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Sandia Labs Injects $3.76B Into Economy

(Reprint of January 27, 2021 release submitted by SNL's
Supply Chain Risk Management and Supplier Diversity Department)

Introduction

You may recall from the previous PACA
Pulse that | intended to do a feature article
on Sandia National Labs for this issue. As
luck would have it, SNL came out with this
article toward the end of January, and it
pretty much captures anything | would have
said, so | have received their permission to
reprint it.

If there are other organizations you
would like to know more about — and
how they help the New Mexico defense,
aerospace, and space industries — please
let me know via email; I'd be happy to
research and report as a service to my
fellow PACA members!

~ Matt Keihl, Membership Chair,
matthew.keihl@arctos-us.com

Driven by the purchasing of goods
and services and payroll, Sandia National
Laboratories injected an all-time high of
more than $3.76 billion into the economy
in fiscal year 2020. “It's no secret that the
second half of the year was tough on a lot of
people and businesses, especially smaller
companies, which is why we are extremely
proud to be able to support local and state
communities and companies through our
business activities,” said Scott Aeilts,
Sandia’s associate labs director of Mission
Services.

More than $1.4 billion was spent
to purchase goods and services from
suppliers, including nearly $482.6 million
with New Mexico businesses and more
than $349.7 million in subcontracts with the
state’s small businesses.

“We will continue to build on our
successes in developing partnerships with
highly qualified, diverse suppliers that can

contribute to our national security mission
and help us return that investment to the
communities, the states, and the country
that we serve,” Aeilts said.

In addition, the economic impact
included nearly $1.67 billion in payroll
during Sandia’s fiscal year from October
1, 2019, to September 30. Sandia added
about 460 new positions last year, helping
to raise the number of Sandia employees
above 14,400.

Other Sandia Labs’ Economic

Impact Highlights Include:

e Sandia’s more than $3,764,324,000 in
spending was an increase of more than
$86.8 million compared to fiscal year 2019.
e More than $1.4 billion was spent on
goods and services — including about
$1.33 billion in subcontract payments and
roughly $72.5 million in procurement-card
purchases.

e Sandia paid nearly $100.3 million in
corporate taxes, an all-time high of about
$98 million being in gross receipt taxes to
the state of New Mexico in fiscal year 2020.
e The labs spent nearly $2.26 billion
on labor, including payroll, and other

Continued on following page



Economic Impact: Sandia Labs coninued

nonsubcontract related payments. That was up about $91.2
million from fiscal year 2019.

A History of Strong Commitments
to Small Businesses

The data showcases Sandia’s long-standing commitment
to small businesses, which received more than $792.9
million, or 59.5%, of the more than $1.33 billion spent on
subcontract awards in fiscal year 2020. Subcontracting with
all small businesses was up nearly $8.8 million compared
to fiscal year 2019.

New Mexico businesses received nearly $473.1
million in subcontracts, or 35.5% of the total
subcontracting amount. New Mexico small
businesses received about 74% of those
subcontract payments. With an additional $9.5
million in procurement-card purchases, Sandia
spent about $482.6 million with New Mexico
businesses in fiscal year 2020.

A run of strong years with New Mexico
businesses helped to balance a minor dip in
the state’s small-business spending when
compared to an exceptionally strong fiscal year
2019. Subcontract spending was down about
$14.2 million with the state’s small businesses,
although still above fiscal year 2018 and
previous years. Since fiscal year 2016, Sandia’s contracting
with New Mexico small businesses has increased by about
$109.9 million.

“Fiscal year 2019 was a strong year bolstered by multiple
large, one-time, New Mexico subcontracts, such as with
contractors working on the Astra supercomputer,” said Paul
Sedillo, Sandia’s small-business program manager. “The
COVID-19 pandemic was a blow to so many, especially
small businesses, but the nearly $483 million spent by
Sandia within the state of New Mexico last year helped the
economy during a difficult time,” Sedillo said. “Spending in
New Mexico remains strong, and that is a great thing.”

