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Introduction

The importance of vibrant and expanding small busitessesAmerican economy cannot be overstated.
According to the Small Business Administration (SBA), small businesses accounted for 63% of net new jol
created between 1993 and 2013 (14.3 milliba 22t9 million net new job$lecognizing the tremendous role

they play in job creation, several agencies in the U.S. Federal Government manage and implement assistz
programs to foster and ensure the success of these businesses.

Locally, mostof HPa s 0 8 s e ¢ o n oohymall bsisinesses Cavariegda wide range of sectors, small
businessem this city generalgpecialize in areas such as retail, construction, services (such as logistics anc
transportation, tourism, and healthcare) andletssar extent, manufacturing. Construction, for example, is a
very dynamic sector that has withessedanomic improvement in El Paso. Since Btd@nstructiorsector
hasexperienced growth of approximately 3%, andsitexpected to continggowing and expanding in the
coming years

One of he most important sourcesashploymenfor small businesses within the construction sector are the
military and other federal entities basatidharoundEl Paso. Fort Bliss, the Biggs Army Airf\ltite Sands

Missile Rangand the William Beaumont Army Medical Cangatherconstitute one of the largest military
complexes in the U.Bhese installatiomeutinely require maintenance, modernization, and expainisioin

facilities as mission grities change, as the Base Realignment and Closure process continues to play out, an
most fundamentally, as infrastructure ages and requires repl&egegton the private sector to satisfy these
needs, thd-ederalgovernmenthas established proeorent processes to allw agenciessuch as the
Department of Defense and thepartment o¥/eteran#\ffairs to procuregoods and services from a range of
private sectdousinesses.

El P anslldodsmessspecialized in constructicelated activitiemre ideally situated to benefit from these
Federal procurement opportunities. Nevertheless, as this survey itatiehbesinessesften havescant
participation in federal contracts related to consmusgivices. For exampéterClark McCarthy Healthcare
Partners Il was awarded the $650,000,000 William Beaumont Fort Bliss Replacement Hospital constructic
contractin June 2013, only about thirty local businesses in El Paso were pxraglsdbcontacts,

represemnga lowlevelof localparticipation

t Small Business Administration, Office of Advocacy, @@d<)/www.sba.gov/sites/default/files/FAQ_March_2014_0.pdf

2Ful l erton, T. and Wal ke, A. (2014), ™M&delingrejecthUniwersityfoicTexasmankl RasoOu t | c
Business Report SR14Page 13

3 Clark McCarthy Healthcare Partners Il (2015), Project Informtifidfemhpbliss.com/projectnformation/
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In order to assess the reasons behind the lack of small businesses participation in this and other federal contrac
opportunities in El Paso, the Hunt Institute for Global Competitiveness dasgnesl research study aiming,
firstly, to gather the opinions of the local businesses about their participation in federdtastibg
opportunitesand,s econd |l vy, to assembl e a ctodapfly and catalsguevttee 0 b
procur ement processes to serve as a reséoalyce fo
performingan economic impact analygisuld allow this study to examine in more detail, the effectrafrthe

Bliss Reptzement Hospitdbr the local economnty

The present report constitutes the first part of this survey research study. Based on an electaesgsedey
to assess the opinions of 577 local businesses in El Paso specialized in coelstredtemices, this report
summarizes the responses of thepabiicipatindusinesses (See appendiX ¢ response rate to this survey
was 27.03% which provides a margin of error of 6.71%.

The data obtained from the sample population of 156 businesses that participated in this survey provide a valua
insight that allowed this report to assess their opinions, perceptions, and involvement {sulgracsng
opportunities. In order to sunarize the survey results, this repomtainsif ve secti ons. The |
Know EI Paso Businesses and Their Operations, 0
participated in the survey and covers some of the activitieednvothe day to day functioning of these
businesses.

The second section, OMeasuring the Devel opment a

tasks and processes gdhemtended to develop and implement growth opportunities within and between

businesses. The third secti onrGo notArsascetsisn gn gO pt phoer tPuan
issues related to federal contracting exclusively. The fourth et , oUnderstanding th
Buil ding,d measures the processes of developing
the | ast section, oOLooking towards t heimprave theire,h 0

capacity to obtain federal contracts in the years to come.

4 This economic impact analysis would be conducted upon availability of the data rbquatad to run thempact Aalysis foPlannng
(IMPLAN) software.

5 The HuntInstitute for Global Competitiveness developed and tested-theibns electronic survey before sending each potential
respondent a unique link to access the surviagyeoifo maintain anonymity for respondents, a unique ID was also attached-hoadach e
address. The firstreails were send on June 08, 2015 and weekly reminders were sent thereafter until the closing date July 13, 2015.

6 The margin of error implies that the responses received may not accurately represent the opinions opthatiemtioé jpcal businesses

in El Paso specialized in construetelated services.
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1. GETTING TO KNOW EL PASO BUSINESSES AND THEIR OPERATIONS -

Figure 1.MainBusinesstivity

Ql.What §s y odmaindrtiviy? nes s

General construction services 28.1%
. . The surveyaskedlocal businesse®
Consulting Services 11.0% . . . s
name theimain commerciahctivity in
Telecomunications 10.3% order to have an idea aboutitilageas of
Environmental Services 6.8% expertise within thigeld of construction.
Office/medical supplies & equipment 6.8% After organizingthe responses to this
Administrative services 4.8% question(seeFigure 1) 28.1% of the
businessestate that they are specialized
Concrete work 4.8% L . . .
inogener al ervice® Thisu c t
Other 4.8% broad category includes several activities
Manufacturing 4.1% such as remodeling of commercial

buildings, roofing and insulation services,
energy management and control systems,
design services, among others

Cleaning, maintenance and sanitatiof 3.4%
Electrical work 2.7%

Transportation infrastructure, services 2.7% . .
The second most common activity is

Construction supplies and equipment® 2.1% related to consulting service&deven
Commercial automotive parts and repairss 2.1% percentof the businesses state that they
Flooring 2 1% provide o&consulting servicgs in

architecturecivil engineeringgomputer

programming and transportation

Logistics W 1.4% infrastructureNearly10.3% of the local
businesses specialize in

Real State services 2.1%

otelecommunicationelated activitiéssuch as aerial and commercial photography, audio and video production,

information systems, J&nd network communication among others.

