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Presenter
Presentation Notes
Good Morning
Thank you for inviting me to share a little about the HHS Small business program & how to doing business with the NIH.
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The National Institutes 
of Health

 One of the world’s foremost centers for biomedical and 
behavioral science research, and the foundation that 
supports U.S. efforts to fight disease.

 The NIH mission is to discover knowledge that will lead 
to better health for everyone.  The NIH accomplishes this 
mission by supporting and conducting both basic and 
applied biomedical and behavioral science research.

 The NIH buys supplies and services to support its on-site 
laboratories, branches and offices.

Presenter
Presentation Notes
NIH is the primary federal agency for conducting & supporting medical research.
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 One of ten Operating Divisions 
in the U.S. Department of Health 
& Human Services (HHS);

 27 separate Institutes and 
Centers (IC(s)) at NIH;

 10 Separate Contracting Offices 
Supporting the IC(s).

 Budget of approximately $30.3 
Billion in fiscal year 2009.  

The National Institutes 
of Health

Presenter
Presentation Notes
Each IC has it’s own mission, budget, OIT…& function much like their own agency 
75+ buildings on a 322-acre campus in Bethesda, Maryland, and satellite locations around this area and the U.S. including
Poolesville, MD
RTP, NC (NIEHS)
RML in Hamilton, MT
Approximately 18,000 employees and 10,000 contract employees
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NIH Acquisition 
There are 10 Offices of Acquisition at NIH, 
a consolidation from 18 offices.

• As of October 31, 2005, NIH restructured its acquisition 
organization; part of overall administrative restructuring.  
• Previously some offices did only R&D.  However, today all 
offices do  full service acquisition.  
• There are specialty acquisition offices, such as the Office 
of Research Facilities which does construction, leases, and 
Architecture & Engineering.  Also, the Clinical Center has its 
own acquisition office.  Biodefense is done out of one Office 
– NIAID.

Presenter
Presentation Notes
Full service - explain
CC – major research hospital
NIAID serves as the main coordinating and implementation biodefense research institute at the NIH
BARDA (Biomedical Advanced Research and Development Authority)- provides an integrated, systematic approach to the development and purchase of the necessary vaccines, drugs, therapies, and diagnostic tools for public health medical emergencies.
BARDA manages Project BioShield, which includes the procurement and advanced development of medical countermeasures for chemical, biological, radiological, and nuclear agents, as well as the advanced development and procurement of medical countermeasures for pandemic influenza and other emerging infectious diseases that fall outside the auspices of Project BioShield. 

Approx. 400 acquisition staff at NIH - Important - Know who you are calling
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NIH Acquisition is 
“Cradle to Grave”
All phases in the acquisition cycle are done 
in an Office of Acquisition.  These include: 
• Pre-solicitation – acquisition staff work closely with scientific project 
officers and other requirements officials in planning and developing the 
acquisition approach; knowing the buy is key to getting best value.  
• Solicitation, Receipt and Evaluation – Putting together a solicitation that 
fully informs potential offerors; managing and coordinating responses to 
questions;and, following the evaluation approach the solicitation sets forth 
are key elements.  
• Negotiation, Source Selection and Award – Treat all offerors fairly, 
prepare and analyze, put together a good negotiation plan based on 
teamwork, consider all elements based on the solicitation, document and 
write a contract that is right from the beginning.  
•Contract Administration and Closeout – get what is bought, use the 
teamwork developed and the partnership created, take the time to do the 
detailed follow up as needed.  

Presenter
Presentation Notes
Presol – Sources sought notices – address all items in notice
RFP – Understand the requirement – Pay attention to Sections C, L, M of RFP
Past Performance - The FAR requires that, if a contract is longer than one year, at least two evaluations be done.  One, an interim, during the life of the contract.  The second, a final, upon contract expiration.  
CPS - Each evaluation stands on its own and is available throughout the life of the contract. All users have instantaneous access to the evaluations processed by 19 Federal Departments/Independent Agencies.  The CPS will maintain all evaluations on a contract until 3 years after the expiration date shown on the final evaluation.  These evaluations will then be flagged as archived and are unavailable for source selection use. 
Negotiations – Have necessary staff avail. – sharpen pencil
Contract Admin – Good Communication, work as team
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RESEARCH AND DEVELOPMENT:

PRODUCTS:

What NIH Buys!

Presenter
Presentation Notes
NIH buys a wide variety of services and supplies for both research and development and station support. 

R&D - including R&D support for such activities: 
Large, complex studies such as Phase III clinical trials.
Vaccine research and development
Long-term epidemiology studies
Major research equipment purchases, and 
education and prevention 

On the other end of the spectrum, there are award mechanisms such as GSA Schedules that enable quick, relatively simple pre-priced orders in support of the on-site scientific infrastructure.  

