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P R O C E E D I N G S


(9:10 a.m.)
MR. CELLI:  Good morning.  This is the meeting of the U.S. Small Business Administration’s Advisory Committee on Veterans Business Affairs.  My name is Louis Celli.  I’m the Chairman.  I’m joined by Mr. Paul Adams, the Vice Chairman, and it is 10 minutes past 9:00 in the morning on the 18th of September, 2007.  We’d like to get started.

First, I’d like to welcome everyone, guests and members, and we’ll go around the table so everybody can introduce themselves briefly.  And then we have two new members, and as soon as their bios get up here, I’m going to go ahead and introduce our two new members.  So, if the two new members could just introduce themselves by basically name and where you’re from, we’ll have a little bit more of a lengthy introduction in a few minutes.

Paul?

MR. ADAMS:  Paul Adams, Vice Chairman.

MR. MILLER:  Ron Miller, Jonesboro, Arkansas.

MR. BEDNARCZYK:  Tom Bednarczyk, Gilford, Connecticut.

MR. PUNARD:  Joe Punard, U.S. Vet Biz.

MR. CHAMRIN:  Ron Chamrin, American Legion.

MR. VARGAS:  Felix Vargas.  I’m from the great state of Washington, but living here in Arlington, Virginia, presently.

MR. DeMOLET:  Dennis DeMolet, Dayton, Ohio.

MR. MANCINI:  Frank Mancini, Los Angeles, California.

MR. CELLI:  All right, welcome, everybody.  What we’ll do first is go over the agenda.  The agenda is ours.  It’s pretty much what we discussed as a committee on conference calls and through email.  We are -- it’s our agenda, so it was what to ad lib, adjunct or change, that’s our decision as we go through.  It was really just a framework so that we could have something to work on.  

So, from 9:00 to 9:15, we’re opening the meeting; 9:15 to 9:45, review the minutes of the last meeting and review the agenda, which is what we’re doing now; and then at 9:45, we were going to have Billy come in -- Bill Jenkins, which is the Veterans Procurement Specialist for the Office of Veterans Business Development here at the SBA.  I expect he’ll be up shortly.  He’s going to get us caught up on some of the procurement issues that the SBA has been working on between our last meeting and present.  We’ll take a quick break after that.

Then what I’d like to do is start to break down and discuss breaking the committee up into working groups so that we can each talk about a focus, an area of interest that we have the most expertise in.  Our committee is comprised of not only members of the local veterans business -- or the U.S. veterans business community, but also members of veterans organizations.  

And we each have an area of expertise that we’re most familiar with, and we’ll go over briefly from Public Law 106-50 what our functions are and maybe we can look at some of those areas and break down into two or three groups so that in between meetings, we can have a focus on a particular area which will bring me into the next discussion we’ll have in a second.  When we get back here then, you know, we will have conducted kind of our own research and work and can bring that work product to the committee and then we can work on it as a committee.

After that, I’d like to discuss the idea of having some kind of -- I don’t want to say adjunct, but some sort of regional advisory kind of committee advisors.  We have had some folks apply for this committee that, for one reason or another, didn’t qualify, either because there was some kind of conflict with their business and the SBA -- and I don’t mean conflict as in they did something wrong, I mean, conflict as in they could be actively participating in another SBA program and it was through the decisions of the legal staff at the SBA that there could be some perceived conflict between their involvement in our committee as members and whatever program it is that they happen to be participating in.  

So, for whatever reason, they weren’t eligible to be approved to sit on this committee after being recommended, yet they still have -- I think, in our opinion, they still have valuable input.  

So, one of the suggestions that I have is looking at starting maybe to establish some regional -- I don’t want to say confidantes, but some kind of regional expertise that each one of us can kind of oversee.  Maybe I can oversee it in the Boston area and Connecticut, Rhode Island, New York and, you know, Ohio, and so forth and so on.  And if we do that, we very much broaden and expand the good work of the committee and the reach of the committee, the support for the committee.  

One of the things that we talked about earlier in the year and earlier in some of our meetings was trying to get a little bit more advertisement for the committee so that the people of the United States knew what we were doing and were able to contribute in some way.  So, if we each kind of take the responsibility for a region and then, you know, it’s easy enough to go out and kind of recruit some real staunch veteran business folks and say, listen, I sit on this committee and this is the work that we do and I really could use your help.  You know, maybe once a quarter, we could all touch base and talk about what you’re going through so I can take that stuff back to the committee and we can talk about how to make improvements, suggestions or share good practices.  So, we can talk about that after lunch.

At 2:00, once a year, as you all know, we get our annual ethics briefing so that they can come in and make sure that they give us the information of -- you know, the right information about how we are to act in our communities when we represent the board and when we’re not representing the board.  Then we’ll take a break.  Then we’ve reserved quarter past 3:00 to 4:00 for public comment, which is usually right around the time that some of the local veterans advocate agencies and organizations like to come in and contribute and listen to our meeting.

Then I left a full hour for wrap-up only so that we would have the flexibility of using that to discuss -- because quite often we have unfinished business as we go through our agenda.  So, I left a full hour for wrap-up from 4:00 to 5:00.  That doesn’t mean we have to go until 5:00, just means that we have that flexibility on the record if we want to use that time, and then adjourn at 5:00.

Mr. DeMolet?

MR. DeMOLET:  Mr. Chair, on the ethics briefing, is that the attorneys coming down, do we know?

MR. CELLI:  Yes.

MR. DeMOLET:  Okay.

MR. CELLI:  And I originally -- in the email I had put -- and I don’t know these people personally, it was the name that was given to me.  In the email, there is a name on there of I guess whoever runs that office, and it would either be that attorney or someone in her stead that would come in and go ahead and give that briefing.

All right, any questions before we get started?

(No response).

MR. CELLI:  All right, great.  As soon as Cheryl gets back up here, she’ll have the bios that I was looking for.

MR. DeMOLET:  Is Mr. Elmore absent today?

MR. CELLI:  Mr. Elmore is on an SBA -- I don’t want to call it a retreat, but it’s some kind of kumbaya -- no, it’s like a senior director’s conference that he was pulled away for.  Mr. Schneider is supposed to be coming up taking his place.  And I know that Billy is here, so he’ll be up in a second to go over his stuff. 

Why don’t we, instead of waiting for him, why don’t we let Mr. Vargas introduce himself and, absent of me reading his bio, we’ll just let him live the glory and share with us some of the good work that he’s been doing and how he came to be a member of this esteemed committee.

Mr. Vargas, you have the floor.

MR. VARGAS:  In the beginning...no.

(Laughter).

MR. VARGAS:  No, I’m pleased to be here.  Felix Vargas, I’m from Washington State.  I’m a graduate of the University of Washington and the ROTC program there.  I was commissioned a second lieutenant back a very long time ago, in 1967, and I have since then pursued 33 years government service.  The Army was my first career.  I served in Vietnam as a ranger and a special forces officer for 19 months.  Came out and then entered the U.S. State Department as a foreign service officer while maintaining an active reserve career.

As a foreign service officer, I served in six different countries, three in Latin America and three in Europe, with a special in political military affairs.  

As a reserve officer, I did most of my reserve work in Germany, in Heidelberg, beautiful Heidelberg, but also in the States, in Washington, D.C., over at Andrews Air Force Base, near Andrews and then down in Pensacola as both an infantry officer and a civil affairs officer.  So, professionally, that’s where I’ve been.

Since I retired in 2001, I went into the private sector.  I was director of marketing and sales for Bell Helicopter in Mexico City for three years, and then left that and became a trade consultant and advisor to the Washington State Legislature.  I traveled with the Governor of the State of Washington on -- with other members of his group to trade missions in Mexico City and Vietnam, which was very interesting.  Also, I went on a trade mission to Oman and to Bogota, Colombia, where -- which coincided with the visit of Florida Governor Jeb Bush.  Very interesting.

So, I left that and I came back to the Washington, D.C. area because this is where the action is.  If you want to accomplish anything in life, you want to help, this is the place to be.  So, I came back.  Two years ago I worked for an engineering technology company in Northern Virginia for a year helping start their business development program.  

Then I left that in May -- in June, the 1st of June of this year to completely devote myself as much as possible to veterans issues.  I’ve been, I think, motivated a bit by what happened at Walter Reed.  But I feel that at this time in my life what I want to do is help service disabled veterans, particularly those coming out of Iraq and Afghanistan get into business or begin a career if possible.  And I’m working as a member of various veteran service organizations to include the Vietnam Veterans of America and the 75th Ranger Regiment, the American GI Forum and then also a non-profit called the Sentinels of Freedom.

So, again, I’m an advocate now for veterans and disabled veterans, and I’m delighted to be named to this committee and look forward to providing a contribution and input as requested and as needed.  I’m glad to be here.  Thank you.

MR. CELLI:  Thank you, Felix, and welcome to the committee.  And before we move on to Mr. Mancini, I just wanted to go over the composition of the committee so that we’ll all understand a little bit more about who are currently members.

According to Public Law 106-50, eight members shall be comprised of veterans who are owners of small business concerns and seven members shall be representatives of veterans organizations.  Right now, we are growing in numbers and we are actively recruiting somewhat evenly throughout that mandate as both 

Mr. Mancini and Mr. Vargas have been accepted to the committee as representatives of veterans organizations.

So, we have still now room for business owners because that seems to be the easiest spot to fill, which means our committee is growing in a very strong manner.  

I’d also like to, for the record, introduce 

Mr. Bill Jenkins, who has just joined us and Mr. Trevor Summerfield from the Veterans Corporation, who joined us during our opening remarks as well.  So, Mr. Mancini, could you introduce yourself?

MR. MANCINI:  Do you have my bio?

MR. CELLI:  I do.  Would you like to read it?

(Laughter).

MR. MANCINI:  Well, I’m from Los Angeles, California.  I’m a small business owner.  The name of the company is IRG Plotters (phonetic) and Printers.  I’m medically retired Navy.  I served from 1984 and officially retired in 1993.  Although I’m not a long-term veteran as most of you, I feel that I’ve a lot to offer in terms of feeling the condition of the small veterans business owned -- small business owned by veterans, basically.

Having said that, I bring business experience and also experience in the realm of business as a veteran, which I find there’s a lot of inroads that need to be made and there’s a lot of progress ahead of us.  

Having said that, that’s about it.

MR. CELLI:  Well, thank you, Mr. Mancini, and welcome to the committee.

MR. MANCINI:  Thank you.

MR. CELLI:  There are a couple of members who are not here and I’d like to discuss that a little bit more in detail later on.  We can fit that in where it’s appropriate.  Some of the members -- we have one, two, three members that are absent, and, again, we can discuss that later.

But I’d like to now introduce Mr. Billy Jenkins who will bring us up to date on some of the issues that the Office of Veterans Business Development here at the SBA and specifically with regard to procurement, some of the challenges he’s been working with, some of the issues he may have been able to work through successfully or even unsuccessfully, and some of the work that he’s been doing on behalf of veterans here in the community and how we can help and support him and what information he would need from us in order to do his job better.

Thank you, Mr. Jenkins.

MR. JENKINS:  Gentlemen, for those of you that are new, welcome to Washington, D.C., and welcome to the battle.  And let’s talk about the battle.  As you may be aware of, I’m responsible for the implementation of Executive Order 13360, which basically says that the government will award, at a minimum, 3 percent of its contracts to service disabled vets.  

Since I’ve encumbered the position, it has been an uphill battle.  It’s been an uphill battle because of the ignorance that’s been experienced with lack of knowledge coming from our acquisitions community and those management individuals that are responsible for pushing those acquisitions through the procurement system; i.e., the program offices.

We have a situation where both that community, the acquisition community and also our veterans community, need to be educated, because, on one hand, we have the blind leading the blind.  We have old and new entrepreneurs that are not familiar with the federal acquisition regulators, nor are they familiar with the procurement process which causes confusion.  This is experienced with our DoD agencies, civilian agencies and even the Veterans Administration with the implementation of their new Public Law.  

And I want to speak specifically to that area because I have routinely called the contracting offices after a veteran has informed me that a particular office would not set aside a requirement as a service-disabled veteran set aside.  And when I talked to the contracting officer, they didn’t even know that they had a public law that would allow them to contract with service-disabled veterans under both the $100,000 threshold and $5.5 million threshold for commercial-wise.

So, we do have an uphill battle.  But what I’m doing is knocking down those procurement offices one at a time.  I’m dealing with the agency’s OSDBUs, which are the Small Disadvantaged Utilization individuals, educating them and asking them to become more forceful in implementing the Executive Order 13-360.

The SBA -- the Office of Government Contracts Business Development has provided us with a tool -- has provided us with a tool that will assist -- that’s assisting us in getting the message out to the agencies that this agency is serious about meeting those goals, and that was the implementation of the score card, which will be provided to each agency every six months.  The response has been tremendous as a result of the first score card.  There’s a lot of conversation out there.  The agencies are making this push in this fourth quarter to get as many procurements out to the service-disabled vets as they can.

No longer am I hearing, with the exception of DoD, that they’re having difficulty making it go because of the items that they procure; i.e., planes and tanks.  Of course, that is not -- that should not be an excuse because of the fact that there are other commodities that are out there that our veterans can provide.

Now, the other thing that has swung in our favor, and there was a legal opinion from the SBA as a result of some inquiries from a vet that was trying to get a set aside out of the Air Force Academy on a sole source basis, which was under the $3 million threshold.  Legal counsel at the Air Force Academy had determined that even if the contracting officer could determine that a sole source could be made to the service-disabled vet, that it would have to be synopsized and fit biz ops.

Well, I got a legal opinion on that and we challenged the Air Force.  We told the Air Force that because of the fact that Executive Order 13-360 is back by statute, contracting officers do not have to advertise their intent to sole source.  For that one reason, a lot of contracting officers backed up the sole sourcing to service-disabled vets, because they did not want to have to deal with the headaches that they would receive from the public, from other individuals in the veteran community that would challenge that decision.

So, now, whenever a contracting officer has made a determination to sole source to a service-disabled vet, that determination stays right in that office.  It almost mimics the current 8A process.  So, this is going to be a very good tool for our contracting officers to use in the future.  And as a result of that, we should see more sole source contracts.

MR. CHAMRIN:  Do you have a number on that, like a GAO number or -- 

MR. JENKINS:  This is an SBA decision.  

MR. CELLI:  SBA.  There was also a comptroller’s decision on that which I can -- 

MR. JENKINS:  Give me your email and I’ll forward you the decision, because you must have that in hand when you approach your contracting officers.

MR. CHAMRIN:  Could you forward that to all of us, please?

MR. JENKINS:  Give me your email address and I’ll be more than happy because I need as many troops out there as possible.

MR. CELLI:  Let me -- you know what, if you’d like, I have some verbiage here, so if I read it aloud, it will become part of the record and then people will be able to search on it.  So, if you’ll bear with me for just a second, I’ll read now from a newsletter which is put out by the New Jersey Science and Technology University PTAC, which was written by an attorney that runs that organization, her name is Dolce Chaplin (phonetic), and she’s spoken at some events that I’ve recently been at, and she’s written this outline which has some good information in it.

It says, another regulation the FAR 52.219-27 notice of total service-disabled veteran-owned business set-asides reads more like orders than a direction.  The government, in quotations, “may” set aside certain contracts for SDVOBs.  Only SDVOBs are allowed to compete for these set-aside contracts.  Even though the decision to make a SDVOB set-aside is discretionary, not required, the Comptroller General has given the statute a broader meaning by applying SBA regulations that direct the contracting officer, in quotations, “should” to consider the proprietary of an SDVOB set-aside before proceeding with a small business set-aside.  In parentheses, it’s 13 C.F.R. 125.19.

One can safely assume that the “may” is not entirely permissive and the contracting officer must consider setting an acquisition aside for SDVOB before setting it aside for small businesses in general.  MCS Portable Restroom Services Comp. General decision, 

B-299291 and then FAR 19.1405 further instructs the contracting officer that in order to set aside these contracts for SDVOB companies, he must have a reasonable expectation that the offers will be received from two or more SDVOBs and the award will be made in the fair market price.  However, if the contracting officer receives only one acceptable offer from SDVOB in response to the set-aside, the contracting officer should make an award to that firm.  

The Comptroller General reaffirms the sole source award even when the contracting officer does not have a reasonable expectation that two or more SDVOBs would submit a bid by stating FAR should be read consistent with SBA regulations and to find otherwise would frustrate the intent of the Veterans Benefit Act of 2003.

FAR 19.1406 codifies sole source awards to SDVOBs with certain caveats.  One, the requirement can be satisfied only by one SDVOB; two, the award will be less than $3 million and $5.5 million for manufacturing; three, SDVOB is a responsible contractor, the SDVOB can actually perform the work and; four, the price is reasonable.  

So, I’ll stop there.  There’s a whole article on it, but that gets some of the FAR regulations and some of the language now into public record so its searchable and people can download it and pull it down and you’ll be able to get that as soon as these are made available.  So, I’m sorry, I didn’t mean to interrupt and I hope that helped.

MR. JENKINS:  Oh, no, no, that helped.  That dealt with our two major -- that decision was the result of two retired Army Majors that happened to be contracting officers that knew better.  So, basically we’re dealing with a group of guys that are educated and it’s my desire that you guys would be introduced to these guys in the future because, you know, of their assets to you or to us.

I want to further go ahead and read you the legal decision by our legal counsel when it comes to sole sourcing.  We’re dealing specifically with FAR 5.202(A).  Time for procurement class here.

It states that the contracting officer need not submit the notice required by FAR 5.201 and in parens, notices to proposed contract actions won, and then paren four, proposed contract action is expressly authorized or required by a statute made through another government agency, and in that case it would be SBA, including acquisitions from the Small Business Administration, SBA in parens, using the authority of Section 8A of the Small Business Act.  That’s an example for you.  

And she goes on to say see FAR 5.5.505(F).  If for a specific source, such as a workshop or a blind -- for the blind under the rules of the committee for the purchase from the blind and other severely handicapped.  So, this would fall under the area of the authority.  Emphasis added, the DVA expressly authorizes you to pick a sole source award to a service-disabled veteran-owned small business, a specific source.  If it didn’t, then I’m not sure how you would make -- be making this award in the first place.  FAR 60302-5 confirms that the Veterans Benefit Act, which was referenced, of 2003, paren, here you go, 15 U.S.C. 657F, is a statute that expressly authorizes the acquisition, and in parens, sole source award, be made from a specific source, parens, service-disabled veteran small business.

Again, I believe that the FAR is clear on this point.  I don’t see any further input is needed.  Please work with your agency counsel on this issue.

This was an email that went to a contracting officer that dealt with the Air Force Academy’s decision and legal decision to synopsize the intent to award to a service-disabled vet. 

So, now, here’s the game plan.  When any of our constituents, and I’m talking about the service-disabled veteran community, when they’re approaching a contracting officer that has only received one source, then they can sole source it.  They do not have to synopsize the intent.  It is as if you’re awarding a contract under the Federal Prison Industry or 8A. 

MR. CELLI:  Bill, do you have the -- I don’t want to say authority, but do you have the option to post certain items on your site?  Do you have access to that?  Can you post things?

MR. JENKINS:  Yeah, we can do that.