The lowest percentages were indteas oblogistic® oreal staté and dflooringd with 1.4%, 2.1% and 2.1%
respectively. As shown kigure 1, local businesses in El Paso are specialized in several ardiaddiofthe
construction, offering a good rang¢echnical and professiosatvices.

Figure 2 AwarenesS\#ICS code
Q2. Do you know the North American Industry Classification System (NAICS)
code of your business activity?

No
20.7%

Approximately79.36 of the participants to this surdayow thei NAICS

code(s),while 20.7% responded that they do. fAdtose businessdbat

answer ed 0y e svwhere asked th pravidegtheie relévano NA|
codds) in Question 3Not surprisinglymost of the businesses have more tl
one code. There is no central government agency with the role of as
monitoring, or approving NAICS codes. Individusinesseare assignec
NAICS codes by various agencies for various purposes using aofva

method$

7The NAICS code is the standard used by federal statistical agencies in classifying business establishments for dbkegtimgose of
analyzing, and publishing statistical data related to the U.S. business economy.

8U. S Census buremul ndWNotrityh Almegdicfai cati on systemdé Frequently

https://www.census.gov/eos/www/naics/fags/fags.html#q4
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Figure 3.NAICS code identification
Q3. If you ans wéelrpease groyigesthe

relevant NAICS code(s) of your business activity Specialty Trade Contractors 22.5%
Businesses participating in this survey provid  Professional, Ssg:er;“eféc and Technical 14.3%
. VI
variety ofNAICS codesResponses may conta  agministrative and Support and Waste 8 504
between 1 and 60 codes per busiAesdyzinghe  Management and Remediation Services =7
responseyielded24 differentcategoriesFor the Primary Metal Manufacturing 7.9%
purpose of this analysis we selected the brc Merchant Wholesalers. Durable Good ..
. - erchan olesalers, Durable Goods .
NAICS code categoriésonsisting ofwo to three . ’
.. T . . e Heavy and Civil Engineering
digits of theh sn;ghglt hlera(;f:hlcaldcla_tssmcatlci Construction 7.0%
10
SyStem . The first two Iglt_s eSIgnate t Nonresidential Building Construction 5.8%
economic sector and the third designates
subsector. Residential Building Construction 4.3%
Considering the top three most common coc Wood Product Manufacturing 4.0%
0 .
22.5% of the businesses are under the categc Other services 4.0%
oOSpecialty . T r(cads 238) m%t Information industry 3.6%
under the OProfessior (telecomunications) o7 cal
Ser vilcode 549 and 8.5% enter into the Educational Servicesll 1.8%
OAdmini strative and
. 0,
Management and RE&ode56)i Code Notfound B 1.5%
Building Material and Garden
ry.
category Equipment and Supplies Dealers 1.2%
In contrast the least common codes are Nonmetallic Product Manufacturingll 0.9%
OWarehousing and Storage ( ¢ o doBinadc® Administration of Environmental 0.6%
and Insuran e 6 ( G and éDatd Rrgcessing Quality Programs '
hosting related serviégsode 518)each of them Arts, Entertainment, and Recreatiorl 0.6%
gccquntlng fgr 0.34f the total of 24 areas analyz Health Care and Social Assistange 0.6%
in this question.
) ) Miscellaneous Store Retailers 0.6%
After evaluatinghese result®, appearshat most
of t he | oc al busi nes: Real Estate and Rental and Leasifig0.6% of
construction is centered in technical services Water, Sewage and Other Systents 0.6%
pouring concrete, site preparation, plumb _
painting, and electrical work) doa lesser exten Apparel Manufacturing | 0.3%
in professional services (eachitectural and Data processing, hosting, related 5,
. . . services
engineering services).
Finance and Insurance 0.3%
Warehousing and Storage 0.3%
9The errors encounteredwgre ouped under the o0code not founddé item and accoun

10Each digit in the code is part of a series of progressively narrower categories, and the more digits in the coetectigsificgtim detail.

The first two digits designate therexoic sector, the third digit designates the subsector, the fourth digit designates the industry group, the
fifth digit designates the NAICS industry, and the sixth digit designates the national indudigit NB&GS code is the level at which there

is comparability in code and definitions for most of the NAICS sectors across the three countries participating inUMRBdISS(tites,

Canada, and Mexico). Thdigit level allows for the United States, Canada, and Mexico each to havepeaiinigtail. A complete and

valid NAICS code contains six digits.



Figure 4. Headquarters Loc at i on
Q4. Where is your businesss

Inregards tothe business 8 h e g3lquWar t er ¢

El Paso - Downtown and Centrg 3L.4% the businesses reported to be located in the
El Paso - East 29.9% 0 dwntovn and entrab area of El Paso, 29.9% on
0 ast El Pas622.6% ord wst El Pasoand 5.8%
El Paso - West 22.6% in 0 artheast El Pasb There are9.5% of the
businesses that are locadewhere than El Paso
Other than E| Paso and Las Cruci 9.5% and Las Crucége.g. Dalls, Houston, Phoenix,)
and finally, 0.7% stated that their headquarters are
El Paso - Northeast 5.8% L ,
located irdLas Cruced
Las Cruces, NM{ 0.7% Closely related the previousjuestionbusinesses

were asked about their place of incorporation
Incorporation refers to the process of legally declaring a corporatesesgparate from its ownbrsnany cases
business could be incorporated in a different placththkotation oits headquarters.

Figure 5.Business Incorporation Q5. Where is your business incorporated?