Products - Includes the purchase of equipment, supplies, textile goods, office furniture, chemicals, paper products, machinery, office machines, computer equipment, laboratory equipment, optical instrumentation and communication equipment.





7

What NIH Buys!

INFORMATION TECHNOLOGY 
PRODUCTS, SERVICES AND SOLUTIONS:

CONSTRUCTION SERVICES:

SERVICES:

Presenter
Presentation Notes
IT - Includes Information Technology products, Information Technology management, data entry services, training, software development, maintenance, systems analysis.  NITAAC recompetition coming up CIOSP & ImageWorld.  http://nitaac.nih.gov

Construction - Includes activities such as A&E services, construction of dwellings, office buildings, laboratories and medical facilities, special trade contractors, renovations and alterations. (Biomedical, Animal Labs)
Monthly ORF VOS – Delois Holloway 301-402-0878

Services - Includes management consulting, studies, conferences, training, planning, program promotions, technical assistance, clearinghouse, survey, data collection and analysis, logistical and management support, evaluations, biomedical research and public awareness programs.

Public Information and Communication Services (PICS) – multiple award contract supporting the ICs Offices of Communication.  
	Some task areas:  Communication Research, Media analysis & outreach, database development/mgmt, web design, development & mgmt.

  Bid boards – $$ & locations
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NIH FY09 Small Business Prime Goals

• Small Business 28% 
• 8(a) 5%
• Women-Owned Small Business 5%
• HUBZone Small Business 3%
• Service-Disabled Veteran-Owned 3%

Presenter
Presentation Notes
Department goal for 2009 is two fold.
Small Business goal which fluctuates each FY and covers all the agencies in the entire executive branch.
Statutory goals which don’t change unless there is an act of congress.
The next take home fact that I do want to share is that NIH was fully successful in meeting is overall FY08 overall small business goals.
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HHS FY09 Small Business Subcontracting 
Goals

• Small Business 39.9% 
• 8(a) 5%
• Women-Owned Small Business 5%
• HUBZone Small Business 3%
• Service-Disabled Veteran-Owned 3%

Presenter
Presentation Notes
If a contract exceeds $550K (services) or $1M (construction), a subcontracting plan is required.  

When is a contractor exempt from including SB subcontractors?  
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HHS BUDGET: FY 2009 (proposed)

DISCRET

O THER
MEDICARE

MEDICAID

5.8%

10%

29%

56%

OTHER Includes:
3%    Children’s Entitlement 

2.4%    Temporary Assistance for 

Needy Families (TANF)

0.4%   Other Mandatory

$737 BillionTOTAL BUDGET
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Estimated 
NIH FY 2008 ACQUISITIONS

$5,020.1 M

SIMP ACQ
$320.0
6.4%

MISC
$97.7
1.9%

PURCHASE CARDS
$422.4
8.4%

R&D CONTRACTS 
$2,431.6

48.4%

NON R&D CONTRACTS
$1,610.5

32.1%

BPAS
$137.7
2.7%

Shows Dollars in Millions and percentages of  total dollars.  Leases included in NON R&D CONTRACTS
.

Presenter
Presentation Notes
In October 2008, NIH obligated 28.85% of it’s acquisitions dollars to small businesses (501 actions) – 10% of NIH Budget for Acquisitions – DATA from FPDS

SDB - 12.4% 
8(a) – 3.75%
SDVOSB – 1.44%
WOSB – 5.79%
HUBZone – 0%

Self Certification of SDB – SBA no longer certifying.  Can use other agency cert program to certify.  8(a) graduates cert. SDB 3 yrs.
Parity Rule
Rule of 2
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RECOVERY ACT

• HHS has a Recovery Act Technical 
Committee (RATC)

• Subject Matter Expert Committees 
underneath (finance, acquisition, cio)

• Funds will be awarded through grants, 
contracts and cooperative agreements 

• Spend plans must be developed and 
approved by the Executive Agency and by 
OMB  
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Recovery Act

• HHS Web Page:  
http://www.hhs.gov/recovery

• $59B in improving health and human 
services in the following areas:
– Scientific Research & Facilities 
– Community Services & Early Childhood Care 

& Education Programs 
– Community Health 
– Health IT 

Presenter
Presentation Notes
 NIH – information from American Reinvestment and Recovery Act

OD receiving $8.2B of which $7.4B shall be transferred to the ICs and to the Common Fund in proportion to the appropriations otherwise made to ICs, and Common Fund for fiscal year 2009 – These funds shall be used to support additional scientific research 

NCRRs‘ to receive $1,300,000,000, of which $1,000,000,000 shall be for grants or contracts under section 481A of the Public Health Service Act to construct, renovate or repair existing non-Federal research facilities.

That the NCRR may also use $300,000,000 to provide shared instrumentation and other capital research equipment to recipients of grants and contracts.