MR. CELLI:  So, in other words, could we -- you know, because we’ve brought a lot of good working material to the committee, stuff that we’d really like to be able to share with the rest of the veteran community, and if it’s possible, you know, maybe you could post some of these things either in some kind of downloadable format or a link to FAR, you know, with regard to that.  Is that something that we could -- 

MR. JENKINS:  Yeah, let’s explore that.  I don’t see a problem with that.

MR. BEDNARCZYK:  I’m curious.  We have two databases that I know that are CCR, where you’ve registered or a company has registered as a service-disabled veteran, and then you have the VA database that has about 8,000 or so that are registered as disabled veterans.  This is a monumental thing that you’re going through because, having been part of this committee for the longest time, this issue has always hung out there as one of the flaws in the original laws that were established.  So, as we’ve worked through seven years now, we finally get to the point where somebody has stood up and has defined this.  

With these databases, these two databases, I don’t understand why something as significant as this isn’t pushed out to the registrees of either CCR or the VA as a proactive email.  First of all, I’m a layman so all these FARs and everything are great for everybody here in D.C. to talk about.  But the fundamental issue, to follow your thought process, if any of these companies are out soliciting at the contracting level in Nebraska or in Timbuktu, they need this kind of information to help them when they’re meeting with the contracting people.  So, creating this in English, number one, and, number two, pushing it out to the community would be the thing.

Now, posting it on the web is a great idea.  The problem is that how much of the veteran community comes into the SBA and uses it as a newsletter.  Probably nobody from earlier committee meetings that we had where the -- I know the DSOs, in particular, were really down on the overall SBA website.  So, we’ve got to find a way to push this information out.  And I don’t know the best way to do it, but those are -- the SBA monitor -- isn’t CCR part of SBA?

MS. CLARK:  No.  DoD controls that.

MR. BEDNARCZYK:  DoD controls that?

MR. JENKINS:  There is a portion of it that the SBA controls.

MS. CLARK:  But it’s managed by DoD.

MR. BEDNARCZYK:  As long as you’ve got the email address of the registree and you’ve got the fact that they’ve declared themselves as service-disabled, we should be able to capture that as an outward email.  

MR. CELLI:  I’ve never -- as someone who has registered on CCR, I have never received any kind of newsletter, update or anything unless they’re getting ready to shut my account off because I haven’t updated it or something.  That’s the only time I ever receive any type of communication.

MR. ADAMS:  Is there any reason we as a committee can’t do that, you know, starting a newsletter to put things like this out?

MR. DeMOLET:  I think Mr. Jenkins will -- this is Dennis DeMolet.  Mr. Jenkins will agree.  SBA used to put out, through Mr. Jenkins’ office and Mr. Elmore’s office, The Vet Gazette.  The Vet Gazette was stopped because of the recent -- when I saw recent, it was in the past couple of years -- spam rulings from Congress or it was considered or construed to be spam, if I’m correct, at that particular time.

That was a very good vehicle to deliver to not just the SBA database, the veterans and the community, but also across the country overall, messages such as the porta-potty issue with the United States Air Force and other announcements and programs and things that the SBA was doing.  That newsletter was then turned off because of the spam ruling from Congress.

CCR has, in the past, been asked by this committee -- I think it was in ‘04, I’m not 100 percent sure, we’d have to go back to the notes -- in general, not specific, but very general, can you add value to CCR?  Number one, we were talking about the complexity of the registration on that system and even people in contracts really don’t understand that.  So, we said, can you make it -- simplify it?  That was the real rule of the thing.  And, also, can you add value to that by putting in rulings?  Oh, no, we don’t do the rulings, you know, those type of things, that’s not our -- that is just a registration for contractor officers, et cetera, et cetera.

I think the flexibility would be a little easier with the SBA website, such as news releases which they put out, and also, with Mr. Bednarczyk’s suggestions with the VIP database with the Veterans Administration.  They have a great deal of flexibility of posting those type of things.

And I think porta-potty was displayed on the -- the decision on SBA’s at one time.

MR. JENKINS:  I can’t refer to that.

MR. BEDNARCZYK:  Yeah, because I read -- I know the Air Force -- I was at Air Force headquarters yesterday and their question to me was, what happened to the porta-potty issues?  And that came from Ron Persard (phonetic) and John Cabarel, you know.  So, the Air Force is still hanging out there.  They have not instructed their contractor officers, you know, basically. 

So, it’s a news and communication thing, which I agree with the Chairman 100 percent, you know, we’ve got to be able to inform these decisions to the contract community, and they don’t get it.

MR. JENKINS:  Let me contact Ron and make sure he gets this information out because, basically, every time that we run into a situation up in the procurement community, you know, we’re actually indoctrinating the procurement activity.  So, if we have Ron’s assistance in getting that information out, you know, it should make it a heck of a lot easier as far as when we’re dealing with the issues.

MR. BEDNARCZYK:  I think the issue here is to get the veteran community to assist you in getting the word down to the local offices.  You know, there’s only two ways to do that.  It’s either you have to rely on some central branch to take that information and then disseminate it to the contracting employees that they have, which doesn’t have to happen, or it’s the bottom up approach where you get the individual veterans to take the rulings to the procurement site when you’re dealing with that.

MR. JENKINS:  Good point.  As a matter of fact, I’ve created a network of veterans that are working along with me.  One of the porta-potty guys -- and by the way, they are doing exceptionally well.

MR. DeMOLET:  I’d sure hate to be dubbed a porta-potty guy.

(Laughter).

UNIDENTIFIED MALE:  Especially if his name is John.

MR. JENKINS:  That’s their -- no, that’s their email handle.

MR. CELLI:  I know, I know.

MR. DeMOLET:  Porta-potty?

MR. JENKINS:  Porta-potty.

MS. CLARK:  Let me just ask a question.

MR. CELLI:  I’d like to introduce Ms. Cheryl Clark who works for the Office of Veterans Business Development and is primarily responsible for organizing and putting us together here.  Can you hear her from way over there?

THE REPORTER:  Yes.

MS. CLARK:  Okay.  Thank you, Louis.  The information that you all are interested in having on the web, you’re speaking then of the porta-potty information?

MR. CELLI:  Right now, we’re just discussing ideas of ways to get information that we’ve been able to collect as a committee into the hands of the veterans.

MS. CLARK:  Um-hum, okay.

MR. CELLI:  Now, the mechanism by which we want to go forward to do that, right now we’re just kind of brainstorming.

MS. CLARK:  Okay.  Well, we still have -- well, the reason why I ask is because the veterans is -- all you have to do is contact me or, perhaps, Janet Norman, but basically come through me, and we can probably get it in the Vet Gazette.  Also, in addition, we can also, I’m sure, put a link or, you know, if you want our website, under Advisory Committee, that’s to the right of our webpage.  There is a whole section that’s dedicated to the Advisory Committee.

MR. CELLI:  Right.

MS. CLARK:  So, therefore, that information could possibly be inserted into that page.  I just have to figure out how.

MR. CELLI:  So, let me ask you a question then because I’ve had many, many discussions with Bill about how the Vet Gazette gets published, all of the different hands and authorities that it has to go through --

MS. CLARK:  It has to go through clearance, yeah.

MR. CELLI:  -- whether it’s approved for publication, the manner in which you distribute it to avoid any type of anti-spam clauses and regulations.  My question to you is, would we be able to put a link on the SBA Advisory Committee’s webpage that directs viewers to an external website, something that we would have a little bit more control over?

MS. CLARK:  I can check into that.  I don’t see a problem with that.

MR. CELLI:  Because I know commonly on government websites when you do that, there’s a little warning screen that comes up and says, you are currently leaving the SBA website --

MS. CLARK:  Um-hum, exactly.

MR. CELLI:  -- the SBA does not endorse or, you know, confirm or deny anything, blah, blah, blah.  And if we could do that, we could create our own either database or website or -- we could have control over that.  We could link to the Veterans Corporation.  We could link to Rich O’Meara’s (phonetic) website.  You know, we could link to those websites that we find to be of most value and benefit to the veterans of the United States of America.

So, if we can get authority to do that, and I’m sure that they’re going to want to speak with us and let us know what they feel would be appropriate and -- 

MS. CLARK:  Exactly, because it’s a process.  I can sit here and say, if Mr. Elmore were here, he could sit here and say, oh, well, it sounds good, fine.  But it’s still a process.

MR. CELLI:  Sure.

MS. CLARK:  So, unfortunately, there are other program officers that have to actually review that and get back with our office to let me know whether or not it’s a go.

MR. CELLI:  Okay.  So, we can -- 

MS. CLARK:  I can check into it.

MR. CELLI:  Thank you.

MR. BEDNARCZYK:  But, Mr. Chairman, don’t lose sight of the number of people that come proactively in to the SBA site, relative to what we’re talking about in the sense of information going out.  They’re two different things in my mind.

I don’t know how many hits a month Bill’s veterans site gets, but it’s probably a minute number relative to the importance of the information that Bill is addressing.  So, finding a way to get information proactively from this committee, maybe we make the decision as to the importance of it, and if it falls in that highly critical piece of information, maybe then we solicit like the VA to create a newsletter -- not a newsletter, but a bulletin that we could capture the essence of what we’re talking about and then proactively push it out to the community.

MR. CELLI:  Wouldn’t it be interesting to track the amount of traffic that this committee might, in fact, be responsible for luring to the SBA website based on our networking and advertising and becoming Google-licious and getting the word out there in the community?  And we already have.  We have the Veterans Corporation that does newsletters.  We have Scott Dennison’s office that does newsletters.  These are preexisting vehicles and, as a business owner, in my opinion, you know, I think that the SBA is probably a little bit overly cautious because now with opt-in and opt-out and all of the tools that are put in place through newsletter delivery services, we’ve pretty much satisfied, you know, all of the requirements for the Can-Spam Act and are now able to start to distribute much more comfortably without worrying about people saying, you know, you’re spamming me, because there’s always the opt-out link and they can just opt-out and be done with it.

So, you know, the government always has a way of taking a little bit longer than the commercial community, you know, to work in to their comfort zone and that’s maybe one of the strengths that we have here.

MR. BEDNARCZYK:  Well, you have multiple ways to distribute information.  You have the VSOs.  If our committee was linked to them and said, this is important, please put it in your journals --

MR. CELLI:  Right, absolutely.

MR. BEDNARCZYK:  -- under the business umbrella of their journals, they could insert that information.  That takes you out to a community that maybe there’s a 10 percent or a 15 percent interest overall from the entire readership because many of the veterans that are in the VSO community are employed and working for companies, which this wouldn’t apply to.  But then you have the other side which is the business owners, and this opt-in/opt-out, it’s very easy.  On CCR, when you’re annually asked, Lou, to register, all you have to do is, on CCR, have a box to opt-in or opt-out.  That’s all you have to have.  And then that makes the list -- 

MR. DeMOLET:  With all respect, Tom, DoD has been very, very difficult to work with generally speaking.  They do, like Ms. Clark said, control CCR.  And the contract community, who’s a little more authority than we are in general, you know, the acquisition community as a whole, has tried to get CCR to be more user-friendly.  SBA had a magnificent database when we came on board.  I don’t know if any of you are familiar with SBA’s -- I mean, that was -- until Senator Bond decided to, you know, bundle, for lack of terminology.  

But CCR is not flexible, and to just get them to change that flexibility was difficult enough.  So, my devil’s advocate question is, what makes you think that CCR and DoD is going to add value by what the Chairman’s asking -- 

MR. BEDNARCZYK:  Only from my ignorance of living in Connecticut, you see.

(Laughter).

MR. BEDNARCZYK:  Nothing more, nothing less.  I wouldn’t expect DoD to do anything more than what they’re doing.

MR. DeMOLET:  I don’t think DoD would -- 

MR. BEDNARCZYK:  But what I’m reaching out for is there are a couple of sources to get information from and, you know, somewhere along the line, what Billy is doing, if it isn’t proactively disseminated -- 

MR. DeMOLET:  I agree, I agree.

MR. BEDNARCZYK:  -- and if -- if you cross DoD off, then you only have the VA as far as the database.

MR. ADAMS:  Well, you can search the CCR and you can get a list of all the service connected -- you can create -- it would take them a while, but anybody can create a little database that has first name, last name and email.

MR. CELLI:  You can’t anymore.  CCR has restricted the ability to -- 

MR. DeMOLET:  You’re restricted by the limitation, the numbers, right?

MR. CELLI:  Correct -- no, no, no, CCR has now hidden the mailing address -- 

MR. DeMOLET:  Oh, really?

MR. CELLI:  -- and the email address.  That is -- that’s less than a year old and there are certain levels of authority by which you can sign in to CCR, PTACs, SBBCs, other Federal agencies have the authority to log in to where they can download and do that.  But the average user does not, any longer, have that availability.

MR. ADAMS:  All right.  Then we’re a committee of the SBA so we should be able to do that.

MR. CELLI:  I don’t know.  

MR. ADAMS:  I’m saying -- I didn’t realize --

MR. DeMOLET:  We’re a regulatory authority, so we should have some -- 

MR. ADAMS:  We should be able to compile that list and send it out.

MR. CELLI:  But then, you know, again, I think there are easier ways of skinning that cat and I think it might be to partner up with an established system that already has, you know, a newsletter and an email list because then we have to start the question of why do we want the names and are we going to send them unsolicited email.

MR. ADAMS:  Well, I think we are probably going to send them one unsolicited email at the beginning attaching a summary of some of these points to service-disabled veterans and saying essentially we are a committee in the SBA, here’s information that will be helpful to you, we would like to send this out to you periodically.  You can opt out.  I mean, one of the problems and the reason I generally tend to opt out is a lot of the stuff you end up looking at, it’s not anything that’s helpful.  It’s wading through a lot of crap and it’s somebody trying to sell me something that I don’t need.

But if the opening email is, you know, number one, we want to introduce you to this committee, it exists, here is information that’s helpful to you as a service-disabled veteran.  We are going to send these out periodically unless you opt out.  We have covered the whole spam -- they’ll get one unsolicited email.  I think you’re entitled to do that once.  It puts it out in a summary.  You can link it to wherever it is that we end up putting this stuff, and then once we have that database, then periodically we can say we’re going to send information out.

MR. CELLI:  I 100 percent agree with here.  And here’s what’s happening.  What’s happening is exactly what this committee was designed to do.  We’re thinking now as entrepreneurs and business owners in a world that clashes with the restrictions of the federal agencies.  So, it’s definitely something we can work on.

MR. MANCINI:  Can I make a suggestion?

MR. CELLI:  Sure, and then I want to move on because I want to make sure that Bill finishes.

MR. MANCINI:  Along those lines of what you were just discussing, it’s to have an external site that would be a depository of all important documents because there’s other documents, for example, like memos from the DoD, from the Undersecretary of Defense addressing the issue, memos from the VA.  So, if we have an external site that’s a depository and then we do a marketing campaign of awareness, then you can sign up for every time that there’s a database change, automatically you get notified to just go back and take a look at what’s going on there, without any lengthy emails, any lengthy up-selling, because we’re not selling anything.  We’re just trying to raise awareness.  

I think that would work out for the best because there’s a lot of documentation out there that -- including what you just discussed, the latest legal -- the opinion.  So, I think that would be a great way of addressing the awareness, and then, also, so to speak, we’d be catching two fishes with one stone by also raising the awareness of the committee.

MR. CELLI:  Well, why don’t we look at, maybe this afternoon sometime, Frank is our resident, really cool internet guy and has developed a website from a free service on Google that kind of allows the passage of that information to happen effortlessly.  And he can tell us how that works later and then we can establish how or if we want to move forward with that later.

MR. JENKINS:  Okay, good discussions.  Now, we’re back to this network of veterans that I’ve created around the country here.  I’m going to tell you with the ideas that you come up with, many veterans will be able to disseminate this information because what my little group is doing, they will scout the fit biz ops, look for opportunities that are either 100 percent small business set-aside or full and open competition.  They will then contact the contracting officer and then provide them with the Executive Order, Public Laws, then request that the requirement is then set-aside restricted for service-disabled vets.

If they get a negative response, I then enter the picture.  I call the contracting activity, inform them as to who I am, make them aware where their numbers are as far as contracting service-disabled vets and then request that that requirement is set-aside for service-disabled vets.  If I then get a negative, then I contact the PCR, the procurement center representative in that area, and I request that that person goes after that procuring activity.

So, if the procuring activity at that time says no, then I request that the PCR file an SBA Form 70 on that requirement, which stops it dead in its tracks.

Now, the success rate is very good.  Two things happen.  One, we get the requirement set-aside for service-disabled vets, and then we create a discussion within that procurement activity.  We raise their awareness and we start to see more requirements come out of that group for service-disabled vets.  So, basically what I’m doing, instead of working from the top down -- there’s a lot of bureaucracy going on at the top -- work from the bottom up, up to the contracting officer, because once the contracting officer has informed everybody that SBA has stopped that procurement bid in its tracks, everybody begins to huddle together and say, okay, we got a problem, let’s resolve it.

Now, there are a couple of cases where the DoD procurement activities will then deny that request at the head of the contracting office level.  Well, you know what, it’s against the law to do that because the public law says that whenever an SBA Form 70 is appealed, it must be appealed at the head of the agency.  So, we’ve got a situation with DoD -- 

MR. CELLI:  Billy, could you just go back, because I know what you’re talking about because I know the process, but the way you explained it missed a couple of definitions.  Could you just start over and explain what a Form 70 is, what happens, and then how it’s appealed?

MR. JENKINS:  Okay.  An SBA Form 70 is the PCR appealing the contracting officer’s decision to set that requirement aside for either service-disabled vet, HUB zone.  If they want that requirement to go 8A set-aside, then, you know, they’ll file this SBA Form 70.  It is an appeal to the agency telling the agency to stop dead in their tracks, we’re going to discuss this further, we are not in agreement with your decision.

At that point, once it’s filed with the contracting officer, the contracting officer pushes that up through the chain of command to the head of the contracting activity.  That person makes the decision.  This is where the agency -- DoD is in violation of the law because they have a FAR -- they call it a FAR deviation that basically says that the director of the procurement shop, not the agency official, the secretary, administrator, head of the contracting activity is giving us that decision, which is in violation of the public law that says that any SBA Form 70 has to be appealed at the agency head level.  So, the agency head has to make that determination.  They have to go on record as saying that they do not want to do business with service-disabled vets, HUB zone, 8A or small business.

We’ve only had a couple of cases like that and they’re coming out of DoD, and as we speak, the SBA is filing what they call a FAR case.

MR. CELLI:  Can we get copies of those?  Are those public record or are those internal until they’re determined?

MR. JENKINS:  They’re public.

MR. CELLI:  Because it sure would be interesting to know -- 

MR. JENKINS:  As a matter of fact, anybody in here can file a FAR case.  If you see an inconsistency in the FAR, and believe me, there are many --

MR. CELLI:  Right.

MR. JENKINS:  -- you can file a FAR case.  But the point that I want to get over with this group here, okay, is that there should be a network.  If you’re in business and you’re going after these acquisitions, then you should be working with me to inform -- to educate the contracting activity and your vets, our vets.  It’s a very effective method.

MR. DeMOLET:  Mr. Chairman, Mr. Jenkins is absolutely correct.  The FAR -- I work -- in our business, we have two former JAG officers, one from the U.S. Air Force, Mr. Profilio (phonetic), and the other one is from the U.S. Navy, Mr. Chalker, and they do cases case-by-case and they work with SBA and others.  And the FAR is law, but it’s not concrete law.  It can be challenged every time.

