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INTRODUCTION 
 
The Arizona Aerospace, Defense, and Security Enterprise (ADSE) is proposed to 
promote the advancement of a key component of Arizona‟s industry and innovation. To 
achieve this end, the ADSE has developed a playbook to provide a „common operating 
picture‟ and a „how‟ to‟ manual to support collaboration partners in efforts aimed at 
increasing Arizona participation in the aerospace, defense, and security domain. 
 
The playbook provides a concrete framework to build an Arizona identify in the 
aerospace, defense, and security sectors of the economy. The plan guides ADSE 
activities that identify opportunities, build teams, and develop participation pathways for 
mid-size and small business leading to a progressive increase in market utilization of 
the aerospace, defense, and security resource base leveraging the varied assets 
resident in the state of Arizona.  
 
The playbook is presented in four sections. The first is aimed at development of a 
collaborative engagement construct to develop awareness of the Arizona Resources 
capable of meeting market needs. The second is aimed at developing Situational 
Awareness within the rapidly advancing aerospace, defense, and security environment. 
The third is aimed at identifying, tracking, and Managing Federal Opportunities, 
supported either singularly or collectively by Arizona companies. The fourth is aimed at 
Building Winning Teams that include the Arizona-based elements of the industry 
leading national system integrating companies, Arizona-centric mid-size companies, 
and Arizona small companies that provide precision manufacturing, advanced materials, 
and specialized services.  
 
The playbook provides the basis for a concept of operation that brings the distributed 
resources of the ADSE into a collaborative strategy that will allow Arizona to shape the 
competitive environment, to task organize around general and specific opportunities, 
and to continuously leverage the resources within the Arizona industrial base, the 
Arizona academic research institutions, and the Arizona military facilities. 
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ENGAGING THE ARIZONA RESOURCE BASE 
 
Effective business development is the result of coordinated efforts that engage 
stakeholders at multiple levels ranging from policy makers in the national capital to 
specialized suppliers resident in the state of Arizona. Connecting the dots between the 
Federal agencies as consumers and Arizona businesses as suppliers requires that 
multiple players act in a coordinated manner to continuously build the Arizona 
aerospace, defense, and security identity while at the same time developing and 
pursuing specific opportunities for participation by Arizona based companies.  

Harnessing Arizona Resources 
 
ADSE‟s success depends on effective collaboration across a stakeholder group that is 
distributed across various regions of the state, across the range of competencies 
composed of the aerospace, defense, and security industrial base, and across the 
numerous defense facilities located within the state.  
 
The collaboration construct blends geographic and competency based interaction 
activities to ensure connections between the ADSE, its member businesses, and 
the needs of the Department of Defense (DoD) and the Department of Homeland 
Security (DHS). The construct is flexible, supporting the aggressiveness required in the 
execution of proactive initiatives building an awareness of the competiveness of 
Arizona‟s resources and the agility required in execution of responsive initiatives that 
will form competitive strategies supported by Arizona-based teams. 
 
The geographic element of the collaboration requires information sharing between the 
ADSE points of contact on the:  
 

• Regional catalogue of businesses that are currently engaged in or capable of 
engaging in federally funded aerospace, defense, and security efforts 

• Regional catalogue of defense related facilities including airspace and ranges 
 

The competency element of the collaboration requires information sharing between the 
ADSE points of contact on the: 
 

• Specific supplier business profiles that indicate the size of the business, location 
of the business, competencies of the business, certifications and special 
qualifications, special business classifications, and familiarity with work in the 
federally funded aerospace, defense, and security arena 

• Collective supplier networks that have emerged as the result of prior 
engagements in the federally funded aerospace, defense, and security arena 
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Developing Engagement Strategies 
 
The ADSE strategy consists of four activity types, balanced to provide a continuing 
presence in the Federal marketing environment creating an awareness of general and 
specific competencies of Arizona businesses. This places ADSE in a position to identify 
opportunities and support Arizona teams as they prepare to develop proposals.  
 

 
 
The first activity is an assessment of department requirements. This is accomplished 
via three steps leading to development of specific engagement plans. The first step in 
the process is examination of the department in terms of stated competencies (see the 
DoD and DHS Examples in Appendix II and III). The second is examination of the 
department in terms of the initiatives in research and development, new system 
acquisition, and existing system sustainment (see the DoD Research and 
Engineering Initiatives example at Appendix IV). Third is examination of the department 
budget to identify the specific programs identified for execution within the budget period 
(see the example budget exhibit at Appendix V). 
 
The second activity is engagement of department sponsors to create general and 
specific awareness of the Arizona resources. Engagement can be direct by ADSE 
representatives or consultants that have relationships with specific sponsors of interest 
(see the DoD and DHS Organization charts in Appendix V and VI). Engagement should 
follow a center/one-up/one-down pattern engaging at: the intermediate or program 
manger level regarding an operational focus; the senior official level regarding a 
strategic focus; and, the technical lead level regarding a tactical focus. 
 
The third activity is introduction of state competencies and businesses. This activity 
follows successful engagement by creating a connection at the program manager and 
the technical lead levels with an Arizona supplier or team of suppliers. In pre-solicitation 

Engage

Department

Sponsors

Introduce State 

Competencies 

and Businesses

Assess 

Department 

Requirements

Develop Federal 

Opportunity ADSE



4 BUSINESS DEVELOPMENT PLAN 
 

environments, these connections should be developed into a dialogue in which ADSE 
and the Arizona businesses provide the government officials with information that will 
help shape the nature of any future solicitation. 
 
The fourth activity is development of the Federal opportunity by establishing the 
opportunity as an ADSE initiative. The ADSE market specialist creates a tracking file 
and manages the opportunity via information gained informally via the personal 
connections previously established and/or formally by identifying and tracking the 
opportunity using a Federal Business Opportunity Management such as FedBizOps. 
(see the Example Air Force Opportunity extract form FedBizOps in Appendix VI) 
 
A Database function underpins the ADSE organization to meet needs ranging from 
simple queries on the location and core competencies of a specific member to 
more complex queries that support team building and opportunity matching. (see 
the example company-competency inventory at Appendix I) 
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DEVELOPING SITUATIONAL AWARENESS 
 
A key function of the ADSE is development of situational awareness to identify and 
develop opportunities. While this appears simple at first look, its execution is the most 
important element of the business development process. The process requires 
establishing connections with the market environment and an understanding of the 
Federal contracting environment.  