Sandia focuses on working with small businesses fitting
the federal categories as small disadvantaged, women-
owned, veteran-owned, service-disabled veteran owned,
and small businesses in impoverished, HUBZone areas.

Helping Small Businesses Grow

One of those small businesses is Hacienda Home
Centers with offices in Albuquerque and stores in Espafiola
and Las Vegas, New Mexico. The provider of maintenance,
repair and operations products plus building materials is also
in the process of opening a store, HHC Supply, near Kirtland
Air Force Base in Albuquerque that caters to businesses
and government agencies.

“It's been very easy to work with Sandia, from the
contract administrators to the people making requests for
materials,” said Joe Sanchez, vice president of Hacienda
Home Centers. “It's been tough lately for small businesses,”

he added. “The contract with Sandia has really helped us
to continue to grow. It gives us confidence to expand.”

Hacienda, a HUBZone, veteran-owned small business,
signed a contract with Sandia about five months ago after
attending several small-business forums hosted by the labs
before the coronavirus pandemic, Sanchez said.

The Drive Continues for Small
and Diverse Suppliers

Sandia seeks out small businesses through a variety of
programs, such as public forums attended by Hacienda,
other suppliers, and civic leaders to discuss subcontracting
opportunities. In fiscal year 2020, Sandia launched a Mentor-
Protégé Program for small businesses and recently named

its first three protégés. Last fiscal year, 41

new contract opportunities offered the 5%

New Mexico pricing preference. Contracting

opportunities are listed on Sandia’s website.

For the past four years, Sandia has hosted

small-business forums to meet with business

owners and representatives. In fiscal year

2020, before the pandemic, Sandia hosted two

such events attended by 129 suppliers that

could meet with subcontract professionals,

supplier diversity advocates, other Sandia

personnel, and representatives of a free New

Mexico small business resource center, the

New Mexico Procurement Technical Assistance Center.

Sandia representatives attended 12 virtual small-business
events last fiscal year.

“Itis hard work and resiliency that make small businesses
special,” Sedillo said. “That’s why Sandia is dedicated
to working just as hard to ensure that small and diverse
businesses have every opportunity to work with Sandia
National Labs. Small businesses are vital to the labs and
our nation.”

In fiscal year 2020, Sandia added 548 new small
businesses to its supplier base. In all, small businesses
represent 70% of all Sandia suppliers.

Small businesses are encouraged to reach out to
Sandia’s supplier diversity department at supplier@sandia.
gov with questions on doing business with the labs. e

PACA Membership

Renewal is Due

PACA annual dues are due now and have decreased
from $250 last year to $150*. The fiscal year runs from
April 1,2021 to March 31, 2022. Mid-year applications will
be pro-rated. You may pay your dues, or apply for new
membership, online at www.pacanm.org.

For more information, contact the Membership Chair,
Matt Keihl, at MKeihl@utcdayton.com or 505-362-6860.

* Dues are subject to change.




Legal Insights:
Defects Doom Contract-Winning Proposal in Protest Proceeding
By Ross L. Crown

In OneSource PCS, LLC, B-419222, January 6, 2021,
the Government Accountability Office sustained the
protest of a contract award made by the Department of
the Air Force, finding that the agency’s evaluation of past
performance in the winning proposal was unreasonable.
This decision is noteworthy because it demonstrates
that proposals must not only be strong enough to win
the contract, they must also be capable of surviving a
competitor’s protest. The awardee’s proposal persuaded
the Air Force that the contractor offered the best value in
performing the contract, but the GAO found the agency
failed to recognize the deficiencies of the proposal.

Award of Contract

The Air Force issued a request for proposals for
photorefractive keratectomy (PRK) personal and non-
personal services. As indicated by the performance
work statement, the agency sought to procure the
services of medical professionals
with specific experience in the care of
patients undergoing PRK and other
refractive surgeries, rather than just
general optometry services. The
RFP identified the labor categories
as optometrists, a clinical manager/
research assistant, PRK surgical
technicians, PRK technicians, and an
operations manager.

