From the Executive Director
I want to thank everyone from
our participants to our very
generous sponsors who made
our first annual charity golf
tournament on August 23rd a
success. Special thanks go out
to our Board of Directors Chair,
Ed Tuorinsky, and his team at
DTS for leading us in a fun and
worthwhile event! It was great to
get together in person, share
time together and reconnect with
like minded people who can support one another on their
business journey. This was extra special for me. I marked
my first year in the role as executive director, all of which
was during the “COVID era”. With very few exceptions, I
have only met our members, supporters, and partners on
video or phone. It was so wonderful to meet so many in
person! If you missed it, don't worry, there is always next
year!
In my mind, this past month’s golf tournament was an
indication of the impact VETS21 in Orlando from 2-5
November will have for Veteran owned small businesses.
Reconnecting face-to-face in an environment designed to
help Veteran businesses prepare for and take advantage
of the GovCon environment in 2022 is just what the doctor
ordered. We have every intention of making this in-person
event the best one yet! Our lineup of speakers, programs,
and networking opportunities have been thoughtfully
curated to maximize your opportunities to ensure 2022
starts off with a bang. Please don’t miss this opportunity to
end 2021 on a high note and launch into 2022 refreshed
and reinforced. Register today and don’t miss out on the
early bird registration!

Golf tournaments and VETS conferences don’t
happen by themselves! It takes an army of
volunteers and supporters. I want to thank all our
sponsors, volunteers, board members, and
advisors who support us every day in providing the
very best for our members. Two people deserve
special thanks—our staff members. I have not met
a more dedicated pair than Heather Lee and Earl
Morgan! Over this last year I have watched them
work tirelessly and with complete dedication to
NVSBC, our members, and our mission. I
appreciate their hard work and respect their
willingness to take on all that we throw at them and
do it with a smile. They are truly NVSBC’s unsung
heroes! When you have a chance, shoot them an
email, and join me in thanking them! They don’t
hear it enough!

Scott Jensen
Colonel, U.S. Marine Corps (Ret.)
Executive Director
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Cover
The National 9/11
Pentagon Memorial
dedicated to honoring
the 184 people whose
lives were lost at the
Pentagon that day, their
families, and all those
who sacrifice so that we
may live in freedom.
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Michael Hanson, President of
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The Department of Veterans Affairs’ (VA) Center for Verification and
Evaluation (CVE) Transfer to the U.S. Small Business Administration (SBA)
Previously, veteran-owned small businesses interested in being certified by the Federal Government received
their certification through the VA. In order to streamline this process with all other small business certification
programs, the National Defense Authorization Act (NDAA) of 2021 officially requested that CVE’s responsibilities
be transferred to the SBA by January 1, 2023.
Program Purpose
The CVE program plays an essential role in creating opportunity for veteran-owned small businesses across the
country. It ensures that veteran-owned small businesses (VOSB) and service-disabled veteran-owned small
businesses (SDVOSB) can compete for set-aside and sole source contracts through the VA. Eligible VOSBs and
SDVOSBs must be verified before they can participate in the program.
Scope of CVE Transfer
• Transferring CVE responsibility to the SBA makes sense because the SBA already manages all other
government-wide socioeconomic programs for VOSBs and SDVOSBs. The transfer will help eliminate any
confusion and redundancy in the roles between the VA and the SBA, providing VOSBs and SDVOSBs
with a one-stop shop for their small business certification and contracting needs.
• Because of this transition, veterans who own and operate small businesses will be able to benefit further
from the full complement of services that SBA has to offer within its field offices and its Office of
Government Contracting and Business Development, including its Mentor-Protégé Program, small
business training series, and other programs meant to aid small businesses.
• VOSBs or SDVOSBs previously verified by the VA, will not lose their status at the time of program
transfer.
• Self-certified SDVOSBs will now be required to apply for SBA verification. Starting January 1, 2023,
there will be a one-year grace period to apply with the SBA.
• During the grace period, the company can continue to use its self-certification for non-VA contracts until
an SBA determination is made.
Next Steps
• There is no immediate action required for veteran small business owners at this time.
• The VA and the SBA are committed to being transparent and providing a seamless transition with
minimal impact to veteran small business participants.
• Both agencies will keep all stakeholders, including VOSBs and SDVOSBs, updated on the new CVE
processes.
• Regular briefings will be provided to VA and SBA leadership throughout the transition process.
• Additional guidance for self-certified SDVOSBs will be provided.
Please email questions to cvetransfer@sba.gov.
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NEW MEMBER PROFILE