Establishing Connections to the Markets 
 
Monitoring the market is the most significant challenge in any business development 
effort. Disparate agencies, each operating on their own tempo, continuously generate 
solicitations. These solicitations cover a wide range of procurement needs and they are 
advertised across multiple information distribution channels. To be effective, ADSE 
must implement a structured process for opportunity discovery and opportunity 
management. The process, illustrated below in schematic form, includes two major 
functional elements – discovery and management. To be effective, ADSE must 
implement a structured process for collaborative opportunity discovery and opportunity 
management.  

 

 
 

 
The first element is discovery. In the discovery element, market specialists monitor the 
environment using several channels to listen to one or more market spaces of interest. 
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The following list of channels is representative of those used within the Federal 
aerospace, defense, and security environment markets driven by DoD and DHS. They 
are presented in order ranging from most proactive to most reactive.  
 

• Personal Contact - Opportunities discovered via Personal Contact generally 
provide lead-time before the opportunity is publicized allowing ADSE market 
domain specialists and member companies the opportunity to meet the 
potential customers and introduce competitive discriminators that may 
shape the formal acquisition process. The frequency and intensity of 
communication with the government representative must be managed based on 
the relationship, the competitive environment, and progression of the effort from 
concept to formal acquisition. Opportunities developed via personal contact 
12-18 months prior to initiation of government pre-solicitation actions 
historically demonstrate disproportionally higher probabilities of win over 
opportunities discovered via the government announcement.  

 
• IDIQ Teaming Inquiry - Opportunities discovered via Teaming Inquiry are 

normally associated with membership on a team within an existing Indefinite 
Delivery, Indefinite Quantity (IDIQ) contract managed by a prime contractor. In 
general, the government will issue an IDIQ solicitation and prime 
contractors will form teams that collectively possess the skills that fulfill 
the government’s need. Pre-solicitation activities for IDIQ awards begin 
anywhere from 6 to 24 months prior to award. Once an IDIQ is won, the prime 
will be notified of task orders by the government and the prime will build the 
execution team from the broad team base. Effective work capture by smaller 
companies within an IDIQ requires continuous dialogue with the prime contractor 
and/or with other, larger IDIQ team members. 

 
• Proactive Budget Review - Opportunities discovered via Budget Review 

provide the market domain specialist with information on plans for system 
acquisition. A proactive Budget Review should take place as early as 
possible after release of the President’s Budget for the following Fiscal 
Year (normally scheduled for January). New start programs within the budget 
will identify the timeline for the major milestones including competitive source 
selection. The program execution profile will be identified through the entire 
budget period identifying the major activities and the expected funding profile. In-
progress programs within the budget will be more specific identifying upcoming 
phases of work, identifying currently performing contractors, and specifying level 
of effort and expected schedules. 

 
• FedBizOps – Opportunities discovered via FedBizOps are identified via a 

subscription service that provides insight into all DoD and DHS opportunities. An 
ADSE subscription allows market specialists access to a notification system that 
will screen all postings based on filters that sort the opportunities for 
compliance with user set criteria regarding subject matter, sponsoring 
agency, qualifying criteria such as location restriction or qualifying 
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disadvantaged business ownership groups, and/or total value of the 
anticipated award.  

 
• SBIR/STTRs - Opportunities discovered via Small Business Innovation 

Research/Small Business Technology Transfer (SBIR/STTR) are specialized 
acquisitions identified by government agency for execution by qualifying small 
businesses. Agencies develop SBIR plans and publish SBIR opportunities twice 
per year. Most SBIR topics are developed by the government via dialogue with a 
potential bidder that takes place 6 to 12 months ahead of release. 

 
The business development process is one of continuous discovery. New postings hit the 
market daily, adding to the list of opportunities and adding to the complexity of 
opportunity management. To deal with this „flood effect‟ market specialists must screen 
the information to continuously identify, classify, and prioritize opportunities realizing 
there must be a balance between the number of active pursuits and the energy 
available to effectively address them. Managing opportunities requires a data 
management system to assist the market specialist. This will provide instant access to 
information, aid in maintaining and sharing records, and provide the data to periodically 
evaluate the opportunity for progress and for continuance as an active pursuit.  

Understanding Federal Opportunities 
 
The Federal procurement system employs a wide range of contract types that possess 
different characteristics affecting the source selection and the execution processes. 
Differences will drive the communication patterns, the timelines, and the level of effort 
required to gain a „win‟.  
 
The five most common procurement types are described below in a summary format. 
This provides the basis for market specialist development of detailed opportunity 
tracking flow charts of opportunities identified for pursuit.  
 
Specific Services – Contracts for specific services are generally made directly between 
the sponsoring government office and the provider. The contracts are generated as the 
result of a solicitation process in which the government selects a source from competing 
bidders that participate in the free and open competition procurement solicitation 
process or a sole source selection. Specific Services opportunities released for free 
and open competition are published and managed by the government on 
FedBizOps. 
 
The timeline for the solicitation and the period of performance can have very wide 
ranges depending on the type and value of services to be procured. Evaluation of these 
types of contracts for pursuit involve evaluation of two dimensions – solicitation time 
period and qualification and selection criteria. Typically, solicitation periods that appear 
to be very short are indications that the government has a target source or a limited 
objective bidder pool. Tightly defined qualifications and very specific selection criteria 
are also indications the government has a target source or a limited objective bidder 
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pool.  
 

 
 
IDIQ Services – Contracts for broad services that are required continuously or 
periodically across a period of time are generally made between the sponsoring 
government office and a prime contractor who has formed a team that can meet the 
demands of the government. The contracts are generated as the result of a solicitation 
process in which the government selects one or more teams from competing bidders 
that participate in the free and open competition procurement solicitation. IDIQ Services 
opportunities released for free and open competition are published and managed 
by the government on FedBizOps. 
 
In cases where the government selects a single team, the prime contractor will act as 
an agent of the government to assign work to team members. In the case where there 
are several teams on the IDIQ, the prime contractor will serve to organize a bid and 
proposal effort for each task order that is put out within the IDIQ. In this case, a 
participating team member will compete to be on the task specific team based on skills, 
pricing, and contribution to overall competiveness.  
 
The time line for the solicitation and the period of performance can have very wide 
ranges depending on the type and value of services to be procured. Evaluation of IDIQ 
opportunities for pursuit involves evaluation of two dimensions – relationship with the 
prime and presence of and status of other team members who will compete in a specific 
skill area.  
 