MR. CELLI:  It’s a federal regulation.

MR. DeMOLET:  Right.

MR. CELLI:  It’s not law, it’s a federal regulation.

MR. DeMOLET:  Absolutely, yeah, yeah.  So, 

they can be challenged in contract issues, and what 

Mr. Jenkins is saying is absolutely right.

MR. JENKINS:  Now, another front here as far as our outreach activities, we’ve teamed up with Sam’s Club to put on five matchmaking events around the country for veterans and service-disabled veterans.  For those of you that are not familiar with matchmaking, this is when the Federal Government will bring in their contracting officers, their program officers and they will allow a company to come in after they’ve been prescreened -- and Dennis is helping us out with this -- and they will sit down with them and discuss procurement opportunities, and if there’s a match, then it is expected that that contracting activity will award contracts to the veterans.

The first one that we’re going to have is going to be October -- 

MR. DeMOLET:  October 29th.

MR. JENKINS:  -- 29th, San Antonio, Texas.

MR. CELLI:  My question would have been Ohio.

MR. DeMOLET:  We tried.

MR. JENKINS:  We tried.

MR. CELLI:  Are you using software, Billy?  Are you using a software program that is able to track and monitor?

MR. DeMOLET:  Mr. Chairman, Sam’s, which is part of the world’s largest corporation, Wal-Mart, which has a few pennies in the bank, about $494 billion, they have a very well-established database for data capture, registration system, things like that.  And if I can stand on the bandwagon for a second, if everybody has a sharp pen and pencil, it is www.connectingsmallbusiness. com.  Once again, www.connectingsmallbusiness.com.  And the website went live today.  So, there is a registration site there for buyers and one for sellers. 

The first -- I’m sorry to steal your thunder, Billy.

MR. JENKINS:  That’s okay, this is a team effort.

MR. DeMOLET:  The first one, Governor Perry from Texas will be attending.  I’ve arranged for Laurita Doan, who’s the Commissioner, Administrator for GSA to be our keynote speaker for that event.  The SBA administrator, Mr. Preston, will be present.  The President of Sam’s Club International -- of America will be present, and I said the GSA Administrator.  So, it’s going to be a pretty, you know, unique event.  So, I would ask each and every one of us here at the table, the committee members and the guests here, to broadcast that.  That’s October 29th.  All the events are posted on that website.

The second one is -- 

MR. MILLER:  That’s in San Antonio?

MR. DeMOLET:  The first one is in San Antonio.  The second one will be held just shortly right after that, November 9th in Sacramento, California.  The same parties that I mentioned to you will be present with the exception of Governor Perry, instead we’re getting Governor Schwarzenegger, if I’ve pronounced that correctly.  We’re working on that now.  He’s been invited, that’s tentative, and we’re working with the SBA District Director out there for California, Mr. Jim O’Neil relative to that.

So, all that goes through my office and that’s why when I started this I had a full head of hair and I don’t now.

MR. JENKINS:  Well, they’ve got Billy Jenkins as the contact on here, I just pulled up the website, at this phone number.

MR. DeMOLET:  Yes, sir.  Yes, sir, absolutely.  So, that’s all I’ve got to say.

MR. JENKINS:  Okay.

MR. CELLI:  Well, my question was -- because I’ve worked with matchmaking software before, and what’s really nice, for those of you who have not had the opportunity to work with a matchmaking event, what’s really nice is the procurement activity comes in and actually registers their opportunities.  The seekers come in and register their capabilities, and when they match that’s how the appointments -- you know, the five-minute make-a-dates are made up.  

And the nice thing about the software is that if -- you know, if the procurement activity is doing their job, the software can actually track what happens to that opportunity and if, in fact, it is matched with someone from that event, then we can glean that information later and be able to say, this event was a success, you know -- because quite often, as you know, awards are not going to be made on the spot.  That is usually not the case.  It can sometimes be the case, but it is usually not.  Sometimes it takes, you know, a little bit more work on behalf of the two parties who have now met to work out their arrangement.

So, that -- and maybe we can talk more about it later, but that’s why I was asking because that type of information I think would be extremely valuable to be able to say -- you know, because here’s the SBA’s logo, here’s Sam’s Club, the SBA was able to introduce in the United States of America a matchmaking event to which five service-disabled veteran-owned companies were then the benefits of 10 contracts, which resulted in, you know, $6.2 million, whatever.

MR. MILLER:  Who is the lead agency for this?

MR. DeMOLET:  Well, it’s the -- the start of it -- Mr. Jenkins can explain it better, but the start of it was Sam’s Club of America.  They approached the Small Business Administration from their executive authority and asked if they could sign a memorandum of understanding and get SBA to work with them to establish these outreach matchmaking events.  

So, basically -- you know, when you look at it from the private sector, which is originally where I came from, to have the world’s largest corporation, you know, reach out and say, we want to help our nation’s veterans in business, that’s a good message.

MR. MILLER:  Absolutely.

MR. CELLI:  And Wal-Mart can use all the good publicity it can get lately.

MR. MILLER:  Are we going to be able to get the follow-on events and the dates?

MR. DeMOLET:  Yes, sir, Mr. Jenkins.

MR. MILLER:  How would we get that?

MR. JENKINS:  We’ve got it.

MR. CELLI:  And, again, that goes back to what we were talking about earlier.

MR. MILLER:  Well, you’ve got San Antonio and you’ve got Sacramento.  Where are you going with the third one?

MR. DeMOLET:  Well, we were looking at the state -- I can’t pronounce it -- St. Petersburg, Florida.  New York, I can’t -- 

MR. ADAMS:  Poughkeepsie.

MR. DeMOLET:  Thank you, Mr. Vice --

MR. JENKINS:  There’s a fifth one that’s not on that document -- 

MR. DeMOLET:  Yeah, yeah.  No, we’re not going to Connecticut, sir.

MR. BEDNARCZYK:  No, I was just wondering if you’re starting throughout the regions of the U.S. or -- 

MR. DeMOLET:  Well, they are geographically disbursing them.  It has to be very effective.  I personally invited Vet Force to be a part of this so they can be part of that actual on-site.  We’ve also invited the VSOs.  We’ve also invited the Center for Veterans Enterprise, they’ve committed to it.  The Department of Homeland Security has committed to it.  The only agency that hasn’t committed to it is DoD, but if I stand correct, the administrator has sent out the letters to all the small business program offices and things and we’re still waiting for some of the replies back.

MR. CELLI:  So, now, these individual events are going to be -- again, I know what matchmaking sessions are.  Are there going to be any type of break-out sessions or training attached?

MR. DeMOLET:  Yes, sir.  Yes.  There will be several break-out sessions conducted by the Small Business Administration, which will be from very basic to very high level, as such.  SBA’s doing several of those.  There will be four sessions, actually two -- A and B in the morning and an A and B in the afternoon.  Those sessions will be conducted by the General Services Administration, SBA and Department of Homeland Security, and I think I’ve got them all so far.

MR. MILLER:  If we want to attend one of these, what should we do?  Contact Billy’s office?

MR. JENKINS:  You go in and register on the site.  Of course, you know, Sam’s is paying for the breakfast and the lunch.

MR. MILLER:  Yes, sir.

MR. JENKINS:  And you’re welcome to come.  I want to see you there.

MR. DeMOLET:  Sam’s Club is paying for everything, which is really unique, very patriotic.

MR. MILLER:  I know.  I live in Arkansas, I know.

MR. DeMOLET:  Um-hum.

(Laughter).
MR. VARGAS:  I understand the VA is participating.

MR. DeMOLET:  Yes, the VA Center for Veterans Enterprise.  That which is their arm -- yeah.  And then we’re trying to get the Chief of Procurement for VA.  I’m working with CVE doing that.

MR. VARGAS:  As I understand it, you’ve got several government agencies invited or who have expressed an interest, right?

MR. DeMOLET:  Yes. 

MR. VARGAS:  May I suggest that you consider adding the U.S. Department of State?  I say that because they’re a very large contractor.  They have this overseas building program that’s building U.S. embassies.  It’s a $17 billion program.  And then they’ve got this reconstruction stabilization effort going on in certain hotspots around the country -- around the world, which is quite substantial.

MR. CELLI:  Now, during our last meeting, wasn’t it discussed that overseas contracts did not fall within the 3 percent guidelines?  So, that might be something that we want to talk about as well.  

But real quick I’d like to introduce two folks who just joined us, Mr. Dozier from the VFW and 

Mr. Ramirez, and welcome, who is now with your partner there.  So, what I’d like to do -- we’re a little bit ahead of schedule, which is really nice for a change.  I’d like to go ahead and we’ll take a quick break and invite -- oh, yeah, Trevor.

MR. SUMMERFIELD:  Mr. Chairman, one thing before you break.  I just wanted to offer Walt Blackwell this afternoon, if you have time in the agenda for him.

MR. CELLI:  You mean to speak?

MR. SUMMERFIELD:  Yes.

MR. CELLI:  Actually, we don’t.  We have a full agenda for the afternoon.  He’s absolutely welcome to join us and contribute, but for an actual presentation, we don’t.

MR. SUMMERFIELD:  Okay, thank you, 

Mr. Chairman.

MR. CELLI:  But what I’d like to do is offer coffee and doughnuts, courtesy of IRG Plotters and Printers today, who recognized the need for our thirst and snack.  So, why don’t we take a 10-minute break.

(A brief recess was taken.)
MR. CELLI:  Okay, we’re off break, we’re back on the record.  And the Chair would like to recognize 

Mr. Rich Ramirez.

MR. RAMIREZ:  Overhearing your conversations concerning what might be an appropriate website name, an appropriate portal, on behalf of the United States Association of Veterans in Business, we have registered any number of appropriate portals that we’d be willing to probably give you.  USAVetBiz.org, United States Association of Veterans in Business, we also have USVets, we also have many other iterations of that, not necessarily to identify with our organization.  But after a lot of research, the identification of U.S., vets and business all in the same portal name is probably the wisest thing you could consider.  Just a suggestion.

MR. CELLI:  Thank you.

MR. MANCINI:  Now I know why I couldn’t get those names.  You’ve got them all.

(Laughter).
MR. RAMIREZ:  You got it.

MR. CELLI:  Well, and as we’re starting to see the veterans entrepreneur movement within the Federal Government is starting to really get legs, if you will.  The establishment of Public Law 106-50 in 1999 created and established a bunch of different working parts which, you know, as it does in any commercial venture, takes time to market and to brand and I see now a lot of positive things happening in my travels and I hear the same from our committee members.  So, I think we’re moving in the right direction.  I think we’ll be able to overcome, you know, any of our stumbling blocks or restrictions with regard to branding issues with the government or whatever the case may be, because the ultimate goal, the end game is to do the right thing for the right reasons for the right people.  

So, ultimately, we’ll be able to probably do something close to what we want, if it’s not exactly what we want, and I’m glad that we’re all here working on this together.  

So, what I’d like to do now is in tandem with the schedule, I’d like to discuss and establish working groups, and if I may real quick -- sorry, my croissant is on my paperwork.  In Public Law 106-50 -- and I have a copy for our two new members here, too, Mr. Mancini and if you could pass one down to Mr. Vargas.

In here, task groups, here we go.  I’ll give you the exact reference.  Section 203, E under meetings, Sub-3 talks about task groups.  It says, the committee may form, from time to time, established temporary task groups as may be necessary in order to carry out its duties.  So, the task groups, what I’d like to do now is introduce that to the committee, and I thought that we would break down into -- not right now, but break down into three task groups and I was just thinking about that based on the size of the committee.  We can do more, we can do less.  

And some suggestions might be we can go around the table and find out what other suggestions are.  I thought that some suggestions might be veterans procurement, obviously, which is a really hot topic.  We can talk about veterans training and outreach.  We can talk about the Veterans Corporation, which is one of the items that is directly tied to us in Public Law 106-50.  We can talk about the SBA Office of Veterans Business Development, which is tied directly to us through Public Law 106-50.  We can group some of those into the same task group.  We can divvy them up.  You know, it’s whatever you want to do and wherever we’re most comfortable with our levels of expertise.

MR. ADAMS:  Well, a fundamental question, what is the purpose of a particular task group?  Is it to prepare something for the annual report?

MR. CELLI:  Yes.

MR. ADAMS:  Okay.  

MR. CELLI:  Well -- 

MR. ADAMS:  Or is it -- 

MR. CELLI:  Let’s use the term “prepare for the annual report” as kind of a mission statement for what we do, because any time we gather our overarching mission is to provide guidance and suggestions for the administrator of the SBA, the Congress of the United States of America and the President of the United States of America, and the way that we do that, the way that we communicate that work that we do is through our final report.  

So, I don’t want to get wrapped up in the administrative duties of saying that the only reason that we exist is to write a report, but, yes, with that in mind because that final report is often the culmination of a year’s worth of discovery and a year’s worth of work.  

So, the working committees would be, you know, groups of two or three individuals who would then gather information and create suggestions regarding those particular topics and then bring them into the committee so that we’re not all trying to do three months’ worth of work in eight hours, because it’s unrealistic.

Conference calls have been found to be extremely cumbersome among the entire committee with reasons stemming from obligations with -- you know, with business to time differences and that’s reasonable, you know.  We should expect that those are going to be challenging times.  

So, as we move forward, we can safely say that any time that we require a complete and full conference call of the committee should be, you know, maybe no more -- absolutely no more than once a quarter, hopefully, maybe twice a year.  Because they’re just very -- they’re very challenging to put together and they’re very challenging to be fully attended.

So, what would probably be easier to manage would be the chairman of some of these working groups to get in touch with their two or three, you know, working group members to discuss those issues and then, you know, we could bring those to the committee either on a pre-conference call, which would prepare us for our meeting, like we’ve done in the past, or just bring it to the meeting overall or share it through email or -- and I’ll introduce -- Frank, rather, introduced the Google website that he’s established as kind of a prepatory this is what we can do if we choose to with the domain name -- what is it vetsporal.org?

MR. MANCINI:  Right.

MR. CELLI:  Okay.  And there are ways to share documents and information there, all of which has been available to anybody and is available to us at no cost.  So, these are great tools that are available and, you know, also what it does, it allows us as a committee to exercise some of these free options that are out there for businesses which would then, you know, show businesses that come to us for information things that they may not have known.

You know, I know that Windows Live Office has such a set-up that you’re allowed to go on and create a free domain name and web space and you can share information and I can tell you that I’ve heard that Google did it, but I’ve never done it myself, and I can tell you that after using the site that Mr. Mancini set up, that the Google website is tons easier.  You know, it’s incredibly much simpler than the Windows website.  

So, you know, business owners want to know that and that’s who we represent.  You know, we represent business owners.  And if they come to this website and they’re able to, you know, find cool stuff that they can use and then say, oh, I could do this for my group, then it’s a win-win.  It not only helps us organize better as a committee, but it also helps us to get information out, not that we’re endorsing it, but it helps us show other business owners, you know, what they, too, can do, which they may not have known about before.

So, you know, why don’t we go around -- I just threw some suggestions out there and -- 

MR. VARGAS:  Question.

MR. CELLI:  Yes.

MR. VARGAS:  Before we or in conjunction with the discussion, could we talk a little bit about what the procurement task force group would do versus what the training and outreach group would do?

MR. CELLI:  Oh, I have no idea.  I mean, I just kind of threw that onto the table and I did that -- you know what, I’m glad you asked that question.  Let me go back to the Public Law 106-50 and I’ll outline what our duties and responsibilities are real quick and that will give us some food for thought.

Our duties are -- the duties of the committee shall be the following:  Review, coordinate and monitor plans and programs developed in the public and private sectors that affect the ability of small business concerns owned and controlled by veterans to obtain capital and credit and access to markets.  That is one of our duties under Public Law 106-50.  

Our second duty according to Public Law 106-50 is to promote the collection of business information and survey data as they relate to veterans and small business concerns owned and controlled by veterans, which is something that we just talked about a few minutes ago.

Item number three is to monitor and promote plans, programs and operations of the departments and agencies of the United States that may contribute to the formation and growth of small business concerns owned and controlled by veterans.

Number four is to develop and promote initiatives -- this is the most powerful -- policies, programs and plans designed to foster small business concerns owned and controlled by veterans.  And, obviously, that’s a very wide definition. 

And number five is, in cooperation with the National Veterans Business Development Corporation, develop a comprehensive plan to be updated annually for joint public/private sector efforts to facilitate growth and development of small business concerns owned and controlled by veterans.

So, by virtue of Public Law 106-50, which has chartered and establishes the rules under which we operate, we have some pretty powerful authority, some of which supercedes what we talked about earlier with regard to the conflict with SBA.  We are directed to do some of the things that we talked about this morning and how we do that, we just want to make sure that everybody’s happy.  But we talked about creating that website.  I think that is -- and I don’t think I’m taking a liberal interpretation of what I’ve read here.  I think that that is exactly the type of outreach efforts and collection of business information that we were chartered to do.

As we go around the committee, I would definitely appreciate any devil’s advocate pieces that we can try to prepare for and make sure that we don’t stumble upon or any other suggestions or any other interpretations of what we’ve just covered.

Paul?

MR. ADAMS:  My thoughts -- and not that it’s anything necessarily contradictory to what Louis is saying -- is we’ve got veterans procurement issues, which I think is what we were talking about with the website.  What are some of the issues that are placed by the veterans and how do we educate them on that and make sure there’s a spot that veterans can go and understand it?  

I think some of these things that were talked about, the general counsel’s opinion and the other opinions, are very powerful things to get in the hand of the entrepreneur, which also leads into education issues and it’s educating the entrepreneur on what their rights are and what they can do and what the law provides and then also educating the contracting entities and individuals of what it is that they’re allowed to do.  It’s apparent that, in some cases, they don’t understand that they can even do things with service-disabled vets or vet businesses.

And then I think the other is that -- the discussion of the score card because everything that I’ve heard is that once they started tracking this and doing the score card and collecting that information of who’s getting the 3 percent, that’s -- one, it starts to matter in somebody’s job, then they start to care about it.

So, those are my thoughts of three groups, one that’s just looking at procurement issues, one that’s looking at education, and one that’s tracking the score cards of what the agencies are doing.

MR. MANCINI:  Like an oversight.

MR. CELLI:  I, for one, would like to see a copy of that score card.  Has anybody here?  Has anybody here seen a copy of that?  Do you have a copy of that?

MR. DOZIER:  Not with me, but I can get you one.

MR. CELLI:  Just off the top of your head, 

Mr. Dozier, could you kind of let us know what you remember seeing on that score card and how effective --

MR. DOZIER:  Thirteen, I think, made it -- you had it, didn’t you?

MR. CELLI:  Well, actually, I was referring to -- not to the actual reports that have come in, but, I mean, the structure of the score card.  Like what does it ask and who fills it out?

MR. DOZIER:  All it is is a list of who made in three different categories, red, yellow and green.  Green made it, red had problems.

MR. CELLI:  The 3 percent?

MR. DOZIER:  Right, on the 3 percent procurement.

MR. CELLI:  And this is done procurement activities or contracting agencies?