For example in El Paso, 13.6% of the companies
based in the city are incorporatel$ewhere in the
El Paso, TX 82.6% U.S,6 such as Texas (7%), Virginia (2%), Delaware
(2%), among othersess than 2% of the companies
affirmedthat they are incorporateddoas Cruce§
Other (no specified) | 2.3% and 2.3%do not speciffwhered hei r busi nes
incorporated. Howevahe majority(82.6% of the
respondents to this question stated that their business
is incorporated ioEl Pasa

Other States in the U.S. 13.6%

Las Cruces, NM. 1.5%

El Pasods mar k endimybyaSmall BisimessesepAdas eslablished numerical definitions of
small lusinesses, deize standard@sThesestandardar e used to determine eligihbi
as well afor the deral government procurement programs designed to helusmeafises

Figure 6.Business Size Q6. How many employees does your business have?

67.2% Respondents to this question (see Figure 6) stated
that 67.2% of their businesses are located within the
range from 0 to 25 employee&s2% of the
businesses have between 25 tenyfloyeest.B%

17.2% betweerb0and100 employeeg% betweerd00 and
45% 6.0% 37% 150 30Q 3.7% between 300 and &g only 1.5% have

morethan 500 employees.
0-25 25-50 50-100 100 - 300300 - 500 More
than 500

11 There are different types of business incorporation: limited liability company (LLC), S Corporation, partnershiptietasole pro
12 For more information about Small Business size standards, fisifs://www.sba.gov/category/navigation
structure/contracting/contractingfficials/smaHlbusinessizestandards
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2. MEASURING: THE DEVELOPMENT AND GROWTH POTENTIAL"
BUSINESSES

OF EL PASO

Severatconomicdevelopment experts consider small businesses as key actors that contribute to the construction c
competitive economies. In order to help the U.S. achieve this goal, small businesses should reinforce their competit
capacity by recruiting and trainitggdly skilled and educated workforce. However, the participant businesses to this
survey tend to have low levels of technically trained empéegEegire 7).

Q7. What percentage of your employees have technical
training sfrom colleges, univesities, or technical institutes?

Figure 7. WorkforéEechnical Training and Education

39.6%
According to the responses to this question, a conside

amount of businesses (39.6%) stated that between 0¢

20% of their employees have technicahings 17.9% 17.9% 20.1%
selected between 20% to 40%7% between 40% and 60" 12.1% g 204

9.7% between 60% and 80%nd only 20.1% of the
respondents have between 80% and 100% of their emp
technially trained. These results stimat Small Businesses

El Passhould invest moia training and education programs
for their workforcein order to increagbe possibilities of improving technical skills and the knowledge required to
compete in théederal procurement process

0% - 20% 20% - 40%040% - 60%60% - 80980% - 100%

Figure 8.Language Q8. The primary language of your business operations?is

Due to the dual cultural nature of El Pasd its location right
English at the border with Mexicbjlingualism isibiquitous AlImost
and forty percent,37.1% of businesses state that Spanish and
Sef’?r{LZh English ar e t he mo s t used (-
operations; 61.4% affirm that English is the primary language;
while only 1.5% say that Spanish is their main working language.
Speaking two languages rather tjush one has obvious

English

61.4%

Spanish
1.5%

Q9. Does your business have a website?

A significanamoun of respondents to this sur@y.2% affirmed
that their businesses do have a website, while 12.8% responc
they do not. Any business that does not have a website is miss|
on one of the most powerful marketing wmbortunitiesResearch
conducted by Verisign Research, show thatomputer and
communications technologan becomplexand even somewhe
obscure to several small businebkmgever, despite the difficultie
it is very important to maintain anlore presence.

13 See Bienaime (2015), Konnikova (2015), Fraser (2013)

practical benefits in an increasingly globalized Seneral
research articles suggest that Businesses that take advantage of
adding bilingual speakers to their payrolls can benefit extensively
because of the larger market of diamd customers they can
captures

Figure 9.Business website

No
12.8%



Today, people often turn to the Internet firstifdormation about businesses and produatsether they are
shopping online, or simply | oofkmaking arfooline peesetice ane of thes s 6
most important assets for any busimesisjust to share information, kalsoto buld credibility Consumers and
companies are looking to connect more than ever, and establishing an online presence through a website, blog or st
medigprovides a great way to fulfill timerests

Q10. Does your business participate in business to business (B2Bs) Figure 10B2B&6s Participati
events/activities?

Along with maintaining an 4ine presence to facilitate and incre
the connections between cliartd companies, Busingz8usiness
(B2B) events are a set of platforms that allow the trade of pro
services, or information¢emmercefetween businesses, rather tt
between businesses and consumers .{BR& overall volume of
B2B transactions much higher than the volume of B2C transacti

Are El Paso local businesses taking advantage of this type of t
transactiod About 133 businesses replied to this quedtam
which 54.1% said that they do participatein B2B while 45.9%

stated that thego not participate (s€ggurel0).So,the participation Figure 11.B2B&s |l ocati on
of El Pasd kcal businesses in B2Bs seems to be relatively small
which evidence thdtirther opportunities could be found in this ar Other,
Internationally
Other, 3.4%
Nationally :
Q11. If yes, where? (You can select more than one answer) 15.4%

For those who do participate in B2Bs, 46.3% participate in 1 Ciudad
26.2% in New Mexico, 8.7% In Ciudad Juarez, 15.4% else Juarez
nationallyand 3.4% elsewhere internationallyHigeeel1). Thislso 8.7%
demonstrates the opportunities for local business to participate

in these kinds of events

Texas
46.3%

Sometimes, beginning the process of participatBfBiaventscan M'\éi\i'zo

present challenga® those who have not participated befor 26.2%

Fortunately there are severalina tools that can facilitate the B:

interactions. For exampkocial networks such as Linkedin and Twitter are two examples that wank well
establishin@®2B events and relationshi@mplyparticipating inhe online conversations organizeithin these
networks, businessemyincrease their chances to communicate with other businesses who have the potential to
become partners.§, by exchanimg goodsandservices or even estabhg longtermpartnerships).