 
 
System Acquisition – Contracts for system acquisition are in a unique class governed 
by very specific procurement processes outlined in DoD 5000 series documents. While 
the process and the oversight vary based on the value of the acquisition, the degree of 
complexity involved in system acquisition is a barrier to entry. Major aerospace, 
defense, and security companies invest significant effort in contractual compliance and 
program management. As a result, these major companies will compete with each other 
for the role as an integrator bringing together a multi-tiered supply chain to establish a 
flow of materials and services leading to successful development, testing, integration, 
production, and sustainment of a system.  
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The timelines for these acquisitions follow a Milestone process that is set based on the 
complexity of the system.  
 

• Pre-Milestone A is a period of concept development. The prime contractor will 
select technologies and materials based on a projection of technical maturity, 
cost, and contribution to meeting system performance specifications. 

  
• Pre-Milestone B is a period of component testing and system integration. The 

prime contractor will compare performance between competing component 
concepts and will down-select to a system configuration.  

 
• Pre-Milestone C is a period of full scale system testing and demonstration of low 

rate production capability. The prime contractor will finalize the early 
production supply chain membership at the second tier, allowing second 
tier suppliers to manage the third and fourth tier suppliers. Components are 
delivered for first article testing and production configurations are finalized.  

 
• Production is a period of compliant article delivery. The prime contractor operates 

as a system integrator working primarily with the second tier suppliers. Supply 
chain management is focused on cost, schedule, and performance. Supplier 
performance issues and/or supplier diversification strategies generally drive 
changes in the supply chain during the production phase. Supplier 
diversification offers opportunities for small and disadvantaged 
businesses to enter the supply chain. 

 
• Sustainment is a period of replenishment, reliability improvement, and capability 

enhancement. The prime contractor may manage sustainment contracts for the 
government or may turn routine spares acquisition over to the government 
program office for transition to organic sustainment practices. Technology 
refresh, managed by the prime contractor in the case of contractor 
logistics support cases or by a logistics center in the case of organic 
sustainment, will provide periodic windows of opportunity for entry into the 
supply chain.  

 
Participation in a major system acquisition contract requires careful planning, research, 
product preparedness, and development of relationships within the supply chain with an 
upper tier supplier.  
 
In some cases, prime contractors will contract directly with lower tier suppliers. These 
cases generally involve efforts for the prime to meet contract driven compliance with 
small and disadvantaged business participation. Items and services purchased within 
these direct contracts vary. Primes are continuously looking to expand their 
qualified small and disadvantaged business base seeking to find those that 
provide high-value-added, specialty components to supplement their existing pool of 
qualified small and disadvantaged businesses supplying general materials and services 
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via interface with their supplier diversification office.  
 
For the most part, participation in system acquisition contracts for third and fourth 
tier suppliers is through a relationship with second tier suppliers. Second tier 
suppliers range from divisions of major aerospace, defense, and security contractors 
that are sub-contractors to the prime contractor to specialty suppliers who provide 
integrated assemblies and sub-assemblies to the prime contract. In both cases, the 
relationships are formed via exposure. The exposure may come as the result of a 
second tier supplier search of information domains that present qualified contractors or 
via introduction through trade association membership or through personal contact at a 
trade show or in an industry day. 
 

 
 
SBIR/STTRs – Contracts for system Small Business Innovation Research (SBIR) and 
Small Business Technology Transfer (STTR) are specialized contract vehicles that 
allow government agencies to sponsor small business research in areas where an 
innovation will provide a conceptual or technical breakthrough needed to power industry 
response to government needs. The primary difference between SBIR and STTR efforts 
is the requirement for participation of university or publicly funded research institutions 
in STTRs. SBIR/STTR solicitations are managed by each department but, they are 
released in a multi-department coordinated solicitation twice per year – once in 
the Spring and once in the Fall. SBIR and STTR information and solicitations are 
found at www.sbir.gov .  
 
SBIRs may be funded up to $1.15M over three phases. STTRs may be funded up to 
$850K over three phases.  
 
Phase I opportunities are generally proof-of-concept activities are funded at 
approximately $50-100K for periods of six months to a year. Phase II contracts are 
competitively awarded by each agency based on Phase I results. The selection rate for 
Phase I transition to Phase II is between 1-in-3, to 3-in-10 depending on the agency.  
Phase II efforts are intended to move the low maturity concept or technology to a level 
that is ready for integration into processes or products. They are funded at 
approximately $500K to $1.0M and are performed over one to two years. Successful 
Phase II efforts transition to Phase III with market funded opportunities. There are 

http://www.sbir.gov/
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opportunities for Phase II transition match funding for up to $500K by the sponsoring 
government agency.  
 

 
 
Fast Track – Contracts for Fast Track system and service acquisition have been 
developed to allow the government to have access to innovation and rapid infusion of 
new capabilities to support operations. These contract vehicles vary by agency but they 
have a single purpose – allow the frontline personnel in DoD and DHS to access critical 
technologies and services that provide an immediate operational advantage at an 
acceptable risk. Successful generation of a Fast Track opportunity requires a 
connection between the business entity and the target agency. While the process is 
designed to be user friendly, there are specific steps within the process and go/no-go 
gates that require research, product documentation, and product preparedness for test 
evaluation. DoD, the services, and DHS have specific functions within their 
procurement systems that specifically address Fast Track Acquisition. As an 
example, the U.S. Army maintains the Rapid Equipping Force (REF) at 
www.ref.army.mil . 
 

 

  

http://www.ref.army.mil/
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OPPORTUNITY SELECTION & MANAGEMENT 
 
The most complex function performed by the ADSE is the determination of 
support of non-support of specific opportunities and the management of those 
opportunities through the opportunity development lifecycle. To aid the ADSE in 
this function, the following templates have been developed. They are generic – they 
represent a generalized approach to what is a highly situational environment.  

Support / Non-Support Decision Template 
 
Assessing opportunities is and planning engagements is a multi-step, recursive process 
as depicted in the schematic below. ADSE market domain specialists continuously 
evaluate the environment to ensure that opportunity and skills are paired in 
engagements that present a high probability of win. The ADSE process provides an 
objective basis for making Support / Non-Support decisions.  
 
 
The ADSE Opportunity Management System is used 
to document the market demand. 
 
