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Message From the Director

Lee Rosenberg

INSIDE THIS ISSUE...

Nunn-Perry Award

First, some sad news (at least for the MDA OSBP). Donna Cancel, the MDA
Deputy Director for Small Business Programs and my able assistant, colleague
and friend, retired in January a er over 30 years of outstanding Government
service. She will be sorely missed for her expertise, sound advice and pleasant
demeanor by all in the small business community. Ve wish her and her hushand
Ivan the best as they move on to a new phase in their life of chasing grandkids instead of set-aside
contracts. Now, some good news! e new MDA Deputy Director for Small Business Programs will
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Strengthening
Small Business

Subcontraci ng be Genna Wooten. Genna is coming to us from our Contracting Directorate where she has been serving

prog ram U pdate asacontractingo cer on a major defense acquisition program. Genna will be a great asset to our small
business team and we look forward to her arrival.

Some other great news! 1d like to extend my sincere congratulations to the DoD Mentor-Prot@g@

New Rules for Program team of Lockheed Martin Information Systems and Global Solutions and 1SYS Technologies

WOSBs for winning the FY11 Nunn-Perry Award. e Lockheed Martin-1SYS team was one of only six

mentor-protdg@ teams across the entire DoD to win the award and only the 2nd MDA team to win
. this prestigious award. \We re very proud of their performance and know the award was richly deserved.
MiDAESS Award You can read the entire announcement on Page 2 of this Newsletter.

Update As you might be aware, the DoD Mentor-Prot@gd Program authorization expired as of September
30, 2010. We were all expecting it to be reauthorized with the 2011 National Defense Authorization

. Act that was passed in December, however, that did not occur. | know that the O  ce of the Secretary
Honoring RDML of Defense (OSD) O  ce of Small Business Programs (OSBP) is in discussions with Congressional
sta ersand, hopefully, this was just an oversight and will be corrected in subsequent legislation. Until
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Altwegg then, we are prohibited from awarding new agreements under this program.
Speaking of the DoD Mentor-Prot@g@ Program, year over year, the demonstrable worth of the
Your CCR Pro le program is clearly show with the growth, in both revenues and workforce, of the small businesses who
are in the program. It is one of those few areas that can be clearly shown to enhance the small business
: industrial base supporting the DoD and has contributed directly to job growth across all the participants.
Fish Out of Water We all sincerely hope Congress sees the worth of the program and continues it as a permanent program

into the future.

2011 Calendar So 1 d like to take a moment to explain a little about the program since I truly believe Congress will

see its worth and reauthorize it down the road. e program is not for the faint of heart. It requires
extraordinary commitment on both the Mentor and the Prot@g@ parts. Appendix | of the Defense
Federal Acquisition Regulation Supplement outlines the eligibility requirements to become a Mentor
OSBP Update or a Protfg@ and the requirements of the program. Some folks think that they should get into the
program because it will get them subcontracts. If that is your motivation, don t waste your time. You
will fail. e program is designed for businesses that meet the eligibility requirements, are going

Upcoming Events
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OSBP Sta concerns and have reached a plateau in their business.  eir strategic planning dictates further expansion
of their business base, but they need additional skills, quali cations or capabilities to get to that next
n Websites of Interest level they seek. s is where the Mentor-Prot@g@ Program can be of great assistance. It can help your

business achieve those necessary certi cations or implement new business systems or processes that

will enable you to function at a higher level. A by-product of the program o en is subcontracts, but it
. is not the goal. In fact, in several instances | ve seen, the by-product has been prime contracts with the
NeXt |SSU€. ‘]U|y 2011 Mentor as a subcontractor.

Approved for Public Release 11-MDA-6097 (01 APR 11) Continued on page 7
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MDA Mentor-Protdgd Team Wins

Nunn-Perry Award
Leah Garton, MDA Shield

A Missile Defense Agency (MDA) mentor-protfgd team
has recently earned the DoDs Nunn-Perry Award according
to Lee Rosenberg, Director of the MDA O ce of Small
Business Programs. e MDA, through the Defense Contract
Management Agency (DCMA), sponsors a Mentor-Prot@gd
Agreement with Lockheed Martin and ISYS Technologies, who
have been honored with this prestigious award.

