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Mr. David Allen
       Senior Small Business Specialist, 
 Environmental Protection Agency (EPA)

David Allen, a Vietnam Era veteran, is a Senior Small Business Specialist with the Small 
Disadvantaged Business Utilization Division at the Environmental Protection Agency. Mr. Allen 
evaluates the buying activity’s procurement plans to identify opportunities for small businesses. 
He strategizes and confers with the buying activity and the program office to ensure appropriate 
small business consideration in accordance with the Federal Acquisition Regulation and Agency 
policy. He is a versatile professional that has held positions as the Deputy Director for EPA’s Office 
of Small and Disadvantaged Business Utilization. Before starting work for the Environmental 
Protection Agency, Mr Allen was a Systems Analyst for USinternetworking, an application service 
provider, Computer Operations Supervisor for Digital Equipment Corporation and an Applications 
Developer.  In addition, Mr. Allen was co-owner of one of approximately 50 African American 7-
Eleven franchises in the world.  Before the advent of compact discs and music streaming, Mr. 
Allen owned two vinyl record stores. He brings a technical edge with a unique awareness of small 
business concerns with an analytical approach for small business spirit and innovation. 
Mr. Allen majored in Elementary Education and Computer Science at Bowie State University and 
the University of New Mexico



225

How to Do Business With EPA 

February 2026

Small Business First



226

226

Mission Statement

Support the protection of human health 
and the environment by advocating for 
and advancing the business, regulatory, 
and environmental compliance concerns 
of small businesses
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What We Do

Advocate and advance the business, 
regulatory, and environmental 
compliance concerns of small and socio-
economically disadvantaged businesses. 

Responsible for the 
implementation of procedures 
and oversight of small business 
programs mandated and 
described under several 
statutory authorities and 
Executive Orders.
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• Statute requires agencies to provide small businesses the “maximum practicable” contracting 
opportunities

• “Maximum practicable” is measured based on negotiated and statutory goals

• Agencies should consider socioeconomic goals 

• Small business fuel the U.S. economy, representing 99.7% of all employer firms

• SBA statistics show that small business generate 64% of new jobs since 1994

• The Small Business Administration publishes an annual scorecard evaluating agency 
goal achievements

Small Business Contracting Imperative
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Tips On Doing Business With EPA

How EPA Buys – What Small Businesses Need to Understand Now

❖ The EPA frequently contracts with small businesses for environmental remediation, water infrastructure, 
and professional services, often exceeding its 23% small business goal.

❖ Key procurement opportunities are identified in the annual Acquisition Forecast, with solicitation via 
FedConnect and SAM.gov. 

❖ Success requires navigating specific contracting offices, utilizing Small Business set-asides, and engaging 
with the Small Business Solutions and Opportunities (SBSO) team.

https://www.fedconnect.net/
https://sam.gov/opportunities
https://www.epa.gov/resources-small-businesses/small-businesses-solutions-and-opportunities
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Tips On Doing Business With EPA

How EPA Buys – What Small Businesses Need to Understand Now (cont’d)

❖ Contracting Demand & Mission Areas - The EPA’s mission drives demand for services including:

✓ Environmental Remediation & Cleanup: Technical, scientific, and engineering support.

✓ Infrastructure & Water Projects: Construction and engineering related to water 
management.

✓ Professional Services: Scientific research, analytical support, and environmental 
monitoring.

✓ Emergency Response: Rapid response, hazardous material cleanup, and compliance 
monitoring.
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Tips On Doing Business With EPA

How EPA Buys – What Small Businesses Need to Understand Now (cont’d)

❖ EPA Acquisition Structures and Offices

✓ Office of Acquisition Solutions – Oversees contracting, providing a yearly forecast for opportunities 
over the Simplified Acquisition Threshold

✓ Small Business Solutions and Opportunities Team – Advocates for small business inclusion (Section 
15(k)) and provides technical assistance

✓ Regional Contracting Offices – EPA decentralized its acquisitions across various regional offices

✓ FedConnect – Mandatory for submitting proposals on contracts above the micro-purchase threshold
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Tips On Doing Business With EPA

How EPA Buys – What Small Businesses Need to Understand Now (cont’d)

❖Misunderstandings and Where Clarity matters Most

✓ Ignoring the Forecast Database: Many vendors fail to utilize this tool, which outlines upcoming 
opportunities.