 
 
The ADSE Partner Database is used to identify 
companies or groups of companies that indicate 
strength 
 
 
Soliciting Agency Budgets are reviewed to identify 
the strength of the solicitation within its Market Sector 
 
 
 
All agency Market Sectors are evaluated to 
determine the relative priority of the solicitation within 
the agency 
 
 
Agency points of contact are identified establishing a 
one-up and one-down engagement strategy 
 
 
ADSE market domain specialists identify ADSE 
resources (senior and peer staff) building an 
Opportunity Management Plan  
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Opportunity Timeline Management  
 
Managing opportunities in the federal acquisition environment requires that business 
development professionals develop knowledge about the business development cycle, 
mastery of the key practices of opportunity discovery, opportunity management, 
engagement planning and execution, and a rich familiarity with the federal procurement 
practices as identified in prior sections of this playbook. This knowledge base is put into 
practice in the management of opportunities over a series of steps that may span 
months or even years. In this section of the playbook, a typical opportunity lifecycle is 
developed in timeline form. Within the timeline, the actions of the government agency 
are identified along with corresponding actions of the ADSE and its partners.  
 
In general, the opportunity timeline consists of two major phases – the pre-solicitation 
phase and the post-solicitation phase which are delineated by the release of a 
Request for Proposal (RFP). While the actions of the government and the ADSE and 
its partners are governed by the Federal Acquisition Regulations (FARs) throughout 
both phases, the transition point between the two marks a change in communication 
patterns as the government transitions from market research activities to steps in a 
procurement.  
 
Engagement in the pre-solicitation phase can include proactive meetings, 
submittal of a White Paper, response to a government Broad Agency Announcement 
(BAA), attendance at a government hosted Industry Day, and/or responses to 
government requests for Request for Information (RFI). During this phase, the 
government effectively assesses its anticipated requirements vis-à-vis the 
market’s ability to respond to those requirements.  
 
In the pre-solicitation phase, there is opportunity for dialogue, shaping of the 
requirements and source selection criteria, and marketing capabilities of the ADSE 
partners.  
 
In the post-solicitation phase, communication is formalized and the ability to 
shape requirements and influence selection criteria is significantly reduced, if not 
entirely eliminated, as is the ability to conduct direct marketing activities. In the 
post-solicitation phase, the ADSE partners communicate with the government via formal 
means via the contracting authority.  
 
The entire process, from beginning to end is mapped out in generic form in the flow 
chart below. The flow chart identifies the major phases of the opportunity management 
lifecycle, the key steps likely to task place in each, and an approximate timeline. The 
flow chart serves as a planning template to support ADSE and participating planning 
activities.  
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WINNING WITH ARIZONA TEAMS  
 
The ADSE role in the bid-proposal lifecycle is a balance between active and passive 
roles ranging team building and referral of support services to advocacy strategies.  

Building Winning Teams 
 
Building winning ADSE teams requires careful examination of the task at hand 
and thorough knowledge of the competencies, certifications, and working 
relationships resident in the ADSE partner population. 

 

 
 
To aid in the process, the market specialist employs a Teaming Grid that drives a work 
breakdown structure or assembly logic approach to identifying the competencies 
required and the ADSE partners that may be able to fill the need.  
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The process is employed top-down to generate a teaming candidate pyramid that can 
be used in three ways. The first is its use to communicate with the government 
customer the case for Arizona talent and Arizona teams. The second is its use to 
communicate with prime contractors the case for Arizona talent and teams. The third is 
its use by upper tier Arizona companies seeking to build competitive teams in advance 
of or in response to specific opportunities.  
 
The outcome of this effort is an ADSE Teaming Grid that provides an objective basis for 
developing and advocating ADSE partners as individually or collectively. 

Providing Referral Services 
 
The need to develop and present well qualified contractor teams is a critical outcome 
during the capture phase of business development. More specifically, team building 
is one of the most challenging, and time-constrained activities occurring during 
proposal development. It requires rapid identification and screening of qualified 
teaming partners. During the proposal development process, prime contractors face a 
daunting array of actions that must be completed within an exceedingly short span of 
time. Often, the time-compressed atmosphere will have as much impact on teaming 
decisions as does the proposal strategy itself, leading to sub-optimized teaming 
arrangements and even the loss of a contract.  
 
ADSE can make a vital contribution to teaming, through referrals, as it engages 
both customers and potential prime contractors to assess their needs in advance 
of upcoming opportunities. Member companies must keep ADSE apprised of the 
near and mid-term opportunities they are tracking, as well as the evolving skill sets and 
capabilities within their firms, while ADSE maintains close contact with a smaller list of 
prospective prime contractors as these opportunities approach 
 
As the various teams begin to form, prime contractors are often left with last 
minute gaps in both technical expertise, as well as demographic composition. 
ADSE can help to quickly fill these gaps with qualified, Arizona-based companies, 
while over time, further strengthening the overall supply chain. Over time, the 
larger prime contractors will grow accustomed to and reliant upon the referral services 
they receive from ADSE, further increasing the likelihood that companies in Arizona will 
expand market share in the Aerospace, Security and Defense domains.  

Implementing Advocacy Strategies  
 
Development and implementation of industry-specific advocacy strategies is an 
important role for the ADSE. Equally, the selection of and timing of advocacy strategies 
as they relate to the outreach consideration for members companies and the industries 
at large is equally key.  
 
With its 501(c)(3) non-profit organization designation, ADSE will be in a unique 
position to conduct certain activities and to maintain customer contact with 
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acquisition organizations at times when private industry cannot. This flexibility of 
engagement will be carefully coordinated with member companies in ways that offer 
optimized advocacy strategies. In addition to the timing considerations, ADSE will 
carefully select the methods and venues with an effective an outreach plan.  
 
The ADSE role within a broader advocacy strategy can be manifested through two 
distinct paths within the Defense and Homeland Security domains: policy advocacy and 
industry advocacy.  
 
Policy Advocacy 

 
Across the domains of aerospace, defense and security, policy advocacy is 
perhaps among the most challenging, but also offers some of the highest 
potential payback. One example is the ongoing discussion regarding the integration of 
unmanned aerial systems (UAS) into the U.S. National Airspace. Because UAS is 
among the last growth areas within aerospace and defense, and because over the next 
1-3 years, key policy decisions by the Federal Aviation Administration about UAS 
integrating procedures, operating locations and parameters will be made that will 
impact investment decisions across the Aerospace industry for many decades to 
come.  
 
In Arizona, as in several other states, the economic impact of certain government policy 
decisions, such as the UAS example above, can have a significant and enduring 
impact. The need for a coherent statewide, integrated policy advocacy strategy is 
therefore imperative. ADSE, through the makeup of its senior leadership and domain 
expertise, will play a key role in the development and implementation of policy advocacy 
strategies within the Aerospace and Defense domains.  
 