Offerors were informed by the RFP
that the Air Force would evaluate
proposals based on two factors:
past performance and price. The
instructions further stated that the
agency would conduct the acquisition
using a “best value/trade-off approach
where past performance is significantly more important
than price.” Only an offeror receiving a past performance
rating of “substantial confidence” would be eligible for
award.

The Air Force received twelve proposals in response to
the RFP, including proposals from AIMS Locum Tenens,
LLC and OneSource PCS, LLC, the incumbent contractor.
It ranked the proposals according to price, ranging from
lowest to highest. The agency first evaluated the lowest-
priced offeror’s past performance. That proposal did not
receive a “substantial confidence” rating, and thus, the
agency evaluated the second lowest-priced offer. This
process continued with the third and fourth lowest-priced
offers, as none of these proposals received a “substantial
confidence” past performance rating. The fifth lowest-
priced offeror was AIMS. The Air Force assigned AIMS

Proposal

a “substantial confidence” rating, determining that “the
Government has a high expectation that [AIMS] will
successfully perform the required effort.”

Primarily because of its past performance rating and
its reasonable price, AIMS was determined to be the
apparent successful offeror. No other proposals were
evaluated by the Air Force. The debriefing informed
OneSource that award had been made to AIMS and that
because AIMS was the lowest-priced offeror with a past
performance confidence rating of “substantial confidence,”
OneSource’s past performance had not been evaluated.

Protest to GAO

OneSource protested the contract award to the GAO.
It argued that the Air Force failed to evaluate AIMS’s past
performance in accordance with the solicitation. Specifically,
OneSource contended that the agency improperly
determined that AIMS’s past performance references
were relevant to the requirements of
the performance work statement and,
therefore, unreasonably assigned
a “substantial confidence” rating to
AIMS’s proposal. The protester recited
that AIMS’s proposal described work
performed on its past contracts in a
general manner, listing only “general
position descriptions and numbers
of individuals in those positions”
related to general optometry services.
OneSource argued the solicitation
‘was not for common optometry
services but rather was very specific to
[PRK] surgery services and research.”

The issue before the GAO was
the agency’s finding that AIMS’s past
performance references were relevant to the requirements
of the performance work statement and warranted a
“substantial confidence” rating under the past performance
evaluation factor. Here, the GAO observed, the Air Force
evaluated AIMS'’s past performance based partly on a list
of past performance references. Two contract references
were deemed relevant. The entirety of the text under
the description of work performed for the first reference
contract stated that AIMS manages complex physician and
ancillary staffing services at various tough-to-fill locations.
AIMS recited that it provided an optometrist, four surgical
techs, and four optical techs at three hospitals. Similarly,
the entirety of the text under the description of work for
the second reference contract stated that AIMS was
contracted to provide physicians and ancillary staffing

Continued on following page



Legal Insights continued

services concerning various specialties including, but not
limited to, an ophthalmologist, three optometrists, eight
surgical techs, and ancillary staffing, primarily located at
two hospitals and a set of clinics.

Based on the information provided in the AIMS
proposal, the GAO could not find that the agency
reasonably concluded that AIMS’s experience providing
personnel skilled in performing general optometry and
surgery was similar or essentially the same as providing
personnel skilled in assisting in PRK and other refractive
surgery procedures. None of the personnel listed in
AIMS’s past performance references reflected the
specialty skills sets or experience to assist with PRK
procedures.

Given that information, the GAO concluded that the
PRK-specific services required by the performance work
statement were not services that are provided by all
optometrists and general surgical technicians. Although
the labor categories listed in AIMS’s past performance
section of its proposal showed that AIMS provided
personnel in general eye care and surgical fields, the
positions listed did not indicate that AIMS’s prior efforts
involved providing any personnel with PRK experience, or
even personnel qualified to assist with refractive surgery
procedures more generally.