“See Versign (2013), oBenefitslnaRpBatiriversrofm BFrohgln&mal 6 mBL
07/22/15] in http://www.verisigninc.com/assets/Reseasthalibusinesseptember2013.pdf

15This is in contragb business to consumer (B2C) and business to government (B2G). A typical supply chain involves multiple business to
business transactions, as companies purchase components and other raw materials for use in its manufacturingipisbhess pegddthe f

can then be sold to individuals via business to consumer transactions. See: Business To Business (B To B) Deéiifiedian: Inve
http://www.investopedia.com/terms/b/btio.asp#ixzz3jgNmtuNqg
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3. ASSESSING THE PARTICIPATION IN-FEDERAL = SUB-CONTRACTING: OPPORTUNITITES

Figure 12.Federal saintrastwaredd
Q12. Hasyour business ever been awarded a federal sadmtract in the City
of El Paso?

One of the primary aims of this survey report was to assess the participation
of local businesses in Fedsudcontractingopportunities. Questions 12 to
15 vere designed to understaimel past experiences of local businesses with
No federal subcontracts.One hundred and thirthiree, 133 businesses
63.9% responded to the question of whether they had ever been awarded a federal
contract (see figure 12). Only 36.1% responded positively angbtiig ma
63.9%, responded that they have never been awarded a federal contract.
Even though the sample population of this survey (156 businesses) is not
representative of the total population of local businesses in the area of construction in Eideasesitleat tihe
is adisconnect between the federalcuttracting opportunities available and the local workitresurvey was

designed in a way that only those Dbusi nenerseabetowho
respond to questions 13 to 15, while those who ansyv
Q13. If yes, how many federal subontracts has your business Figure 13.Amounts ofiarded federateunbracts

participated in the City of El Paso?

From the 48 businesses that participated in this question, 33.3% 33.3%
responded that they have been awarded between one al 25.0%

subcontracts; 25% between 3 and 5; 6.3% between 8 ai

33.3% more than 10 sabntracts and 2.1% did not reply to tl

questionin general terms, the allocatwijusta few federal 6.3% 2 1%
contractdelpsnot only local businessbat also thentirelocal

econony, tobenefit fromhefederal funds designated to imprc 1-2 3-5 8-10 More thanNo answer
the military facilities the El Pasaegion Increasing the numbe 10

of subcontracts adicated to the local businessesild/ create

morejobs, increase creativity, innovatéom technical expertise in order to dele the local economy forward.

Figure 14.Tier classification Q14. If your business has ever been awarded a federal-sub

contract in the City of El Paso, was it{You can select more than

) one if necessary)
Tier 1 34.5%

In regards to the Tier systdso called ranking or
Tier 2 38.2% classification group) builders are rated according to their
capacit to take on certain projetighe size, resources,
experience, and money a company has determines the kind
of projects it is able to take on and therefore Wieat
group it falls into. Building companies are classifoest
Other 7 3% di e r Tiel20@ jer ® and other tier categori&milar
to the previous questioh8 companie33.3%) of those
that answered oOyeso6 to ques
question. 34.5% declared that their awardecbsitfacts fell into th@Tier 16 category38.2% undedTier 26, 14.5%

Tier 3 14.5%

Tier 4 or below 5.5%

16 The SBA explains the Tier system and defines each tier. For more information visit:
https://www.sba.gov/sites/default/files/articles/Small_Business_Liaison_Officer (SBLO)_Handbook 6_2010.pdf
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Figure 15. Amount of contracts awardaddwcChrthy

Between 0 and $1,000 22.2%
Between $1,000 and $5,000 11.1%
Between $20,000 and 100,000 38.9%
More than $100,000 27.8%

aothdo( ¥ .h3 % 9 enlcd altdeed r esponse
he meaningd) .

Q15. If your business was awarded a federal sabntract
from Clark-McCarthy (Ft. Bliss Replacement Hospital
Project), what was the amount in U.S. dollars?

Now considering a specific example of federal sub
contracting in El Paso, this question is relat¢keto
construction of the Fort Bliss Replacement Halspi
(FBRH)!7 ClarkMcCarthy Healthcare PartnersvAs
awarded #otal of $648,930,00@ build the FBRH.
Based on this information we designed this quéstion

assess 1) whether any of the participant businesses to this survey was awarded a subcoruaGdrth(lack

2) the amount of the awarded contracts (in U.S. ddDaig)18 businesses answered this question,implas

that only 18 businessaut of the initial 156 businesses that participated in this wereegwarded a sabntract

by darkMcCarthyAbout 22.2% of the respondents to this question affirmed thealthe of the contract(ley
receivedvas between $0 and $1,000; 11.1%eba $1,000 and $5,000; 38.9% between $20,000 and $100,000; and
27.8% were awarded szdntracts of more than $100,000.

Figure 16. Contractor reasoning to awatchet

Prior business relationship 47.7%

Experience and reputation 21.2%
Lowest prices 10.6%
Size and capacity. 9.8%

Local contractors are convenient = 3.8%
Prefence for businesses under
. 3.0%
Special programs
Bonding capabilities| 1.5%

Proposal meets subcontracting 0
goals 1.5%

Principal contractors have no

0,
choice but to pick local businesses 0.8%

0.8%th nk t hat contractors

Q16. In your opinion, the primary reason why
principal contractors make the decision to award aib-
contract to a local business?s

This question continugés assess the opinion of all
surveyparticipants From a total of 132 businesses
who participated in this questi¢geeFigure 16)
47.7% think that the primargason why principal
contractors make the decision to award-acutipact

to | ocal busi nesses i s b
relationship 6

Closely related to this response, 21.2% believe that the
decision is based on the |
and eputatiord 10. 6% in ther ol ow
lowest bidproposed by local businesses; 9.8% in the
0size and capacityo of the
oconvenience6 that | ocal b
contractorsdasy to reach, low costs, eanijt,1.5%

believe that local businesses that prove to have
Obonding capabilitieso h a:
awarded a subcontract. About 1.5% of the
respondent s believe t hat
Oproposal meet the subcont
someti mes choos e Beenthaugha | b u

there is a wide variety of opinions about the criteria that primary contractors use to awardracsuld is clear