MR. DOZIER:  Contracting agencies within procurement activity.  The problem that I’m looking at with the score card -- I wish Bill was here -- was people I’ve been talking to have been talking dual credit.  So, when we did a score card --

MR. CELLI:  What do you mean?

MR. DOZIER:  Service-disabled veterans, as well as 8A, as well as women-owned businesses.

MR. VARGAS:  Everybody does it.

MR. DOZIER:  So, they’re collecting everybody and putting it into one -- in other words, if you’re a service-disabled veteran and you’re also a minority or a woman-owned business, I take two, three hash marks for you and I still take the hash mark for the service-disabled veteran.

MR. CELLI:  And I’ve heard this argument many, many times over and I’m not sure -- because there are very good arguments on both sides.  I would only say that I think it might be right to allow them to take it in the different areas, but not allow them to roll that up in the overall 24 percent goal for small businesses.  In other words -- 

MR. DOZIER:  That’s the concern we have.  

MR. CELLI:  Yeah.  

MR. DOZIER:  Is that they’re -- 

MR. CELLI:  In other words, yes, they can take it for one SDBOB; yes, they can take it for one 8A, but that doesn’t mean they get two that go toward the 24 percent.  So, if that is, in fact, happening, then they need to fix the way those numbers roll up because that is not -- I’m sure that is not the way it was designed to work.  But, again, you’re right, when Billy gets back, we’ll have to ask him.

MR. DOZIER:  Well, we need to ask him -- you know, we’re starting to see increases to the 3 percent.  But is that actually more business or is that what I call double and triple dipping to get the business taken over to the service-disabled veteran score card?

MR. CELLI:  Well, now, somebody correct me if I’m wrong, but maybe I don’t understand.  What you just describe is not, in fact, anything new.

MR. DOZIER:  No, it’s not.

MR. CELLI:  I’m wondering what the actual score card looks like, because what you’re describing is the end of the year roll-up report that we’ve always had access to.  So, the score card, I thought, maybe mistakenly, was some kind of -- some kind of -- 

MR. MANCINI:  I’d ask Billy about it.  He said it’s on the website.

MR. DOZIER:  What it tells you is what agency, what percentage that they provide to veteran-owned small businesses.  Okay?  And they go by three different categories, isn’t it?  Red, green and yellow?

MR. SUMMERFIELD:  Yeah, Louis, it was -- pardon me, Mr. Chairman, but I haven’t looked at it in a couple of months.  But it was organized by agency and then, subsequently, it, as Bill said, had a color associated with it, red being not satisfactory; yellow I believe was satisfactory but had some improvements to make; and then green.

MR. DOZIER:  Below the three, but was improving.

MR. SUMMERFIELD:  And I do not remember, as I recall, numbers even associated with these blocks.  All I remember were straight colors and -- 

MR. DOZIER:  It’s on the internet, if you’ve got internet access.

MR. CELLI:  Well, I’m on here now.  That’s what I’m trying to look at.  The only link I see from the SBA vet site is reports and research data which I’ve just clicked on.  So, we’ll see if it’s there.  Meanwhile, let’s -- and I didn’t mean to throw a monkey wrench in the discussion about our working groups, I just -- I really thought that was going to be an easy question.  Let’s -- we’ll circle back to that.  So, let’s drop that for now and continue on with our working groups discussion.

Ron?

MR. MILLER:  Well, the one that I would probably be most interested in is training and outreach because that’s my background.  So, if you’re going to start putting names to groups -- 

MR. CELLI:  Well, let’s just establish what groups we want to form first.  So, training and outreach then would be, in your opinion -- yeah, I agree with that.  

I know we talked earlier about procurement.

MR. ADAMS:  I’ll do procurement.

MR. CELLI:  Oh, you are, thank you.  Ron?

MR. MILLER;  Other than probably -- when you say training, can you sort of qualify that a little more?

MR. CELLI:  Well, that’s what we can do, but we’re going to do that together as a committee.  So, when we decide, yes, in fact, we want to have four breakout groups, we’ll figure out what those breakout categories are going to be and then define what we want to cover in there.  So, this is really just putting together the framework of doing this so that we can all have kind of a -- just like the way committees in Congress work.  You know, there’s the overall committee and then they break down -- what do you think?

MR. BEDNARCZYK:  Well, having been on this committee since 2003, we have looked at a number of subcommittees in the past and it’s been cut many different ways.  I mean, I’m ambivalent as to how many subcommittees you create.  Maybe some of the failures -- I should talk about some of the failures that I’ve seen historically.  

We certainly are focused on the service-disabled veteran, but our charter is to the veteran.  One thing that we have not championed is pushing an agenda that allows veterans to be on the same status as service-disabled.  Now, I don’t know if that’s the proper thing to do, but somehow our committee has to join the veterans side along with the service-disabled veterans side to make it a unified agenda as opposed to singling out service-disabled.

Now, our biggest hurdle has been the government agencies recognizing service-disabled veterans, which was

public law since 1999, and we just seem to be getting to the point eight years later of this now becoming a positive thing as opposed to the uphill battle that we’ve been fighting. 

MR. CELLI:  Would you say then that topic would fall under a committee which might be entitled, develop and promote initiatives, policies, programs, plan and design to foster small business concerns owned and controlled by veterans?

MR. BEDNARCZYK:  You know what, Lou, if you’re asking for just an opinion about subcommittees, I would say the five elements of the public law should be covered.  Now, whether they’re covered by the global committee or they’re broken out into five subcommittees, it’s very clear what our mission is.

The Veterans Corp is one of our missions and I know in the old days Dr. Metters (phonetic) was a member that also acted as a liaison to the Veterans Corp and went to the Veterans Corp meetings as a representative of us just as the Veterans Corp has representatives come to ours.  That doesn’t have to necessarily be a subcommittee, but maybe we need to appoint somebody locally because it’s difficult for people to get here for the Veterans Corp board meetings, but at the same time to establish that bridge again because I don’t think it exists today.

If you take five out, then you have four areas, and I would say that those four areas should be covered.  Now, can you group them differently?  At one point we had a finance committee because we were worried about just issues and the construction bonding thing fell into the finance committee as a topic of discussion.  So -- but I would recommend saying four subcommittees that represent these four major elements and then I think we have to broaden our scope, though, to the veteran community as opposed to having all of our conversations on the service-disabled veteran side.

MR. CELLI:  I agree with that, and what I’d like to do is, in a second, put that up to a vote for the committee.  You’re absolutely right, Tom.  It says owned and controlled by veterans in all of these statements.  It doesn’t say service-disabled veterans, it talks about veterans as a whole.  And you’re right, sometimes, you know, we get so caught up in the active portion of some of these pieces of legislation that are coming down or have come down that we sometimes maybe neglect to or forget to include all veteran business owners as a whole. 

So, I think you’re absolutely right and I think that’s the right answer, and that is just to create the committees based on the way they’re outlined here, which makes it simple, clean cut, easy and -- 

MR. BEDNARCZYK:  Now, to Ron’s issue, he brings up an important issue about training and education and I think that we have to figure out where to slot that in here because it’s -- number four?

MR. CELLI:  Yeah.

MR. BEDNARCZYK:  Number four.  But I think that the charter of these subcommittees could be, you know, more defined as -- 

MR. CELLI:  We can leave that up to the committees to define that charter, you know, figure out who’s most comfortable on what committee and, you know, that can be the first thing that they do is come up with kind of a one-paragraph or one-page charter of everything that they want to look at.  

Are we -- is there anybody missing?

MR. MILLER:  That brings up a point.  Will you send out an email to the people who are not here today and give them a choice and let them respond back to you?

MR. CELLI:  Right, right.  All right.  So, all in favor of -- 

MR. VARGAS:  Aren’t you going to complete the circle?

MR. CELLI:  Oh, sorry, complete the circle, the circle of life.

MR. VARGAS:  The circle.  Am I next?

MR. CELLI:  You are next.  

MR. VARGAS:  I agree with this gentleman here that really you look at what your functions and responsibilities are as your core criteria for determining what groups you set up.  And a good way to do it, perhaps, is you, Mr. Chairman, or someone appointed can look at a particular paragraph there, a particular duty and say, all right, this task group will be known as such and such and it will do these specific things to implement the spirit and the letter of the duties as outlined in the public law.  So, I agree with that.

Now, having said that and noting that there is mention of veterans and not service-disabled veterans, we must remind ourselves that we’re at war and there are veterans coming back from the current wars who are in great need of many services.  Most of those will be taken care of by medical facilities.  There’s other programs set up for them by the VA.  But they are our newest generation of wounded vets who deserve special attention.  So, I am not opposed at all to making them a priority in our work here.

In other words, to serve veterans, yeah, but, hey, we’ve had veterans since the beginning of this country.  We haven’t had what we have now coming out of the conflicts that we have in Afghanistan and Iraq.  So, we should, in my view, lay a heavy emphasis, a heavy priority on helping the veterans that we have now who need -- most need this kind of assistance.

MR. CELLI:  Okay.  And that goes to the -- again, the charter and the theme of the committees, and let’s work through, too, so -- just so we’ll keep focused, let’s work through establishing what those committees are going to be and then we can get into the more finite duties and responsibilities of those committees.

Mr. DeMolet?

MR. DeMOLET:  I would concur with what 

Mr. Bednarczyk said.  You know, it sounds that way.  And what the Colonel said here.  You have to look at these young men and women that are coming back today.  You know, we’ve got a lot of people here from the Vietnam era, Desert Storm, but we don’t have a whole bunch of people here from Iraq, you know, and we don’t have a lot of people here from Afghan.  And heaven knows what conflict we may be in tomorrow, you know, God forbid.

I personally brought in a disabled veteran here to Washington with me.  She’s United States Marine Corps, had a very short period of time in the Marine Corps, broke her hip, shattered, has got three major pins in her hip and everything.  The reason I brought her to Washington is to meet other people and show her off as an example, you know.  The Marine Corps treated her very good upon her discharge, but the VA, another story, you know, and she’s having difficulties.

So, I’d like to focus and lean on the fact that we need to form some kind of a committee or subcommittee around the issues related to the young men and women that are coming back immediately today.  Other than that, I agree with Mr. Bednarczyk on the policy.

MR. CELLI:  Thank you, Mr. DeMolet.  

Mr. Mancini?

MR. MANCINI:  I agree with everything that’s been said so far.  The only thing I would like reflect on is how do we reconcile all the laws that have been passed to address the issues of small business owned by disabled veterans and how do we go forward in trying to adapt everything for veterans as a whole rather than discriminating within ourselves as disabled or able -- with able businesses and able veterans, how do we go towards that final objective where everyone will be -- the VA has done that already through 109-461.  But are we working towards using that public law to kind of -- have a universal approval from all agencies or --

MR. BEDNARCZYK:  Well, you know, you bring up an interesting point because I wrestle with this all the time, and I think the bridge -- the bridge from where we are to the bridge where it’s veterans as opposed to just a single group within the veteran community, the bridge is the awareness that we could create for the disabled veteran businesses to use veteran businesses as subcontractors to projects that they win. 

Right now, all the measurements that we’re looking at are how service-disabled veteran businesses are being awarded contracts.  There are sizable -- and I read Fed Biz Opps like everybody else does and there are sizable projects.  And we know from past statistics that most service-disabled veteran businesses are probably 10 people or less.  

As the projects are in the millions, it’s very hard for a small business, at 10 or less, to be able to build on it.  However, as a team, having a service-disabled veteran business as the lead, drawing in veteran businesses, this is where we, in particular, the older guys, can bring the younger guys into the process and create that bridge.

Now, ultimately, I’d like to see down the road where every veteran is being as part of some government objective.  But, right now, the only objective that the government has or goal is the 3 percent and it’s for a service-disabled veteran.

MR. MANCINI:  So, there’s no requirement --

MR. BEDNARCZYK:  At the veteran level.

MR. MANCINI:  There’s no credit received for veteran owned businesses, right?

MR. DeMOLET:  If I may interject, the standard form -- from a standard form 284, 285, which are the reporting mechanisms by which primes report back to government, there is a block on there for veteran owned businesses.  But they don’t get a full credit for that veteran owned business.  It’s just an identifier.

MR. CELLI:  They just recently started tracking and monitoring it.

MR. DeMOLET:  Right.

MR. MANCINI:  I mean, that’s an issue because we met in Los Angeles with several veterans and they did express that concern.  They felt left out and so we -- 

MR. CELLI:  Right.  Before we get there -- before we get there, let’s go back to the topic of the working groups, get that out of the way and move on, and then we can get into this, which is an extremely important issue, and before we do, the Vice Chair -- 

MR. ADAMS:  I just want to be the devil’s advocate.  I disagree setting up four committees based on four statements out of the public law, because there’s overlap in that.  I think that to make something that’s more effective, we need to look at what is it that we should be doing to implement the public law, and if we identify those particular tasks, like training, training could be under any one of those four.  We could end up in an argument of who’s doing the training.  

I think as opposed to saying, let’s do a -- one of the things that we need to do is training and outreach and that needs to go to the veteran community and that needs to go into the procurement agencies, and having a working group that’s focused on that will allow us to do everything that’s listed underneath there. 

I think that -- you know, when you’re looking at the procurement issues, what are some of the tools that veterans or service-disabled veterans have and maybe legislative monitoring or something staying on top of that where there is a working group that is just looking at that and that’s their focus and that’s what they’re updating.  

And, again, that can get lost in the shuffle of those four because you could take one of those and I could interpret it one way, you interpret it some other way, and I think it’s more important, in setting up a working group, to say, exactly what is this working group supposed to do and that focus of that working group needs to tie into the purpose of the public law, but it really needs to be an identification from the groups that’s sitting around and the expertise of saying, what are the problems facing the veteran community and the service-disabled veterans and how could we form working groups that can do things when we’re not in session and report back that’s going to help that community as opposed to simply tying it to those -- four of those portions of the public law.

So, I think we really need to look at what do we want the working group to do and -- I’ll just say, I think just picking those four topics is kind of a copout because we’re not -- 

MR. BEDNARCZYK:  Well, it’s not, it’s not, Paul, because I think that the charter of each one of those would be designed by the subcommittee.

MR. CELLI:  Yeah, I agree.

MR. BEDNARCZYK:  I think that these are four -- I think when the public law was written, there were four distinct issues that were put on paper.  It’s the question of how much can you chew in a given point in time and to focus on, from a charter point of view, what that element would be.  That -- I’m not saying that -- I’m saying there’s guidance.  You have four subcommittees.  Each one of these then meets and creates its own charter to zero in on probably the hottest topic or the most interesting topic or the most supportive topic for that particular committee or that particular element.  And then you work off of that.

MR. CELLI:  Well, I’d like to add I don’t think that any of these committees would be working in a vacuum and I agree that there’s going to be overlap, but what it does is it gives us kind of overarching structure and the committees can add to the definition.  

Would it be fair to say in your assessment that each one of these -- conglomerately, these five topics pretty much cover everything that we want to look at or would you say that there is something missing?

MR. ADAMS:  Well, going back to Tom of how big of a bite do you want to take.  Let’s just take an example of training and outreach.  I think you could define training and outreach as coming under almost any one of those.

MR. CELLI:  I agree with that.

MR. ADAMS:  So, then you could end up -- and what we don’t want is we don’t want to have four committees, each one doing a small portion of training and outreach and nobody really accomplishing anything and people coming back and going, well, gee, that’s what I spent the last, you know, or that’s what we spent the last couple -- 

MR. CELLI:  Well, that’s why I say -- right.

MR. ADAMS:  So, I think that if we’re going to define that and we recognize that training and outreach is something that’s important, then we need to get a focus on that of how much people are going to be able to do in between meetings, as opposed to simply saying between meetings we’re going to have committees that are going to do something in general that may or may not overlap.  I mean, I think what we don’t want to do is a lot of overlap.  

We want to focus the efforts of the people on something that we’ve identified as an issue and these committees can come and go.  If training and outreach gets flowing and is working, then that committee should go away and find something else that it should do.

MR. CELLI:  Right.  But the only thing is we have a finite amount of people not only assigned to this advisory committee, but more importantly, we have a much more defined amount of people who actively participate.  I’ll try to put that as delicately as possible.  

So, with regard to how much of a bite we can take, you know, we have to focus on some of the more broad issues and, you know, we would have to discuss among ourselves, as the chair of each committee would be able to say, you know, hey, you know, collection of business information committee, we’re working -- these are the items we’re working.  Not only do you see any cross-pollination, but have you guys discussed anything that might help us with our stuff?  We’re going to talk amongst each other.


Mr. Vargas?

MR. VARGAS:  I don’t think that we necessarily have to have that scenario where there would be confusion and overlap and duplication and so forth and so on.  Presumably, these committees, these task forces would work in coordination with each other, and presumably, there would be some discussions beforehand to determine who does what.

Training and outreach, frankly, I think falls only under two -- possibly two of these, not five.

MR. CELLI:  Well, I think that was just an example.

MR. VARGAS:  So, I think the two folks here -- the two folks who are in charge of those groups can talk between each other and determine who goes after the training.

MR. CELLI:  Right.  And we can agree -- I think that we can agree that we can hash out among the committee chairpersons, again, what the charters and duties and responsibilities are going to be and it will be up to the committee chairpersons to communicate amongst each other as to what their committees are working on.  

What I want to do now is I just want to be able to establish the framework for these committees and how many there are going to be, whether it’s four or five, it can be five, and whether these -- you know, what they’re going to be named.  Right now, we’re in a committee -- an actual advisory committee discussion, but I want to recognize the Veterans Corporation representative because they are an integral part of this discussion.  So, I’d like to recognize Trevor.

For the record, Dennis brings up an excellent point.  We are on public record and the record is being recorded by a court recorder, and while the court recorder may have the information of all of the committee members, if you are not, in fact, a standing member of the committee, when you have a comment, please announce your name and the organization that you’re with so that we can get it properly recorded.

MR. SUMMERFIELD:  Mr. Chairman, I am Trevor Summerfield with the Veterans Corporation.  As Tom mentioned before, there hasn’t been much done in the past on a bridge between TVC and this committee.  We certainly appreciate you inviting us into the fold more this year.  As Tom mentioned before, to sort of mend that bridge, TVC would like to start working on the strategic plan that you had mentioned before that is in 106-50, in that law, as we move forward, if that provides any insight into the formation of your committees.

MR. CELLI:  Okay, all right.  So, as a committee then, the advisory committee -- 

MR. ADAMS:  Rick, did you have -- 

MR. CELLI:  Rich.

MR. ADAMS:  Rich, I’m sorry.  Did you have a comment that you wanted to make?

MR. RAMIREZ:  Richard Ramirez with the United States Association of Veterans in Business.  

MR. CELLI:  With the coolest business card at the table.

MR. RAMIREZ:  The Chairman kind of tabled it for another session, but I did want to make a comment to make one thing very, very clear.  From the impact of the influence of the United States Association of Veterans in Business, it’s our objective in the months ahead to expand the entire legislative base as it relates to federal contracting to include all veterans with service-disabled veterans on an equal plane, possibly with the exception of VA, in view of their new stepology in their programs.  That’s number one.

Number two, just as a small comment, the utilization of veterans as subcontractors to service-disabled veterans in a bootstrapping way, people don’t realize it but under service-disabled veteran small business set-asides, subcontracting with a veteran is against the regulation.  It must be a fellow service-disabled veteran if it is on a service-disabled veterans set-aside.  On an unrestricted procurement, they can.