Name of Business Owner: Charles L. Fulforth IV
Military Branch/Years Served: U.S. Army / two (2) years
Occupation in Military: Infantry, TOW Gunner.
Name of business: Airborne Data Imaging Group, Inc.
Type of business: “Quartermaster” / Supplies, National
and International
Year Established: 2014
Location: Philadelphia, PA
Website: http://adig-quartermaster.com/

From left to right: Andre McCoy (ADIG), Bill Belknap
(NVSBC Board of Director who sponsored ADIG) and
Charles L. Fulforth IV (ADIG) at the NVSBC Charity
Golf Tournament at the Army Navy Country Club in
Arlington VA.

What motivated you to start your own business?
Both indirectly and directly, my father motivated me to start my own business. Dad, was a World War II veteran who
modeled planning, execution and exuded the “Can Do” spirit of the Seabee’s my entire life. The summer out of High
School I joined the “volunteer” Army. Serving with both the Indian Head and Big Red One I gained business
experience in the planning, organization and teamwork needed in successful execution of our mission.
After the Army, using my G.I. Bill of Rights, I engage in many “businesses” simultaneously. From getting married
and starting a family to attending college while developing Rapid Data Processing, Inc. Fatherhood, being in the
Army and College gave me the education, experience and confidence needed to start my business(es).
What has been your biggest challenge(s) in the Federal marketplace and how did you overcome them?
1) Understanding the scope and breath of the Federal Market Place and how best to refine our strategic business
plan so that we can bring maximum value to the system.
2) Navigating through the procurement database(s).
3) Understanding how best to align our areas of product focus and expertise, to that of the federal requirements for
products and services.
What advice would you give to other veteran small business owners?
1) Contact and work with the Small Business Administration (SBA) Procurement Technical Assistance Center
(PTAC) in your region! Our South Eastern Pennsylvania PTAC counselor, Bruce D., has guided us in creating our
business plan, as well as strategic planning both short and long term.
2) Network with existing veteran owned businesses and organizations such as NVSBC.
3) Get certified and credentialed as VOSB and or SDVOSB as soon as possible.
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Opportunities

The National Security Agency’s (NSA) Office of Small Business Programs is seeking VOSBs and SDVOSBs
who work in the NAICS code subsectors 541, 561, and 334, in hopes of increasing NSA’s industrial base in these
areas. If you fall under these NAICS code subsectors, please submit the information below to Earl Morgan at
earl.morgan@nvsbc.org NLT COB September 17:
1.
2.
3.
4.

Company Name:
Name of Point of Contact
Point of Contact Title
E-Mail Address

Please do not send your capability statement.

Lockheed Martin Aeronautics Company is planning to compete several systems for the F-16 Fighting Falcon fighter
jet. The F-16 program offers advanced interoperable capabilities that enhance partnerships with allies. The aircraft
has proven its effectiveness for decades and continues to remain the best value among 4th generation fighters for
its capabilities and affordable lifecycle costs. The F-16 Program Management and Supplier Diversity teams are
seeking interested suppliers for potential partnership. The criteria for participation include: related aircraft
manufacturing experience, heat treatment, special coatings, painting, testing, in-house engineering capabilities,
AS9100 certified and/or ISO9000 certified.
Interested companies are invited to respond to the F-16 Affordability Questionnaire via this direct link:
https://www.lockheedmartin.com/en-us/suppliers/business-area-procurement/aeronautics/business.html (refer to:
Domestic Supplier Capabilities Questionnaire) to communicate interest and capability to fulfill this objective.
Lockheed Martin Aeronautics intent is to use responses to assess the best fit for potential follow-on requests. This
questionnaire serves as a Request for Information (RFI) that is intended solely for planning purposes and does not
constitute a Request for Proposal (RFP) or a promise to issue an RFP in the future.
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Federal Cybersecurity Update
On the heels of President Biden’s National Cybersecurity
Memorandum (issued July 28, 2021), the White House met
with private sector companies to discuss opportunities to
bolster the nation’s cybersecurity policies on August 25,
2021. Apple, Google, IBM, Microsoft, and Amazon were
among the industry tech giants in attendance.
As background, the President’s July 28th
Cybersecurity Memo outlined expectations for owners and
operators of critical infrastructure relating to cybersecurity.
The National Cybersecurity Memorandum, coupled with
the DoD’s changes to the Cybersecurity Maturity Model
Certification, will have far ranging implications for how
every government contractor interacts with and
safeguards government information.
After the August 25th meeting, the
White House announced that the National
Institute of Standards and Technology
(NIST) will collaborate with private
industry to develop the new framework for
improving the security and integrity of the
technology supply chain—one of the
major initiatives of the July 28th
Cybersecurity Memo. The collaboration
between industry leaders and the NIST will focus on
the security of emerging technological innovations,
including open-source software. As part of the supply
chain initiatives, Apple announced that it would work with
its 9,000+ suppliers to drive mass adoption of security
measures like multi-factor authorization, event logging,
and vulnerability remediation. Security measures such as
these are quickly becoming the industry norm for all
companies as a means of protecting information,
regardless of whether that information belongs to the
federal government.
Another major initiative from the President’s July
28th Cybersecurity Memo was developing zero-trust
infrastructure to combat security threats. Zero-trust
architecture is an emerging security implementation
wherein, as the name implies, the concept of trust is
eliminated from an organization’s security measures.
Traditional security models are based off of the
understanding that all users within an organization’s
framework should be trusted. This security model,
however, fails to account for bad actors and compromised
users. The zero-trust framework starts from the premise
that users cannot be trusted, regardless of their access to
the system, and gradually builds up measures to defend a
network from there.