According to the GAO, the solicitation required
the contractor to provide personnel with knowledge
or experience in PRK services. Under this evaluation
scheme, the Air Force was to determine that an offeror’s
past performance references were relevant before
assessing the quality of the prior work performed. There
was no basis in the record to conclude that the awardee’s
prior work involved a “similar” or “essentially the same”
scope as here because the prior work did not involve, or
provide experience with, PRK-specific procedures.

The GAO further found that offerors had ample
opportunity to include specific details about prior work
in their proposals. The past performance reference list
template supplied by the agency did not set forth any
limitations on how much detail an offeror could place in
the table. In comparison to AIMS, OneSource described
its past work as “Photorefractive Keratectomy (PRK)
Clinic Services,” and included the description “refractive”
in the personnel position titles, e.g., “Refractive Research
Surgical Technician.”

AIMS defended its proposal by contending that both of
its prior references “were for the staffing and management
of clinics offering refractive surgeries including PRK
and LASIK, among others.” The GAO noted, however,
that AIMS did not provide any reference to where this
information could be found in its proposal. Moreover,
even if these assertions were accurate, the GAO said
it failed to see, and the agency failed to explain, how it

found AIMS'’s past efforts to be “similar” or “essentially the
same” in scope as the requirements in the performance
work statement. The GAO found no support in the
contemporaneous record for the conclusion that AIMS’s
prior references involved PRK services.

By reason of the agency’s error, the protester — who
was the offeror with the next lowest price — lost the
opportunity to be evaluated and considered for award.
Thus, the GAO determined that OneSource established
the requisite competitive prejudice to prevail in the protest.

Protest Decision

The GAO sustained the protest. It recommended that
the Air Force reevaluate proposals consistent with the
terms set forth in the solicitation, adequately document
its evaluation, and make a new source selection decision.
Alternatively, if the Air Force no longer requires personnel
with PRK-specific experience, the GAO said the agency
should amend its solicitation to reflect the agency’s actual
needs and request revised proposals.

Lessons to be Learned

In light of the record of this procurement set forth in the
GAO decision, it is surprising that the Air Force awarded
the contract to AIMS. The AIMS proposal fell short of one
of the most basic requirements of a proposal to perform
a government contract. That is, AIMS failed to provide
sufficient detail to demonstrate that it could satisfy the
needs of the agency at least as well as, and hopefully
better than, its competitors. In this particular matter, AIMS
did initially convince the Air Force that it provided the best
value, but the agency’s evaluation was not reasonable.
The contrast between the detail offered by AIMS and by
the protestor OneSource persuaded the GAO that the
award could not stand.

Two lessons are suggested by this protest decision.
First, contractors should ensure their proposals describe
their goods and services with sufficient detail to show they
match the requirements of the agency as set forth in the
solicitation. This is perhaps an obvious lesson, but it is
frequently ignored. Second, contractors must bear in mind
that their proposals are directed to two sets of evaluators,
contract officials at the agency and, in some instances, a
protest forum like the GAO. Satisfying the agency does
no good if the proposal is vulnerable to a protest.

Ross is a partner in the Albuquerque office of Lewis Roca where his
practice emphasizes government contracts. He can be contacted
at RCrown@lewisroca.com. This article is intended for general
information only and should not be construed as legal advice or
opinion. Any questions concerning your legal rights or obligations
in any particular circumstance should be directed to your lawyer.



Proposal Magic: Simple & Logical Way
to Improve Your Proposal Score
By Don Shannon

As a proposal consultant | am frequently asked for some
‘secret’ or ‘magic words’ that can be used to improve a
proposal score or ranking. The truth is that information is
right in front of your eyes — it’s in the Solicitation!

