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Small Businesses are Key to Site Missions
• SRNS strategy to execute largely depends on small business performance
• Forecasting an increase in Site missions
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Small Businesses Opportunities
• Our Small Business Program is Vital to Our Success
– SRNS employs a “Small Business First” policy
– Small Business Team is an active participant in defining our
sourcing strategy
– Small Business Liaison Officer is your advocate
– Manages key supplier relationships

• Supply Chain Operations is Committed to Your
Success
– Fully invested in finding and developing the right small
business partners
– Commitment to partnering with process owners
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Small Businesses Engagement

•
•
•
•

Make it easier to do business with SRNS
Develop stronger relationships
Drive collaboration with partners
Continue to perform
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Engagement Process
Optimize
•
•
•
•

Increase access
Improve education of SCM processes
Broader communication of opportunities
Strengthen Advocacy

Partner
• Greater leadership in supplier diversity
organizations
• Support SRS outreach efforts and engagement
• Greater collaboration with DOE-OSDBU
• Increased supplier conferences

Develop

Perform

• Position proteges to continue to enable
Site missions
• Mature Protégé Center of Excellence
• Identify additional scopes for protégé
engagement
• Select additional protégés

•
•
•
•

Report the wins and maintain the gains
Forecast and manage opportunity
Targeted sourcing
Communicate well and communicate often
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How To Do Business with SRNS (4 Easy Steps)
Register in SAM: https://www.sam.gov/SAM/

Reach out to the SRNS Small Business Programs Office at
supplierdevelopment@srs.gov and provide your capability
statement with this communication
Refer to our website for opportunities and short-term
subcontracting needs. www.savannahrivernuclearsolutions.com

Respond promptly and thoroughly to all solicitations
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Small Businesses Key to Success

Significant Opportunity
• Labor Subcontracts/Staffing
• Dismantlement & Removal
• Construction Materials
• Equipment Fabrication
• Communication Systems
• Electrical General Services
• Structural General Services
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How to Win at SRNS
• Learn
–
–
–
–
–

Learn the “ins and outs” of government contracting
Prepare for the paperwork requirements
Keep certifications current
Comply with regulations and institute quality control procedures
Thoroughly review the solicitation and know the expectations

• Educate yourself
– Safety and security are critical to our mission
– Learn our business

• Identify how your company would fit into that business
– Similar core competencies
– Unique business discriminator
– Pinpoint your niche and don’t try to be all things to all people
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How to Win at SRNS
• Communicate your value
– Be realistic regarding your capabilities and capacity
– Long-term strategic relationships are built on performance
– Deliver on your PO/Subcontract commitments (i.e. on-time delivery, quality, cost,
documentation, etc.)

• Keep us informed
– Always respond to RFPs/RFQs, even if you are not able to propose
– Discuss your value and not your size status

• Network
– Use opportunities such as this conference to meet decision-makers
– Continue to build on the relationships that are established
– Clearly articulate your value proposition
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Small Businesses Key to Success
National & Regional Recognition

Exceeding SB Goals

• Exceeded all socio-economic categories for 5 consecutive years
• Exceeded goals in challenging categories; HUBZone and
SDVOSB
• Developing five protégé companies
• Received national & regional awards at every Management
level!!
–
–
–
–

2020 GMSDC George Lottier “Rising Star” Award
FY17, FY18, and FY19 DOE HQ Procurement Director of the Year
2018 and 2019 GMSDC Supply Chain Advocate of the Year
DOE HQ/CVMSDC – Nominated Two Small Business of the Year
Winners and the FY18 DOE Protégé of the Year
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Manage Your Business
• Quality
– Compliance monitoring
– Supplier scorecard (quality assurance and on-time delivery)
– Internal Assessments

• Speed
– Delivery
– Responsiveness

• Efficiency
– Continuously improving

• Competitive Cost
– Quality, speed and efficiency improvements are realized in competitive-cost structure
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Manage Your Value
• Increasing value to SRNS
– Transparent communication
– Competitive pricing strategies (cost savings)
– Product and process innovations
– Customer satisfaction

• Managing your reputation
– Culture-respectful workplace
– Ethical Conduct
• Open disclosure of Conflicts of Interest

– Reliability
– Credibility
– Safety
– Environmental compliance
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SRS Collaborative Supplier Council
• Purpose:
– Increased value to DOE
– Provide a better understanding of stakeholder needs
– Open forum to discuss shared insights to drive greater efficiencies
– Capture and implement industry best practices

• Disclaimers
– Council is advisory in nature
– There is no implicit or explicit commitment
of subcontract opportunity

• Benefit
– Opportunity to serve as trusted advisor
– Ability to collaborate on supplier development activities
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J. Alex Agyemang
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Lori Gee-Nipple
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Supplier Development
SupplierDevelopment@srs.gov
1-800-888-7986
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We make the world safer.
SRNS: We make the world safer.