Organizational development in support of policy advocacy is a key challenge. In the 
UAS example, as state and regional advocacy begins to form, ADSE will play a leading 
role with links to both industry and government. In that role, ADSE will help to educate 
lawmakers on the importance of the advocacy initiatives such as the Unmanned 
Systems and Modeling and Simulation Caucuses. Additionally, ADSE will help state and 
local organizations to define their roles and integrate those advocacy messages 
horizontally and vertically so that Arizonians speak to the larger policy issues with a 
single voice.  
 
Perhaps most critically, ADSE can play a pivotal role in promoting an understanding of 
the interrelationships, and potential conflicts that can exist between policy initiatives. An 
example of that potential for conflict has arisen as various interests within the state 
lobby to capture F-35 basing at Luke Air Force Base, while at the same time 
campaigning to increase the presence of UAS training and test operations. Those two 
initiatives must be carefully orchestrated to ensure that their common need for access to 
Military Operating Areas (MOAs), restricted airspace and most importantly, the Barry 
Goldwater Range does not create conflict, real or imagined, within a broader advocacy 
strategy.  
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Industry Advocacy  
 
Often the best advocacy strategies are those focused on the preservation and 
expansion of a particular industry. Policies that make sense for the larger or more 
prevalent industries within Arizona are seen as good for the state as a whole. By 
focusing broadly on the preservation and expansion of the defense industry, for 
example, the state is likely as well to help both prime contractors and their prospective 
suppliers within the state.  
 
Advocacy issues important to the Aerospace industry at large might include such things 
as the protection of airfields, ranges, and industrial areas from residential or 
recreational zoning encroachment. Often, the best and most focused advocacy 
strategies are those developed in direct concert with the industry leaders themselves. In 
each of these examples, the ADSE can effectively leverage its influence within the 
state, for the overall advancement of aerospace, defense, and security.  

Encouraging Mentor-Protégé Relationships 
 
One important aspect of the ADSE referral and advocacy roles is the brokering of 
Mentor and Protégé relationships. Mentor-Protégé Programs are in place within most 
of the federal departments and agencies, and are particularly active within the Defense 
and Homeland Security Departments, as well as within the Military Services. Mentor-
Protégé Programs are a proven method to promote both the Mentor and its Protégé 
within a targeted customer domain.  
 
As with teambuilding referrals, ADSE can perform a vital service to companies seeking 
the benefits of Federal Mentor-Protégé programs. Appendix IX provides a detailed 
description of Mentor Protégé programs and points of contact, within DoD and DHS. 
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ACRONYMS 
 
ADSE Arizona Aerospace, Defense, and Security Enterprise  
DHS Department of Homeland Security  
DoD Department of Defense  
FAR Federal Acquisition Regulation  
IDIQ Indefinite Delivery, Indefinite Quantity  
MOAs Military Operating Areas  
REF Rapid Equipping Force  
RFI Request for Information  
RFP Request for Proposal  
SBIR  Small Business Innovation Research  
STTR Small Business Technology Transfer  
UAS Unmanned Aerial Systems  
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Appendix I – ASDE SmartPursuitTM by ALION SCIENCE and 
TECHNOLOGY 
 
Appendix I Contains Three Exhibits 
 
Exhibit One – This exhibit identifies the skill correlation of ASDE partner businesses 
with DoD Core Competencies. The skill correlation is derived from survey information 
captured when a business enters the ASDE. 
 
Exhibit Two – This exhibit identifies the distribution of DoD funding across the drill-down 
levels of DoD Core Competencies. The numeric code indicates the level of funding 
based on assessment of the President‟s Budget. A value of 3 indicates continued level 
funding. Values below that indicate reduced funding and values above that indicates 
increased funding in comparison to the prior year budget.  
 
Exhibit Three – This exhibit identifies the intersection between ASDE member 
competency and DoD funding. High levels of competency combined with high levels of 
budget core competencies indicate a high level of pursuit interest. 
 

The worksheets are a demonstration of SmartPursuit
TM

 by Alion Science and 

Technology. The tool provides linkages between typical Business Development 
information layers to create a dynamic opportunity assessment system.  
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APPENDIX II – DoD ORGANIZATIONAL CHARTS  
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APPENDIX III – DHS ORGANIZATIONAL CHARTS  
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IMMIGRATION AND CUSTOMS ENFORCEMENT 
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Appendix IV – EXAMPLE DDRE INITIATIVES 
 

Cyber Science and Technology 
DOD PERFORMANCE FOR ALL OPERATIONS IN CYBER SPACE 

  
CHALLENGE: 

Cyber warfare poses a significant threat to U.S. military capabilities: determined cyber 

foes can threaten our global logistics network, steal our operational plans, blind our 

intelligence capabilities, or hinder our ability to deliver weapons on target. The 

frequency and sophistication of intrusions into U.S. military computers, information 

systems, and communications networks have increased significantly. Dominance 

across the full spectrum of operations within the cyberspace warfighting domain is 

essential if U.S. forces are to maintain a strategic advantage. 
 

ASD(R&E) FOCUS: 

Critical to achieving cyber warfare dominance is mission assurance, the ability to ensure 

the successful completion of military objectives while operating in a contested cyber-

environment with sophisticated adversaries. The original information infrastructure, 

despite security enhancements, was designed for a benign environment. Currently, 

cyber operations decisions must be made based on general and static assessments of 

risk, which do not accurately reflect missions or adversaries in real time. In addition, 

segregation of computer network defenses from the full spectrum of computer network 

operations limits alternative courses of action and effectiveness 

These challenges require accelerated research in three areas: 
• Mission assurance and effectiveness; 
• Operating securely in an insecure world; 
• Reinventing cyber technology foundations. 

 
Success in the above areas will mean a sharp increase in the amount of work an 
adversary must expend to disrupt mission-relevant cyber resources as well as 
reduce the time to recover from a cyber attack and achieve normal operation. 
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Appendix V – EXAMPLE DOD BUDGET EXHIBIT 
 
The attached DoD Budget Exhibit is a good example of a program that is entering final 
system integration and being prepared for Limited User Test and Operational Test and 
Evaluation.  
 