It's amazing to me how many people jump into a proposal
without doing some basic foundational work — work that
would make the job of creating a proposal easier, more
effective, and not embarrass them at some future date. My
approach to proposals is somewhat ‘mechanical’ but it is this
system that has made me highly successful in this field. So
here are some ‘secrets.’

1. Read the full Solicitation — cover to cover; front
to back. It's amazing when reading questions submitted to
the contracting officer just how many times the answer is in
the Solicitation in clear and unambiguous terms. Now who
has egg on their face?

2. Make a requirements matrix. Practically everything
in that Solicitation is or will create a requirement for the
contractor to meet. That means two things. First, someone
needs to analyze that requirement, see if it's something that’s
a cost adder, and if it is make sure the cost and pricing team
is aware of it. Secondly, requirements should be addressed
in the body of your proposal. The matrix should identify the
requirement, assign it to a proposal section, and assign
a writer to compose a response. At the Red Team review
every requirement should have a corresponding sentence,
table entry, paragraph, or section telling the reviewer that
you acknowledge that requirement and that you intend to
fulfill it in the following manner.

3. Write for your audience. Proposals — especially the
ones | work on — are not usually reviewed and graded in total
by just one person. Structure your response as if talking to
a peer or colleague who has some degree of familiarity with
the subject (i.e., don’t tell them how to make a watch if you
only need to give them the time) and include sufficient detail
that someone of their experience
will grasp the point. It’'s okay to use

3
pull quotes, highlights, and other It's okay
devices to draw attention to key 1o use
points. Review teams tend to defer to
subject matter experts for addressing p ull quotes,
specific sections of a proposal while highlights,
the other team members may not drill
down to the actual details. Start with and other
a good topic sentence or paragraph devices to

with clear easy to understand
language then expand on that topic
in the subsequent sentences or
paragraphs. lllustrate complex topics
with clear illustrations.

draw attention

to key points.
E N EEER

. . . many people jump
into a proposal without
doing some basic
foundational work —
work that would make
the job of creating a
proposal easier, more
effective, and not

embarrass them at
some future date.

4. Beware the marketing group. While | admit these
people have a role and can make substantive contributions,
they also are the likely source for gobbledygook. | see this
frequently in the Executive Summary section where they
insist on inserting some Corporate Goals, Vision, and other
Annual Report rhetoric into what should be a very focused
and direct communications device. | have also seen them
confuse an audience with ‘infographics’ only they understand
or actually care about.

Meat and potatoes is my mantra and no one leaves my
table hungry! e

Don is a retired U.S. Air Force officer with an additional 30
years’ experience as a business owner, contracts manager,
and project manager. He is self-employed as a Veteran-Owned
small business providing business and consulting services to
emerging small businesses in the government contracting sec-
tor. He can be reached at don@contract-coach.com.

Spread the News

If you know a potential member or anyone else
who would like to receive the PACA Pulse, please
forward their e-mail address to Kit Carman at
kitcarmané@gmail.

This is your newsletter. If you would like to
contribute an article, make announcements
(promotion, job change, or a new product
or service), please submit your newsletter
contribution to the editor, Ross Crown, at
RCrown@lewisroca.com. He can also be
reached at 764-5402.

Contributions are welcome! e




Spaceport America Horizontal Launch Area
By Dr. Bill Gutman, Director of Aerospace Operations, Spaceport America

What most people think of as Spaceport America is actually
the Spaceport America Horizontal Launch Area (HLA), one
of three operations areas within the spaceport. The HLA
contains the iconic Terminal and Hangar Facility (THF), the
Spaceport Operations Center, the 12,000-foot runway, and other
infrastructure to support customer requirements.