That none of these funds may be transferred to `National Institutes of Health--Buildings and Facilities', the Center for Scientific Review, the Center for Information Technology, the Clinical Center, or the Global Fund for HIV/AIDS, Tuberculosis and Malaria 

Buildings and Facilities', $500,000,000, to fund high-priority repair, construction and improvement projects for NIH facilities on the Bethesda, Maryland campus and other agency locations 

AHRQ - $400,000,000 shall be transferred to the OD of the National Institutes of Health (`Office of the Director') to conduct or support comparative effectiveness research - may be transferred to the Institutes and Centers of the National Institutes of Health and to the Common Fund 

http://www.hhs.gov/recovery�
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RECOVERY ACT

• Transparency and Reporting the keys
• All recovery funds must be clearly distinguished 

from non-recovery funds
• Use Fixed Price contracts to the maximum 

extent practicable
• All presolicitation notices and award 

announcements will use the word “Recovery” as 
the first word in the title

• All SB regulations remain in place
• FAR cases moving forward which will provide 

additional guidance

Presenter
Presentation Notes
BULLET #5 – THERE ARE NO DEVIATIONS FROM THE ACQUISITION REGS WITH REGARDS TO RECOVERY MONIES
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1. Do your homework.  Who buys what you sell?  How 
can you solve our problems.  How are you unique?

2. Narrow your focus - 2-3 ICs max. Build the 
relationship (18–24 months) Be patient. 

3. Be prepared. Are you meeting with a SBS, CO, 
PO? Maximize resources. Time is $$.

4. First impressions are critical.  Arrive on time with a 
crisp, focused presentation. 

5. Always offer your skills first, then the tools to reach 
you. (SDVOSB, HZ, 8(a), GSA schedule)

BUSINESS BASICS

Presenter
Presentation Notes
Always use the tools on the OSDBU website and visit the OPDIVS website.  This is a great way to find out what our missions are and most important to help determine – “are we buying what you sell?”
Again, the Active Contract List can help you determine your marketing strategy
3. Know your audience, tailor presentation to audience, bring right staff with you (tech expert, etc.)
If you can not be on time, be early!!

When contacting customer, PLEASE repeat your phone number
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ADDITIONAL TIPS
1. Familiarize yourself with the Federal Acquisition 

Regulations (FAR) & agency specific regs
2. Be ready to accept Govt. VISA or MC card
3. Pursue simplified acquisitions 
4. Get on GSA schedule
5. Cite your past experience
6. Be open to teaming with someone that has a 

footprint in the Department

Presenter
Presentation Notes
#1 Source is the Small Business Specialist

#1: FAR clauses in the RFP & contract are usually in there by reference only but contractors must comply with them.  In addition, the Health and Human Services Acquisition Regulation (HHSAR) may supplement FAR policies and/or invoke HHSAR clauses (May be supplemented by OPDiv specific Manuals).
#3: 25K to 100K - smaller dollar but another way to establish good past performance (Best way to establish footprint) 
#4: This is a business decision but it makes good business sense.  Although it allows the OPDIVS a method of acquiring goods and services; however, it makes it challenging to identify opportunities.
#5: Teaming/Subcontracting can be used to gain past performance, especially if you are not ready for prime time…
#6 Benefits:  Can help Small Businesses win contracts that it may not otherwise have won on its own.  In addition, risks, as well as financial burdens associated with contract performance can be spread among the team partners.
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Acquisition Leadership at NIH
Office of Acquisition Management and Policy (OAMP) -
led by Diane Frasier, Director, OAMP, and Head of the 
Contracting Activity (HCA). 

• Provides leadership, advice and oversight for all NIH acquisition 
offices and for those in the IC’s with delegated acquisition authority. 

• Includes Division of Acquisition Policy and Evaluation and Division 
of Financial Advisory Services. 

• Does pre-solicitation and preaward reviews, interprets and develops 
acquisition policy, negotiates indirect cost rates and does analyses 
of cost and price proposals.  

• Also, contains the training and data offices serving the NIH 
acquisition community. 

Presenter
Presentation Notes
SBO co-located with OAMP
SBS’ Supervisor is Debbie Ridgely, Director, OSDBU
Work very closely with HCA and Acq. Management to to ensure maximum practicable opportunities are available for SB.
SBA/PCR – independent partner – has the authority to hold requirements. 
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Chief Contracting Officers
National Cancer Institute Todd Cole

National Heart, Lung, and Blood Institute John Taylor

National Library of Medicine Phillip Osborne
The National Institute of Child Health & 
Human Development

Jacqueline Holden

Neurosciences James Quinn

Office of Logistics and Acquisitions 
Operations

Greg Holliday 

National Institute of Allergy and Infectious 
Diseases

Charles Grewe

National Institute of Environmental Health 
Sciences

Gary Delaney 

Clinical Center Sydney Jones

Office of Research Facilities Melissa Richardson
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Other Acquisition 
Points of Contact