MR. BEDNARCZYK:  But that’s only for the 51 percent obligation.

MR. CELLI:  Exactly.

MR. RAMIREZ:  That’s very significant.

MR. BEDNARCZYK:  If the small -- 

MR. CELLI:  That depends on the participation.

MR. BEDNARCZYK:  If the service-disabled veteran business can achieve the 51 percent.

MR. RAMIREZ:  Right.

MR. BEDNARCZYK:  My recommendation would be is to find a veteran business to do the 49 percent.

MR. RAMIREZ:  Without a shadow of a doubt.  But in those cases where the service-disabled veteran can’t do the full 51 -- 

MR. BEDNARCZYK:  Right, then you’re absolutely right.

MR. CELLI:  And remind me to talk about that because I want to get into Department of Defense and their award criteria because I think that’s important to our discussion.  That goes right into what we’re talking about now which is outreach to the veteran community overall.  

And I just -- I want to add that I’m very glad that we recognized Mr. Ramirez because he brought up an excellent point which is something we’re going to talk about after lunch in more detail, and that is that these working committees, again, do not operate in a vacuum and will absolutely, at the discretion of the committee, be working with other organizations.  You know, we absolutely don’t have all the answers, we should be expected to have all the answers, but what we do have is we have the outreach and the opportunity to work with, you know, the different veterans organizations to be able to -- because you’re doing good work, you’re doing good work, you’re doing good work, you know, and we want to be able to assemble those good works and not duplicate it.  

As you can see, we don’t have enough manpower to fix the world or to duplicate all those efforts, but what we can do is we can work smarter and not harder and we can leverage those strengths that we have, like the partners that show up for our meetings, like the partners that contribute, and we can work together, you know, as a team and then filter that information through the working groups and then here to the committee meetings overall.

MR. BEDNARCZYK:  On your agenda for this afternoon, before I forget this, the ability for the subcommittees to be posted and be able to receive suggestions or comments on the SBA website would be a significant plus to the work that you’re planning on getting into, because it would be nice for this group or the VSOs or anybody else out there to be able to read what a subcommittee’s charter is or what they’re working on and then be able to submit suggestions or supportive information or information to the contrary that would help guide some of the decisions that come out of this committee.  But the SBA -- the SBA web people are going to be the big issue.

MR. CELLI:  Yeah, let’s just bowl over that.  I mean, I’m going to talk about that in just a second. 

Let’s get this vote out of the way so we can establish how we want to go forth on the topics and titles of these committees.  Afterward, I want to talk directly to what you just discussed, and I’ll tell you that -- please remind me again if I forget -- and that is that in the -- in the law, Public Law 106-50, and I’ll find it here in a second, we, as it stands now -- and there has been movement afoot to try to change this -- but as it stands now, we have the authority and ability to collect and receive donations, which means that we can have someone donate their services for a webmaster, we can have someone donate their services to bring coffee and doughnuts.  We can receive and accept those donations.  So, we’ll go back to that in a minute.

So, right now -- 

MR. DeMOLET:  Do you have another copy of this?

MR. CELLI:  No, that’s 106-50.

MR. DeMOLET:  Yeah, I don’t have a -- 

MR. CELLI:  Oh, no, I’m sorry -- 

MR. DeMOLET:  I’ve got the one.  

MR. CELLI:  And what I’d like to do because I don’t want to ignore your kind of objection to us going with the straight line items of the five set 

committees -- 

MR. ADAMS:  I have no problem with that, I just wanted to have a little more discussion about it.

MR. CELLI:  Okay, great.  So, then, based on the input that I’ve heard from the committee, I would like to hear a motion to establish that we will establish five working groups and those working groups will be entitled as the same five items under the duties and descriptions of what our committee is.  I will just read the first sentence of each for the record.

So, you did not want to go with number five, the Veterans Corporation?

MR. BEDNARCZYK:  No, what I was going to say -- my recommendation, if that’s what we’re discussing, was to have four working committees, one through four.

MR. CELLI:  Okay.

MR. BEDNARCZYK:  The fifth was a liaison person from this committee to work with TVC, which would not be a committee, which would be a volunteer here in the local area of someone that could go to the TVC Board meetings and represent us.  So, I’m saying four subcommittees, not five.

MR. CELLI:  So motioned.

MR. BEDNARCZYK:  That’s my motion.

MR. DeMOLET:  I’ll second.

MR. CELLI:  All in favor?

(Chorus of ayes).

MR. CELLI:  All opposed?

(No response).

MR. CELLI:  Great, it carries.  All right, so we’ll record that.  

So, then, the second part of that would be then the four actual titles of the groups will be the items one through four, and under Subparagraph C of duties, number one is review and coordinate, number two is promote the collection of business information, number three is monitor and promote plans, programs and operations, number four is to develop and promote initiatives, policies and programs, and those will be the overarching structure by which we start to develop these working groups.

Any motions?

MR. MILLER:  I think it was already made and seconded.

MR. BEDNARCZYK:  Yeah, you already did it.

MR. DeMOLET:  We already did it.

MR. CELLI:  But in that order?  Okay, good.  Okay, I just wanted to be sure.  

So, now that we’ve done that, we can -- you know, maybe instead of talking about it right now, we can think about everything that we’ve already discussed because we’ve already had a very healthy discussion about that, and then maybe we can think about it during lunch, and after we come back from lunch, we can start to think about who wants to -- who wants to be in what group and we can talk about that later.

Again, let’s now -- really quick, I’d like for Mr. Mancini to discuss with us briefly the portal that he has developed to kind of -- as a test, I should say, to see what free options are available to us that we can use to work more effectively as a committee and to be able to offer to the veterans of the United States a public access that allows them to go up and maybe download documents that we post or whatever the case may be.

MR. MANCINI:  Okay.  Well, the portal was literally created in less than two hours and any domain can be associated with it.  So, even if we take some of the domains that we might have available, we can have redundancy by having the same domains resolved to one IP address.

The purpose of the portal is to enable activists, a member of the committee, people -- anybody that would like to be a member of the portal to share information, to -- as Louis stated earlier, to work smarter rather than work harder.  

So, if we are able to post all of the information there and communicate effectively and officially and, also, it’s a tool that can be used in our conference calls, if we are ever going to have any conference calls in the future, to kind of coordinate our efforts, especially for the subcommittees, and to share information.  So, that’s basically what the intent of the portal is, is to make our life easier when we communicate with each other.  

Because one of the biggest problems is this:  You send an email to other committee members and then one committee member sends an email to somebody else and then you have all this incredible amount of data that’s crossing over.  It’s overwhelming.  You can never find it, you can never really find it when you need it, and this will give you the ability of just hunting in one place.

The thing about Google, Google ads, they came up with a very cost efficient way of doing it because it pretty much is free and we get about five gigabytes of data in each email address.  You can register by sending an email to the portal administrator, which in this case is me.  It could be anybody that would like to do it.  You can submit a list of first names, last names, and I can just create users within a few seconds, and that’s the intention of the portal.

I was lucky enough to find vetsportal.org, which is a relatively easy domain name to really remember, and we can also use any other domain name that -- if you guys donate any of your domains, we can also link it up to that so we all go there.

So, the vision here is to have, perhaps, the committee members work out of the portal and each VSO work out of the portal or any other -- the various organizations to work out of the portal so we can deploy information and awareness in the quickest possible way.

MR. CELLI:  Tell them some of the features and benefits of the portal.

MR. MANCINI:  Well, the feature is email.  You don’t have to use your own email address.  When you log in, you have access to the calendar.  Like, for example, we can all go and share our calendar.  So, for example, you can list the event of -- that Sam’s Club is hosting and I can list events taking place in California, you can list events taking place in Connecticut, so we all effortlessly communicate without sending emails, just by sharing our calendar.

MR. CELLI:  Is that calendar available to the public?

MR. MANCINI:  If you want it to be available, it can be made available to the public as well.

MR. CELLI:  There’s also a chat feature?

MR. MANCINI:  There’s also a chat feature.

MR. CELLI:  Which requires you to download and install their Chat Client on your computer.  If you choose to do so, it’s like -- 

MR. MANCINI:  Right.  There’s the calendar, the chat, the email.  There’s also a reminder note feature.  There’s also -- another feature is the document sharing feature.  So, I can upload a document and I can say I’d like everybody in the committee to share it or I’d like the world -- the whole world to share it.  So, that’s an official way of working together.  So, for example, if Louis has a document he would like to share with the committee prior to a meeting, he would upload it there, or the agenda, for example.  Today’s agenda, instead of sending the email to everyone, he could have uploaded in the share portal.

It’s just a way of -- the start page where you can see the interface is actually start.vetsportal.org.

MR. MILLER:  Say that again.

MR. MANCINI:  Start, S-T-A-R-T, period, vetsportal.org.  And there you can see all the features that you have available.

And it’s -- like I said, they did a great job, Google did, and if this works for us and we find it to be efficient, Google perhaps may donate the professional version at no cost to us in the future.

MR. CELLI:  Drawbacks?

MR. MANCINI:  Well, for now there are some small drawbacks, not many.  One drawback is, perhaps -- and I think they’re going to address that relatively in a short time.

MR. CELLI:  It melts your computer down?

MR. MANCINI:  No.  

(Laughter).

MR. MANCINI:  One of the drawbacks is, for example, that when you go to the main portal and you go to the calendar and you drag down to the calendar section, there is no link back to go -- 

MR. MILLER:  So you start over.

MR. MANCINI:  Just start over.  Those are little issues that Google is going to take care of.  This is a relatively new product as a bundle.

MR. CELLI:  Talk about document sharing.

MR. MANCINI:  Well, document sharing, I already have.  Document sharing, you can -- okay, some of the drawbacks of document sharing, sorry.  You cannot import PDFs as of yet.  I was disappointed in that because I think PDFs are efficient.  There is a reason for that, because PDF files are very compressed files and they can contain viruses.  So, Google will come up with a way of scanning the file prior to upload for viruses.  It’s just you can -- 

MR. CELLI:  The only reason I wanted to highlight that is because most of the documents that we’re interested in sharing are probably going to be in PDF format.  So -- 

MR. MANCINI:  But I can easily convert it to DOC format, RTF format, HTML format.  Spreadsheets are okay.

MR. CELLI:  That’s true.  We can make it a picture, put it in a word document and then save it.

MR. MANCINI:  Right.  So, I can do the conversion if anybody would like me to do that.  I mean, if you have Acrobat 8.0 or 7.0 or, for that matter, 6.0, I will do the conversion for you.  

Those are just some of the features.  I just feel that we can work more effectively together.  God knows people hate getting -- even though it’s for business or for the committee, you get emails of like two megabytes, three megabytes, four megabytes.  It becomes intensive and it is a burden at times.

MR. CELLI:  Let me ask, does anybody here have like the ideal website, in their opinion, where you can pretty much go and get all the information that you’ve ever wanted to see on being a veteran entrepreneur?  Because there are so many websites out there with great information and possibly we could start to develop a page on ours where it says, you know, veteranscorporation.org, this is what you can find, just a quick paragraph.  You’ll find these things at that link.

MR. MANCINI:  And, by the way -- 

MR. CELLI:  Vetbiz.gov, you know, this is what you’ll find at those links.  And then there are other ones like -- real quickly, I think it was -- it wasn’t Department of Commerce, I think it was -- Department of something, I’ve got it linked.  They had a really great site that gave you a complete list of all of the contracting officers and OSDBUs within the Federal Government.

MR. CHAMRIN:  Where is that one?

MR. CELLI:  I’ll find it in just a second.  But, you know, so there are these cool little gems out there that I haven’t seen collected in one area in a way that has become kind of the standard where everybody -- like everybody right now says, Google it, right?  I’d like for all the vets to be able to say, go to this website and from there you can pretty much get anything you need.

MR. MANCINI:  And that’s the purpose of our portal.

MR. CELLI:  Yeah.

MR. MANCINI:  In other words, the portal is a main entrance to the universe of all -- 

MR. CELLI:  Tom?

MR. BEDNARCZYK:  I have a fundamental problem with it.  I see the portal as great for the committee because we need a way to do our work as painlessly as possible.  I just have a fundamental problem with us, or you, Frank, directly, doing what should be part of the SBA. 

MR. CELLI:  I hear what you’re saying.

MR. BEDNARCZYK:  But, I mean -- 

MR. CELLI:  I agree with your sentiment, but the truth is we’re never going to get the federal agencies, the SBA or VA or anybody to do that, and -- 

MR. BEDNARCZYK:  Well, I -- first of all, I don’t think we’ve ever approached Mr. Preston with the problem.  It was in our 2006 report.  We addressed the web issues, and we, for the past year, have continued to let that slide.  We haven’t pushed the button on any of this stuff.

So, until -- I don’t -- until we’re told there ain’t anything that’s going to happen at the SBA level, I believe that information should be available to every veteran, and I’m not sure that if we create a portal how every veteran is going to find it.  We’re just -- 

MR. MILLER:  I don’t think that was the intent.

MR. CELLI:  No, what we’re doing is we’re sidestepping the bureaucracy -- 

MR. BEDNARCZYK:  Well, wait a minute, now, Lou’s addressing -- Ron, Lou is addressing the issue of having a central repository of -- and that’s for everybody --

MR. ADAMS:  No, for the committee initially.  But I think we’re mixing three things that we’ve talked about.  One, I think the portal is a vehicle by which the committee can do its business.

MR. BEDNARCZYK:  Right.

MR. ADAMS:  Number two is a simple website that we were taking some of these points that -- the general counsel’s letter, some of those things, when we find that it’s of interest and we can put it -- just link it to a website.  We can link it someplace or we can put the document up there.  So, it’s not -- it’s not really the portal --

MR. MANCINI:  It’s a storage.

MR ADAMS:  -- it’s more that it’s a webpage that you could go to and say, here’s where you can find a recent general counsel’s opinion.

Then I think the third, as far as getting the word out to people, is what we talked about as far as sending out an email.  If we went in and we had a roster which could be created of veteran owned businesses and service-disabled veteran owned business and service-disabled veteran owned business, and we have those two rosters without having to deal with all the -- you know, having the SBA send it out.  Maybe they would send it out.  But -- and it might take them six months to get around to sending it out.  

We could set up a webpage where we say, okay, here’s what it is, here is an email that’s going to go out to service-disabled veterans, for example, saying here are things that you can use to educate contracting officers that we can do quickly.  At the same time that we’re doing it quickly through that, we’re telling the -- we’re asking the SBA to do it.  And I think it will feed on itself, and then when we ask the SBA and it takes them six to eight months to get their people to do what they need to do and they see that it’s being effective, we’re communicating in the short term by sending out some emails, and eventually, the SBA takes over and that website just directs people to -- 

MR. BEDNARCZYK:  I’m going to reserve discussion of this until this ethics person comes in this afternoon because I think this ethics person is going to rain on our parade.  

MR. CELLI:  Well -- and we talked about that earlier, yeah.

MR. BEDNARCZYK:  And I think -- just from other ethics briefings that we’ve gotten, but we alone cannot do things.  So, under the advisory committee umbrella, I wouldn’t be a bit surprised if they said, and hopefully not, that we are not allowed to have a separate website.

MR. CELLI:  And that’s why I started the conversation by saying we are chartered to do certain things and -- 

MR. BEDNARCZYK:  Well, we’ll take it up later.

MR. CELLI:  -- while it may be comfortable for the ethics people to wish that we never did anything that they would have to rule on -- 

MR. MILLER:  As long as his portal doesn’t go public, it’s an internal effort that we, as a committee, established to -- 

MR. CELLI:  But I’d like to see it go public, to be honest.

MR. MILLER:  Well, it may, it may.  But, additionally, he’s doing it for us.

MR. MANCINI:  It’s a tool, Ron.  It’s a tool, and tools -- I don’t think there’s any conflict in ethics by using tools.  Now, if you have the portal that says and its entry webpage says, we are the advisory committee and we are -- and you’re trying to push some information that is directly being -- it’s basically contradicting the mission, then it would be an issue.  But I don’t think there’s enough issue there.  I think it is basically a tool.  

If I go to the calendar and I see there is an event taking place in Los Angeles that would benefit, let’s say 20,000 service-disabled veteran businesses because we have 5,000 vendors that are searching for businesses to -- you know, for SDVOBs to do business with, I can just make it public and now my life is a lot easier because it will ring eventually in peoples’ ears, vetsportal.org, and then also, the awareness, you need to make it -- you need to tell them, the American Legion, you need to -- the VFW, you need to let other not-for-profit organizations know and they all hopefully will have a link to each other.

MR. CELLI:  Dennis had something to say and is the person who has probably had the most experience with the ethics folks.

MR. DeMOLET:  Just a couple.

(Laughter).

MR. DeMOLET:  Thank you, Mr. Chairman.  Dennis DeMolet.  Our charter, which is governed by Public Law 106-50, the President of the United States and Congress, was established in 1999.  It took this committee three years -- yes, I don’t know -- before we formed, by the SBA standards.  Once we were formed, we had challenges, which all of us here at the table are fully aware of, through ethics committees, through the SBA lawyers, as such, you know, Mr. Chairman, and also with others.  It was not due in part that this committee wanted to complete their tasks, not only according by law, but 

by -- also, by the commitment that we have to the veteran population of this United States.

I think what Mr. Mancini’s proposing, a portal for the committee, is a good thing.  I don’t think there would be a problem in doing that because it would be outside of the SBA, per se.  Once it becomes public, we’ve got a problem.

MR. CELLI:  Well, and let me define something that I don’t think came across clearly.  When you type in www.vetsportal.org, you will get a splash page that allows you access to some of the areas.  When you sign in, you then have access to things that we want to share.

MR. DeMOLET:  Only, right.

MR. CELLI:  So, the reason that -- it is not a password protected website.  There are places where the public, just by nature of the way this thing is built, will have access to.  So, we have to address that issue.  We can say it’s only for the committee, but the second it’s on the WWW, it becomes available to everyone.

MR. DeMOLET:  Can we put a disclaimer on it?

MR. CELLI:  Absolutely, and -- 

MR. DeMOLET:  I would suggest that we put a disclaimer at some point.  We have a lawyer among our midst.

MR. ADAMS:  Well, we’re chartered to promote the collection of business information.

MR. DeMOLET:  Yes.

MR. ADAMS:  We’re chartered to promote plans, programs and operations of departments and agencies in the United States --

MR. DeMOLET:  And on that -- 

MR. ADAMS:  -- and to promote initiatives.  So, if we are putting up a webpage that is public, that is promoting the veterans, I don’t see how it’s -- it’s exactly what the law says we can do.

MR. DeMOLET:  We serve at the discretion of the Administrator, number one.  It would have to pass the Administrator’s office before we do it.  I’d guarantee that.

MR. CELLI:  And, again, you know, this is really a good thing that we’re going to be able to work with the ethics attorney on because the ethics attorney may have a knee jerk as to whether they feel as though we can or can’t do it, but we’ll be able to ask them, how do we get what we want accomplished accomplished?

MR. ADAMS:  But here’s the thing of it, and I’m missing what the ethics problem is here.  If we’re talking a public document that’s a controller’s opinion and we’re taking a public document that’s a legal opinion from the legal counsel of the SBA and we are posting 

that -- 

MR. DeMOLET:  That’s not a problem.