Construction in the HLA started in 2009 with Virgin Galactic
(VG) as the anchor tenant. VG's requirements are reflected in
the design of the HLA, specifically the nature of the THF and the
length and width of the runway. VG has its roots in a dream of
Sir Richard Branson to democratize space, i.e. to put a space
experience within the reach of vastly more people than has
ever been possible. Spaceport America is the culmination of the
dreams of visionary New Mexicans to provide a means for our
citizens to lead the march into space commercialization and to
reap significant economic benefits in so doing. New Mexico and
VG recognized the convergence of their interests, and the results
are the facility we have today along with an operating agreement.
To be sure, VG’s path has been bumpy and schedules have
slipped. Every serious aerospace program has delays and
setbacks. “Space is hard” is almost a cliché, but it succinctly
summarizes the nature of space vehicle development. Today,
we are on the verge of realizing the dreams of both VG and New
Mexico. Test flights are expected to give way to operational flights
in the coming months and our great expectations will transition
to reality.

VG is not the only or even first space company to find a
home at Spaceport America. UP Aerospace first launched from
the Vertical Launch Area (VLA) in 2006 and first reached space
in 2007. The VLA s the second operations area. UPA's rockets
have reached space a total of 12 times carrying payloads for
NASA, the U.S. Air Force, the Federal Aviation Administration,
other Department of Defense organizations, universities, and the
private sector. Payloads have included microgravity experiments,
avionics test packages, communication test systems, and
developmental space vehicle components. A payload flown
for NASA tested a prototype capsule that will be used to return
items from the Space Station to the ground on demand rather
than having to wait for a resupply capsule with return capability.

Another NASA payload was a combination aerobraking/
heat shield system that NASA expects to use on future Mars
missions. UPA plans two additional launches this year, and
the pace is expected to accelerate as the company transitions
to a larger, more capable rocket in the near future. UPA flies
unguided, spin stabilized, solid fuel rockets. This technology is
very reliable, but it subjects payloads to substantial acceleration
during launch. Another customer, EXOS Aerospace, flies a liquid
fuel, guided rocket that produces much smaller acceleration and
is, therefore, more appropriate for delicate payloads such as
biological experiments. EXOS launches up to several times per
year. Many other companies have launched a variety of types
of rockets. The total count of rockets launched in the VLA, not
including student rockets launched during the annual Spaceport
America Cup, is 60.

Spaceport America is the host of a very innovative space
launch customer, SpinLaunch. SpinLaunch is developing
technology to greatly reduce the cost of space launch for suitable
payloads by imparting high velocity to payloads in a centrifuge
before releasing them into free-flight trajectories. Suborbital
flights could be completed with no additional energy, and orbital
flights could be done by using the centrifuge as the first stage of
a two-stage launch system. The package release would include
a rocket motor for orbital insertion. Because of very high g-forces
in the centrifuge, this launch technology would not be suitable for
all payloads, but many if not most electronic satellites (the bulk of
all launches) can be hardened fairly easily to sustain these forces
without damage. This program is located in the third operations
area of Spaceport America, the Advanced Technology Testing
Area.

Besides rocket launches, Spaceport America hosts many
other types of aerospace programs. One very high profile
program was hosting several high altitude balloon launches for
the purpose of testing the parachute recovery system of the
Boeing StarLiner space capsule that soon will be transporting
astronauts to the Space Station and back. This project, which
was part of a larger White Sands Missile Range program,
involved large logistics challenges but was successfully
completed. Spaceport America currently hosts two high
altitude, long endurance unmanned aerial system research and
development programs. Aircraft resulting from these programs
ultimately will provide platforms for applications such as real-time
natural resource monitoring, cellular-like communications, and
persistent surveillance of traffic.

Another unmanned system program involved testing
technology to enable auto-landing of helicopters on moving
platforms. Yet another airspace testing activity is rocket engine
static testing. One customer has an ongoing program with solid
motors and another completed a testing program with liquid
fuel engines. The solid motors are actually manufactured at
Spaceport America. A third customer program is about to start
testing liquid engines.