17 For more information about the project, the-comiiracts awarded, and CleiéCarthy Healthcare Partners 1l in general visit:

http://cmhpbliss.com/
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that nearly half of the pandents believe that having worked for the primary contractor in the past and having a

ospecial 6 relationship certainly influence the cont
Q17. Based in your experienkigrel/tCGoentpatmarrdys @enf o amanocresS $ n
performance (advertisement of the bid, responsivenes
feedback, etc.) in the bidding process has normall Excellent 4.0%
been

Very Good 16.1%

In construction industry, the usual bidding proc
consist on five main steps: 1) specifications for
job, 2) request for bids, 3) bidding, 4) reviewing Fair 33.1%
bids,and5) awarding theoatract. In order to have
an idea about the general performance of prir
contractorsd during t. . . o, g rroeveeeew- e t al
place in El Paso, this question assess the local businesses opinions bagesbaxperiences. Abo@t 4f the
respondentldi n t ot al ) believe that t hoexcelenbilGris saiditwadvary r act
goodd 31.5%dgood6 331% ofair; and 15.346 said it waspoor.6 On average, local businesses believe that the

Good 31.5%

Poor 15.3%

primary contractor ds pgoodfacdofamadhhce i n EIl Paso i s ususe
Ql18. How would you eval uat eFigure L8 Proposabviitiapabditess abi | ity

to write strong proposals to participate in federal sub

contracting opportunities? Excellent 15.0%

One of the most important elements within 1 Very Good 35.4%

bidding process is thdevelopment a strong bi

proposal (step 3 of the bidding process), a Good 23.6%
specific summary explaining why a local busine
gualified to undertake the job. The bid prop®s
allows businesses to state what their qualificatior Poor 6.3%

and how their background would allow them

performa specific job with excellence, accuracy, and within the established deadline. It is very important that loce
businesses understand the ovealket for their service or product, and their target agency's history of how it prefers
to buy a specific service or product. Extensive research and planning is necessary in order to tailor the proposal to
requirements of the bid.

Fair 19.7%

When asking the pigipant businesses to this survey about how would they evaluate their ability to write strong
government contragir opos al s, 15% consider théyi hmvdaverngeldlv
abilitiesg RB. P%anfdaotébedd3 % seiar aldi | i ti es are opoor

The bidding process is usually facilitated by several governmentaiganveimonental organizations, who provide
procurement technical assistance feaposal writing guidance) to local businesses and serve as points of contact
between local businesses and prime contractors. The next question was designed to assess which of the exis
organizations in El Paso usually provides guidance and suppertidoat businesses throughout the bidding
processes.

18 For more information on how to prepare Government contract proposals see: SBA (2014), GSA (2015),
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Figure 19. Assistance througiembidding process

Q19. Which of the following government or
Contract Opportunities Center 29.0% community organizations has provided your
business, guidance and support throughout the
Federal sukcontracting application proces?
Hispanic El Paso Chamber of Commerge 16.8% (You can select more than one answer)

Thissurveyselected some of the biggest and

Small Business Administration 20.6%

Small Business Development Centér 12.1% . . .
most  recognized business  assistance
Greater Bl Paso Chamber of Commerga 12.1% organizations in El Paso community. From a
None of the above 6.1% total of 214 responses (businesses were able

to select more than one option), 29% of the
respondents affirend t hat the 0C¢C

Economic Opportunity Forums  0.5% OpportunitieCenteé (COC) provided them

guidance and support; 20.6% ti&mall

Business AdministratiofiSBA); 16.8%The Hispanic El Paso Chamber of Commeie 1%0Smadl Business
Development Centér12.1%0The Greater Hispanic Chamber of Comméree% selected theEconomic
Opportunity Forumd( Of f i ce of the Texas Comptroller of Public
organizations have provided theith\assistance; arfthally2 . 8 % of t he respondemdts se
Within this last one, otherganizations mentioned were Ft. Bliss Purchasing Department, National 8A Association,
Private business consultaotsporatesupport, Federal Business Opportunities (FBQaywthe General Services
AdministrationGSA)

Other 2.8%

Q20. Have you participated in workshops/training programs available locally Figure 20.Participation intcasting
to increase your busineshanges to participate in federal subontracting Worlchop andraining
opportunities?

Part of the procurement technical assistance provided by the above me
organizations is tlievelopmenaf training and workshops. Freéchargdor

the most part, thesginings and workshops serveagableducational tools No
that provide local businesses the necessary skills and informbgter t 44.4%
respond tdfuture federal suzontracting opportunitiedbout 55.6% of the
respondents (126 in total) participate in these type of activities while 4

not (seeFigure 20). These resulisvidence that thattendanceof local
businesset these kind of educational activities organized by comrm
organizations remasomewhalow.

Figure2l. Wor kshops and Trainingsd pr @FleWhich tygesof workshops/trainings would
you like to participate in order to improve your
business$ capacity?

Proposal Writing 36.9%
0 . .

Marketing 20.7% Aroungl 37% of thg respondents to this qgestlon

(111 in total) said that they would like to

Technology and Innovation 19.8% participate in educational activities related to
Finance 10.8% oproposal writingongo620. 7¢
19.8% for oOtechnology an

Management 7.2%

for ofinanc®; 7.2% for Omanagem
Other 3.6% 0ot herdéd type09Wouldlketo vi t i
participate indall of the a b o vmeritioned

trainings and workshaps

All of the above I 0.9%
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4. UNDERSTANDI'ING “THE ‘BCABACNE BBLDISIG *°

Figure 22.Financial aadcounting practices
Q222How would you evaluate your |

Excellent 23.4% accounting practices2.g. Management of Financial Statements,
Access to capital (bank loan approvals).
Very Good 36.7% . . . .
Financial and accounting practices, are one of the most
Good 28.1% important components of any type of businessoriding
Fair 7 8% all transactionpreparing financial statemeamd k_eeplng
booksupto-d at e are essenti al aspe
Poor 3.9%

performanceand to establish relationships with other
businesses and financial institutions, f@guesting to

open a linef credit) Smalbusiness owners may use financial accounting information to analyze competitors and
evaluate investment opportunities. Because financial accounting is governed by generally accepted accoun
principles, the financial statements of rdiffecompanies are comparable to one arfdtygproximately 23% of

the participants to this survey evaluated their fi
28. 1% ,angletivebi.8% an®.9% said their financialamdt count i ng paadt opesr ar e

Figure 23. Financial statements auditing practices
Q2 3. Yo urfindneiasstaterments d@re audited

Neithoer Financial statements generally signify the situation of a:business in terms
10.2% of its finance. The business'is/held accountable by the.amount.of money
Internally made and-used in a very detailed sense. They represent the picture of the

33.19 institution 'in:reference to: its financial Wwelhg as well: as profitability.