After the August 25th meeting, Google pledged to
invest $10 billion into developing and expanding zero-trust
programs, including helping 100,000 Americans to earn
industry recognized digital skills. Not to be outdone,
Microsoft pledged $20 billion to advance cybersecurity by
design to advance federal and private IT security solutions.
And Amazon announced it would make its security
awareness training available to the public at large.
The takeaway for smaller federal contractors is that private
funding will be available to help upgrade and improve your
organization’s cybersecurity measures. Your organization
needs to be familiar with the directives laid out in
the July 28th Memorandum as these initiatives
are quickly becoming industry norms and will
become prima facie requirements for doing
business with the federal government.
Additionally, the speed and rapidity with
which this administration is moving
forward with its cybersecurity initiatives
indicate that the administration’s
commitment to cybersecurity matters
might be more than just lip service. A
slew of government directives and
regulations will soon be arriving
stemming from the July 28th Memorandum. Make
sure your organization is aware of its duties and
responsibilities in the wake of these changes.
Tyson Marx is a senior associate with Ward & Berry PLLC
based out of Tysons, Virginia. Tyson focuses primarily on
government contracting, specifically as it pertains to
litigation.
Ward & Berry is a Washington, DC and Tysons, Virginia
based law firm committed to excellence and ingenuity in
advising and advocating for clients in government
contracts, civil litigation, investigations, and complicated
problems faced by federal contractors of all sizes.
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Legal Briefs by Legal Meets Practical
Sarah Reida Schauerte
Federal Procurement Attorney
Legal Meets Practical
Contributing Writer
Access her company website and blog at: http://www.legalmeetspractical.com.

