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Objectives
• Overview of Government Contracting
• Overview of Subcontracting Assistance Program
• Virtual Introduction of Commercial Market 

Representatives (CMRs)
• Roles of a CMR
• How to locate Subcontracting Opportunities (Various 

Sources)
• Subcontracting and Small Business Utilization
• Know your Subcontract Agreement Terms &  Conditions 

www.sba.gov

http://www.sba.gov/


SBA Office of Government Contracting
And

SBA Subcontracting Assistance Program



WHY A SMALL BUSINESS PROGRAM?

•The Small Business Program was developed by Law
- Ensure “Fair Proportion” of Federal Acquisitions are

placed with small business concerns
- Protection of vital resources that promote and advance

our national economy, industrial base, and
technologies
-- Serves the national interest
-- Strengthens the national defense

• … But It’s Not Just About the Law
Small Business is good for the economy—”Small Business is 

Good Business”
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SMALL BUSINESS POLICY

• It is the policy of the Government to provide maximum 
practicable opportunities in its acquisitions to small 
business, veteran-owned small business, service-disabled 
veteran-owned small business, HUBZone small business, 
small disadvantaged business, and woman-owned small 
business concerns.

• Such concerns must also have the maximum practicable 
opportunity to participate as subcontractors in the 
contracts awarded by any executive agency, consistent with 
efficient contract performance.

FAR 19.201(a) and 13 CFR 125.2 and 13 CFR 125.3
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Office of Government Contracting (OGC)
Our mission is to assist small businesses in obtaining a fair share of Federal Government 
contracts, subcontracts and property sales
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Subcontracting Assistance Program

The Federal Government awards billions of dollars in prime contracts for supplies 
and services to other-than-small businesses (OTSBs) yearly. The Subcontracting 
Assistance Program is comprised of SBA’s Commercial Market Representatives 
(CMRs) who work to ensure that domestic small business (SB) concerns receive 
maximum practicable subcontracting opportunity in Federal subcontract awards.

What is the Subcontracting Assistance Program?

Mission and Purpose

The purpose of the Subcontracting Assistance Program is to ensure that domestic 
SBs, SDBs, WOSBs, HUBZones, VOSBs, and SDVOSBs receive maximum 
practicable opportunity to compete for and receive subcontracts from OTSBs 
that have Federal prime contracts. Public Law (P. L.) 95-507 (1978) if:

(1) The proposed total contract value, or any amendment or modification to the contract, exceeds the 
subcontracting plan threshold specified in the Federal Acquisition Regulations (FAR) 19.702(a); and 

(1) The contract has subcontracting possibilities.
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SBA  GC Area Office 
Commercial Market Representatives

CMR



SBA Commercial Market Representatives
Area 1: Connecticut, Maine, Massachusetts, New Hampshire, New Jersey, New York, Rhode Island, 
Vermont, Commonwealth of Puerto Rico & the U.S. Virgin Islands

MR. CHRISTOPHER SAO MR. GENE SPILLANE
christopher.sao@sba.gov eugene.spillane@sba.gov

MS. MALINDA CHEN MS. SANDY LIU
malinda.chen@sba.gov sandy.liu@sba.gov

________________________________________________________________________________
Area 2:  District of Columbia, Delaware, Maryland, Pennsylvania, Virginia, West Virginia 

MS. RAHEL MOLALIGNE

Rahel.Molaligne@sba.gov

_______________________________________________________________________________

Area 3:  Alabama, Florida, Georgia, Kentucky, Mississippi, North Carolina, South Carolina, Tennessee

MS. ARNETTE L. MAYHEW MR. GARY W. HEARD, PH.D.
arnette.mayhew@sba.gov gary.heard@sba.gov
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SBA Commercial Market Representatives Cont’d
Area 4 : Illinois, Indiana, Iowa, Kansas, Michigan, Minnesota, Missouri, Nebraska, Ohio, Wisconsin

MS. DEBORAH CRUMITY
deborah.crumity@sba.gov
______________________________________________________________________
__
Area 5: Arkansas, Colorado, Louisiana, Montana, New Mexico, North Dakota, Oklahoma, 
South Dakota, Texas, Utah, Wyoming

MS. SOPHIA CHOU
sophia.chou@sba.gov
______________________________________________________________________
__
Area 6: Alaska, Arizona, California, Hawaii, Idaho, Nevada, Oregon, Washington, Territories of Guam, 
and Northern Marianas Islands

MS. JANICE NIETES
janice.nietes@sba.gov
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CMR’s Customers
CMRs interact with an array of customers on multiple levels to achieve a variety 

of outcomes when performing compliance and advocacy.