ISYS Technologies is a WWoman-Owned Small Business
located in Littleton, Colorado. ey specialize in providing
IT and engineering support services within the MDA and the
DoD community. ISYS is a key subcontractor to Lockheed
Martin on two MDA contracts supporting the C2BMC and
the MDIOC.

e Nunn-Perry Award was rst awarded in 1995, and is
named in honor of former Senator Sam Nunn and former
Secretary of Defense William Perry. e award is given to
recognize outstanding mentor-prot@g@ teams formed under
the auspices of the DoD Mentor-Protfg@ Program.

e purpose of the Mentor-Prot@g@ Program is to provide
incentives for DoD contractors to assist small businesses in
enhancing their capabilities and to increase participation of
such rmsin Government and commercial contracts.

e DoD Mentor-Prot@g@ Program bene ts the Missile
Defense Agency, by fostering lasting partnerships between
large business prime contractors who support the Agency and
small innovative businesses that have capabilities we can use,
said Rosenberg.

Mentors are prime contractors who agree to promote and
develop small businesses by providing developmental assistance
designed to amplify the business success of the protdgd. e
Mentor-Prot@gd Program is designed to encourage the mentor
to provide bene cial developmental assistance to the protdgg.

e Mentor-Protfgd Program strengthens subcontracting
opportunities for small businesses and enhances contracting
goal achievements for the MDA.

When looking at proposed Mentor-Protdgd Agreements
to approve, Rosenberg says he is always looking for the Win-
Win-Win.

e wins for the large and small businesses involved are
inherent to the agreement.  at third win isthe payo for the
Agency based on the terms of the agreement, he said.  is
return on our investment in DoD dollars is the growth in the
small business industrial base supporting MDA.

e idea is to improve the quality and cost of the products
and services we deliver to the war ghter by tapping into the
innovationand exibility of the small business community while
we help them grow their capabilities, said Rosenberg.

According to Rosenberg, growth in the small business industrial
base can come in a variety of formats which includes suppliers
for parts and components that make up MDA systems; new
technology that is developed to enhance technical readiness
at a level where it can be deployed on BMDS systems and
improve the capability that MDA delivers to the war ghter;
or through additional quali ed vendors whose quality MDA
relies on to reduce single point failures and increase competition
throughout the supply chain.

Final Regulations Will Strengthen
8(a) Business Development

Program for Small Businesses

WASHINGTON e U.S. Small Business Administration published
a package of nal rules that will revise regulations to strengthen its 8(a)
Business Development program to better ensure that the bene ts ow to
the intended recipients and help prevent waste, fraud and abuse.

e revisions are the rst comprehensive overhaul of the 8(a) program
in more than 10 years. e regulations incorporate technical changes and
substantive changes that mirror existing or new legislation enacted since
the last revision in June 1998.

e rules cover a variety of areas of the program, ranging from clari cations
on determining economic disadvantage to requirements on Joint Ventures
and the Mentor-Protfgd program. Some of the components of the 8(a)
program that the revised regulations will a ect include:

Joint Ventures  requiring that the 8(a) rm must perform 40 percent
of the work of each 8(a) joint venture contract that is awarded, including
those awarded under a Mentor/Protfgd agreement, to ensure that these
companies are able to build capacity;

Economic Disadvantage  providing more clari cation on factors that
determine economic disadvantage as it relates to total assets, gross income,
retirement accounts and a spouse of an 8(a) company owner when determining
the owner s ability to access capital and credit;

Mentor-Prot@g@ Program  adding consequences for a mentor who does
not provide assistance to their protdgd, ranging from stop-work orders to
debarment

Ownership and Control Requirements  providing exibility on whether to
admit 8(a) program companies owned by individuals with immediate family
members who are owners of current and former 8(a) participants;

Tribally-Owned Firms  requiring rms owned by tribes, Alaska Native
Corporations, Native Hawaiian Organizations and Community
Development Corporations to report bene ts owing back to their
respective communities;

Excessive Withdrawals - amending regulations on what amount is considered
excessive as a basis for termination or early graduation from the 8(a)
program; and

Business Size for Primary Industry ~ requiring thata rms size status
remain small for its primary industry code during its participation in the
8(a) program.

e 8(a) program is a nine-year business development program for the
small businesses where the owner(s) t the SBAS criteria of being socially
and economically disadvantaged and the same owners control the rm.

e 8(a) program helps these rms develop their business and provides
them with access to government contracting opportunities, allowing them
to become solid competitors in the federal marketplace. It also provides
specialized business training, counseling, marketing assistance and high-
level executive development to its participants. In FY09, small businesses
received $18.6 billion in 8(a) contract dollars.

