Air Force:

The use of Federal Supply Schedules (FSS) will become a preferred method of contracting for information technology (IT) requirements.  Focused outreach events, which identify IT requirements, will be held at each base, so that SBs can market their capabilities.

AFSPC Implementation:

To further promote this for SB, Vandenberg will maintain a list of SBs that have received a FSS contract and provide additional SB sources whenever possible for potential FSS awards.  They will monitor the J001 reports to determine the extent of SB participation in FSS and provide education and awareness to the acquisition community on the need to increase the SB participation.   The SBS at F.E. Warren plans to attend focused outreach events in Colorado due to the small volume of IT requirements purchased at F.E. Warren.  The focused outreach events in Colorado should attract a larger turnout of vendors since their requirements are larger.  Along those lines, Peterson will continue to identify SB GSA schedule contract holders and, when practical, will assist SB firms with GSA schedule contracts to find and market customers with information technology and professional engineering requirements.  In addition Peterson will collaborate with local GSA customer service representatives to promote a seminar on GSA multi-award schedule solicitation process and ensure annual focused outreach event highlight new GSA solicitation schedule requirements.  At Los Angeles, they will support  outreach events held on base facilitating SBs with schedule contracts to market their capabilities.

WOMEN OWNED-BUSINESS (WOB) OUTREACH


Air Force:

Regional outreach events will be conducted to match base requirements with WOB capabilities.  Bases will identify potential requirements such that other SB programs will not be adversely affected.  The “Rule of One” will be continued and analysis performed on no bid decisions.

AFSPC Implementation:

All AFSPC units will continue to utilize the “Rule of One” to ensure that at least one WOSB business is contacted as a source for each competitive requirement.  They will also participate in focused outreach events directed at WOSB business to match requirements with capabilities and increase familiarization and networking.  At F.E. Warren, the SBS will continue to work  with the Wyoming Women’s Business Council to assist WOSBs in obtaining government contracts.  She will participate in symposiums they sponsor throughout the year.  The SBS will also plan to attend WOSB focused outreach event in Colorado Springs since many of the WOSB firms doing business with F.E. Warren are from Colorado.   Further, Peterson and F.E. Warren will continue to increase the “Rule of One” for WOSBs to the “Rule of Five” in order to improve the chances of obtaining offers from WOSBs.  At F.E. Warren, after offers are received, the contract specialist will determine if any offerors were received from WOSBs and if not, will notify the SBS who will contact those WOSBs that did not bid in order to determine why they selected to “no bid.”  Additionally, Peterson will highlight prospective requirements scheduled for purchase against GSA Multi-Award Schedule contracts during annual focused outreach events.  The SBS will coordinate with contracting staff section chiefs to ensure sources sought synopses encourage WOSB participation by requesting capabilities statements from WOSB firms and will e-mail prospective WOSBs solicitation notices when one-on-one counseling sessions have identified qualified or interested firms.

SERVICE DISABLED VETERAN-OWNED SMALL BUSINESS (SDVSB)


Air Force:

The “Rule of One’ will be applied to SDVOSBs, whereby at least one SDVSB will be solicited on all competitive requirements over the simplified acquisition threshold.  Outreach conferences will be held in collaboration with the VA and SBA.

AFSPC Implementation:

Implementation of the “Rule of One” for SDVOSBs will be executed much as AFSPC units are doing for WOSBs (see above).  Outreach events will be attended in conjunction with the Department of Veterans Affairs and the SBA to increase knowledge of SDVOSB capabilities.   If no firms are located, the file will document the result and a brief description of the market research conducted will be included.  Peterson will further implement this policy by identifying and matching one 8(a) contract requirement with a qualified SDVOSB firm and by contacting the current Simplified Acquisition Base Engineering Requirements contract managers and recommending SDVOSB firms as prospective subcontractors.
Part IV