✓ Overlooking Subcontracting: Failing to leverage the EPA Active Contracts List or SBA SubNet to find 
large prime contractors.

✓ Underestimating Specialized Certifications: Not properly positioning for Small Business set-asides.

✓ Ignoring Small Business Specialists: Not connecting with the SBSO to review capabilities and get advice 
on specific procurements.

✓ Registration Gaps: Missing FedConnect registration, which is essential for submitting proposals.

https://www.epa.gov/resources-small-businesses/how-do-business-epa
https://www.epa.gov/resources-small-businesses/epa-small-business-tools-and-resources-subcontracting-opportunities
https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting/subcontracting-opportunities
https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting/subcontracting-opportunities
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Tips On Doing Business With EPA

How EPA Buys – What Small Businesses Need to Understand Now (cont’d)

❖ EPA’s Procurement Pathways, Expectations and Readiness

✓ What EPA expects from small businesses before they pursue opportunities.

✓ The difference between being interested and being ready.

✓ Common gaps EPA sees in proposals, capability statements and market research responses.

The Environmental Protection Agency (EPA) emphasizes that small  businesses must move beyond merely 
being interested in contracting to being fully ready to perform. The agency expects vendors to understand 
technical requirements, have an established business presence, and present clear, concise proposals. 
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Tips On Doing Business With EPA

❖ EPA’s Procurement Pathways, Expectations and Readiness

EPA Expectations Before Pursuing Opportunities
Before engaging with the EPA, the agency expects small businesses to:

✓ Be Certified: As of December 22, 2024, all firms must be certified by the SBA program for goal-oriented contracting.

✓ Understand Requirements: Firms must fully understand the technical requirements, standard business practices, and 
the current market for the specific supplies or services.

✓ Register in Required Systems: Vendors must be registered at SAM.gov and, for most procurements, in FedConnect, 
which is EPA’s communication portal for contracts.

✓ Show Capability: If a company lacks direct experience, the EPA suggests teaming with a more experienced contractor 
through subcontracting or the mentor-protege program.

✓ Understand Conflict of Interest (OCI): Contractors must ensure they have no organizational conflicts of interest that 
could prevent impartial advice to the government. 
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Tips On Doing Business With EPA

❖ EPA’s Procurement Pathways, Expectations and Readiness

The Difference Between Interested and Ready
The EPA distinguishes between vendors looking for work (“interested”) and those prepared to execute 
(“ready”):

❑ Interested: Registered in SAM, attends webinars, and submits proposals regardless of specific 
experience or capability gaps.

✓ Ready: Understands the EPA’s mission, has a capability statement targeted to specific EPA NAICS codes, 
has a cleared past performance record, and possesses the technical capability to perform at the time of 
proposal or a clear plan to have it in place by award. 
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Tips On Doing Business With EPA

❖ EPA’s Procurement Pathways, Expectations and Readiness

The Difference Between Interested and Ready

❖ Common Gaps in Proposals and Capability Statements
The EPA (and industry analysis of EPA procurement) frequently identifies the following gaps:
✓ Generic Capability Statements: Using a "one-size-fits-all" document that lists too many unrelated NAICS 

codes (e.g., janitorial and cybersecurity) instead of focusing on core competencies.

✓ Focusing on Features, Not Benefits: Failing to tell a story or explain how the company’s capabilities 
solve specific EPA environmental challenges.

✓ Missing Technical Details: Inability to demonstrate in proposals how the technical capability will be in 
place at the time of award.

✓ Ignoring Instructions: Proposals that are hard to follow or do not follow solicitation instructions, which 
makes the evaluator’s job harder and increases risk.

✓ Lack of Specific Past Performance: Failing to provide concrete examples of similar work done for other 
agencies or private sector clients. 
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Tips On Doing Business With EPA

❖ EPA’s Procurement Pathways, Expectations and Readiness

The Difference Between Interested and Ready

❖ Key EPA Procurement Pathways:

✓ Simplified Need Acquisition Program (SNAP): A reverse auction platform for, generally, 
purchases under $250,000, including lab supplies and IT.

✓ FedConnect: The primary portal for all solicitations and contracts above the micro-purchase 
threshold.