National Information Technology Acquisition 
and Assessment Center (NITAAC) Wanda Russell (Acting) 

Blanket Purchase Agreements Cole Stathes

Purchase Card Program Georgiann Wilson

Division of Acquisition Programs Laurie Weker

Division of Logistics Services Tom Keith

Institutes and Centers Administrative Officers and 
Purchasing Agents 

Presenter
Presentation Notes
NITAAC –
provides Information Technology hardware, software, systems, and services in support of IT solutions within NIH and other Government Agencies http://nitaac.nih.gov 
Big recomp. CIOSP2 & Imageworld – current kts expire 12/2010
CIOSP2 – 9 task areas - Chief Information Officer (CIO) Support; Outsourcing;  IT Operations and Maintenance; Integration Services; Critical Infrastructure Protection and Information Assurance; Digital Government; Enterprise Resource Planning (ERP); Clinical Support, Research, and Studies; Software Development  
currently 44 primes (20 SB)
ImageWorld2 - Image World2 has 24 Prime Contractors and more than 200 Sub-contractors available to provide document management and imaging systems products and services.�
NIH BPA Program –
NIH Model, BPAs are “tied” to the vendor’s product and/or service.
There is no minimum guarantee of work
Two types of BPA: Open Market (ceiling $25K) & If you have a GSA Kt ($500K)
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Finding Acquisition 
Opportunities

 FedBizOpps - http://www.fbo.gov Site where sources sought
synopses and RFPs are published. 

 NIH Web site  http://www.nih.gov/
 Administrative Officers and Contracting Officers in Individual ICs 

and Offices of Acquisition (drill down on NIH Web site @ Institutes, Centers, 
Offices) http://teledirectory.nih.gov/index1.php

 The Office of Logistics and Acquisitions Operations 
http://www.olao.od.nih.gov/ ; and, in particular, the Supply Catalog 
found at: 
http://www.olao.od.nih.gov/Acquisitions/TypeOfAcquisitions/SuppliesAndEquipmen
t/FindingASource/SupplyCatalog.htm

 General Services Administration 
http://www.gsa.gov/Portal/gsa/ep/home.do?tabId=0 (drill down to “How to Get on 
Schedules”)

 NIH Active Contract List http://oamp.od.nih.gov/
 HHS Office of Small and Disadvantaged Business Utilization

http://www.hhs.gov/osdbu/
 Forecast of HHS’ Contracting Opportunities http://osdbuforecast.hhs.gov/

Presenter
Presentation Notes
Set Aside Alert
NIH Vendor Badge
NIH Bid Board Listing

http://www.fbo.gov/�
http://www.nih.gov/�
http://teledirectory.nih.gov/index1.php�
http://www.olao.od.nih.gov/�
http://www.olao.od.nih.gov/Acquisitions/TypeOfAcquisitions/SuppliesAndEquipment/FindingASource/SupplyCatalog.htm�
http://www.olao.od.nih.gov/Acquisitions/TypeOfAcquisitions/SuppliesAndEquipment/FindingASource/SupplyCatalog.htm�
http://www.gsa.gov/Portal/gsa/ep/home.do?tabId=0�
http://oamp.od.nih.gov/�
http://www.hhs.gov/osdbu/�
http://osdbuforecast.hhs.gov/�
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Questions?

Annette Owens-Scarboro
Jonathan Ferguson

Nydia Sagna
OSDBU co-located at the NIH, 301-496-9639
Email address: sbocalendar@mail.nih.gov

Presenter
Presentation Notes
UPCOMING EVENTS:

19th Annual OSDBU Procurement Conference – Dulles Expo Center Chantilly, VA - (www.osdbu.gov) or contact FBC Account Manager at 800-878-2940, x283 or bj@fbcinc.com 

HHS OSDBU Monthly VOS – Second Tuesday, every other Month.  Register online

mailto:sbocalendar@mail.nih.gov�
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Department of Health and Human Services
Office of Small and Disadvantaged 
Business Utilization

200 Independence Avenue, SW
Room 360-G
Washington, DC 20201

Phone: 202-690-7300
Email: sbmail@hhs.gov
Web: www.hhs.gov/osdbu

CONTACT INFORMATION

H. H. Humphrey Building
HHS Headquarters

Presenter
Presentation Notes
As you can see the NIH & HHS are committed to ensuring that Small Business have an equitable opportunity to participate in the HHS procurement program and that they receive a fair share of those resulting awards.

“Small Business is the Heart of our Economy.”

In closing, thank you for your attention and your interest in doing business with the NIH & HHS.  


http://www.atsdr.cdc.gov/legislation/hhh.jpg�
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