MR. ADAMS:  -- then all we’re talking about as far as the public part of the website is being able to say, here are public documents -- you know, we’ve got the FAR references that have been given, that’s a public document.  If all we do is go up to a page where somebody can go in and say, I’m a service-disabled vet and I need to know -- I need to go beat some contractor over the head with the public documents and opinions and I can go to this portal and I can find them or find a link to them, that’s promoting and I don’t see where there’s any ethical issue.

Now, if we decide that we want to post an opinion that Congressman So-and-So is a dip shit 

because --

MR. DeMOLET:  That’s what I’m talking about.

MR. ADAMS:  -- they don’t -- 

MR. DeMOLET:  Opinions have to be --

MR. ADAMS:  Oops.  No opinions.

MR. DeMOLET:  Right.

MR. ADAMS:  But if all we’re doing and if we are posting to the -- 

MR. DeMOLET:  That’s the word, right?  That’s the word, thank you.

MR. ADAMS:  Right.  And I don’t think anybody’s talking about -- if we’re posting a link to another website, those are all public and I don’t think there’s anything that we’re talking about that is not -- all we’re trying to do is put a place that you could go to and say, where do I find this information that’s in the public domain?  Because if you start from scratch, you can spend forever trying to find something.

MR. DeMOLET:  I would wonder, also, you know, Mr. Jenkins is here, if GAO would be involved in that at all.

MR. CELLI:  Well, I think GAO would only become involved if, in fact, somebody felt that we did something so egregious with this website, you know, that there was some kind of conflict.  I do believe that we have to be judicious -- 

MR. DeMOLET:  That’s a good word, that’s a good word.

MR. CELLI:  -- and we have to be careful and we have to act in good faith and maybe we should establish a procedure by which anything gets posted.

MR. DeMOLET:  Like a clearing committee?

MR. CELLI:  Yeah, exactly, exactly.  And what we will do -- I would love to be able to say we would run this through someone in SBA, the only thing is -- but, you know, I can’t stand waiting six months to get something back, you know.  That’s exactly why we’re doing this because there’s so much red tape and bureaucracy with getting stuff posted, which is why we’ve taken this kind of back door approach.

So, if we can be assured, you know, through whatever office that we will have an open dialogue and a reasonable time frame with which they review stuff that we would like to post, we’d be happy to run it by them.  But what we commonly get is the no answer.  You know, how does this look?  And then it kind of gets off into the abyss and we never hear back and four, five, six months go by.  

And to be quite frank, this happens with communication from me to the Administrator.  You know, I’ve asked the Administrator some questions and I had to follow up three months later and say, I just never heard from you, you know, can I get an answer?  And then, of course, I got an answer within 24 hours, which was great, but that’s not really the way the system was designed to work.  And that’s why we’re doing this, because we want to have much more of an entrepreneurial, you know, hands-on control of promoting and accomplishing our mission in accordance with public law.

MR. ADAMS:  And I think as long as it’s a public document, I don’t think we need anybody’s approval.  If we’re putting a link to an existing website and we’re putting a link to -- now, in many cases, these are going to be documents you could find on the web if you had the time and you could wade through all the garbage to find it.  We’re just saying we’re going to take a public document and we’re going to put a link to it.

MR. CELLI:  Well, I only think that there are two caveats to that.  The first one is we are going to be asking the SBA to, in fact, link our site that we will have complete and total control over to the SBA’s website.  So, by virtue of that relationship, we’re going to have to get permission.  

And I also do believe that there’s going to be some kind of static or movement afoot when we, as a group, establish some kind of open information under the guise of the SBA committee, and there’s going to have to be some kind of relationship.  I just don’t know what that relationship is and that’s going to be a good question for the ethics folks.

MR. JENKINS:  Well, hopefully, they’re going to bring a general attorney in instead of the ethics person because that generalist will be able to answer the questions. 

MR. CELLI:  Maybe we could put a bug in their ear before they actually come down here knowing now what some of our questions are going to be.

MR. BEDNARCZYK:  I think we should think in terms of two sides, so that there’s no crossover.

MR. MANCINI:  I forgot to mention, anybody from the committee, you can create groups and make them totally private within the --

MR. BEDNARCZYK:  Well, it’s just that I just fear -- I just -- to Paul’s point, having a general information site where it’s public information that we’re assembling due to our work and making it available to the entire community, if it has its own web address and that’s all that -- that charter of that site is just as Paul described, there will never be a breach of information that may be internal to this committee.

On the other hand, the site that you’ve established, Frank, if we keep it strictly for the use of this committee and don’t have the public coming into it for general purposes, then there will never be a breach of the information -- 

MR. MANCINI:  There’s a bit of a misunderstanding here.  I don’t think it’s been -- okay.  There is the public part that you can monitor.  Then there is the internal part that’s hidden from everybody and nobody can see it.  It’s only by use of password access.  It is that usage that you can share.  Then you can have -- you can have the main calendar and you can share certain information if you’d like to.  So, you are in control.  You never lose control of the information sharing, meaning you and I can work together, I can share my calendar --

MR. BEDNARCZYK:  Oh, yeah, I understand.

MR. MANCINI:  -- and say, I’m only going to share with Tom and Tom is going to share with me, but we will not share with the rest of the world.  

So, when someone goes on to the website, let’s say they go to the main entry of vetsportal.org, they’ll see a page and that page will give some sort of disclaimer and then links to laws or public documents and that’s about it. 

Now, if you want to be part of the group, you can request access.  Let’s say the liaison from Vet Corp requests access.  We’ll grant access to them and now they can enter.  Then it’s up to us to share with them what we want to share with them.  So, we have full control of the information.

MR. BEDNARCZYK:  Oh, I understand the concept. I’m just saying passwords are made to be broken from whatever.  If you have an entire world out -- I think Lou is talking about WWW, the entire world.  I’m just saying if the committee’s work needs to be segregated from the public information that we collect, having two websites is no big deal in my opinion.  Then there’s no crossover, no breach, no possibility of breach. 

MR. MANCINI:  It is.  It’s see names, meaning that you have subbed to the sub-domain that is protected within a database.  So, it is -- I think you need to -- actually need to see it and see how it -- 

MR. BEDNARCZYK:  Well, I’m only reacting from the sense that Google has a different business purpose and you’re -- Google is a great organization, but that doesn’t necessarily mean that there won’t be a flaw within what they’re doing.

MR. CELLI:  Oh, I see what you’re saying.

MR. BEDNARCZYK:  So, I’ll stay at that.

MR. ADAMS:  Tom, I think the thing is is that flaw -- if somebody goes to vetsportal.org, even if there’s no public information there, if there’s a flaw, they can still get in to what the committee’s doing if they find the website.

MR. BEDNARCZYK:  That’s what I’m saying, that possibility always exists.  And I’m saying the only way you beat it is by having two different locations.  But to your point, I understand the security portion, the password and the drill-downs and that kind of thing.

MR. MANCINI:  Well, what’s the difference between the two different locations?  The other location has the same risk factors of being broken into.

MR. BEDNARCZYK:  Only if the site’s charter is treated as general information, then there is no -- there could never be a breach because it’s only used for storing information.  It’s a file cabinet.

MR. CELLI:  Two things I’d like to add.  The first thing is, let’s suppose somebody cracks into our site.  There’s nothing that we do that is private.  Everything we do is on the record pretty much.

MR. DeMOLET:  It’s all on public record.

MR. CELLI:  So, while we wouldn’t -- you know, we’d want to be able to share internal work product, but it wouldn’t be devastating.  We’re not sharing the underwear size of the Administrator or anything, you know what I mean?  We’re not sharing anything private.

(Laughter).

MR. CELLI:  The second thing is I’ve always wanted to be able to, in some way, have a site or an email address or a blog or something that allowed people to ask us questions because there are questions out there and issues that veteran business owners are dealing with that we’ve never even thought to address or didn’t realize was becoming a problem.  I don’t know the best way to capture that.  So, that might be something that we could talk later about as we get a little bit more advanced on how we do that.  We’ll pick that up after lunch as we talk about the regional groups that we can help establish.

We have about nine minutes before lunch, so why don’t we go over everything that we covered this morning and make sure that there are no hanging issues, and if there are, we can table them up after lunch.  

MR. CHAMRIN:  May I ask a question since Billy’s here?

MR. CELLI:  Yes.

MR. CHAMRIN:  Billy, could you please just quickly cover the criteria, what makes it green, what makes it yellow, what makes it red?

MR. CELLI:  That’s exactly what I was going to -- that was exactly the next thing.  Thank you, Ron.  When I asked for a copy of the score card, I -- while this is good to have, what I was really looking for was the template under which they’re rated.  That’s what I was really curious about.

MR. JENKINS:  The raw data?

MR. CELLI:  Not the raw -- yes, the raw data is something we’re all interested in, but what gave them those ratings and what do they -- how does this score card change the community?  

MR. DeMOLET:  We don’t have a breakdown of what the color is.

MR. MILLER:  Under DoD it says -- it mentions question number one, which we don’t know what question number one is.

MR. CELLI:  Yeah, so if we could get a copy of that.

Bill?

MR. DOZIER:  The numbers here are current progress, but just for your own information, red means it did not -- I just went through every one of them.  It did not make the service-disabled veteran owned business goal.  There were 19 of them that did not make it and only five of them made it.

MR. CELLI:  Well, hold on because here we have Department of Agriculture which is green in both blocks and it says agriculture did not meet the SDVOB goal.

MR. DOZIER:  That’s what I’m saying, there’s 19 of them that did not make the service-disabled veteran owned business goal.

MR. CELLI:  All I’m saying is, by looking at all of these greens, the person that has not had an opportunity to review the criteria would instinctively think that they all had, in fact, made the goal, which we now know is not true.  So, I’m wondering where we can get a copy of the criteria by which these ratings occurred.

MR. ADAMS:  The criteria is actually at the very end.

MR. CELLI:  I looked at the end.

MR. MANCINI:  The criteria is not based on SDVOB.  It’s not based on that.  

MR. MILLER:  This is not VA center.  This is not a veterans center.

MR. CELLI:  No.  It’s all strictly small business.  Well, that explains a lot.  So, the score card is strictly small business not veterans.

MR. JENKINS:  It includes veterans.

MR. CELLI:  So, can we get a breakout of what the individual scores were for the veterans in these cases?  Can you draw that down?

MR. JENKINS:  We might be able to get that to you, but that’s not on the net.  There was a whole big stack of papers that came in.  I wasn’t a part of the evaluation process.  

MR. CELLI:  Do they also get this electronically?

MR. JENKINS:  No, no.  

MR. CELLI:  Do they submit it on tablet that’s been chiseled out?

MR. JENKINS:  There are these huge binders that are floating around here that have all that information.

MR. CELLI:  Dennis?

MR. DeMOLET:  Mr. Chair, Mr. Dozier, the Vet Force, which we’re both charter members of, Vet Force put together -- when the Executive Order came out, all the agencies had to submit to SBA, you know, their procedure; in other words, how they were going to address the service-disabled -- 

MR. JENKINS:  Their strategic plan, exactly.

MR. DeMOLET:  Their strategic plan.  Vet Force took it upon itself, which is a really good thing, to evaluate the criteria of those strategic plans.  That I would suggest that this committee look at and we -- well, I don’t think we reviewed that.

MR. DOZIER:  We haven’t reviewed it all the way down.

MR. DeMOLET:  Yeah, we haven’t reviewed it, so we need to revisit that.

MR. DOZIER:  We were waiting for this because the numbers do not match.

MR. DeMOLET:  Right, exactly.

MR. CELLI:  Why don’t we do this, Dennis, why don’t we let the -- because when we get back this afternoon from lunch we’re going to talk about who’s going to be on what subcommittee or on what -- what’s the term?

MR. ADAMS:  Working group.

MR. CELLI:  Working group.  And why don’t we let the working group that would be responsible for that issue talk about how they’re going to take that up or if they’re going to.

MR. MANCINI:  Mr. Chairman, one thing I’d like to say.  There is a basic fundamental mathematical flaw in evaluating businesses, veterans, Section 8A and so forth.  This mathematical flaw -- and it’s a flaw that needs to be addressed whether it’s the SBA or the committee or anybody else -- is that there needs to be a mutual exclusivity.  Otherwise, we are going to be chasing our tails forever and ever and ever.

MR. CELLI:  Um-hum.

MR. MANCINI:  Meaning, if you want to be considered a woman-owned business and you’re also a veteran, you must choose one of the two.  You cannot be both.

MR. CELLI:  Um-hum.

UNIDENTIFIED MALE:  That would require a change of law.

MR. MANCINI:  Exactly.  Unless we have this mutual exclusivity, we are going to be -- in the year 2099, we’re going to be butting our heads and we’re going to be arguing because there is no clear definition.

MR. CELLI:  See, I don’t necessarily know that I agree with that.  I agree with the sentiment, but maybe not necessarily -- 

MR. MANCINI:  I understand.  I’d just like to put it out there.  And I think that is -- and, also, we need to address, by the same token, the issue of veterans and disabled veterans to be one in the same.  Once we address those two issues, in my opinion -- and, of course, it is my opinion, things will be a lot more well-defined and clear.  Because, right now, there’s people that are Section 8A, HUBZone, veteran, disabled veteran and whatever else is there, and it just -- it just doesn’t reflect the numbers.  It’s impossible to compute.

MR. CELLI:  Well, I’d like to submit to you -- and maybe it’s something you can look at over lunch on your own -- that the way that Public Law 109-461 was introduced as a Senate Bill and as a House Resolution, what they did was they broke down service-disabled veteran owned companies and veteran owned companies and had two different benchmarks for each.

The thought process to bring veteran owned companies on parity with service-disabled veteran owned companies is -- you know, is one that is arguable, and I say that because the veteran who is severely disadvantaged physically because of their service, in my opinion, does warrant some exception to the rule with regard to getting into business.  

And while by virtue of being a service member that, too, should warrant you a special key to the gate, if you will.  Yet, I think that veterans themselves would agree that they would be volunteering to take a back seat for those who have left body parts on the field.  So, I really -- 

MR. MANCINI:  I see the angle and I see that, but I have a totally different genesis of my thought process why veterans should be -- 

MR. CELLI:  I understand what you’re saying.  We’re going to go into lunch.

MR. RAMIREZ:  Mr. Chairman, may I make one closing remark on that and then I’ll save the rest of my remarks for 4:00?

It’s the general consensus after a lot of work I have done in the veterans business community over the last four or five years, as an expert in federal procurement, that the federal procurement program for service-disabled veterans cannot be sustained for another 10 years, and you must have parity.  You cannot have a problem for zero percent service-disabled veterans, dearly respected as my comrades in arms, have the same entitlement to contracting preference as somebody who’s got a combat service disability.  That is fundamentally immoral.

MR. CELLI:  Okay, fair enough.

MR. RAMIREZ:  Thank you.

MR. JENKINS:  That’s a big issue.

MR. CELLI:  And that is not -- you know, that is not one of the topics that this committee has addressed in the past.  I don’t see it as being a topic we’ll probably be wrestling with any time in the near future, but it is good to comment on it.  

With that, we are exactly on schedule, so let’s adjourn for lunch and we will resume at 1300.

(Whereupon, a luncheon recess was taken.)

AFTERNOON SESSION
MR. CELLI:  All right, we’re back from lunch.  We’re going to resume our meeting, and this is the SBA Advisory Committee for Veterans Business Affairs, September 18th, 1335 hours.  

And the next thing on the agenda is to discuss the establishment of regional advisory committee members.  What I mean by that -- and I think I went over it a little bit this morning -- is what I’d like to do -- I see this committee moving in a direction that ever since I became a member of this committee I’ve really wanted to see it move into, and that is to get more recognition in the community, to become a little bit more well-known so that we can gather more information from the community and do better work and give better advice to the Administrator, to Congress, and to the President.

Being about to do that means that we have to be in the community.  And one way that I think might be, you know, a good way to do that would kind of be dovetailing on something that we brought up in our 2006 report, and that was in the 2006 report, we made a recommendation that all of the regional administrators establish, if you remember, through the finance committee, establish a financial task force of sorts.  I forget the exact wording, but it was to the effect of getting a bunch of bankers and loan officers and bonds folks on this committee to figure out how to best help veterans -- veteran entrepreneurship and then they would, in fact, go out into their communities.

The idea I have is kind of on that same theme, and that is, we talked earlier about the conflict between some members that we have proposed join this committee and them being involved in other SBA programs and being prohibited from serving on this committee.  

Yes?

MR. MILLER:  I’m glad you brought that up.  Let me just sort of run you through what I have done and see if it’s something that you might want to consider or not.  But when I came on this committee, about a year later, I paid a visit to the state director of the SBA in Little Rock, and she was very receptive and, also, was a strong supporter of veteran programs.

Now, she did not make me a part of any organized effort or a committee or anything, but I have been working with her now for a few years and, as a result of that, the region sends me all of the information that they send her, generally speaking.  And in addition to that, she coordinated with me first and then we got together with the SBDC at the state level and then our SBDC at the university where I live, and we had a rollout of the Patriot Express Loan Program in Little Rock.  The advocate general of the state got on board and we actually had it at his headquarters.  And then we did a separate rollout in two or three other parts of the state.

So, I got involved with them and maybe, you know, the other committee members would like to do that, too.  I’m telling you, they’re very receptive to -- at least from what I’ve gathered, to getting involved with this committee, big-time.

MR. CELLI:  I like to hear that and, you know, I know that Dennis and I know that Tom, I know that I, you know, also work closely with our SBA counterparts or, you know, SBA offices in our states.  They call us all the time, you know, when they want us to do speaking or help them put together programs.  But, you know, it’s funny because I really never mentioned to them how they might be able to get involved in somehow contributing to this committee.  So, I mean, I think that that will probably go a long way.

MR. MILLER:  And how it manifested itself at my level is that we had an engineer battalion sent to Iraq or coming home at the end of September, 500 strong, and so, we sent a letter from the SBDC cosigned by myself as a committee member and a questionnaire to every member of that battalion asking them if they needed any kind of small business support when they got home, from individual counseling to the full six-week, two nights a week fast track program, you know.  

And so, they’re very receptive to anything that we put out.  I would suggest that, you know, unless it’s a big logistics problem for you is to, if you haven’t already done it, call your district director and your state director and get involved.  The SBDC, too.

MR. CELLI:  Yeah, I have.  Dennis?

MR. DeMOLET:  Mr. Chairman, the procurement contract representative of SBA has formed a service-disabled veteran subcommittee, I guess that’s the phrase -- yeah, committee within their meeting, and I think they just had one here what, five, six weeks ago, roughly.  Four or five weeks ago.  I know a lot of them showed up.

MR. JENKINS:  Oh, yeah, yeah, yeah, SBA university, yeah.

MR. DeMOLET:  Yes, sir, yeah.  And they -- that’s led up by a guy named Thomas Crewmark (phonetic) just for the Chairman’s knowledge.  That’s a good dissemination tool.

MR. CELLI:  I think we should invite him in here and see how we can all work together.

MR. DeMOLET:  Yeah, um-hum.

MR. JENKINS:  PCRS?

MR. CELLI:  Um-hum.