✓ Subcontracting Opportunities: Utilizing the EPA’s Small Business Subcontracting 
Opportunities Dashboard to connect with large prime contractors.
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Tips On Doing Business With EPA

❖ EPA’s Procurement Pathways, Expectations and Readiness

Early Engagement and Market Research at EPA – Doing it the Right Way

• How EPA conducts market research and why it matters more now
• What meaningful engagement looks like from EPA’s perspective
• How Veteran and small businesses can signal capability without crossing lines

Early engagement and market research at the Environmental Protection Agency (EPA) have evolved to 
emphasize proactive, transparent, and inclusive collaboration. The EPA now focuses on early, frequent, and 
substantive dialogue to foster innovation and achieve Small Business goals.
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Tips On Doing Business With EPA

❖ EPA’s Procurement Pathways, Expectations and Readiness

Early Engagement and Market Research at EPA – Doing it the Right Way

❖ How EPA conducts market research and why it matters more now

The EPA utilizes market research to identify capable vendors, specifically aiming to meet socioeconomic goals 
and to better understand industry capabilities.

Methods: EPA contracting officers use sources like SAM and FedConnect to identify vendors.

Purpose: Market research helps the agency determine the best acquisition strategy, such as set-
asides for small businesses, based on the "Rule of Two" (identifying two or more capable small 
businesses).

Why It Matters Now: Early market research is critical to aligning contracting needs with administration 
priorities like climate change and renewable energy. It also helps prevent future issues by ensuring a diverse 
set of voices and capabilities are included early in the procurement process.
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Tips On Doing Business With EPA

❖ EPA’s Procurement Pathways, Expectations and Readiness

Early Engagement and Market Research at EPA – Doing it the Right Way

❖ What Meaningful Engagement Looks Like from EPA’s Perspective
Meaningful engagement at the EPA is not just a checkbox exercise; it is about active, iterative dialogue that 
informs agency decision-making.

✓ Early & Frequent: Engagement should occur long before a Request for Proposal (RFP) is released, 
allowing for input on draft requirements or Statements of Work.

✓ Two-Way Dialogue: It involves sharing information, addressing concerns, and fostering partnerships to 
create sustainable environmental solutions.

✓ Inclusion of Diverse Voices: EPA actively seeks to engage underrepresented, overburdened, and small 
business communities to provide equal access to information.

✓ Technical Assistance: EPA provides tools and resources, such as the Small Business Subcontracting 
Opportunities Dashboard, to help vendors understand how to engage.
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Tips On Doing Business With EPA

❖ How Small Businesses Can Signal Capability Without Crossing Lines

To engage effectively without violating procurement integrity rules (i.e., avoiding organizational conflicts of 
interest or "buying" influence), Small Businesses should focus on providing technical information, not 
soliciting non-public information.

✓ Use Formal Channels: Engage through official sources like the EPA’s Small Disadvantaged Business 
Utilization Division (SDBUD) or Small Business Specialists.

✓ Register in Databases: Ensure your SAM.gov profile is robust.

✓ Leverage Capability Statements: Provide a clear, concise capability statement that highlights technical 
competence in environmental areas, rather than asking for insider information on upcoming contracts.

✓ Attend Outreach Sessions: Participate in Direct Access Programs and industry days to connect directly 
with Procurement Decision Makers (PDMs).
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Tips On Doing Business With EPA

❖ How Small Businesses Can Signal Capability Without Crossing Lines (cont’d)

✓ Focus on Subcontracting: If you cannot be a prime person, use the EPA’s Active Contract List to identify 
and connect with large prime contractors that have established subcontracting goals.

✓ Signals of Quality: Highlight your Small Business certification to show compliance and readiness.

❖What to Avoid (The Lines Not to Cross):

✓ Asking for details of an upcoming RFP that are not public.

✓ Suggesting that your firm should have special consideration.

✓ Attempting to influence the contracting officer in a way that creates an unfair competitive advantage.
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Tips On Doing Business With EPA

Upcoming or Recurring Procurement Opportunity Areas

• Categories where EPA regularly relies on Veteran and small business participation

• Services that tend to recur across regions or programs

• Skills and capabilities EPA anticipates continued demand
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Tips On Doing Business With EPA

Upcoming or Recurring Procurement Opportunity Areas

The U.S. Environmental Protection Agency (EPA) heavily utilizes Small Business (SB) firms with a focus on 
environmental remediation, scientific support, and specialized technical services. Key, recurring 
opportunity areas and anticipated demand areas through 2026-2027 include: 

1. Categories for Small Business Participation
The EPA has a strong, ongoing commitment to meeting and exceeding its small business goal.