CMR

Federal  
Buyers

Prime 
Contractors

Small 
Businesses 
including 

8a firms
SBA

Staff

Resource  
Partners
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Role of SBA’s Commercial Market Representative 
(CMR) in Federal Subcontracting

Provide  Access to information
Provide education and training to agencies and large prime 
contractors regarding subcontracting plan requirements and 
compliance
Subcontract Opportunities

Conduct periodic reviews to determine whether prime contractors 
compliant with their small business subcontracting plans

https://www.sba.gov/document/support--commercial-market-
representatives

Monitor questions sent to subcontracting@sba.gov

Directory of CMRs:

☑ Counsel OTSBs on how to identify Small Business concerns (SBC)

Counsel SB concerns on how to market themselves to OTSBs

☑

☑
☑

☑
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Importance of a Prime 
Contractor’s Small Business 

Subcontracting Plan & Why It 
Should Matter To You



Federal Subcontracting Opportunities
A Federal contract that exceeds $750,000 (or $1.5 million for construction) awarded 
to an “other than small” business must have a Small Business Subcontracting Plan if 
subcontracting possibilities exist.

In addition to an explanation of the efforts the contractor will take to demonstrate a 
good faith effort to using small businesses as subcontractors, the Small Business 
Subcontracting Plan has dollar and percentage goals for subcontracting to:

• Small Businesses (SB)
• In DOD contracts, this includes qualified nonprofit agencies designated by the Committee for Purchase 

From People Who Are Blind or Severely Disabled
• Includes awards to an ANC or Indian tribe (regardless of size or certification status)

• Women-owned Small Businesses (WOSB)
• Small Disadvantaged Businesses (SDB) 

• Includes awards to an ANC or Indian tribe (regardless of size or certification status)

• SBA-certified HUBZone small businesses (HUBZone)
• Veteran-Owned Small Businesses (VOSB)
• Service-Disabled Veteran-Owned Small Businesses (SDVOSB)

• In VA contracts, VOSB and SDVOSB subcontractors must be listed in the VA’s Vendor Information Pages (VIP)

In all categories above (unless otherwise noted), a firm may self-certify their size and 
socioeconomic status for a Federal subcontract

15



Subcontracting Plan Contents

• Description of the principal types of supplies and services to be subcontracted

• Description of the method used to identify potential sources for solicitation purposes (e.g., 
existing company source lists, SAM, veterans service organizations, the National Minority 
Purchasing Council Vendor Information Service, the Research and Information Division of 
the Minority Business Development Agency in the Department of Commerce, or small, 
HUBZone, small disadvantaged, and women-owned small business trade associations)

• Name of the individual employed by the Offeror who will administer the Offeror's 
subcontracting program

• Assurances that the Offeror will make a good faith effort to acquire articles, equipment, 
supplies, services, or materials, or obtain the performance of construction work from the 
small business concerns that it used in preparing the bid or proposal, in the same or 
greater scope, amount, and quality used in preparing and submitting the bid or 
proposal. Responding to a request for a quote does not constitute use in preparing a bid or 
proposal

• Assurances that the offeror will pay its small business subcontractors on time and in 
accordance with the terms and conditions of the underlying subcontract

FAR 52.219-9(d) & 19.704
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Finding Subcontracting 
Opportunities



SBA publishes link to GSA, DoD and the Federal 
Procurement Data System (FPDSng) 
Directories for Potential Subcontracting 
Opportunities to our website at:
SBA Federal Contracting Guide/Prime Contracting

• General Services Administration’s Subcontracting 
Directory for Small Businesses

• Department of Defense Subcontracting Opportunity 
Directory

• SBA’s Directory of Federal Government Prime 
Contractors with a Subcontracting Plan

Other ways to locate subcontracting 
Opportunities

• Register with Federal Contractors at their Company 
Websites

• SBA Subcontracting Network (SubNet)

• System for Awards Management (SAM)

• Attend Vendor Outreach Events & Federal  Agencies 
Industry Days

Subcontracting Opportunities
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Forecast of Contracting Opportunities | GSA
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Become a Subcontractor-GSA Cont’d 
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(Office of Small and Disadvantaged Business Utilization | Social 
Security Administration (ssa.gov))

Example - Social Security Administration Prime Contracting 
Directory 
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Tips for Marketing to Prime Contractors

• Prime contractors seek most subcontractors prior to submitting their own 
offer on a Federal contract, but many continuously seek small business 
subcontractors throughout performance as well

• First and foremost, emphasize your company’s skills and expertise. Size 
and socioeconomic status is secondary.