For more information about the revised 8(a) regulations, please call our
0 ceat256.955.4828.
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MDA O ce of Small Business Programs (OSBP)

Subcontracting Program

By Jerrol Sullivan

One of the primary roles of the MDA OSBP
Subcontracting Program is to collaborate with internal
customers and large prime contractor representatives
to enhance small business (SB) participation in
acquisitions and strengthen the BMDS industrial base.
To thisend, we work diligently with our programo  ces,
contracting o cials, and the Missile Defense Agency
(MDA) Small Business Advocacy Council (SBAC)
www.mda.mil/business/bus_mdasbac.html to maximize
SB participation through subcontracting. Another key
to enhancing SB participation is the effort small
businesses undertake to capture business opportunities.
This article highlights and proposes use of two
additional resources SB can use to locate subcontracting
opportunities beyond MDA resources that can
potentially lead to opportunities that may broaden
current markets.

Procurement Forecasts &
the Department of Defense

Neither MDA nor DoD has a single, comprehensive
source for future procurements that SB can use for the
purposes of forecasting. Knowledge of past acquisitions
can be useful to determine where we may be investing
our acquisition dollars in the future and can help
identify current contracts that may o er subcontracting
opportunities. Visit www.acq.osd.mil/osbp/about/
fy09summary.shtml for a table of DoD acquisitions in
FY09 summarized by NAICS code. e FYQ9 dataare
noto cial numbers, but they are close to what the nal
numbers will be.

Subcontracting with Primes

Visit www.acg.osd.mil/osbp/docs/subcontracting_
directory.pdf to access this directory, organized by state,
provides the names and addresses of DoD prime
contractors, the names and telephone numbers of Small
Business Liaison O cers (SBLOs), and the products
and services supplied to the DoD. The report is
generated from data mined through DoD Prime
Contractor s contracts and subcontracting plans. Please
note that the DoD OSBP does not maintain the data
in this directory. The directory reflects data as of
September 15, 2008. Ve encourage you to investigate
potential opportunities with these rms. Many also
have websites that may be useful and we encourage you
to explore teaming options.

If you have any questions, please feel free to call our
0 ceat256-955-4828.

\Women-Owned
Small Businesses

Economically Disadvantaged Women-Owned Small Business (EDWOSB) is a
small business concern that is at least 51 percent owned and controlled by one or
more women who are U.S. citizens and who are economically disadvantaged. A
woman is presumed economically disadvantaged if she has a personal net worth of
less than $750,000, her adjusted gross yearly income averaged over the three years
preceding the certi cation does not exceed $350,000, and the fair market value of
all her assets (including her primary residence and the value of the business concern)
does not exceed $6 million.

e EDWOSB automatically quali es asa women-owned small business eligible
for the WOSB Program. e WOSB Program is a program initiated by the U.S.
Small business Administration which authorizes contracting o  cersto speci cally
limit, or set aside, certain requirements for competition solely amongst women
owned small businesses (WOSBs) or economically disadvantaged women owned
small businesses (EDWOSBs).

SBA issued on October 7,2010its nal rule to implement federal procurement
programs for WOSBsand EDWOSB. e Ruleidenti es83 industries in which
WOSBs are underrepresented in the federal contract marketplace, 38 of which the
SBA has deemed WOSBs to be substantially underrepresented . According to the
SBA, the Rule seeks to give more opportunities for WOSBs working in these
industries. To see a list of these NAICS codes, please visit www.sha.gov.

So, how do you know if you are eligible? To qualify for the WOSB Program,
you must be a small business and not less than 51% unconditionally and directly
owned and controlled by one or more women who are U.S. Citizens. e same
requirements apply to the EDWOSB, except that the regulations add that, to qualify
as an EDWOSB, the woman owner must be economically disadvantaged.

To determine whether a woman is economically disadvantaged for purposes of
the EDWOSB Program, the SBA will check her income, personal net worth, and
the fair market value of her total assets. A woman will be found economically
disadvantaged if her adjusted gross yearly income, averaged over the three years
preceding the certi cation, is less than $350,000, her personal net worth is less than
$750,000, and the fair market value of all of her assets is less than $6 million. Whats
even better for you, ladies, is that for the 38 industries in which the SBA has
determined that women are substantially underrepresented, the rule waives the
economic disadvantage requirement.