✓ Superfund & Hazardous Waste Cleanup: Large-scale, long-term contracts for cleanup of hazardous 
materials at Superfund sites, frequently set aside for small businesses.

✓ Environmental Remediation: Services related to site assessment, investigation, and cleanup, often 
structured as Remedial Action Contracts (RAC).

✓ Technical Assistance & Compliance: Support for environmental compliance, regulatory 
development, and technical support for headquarters and regional offices. 
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Tips On Doing Business With EPA

Upcoming or Recurring Procurement Opportunity Areas

2. Services Recurring Across Regions/Programs
✓ Abandoned Mine Response & Construction Services (AMRCS): Significant contracting for 

cleanup and redevelopment of abandoned mines.

✓ Response, Assessment, and Evaluation Services (RAES): Recurring contracting for 
environmental monitoring, site inspections, and assessments.

✓ Scientific & Technical Support: Technical assistance for pollution prevention, abatement, 
and control, including inspections of underground storage tanks.

✓ Information Technology & Data Management: Services supporting EPA systems, 
databases, and digital infrastructure.

✓ Environmental Laboratory Services: Analysis and testing of soil, water, and air samples. 
.
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Tips On Doing Business With EPA

Upcoming or Recurring Procurement Opportunity Areas

3. Capabilities with Anticipated Continued Demand
 
✓ PFAS Treatment & Remediation: Specialized technologies for the treatment of Per- and 

polyfluoroalkyl substances (PFAS) in wastewater and biosolids.

✓ Water Infrastructure & Quality: Technologies and services related to water reuse, 
cyanotoxin treatment, and drinking water safety.

✓ Hazardous Waste & Circular Economy: Solutions for sustainable materials management, 
recycling, and food waste reduction.
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Tips On Doing Business With EPA

Upcoming or Recurring Procurement Opportunity Areas

How to Find Opportunities:

✓ EPA Procurement Forecast Database: Lists upcoming direct contracting opportunities.

✓ SAM.gov: The main portal for federal contracting opportunities.

✓ EPA Active Contracts Listing: Identifies existing prime contractors for subcontracting 
opportunities.

✓ FedConnect: Used for communication between EPA and vendors.
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Tips On Doing Business With EPA

Headwinds in the Current Acquisition Environment
• Increased emphasis on standardization and efficiency
• Impacts of the Federal Acquisition Regulation overhaul
• What this shift means:

➢ Set-aside decisions: Agencies are under pressure to balance small business goals with 
efficiency, schedule, and performance risk. 

➢ Documentation requirements: Increased oversight means that firms without well-
documented capabilities, experience, and differentiation are unlikely to be selected for 
award. 

➢ Competition and compliance: With a growing emphasis on fairness, efficiency, and risk 
reduction, minor compliance issues or unclear competitive positioning can eliminate 
firms earlier in the process.
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Tips On Doing Business With EPA

Headwinds in the Current Acquisition Environment (cont’d)

The federal acquisition landscape in 2026 is defined by a "Revolutionary FAR Overhaul" (RFO) aimed at 
increasing speed and reducing complexity, alongside intense pressure on efficiency, which is shifting the balance 
of power and risk between government and contractors. 

Key headwinds include a "commercial first" focus, increased use of AI, and greater scrutiny of small business set-
asides, specifically for contracts exceeding $20 million. 
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Tips On Doing Business With EPA

Headwinds in the Current Acquisition Environment (cont’d)

Increased Emphasis on Standardization and Efficiency: 
➢ The RFO, driven by Executive Order 14275, aims to move non-mandatory "buying strategies" out of 

the Federal Acquisition Regulation (FAR) and into non-binding guidance, reducing the regulatory 
burden. The focus is shifting from "level of effort" to outcome-based buying.