• Size self-certification can be through SAM.gov or a written or electronic 
representation to the prime contractor

• To be small, the subcontractor must be small for the NAICS code that the 
prime contractor has assigned to the subcontract

• Prime contractors can count a company towards all
its subcontracting goals for which the subcontractor
qualifies: SB, SDB, WOSB, HUBZone, VOSB, SDVOSB
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Search sites of prime contractors 
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Search Online Websites of Prime Contractors 
American General LLC 

South Bend, IN
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Search Online Websites of Prime Contractors Cont’d

AM General LLC
Becoming a Small Business Supplier

https://www.amgeneral.com/suppliers/becoming-a-supplier/
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Geographical Map

https://eweb1.sba.gov/subnet/client/dsp_Landing.cfm

Step 1.

SBA SubNet

Or select a state 
from the map
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Advance SearchStep 2.

SBA SubNet Cont’d
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SBA SubNet Cont’d
Step 3. Solicitation

28

https://eweb1.sba.gov/subnet/client/dsp_Landing.cfm


Step 3.2

SBA SubNet
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SBA SubNet
Step 3.3

Description of the Requirement
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SBA SubNet
Step 3.4.  Link from Solicitation
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Utilizing WWW.SAM.GOV

Example of a Small Business Event
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Example of a Small Business Event (Cont’d)
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Success!
So, You’ve Been Awarded a 

Subcontract!

What’s Next?



Before Signing on the Dotted Line of a Subcontract…

The SB Subcontractor should:

Understand the type of subcontract that has been awarded by the prime contractor
Do you understand your signed subcontract agreement between both parties?
What type of subcontract do you have?  A Basic Ordering Agreement, a Firm Fixed Price Contract, 
a Cost-Reimbursement Contract, or a Time & Materials subcontract?
Do you understand the contract risks associated with the type of subcontract you have received? 
(Refer to FAR 16)

Be familiar with the terms and conditions of the subcontract
Do you understand the scope of work/requirements?
Do you understand the specifications/warranties?
Do you understand the required clearances?
Do you have the performance or payment bonds to fulfill the construction requirements?
Do you know the officiating CO to the prime contractor’s  contract?
Are you able to deliver the services/products on-time?
Can you assess if services were performed satisfactorily?
Have you reviewed the prime contractor’s disputes clause (in the subcontract)? 
Are you familiar with change orders?
Are you familiar with the contract clauses? (i.e., Termination for Convenience)
Are you familiar with the subcontract’s payment terms?

Seek Assistance from OSDBU, PTAC, local SBA CMR or Legal Counsel

READ THE SUBCONTRACT AGREEMENT THROUGHLY
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Break for Questions 



Advisable Actions for a Small 
Business (SB) Federal 

Subcontractor Regarding 
Payment

Two Instances



Small Business (SB) Federal 
Subcontractor that  is Not Being 
Paid or Not Being Paid on Time



1) Ensure the services were performed satisfactorily, delivered on time, and 
within cost

Ensure the services/work is completed and confirmed by the customer. If there 
are circumstances preventing the work from being completed according to the 
terms of the subcontract, communicate this to the customer and work out a 
resolution.

2) Know the subcontract’s written payment terms
Review the payment clause included in the subcontract agreement, including any Prompt 
Payment Clause such as: 

FAR 52.232-25 – Prompt Payment Act
FAR 52.232-27 – Prompt Payment for Construction Contracts

3) Review the Disputes clause in the subcontract agreement 
Many contractors give instructions in the subcontract on how to resolve disputes 
or issues such as payment problems, work performance issues, or modifications 
to the subcontract.

Payment Issues
A Small Business Subcontractor’s Steps to Resolving
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4) Maintain adequate records of all contractual obligations and keep a 
chronology of events that identifies critical dates and actions taken
Provide evidence to support your claim and present the information to the 
customer. 