This program is one in which an ASDE team or single business may seek to gain work 
share in one or more of the programmed activities. The budget exhibit (pages 6 and 7) 
identifies the specific activities on and the responsible Agency or Contractor along with 
expected funding by year.  
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Appendix VI – EXAMPLE FEDBIZOPS OPPORTUNITY LISTING 
 

Manufacturing Technologies for Remotely Piloted Vehicles (MaTeR) 

Solicitation Number: BAA-11-01-PKM 

Agency: Department of the Air Force 

Office: Air Force Materiel Command 

Location: AFRL - Wright Research Site 

Opportunity 
History 

 Complete View 

 Original Synopsis  
Dec 09, 2010 
9:27 am 

 Changed  
Dec 09, 2010 
1:12 pm 

 Changed  
Dec 16, 2010 
11:50 am 

 Changed  
Jan 14, 2011 
8:54 am 

 Changed  
Jan 19, 2011 
10:18 am 

Solicitation Number:  
BAA-11-01-PKM  
Notice Type:  
Presolicitation  
Synopsis:  

Added: Dec 09, 2010 9:27 am  
The objective of this program is to develop and improve 
manufacturing processes for all aspects of Remotely Piloted 
Vehicles/Aircraft (RPVs/RPA) which include both the airborne and 
ground components. The program will primarily focus on 
manufacturing techniques in the areas of electronics, power and 
propulsion, advanced structures, and modeling and simulation that 
significantly impact cost, schedule, or availability of Air Force RPA. 
The program will also include hardware deliverables such as test 
articles or prototype RPA, testing requirements such as flight tests, 
and electrical and mechanical tests, and software development for 
RPA. The results from this program will enhance the Air Force 
Manufacturing Technology Division's (AFRL/RXM) investment 
strategy for RPA. Technical POC is Jennifer Brown, (937) 904-4822.  
 

Broad Agency Announcement (BAA) - Full 
Solicitation 
Type:  
Other (Draft RFPs/RFIs, Responses to Questions, etc..)  
Label:  
Broad Agency Announcement (BAA) - Full Solicitation  
Posted Date:  
December 9, 2010  
BAA-11-01-PKM.doc (154.50 Kb) 
Description: BAA-11-01-PKM Full Solicitation 
BAA-11-01-PKM CDRLs.pdf (413.40 Kb) 
Description: CDRLs 
BAA-11-01-PKM MaTeR DD254.pdf (1,214.41 Kb) 
Description: DD254 
BAA-11-01-PKM Section K.pdf (107.53 Kb) 
Description: Section K 
Contracting Office Address:  
Det 1 AFRL/PK 
Bldg 167, Area B, 2310 8th Street 
Wright-Patterson AFB, Ohio 45433-7801  
United States  
Primary Point of Contact:  
Scott M Savory, 
Contracting Officer 
scott.savory@wpafb.af.mil 
Phone: (937) 656-9001 

ALL FILES 
Broad Agency Announcement 

(BAA) - Full Solicitation  
Dec 09, 2010 
BAA-11-01-PKM.doc 
BAA-11-01-PKM CDRLs....  
Download/View BAA-11-01-PKM 
CDRLs.pdf 
BAA-11-01-PKM MaTeR ...  
Download/View BAA-11-01-PKM 
MaTeR DD254.pdf 
BAA-11-01-PKM Sectio...  
Download/View BAA-11-01-PKM 
Section K.pdf 

Amendment 1  
Dec 16, 2010 
BAA-11-01-PKM-Amd01....  
Download/View BAA-11-01-PKM-
Amd01.doc 

Amendment 2 to BAA  
Jan 14, 2011 
BAA-11-01-PKM-Amd02....  
Download/View BAA-11-01-PKM-
Amd02.doc 

Amendment 3  
Jan 19, 2011 
BAA-11-01-PKM-Amd03....  
Download/View BAA-11-01-PKM-
Amd03.doc 
GENERAL INFORMATION 
Notice Type:  
Presolicitation  
Posted Date:  
December 9, 2010  
Response Date:  
Feb 15, 2011 2:00 pm Eastern  
Archiving Policy:  
Automatic, 15 days after 
response date  
Archive Date:  
March 2, 2011  
Original Set Aside:  
N/A  
Set Aside 

  

2010-12-09 09:27

https://www.fbo.gov/?s=opportunity&mode=form&tab=core&id=3b1f31054f2a7d0a417bedf5cba5b18d&_cview=1
https://www.fbo.gov/?s=opportunity&mode=form&tab=core&id=3209843725e875d2657e185a15e17d53&_cview=0
https://www.fbo.gov/?s=opportunity&mode=form&tab=core&id=16f6087abf8d90387abc6de13a1706b2&_cview=0
https://www.fbo.gov/?s=opportunity&mode=form&tab=core&id=d837043cd881e56c39f2c9d01597a2d2&_cview=0
https://www.fbo.gov/?s=opportunity&mode=form&tab=core&id=3b1f31054f2a7d0a417bedf5cba5b18d&_cview=0
https://www.fbo.gov/utils/view?id=4332c262897749fe0d1cc86b81c6baf8
https://www.fbo.gov/utils/view?id=ee731ba54d74c2900a0ecac01e052771
https://www.fbo.gov/utils/view?id=1043537c2b52636577dfe95a767368c0
https://www.fbo.gov/utils/view?id=786ab9a02f01c108bfe844e413ecf967
mailto:scott.savory@wpafb.af.mil
https://www.fbo.gov/?tab=documents&tabmode=form&subtab=core&tabid=a51a4cd90b2b0953f62881af9b0105c7
https://www.fbo.gov/?tab=documents&tabmode=form&subtab=core&tabid=a51a4cd90b2b0953f62881af9b0105c7
https://www.fbo.gov/utils/view?id=4332c262897749fe0d1cc86b81c6baf8
https://www.fbo.gov/utils/view?id=ee731ba54d74c2900a0ecac01e052771
https://www.fbo.gov/utils/view?id=1043537c2b52636577dfe95a767368c0
https://www.fbo.gov/utils/view?id=786ab9a02f01c108bfe844e413ecf967
https://www.fbo.gov/?tab=documents&tabmode=form&subtab=core&tabid=34a74910e666b171ebd9e663362a8354
https://www.fbo.gov/utils/view?id=1b968594f090a4b591ce201c8b8e4d02
https://www.fbo.gov/?tab=documents&tabmode=form&subtab=core&tabid=257601a046989d9cf728aa23e203d1e9
https://www.fbo.gov/utils/view?id=5406b9336e68b37b91439987c12079e1
https://www.fbo.gov/?tab=documents&tabmode=form&subtab=core&tabid=3144b170de2bc849d5785cf9a8c6272d
https://www.fbo.gov/utils/view?id=313fd9e41c720886963973c9e37a0834
https://www.fbo.gov/utils/dZip?base=4e2a566207ab5ec4f1868ce4ddfc5404&class=document_package_archive&id=a51a4cd90b2b0953f62881af9b0105c7
https://www.fbo.gov/utils/dZip?base=4e2a566207ab5ec4f1868ce4ddfc5404&class=document_package_archive&id=34a74910e666b171ebd9e663362a8354
https://www.fbo.gov/utils/dZip?base=4e2a566207ab5ec4f1868ce4ddfc5404&class=document_package_archive&id=257601a046989d9cf728aa23e203d1e9
https://www.fbo.gov/utils/dZip?base=4e2a566207ab5ec4f1868ce4ddfc5404&class=document_package_archive&id=3144b170de2bc849d5785cf9a8c6272d
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Appendix VII – COMPANY PROFILE FROM ASDE SmartPursuitTM  
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Appendix VIII – EXAMPLE SBIR OPPORTUNITY  
 

