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 P R O C E E D I N G S  1 

  MR. FUJII:  So, what do I say, the meeting is 2 

now called to order?  3 

  SPEAKER:  Yes.  4 

  MR. FUJII:  I apologize, I've not been to one 5 

of these before.   6 

  MR. RENTERIA:  You say you're buying dinner 7 

tonight?  8 

  (Laughter.)  9 

  MR. FUJII:  Dick Snyder will --  10 

  SPEAKER:  Stanley, don't let them get you on 11 

that one.   12 

  MR. FUJII:  Dick Snyder will make the 13 

reservations for you.   14 

  SPEAKER:  Yes, yes, yes, yes. 15 

  MR. FUJII:  My name's Stan Fujii.  I took 16 

over for Billy Jenkins, who you all know, hmm, he 17 

retired in January?  18 

  SPEAKER:  When did Billy retire, January?   19 

  MR. FUJII:  January, right?  20 

  SPEAKER:  Yeah.   21 

  MR. FUJII:  He retired in January.  And of 22 
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course, Bill Elmore retired in December.   1 

  So Dick Snyder is in charge or our program 2 

currently.   3 

  I don't know everybody here, so if we just go 4 

really fast around just to say who we are?  Ladies 5 

first.  6 

  SPEAKER:  I'm not important. 7 

  (Discussion held off record.)  8 

  (Laughter.)  9 

  MR. FUJII:  Of course, you are.  10 

  MS. HALL:  (Off mic.) I'm Trevor Hall -- 11 

Office of Veteran Business Development.  12 

  MR. MUELLER:  And I'm Kurt Mueller.  And I've 13 

been a member on the Board now, this is year two for 14 

me, starting year two.   15 

  I live in Georgia, I retired about a little 16 

bit more than a year ago, and have a consulting 17 

business that primarily focuses on the business 18 

development for that construction industry.   19 

  MS. CHAMBERS:  Hi.   20 

  MR. FUJII:  Hi.   21 

  MS. CHAMBERS:  Jill Chambers.  I'm a retired 22 
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Army Colonel, after 30 years.  I retired about three 1 

years ago.  I have my own service-disabled veteran-2 

owned small business.   3 

  And I've served on the Committee now for 4 

about a year and half also.   5 

  MR. FUJII:  Well, thanks.  Welcome.  6 

  MR. HILL:  Hi.  I'm Marylyn Harris from 7 

Houston.  I served on the Committee about the same time 8 

as Jill.  Former Army -- service-disabled veteran-owned 9 

small business health care consulting company, and a 10 

non-profit called the Women Veterans Business Center, 11 

helping women veterans of military families start 12 

businesses.   13 

  MR. FUJII:  Oh, great.  14 

  MR. HILL:  I'm Terry Hill.  This is my second 15 

year.  I live in the area.  And I have a small business 16 

that handles marketing and public relations.   17 

  And I spend most of my time working with non-18 

profit associations and -- on the franchise association 19 

-- about in the last ten of 12 years, international 20 

franchise --  21 

  MR. FUJII:  Okay.   22 
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  MR. RENTERIA:  Good morning, Stan.  I'm -- 1 

Renteria from California.  Second year, as well.  2 

Retired after 25 years in the Marine Corps.  I've been 3 

in business for 12 years as an SDVOB as well.  4 

  And I'm a benevolent firm, where I founded 5 

the Southwest Veteran Business Resource Center.  We're 6 

communities for veterans.   7 

  So I'm here to have fun and hopefully 8 

contribute.  9 

  MR. FUJII:  Great.  10 

  MR. SALSBURY:  Rod Salsbury, CEO of Staktron. 11 

 We do software development as well as unified 12 

communications.  This is my second or third year --  13 

  (Laughter.)  14 

  (Discussion held off record.)  15 

  SPEAKER:  Let me get your chair right here -- 16 

  MR. SALSBURY:  So that's it.  17 

  MR. FUJII:  Thank you.   18 

  MR. WHITE:  I'm Steve White.  Actually I'm 19 

trying to figure out if this is -- this is going to be 20 

my fourth year.   21 

  Staying on one more time, and I'm debating 22 
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whether or not I need brain surgery or not -- but I'm 1 

here and I've been involved with veterans' 2 

entrepreneurship issues for a long time.  3 

  MR. FUJII:  Great.  I appreciate everything, 4 

and thank you for being a part of this. 5 

  We just spun around, just sort of introducing 6 

ourselves.  I take it you're Terry?  7 

  MS. SCHOW:  I am Terry Schow from Utah.  I 8 

work with the State Veterans Office, and a veteran. 9 

  MR. FUJII:  All right.  Thank you. 10 

  Again, I'm Stan Fujii.  I started off years 11 

and years ago with the Department of Defense.  Worked 12 

there for about seven or eight years, doing pricing, 13 

evaluating large businesses and small businesses; 14 

tearing apart proposals.   15 

  All that wonderful stuff.  I realized there 16 

is more good, kind of helping folks build proposals.   17 

  So then I joined the SBA, worked the 8A 18 

Program for about 20 years; worked the HUBZone Program 19 

two and a half years; 20 

  Sat with Billy for about three months, four 21 

months, before he left.  So I had a good opportunity to 22 
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learn, and meet some of the folks and contacts that he 1 