MR. DeMOLET:  The PCRS Chairman or -- 

MR. CELLI:  Veterans outreach or -- 

MR. DeMOLET:  -- whoever leads that group up.

MR. CELLI:  What I was thinking was we have -- 

MR. DeMOLET:  Because they’re already there -- I’m sorry.  They’re already there as a tool and they’re very interested in the program.  A lot of them are aware of us, but not aware of us, if you know what I mean.

MR. CELLI:  This is what I was thinking, and tell me if it’s too aggressive, because it would definitely be on your shoulders, you know, as well as mine to pull this off.  I was thinking that, you know, we have 10 regions within the SBA.  Nine?  That’s even better.  Is it nine?

MR. BEDNARCZYK:  I think there’s nine in the continental.  I don’t know how Alaska and Hawaii are treated.  There are 10 GSA regions.

MR. CELLI:  No, no, no, SBA regions.

MR. BEDNARCZYK:  Oh, SBA.

MR. CELLI:  I thought there was 10.  Anyway, let’s just say there’s 10.  Fully complemented, there are 17 members of this committee.  I was thinking that, you know, we could take one -- you know, kind of each one of us could take one region and try to get our own little veterans subcommittee in that community to work with us and then we could work with -- but it’s going to take a lot of work.  I mean, this is definitely not something that would be easy and it might be too aggressive, I don’t know, and not all at once.  Maybe we could start with one.

MR. MILLER:  I’ll tell you, just from my experience, if you try to do that, you’re going to run into roadblocks all the way -- 

MR. CELLI:  What do you mean?

MR. MILLER:  Well, they’re not going to want -- you’re going to come in to a district or a state as an individual on this committee and then you’re going to outreach those people and say, now, I’d like to run an advisory committee under my umbrella -- 

MR. CELLI:  No, let me tell you realistically how I see this happening.  I see me going back to Boston.  I see my knowing -- and I have an advantage because I have clients.  I see me going to four or five key clients that I know are really smart, that really make a living at being business owners and me calling them and saying, hey, listen, I’m trying to establish some helpers, for lack of a better word that comes to mind at this very second.

MR. ADAMS:  Elves.

MR. CELLI:  Elves, yeah.  And I need some elfin magic and I was wondering, you know, if you might be willing to work with me and give me some of the food for thought that’s in the community right now as I go back to the committee and I work with them.  Here are the issues that we’re looking at and working on -- 

MR. MILLER:  Well, I misunderstood what you were talking about.

MR. CELLI:  -- and give me your ideas.

MR. ADAMS:  I think when we talked about setting up the working groups one of the tasks that was going to go into one of them was going to be training and outreach.  We want to, number one, make sure we’re not duplicating with these advisories.  

The other is, I think the way you described could create a problem if you are going back to your clients and suddenly people are looking at this -- how do you get into the advisory committee, it’s the committee member with his business partners trying to do -- 

MR. CELLI:  That’s a good point.

MR. ADAMS:  It could give a perception of something being wrong.

MR. CELLI:  That’s a good point.

MR. ADAMS:  That it’s a business development tool for you rather than something that’s helping the veterans.  I think you just need to be aware if that’s an issue -- 

MR. CELLI:  Oh, for me?  I thought you were talking about from the other issue.  But that’s a good point, too.

MR. ADAMS:  It could give an appearance that you’re using this committee to build your business or they feel they need to be on it because of the business relationship.

MR. CELLI:  Yeah.

MR. ADAMS:  Because the other was -- when you started off, you were talking about people that wanted to get on this committee but were disqualified because they were involved in 8A.  I thought you were going to say we should reach out to them and invite them to be on a regional committee.

MR. CELLI:  That is where it came from.

MR. ADAMS:  That’s where it came from.

MR. CELLI:  Right.

MR. ADAMS:  But I would see another issue there -- I just want to throw issues out -- is if the SBA has said they can’t be on the committee, can we bring them in to an advisory committee or the committee where they have been disqualified, and are we opening up a can of worms?

MR. CELLI:  Well, to be honest with you -- and I’ll just share with you the only reason I even -- because I didn’t think that up, Bill Elmore did, because I brought this issue to him that we’re getting people -- like we wanted to nominate Tony Jimenez to come to the board and he’s been rejected because he has participated in the 8A program, which -- and something that I learned that I did not know, and I don’t know if you know or not, that when you are in the 8A program, it is actually the SBA that procures the contract and the 8A company is then a subcontractor to SBA.  I didn’t know that.  So, I didn’t know that.

So, I guess that helped illuminate to me a little bit more why there is that perception of conflict, which I still don’t completely agree with, but at least I’m a little bit more understanding now, you know, as to why that was done.  

MR. VARGAS:  If I may, getting back to what Ron mentioned, which I think is an excellent idea, to leverage the presence of the SBA leadership in the particular region and find some kind of modus operandi that you can work on together.  It seems to me that could really be beneficial to the SBA, to this committee and the work that we do together. 

But it would probably be a useful thing if the Administrator signed on to this and if he were to issue the appropriate instructions to his district leaders to cooperate as appropriate with the advisory committee members.

MR. CELLI:  See, now, I guess -- and that really gets -- and I really should have mentioned what the goal was.  You know, it’s just like any sales thing, you know.  You’re trying to sell features and benefits.  You sell the sizzle, not the meat.  Really, my goal is to get the committee to be so integral to the community that we are absolutely indispensable and we start to get the type of support that we really deserve.

MR. MILLER:  That’s exactly what happened in my case.  I was introduced at the state rollout as a member of this committee.  Then I worked with her on two rollouts in other parts of the state and I was basically a co-equal with her at each presentation with everything.  So, when I left those efforts, everybody there knew that there was a committee member for veterans affairs in this area and I’ve gotten phone calls from different people asking me questions about it and -- so, I think -- I would recommend that everybody -- now, you’re probably going to have difficulty getting involved at the regional level because there are so many states.  But at least for the State of Arkansas, this committee is fairly well-known.

MR. CELLI:  So, then -- and the only reason I brought it up in this was is because that was kind of my knee-jerk, what I was initially thinking.  But I guess if there’s a better way to trim that wheel.  But that -- now that I’ve explained what I see the goal as being, the goal as being to -- you know, if we are a pinpoint on a map, we are easily erased.  If we are five pinpoints on a map, it would take some work, but we’re erased.  If we are -- if our web then spans the United States and everybody understands what we do and somehow finds a way to work with us, whether it’s through second, third tier relationships or not, we then become someone that everybody’s talking about.

If we’re not going to be that, then really why are we going to be here?  You know what I mean?  Because, to be quite honest, our reports sometimes get the recognition that we hope they get and sometimes they don’t.  We’ve seen some of our recommendations become law.  We’ve seen some of them never addressed.  

MR. MILLER:  Well, that’s the nature of the beast.

MR. CELLI:  That’s exactly right.  But the advisory committee has been somewhat left to us.  You know, if it succeeds or if it fails, it then is, you know, now is completely on our shoulders.  There’s been very few instances where -- and it has been their knee- jerk reaction to try to hold us down on the shoulders, but they really haven’t, not too much.

MR. MILLER:  I just had a friend that finished his seventh year on an advisory committee for the Federal Trade Commission, and we’ve talked several times in the past couple years.  They run through exactly the same thing that we’ve gone through here.  It’s the nature of an advisory committee -- 

MR. CELLI:  So let’s change it.

MR. MILLER:  -- across the federal level.

MR. CELLI:  Let’s change it.

MR. MILLER:  And that’s an honorable effort, but -- 

MR. CELLI:  But there’s a lot of leeway -- 

MR. ADAMS:  The question I have is, is the purpose of the advisory -- regional advisory -- go back to the purpose of this committee.  We shouldn’t be doing it, in my opinion, because we’re going to -- for the sake of the committee; we should be doing it because we can articulate a benefit to veterans.

MR. CELLI:  This is the one case where I would say the ends justify the means.  We have to do it -- if we don’t do it in a self-serving nature, it’s human nature not to really want to do it at all.  The truth is, it will ultimately help the veteran and what we ultimately want to be able to come back and say later is, we are in touch with 2,000 veterans across the nation who are actively engaged in commerce and business and then feedback that we have been able to glean and draw from that is the work product that we sit here and make recommendations from.

MR. ADAMS:  And just devil’s advocate, Ron’s in Arkansas, he’s on the committee.  When his appointment is up, there may not be somebody that gets appointed from Arkansas.

MR. MILLER:  He’s right.

MR. CELLI:  But then that’s a good point because then Ron remains as -- 

MR. ADAMS:  But, you know, then you don’t need the committee.  He’s an individual.  He’s just a volunteer veteran who’s helping the SBA.

MR. CELLI:  Well, then, let’s look at it the other way, wouldn’t that be wonderful if we didn’t need the committee, you know?  If we motivated an entire nation to advocate on behalf of veterans to such a degree that the committee became null and void, that’s a good thing.

MR. ADAMS:  If what we wanted to do -- and I’ll go back to the idea of the working group and the training and education.  What we wanted to do as a committee was to establish a liaison -- a veterans liaison with each of the state small business entities and recommend that committee members be that liaison to their state when they’re on the committee, then we are establishing a precedent.  Right now, we can only go out to 17 states if we were fully staffed and everybody was from a different state.  And, so, the most we could ever touch at any one time as a committee by itself is 17 states, and those people could take on more states.  And being as a volunteer, you’re not going to get the ability to go take three or four states.

MR. CELLI:  But as a region, you know -- I don’t know the states around Arkansas, so -- 

MR. MILLER:  Well, I’ll tell you what she did do that was very helpful is that she reports to the district director.  The state district director reports to the region.  And guess what?  In all of her reports that went forward after we got involved in it, this committee is mentioned because of what we’re doing.  And believe me, if it hadn’t been for this -- if it hadn’t been for me bringing it up, we would not be teaching these courses at Arkansas State University.  We would not be doing it.

I think it would work -- I’m sure it -- the state loves to tell the regional people what they’re doing, you know.  And I saw the reports and I get them back.  She says, we met with the Advisory Committee of the Small Business Administration and here’s what we did, bam, bam, bam, bam, bam, you know.

MR. BEDNARCZYK:  May I?  Maybe -- I personally could not do what you’re asking.

MR. CELLI:  Fair enough.

MR. BEDNARCZYK:  And the reason I say that is even though from a geographic point of view, if I -- I don’t know how many phone calls a day I’d be able to adequately represent what we would think, you know.  It’s not like this is a full-time job.

MR. CELLI:  Right.

MR. BEDNARCZYK:  And getting back to people, listening to people.  However, we talked earlier.  I look at this from a technology point of view.  In technology, there’s a gazuna and a gazata (phonetic).  You’re looking for input from the veteran community for this community or this committee.  We talked about trying to get a website or something to act as the catalyst to make that happen, where any veteran anywhere could send this committee a note saying, this isn’t working, I don’t like this, I hate that, whatever, or I like it.  That, by itself, could be a -- you know, if you get 100 emails a month, it may serve the purpose that you’re looking for, plus there’s no taintedness as to who is supplying the information because it’s ad hoc.  So, that’s the gazunas.

The gazatas are the other things that we were talking about, Ron’s work with the regions.  Now, there’s no reason, in my opinion, why we couldn’t generate electronically to every state district office what this committee does at its meetings or even after our telephone conferences and all, just to send out a blurb and on it have our names so that we could be contacted, because Paul’s out on the west, Frank is out on the west, you’re here in the Midwest -- sorry, what is this, the Southeast, and we’re up in the Northeast.  We could become ways to fill in some of the gaps if the SBA district offices have any issues.

You know, being able to portray -- like what Ron has been doing, and I’ll talk about some successes and I may get the other district guys or women involved in the process.  But I’m saying it would be better from my perspective to try to rely on technology to do some of that as opposed to us individually driving around ringing doorbells.  It’s -- 

MR. CELLI:  Well, Tom, you bring up a good point which really goes back to how we kind of started our day with talking about which members are selected for which reasons.  That is, you know, pretty much what my life is, is doing that kind of outreach.  I guess that’s why I’m on as a member of a veterans organization.  So, you’re right.  That -- what I suggested falls in line with what I do naturally.  But you’re right, as small business owners, you know, that is not what you do and it wouldn’t be an unreasonable task to expect you to put together that kind of outreach effort because it is not what you do.

So, you know, I think that there’s still ways that we can accomplish, again, what we want to accomplish, and that is making this committee kind of a household name in the veteran community, and maybe there are pieces of everything that we talked about that we can do individually that will help facilitate that.  

Who had something -- did you?

MR. MANCINI:  I had something.  Well, how do we duplicate what you and Dennis have accomplished in the last few years with the SBA?

MR. CELLI:  How many years?  Twenty -- 

(Laughter).

MR. MILLER:  The first thing you have to -- at least in my experience there is you’ve got to sell the program.  I asked for a meeting with her.  I went to Little Rock and I met with her and I explained to her what the committee was all about and how we operate and what we do.  And she said, well, I’d like to get you involved in my state.  So, that’s how it all started.

MR. DeMOLET:  Lou, in the past, we have asked the SBA to facilitate this committee to all regions, let them know we’re here, dah, dah, dah.  And when former Administrator Baretta was here -- I think it was 2003.  I can’t remember.  It might have been 4.  He invited me up -- do they still have the Monday morning staff meetings where they have the conference call with all the regions?

MR. JENKINS:  They have some version of that.

MR. DeMOLET:  Yeah.  And they hooked in all the regional people and they hooked in all the district people.  The Chairman, you, sir, should be part of that.   Personal opinion.  It was on Monday morning.  It doesn’t have to be every Monday, but you know what I’m trying to say.  You should be part of it.

MR. CELLI:  Right.

MR. DeMOLET:  And, you know, advise them, you know, about the committee.  But that kind of like got down -- went down a little bit.  What we really needed was a little more effective measure for SBA telling everybody out there that we’re here and to get involved.  

Ron and I talked about Arkansas.  He’s doing a good job.  I’ve got Ohio, Illinois and Kentucky in my pipeline and, now, I’ve got West Virginia in my pipeline, which is really good.  They’ve got good food over there.  But, you know, a lot of people just say, well, who are you guys, still to this day.

MR. CELLI:  Well, I have a suggestion that makes people shudder when I’ve brought it up in the past, and that is, you know, possibly -- because I think that I could get it done maybe in Massachusetts and maybe New Hampshire, getting them to invite the committee to have a meeting at their location.  They sponsor us to come in and have like a town hall meeting with all the veterans in that community or that state and, you know, advertise it well in advance, and we can kind of take this show on the road.

Now, I’ve got to stop for a minute because public law states that our official meetings will be here at this headquarters.  So, we can’t deviate from that.  So, our -- you know, it would require maybe one or two additional meetings a year if we wanted to try this.

MR. ADAMS:  Promoting the collection of business information.

MR. CELLI:  I understand, but it talks about meeting and it specifically says, the meeting will be at the headquarters of the SBA.  So, we have -- all I’m saying is we have to keep that in mind and maybe it wouldn’t be called a meeting, it would be called an outreach effort, whatever we wanted to coin it so that we are in compliance.

MR. MILLER:  And who would be your audience if we went there?

MR. CELLI:  It would be a veterans town hall advocacy meeting so that we could invite them in, tell them about what we do, and ask them what -- almost like an ombudsman visit, you know.

MR. DeMOLET:  Mr. Ramirez and myself did a lot of town halls all over the country.  That’s a good example.

MR. CELLI:  And I just like saying the word “ombudsman.”

MR. DeMOLET:  And it works, too.

MR. CELLI:  And that’s something that we can think about because I certainly know that I have done enough work with my state to be able to get them to sponsor something like that.  Maybe in Arkansas you can do the same thing, maybe in Ohio you can -- I don’t 

know, but maybe if we kind of planned on doing one or 

two of those a year, again, you know, kind of taking 

this little scraggly band of folks on the road, you know.  But it would involve now another day out of your business, Tom, you know.  Another day out of your business. 

So, it’s something that we would have to think about how we would want to do this and be fair to all the members.  Again, I can justify it in my business because I’m a service organization.

(Whereupon, there was a brief pause in the proceedings.)
MR. CELLI:  All right, we’re back from a break.  We’re back on the record.  Off the record, we had some discussion regarding how this committee might be able to get more engaged with helping with other outreach efforts that are conducted by other federal agencies.  And 

Mr. Ramirez has the floor.

MR. RAMIREZ:  Thank you, Mr. Chairman.  Richard Ramirez with the United States Association of Veterans in Business.

Gentlemen, I haven’t had the occasion of meeting each and every one of you.  More than a few of you knew a little bit about my background.  But I’d encourage you to check out our website, usavetbus.org, more specifically the role that organization is looking to play, and I appreciate the opportunity for the comments.

As I was looking around the room here, I did some quick counting.  I used to work for the SBA 11 or 12 administrators ago.  That’s a long time.  That’s a long time.  I’ve been in the business world and in government, at various levels of government and the private sector my whole life and I’ve been a small business advocate for darn near all of it.

I was around when Public Law 95-507 regarding subcontracting plans.  That was 1979-1980.  I testified in -- when 106-50 came before the House Committee and various interested parties, and they asked my opinion of that.  They asked my opinion of that because I knew a little bit about small business development and government contracting.

I’ll say then what I said now.  106-50 was an ill-conceived law.  It was crying fire in the theater of opportunity.  Not until 108-183 came along did it show any semblance of gaining control and discipline.  But in the meantime, the fire was out of control.  Veterans from across this country were turning to the Federal Government with an expectation of 3 percent contracting was theirs as a function of entitlement.  Guys were coming out of retirement and spending money.

In 2003, I volunteered myself back into the service of the United States Government and spent three and a half years as the senior business advisor for the Center for Veterans Enterprise at VA.  I probably had more conversations with veterans and service-disabled veterans during that three and a half year period than anybody in this room collectively.

That led me to create the United States Association of Veterans in Business and we’re the fastest growing trade association in the United States that’s non-profit.  

The name of the game, in my opinion, for this organization, is to combine its interests to the programs of the Small Business Administration.  SBA is a tiny agency compared to what it was in 1976.  Its role and responsibilities are probably greater than ever.  But at the same time, I think we have a responsibility to the veterans business community to calm down the rhetoric.  There’s nothing easy about doing business period.  There’s nothing easy about doing business with the government.  

Anybody that would encourage a new start small business veteran, particularly a service-disabled veteran, to turn his or her attentions to the United States as a means for getting started in the business should be shot at dawn.  Should be shot at dawn.  It’s a three or four or five-year process.  There are exceptions to the rule, and believe me, I’ve seen them and I’ve helped create a few of them.  

We should also calm down the rhetoric of expectation when it comes to these matchmaking sessions.  It takes a very cool hand to be able to market his or her abilities throughout the Federal Government and I’m here to tell you, ain’t nobody going to give you anything for free.  That is a fact.

I think that this committee, and this is the second iteration of this committee.  This is -- what am I trying to say?  This is the second series of appointees?

MR. CELLI:  No, they’ve been processing through the last five or six years.  There’s a rolling crew.

MR. RAMIREZ:  As opposed to Rolling Thunder?

MR. CELLI:  Right, as opposed to.

