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DOE’s Mission 
 Energy Security – Protection of high risk, high payoff RD&D of cleaner more affordable 

and reliable alternate energy sources, e.g. Advanced Research Projects Agency-Energy  

 Energy Efficiency & Renewable Energy; Fossil Energy; Nuclear Energy; Electricity Delivery & Energy 
Reliability 

 Nuclear Security – National Nuclear Security Administration guards: 

 Military applications of nuclear energy 

 Military nuclear propulsion plants (i.e. nuclear submarines) 

 Nuclear Nonproliferation – Detect, secure, and dispose of vulnerable nuclear 
weapons 

 Conversion of high grade to low grade Uranium 

 Computational analysis of nuclear warheads 

 Environmental Responsibility – Stop or reverse environmental damage caused by our 
legacy of nuclear warhead production 

 Enhance Efforts in Scientific Discovery and Innovation – The Office of Science is the 
largest single supporter of research in the physical sciences 
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http://energy.gov/gc/downloads/doe-facility-management-contracts 
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Power Administrations  
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 Power Administrations – Established in the early 1900s, sell excess 
electrical power produced at Federal water projects in order to repay the 
Government’s investment in the projects. 

1. Bonneville Power Administration (BPA) – Headquartered in Portland, 
Oregon 

2. Southeastern Power Administration (SEPA) – Headquartered in 
Elberton, Georgia 

3. Southwestern Power Administration (SWPA) – Headquartered in 
Oklahoma 

4. Western Area Power Administration (WAPA) – Headquartered in 
Colorado – services a 15 state region of central and western U.S. 
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What Does DOE Buy?  
Top FY 2013 Action Obligations for Service-Disabled Veteran Owned Small Businesses by NAICS Codes 

(Oct. 1, 2012 – July 31, 2013) 

NAICS Code NAICS Description Action Obligation 

1 236220 Commercial and Institutional Building Construction $333,000 

2 541330 Engineering Services $2,868,763 

3 541512 Computer Systems Design Services $1,212,676 

4 541519 Other Computer Related Services $1,492,805 

5 541611 Administrative Management and General Management 
Consulting Services 

$1,469,244 

6 541690 Other Scientific and Technical Consulting Services $3,620,088 

7 561110 Office Administrative Services $3,925,096 

8 561612 Security Guards and Patrol Services $13,014,719 

Report Extracted from FPDS-NG 
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What Does DOE Buy?  
Top FY 2012 Action Obligations for Service-Disabled Veteran Owned Small Businesses by NAICS Codes 

(Oct. 1, 2011 – Sept. 30, 2012) 

NAICS Code NAICS Description Action Obligation 

1 541512 Computer System Design Services $962,818 

2 541513 Computer Facilities Management Services $1,347207 

3 541519 Other Computer Related Services $1,863,247 

4 541611 Administrative Management and General Management 
Consulting Services 

$3,394,049 

5 541690 Other Scientific and Technical Consulting Services $19,823,330 

6 561110 Office Administrative Services $4,008,768 

7 561612 Security Guards and Patrol Services $32,713,981 

8 562910 Remediation Services $10,000,000 

Report Extracted from FPDS-NG 



Management & Operating (M&O) Contractor 
Business Model  

 Consist of 85% of our procurement base, we retain only 15% 

 DOE has approximately 15,000 FTEs and 100,000 contractor workforce 

 Not bundled (ref. FAR 2.1). They are sanctioned by FAR 17.6 

 Limited Liability Corporations (LLC) – Only responsibility is to manage 
and operate specific facility 

 Performance-based, Award Fee, and Award Term 

 Approximately 40 FMCs, 17 of which are National Laboratories (NL) 

 NLs are Federally Funded Research & Development Centers (FFRDCs) 
(ref. FAR 2.1) 
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M&O Business Model  
 Required to have a small business subcontracting plan 

 Subcontracting plan goals are challenging 

 We flow down small business prime contract 
solicitation methods to FMCs to help them achieve 
subk goals – Best Practice 
 FMCs do not follow FAR when they subcontract 
Best commercial practices – Faster awards, cannot be 

protested 
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M&O Business Model  
 Conduct a Mentor-Protégé Program – Best Practice 

 Objective is to graduate protégés to large businesses that can compete for 
Federal prime contracts 

 One of 13 government agencies that have an Mentor-Protégé Program 

 Voluntary, no appropriated funds, paid through subk costs 

 Mentors are large or small DOE contracts 

 Protégés must be small socio-economic – goaled groups 

 Prospective protégés petition mentors 

 Protégés may subcontract with other FMCs 

 Sole-source contracts at 8(a) thresholds ($4.5M / $6.5M) 
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Rules of Engagement  
 Register with the “System for Award Management www.sam.gov  

 Check out FedBizOpps: https://www.fbo.gov for synopsized acquisitions 

 Register with FedConnect – to view current business opportunities receive 
solicitations, and submit proposals – 
https://www.fedconnect.net/FedConnect/ 

 To obtain information about what the Government buys - 
http://www.usaspending.gov/ 

 Go to “ezSearch” in FPDS-NG (Federal Procurement Data System-Next 
Generation) to check listing of all contractors that DOE has been doing 
business with – www.fpds.gov 

 Check out SBA’s “Sub-Net”: http://web.sba.gov/subnet.  SubNet is 
equivalent of FedBizOps for subcontracting opportunities posted by primes  
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Rules of Engagement  
 Go to DOE’s website – www.energy.gov and use the DOE search 

engine (white search box) in the upper right hand corner of page. 

 

 Also, consider using Google or other search engines. 

 

 Scroll to bottom of www.energy.gov and link to Small Business.  
This is the Office of Small and Disadvantaged Business Utilization.  
Our direct link is  www.smallbusiness.energy.gov.  
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Rules of Engagement  
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 Engage with program elements.  Know their mission and requirements. 

 Create a demand by becoming a solution to DOE requirements, instead of just fishing for 
work. 

 Attend outreach sessions and network with other contractors. 

 Plan ahead – allow about 1.5 to 2 years to prepare a proposal for a major requirement. 

 Examine former solicitations requirements. 

 Respond to sources sought synopses. 

 Consider teaming arrangements if requirements are steep. 

 Small Business Program Managers’ (SBPMs) Directory. 

 Contact Procurement Technical Assistance Centers (PTACs) if you need help. 

 DOE Procurement Forecast. 

 Be persistent. 

 Link to the OSDBU Page – www.smallbusiness.energy.gov 



Summary  
 Become familiar with the rules of engagement. 

 Learn how to prepare an effective proposal. 

 Become easily accessible. 

 Incumbents do not always win recompetitions. 

 Contact PTACs if you need help. 

 Do not shake a fist at the customer. 

 Keep on trying. 
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Thank You 
Nickolas A. Demer, Acquisition Team Leader 

Office of Small and Disadvantaged Business Utilization 

Forecast Website: http://hqlnc.doe.gov/forecast 

Visit Us: www.smallbusiness.doe.gov 

Call Us: (202) 586-7377 

Write Us: smallbusiness@hq.doe.gov 
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