Businesses make use! of theraudited-repaesify that the details given
in their statement arecorrect and accurate. Internal-and external auditing

enhances t cheencnif ivnian cicand sit-atlement ¢
Externally businesses in El Paso stated that they impléex¢eitnal anddinternab
56.7% auditing -practices, 56.7%!and 33.1% respectively. Only 10.2% affirmed
that they donot audit their financial statemeeither internally nor
externally.

Figure 24. Certifications inaiea abnstruction
Q24. Does your business have any type of certifications in the area of

construction?e.g. International Organization for Standardization (ISO), Leadership
in Energy and Environmental Design (LEED), etc.

Before beginning doing business with the government, businesses must
obtain the proper certifications. Small business certifications could be
defined as professionahd technicatjualificationsthat allowsmall
businesses to enhanceaalset of skillshat will help them compete in

the marketplace. Unlike permits and licenses, small businesses do not need
to obtain certifications to legally operate. However, in order to take
advantage of business oppoittas, such as government contracts,

No
67.5%

19 Capacity Building is a conceptual approach that focuses on understanding the obstacles that inhibgdvesimassés, international
organizations and ngovernmental organizations from realizing their goals while enhancing the abilities that will allow them to achieve
measurable and sustainable results. See IFC (20

20See AI CPA (2013) anEworkbomSealland mBdaum size entitiesy [acEessed on 07/28/15]
http://www.aicpa.org/InterestAreas/FRC/AccoungjFinancialReporting/PCFR/DownloadableDocumentsHSRE/FRESMES

Framework.PDF
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businesses may need to obtain some certificktalesal, state and local governments offer businesses opportunities
to sell billions of dollarsdé worth of someperecentdagsof an d
the procurements be set aside for small businesses. Therefore certified small business have more opportunities
successfully compete for government conadten asking local businesses whether they have any type of
certificationsn the area of construction ($&gure 24), only 32.5% responded positively while 67.5% declared that
they do not have any type of certifications in the constructions field.

Figure 25. Type of certifications in the area of construction
Q25. If so, whichone(s)?

e Other certifications in areas 0
Parallel to government certifications, there many ¢ related to construction 47.8%

types of professional and technical certifications ir Leadership in Energy and

; . . . . - - 17.4%
field of construction, designed to assist the busini ~ Environmental Design (LEED)
. . their skills i ifi datth International Organization for 5 80
!mprovmg glrs [ SIﬂFpGCI ic areas, and at the sam: Standarization (1SO) 8%
increasingheir competitivenesthe more educated an Disadvantaged Business , o,
skilled a busineis the better chancesdems to hate Enterprise (DBE) '
obtain a federal contract. texas professional engineefyy 5o,
certification :
From those busi nesses w  Construction Materials Testing 2.9% pr e
question, 69 participated in questionA2Brge number ~ (AsphaliConcrete/Solls)
of resposeswere receivedince some businesses h 8(a) Program | 2.9%
more than one certification (gegure25). Considering The Historically Underutilized 2 0%
the top three most common certifications, 17.4%, Business Zones (HUBZone) = ™
they are certified wit h StatofTexasHUB Certificatiofl 2.9% ergy
Environment al Designo
N . . CNU-A certification 2.9% .
olnternational Organi z tt i on

Certificationo ( b BD$ adawn Certified Building Commissioning 2 9%

. . d Professional
Business Enterpriseo (DI
- o Energy Star certification®™ 2.9%
Since there were several other certifications that rec

between one and two votes, we grouped them unde: uie

category of oO0other certificat i ongsryincludeasewralsctivtieslsuch e d
as: OMaster technicianbo, 0l ead paint testingé, OHon
among other consictionrelated certifications

Figure 26. Business expanmsiors
Q26.Ar e you planning to expand your business$8 capacitv in

Business expansion relatdsetter brand recognition; building value in the busi 1'2\'gty
5 (1]

for employees-and:customers; offering a wider range!of productsiand serv
larger geographical market, and creasaugnomies of scaledAs Figure 26 'shows
about 87% of the respondents:to: this-question: affirmed-that they are plan
expand their businesses:in the next couple ofwleitesl 2:8% do not. Thiesitive
responseate iin favor of-businesgpansion;, could-be translated into a favor
growth potential for El Paso. When the local economyis!flourisisiegsier for
a business to.succeed and vice. *ersa

2ISBA (2012) oHow to Certify as attpsEwwe.sbd.govBifices/Heatlqastessbd/fesautcesi@230s e d o n
22This means that bigger businesses achieve lower costs per unit and stretch administration dollars over a largengrtading, line:
professional fees, insurance and banking charges, to name a few. The economy of scale contributes to havinfpmR&Dmoney
sponsorships, employee training and education, investment in new technology and creating more productivity out ®éeBpkwelks.
(2973).

23See McFarland and McConnell (2011)
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Expanding. dusiness can be certainly rewarding but it.can-also be challenging and risky: In-an environment whel
coapistial s nessceamceel s sheivee rands coecxspee mlthsmnre e ¢ ommeinsds s ma |l |
reach new customers or broaderr tiéerings without the cost of developing additional expertise-or hiring more
employees.