GAO PROTEST LESSON: KNOW YOUR ANGLE
In Novad Management Consulting, LLC, B-419194.5 (July 1, 2021), a protestor unsuccessfully challenged the
terms of a solicitation for loan servicing support services. The protestor had argued, in part, that property change
requirements in the solicitation were inconsistent with the Housing and Urban Development’s then-current
regulations on property charges. The GAO dismissed this argument in particular, noting: “Concerning the
protester’s argument that the solicitation is inconsistent with HUD’s regulations, we conclude that this allegation
does not allege a violation of a procurement law or regulation.” The federal statute that gives GAO its authority, 31
U.S.C. § 3552(a), authorizes it only “to decide bid protests ‘concerning an alleged violation of a procurement statute
or regulation.’”
While it appears this argument may not have been an option for the protestor in this case, keep in mind that if a
solicitation requirement is inconsistent with a provision that is not a procurement law or regulation, just because it
does not fall into that category for protest, it may fall into another. Most notably, consider whether the agency is
requiring you to do too much. Procuring agencies are required to specify their needs in a manner designed to
permit full and open competition, and may include restrictive requirements only to the extent they are necessary to
satisfy the agency’s' legitimate needs (or as otherwise authorized by law). 10 U.S.C. § 2305(a)(1)(B)(ii). If you
challenge a specification or requirement as unduly restrictive of competition, the procuring agency must establish
that the specification or requirement is reasonably necessary to meet the agency's needs. Air USA, Inc., B-409236
(Feb. 14, 2014). The GAO will then examine the adequacy of the agency's justification for a restrictive solicitation
provision to ensure that it is rational and can withstand logical scrutiny. AAR Airlift Grp., Inc., B-409770 (July 29,
2014).
Accordingly, if you have a problem with a solicitation term, as an initial matter, that is a pre-bid protest ground that
must be protested before offers are due. Then, consider what the issue is. If the problem does not fall into violating
a procurement law or regulation, consider making the argument that it is unduly restrictive. If an agency does not
need to include it in order to get the services it needs, and doing so limits competition by excluding offerors who
cannot meet it, you’ve found your protest angle.
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Legal Briefs by Legal Meets Practical
SBA REPORTS AWARDS TO SMALL
BUSINESSES DWINDLING
In a Fiscal Year 2020 goaling scorecard, the SBA
reported that 45,661 distinct small businesses received
contracts in the top 100 NAICS codes. This contrasts
with just four years ago, when the SBA reported that
number at 51,866. Yet, somehow, every single year,
when the SBA releases its scorecards for individual
agencies with respect to their awarding of small
business contracts, they all pass with flying colors.
How can this be?
Keep in mind that the SBA’s grades are based on a
formula which is extremely generous to agencies, with
prime contracting achievement consisting of 50% of the
grade. This is easy to meet considering that the goals
for awards to each socioeconomic category are
relatively low:
§
§
§
§
§

35% (small business)
5% (small disadvantaged business)
5% (WOSB)
3% (SDVOSB)
3% (HUBZone).

Under the SBA’s formula, contract dollars are seven
times more important than the number of small
businesses receiving federal awards. Accordingly, if a
business that falls in multiple small business categories
receives a high-dollar contract, this would help an
agency in meeting its goals.
According to the government-wide performance
scorecard, awards to SDVOSB firms decreased from
4.39% to 4.28%. 4.28% of all total awards is not a high
percentage, and it’s interesting that VA awards aren’t
pushing up this number more. Under the Kingdomware
Supreme Court decision, the VA is mandated to set
aside awards for SDVOSBs provided certain
requirements are met. Yet, in 2020, the VA’s scorecard
reflects 20.24% of contract dollars going to SDVOSBs,
which is only a 2.5% difference compared to the year
the Kingdomware mandate went into effect (2016). If
the VA has to consider making every single award an
SDVOSB one, shouldn’t there be more of a difference?