Description: 

TECHNOLOGY AREAS: Information Systems 

ACQUISITION PROGRAM: PEO Aviation 

The technology within this topic is restricted under the International Traffic in Arms 

Regulation (ITAR), which controls the export and import of defense-related material and 

services. Offerors must disclose any proposed use of foreign nationals, their country of 

origin, and what tasks each would accomplish in the statement of work in accordance 

with section 3.5.b.(7) of the solicitation. 

OBJECTIVE: Develop a software toolkit that will enable Army system developers, 

tacticians, and aviators to define and tailor cockpit automation, aiding, and tasking 

associated with mission planning, coordination, and execution to facilitate optimal usage 

of unmanned systems within an evolving mission context.  

DESCRIPTION: Current integration of manned aviation assets with unmanned assets is 

limited both by the workload imposed on the aviators by the mechanics of conventional 

Unmanned Aerial Systems (UAS) control techniques, and the cognitive difficulty of 

integrating “heads up” local information from the manned aviation platform with “heads 

down” information from the UAS. Manned-unmanned (MUM) teaming combines "the 

inherent strengths of manned platforms with the strengths of UAS, which produce 

synergy not seen in single platforms." (U.S. Army Roadmap for UAS 2010-2035, p.15) 

The Army is moving toward a concept of robotic UAS wingmen to support and team with 

manned aircraft, expanding sensor coverage and extending standoff ranges. MUM 

teaming between manned and unmanned platforms requires new methods for Army 

Aviators to task and maintain vigilance over distributed unmanned assets. On-going 

efforts to develop the first stages in this teaming between Manned Helicopters and 

Unmanned Air Vehicles include programs like VUIT 2 and the Block 3 Apache. 

One of the keys to transitioning to future concepts is the need to develop tools for 

adding the needed automation and intelligent behaviors to the UAV control systems 

necessary to keep workload low and create an intuitive and predictable interface to the 

unmanned systems. Past efforts to define and automate cockpits like in the Rotorcraft 

Pilot‟s Associate Program have relied on significant knowledge acquisition processes 

and software engineering efforts on the development of basic structure and tasking 

architectures. Although efforts to develop mission tasking software for unmanned 
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systems have been worked for many years, they have tended to produce highly 

“engineering” centric controls and displays and don‟t flow well into an aviator/warfighter 

centric planning and execution toolset. The problem is that automation and tasking 

software that must support and adapt to a changing tactical situations and tactics, 

techniques and procedures (TTP) requires a complete reengineering and architecting of 

the software. To make automation and aiding in cockpits more adaptable and evolve to 

meet future needs, a better means of defining and adapting cockpit system automation 

is needed. 

What is needed to make unmanned systems more assessable and useful is to develop 

a cockpit-ready mission oversight mechanism for an Army Aviator to task distributed 

unmanned assets for key Army unmanned missions (such as ISR, logistics, counter-

UAV, etc.). The effort should build upon the Army's experience with unmanned mission 

control and should take a form that is appropriate for cockpit environments (see 

reference 4 for examples). Critical to the success of manned/unmanned teaming is the 

ability for unmanned assets to be tasked from manned vehicles in such a way as to 

expand the capabilities of the manned asset beyond just extending range of sensors. 

Critical challenges include maintaining aviator awareness of distributed asset mission 

status in flight, supporting the coordination of multiple unmanned assets in a variety of 

simultaneous activities, and providing efficient control capabilities to the Army Aviator 

while minimizing the impact on workload. 

This effort is seeking to develop a software toolkit that will enable Army system 

developers, tacticians, and aviators to define and tailor cockpit automation, aiding, and 

tasking associated with mission planning, coordination, and execution to facilitate 

optimal usage of unmanned systems within an evolving mission context. It is envisioned 

that such a toolkit to define aiding, tasking, and automation within a cockpit would 

ultimately have significant benefit beyond the management of unmanned assets and it 

is hoped would lead to broader use of automation within the Army. The interface for the 

toolkit needs to be designed to be intuitive to both aviators and tactician. It should 

maintain sufficient oversight and constraints by the software such that it keeps them 

within system specification and incorporates good human factors. When used to define 

new tasking and automation or modify existing sets of tasking to incorporate changes in 

tactics, the system needs be able to validate the behaviors through some level of 

automation possibly through simulation and /or analysis. The Aviator side of the 

software will need to work within current planning and cockpit systems while permitting 
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the aviator the ability to easily tailor and modify the mission plan and automation in an 

intuitive Aviator centric manner. This software toolkit should be able to work with 

existing systems onboard and off board the aircraft as defined by a systems developer 

and then integrate the utilization of sensors and payloads of both air and ground 

unmanned systems as part of an overall mission planning system. This effort should 

focus on developing intuitive means for defining monitors, cues, and automating tasks 

to aid the management of unmanned systems throughout an aviator‟s mission. Specific 

areas where it is envisioned such aiding software would be beneficial and where the 

contractor shall develop a tasking system for include the following: 1) to identify and 

assess available unmanned assets in an area; 2) conduct planning and set cues to put 

assets on station; 3) manage the asset and maintain awareness of the unmanned 

system while being utilized by the aviator; and, 4) coordinate basic system management 

and safety issues with the owner of the unmanned asset as they arise. This effort is not 

seeking to develop all the mission specific behaviors for unmanned system utilization by 

an army aviator but rather develop a set of tools usable at many echelons for defining 

them both on the general mission templates at command level and to define and tailor 

them to mission specific requirement by aviators. 