Figure 27. Joint ventsigxperience
Q27. What is your experience establishing joint ventures

Excellent 5. 7% (partnering with other businesses)n the City of El Paso?
Very Good 11.5% *Partnering with other local businesses to increase your chances to be
awarded a federal contract.
Good 21.3% . L .
According tor thé=ederal Acquisition-Regulation (FAR)
Fair 20.5%

joint venture:-could be understood-as-a legal organization

Poor 41.0% that takes the form of:a sheetmpartnership-in which the

persons jointly. undertake a transaction for. mutual.3rofit

Generallyeach person contributes assets:and share risks: Like :a partnership; joint:.ventures can involve any type
business transaction'and the parties.involved can be individuals, groups of individuals, companies, atscorporation
In this contexta very good example of a joint ventuiel iRasds the establishment of Clark McCarthy Healthcare
Partners Il 'the joint.venture of Clark Construction: Group:and -McCarthy Building: Coimgariteest is in the
process of building the Fort Bliss Replacement Hospital in El Paso.

When assessing the experience of local $aesngith the: establishmentodriitjventuregsee figure 2,/jve found

that only 5.7%leclared tthhaveoexcellerie x per ilence ;011 5% overy . goodéd6é; 21
affirmedhavingopoord experience. 'These results indicate that-local businesses: could take better advantage of thi
opportunity.

Figure 28. Joint ventures andosulacting
Q28. Do you think that partnering with other local businesses increases the
potential of achieving a federal sukcontracting award?

In fact 54% of local businesses-believe-thatiestablishing joaints/evith

other llocal-businesses:increase the potential of being lawarded a'federal sub
contractS 't ihdicly t helr esnaren34: 9 %theoahswérh e b |
to this question and 11.1% responded-negggeehigure 28)It would be
interesting that thereviously mentioned business assistance organizations in
El Paso(seeFigure 19)could organizemore trainings and workshops
designed at educating the local businesses about the establishment of joint
ventures, in line with the Federal Acquisition rules. Likitwise)d be interestirtg organizenoreB2B meetings

aiming tofoster the creation of new joint venture partnessbgiween local businessesgeneral terms, joint
ventures could: greatly increase the chances to-get a fedmyatraabbecause this: partnership . allows local
businesses> to-.combine and . complemeatc: h = o-tl:h-e:r..6 knowledgk antl technologly ia-ordethtabe more
competitive and-deliver-the: best product or service to theigovernment within: the'required deadlines.

24The Federal Acquisition Rules (FAR) have a very specifit natid what constitutes a O0joint ventur
»%Federal Acquisition Regulation, (2015), 19.101, oControl thro
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5. LOOKING TOWARDS THE FUTURE

Figure 29. Local busineaseisfuture stdntracting awards
Q29. In five years from now, do you expect the ability of
Excellent 4.9% local businesses to compete successfully in federal sub
contracting opportunities to b&

Very Good 18.9%

When asking the | ocal busine

Good 26.2% i
ability to compete and be awarded a federalosmitact

Fair 41.8% will be in the next five years, the general opinion seem to
beratherpessimistic (see figure 29). Only 4.9% consider it

Poor 8.2% woul d bed;0ex&.ed%endi d it wou
26. 2% think it woul d be 0g

respondents, 41.8%elieve their abiliiyvoul d be of ai r 6; while 8.2% said it

Figure 30. Future plans in federal contracting
Q30.1s your business planning to participate in future federal swlontracting
opportunities?

In hand with the previous question and aiming to assess the
perception of local businesses activities in relation to federal col
businesses were atkénether they plan to participate in future federal
contracting opportunities (dggure 30). More than half of the responde
to this questi @n,346840 %,nsavres vedr &
said that they 0wi Ib-tontraairgdppgtanities

6 %

Figure 31. Local businesses who do npapiaiptie federal
contracting
Q31.Ifthe answer to the previous questions wasaT,

Cost, complexity and time 23.1% pleaseexplain why?

Better opportunitites can be Even if only a small portion of the respondents to

found elsewhere 23.1%  the previous question (13 responses in total)
affirmed that they do not plan to participate in future

Maybe 23.1% federal contracting opportunitiésywasimportant
Lack of financial meand 7% to identify thg .reasons behind this negative
responseOrganizinghe responsagvealedeven
Most sub-contracts are awarded 7 7% different categories (deigure 31). The most voted
to larger businesses ones are related to o0cos"
Previous bad experiences witf} 77% (23.1%)ando bet t er opportunitie
prime contractors , N ,
es ewher &) and Ba ylb e 0 (23. 1%
Not a small business (contractor) 7.7% latter one encompasses the local businesses who are
not sure whether to participate in future federal sub
contracting opportunities or n@therless votedeasonga r e ¢l assi fi ed i ntobfinam@at egor
meansoO (7. 7Yt roancotsst asrueb awar dedantdo Olpargemmubudiane £
prime contractorsdé (7.7%) . There was o itWwasclassifieeit r e s p

underthecategr y ONot a smalb business (contractor)
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Figure 32. Local businesses federal contracting strategy
Q32.1 f t he a nesiwewisthe businessypreparing to

compete in future federal contracting opportunities? Strenthening small businesst 0
. capabilitites 59%

Those businesses wh o resc n
provided several statements explaining how they Developing a better and closer

. . , relationship with prime contractors 20%
preparlng f[hemselv.es to competg .|n future federal contr: and federal agencies
opportunities (see figure 3yganizindhe responses left u
with 5 different categosie Other responses | 8%
The most voted statement gt

] b . ~ bili Increase the participation in
S ma usi nesso capa ! I community associations and groups = 7% C
within this category r ef ¢ intheareaofconstuction e
N p ' 0 pos a I. W,r It I\n_ 90, . ¢ Building partnerships with other o S
certificaoviomgod,acoomptin small and large businesses 6%

oicreasing bonding capabi

The second most important category, contains statements relatddeto 0 devel opment of b
relationships with pri me ¢ onlthrea cotooyleses réa noda ¢fpemdoerrya,l  (a&
wide variety of comments. For exampl e, owe ar-e | oo
owned businessboé.