had, to get myself more suited toward working with 2 

veterans and service-disabled veteran-owned 3 

organizations and firms.   4 

  Since then, I've been working with a lot of 5 

the different organizations in the local area, and 6 

abroad, trying to get some conferences.   7 

  I was just down at Fort Belvoir the other 8 

week, training their procurement folks on what it is to 9 

do a service-disabled veteran-type contract; 10 

  What they need to know, and how we're 11 

training the veterans.  And it's -- the kind of 12 

environment where you walk in, and a firm comes into a 13 

buying activity -- and you guys need to experience this 14 

-- where you walk into a buying activity and you sit 15 

and you say, "I'm here to talk to the buyers;"  16 

  Or "a contracts person, and I'm looking for 17 

opportunities."  And they're very pleasant and they 18 

give you all the nice things that you want to know. 19 

  And a lot of folks will sit down and tell you 20 

everything you need to know about what it takes to do 21 

business with that agency.   22 
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  Others will tell you, "Oh, what do you do?" 1 

  "I do construction." 2 

  "Oh, great, have you checked that Biz Ops, 3 

and all that wonderful stuff?" 4 

  What I'm doing is I'm trying to take that one 5 

step beyond that.   6 

  So what I did is I let the buying activities 7 

know that -- or like at Fort Belvoir, I let them know, 8 

"Well, what are you going to do if a firm sits there 9 

and says,  10 

  'Oh, we'll we're the last three awards you 11 

made, this veterans or service-disabled veterans.' 12 

  And I'm not just talking about full and open 13 

competition.  I mean you actually set it aside for 14 

service-disabled veteran.   15 

  And the last time a firm came up to you and 16 

asked you about how to do business with you, and you 17 

explained all that, and you said, "Oh, well, yeah, you 18 

know, we went out and we did our market research and 19 

stuff," 20 

  And the firm comes back and says, "On 21 

occurrence with FARPAR 10, market research, did you 22 
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fall in compliance with this, this?  Can I see what you 1 

did?" 2 

  Now of course, they're not going to show you, 3 

but at least the firms are going to be aware of what 4 

market research really entails:   5 

  "Did you really do that?  And if you did, did 6 

you know that, oh, right here I happen to have three 7 

other confirms, they're my competitors, I'm not 8 

endorsing them, but I have competitors, who happen to 9 

be in the same field as me, that are service-disabled 10 

veterans." 11 

  And if you really did your market research, 12 

and yet you went full open, I want to know why didn't 13 

you go veterans?   14 

  Or whatever other programs there were.  15 

Because there are more of us around.   16 

  So just be aware that this is what we're 17 

teaching the veterans.  This is what we're trying 18 

overtime do.  This is what I've been working on since 19 

I've been here. 20 

  But I'm also notifying the agencies, so that 21 

they won't be shocked.  I want them to know if 22 
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everybody has to step up their game. 1 

  Now I'm talking to the wrong group, because 2 

Fort Belvoir is doing high percentages of small-3 

business veterans and service-disabled vets, so they 4 

were more gracious in meeting with me. 5 

  I had met with the Smithsonian earlier on 6 

this year.  And just last week, we had a symposium that 7 

they did.  It was like a mini -- what do you call it?  8 

Sort of a "Get to know the Smithsonian"?   9 

  We had about eight to ten firms that had 10 

tables, booths.  Sort of reverse procurement fair.   11 

  The firms had the booths, and we brought in 12 

USDA, Smithsonian, and a couple of reps from the VA in, 13 

to talk to the firms one-on-one about:  What is it that 14 

you do, and how might we be able to do business with 15 

you? 16 

  So we're taking it from a little bit 17 

different an approach.  I'm just trying to figure out 18 

how we can do more with the agencies, make them more 19 

aware, but also get them more interactive with the 20 

firms and businesses. 21 

  So that's sort of where I've been approaching 22 
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it from, since I've been here for a little over six 1 

months or so.  And I want to more of the organization. 2 

 I really don't know this Board.  3 

  I apologize, this is my first meeting, and 4 

it's kind of funny I'm running it.  5 

  (Laughter.)  6 

  MR. FUJII:  But I just want to see where 7 

we're heading, where we're going.  So if I make any 8 

errors or anything while we're going along, I 9 

apologize. 10 

  But I just wanted to let you get the feel for 11 

who I am, where I'm headed, what I've been doing.   12 

  So I hope that agrees with a lot of you.  And 13 

if it doesn't, that's what I'm doing anyway.  14 

  (Laughter.)  15 

  MR. FUJII:  Anyways, as far as the agenda 16 

goes, Dick was supposed to be here, doing the opening 17 

remarks, sort of giving the objectives.   18 

  I will let you know that there is a -- and I 19 

may get shot for this -- there is a draft Mentor 20 

Protege Program being written.  It's basically for the 21 

women's program, the HUBZone Program, and service-22 
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disabled veterans.   1 