SDVOSB PROTEST LESSON: A MENTORPROTÉGÉ RELATIONSHIP AFFECTS A JV
CHALLENGE
In a recent CVE protest, the SBA’s Office of Hearings
and Appeals illustrated the value an SDVOSB may
have in pursuing a mentor-protégé relationship with a
firm with which it may want to joint venture. Upon
protest, that relationship may have saved the awardee
its contract.
In CVE Protest of Welch Construction, Inc., Protestor
Re: AFCI-CCI Joint Venture One, LLC, SBA No. CVE
181 (2021), the VA had issued an Invitation for Bids to
replace stem lines and install new steam and
condensate piping for a building at the VA Medical
Center campus in Bath, New York. The protestor had
alleged five arguments challenging the SDVOSB status
of the awardee, AFCI-CCI Joint Venture One, LLC.
Some of these grounds arose from resources provided
by the non-SDVOSB mentor (Cornerstone) to the
SDVOSB protégé (American First). Another related to
Cornerstone’s affiliation with another business,
Broadway.
In this case, the joint venture partners had entered into
an SBA-approved mentor-protégé relationship prior to
submitting the offer at issue. Accordingly, the SBA
noted that while the protestor had taken issue with the
non-SDOVSB having assisted with bid preparation, it is
encouraged for a mentor to provide assistance to its
protégé under the Small Business Administration’s All
Small Mentor Protégé Program (“ASMPP”). Also, even
though the SBA found that Cornerstone was affiliated
with Broadway, this did not matter because when it
comes to participants of the ASMPP, only the protégé
is required to be small. 13 C.F.R. § 125.18(b)(1)(ii).
The SBA OHA found the joint venture to be an eligible
SDVOSB, noting that other protest grounds were
dismissed as untimely or non-specific.
Whether a mentor-protégé relationship depends on
who you have in your corner. If they are a large
business, and certain resources may give you a leg up,
taking the time to look into the ASMPP may be worth it.
Access the SBA’s rule on requirements and
qualifications at 13 C.F.R. 125.9.
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Legal Briefs by Legal Meets Practical
SOS, LOS! FINAL RULE PROVIDES CLARITY
On August 11, 2021, the Department of Defense, along
with the GSA and NASA, issued a final rule amending
the FAR guidance regarding limitations on
subcontracting (“LOS”). The new rule is meant to
conform with the SBA’s rule codified in 13 C.F.R. §
125.6, as is reflected in the FAR Council’s commentary
introducing the rule. The March 2020 version of FAR
52.219-14 (Limitations on Subcontracting) still refers to
LOS as being calculated by the “cost of contract
performance incurred for personnel.” Meanwhile, 13
C.F.R. § 125.6 (which is also referenced in 13 C.F.R. §
125.18 with respect to submitting offers on SDVOSB
contracts), refers to an awardee of a small business
set-aside not paying more than 50% of the amount paid
by the government to it and other firms in the applicable
socioeconomic category.
To quote Chandler of Friends, could that be more
confusing?
Effective as of September 10, 2021, the new LOS rule
will bring FAR 52.219-14 into alignment with 13 C.F.R.
125.6. It will also clarify how offerors may use first-tier
subcontractors (i.e., those with contracts directly with
the prime) to meet LOS requirements.
Keep in mind that as of now, even if the SBA’s rule and
the FAR rule don’t align (“personnel” versus “amount
paid”), a set-aside contract should reconcile this. For
instance, when it comes to VA contracts, the VAAR
contains provisions cross-referencing 13 C.F.R. § 125.6
to make it clear that the “amount paid” calculation
controls, even if it had taken the FAR a while to catch
up. (See, in particular, VAAR 852.219-10).
Access the final rule here.
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COMMENTS TO BUY AMERICAN ACT
CHANGES DUE SEPTEMBER 28
Following President Biden’s signing of an Executive
Order (“Ensuring the Future Is Made in All of America
by All of America’s Workers”), the FAR Council has
followed its directive towards amending the FAR to
make specific changes to strengthen the Buy
American Act. A proposed rule published on July 30,
2021 has proposed changes or invited comments to
address the following areas:
§

§
§

Replacing the component test used to identify
domestic end products and domestic
construction materials with a test under which
domestic content is measured by the value that
is added to the product through U.S.-based
production or U.S. job-supporting economic
activity;
Increase the threshold for the domestic content
requirement; and
Increase the price preferences for domestic end
products and domestic construction materials.

The FAR Council requests industry feedback on the
proposed rule, including (a) ability and willingness to
meet the increased domestic content thresholds, (b)
utility of the fallback threshold, (c) whether and how to
change the price preference, (d) how to identify
“critical” items and components, (e) whether and how
to replace the component test with a “value added”
test, (g) impact of the domestic content reporting
requirement, and (g) ways to maximize opportunities
for small and disadvantaged businesses and avoid
unintended barriers to entry as the government works
to strengthen the impact of the BAA. Comments must
be submitted on or before September 28, 2021. If this
affects you, chime in!

Calendar of Events
The Defense Federal Acquisition Regulation
Supplement (DFARS) Webinar Training Series 2021
Hosted by Jennifer Schaus & Associates
Sponsored by National Veteran Small Business Coalition
Every Wednesday from 1 - 2 PM
(Webinars are complimentary)
Wednesday, September 8: DFAR Part 239 – Acquisition
of Information Technology
Wednesday, September 15: DFAR Part 241 – Acquisition
of Utility Services

2021 National HUBZone Conference
September 8 – 9
The Westfields Marriott Conference Center
Chantilly, VA
Click here for more info

Wednesday, September 22: DFAR Part 242 – Contract
Administration
Wednesday, September 29: DFAR Part 243 – Contract
Modifications
Visit for https://www.nvsbc.org/dfars-webinar-trainingseries-2021/ to view previous webinars in this series.
MEDWeek 2021
September 19 - 25
Register Here

September 1 - 30
Register Here

November 2 – 5
Orlando, Florida
Register Here

If you have ideas for future content for First
Call, or how to maximize the benefit NVSBC
offers to its members, we always welcome
input. Please contact Earl Morgan with your
recommendations at earl.morgan@nvsbc.org.
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