5) Approach the customer with your payment issue, provide evidence, and seek 
resolution, including a date payment will be made

If the customer still fails to pay the SB, the subcontractor may want to  consider 
obtaining a legal representative to assist with the payment dispute.

Note: that Federal agencies have a contractual agreement with the prime 
contractor. Except as noted on the next slide, except in very limited instances, 
Contracting Officers do not have privity of contract with subcontractors, so a 
subcontractor does not have many tools available when payment issues arise.

Payment Issues Cont’d
A Small Business Subcontractor’s Steps to Resolving 

40



A Small Business Subcontractor’s Steps to Resolving Payment  Issues

With a Prime Contractor that has a
Small Business Subcontracting Plan

Step (6) and (7) below are applicable when the customer is a Federal prime contractor, that 
is “other than small” (aka a large business), and the contract contained a Small Business 
Subcontracting Plan. (You can determine this by looking up the prime contract number in 
FPDS.gov). 

(6) Notify the Contracting Officer (CO) (in writing) that you have not been paid or have 
not been paid on time.  FAR 19.704(a)(15)) and FAR 52.219-9(d)(15) requires that a Federal 
prime contractor with a Small Business Subcontracting Plan notifies the CO in writing when they 
make a reduced or an untimely payment to a small business subcontractor. A prime contractor 
with a subcontracting plan cannot prohibit a subcontractor from discussing a utilization issue with 
the CO (See FAR 19.704(a)(12). Maintain all correspondence between the you, the prime contractor, 
and the CO. 

Payment Enforcement: It is up to the CO to determine if the contractor is in violation of FAR 
19.705-7(b)(2)(vi), which states that a prime contractor’s failure to pay small business 
subcontractors in accordance with the terms of the contract is in violation of a prime contractor’s 
failure to act in good faith of the Small Business Subcontracting Plan. 

(7) Advise the SBA Commercial Market Representative (CMR) covering the state where the 
SB is physically located. Commercial Market Representatives (sba.gov)
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SB that is Not Being Utilized in the Same 
Scope, Amount , or Quality That The 

Prime Contractor Used in Preparing and 
Submitting a Bid/Proposal



When the prime contractor is “other than small” (aka a large business) and the contract contained a Small Business 
Subcontracting Plan, the prime contractor must inform the CO if it does not use the small business in the same scope, 
amount, and quality that it used in preparing and submitting its bid or proposal. (FAR 19.705-6(g)(2)). 

(1) Contact the prime contractor to discuss why your company is not being utilized.
Be open to hearing the reason your company has not been awarded a subcontract. There are a variety 
of valid reasons that should be explored before a compliant is made, such as contract has not 
matured to the point where your product/service is required, or it is a multiple award IDIQ contract whereby 
the contractor did not win the order that required your product/services. 

(2) If the response is unsatisfactory, contact the Contracting Officer and provide the following 
 The outcome of your discussion with the prime contractor
 The reason(s) why you believe the prime contractor did not use your SB company as a  subcontractor
 Evidence that the prime contractor used your pricing or cost information or technical expertise in preparing 

the bid or proposal and there is  written evidence of an intent or understanding that you would be awarded 
a subcontract for the related work if the offeror was awarded the contract

(Note: Responding to a request for a quote does not constitute assistance in preparing a bid or proposal.   See FAR 
19.704(a)(12))
 Evidence of a “written” subcontract agreement between your company and the prime contractor, if applicable
 An indication of whether your company was listed in the bid/proposal, Small Business Subcontracting Plan, or 

Small Business Participation Plan, by name

Note: a prime contractor with a subcontracting plan cannot prohibit a subcontractor from discussing a utilization 
issue with the CO (See FAR 19.704(a)(12))

With a Prime Contractor that has a Small Business Subcontracting Plan

A Small Business Subcontractor’s Steps to Resolving Utilization Issues
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Advising the SBA CMR

When advising an SBA CMR, please provide the following 
information:

• The name and address of the prime contractor 
• Brief description of the payment issue and what actions have 

been taken
• The prime contract number
• The subcontract number

Note:  The more information provided to the CMR, helps us understand your 
concern(s).
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Continue to Stay 
Engaged and Be 
Contract Ready!

QUESTIONS???

Deborah Crumity
Commercial Market Representative 

(CMR)
SBA, Government Contracting – Area IV

Deborah.crumity@sba.gov
314 696-9521

mailto:Deborah.crumity@sba.gov
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