MR. RAMIREZ:  This committee can play a very, very important role, but in my opinion it must be a statured role.  It’s one that shouldn’t find itself meddling in the affairs of other agencies.  Letters to DoD and others for explanation as to why they haven’t achieved this and achieved that will fall on deaf ears.  They’re all over Pennsylvania Avenue.  The whole idea is to come up with plans and programs to improve the efficiency and the assistance of the SBA.

SBA is largely -- correct me if I’m wrong in any regard, SBA experts -- is largely a contracted out agency.  The works of the Small Business Development Centers and the like are the bullwark of SBA’s reaching veterans.  I strongly encourage the enhancement of SBDC networks to include important emphasis for veterans.

Above and beyond everything else, I think it’s above and about time that somebody take the initiative to really coordinate.  SBA is the subject matter authority in government for small business development.  There’s no question about it.  The Commerce Department has a role to play.  Yes, they do.  But when it comes to connecting with veterans, we have to admit that the Department of Veterans Affairs is the 600-pound gorilla.  They’re the only organization in government that has the ability to reach service-disabled veterans with the push of a button, believe it or not.  Although, oddly enough, that doesn’t include veterans who are only zero percent service-disabled because nobody has a record of those except those that have been adjudicated as zero percent since 1991.

Would anybody like to take a guess as to how many likely zero percent only service-disabled veterans there are?

MR. BAKER:  Percent-wise or a number?

MR. RAMIREZ:  By actual number, hundreds of thousands.  Not those receiving compensation.  We already know that 2.4 to 2.6 million veterans receive compensation, 10 percent to whatever.  There may be as many as an additional 1.5 million zero-rated service-disabled veterans.  That would put the total eligible for the procurement pool of opportunity in Federal Government close to four million, as opposed to 2.6 million.

After seven years of campaigning this program in the Federal Government, what do we have?  We have 4,000 service-disabled veteran owned small businesses who are registered to do business with the government.

MR. BAKER:  That’s in VIP, not in CCR.

MR. RAMIREZ:  CCR, it’s 8,000 or 9,000.

MR. BAKER:  10,000.

MR. RAMIREZ:  Or 10,000.  You compare that to the number of overall veterans in business vying for government contracting and the difference is about three or four to one.  

That is why it’s my recommendation as a citizen, as a veteran, as a service-disabled veteran, and on behalf of the United States Association of Veterans in Business, I’d encourage you all to think very carefully and in every plan and program that you recommend, that the word “veteran” be all-inclusive of all of us who have served in military uniform.

I have observed for years now a slight division becoming a major division within the ranks of all of us who have served, from generals to a buck private, and I was just a lousy combat scrounge in Vietnam for two and a half years.  That’s where I got my start in business and this is my last stand.  

We have to make this claim for the recognition of veterans in business, in government procurement, in state contracting, and to the general public.  And here’s the reason why.  Any of my fellow advocates who go around talking about 26 million veterans, true.  They don’t tell you that 70 percent of them are over age 55, and they don’t really tell you the truth from the standpoint that by the time that -- at least I am, you all are much younger than me -- by the time I’m in my rocking chair and Dennis and I are no longer doing town hall meetings, the number of veterans in this country, let alone the number of veterans in business, you could probably fit in this room.  

That is the reality of what we’re facing and that is why it’s important that deliberations and recommendations of this committee, in my opinion, focus not only on today, but on about 10 or 15 years from now where the young-ins of today, the 18, 20, 22-year-olds who are looking to do business, by the time they really seriously have their business plan in life, they’re going to be closer to our age and their numbers will be this small.  That is why veterans, as an entire population, need and deserve your attention and recommendations to the SBA.

I had a couple other notes here.  I commend each and every one of you for your personal efforts to do this.  It’s a very passionate subject with me, I think you already figured that out.  It’s a passionate subject with all of us.  But it’s time that we move and recon with smarts.  If this body here can’t find a way to help SBA, as appropriately, join forces with the Department of Veteran Affairs in the outreach to the veterans entrepreneur community throughout the United States, it will be a tremendous disservice to all veterans.

Thank you for your time.

MR. CELLI:  All right, we have 15 minutes left, and -- yeah, I just -- I’d just like to welcome 

Mr. Charles Baker to the meeting.  Charles, you --

MR. BAKER:  It’s very hard to follow 

Mr. Ramirez.  But, you know, I do have the same passion that he has.  

Getting back to one of the things we were talking about with the matchmaking sessions, one of the things that I’ve found is that -- and I had this first-hand happen to me.  I would go talk to prime contractors about particular opportunities, and because I have a national contract with a particular item -- and I  won’t even mention what it is -- I happen to know what all pricing is, for everybody that offers it because we sell to all of the major -- we sell to all of the distributors.  So, I can play cat and mouse with the prime contractors.

I had a prime contractor over at the VA actually tell me that -- I gave him the prices for items that he wanted.  He told me, well, I can get this same price over here. 

MR. CELLI:  I wish you were here earlier when we were talking about pricing and GSA.

MR. BAKER:  Yeah.  And I told him, I said, well, you know, that’s below cost.

MR. CELLI:  Exactly.

MR. BAKER:  That’s below cost, so you can’t get that price.  I just gave you a fictitious number just to see if you were real about the opportunity.  Okay?  

MR. CELLI:  Oh, I set you up.

MR. BAKER:  Yeah.  So, you know, the guy then goes on to tell me that, you know, thanks, but no thanks because he’s buying from XYZ company in Washington, D.C.  So, I went on to tell him, I said, well, sir, you know, you have subcontracting plans that you need to comply with.  He told me the government doesn’t enforce the subcontracting plans, therefore, he’s going to continue to buy from who he wants to buy from.  

Well, the long and the short of what I really found out is the problem, and this was what -- whether GSA or whatever, especially when you have cost plus type contracts.  The problem is is that they have deals worked out with manufacturers.  They give them rebates at the end of the year.  So, if you can’t offer this same type of slick way for them to be able to get over to the government -- because what they do, they charge the government a dollar, they get 20 cents back at the end of the year for every dollar they charge the government.  So, they get a six and a half percent fee on top of the dollar.

Do you think if you go in and tell them you’re going to charge them 90 cents that they want to get six and a half percent on 90 cents versus on a dollar?  These are all the things that happen behind the scenes with the prime contractors that a lot of business people really don’t understand.  You really don’t understand it.  It’s not that they don’t want to do business with service-disabled veterans, with women, with minorities, with whomever.  They will if they can figure out how to take advantage of you or they can work a deal with you where it’s to their advantage.

The problem is is the majority of the time, we aren’t savvy enough business people to understand what’s really going on.  Therefore, what’s happening is that you have zero opportunity because the game is fixed.  

How do we fix the game?  Well, first of all, we have to start by enforcing -- the SBA has to start by enforcing subcontracting plans.  I mean, I must hear it over and over every day that they don’t care about the subcontracting plan and that nobody’s enforcing it, nobody’s looking at it and, you know, you tell the contracting officer about it, they even look the other way, you know. 

Is there a corrective fix for the problem?  I don’t know.  I really don’t know.  But I do believe it does start with enforcement of subcontracting plans.  I don’t know if that’s what you’ve already talked about doing today or whatever, but I think that’s part of the key, number one.

Then you’ve got to figure out how to cut out the pieces that I’m just talking about because there’s no contractor that’s going to do business with you, me, you, you, that they’re going to lose money doing it.

MR. MANCINI:  That would fall under the perception of payola.  That should be illegal.

MR. CELLI:  You mean the term “kickback?”

MR. MANCINI:  Yeah, it’s not legal.  It’s not legal.

MR. BAKER:  Well, the thing -- here’s the thing.  If people really don’t understand -- there is no kickback, per se, that’s happening with this.  What’s happening, it’s called a rebate.

MR. MANCINI:  Well, you can disguise it and call it whatever you want.

MR. BAKER:  But the thing is, this is a uniform industry practice.  This isn’t -- these rebates don’t go to the company itself, they go to the owner of these companies.

MR. MANCINI:  To the prime.

MR. BAKER:  No, no, no, the owner of the prime.

MR. MANCINI:  The owner of the prime.

MR. BAKER:  They don’t go to the prime.  It’s like a carrot that you get.  Have anybody of you guys ever heard of something called Affiliated Distributors?

MR. CELLI:  Um-hum.

MR. BAKER:  What Affiliated Distributors is is that you have large manufacturers.  The large manufacturers -- small manufacturers can’t compete with large manufacturers.  So, what you have is a group of buying -- a buying group called Affiliated Distributors.

MR. CELLI:  Co-ops.

MR. BAKER:  Call it a co-op, call it whatever you want.  But let’s say, for instance -- and the field that I deal with is called MRO.  It’s $26 billion that this buying group buys as a single entity, okay?  Everybody participating in this gets rebates.  Everybody participating in it gets rebates.  The more you sell, the higher rebate you get.

MR. BEDNARCZYK:  It’s not profit sharing?

MR. BAKER:  It’s not profit sharing.

MR. DeMOLET:  If I may, I’m sorry, Mr. Baker.

MR. BAKER:  Go ahead.

MR. DeMOLET:  I used to work for three major, big-name primes in my past life, when I had hair.  And they worked that mechanism very, very well by looking at their affiliates that are selling to the Federal Government.  In most of the cases, most of the cases, the affiliates are small or medium sized businesses.  They don’t fall into the large category.  Generally -- there is a program in the Air Force, to give you an example -- and I’m not going to name it -- that has been continuing for the last four decades almost now, almost four decades.  They finally -- they’re in the production phase, things of that nature.  

And for those people that were related to the major primes in that particular program, there was always an end of the year -- we call it a rebate.  We call it a rebate back to the affiliates who were under the umbrella of the big guy, obviously, who were still paying the big guy as a courtesy to be part of that contract vehicle.

So, it’s a very -- it’s a very convoluted thing.  I know.  I accepted some of those responses back at the end of the year.  We would do the accounting on contract guidelines as far as who we were paying, how we were paying them and what we’re getting back at the end of the year.  That goes on to this very day.

You can call it whatever you want, you know, but it’s legal.  The government knows it goes on and it’s consistent and the government likes to work that way, and they’ve always done it that way.

MR. BAKER:  But if I can just caveat on that real quick.  One of the -- here’s the real problem.  The real problem is that I don’t care what it is you’re selling.  If they’re paying a dollar, you can’t go to them and say, even selling it cheaper, you’re going to get the business.

MR. DeMOLET:  Right.

MR. BAKER:  So, how are you going to get the business?

MR. ADAMS:  I have a question that ties a little bit of your comments with Mr. Ramirez.  I was the one that was saying we ought to contact -- for example, ask the DoD, why aren’t you complying?  One of the things you’re saying is enforcing the standards.  

Mr. Ramirez, my question is, if we are going out -- if we’re going to have a public law, an Executive Order that says, this is what the Federal Government is supposed to do; i.e., 3 percent business to service-disabled vets, and you basically have -- that can be either in direct contracts or prime or in subcontracts or any of that, and what you have is agencies that are basically saying, that’s nice, that’s the law, but we aren’t going to pay attention to it, we’re just going to ignore it.  

Let me just finish the background because I’ve got a question for you on it.  On an 8A program, when those are enforced and those are held up to the light, agencies attempt to achieve those goals because they’re being scrutinized.  And the problem that I see, and the reason that I suggested we hold this up, is because as long as nobody is holding it up to the light, the agencies can ignore the veteran business community and say, we don’t need to pay attention to you.

And what you have is you have the government saying, we’re going to set a standard and we’re going to do 3 percent of our business with veterans and service-disabled veterans, publicly, and then the reality is, no, we’re not.  So, one part of the government is going to say, yes, we are; the other part of the government is going to say, we’re going to ignore that rule.  Why is it a bad thing to go to those agencies and say, why aren’t you complying with the federal law?

MR. RAMIREZ:  If you’re asking me that 

question --

MR. ADAMS:  Yes, I am.

MR. RAMIREZ:  -- this would be my advice.  There’s no disrespect.  Write all the letters you want.  I mean, we’ve written a few.  I’ve made more than a few phone calls to the Deputy Secretary of Defense.  We share the same simpatico on this regard.

Capitol Hill, that’s where the enforcement’s got to come from, number one.  Number two is, there is a misnomer that’s been floating around federal procurement subcontracting since 1980.  Do you realize that a company cannot be made to subcontract?  They cannot be made to subcontract.

MR. DeMOLET:  With the exception of one ruling.

MR. RAMIREZ:  However, if they enter into a subcontracting plan, it’s got to reflect their best efforts against a specific dollar goal by various categories, all right?  That doesn’t necessarily have to be 3 percent.  But whatever it is, it is.

MR. CELLI:  Well, in some cases, it’s not.  In some cases, they claim that they’re only going to do 1 percent.

MR. RAMIREZ:  That’s fine.  If that’s what the contracting officer accepted at the time of negotiation, that 1 percent by that 1 percent, but that’s 1 percent of what, it’s 1 percent of that which is being subcontracted, not the total amount.  

Well, let me give you an example.  I have to leave the name of this company out because it’s just prudent.  It happens to be the company that holds the largest civilian agency contract.  It’s worth $3.5 billion.  $3.5 billion annually.  Their subcontracting plan for service-disabled veterans alone is 380 million bucks.  You know how much they’ve achieved towards that goal?  Not even a million.  And you know what they say?  We don’t care.

MR. BAKER:  Right.

MR. CELLI:  But when you talk about getting the attention of the lawmakers on the Hill, the way that’s done is through a track record of asking the question, being denied, and the only way to do that is to write these letters that -- I’ll be honest with you, when we were talking about writing a letter to DoD, the first thing that flashed into my mind is, you know, Senator Kerry wrote them a letter and they basically got the chins up from that.  So, you know, what are we going to possibly do?

But then the more I thought about it, the more I said, well, if we take that attitude and we don’t write the letter, then there is no paper trail, there is no track record and there is nothing that we can dump on a lawmaker’s desk and say, Senator Kerry wrote a letter, we wrote a letter, they wrote a letter, we wrote three letters, because every year we followed up on it and we got no response.  It’s obvious they don’t care.  Now it is time for lawmakers to do something.

MR. RAMIREZ:  It is.  And the interesting thing about -- and just the subcontracting portion for a little bit and then I’ll address the issue of 8A as it relates to us all, which is really an interesting collision.

The Federal Government does not have a pervasive contract to go in and tell a -- one of its contractors who to subcontract with, examine their books and records and serve as a middleman in trying to help facilitate these things.  It doesn’t exist.

There is -- in the history of these programs, I don’t think there’s been but perhaps one instance in which a company was penalized for a material breach of contract for not having availed to make even a good faith effort towards one group or the other.  So, this is a wholesale materially deficient part of the law.  

At the same time, by SBA’s own report, by 

SBA’s own draft report, I think it was, or recommended study out of advocacy -- his name will come to me in a second -- SBA recognizes that times have changed.  There’s more outsourcing involving foreign companies.  There’s a greater tendency on the part of these major corporations not to subcontract at all, to bring these things inside, husbanding their profits for their stockholders.

You have to also examine -- how many of you here have 401Ks?  We all do.  Private investments.  What do we want?  We want to see these major companies that are doing business with the government that we have money in, that it’s going to be good for our retirement, so we want to see them subcontract and maybe not make as much money?  So, it’s a catch-22.

The 8A issue, from lots of experience, 8A was probably the most and remains one of the most significant tools for economic development, perhaps the dominant tool of economic development within the SBA arsenal, affecting minority and disadvantaged entrepreneurs, there’s no question about it.

The unique thing about 8A is its unique position in the law.  It is not really -- people refer to 8A as sole source.  It is in many regards, but it’s not in many regards.  It’s a unique authority whereby -- it’s an interagency contracting mechanism.  And it is -- pardon the expression, as it refers to veterans, gentlemen, it’s bulletproof.  

MR. CELLI:  It’s what?

MR. RAMIREZ:  Bulletproof.  It’s the fastest, most efficient -- 

MR. CELLI:  Why are we talking about 8A, though?

MR. RAMIREZ:  Yeah, we’re talking about 8A.

MR. CELLI:  Why?

MR. RAMIREZ:  Because the gentleman asked.  It became a tool of extraordinary convenience for the contracting community over a period of 30-some odd years, and a lot of them are going crazy at the thought that it may be utilized less.  Particularly one agency comes to mind, VA, where under the new statute right now, service-disabled veterans and veterans come first in the hierarchy of federal procurement small business preferences, and 8A is way down the pike, where it used to be the other way around.

And that’s going to be an interesting test because at VA, in order to do a veteran or a service-disabled veteran set-aside, it’s still competition.  That’s a pain in the neck.  Thirty days posting it in the old CBD, online, all this kind of business, right? 

Contracting officers are going to revolt if they can’t find or utilize 8A under this new pecking order.

MR. ADAMS:  But the one thing that I understand has gone on in the VA is that the senior level management in the VA has said we are going to figure out a way to make this work.

MR. RAMIREZ:  Right.

MR. ADAMS:  And we are going to contract this with veterans, and that’s our priority.  And there was -- I understand there’s a revolt and there’s all kind of internal things that are churning around.

MR. RAMIREZ:  Yes, sir, there are.

MR. ADAMS:  But the point is is at that level, they’ve said we’re going to figure out how to make it work and they’re forcing the culture change, and it may take a period of time, but they’re also reporting -- their score card, as I understand it, is monthly amongst the procurement activities and it gets a very high degree of visibility, and when it gets that high degree of visibility, what’s happening is people that are resistant to change and may hate to change are suddenly realizing that it may impact their performance rating and their job, so they are now looking to find the veterans and -- do they care about the veteran?  No, they care about their job.  So, they’re going to take care of the veteran because that’s their way of taking care of their job.

The dynamic within the rest of the government is, we’re saying we want to do business with the veterans out of one side of our mouth, but there isn’t the leadership taking the position of saying, you’re going to make it work.  What I’m trying to say, from this committee, is if we take the score card and we write the letters and we get either no response back or an inadequate response back, and we do that for the next year, when we do our report at the end of next year, we can go back and we can say, these agencies aren’t doing the job, the leadership isn’t doing the job, Congress, you need to go look at this.  

The only one that is doing anything is the VA because I think by next year at this time you’re going to see the VA achieving and people are going to look at the VA and say, they’re getting kudos, we’re getting beat up, they’re succeeding, we’re not, what are they doing that we’re not so we can change the dynamic?  And when I mentioned the 8A and the reason that came up, the 8A is bulletproof and it’s a tool that the contracting officers use and they like and are familiar with.  This goes to the education and the outreach and everything else.  If there was -- aside from just an unenforceable target, but if there was the mechanism to force the contractors and to provide them the vehicle to deal with the veterans, they would then do it.

But what everybody is sitting back and saying is, we have the law, we’ve got agencies ignoring the law, and beating them over the head about ignoring the law is not going to make a difference.  Well, if we don’t beat them over the head, we know it’s not going to make a difference.  My position is we beat them over the head and see if that will make a difference over the next year by going into them and saying, explain this.

MR. RAMIREZ:  I would caution just one thing.

MR. CELLI:  Wait a minute, wait a minute, hold on.  I want to officially close the meeting because we have to let the recorder wrap up his stuff.  I want to close the official record and continue the meeting.  We’re going to continue the meeting, but I want to take this opportunity to thank everybody for coming.  We’re going to go ahead and close the record at 1605 on the 18th of September.  We’re done.

(Whereupon, the meeting was concluded.)
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