Small businesses can catch big fish
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You hear millions are awarded to large companies through Army contracts and wonder if the buck stops there. It doesn’t.

Through the Army Small Business Office, smaller companies have a mean to get their products on the Army’s doorstep.

“This is the grand floor for a multi-billion dollar opportunity that will last for years for small businesses,” said Maj. James Blanco, assistant to the director of the Army Small Business Office.

The companies will have to complete a 13-step program to be considered for a contract but the Army Small Business Office will help.

“It’s a competitive nature – working for the government, but the end result is worth it,” said Chireda Gaither, Precision Task Group out of Houston. The company employs 75 personnel and mostly offers enterprise resource planning.

At a recent small business training conference, relationships between the company and the Army were strengthened. 

“Small businesses provide creativity and innovation of cutting edge technology for war fighter success,” Blanco said. “They have the flexibility that big businesses don’t have.”

An example of a small business currently employed by the Army is JWOD. It employs blind and severely handicapped people and provides uniforms, protective gear, chemical protective gear, medical and surgical gear, cleaning products and services.

“We are in need of everything – Army weapons systems, parts supply, services like janitorial to maintenance of computers and software, intelligence,” Blanco said. “The products are limitless.”

The conference exhibition featured various products currently available to the Army by small businesses and includes weapons parts, pens, hands-free shaving kits, tea, umbrellas, satellite phones and footlockers.

“Our goal is to have 10 percent of money is aimed for smaller business,” said Claude M. Bolton Jr., assistant secretary of the Army for acquisitions, logistics and technology. “This year alone $50 million has been awarded. And another $150 million will be.”

In fiscal year 2003, the Army spent $13.6 billion on small businesses.

The contracts vary with the business but are usually one-year long with options. Additional time is awarded based on good service, according to the Army Small Business Office.

In addition, special resources are set aside for small businesses owned by women, minorities and veterans.

“(Having an Army contract) It not only gives our company a chance to grow, but also gives us an opportunity in the Army to support the war fighter effort,” Gaither said.

“It’s a win-win for the contractor, it’s a win-win for the Army, it’s a win-win for the nation. And most importantly, it’s a win-win for our war fighter and their families,” Blanco said.
For more information, visit www.sellingtothearmy.info.