  All three are being done as one, so we can 2 

try to pass it through the approval cycle, at OMB, and 3 

everybody at one time.  4 

  MR. MUELLER:  Is this the one that parallels 5 

the 8A --  6 

  MR. FUJII:  It parallels a lot of the 8A.   7 

  MR. MUELLER:  Mm-hmm.  8 

  MR. FUJII:  There were a lot of questions 9 

like for myself that I have.  One of the requirements, 10 

I you're familiar with the Mentor Protege Program -- or 11 

if you're not -- it basically allows a business to be a 12 

mentor to a service-disabled veteran-owned company. 13 

  The reason why, the question of why does it 14 

parallel 8A?  The 8A Program, Mentor Protege, it 15 

removes affiliation.  It's one of the greatest things 16 

there is.   17 

  So a small business in the 8A Program -- move 18 

forward, they get a mentor, they form a joint venture 19 

under the approved Mentor Protege.  And then they can 20 

now perform on a specific contract, or it's a series of 21 

three contracts, under that joint venture, under the 22 
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SBA 8A-approved Mentor Protege Program. 1 

  The beauty of that is their mentor could be 2 

anybody.  There mentor could be a large business, it 3 

could a small business.  Because the affiliation role 4 

is broken, that that tie is broken; 5 

  So they're only evaluating the firm as the 6 

primary managing venturer, who is at the 8A firm.   7 

  So if they're small, that doesn't matter who 8 

you joint venture partner is.   9 

  So that's the beauty of it.  And by making 10 

the women's HUBZone and the Service-Disabled Veterans 11 

Program mirror that, then it breaks the affiliation 12 

again, so now the service-disabled veterans can go find 13 

a large business, or any business, to be a partner. 14 

  And you would hope that they would find 15 

someone in a firm that is also a part of the veteran 16 

service-disabled veteran environment, because they 17 

would have more suited toward needs and everything else 18 

that they're looking for. 19 

  And they would also understand the 20 

procurement cycle, when you go after a service-disabled 21 

veteran contract, the differences between a veteran 22 
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versus service-disabled contract.  1 

  So that is going to the cycle.  I saw it.   2 

  I had some remarks that I made, which were 3 

basically:  If you have a Mentor Protege agreement 4 

already in place in the 8A Program, and now a veteran 5 

or service-disabled veteran is now trying to do one, 6 

according to the rules, a mentor can get more than one 7 

protege.  But typically they have one. 8 

  But if the 8A Programs had their program now 9 

for several years, and companies like ManTech, SIAC, 10 

Boeing, Lockheed, and stuff already have proteges for 11 

their program, are they now locked out? 12 

  Are service-disabled veterans locked out?  Or 13 

can they now have the same mentor?  14 

  MR. MUELLER:  In other words, if they were an 15 

8A firm and they used Boeing, the service-disabled 16 

could hopefully tie into Boeing as well, maybe?  17 

  MR. FUJII:  Right.  Because otherwise, you're 18 

going to sit there and say, for example, Boeing, if 19 

they were to have a protege in 8A, and you say,  20 

  "Well, okay, the rule is:  You can have one 21 

protege, you could have more than one protege, as long 22 
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as they're not in the same initially.  But I already 1 

have an IT firm."  2 

  MR. MUELLER:  Right.  3 

  MR. FUJII:  And the 8A as my protege.  Well, 4 

now you have an IT firm in the service-disabled veteran 5 

arena.  Are they now excluded from having Boeing?  6 

  MR. MUELLER:  Right.  7 

  MR. FUJII:  Right.   8 

  And then it comes out to, well, one program 9 

came out earlier, so it's not fair.   10 

  So my question is:  Can they now do that, as 11 

long as they're not competing in the same market, 12 

because service-disabled vet set-aside would be 13 

different than an 8A set-aside. 14 

  Now if it's a full and open, it doesn't even 15 

matter, but only in the set-aside arena.   16 

  So I had several comments I presented.  I 17 

haven't heard anything back as far as where we are.  18 

It's supposed to be hitting the Federal Register 19 

somewhere in the next month or so.   20 

  I don't know when that will happen, since 21 

we're already sort of that -- it's supposed to have 22 