For both the WOSB Program and the EDWOSB Program, the woman must
control the management and daily business operations of the company, hold the
highest o cer position in the company, and manage the company on a full-time
basis during the normal working hours just like other companies in the same or
similar line of business. Further, the rule speci es that, with certain exceptions the
woman who holds the highest officer position may not engage in outside
employment.

e SBA has designated 83 NAICS codes as eligible for Federal contracting
under the WOSB Program.  ere are 45 NAICS codes in which WOSBs are
underrepresented and 38 NAICS codes in which WOSBs are substantially
underrepresented. To see a list of these NAICS codes, please visit www.sha.gov. If
you have further questions and would like to speak to someone inour o  ce regarding
this program, please call our o ce at 256-955-4828.
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Keeping with the tradition we started in the last edition, The Office
of Small Business Programs (OSBP) would like to update you with
the latest MiDAESS IDIQ and Task Order awards. Please keep in
mind that this is only a snapshot of where MiDAESS stands at this
moment in time. If you would like the most up to date public

M I DAESS information, please call our office at 256-955-4828 or email
I outreach@mda.mil and we will be glad to give you the latest

date.
Awards -

Small Business Set-Aside

All information valid as of 28 March 2011
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Full and Open Competition

Acquisition Support Engineering Support
Capability Group 2 Capability Group 3
F&O F&O
IDIQ Contract Award Date: September 8, 2010 IDIQ Contract Award Date:  August 30, 2010
Booz Allen Hamilton HQ0147-10-D-0018 ERC, Inc. (Small Business)  HQ0147-10-D-0006
Computer Sciences Corp. (CSC) HQ0147-10-D-0019 Madison Research Corp.  HQ0147-10-D-0007
*DOB-01-10: Integration Computer Sciences Corp.  HQ0147-10-D-0008
Synchronization *DE-05-10: Sensor Engineering
*DOB-03-10: Budget General Dynamics IT HQ0147-10-D-0009
Execution/Funds Control *DT-02-10: Ground Test Support
Paradigm Technologies, Inc. HQ0147-10-D-0020 Sparta, Incorporated HQ0147-10-D-0010
*DOB-02-10: Strategic *DE-07-10: Space Portfolio Engineering
Financial Planning *DE-11: Laser (Directed Energy) System
Odyssey Systems Consulting Grp. HQO0147-10-D-0021 Engineering

Infrastructure and Deployment Agency Operations Support
Capability Group 4 Capability Group 5
F&O F&O
IDIQ Contract Award Date: J 23,2010
Q Contract Award Date une IDIQ Contract Award Date: June 17, 2010

Computer Sciences Corp. (CSC) HQ0147-10-D-0022

*DDW-01-10: Warfighter Interface ALATEC, Inc. HQ0147-10-D-0002

*DXF-03-10: Environment & Mgmt. *DS-01-10: Functional

*DXF-01-10: Facility, Logistics, and Mgt. and Non-Matrix
General Dynamics IT, (GDIT) :%az)cle;?glr(?tD 0023 Admin. Support
Sparta, Incorporated HQO0147-10-D-0024 (E:&"épluntf rSciences Corp. :ggﬂg:ig:gzgggi

Security and Intelligence Support Agency Advisory Analytical Support
Capability Group 6 Capability Group 7
F&O F&O

IDIQ Contract Award Date:  June 22, 2010 IDIQ Contract Award Date:  February 14, 2011

Booz Allen Hamilton, Inc HQO0147-10-D-0011 Booz Allen Hamilton, Inc HQO0147-11-D-0001

Lockheed Martin, Inc HQO0147-10-D-0012 MacAulay-Brown, Inc HQO0147-11-D-0002

QinetiQ North America, Inc HQO0147-10-D-0013 SAIC HQO0147-11-D-0003
TASC HQ0147-11-D-0004

All information valid as of 28 March 2011
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Rear Admiral David M. Altwegg, USN,

Retired after 64 Years of Service
Leah Garton, MDA Shield

e MDA is honored to celebrate the life
and service of MDA Executive Director, Rear
Admiral David M. Altwegg, USN, Retired,
upon his retirement a er 64 years of service.
An Award, Retirement, and Dedication Ceremony was held in his honor on Wednesday,
Feb. 23, 2011.