Impacts of the Federal Acquisition Regulation Overhaul: 
➢ The FAR is being rewritten to focus solely on statutory requirements. The overhaul introduces 

stricter oversight, increased use of "required use" contracts, and a move away from, or at least 
consolidation of, agency-specific IDIQs.
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Tips On Doing Business With EPA

What this Shift Means (cont’d)

➢ Set-aside decisions: While the 23% small-business goal remains, the "Rule of Two" is under 
pressure, and contract officers are balancing it against efficiency and risk, with new, rigorous audits 
for small business set-aside awards over $20 million. Set-asides are increasingly viewed through a 
lens of "mission necessity".

➢ Documentation requirements: Increased scrutiny means that, despite a simpler FAR, contractors 
must provide higher levels of transparency and detailed, well-documented capabilities. 
Documentation must justify "best value" in a faster, more commercial-focused environment.

➢ Competition and compliance: The environment is shifting towards "performance-based 
competition," where small, technical compliance errors or poor, vague proposals can lead to early 
elimination. CMMC 2.0 integration and "loser pays" rules in protests are increasing the compliance 
burden, raising liability risks for firms.
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Tips On Doing Business With EPA

Reducing Misinformation in the Vendor Community

• Common myths EPA encounters , i.e., does not use small business
• Small business should rely on official guidance
• The role of SDBUD plays in providing clarity and setting expectations

Reducing misinformation within the vendor community is a priority for the EPA to ensure that all 
businesses, including Small Businesses, have fair access to contracting opportunities. The EPA actively 
works to clarify procurement regulations and dismantle myths through its Small Disadvantaged Business 
Utilization Division (SDBUD).
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Tips On Doing Business With EPA

 Common Myths Encountered by EPA

▪ EPA does not use small business.
o Fact – this is false. EPA is committed to maximizing opportunities for small business and has 

specific goals for small business participation in federal contracting. EPA has been graded an A on 
14 consecutive scorecards.

▪ EPA only buys from large, established companies.
o Fact – EPA actively encourages participation from small businesses, often exceeding its 

government –wide statutory goal of 23% of total acquisition dollars with averages over 40%

▪  You have to pay to register as a vendor or for access to EPA opportunities.
o Fact - EPA warns vendors to be cautious of scams and notes that registration with the federal 

government (SAM.gov) and SBA certification is done through official, free, or low-cost channels, 
not through third-party pay-to-play schemes.
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Tips On Doing Business With EPA

Where to Rely on Official Guidance

 Small business should ignore hearsay and relay exclusively on official, authorized sources:  
 
✓ SAM.gov: The official site for federal contract opportunities.

✓ EPA SDBUD Website: The primary source for EPA-specific small business resources, policies, and 
contacts.

✓ Federal Acquisition Regulation (FAR): The official rules governing federal contracting.

✓ EPA Vendor Communication Plan: Official guidance on how EPA interacts with vendors to ensure 
fairness.
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Tips On Doing Business With EPA

Where to Rely on Official Guidance

The Role of SDBUD in Providing Clarity

The EPA Small Disadvantaged Business Utilization Division (SDBUD) acts as the primary advocate for small 
businesses, playing a critical role in clearing up misconceptions:

✓ Advocacy and Advice: SDBUD provides advice to agency program and contracts officials to ensure 
small business inclusion, correcting myths at the source.

✓ Setting Expectations: Through the Vendor Communication Plan, SDBUD helps vendors understand 
the procurement lifecycle, and how to properly engage with Contracting Officers.

✓ Technical Assistance: SDBUD's Small Business Solutions and Opportunities (SBSO) Team helps 
vendors navigate regulations and understand the solicitation process.
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Tips On Doing Business With EPA

Where to Rely on Official Guidance

The Role of SDBUD in Providing Clarity

✓ Reviewing Solicitations: SDBUD reviews proposed acquisitions to ensure small business 
opportunities are not restricted.

❖ Key Takeaway:
If a vendor receives information that contradicts official EPA or SBA resources, they should 
contact the EPA SDBUD directly to verify.

https://www.epa.gov/resources-small-businesses
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Tips On Doing Business With EPA

EPA Forecast Opportunities
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FY26 EPA Forecast Records
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FY26 EPA Forecast Records
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FY26 EPA Forecast Records
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FY26 EPA Forecast Records
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Contact
Phone:

202-566-2075

Email:
osdbu@epa.gov 

Visit Our Website:
www.epa.gov 

mailto:osdbu@epa.gov
http://www.epa.gov/
http://www.epa.gov/
http://www.epa.gov/
http://www.epa.gov/
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