Fiscal Year 2002

Quantitative Targets






AFSPC and SMC Small Business Program Statistics and FY02 Goals




FY98 ($M)

FY99 ($M)

FY00 ($M)

FY02 AFSPC (incl. SMC) Goals


AFSPC
SMC
Total
%

AFSPC
SMC
Total
%

AFSPC
SMC
Total
%

DoD Formula (% of FY00 %)
FY02 Target Goals
Increase From 00 to 02
$ Plus-up From 00 to 02 Needed to Reach Target ($M)

All Business
$934
$3,703
$4,637


$859
$3,437
$4,296


$892
$3,199
$4,091







SB
$313
$94
$407
8.8%

$304
$120
$424
9.9%

$332
$190
$522
12.8%

102.5%
13.1%
0.3%
+$12.3

SDB
$147
$47
$194
4.2%

$120
$50
$170
4.0%

$175
$31
$206
5.0%

102.5%
5.2%
0.1%
+$8.2

WOSB
$32
$16
$48
1.0%

$36
$37
$73
1.7%

$38
$103
$141
3.4%

112.5%
3.9%
0.4%
+$20.5

HUBZone
program not in effect

program not in effect

$8
$60
$68
1.7%

statute
2.5%
0.8%
+$32.7

SDVOSB
program not in effect

program not in effect

program not in effect

statute
3.0%
3.0%
+$122.7






















( Non-traditional:  a requirement which has a procurement history of low participation in a particular small business area to include SB, Small Disadvantage Business (SDB), Women-Owned Business (WOB), HUBZone and Service-Disabled Veteran Small Business (SDVSB).  Non-traditional requirements should be identified for each area that individual contracting activity's performance is below assigned baseline participation level.
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				Part III  METRICS (MARKET SHARE) PROJECTIONS

				FY97-99 ACTUALS AND FY00-04 FORECAST

		A.  Small Business  ($M)

								Est. at

				Actual		Actual		Completion		Forecast		Forecast		Forecast		Forecast		Forecast

				FY97		FY98		FY99		FY00		FY01		FY02		FY03		FY04

		$Base		$1,065		$934		$876		$826		$826		$826		$826		$826

		$SB		$338		$313		$302		$285		$287		$290		$292		$295

		Actual % *		31.7%		33.5%		34.5%

		BPL %		28.0%		30.6%		31.0%		34.5%		34.8%		35.1%		35.4%		35.7%

		TPL %		29.5%		31.6%		37.3%		35.5%		35.8%		36.1%		36.4%		36.8%

		* The "actual" % for FY99 is the estimate at completion

		Base = Total obligations to business firms for work in the US.

		BPL = Baseline Participation Level, an estimate of dollars and percentages to be obligated

		based on previous fiscal years performance and achievement of planned objectives

		and initiatives, with low to moderate risk of achievement.

		TPL = Target Participation Level, an estimate same as BPL but with moderate to high																14

		risk of achievement.
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SB

		



&A

Page &P

Actual % *

BPL %

TPL %



SDB

		

		B.  Small Disadvantaged Business  ($M)

								Est. at

				Actual		Actual		Completion		Forecast		Forecast		Forecast		Forecast		Forecast

				FY97		FY98		FY99		FY00		FY01		FY02		FY03		FY04

		$Base		$1,065		$934		$876		$826		$826		$826		$826		$826

		$SDB		$153		$147		$124		$116		$118		$121		$123		$126

		Actual % *		14.3%		15.7%		14.1%

		BPL %		11.2%		13.4%		14.1%		14.0%		14.3%		14.6%		14.9%		15.2%

		TPL %		11.9%		14.0%		16.3%		14.5%		14.8%		15.1%		15.4%		15.7%

		* The "actual" % for FY99 is the estimate at completion

		Base = Total obligations to business firms for work in the US.

		BPL = Baseline Participation Level, an estimate of dollars and percentages to be obligated

		based on previous fiscal years performance and achievement of planned objectives

		and initiatives, with low to moderate risk of achievement.