The lowest percentages contain statements grouped in two categerissrelated to théincreasen the
participation in community associ @%)iTha& estheraonedgathiierso u p ¢
statements regarding Oobuilding partnerships with ot

Figure 33. Strategy to obtain a fede@htract
Q33.What do you see as the most important strategy

Estabish partnerships and joint 20,20 that local El Paso businesses should adopt to achieve
ventures an award of a federal sukcontract?
Sthrenghten network of contacts 17.9% Similar toQuestion32, this questiowas designed
to find out what kinds of strategies e local
Increase Business Educatior 15.5% businesses lookihg adopt in order to be awarded
a federal subontract.Since this was an open
Increasing the bonding capabilitites 9.5% question, a large number of responaese
Sthrengthen the business 30t rece?vedFor organizaﬁc&ipurposeghe §trategies
procurement expertise with federal provided by the businessgsre placednto ten
different categories
Other responses 8.3%
Considering the top three most common strategies,
Improve thep‘ig\"’/‘i‘ggfthe services 71% 20. 2% of the businesses b
partnerships and joint '
Business specialiation and expertizé 4.8% businesses(e.g, through the menteprotégé
program could allow them to be awardeéddefal
52y Qi N2 4.8% subcontract26 Almost twenty percentl7.9%
stated that they center their attention in
Standarized an consistent pricing 3.6% Ostren gt henin g their, net v

prime contractors, other businesses, federal, state

26 There are several types of meptotégé programs (e.g. SBA, GSA) but in general terms the mirhasprogram is to encourage and
motivate prime contractors or big companies t o a dheiicapabilityofal | bt
performing successfully on future contracts and subcontracts. For onoration see: U.S. General Service Administration (2015).

18



and local agencies) and 15.5% consider that it is impodantd i n ¢ r e a seducatiome iTrh i lsu d ian & g
includes strategies such as training their staff, 0
andworking closer with the previously mentioned business assistance organizations in EFiBassl@da

general terms, local businebstisvahat designing strategies based on education and networkimgeasgéd their

chances toapture a featal sulcontract.

Q34. Additional Comments/Questions

The concluding question of this survey.allowed the participants to write:additional:commeraalyir?@altical
businesegook part in this question, but yet the responses were exidghsiverganizinghe data, we found some
similarities amortheresponsesvhich allowed us tolassify and summarize them in different categories:

Federal Level:

- Evenf businesses-are registered as official veRddesal agencies do normallyreach out.téhem.

- Buuissicnlens :sce'sice trhracnkoat thiencOf - foir crers o fooc€obnrgercesos ma-nhwO6:Rour k e
in federal contracting.

- Local busiasses could be able to increase their chances to be awarded fedeteacishif the federal government
would offer smaller contracts, according to the size of the small businesses, instead of offering huge contracts tailor
for prime contractors onl

- In order to secure that more local businesses get federal contracting opportunities in El Paso, Fort Bliss should have
contracting office that ensures the allocation of funds locally.

Proposed solutions:

- By using methodologies suchean Six sigma, small businesses could improve their internal organization and increase
their chances to be granted federaksulracts.

- Atthe local level (city, countyyjood solution would be to raise the contracting standards rather than justhgoing
the lowest bid. This would increase local competitiveness and job quality. This would allow local subcontractors to ha
better resources, allowing them to hire better educated staff in order to run federal projects.

- |t 8s i mpgilze neatostwithin the aonstruction indusamdto locak a qualified consultant with proven
performance and credentials to help small businesses understand the Federal Acquisition Rules (FAR)

- Trainingthe staff orhow to plan, perfornand executsubcontractswith timely completion.

Disadvantages:

- Having -contacts-and good: relationships with-prime- contractors - wouldhadibwusinessés get-a: stHoontract
easilyrathethan 'having-technical-and professional capacity (favoritism v.-meritocracy).

- If localbusinesses arenot registered under: the programs-(minority business, -Hubprogram)'then:their-chances to |
awarded a federal sotntract-could be reduced .considerably.

- Womenowned businesses are still in disadvantage within the procurement market.

- Businesses in El Paso, lack the knowledge, the expertise and the information required to be competitive in the fede
procurement market.

- Many of the subcontracts awarded to local businesses are limitetittebactivities (e.g. cleaning seryodsble
bathrooms, landscaping, pavement, etc.) while the high skilled, better payed contracts are awafrtmanto out
companies.

- Applying to a federal s@bntract is time consuming, complex and extremely bureaucratic which creates an obstacle
for amall businesses.

- In terms of payments; sabntractors:usually experience challenges toget-piaiet on

Other comments:

- Local businessbslievehat the information events organized by prime contractors could be used better to get to know
the local workforce better.

- Iltds good that this $&uUTEPelis importamdty identify whateid tiegnaic mrabldnu c t e
affectinglocallui nessesd® participation in federal contractir
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Condusion

Local Businesses in El Pase specialized in several areas in the field of construction, offering a good range of
technical and professional servidesvever most of the services preddirecentered iow skilledservices (e.g.
pouring concrete, site preparation, plumbing, painting, and electrical work); and in a lesser extent in professior
services (e.g. architeal and engineering services), which could be a setback whengdon@etederal contract.

In order tomake the transition frolaw to high skilledervices, it is important that local businesses invest resources

in training and education programs for their workfohere are several educational tools availalhedwebinars,

MOOC courses, etc.) and offered by the government and community organizations in El Paso (page 13). Likewis
local businessshould keep their business portfolieaydate (mainly on theivebsites), including their skills, the
services provided, certifications and any value added to enhance their profiles. This exercise could considerably t
i mproving the businessesd6 strategic planning effort

Overall, local businesses have the pat¢émimprove and capture federalsoiitracts. The key to be successful lies

in educatig their workforce, modernizing their infrastructure and constantly updating their knowledge on federal
contracting. I n many way s inthsfedarhl conttactirsgimarlketplace wilbbe & diréctu r €
result of how effectively they chooseémplement disciplined business development, proposal development and

knowledge management processes and methodologies.
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