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The Big Picture 

    
    
 

THE AIR FORCE:  POWERED BY 
AIRMEN AND FUELED BY INNOVATION 

 
 
 
“If we make the right choices today, building on the innovation, 
we will be the dominant service in the foreseeable future.”    

 
Eric Fanning, Acting Secretary of the Air Force, Air Force Association  

(Sep 2013) 
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Presenter
Presentation Notes
DoD BBP 1.0 / 2.0 and Joint AQ & SB AF SB Improvement Plan

 SERVICES Acquisitions (PEO/CM) - Most SB Friendly markets & large CONTRACT spend
Data-driven market research – LBs and SBs have overlapping capabilities in SAME markets – Rule of 2 application (consistency)  increased SB opportunities / Set-Asides   
R&D/Engineering Services & A&AS (KBS)--  Standardized strategies of Similar work– use of NAICS, size, competition strategy (100%SBSA) --  shifting in excess of  $5B (MAC IDIQ ceilings) over  next 5-7 years to SB Primes
Former F&O Strategies moved to 100% SB Set-Asides – GEITA (AFCEE) - $950M; JTRS (LCMC)
DTIC  (A&AS) -- $2B – all F&O Large Businesses– forced breakouts for 100% SBSAs for smaller segments (help desks) ($150M) & other strategies include SB Reservations – over $1B in new recurring Acq Strategies 
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Leadership & Accountability  

 FY13 NDAA – MADE IT “LAW” 
SES Performance Element  

 
BOTTOMLINE:   

Senior Leader Accountability  
-- A Visible DIFFERENCE -- 

DEPSECDEF 10 Feb 2012 Memo 
  - Advancing SB Contracting Goals 
for FY12  
  - Establishes FY12 Mandatory 
Performance Element for SES 
Performance Criteria 
 
SECAF - CSAF  4 Aug 12 Memo   
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SB Prime Contracts Awarded & Projected –  FYs 13-17  
SB Set-Asides Examples – Large dollar buys, funding obligated over time      

  
FY 13 
• $5.7B     172 MAC/IDIQs (Multi-Year Ceilings)*       100% SBSA   FY13 
 
FYs 14-17* 

• $960M     Adv Tech Exploitation Pgm II (ATEC II)      100% SBSA  FY14 

• $600M     AFTC Test Msn Adv Svs  (TMAS)  100% SBA (PEO/CM)  FY14 

• $329M     Services Supporting AFNETOPs 100% SBSA (AFSPC)  FY15 

• $275M     Front Range SABER  100% SBSA (AFSPC)  FY15   

• $2.40B    LCMC Engr Prof Adv Asst Svs  (EPASS)   100% SBSA (PEO/CM)      FY16 

• $4.18B    20% of TSA III ($20.9B ceiling)**           Partial SBSA Prime (PEO ACS) FY16 

• $  1.6B     AFSC Engr Prof Adv Asst Svs    100% SBSA (PEO/CM) FY17 

      $10.34B 
 

*   Period of performance varies    
** 20% of the ceiling amount to be set aside for SBs as sub-contractors 

   

Acquisition Lead Times Range From 18-30 Months 
  

Partial List of Examples 
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Fully Leverage AF SB Contracts 
$28M Savings (32%) -- Dec 12 Award  

MANDATORY USE POLICY 
Protecting Our Air Force Resources 

Powered by Airmen – Fueled by 
Innovation 
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Room for Improvement  
SAME Air Force Work --  LB and SB Prime Contracts 

LB & SB Capabilities – SIMILAR Work being done by BOTH 
 

 Improve Data-Driven Market Research – Use of Rule of 2– SB Set-Aside 
Opportunities 

Top 10 AF Services Markets & Spend 
Large Business Small Business 

Engineering/Tech  Prof Support (R425) 1 Engineering/Tech  Prof Support (R425) 
Other Prof Support (R429) 2 Other Prof Support (R429) 
Photo/Map/Print/Pub-Topography (L014) 3 Program Mgmt Support (R408) 
R&D Management/Support (AZ16) 4 Logistics Mgmt Support (R706) 
Maint & Rep of Electric/Electronic Equip (J059) 5 Communications Support (R426) 
Logistics Mgmt Support (R706) 6 Systems Engineering Services (R414) 
Special Studies/Analysis (B599) 7 Architect & Engineering-General (C219) 
Systems Engineering Services (R414) 8 Architect & Engineering-Landscaping (C211) 
R&D – Missiles/Space (AC25) 9 Special Studies/Analysis (B599) 
Maint/Repair of Aircraft Components (J016) 10 R&D Engineering Development (AE34) 
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Source: FPDS-NG –Small Business Achievements by Awarding Organization Report.  

In FY12, 32% of Small Business Awards were from F&O Competition 
Many SBs are Very Capable – Very Competitive in AF Markets 

Note:   Matching  Colors Denote Markets where Same Work  (prime contracts) being done by  LB and SB 

Presenter
Presentation Notes
While the dollar amounts are different, the PSC data shows us that the top three services spend (and top 2 commodity spends) are found in the same areas.
A Similar skill base exists in small or large businesses. 
Market research during requirements analysis can determine if Prime Contracting Sources exist from current federal contracts.
Market research by LB can determine if SB possesses needed skills to perform as subcontractors.
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Way Ahead  

    
FY 13: Sequestration = Steepest Budget Cuts Since World War II 
• 19% reduction in dollars going to small businesses, but only a 

0.75% decline on AF SB Program Performance 
 

FY 14:  Air Force Senior Leadership Committed to Small Business 
• New SBSA MAC IDIQ will be announced & we will redouble our 

efforts to enforce existing MACs; 
 

• Specific new break out opportunities for SBs will be identified; 
 

• Focused SB Industry Days; 
 

• SB industry round tables; 
 

• Renewed emphasis on forecasting SB contract opportunities & 
market research. 
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www.AirForceSmallBiz.org 
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