To simplify the UAS and payload control interface, the government will provide at 

contract award the UAS interface based on the UAS PO Interoperability Profiles (IOP) 

which are based on STANAG 4586. Other standard interfaces for accessing 

communications, determining available unmanned assets in the field, and setting up 

control shall be used as identified with commercial/open standards filling in where 

appropriate military standards do not yet exist. 

PHASE I: The contractor shall conduct a trade study analysis to look at technologies 

options associated with architecting the system. The contractor will use simple mission 

scenarios and available training material to help scope and develop requirements for 

the system. The contractor shall conduct a task analysis of potential Aviator and UAS 

operations to define the scope of tasks and functions that their toolkit must be able to 

define. The contractor shall develop a proof of concept demo suitable for user 

review/assessment for key components both tacticians and aviators. 

PHASE II: Develop a graphic user interface (GUI) appropriate for aviators in both pre-

mission and real-time environments to conduct planning, automating and monitoring for 

unmanned system. Develop software architecture and interfaces for the key unmanned 

air vehicles using the UAS PO Interoperability profiles. Coordination with helicopter and 
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unmanned system developers is encouraged enabling compatibility with current Army 

aviation systems. If appropriate system definitions are not available then appropriate 

DoD and Industry standards can be substituted. The system shall ultimately be 

assessed at 2 levels: 1) an assessment of system to define useful mission behaviors in 

a command and control environment and 2) and assessment of the planning and 

execution system to meet mission needs in simulated aviator environment.  

PHASE III: This technology should have a broad application to all Army and DOD 

aviation system. Like Kiowa Warrior, Apache, Special Ops 60s, and be able to support 

unmanned aviation systems, such as Shadow, Raven, Fire Scout, etc. A mission 

specific planning and execution system like this would have a wide variety of 

commercial applications such as HLS, Border Patrol, Police Departments, forestry 

service, and also could prove to be an enabler making unmanned systems operate 

more cooperatively and make them much more flexible to adapt to new applications. 

 

Keywords: Aviator Mission Tasker of Distributed Unmanned Assets 
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Appendix IX – DoD & DHS MENTOR – PROTÉGÉ PROGRAMS 
 
Mentor-Protégé (M-P) programs are now an important aspect of doing business with 
governments at nearly all levels. These programs first appeared in the early 1980s 
within the Small Business Administration (SBA), but have since expanded to nearly all 
branches of the Federal government, and are implemented widely at state and local 
levels. These mentoring programs are aimed at fostering growth and development 
among small and disadvantaged firms, looking to do business with the government.  
 
Mentor Protégé Programs are established to provide a tangible process under which 
small and disadvantaged businesses can do business with the government. M-P 
agreements do offer benefits to both Mentor and Protégé, as well as to the sponsoring 
agencies.  
 
The M-P agreements themselves are prepared by prospective M-P partners and are 
approved by a sponsoring agency, in accordance with that agency‟s criteria. Once 
approved by that sponsoring agency, the Mentor Protégé proposal constitutes a written 
and binding agreement among the three parties that involves specific deliverables and 
progress reporting by both companies. The rewards to both Mentor and Protégé are 
equally tangible, and in some cases may mean the difference between success and 
failure in the pursuit of contract source selection. 
 
The Department of Defense initiated its Mentor-Protégé Program (MPP) in 1991. Since 
its inception the DoD MPP has provided substantial assistance to small disadvantaged 
businesses by helping to expand their access to opportunities within and beyond the 
Department. Mentoring firms have benefitted through direct access to technologies, 
products and services of value. In many cases the level of innovation has helped to 
raise the bar for capabilities for both the Department and the mentoring firm. 
 
The Department of Homeland Security initiated its Mentor-Protégé program in 2005. 
Since then the Department has aggressively supported the program‟s expansion 
through tangible incentives to both Mentor and Protégé firms. In many cases, those 
incentives have included small business set-asides and source selection discriminators 
for Mentor Protégé teams, as well as periodic access to DHS Small Business advocates 
that can assist the M-P partner firms in doing business with DHS.  
 
Program Benefits 
 
Mentor firms benefit directly and indirectly from M-P arrangements. The most important 
benefit is the building of a business partnership based on the common business 
development needs of both Mentor and Protégé. Other benefits include specific Small 
Business credit for the assistance they provide along with access to the products, 
capabilities, skills and customers of the Protégé.  
 
Protégé firms benefit from the direct and indirect assistance they receive from the 
Mentor. Specific benefits can be financial, technical, business management, and 
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business development. Successful Mentor-Protégé firms often choose to consummate 
the relationships through teaming agreements focused on bidding and winning contracts 
of mutual interest.  
 
The ADSE is a strong supporter of these Mentor Protégé programs. We believe that 
such programs offer a powerful tool that can help strengthen the Arizona supply chain, 
ultimately making Arizona based companies more competitive, and more attractive to 
national and multi-national firms that compete as Prime Contractors for the largest DoD 
and DHS contract opportunities.  
 
ADSE can help to broker these agreements for the benefit of small businesses in the 
State by helping to make introductions to potential mentoring firms, by helping the 
prospective partners prepare their application packages, then through follow-up 
assistance as these M-P teams seek to bid opportunities at the federal level.  
 
The overarching goal of ADSE support to these Mentor Protégé programs is to increase 
the overall competitiveness of Arizona-based companied, both large and small through 
collaboration and teaming.  
 
In addition to the cabinet-level federal departments, M-P programs are in place among a 
number of specific federal, state and local governments and their supporting agencies. 
Among the more viable Mentor-Protégé programs are those sponsored by the Military 
Services and the DoD agencies, in addition to the Departments themselves.  
 
Eligibility and Application Procedures 
 
Specific eligibility and application criteria for candidate Mentor-Protégé companies 
varies somewhat between the departments and agencies. In general, both Mentor and 
Protégé firms must be in good standing and otherwise eligible to do business with the 
Federal Government. Specific eligibility requirements, along with the detailed 
procedures for application and approval of Mentor-Protégé programs are available 
through web-served portals for each program sponsor.  
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DoD: 
http://www.acq.osd.mil/osbp/mentor_protege/ 
 
DHS: 
 http://www.dhs.gov/xopnbiz/smallbusiness/editorial_0716.shtm 
 
Army: http://www.sellingtoarmy.info/user/showpage.aspx?sectionID=12 
 
Air Force:  
http://airforcesmallbiz.org/small-business-programs/support/mentor-protege.php 
 
Navy-Marines: 
http://www.donhq.navy.mil/osbp/programs/mentor-protege.html 
 
NSA: 
http://www.nsa.gov/business/small_business_office/programs/index.shtml 
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