Rear Admiral David M. Altwegg, USN, was born February 24, 1930 in Watertown, New
York, and graduated from Warsaw High School, Warsaw, New York in 1946. He enlisted
in the Navy on May 8, 1947, and a er completion of recruit training, he attended Aviation
Electronics School at Memphis, TN. He received a Fleet appointment to the U.S. Naval
Academy in 1948 and graduated with the Class of 1952. He was promoted to Rear Admiral
on May 1, 1976.

His ve command tours include USS MAHAN (DLG-11), USS HORNE (DLG-30),
Naval Ship Weapon Systems Engineering Station, Paci ¢ Missile Test Center at Pt. Magu,
and Cruiser Destroyer Group TWO. A er more than 38 years in uniform, Rear Admiral
Altwegg retired from military service on November 1, 1985, having earned distinct honors
including the Legion of Merit, the Bronze Star Medal with Combat V , the Meritorious
Service Medal, the Navy Commendation Medal, the National Defense Service Medal with
one bronze star, the Korean Presidential Unit Citation, and the Vietnamese Naval Advisory
Award, Second Class with rosette. He is also authorized to wear the China Service Medal,
the Korean Service Medal with two stars, and the United Nations Service Medal.

In addition to his education at the United States Naval Academy, Admiral Altwegg is a
graduate of the Naval Post Graduate School, the Massachusetts Institute of Technology, the
Navy Nuclear Power training program, and the Industrial College of the Armed Forces.

Rear Admiral Altwegg was appointed to the Senior Executive Service on January 15, 1987.
He served in various Navy positions of increasing responsibility, leading the development
of complex combat systems, and culminating with his appointment as Deputy Assistant
Secretary of the Navy for  eater Combat Systems. He reported to the Missile Defense
Agency in August 2002 and served as the Deputy for Program Integration and the Deputy
for Agency Operations before assuming his current position as MDASs Executive Director.
He is the senior advisor to the Director, MDA on all issues relating to the Agency s policy and
management activities including responsibility for a $9 billion annual budget and a workforce
of more than 8,000 spread across thirteen time zones. He provides oversight, leadership,
mentoring, direction, and guidance to MDA functional sta deputates and directorates,
ensuring the e ective integration and organization of all MDA functions required to sustain
ane ective Ballistic Missile Defense System program. Rear Admiral Altwegg serves as a key
interface to the O ce of the Secretary of Defense, the Military Departments, and members
of Congress and their sta s.

In addition to his military awards, Admiral Altwegg has been awarded the Presidential rank
of Meritorious Executive in the Senior Executive Service, and has twice been awarded the
Presidential Rank of Distinguished Executive in the Senior Executive Service. He was also
honored by American University s School of Public A airs with the Roger W. Jones Award for
Executive Leadership, and he is a recipient of National Defense Industrial Associations Missile
Defense Lifetime Achievement Award, and the Aegis Ballistic Missile Defense Path nder
Award.

Rear Admiral Altwegg is married to the former Rosina Squillace of Amsterdam, NY.  eir
daughter, Shauna Alonge, is a partner with Crowell & Moring LLP, an international law rm
in Washington, DC.

You Are
Your Pro ' le

Becky Martin

How important is updating your pro le
in CCR (Central Contractor Registration)?
I am reminded of a small business owner
located in a remote location of the United
States. e small business owner successfully
provided a speci ¢ component to both the
Government and commercial companies;
however, this individual could have expanded
their success by making e orts to update
their own pro le in CCR. See, there was a
large procurement for the speci ¢ component
the small business owner produced and the
procurement agent did their due diligence
by actively searching CCR for small
businesses that could provide the required
component; this procurement was set-aside
for small businesses and was valued at several
million dollars. A er selecting a quali ed
supplier, the procurement agent received a
telephone call from a local Congressman
requesting information as to why the small
business owner s company was not invited
tobid. e procurement agent responded
with the fact that he had actively searched
CCRand, based on thispro le, thiscompany
did not appear capable to provide the
required component. After further
investigation, the results concluded that the
companys pro lein CCR had misspelled
the name of the component and therefore
did not appear in the CCR search results.

| wanted to highlight this story to remind
you all that, as you go about your busy lives,
please take the necessary time to make the
small things count! Please spend a few
minutes updating your pro lein CCRona
regular basis to ensure that your company
does not miss out on any opportunities to
bid. As a reminder, when we spring forward,
fall back, and change the batteries in our
smoke detectors, make a note to update your
pro lein CCR.

Remember: e procuring agent only sees
your pro lein CCR!






