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CONNECTING BUSINESS AND MILITARY

Situation

Defense Procurement

A Six bases, total DoD impact: $23.4 billion

A Procurement, Do

A Procurement, Do
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I FY2008: $3.64

~Y2005: $2.95
-Y2006: $2.69
~Y2007: $2.97
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D: $351 billion FY2008

D In North Carolina:
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CONNECTING BUSINESS AND MILITARY

DoD Procurement in
North Carolina

2007 2008 Increase
Army $1,289 $1,484 $195
Navy $736 $1,209 $473
USAF $283 $265 - $75
DLA $444 $388 - $56
USSOCOM $117 $104 - $13
Total DoD $2,971 $3,647 $676

Dollars in Millions
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rﬂCfﬂb@ North Carolina Military
Business Center

A Mission: To leverage military and other
federal business opportunities for economic
development and quality of life in NC

A Goals:

I Increase military business for NC companies
I Integrate military/families into workforce
I Support defense-related recruitment
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I’ﬂCmb@ Services and Metrics

CONNECTING BUSINESS AND MILITARY

A Business Development:
I Identify, source opportunities and assist businesses

CY2009

177 Contracts

$904 - $1,710 million

CY2005-2009

754 Contracts

$1,973 - $3,701 million

A Technology Resources(ncmbc.us, MatchForce.org):
I Contract and employment intel, matching, notification

14,751 NC Businesses

30,626 Individuals

6,750 Contract Opportunities

3,790 Job Opportunities

Data as of: 9 NOV 2009

NORTH CAROLINA MILITARY BUSINESS CENTER
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el oot NCMBC Textlles

Bidding Smarter & Working Together
for Higher Profits!

Teresa Bouchonnet
Business Development
Specialist
828-349-3878
\ bouchonnett@ncmbc.us
—- www.ncmbc.us
— == www.MatchForce.org
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CONNECTING BUSINESS AND MILITARY

rﬂcmb@ Situation:

Textile Businesses

Often fall to pursue the military / federal
market becausetheyd onot é know

o To To o Ix

t exists

ow to locate potential customers / opportunities

ow 1
oW t
ow 1

ne Government makes purchases
neir business fits into the process

ney need to team with other businesses
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rﬂcmb@ Defense Supply Center
Philadelphia

A Supports daily operations and every
contingency and humanitarian operation 1
everywhere soldiers, sailors, Marines
guardsmen and airmen serve

A Food, clothing, textiles, medicines, medical
equipment, construction supplies/equipment

A FY09: over $14.5 billion in acquisitions

ALPTA, sealed bid and
selection 00000 e



I’ﬂCfﬂb@ DSCP Clothing and
Textiles

A FY10 forecast: $2.4 billion in acquisitions
A Manages over 40,000 line items

A Orders average: 5.6m/year, 460k/month
A Awards to domestic businesses: 58%

A Awards to small business: 45%

$125m: small disadvantaged | $341m: HUBZone
$143m: woman-owned $118m: Veteran-owned
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I’ﬂCfﬂb@ DSCP Clothing and
Textiles

A Buy full range of textile products: thread,
fabric, end items, etc.

A http://www.dscp.dla.mil/clothingandtextiles

A Contains list of items in soldier clothing
bags, FY09 and FY10
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rﬂcrnb@ Situation:
Berry Amendment

A Requires clothing and material / components
of clothing (DoD, USCG, TSA) to be grown,
reprocessed, reused or produced in the US

AUS Department of Comme
www.otexa.ita.doc.gov

A www.acqg.osd.mil/dpap/paic/dnad.htm
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rﬂcmb@} Situation:
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Federal Agencies

A ldentify other agencies buying
your product / service

A Consider military bases/activities,
VA hospitals, DHS/Coast Guard,
Park Service, Forest Service

A Need to research & persevere to
find who buys what you sell

A Use Internet websites to explore!!
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rﬂcmb@ Understand Textile
Requirements

A Products being purchased

I Uniforms, sweaters, boots, socks, body armor,
packs, parachutes, sheets, towels, ETC!

A Quantities being purchased
A Ultimate consumer of products
A Priority level of products
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rﬂcmb@ Understand Textile
Challenges

A Need for lighter weight equipment

A Need for fire retardant fabrics, uniforms
(nylon/cotton Army ACU replacement)

A Longer lead times

A Lost production time

A Additional costs

A New items, new issues
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Ao e Locating Opportunities

A Federal Business Opportunities
A www.fbo.gov

A All federal requirements anticipated over
$25,000

A All opportunities imported nightly into
www.MatchForce.org
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Ao e Locating Opportunities

A Searching FedBizOpps \(vww.fbo.gov)

A Classification Code 83

I Textiles, leather, furs, apparel and shoe
findings, tents and flags

A Classification Code 84
I Clothing, individual equipment and insignia
A Keyword searches
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Locating Opportunities

A Marines:

A Air Force:

A Navy:

A Army:

A Natick:

A Coast Guard:
A GSA:

A DIBBS:

A Specifications:

WWWw.marcorsyscom.usmc.mil/sites/ctq/
http://ww3.safag.hq.af.mil/contracting/
https://www.neco.navy.mil
https://acquisition.army.mil/asfi/
wwwa3.natick.army.mil
http://www.uscg.mil

WWW.gsa.gov
https://www.dibbs.bsm.dla.mil
http://assist.daps.dla.mil/online/start
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