		TPL = Target Participation Level, an estimate same as BPL but with moderate to high

		risk of achievement.
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WOB

		

		C.  Women-owned Business  ($M)

								Est. at

				Actual		Actual		Completion		Forecast		Forecast		Forecast		Forecast		Forecast

				FY97		FY98		FY99		FY00		FY01		FY02		FY03		FY04

		$Base		$1,065		$934		$876		$826		$826		$826		$826		$826

		$WOB		$37		$32		$39		$37		$39		$40		$42		$44

		Actual % *		3.4%		3.4%		4.5%

		BPL %		3.0%		3.7%		3.7%		4.5%		4.7%		4.9%		5.1%		5.3%

		TPL %		3.2%		5.0%		5.3%		5.0%		5.2%		5.4%		5.6%		5.8%

		* The "actual" % for FY99 is the estimate at completion

		Base = Total obligations to business firms for work in the US.

		BPL = Baseline Participation Level, an estimate of dollars and percentages to be obligated

		based on previous fiscal years performance and achievement of planned objectives

		and initiatives, with low to moderate risk of achievement.

		TPL = Target Participation Level, an estimate same as BPL but with moderate to high

		risk of achievement.
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		D.  Small Business Set Aside  ($M)

								Est. at

				Actual		Actual		Completion		Forecast		Forecast		Forecast		Forecast		Forecast

				FY97		FY98		FY99		FY00		FY01		FY02		FY03		FY04

		$Base		$1,065		$934		$876		$826		$826		$826		$826		$826

		$SBSA		$129		$134		$124		$116		$118		$120		$122		$124

		Actual % *		12.1%		14.3%		14.2%

		BPL %		12.5%		13.8%		15.6%		14.0%		14.3%		14.5%		14.8%		15.0%

		TPL %		13.0%		14.2%		17.7%		15.0%		15.3%		15.5%		15.8%		16.0%

		* The "actual" % for FY99 is the estimate at completion

		Base = Total obligations to business firms for work in the US.

		BPL = Baseline Participation Level, an estimate of dollars and percentages to be obligated

		based on previous fiscal years performance and achievement of planned objectives

		and initiatives, with low to moderate risk of achievement.

		TPL = Target Participation Level, an estimate same as BPL but with moderate to high

		risk of achievement.
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		E.  HBCU/MI Contracts, Grants and Cooperative Agreements ($ 000s)

								Est. at

				Actual		Actual		Completion		Forecast		Forecast		Forecast		Forecast		Forecast

				FY97		FY98		FY99		FY00		FY01		FY02		FY03		FY04

		$Base		$881		$1,213		$650		$700		$700		$700		$700		$700

		$HBCU/MI		$301		$289		$33		$35		$35		$35		$35		$35

		Actual % *		34.2%		23.8%		5.0%

		Forecast								5.0%		5.0%		5.0%		5.0%		5.0%

		* The "actual" % for FY99 is the estimate at completion

		Base = Total obligations to institutions of higher education.
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		F.  HBCU/MI Education, Training and Recruitment  ($ 000s)

								Est. at

				Actual		Actual		Completion		Forecast		Forecast		Forecast		Forecast		Forecast

				FY97		FY98		FY99		FY00		FY01		FY02		FY03		FY04

		$Base		$4,200		$4,478		$4,226		$4,226		$4,226		$4,226		$4,226		$4,226

		$HBCU/MI		$9		$0.6		$9		$9		$9		$9		$9		$9

		Actual % *		0.2%		0.012%		0.2%

		Forecast								0.2%		0.2%		0.2%		0.2%		0.2%

		* The "actual" % for FY99 is the estimate at completion

		Base = Total obligations to institutions of higher education.

		FY00 Breakout:

		Tuition Assistance(mil/civ)								$4,066		96%

		All Other								$160		4%

		Total								$4,226
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