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Organizacion de los Estados Americanos
Secretarfa para el Desarrolio Integral
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Red Interamericana de Compras Gubernamentales

Actividad:  Seminario Interamericano sobre Participaci—n Competitiva
de la MIPYME en Compras Gubernamentales

Tema: Participaci—n Competitiva de la MIPYME en Compras Gub.

T’tulo: TRANSFERENCIA TECNOLOGICA PARA COMERCIO

VIRTUAL MIPE
Presento: Manuel Rosales, SBA
Pa’s: Chile
Fecha: 12 de Mayo




U.S. Sm all Business
Adm Inistration and SME
Procurement in the




Policy Statement

¥ It is the policy of the United States, as
stated in the Small Business Act, that
OAIIO small businesses have the maximum




Policy Rationale

¥ Decentralizing Economic/Political Power
¥ Expanding Opportunities
¥ Promoting Competition




SBA Focus

Ensure that small businesses get their fair
share:

¥ negotiate annual procurement goals with
each federal agency

¥ review each aaencvOs results




Program Outcomes

¥ Increased Growth in Small Business
Share

¥ New Suppliers
¥ New Products and Services

Your Small Business Resource



Introduction
to Business Matchm aking

On the road and onlme -
Busmess Matchmaklng

‘ | Events

- Business Matchmaking
= Online Network Pilot

S0 Communities
U.S. Small Busi

Business
MATCHMAKING SB‘ ......

A Cooperative Agreement between SBA and HP Small Business Foundation.




Advantages to Buyers

¥ Educated Sellers

¥ Small Businesses matched to your
needs

Business SBN [,y
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How Matchmaking Works

¥ Seller (small business) training on-line

¥ Seller profiles created

US. Smoll Business Administration

Business
MATCHMAKING SM w]

A Cooperative Agreement between SBA and HP Small Business Foundation.

Years in Business:

Employees:

Percentage, if any, of
procurement revenue
from government agencies
or large corporations:

woman Owned:

Minority Owned:

Veteran Owned:
Disabled Veteran Owned:
U.8. Citizen Owned:

8(a) Participant:

Hub Zone Certified:

How did you learn about
Business Matchmaking?

Explain:
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Yes: © No
Yes: ® No
Yes: © No
Yes: © No
Yes: & No
Yes: @ No
Yes: © No

annaa0m

Newspaper Article =}

The following information is optional, but will allow us to adapt our
Business Matchmaking event to best fit your needs.

Please list your 3 largest current customers:

Customer 1:

Customer 1 Type:

Customer 2:

Customer 2 Type:

Customer 3:

Customer 3 Type:

Bealls Stores

Medium Business

Crazy Discounts

Medium Business

Fragrances

Medium Business




How Matchmaking Works

¥ Buyer (procurement official) profiles

created

HP

Organization
Participants
Buying Needs

Instructions
Password
Logout

Business E: (" |
MATCHMAKING “.S..l.;_ﬁ.‘,, [B

A Coaperslive Agreamant bedwoen SEA 3ng HP Smalt Business Feansation.

Procurement Buyers Portal

Buyer Organization Information

Administration
1 Divisions

] List Buyers
1 List Sellers

Last Buyer

Acceniure
-Schedule
-Divisions

US. Smoll Business Administration

O

MATCHMAKING SB“Q i

Business

A Cooperative Agreement between SBA and HP Small Business Foundatio

Organization: IHP |
Address 1: [20555 SH 249 |
Address 2: | |
City: [Houston |
State/Province: ITean E
Zipcode: @

Phone: [281-514-6893 |

Fax: I |

Web: [http:fivean hp.comihpinfolg

Primary Contact: [Ms. Claretta Strickland ]

7o make changes, please contact Vanessa Hammack, Procurerment
Services Manager, at 1-510-530-1435 or
vanessa@businessmatchmaking.com




Day of the Event

¥ Prescheduled appointments provided to
buyers and sellers

¥ Each seller has minimum of 3

U.S. Small Business Administration

SBA

MATCH MAKING =52mmm Your Small Business Resource
A Cooperative Agreement be

tween



Face Appointments

Face-to-




Closing the Deal




Business Matchmaking
Online Network

Step #1 - Learn

¥ Small business owner views a video and
text-based tutorial provided electronically
via www.BusinessMatchmaking.com or
CD-ROMOs available from local SBA,

Business SBN (,3
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Business Matchmaking
Online Network

Virtual W orkshop

¥ Doing business with:
b Government agencies
D Major corporations

u.

Amertua‘s Small Business Resovrve

Business QP A I
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Business Matchmaking
Online Network

Step #2 - Matchmaking System Access

¥ Upon completion of online tutorial, small
business gains access privileges to the
Matchmaking system to profile their

Business SBN [,y
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Business Matchmaking
Online Network

Step #3 - Expand the Network

¥ Simultaneously, procurement
representatives and their buying needs
are cataloged in the Matchmaking system
In anticipation of appointment-setting with
participating small businesses

_ 44“



Business Matchmaking
Online Network

Step #4 - Matchmaking Begins

¥ Small businesses select target buyers they
match with and are put in contact
for information exchange electronically
and via telephone.
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Business Matchmaking
Online Network

Step #5 - Continuous Counsel

¥ Matchmaking counselors remain in contact
to ensure communications occur between
buyers and sellers

¥ SBA, SCORE and SBDC
remain available to
provide counsel and
strategy throughout
the process

_ 44“



Results of
Business Matchmaking
Regional Events

38,000+ appointments between buyer and seller
12,882 sellers attended

1,718 buyers attended

Over $30 million in contracts awarded, with more
pending

50% of contracts awarded went to minority and
women owned businesses

K K K K

K

Gulf Coast Business Matchmaking
¥ Registered over 700 firms
¥ More than $39 million in contracts awarded
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Results of Business Matchmaking
Online

2005

¥ 5 cities targeted

¥ 60 buyers per city
¥ 399 sellers (total)

¥ 3,610 appointments

2006
¥ 304 sellers registered so far
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