Spaceport America has a robust STEM outreach program. In
addition to hosting numerous individual university level launches,
the Spaceport has hosted the Spaceport America Cup which
annually brings together over 100 teams to compete in several
categories. The event attracts some of the best and brightest
students from around the world and also numerous aerospace
companies, many in the role of recruiting future employees. The
STEM program also includes extensive outreach — in-person
and virtual — to public schools and enrichment programs
throughout New Mexico at all grade levels.

Spaceport America has hosted numerous open house and
general aviation fly-in events. These events, which must be
scheduled so as to not conflict with customer programs, provide
an opportunity for New Mexicans to experience firsthand the fine
facilities that they have generously funded.

Spaceport America is truly a leading edge economic
development engine for New Mexico. e



Thank You PACA Sponsors!

PACA Sponsorship
Opportunities

Support to PACA in the form of sponsorships helps make
the organization a success while promoting your business. All
sponsoring companies must include a PACA member in good
standing.

Please contact Andy Benson if you would like to take
advantage of a sponsorship opportunity or for further
information at 505-843-9639 or abenson@studioswarch.
com

B GENERAL BENEFITS FOR ALL SPONSORS
* Your corporate recognition on the PACA website noting
sponsor level.

» Recognition included in the PACA Pulse.

* One time each year space is provided for a tabletop display
at a membership luncheon and the opportunity for a ten minute
corporate overview presentation. The table will be either in the
lobby or in the banquet room, depending on the size of the
room. Also, depending on room arrangement and speaker
presentation, special rules may apply per event.

B BFI BENEFITS FOR ALL SPONSORS
Note: All BFI registrants must meet security requirements.

* Free registrations (note quantity in categories below) and
special reserved seating.

* Free both space (note area selection in categories below).

DIAMOND $8,000

* Five registrations for the PACA annual Briefing for Industry.
* Top choice of free booth space at BFI.

GOLD $5,500

* Four registrations for the PACA annual Briefing for Industry.
» Second choice of free booth space at BFI.

SILVER $3,500

* Three registrations for the PACA annual Briefing for
Industry.

* Third choice of free booth space at BFI.

BRONZE $2,000

* Two registrations for the PACA annual Briefing for Industry.
* Fourth choice of free booth space at BFI.

PREMIER SMALL BUSINESS $1,200

Note: The requesting sponsor must demonstrate that the
company is classified as a small business.

* One registration for the PACA annual Briefing for Industry.

* Fifth choice of free booth space at BFI.

GOLD

SILVER

GENERAL ATOMICS

ELECTROMAGCNETICS
General Atomics Electromagnetic Systems is pushing
the boundaries of scientific research to create first-of-a-
kind advanced electromagnetic and electric power gen-
eration technologies for critical defense, commercial,
and industrial applications worldwide. GA-EMS’ portfo-
lio of technologies and products deliver results both on
their own and as building blocks for unique, integrated
systems that harness electric power with high efficiency.
www.ga.com

ASRC FEDERAL

ASRC Federal companies deliver engineering, infor-
mation technology, infrastructure support, professional
and technical services and solutions to U.S. civil, intel-
ligence, and defense agencies. Other markets include
aerospace, aviation, intelligence and more.
www.asrcfederal.com

PARSONS
Corporation
is a technology-driven engineering services firm
headquartered in Pasadena, California, with more
than 70 years of experience in the engineering,
construction, technical, and professional services
industries. www.parsons.com

ilton is a global

Booz | Allen | Hamilton
consulting com-

pany headquartered in McLean, Virginia. BAH’s
23,300 professionals provide solutions to difficult
management and technology problems through a
combination of consulting, analytics, digital solu-
tions, engineering, and cyber expertise.
www.boozallen.com

BAE  Sys-
BAE SYSTEMSERIE
British multi-

national defence, security, and aerospace company.
Its largest operations are in the U.K. and U.S. where
its subsidiary is one of the six largest suppliers to the
US Department of Defense. BAE Systems is involved
in several major defence projects, including the Lock-
heed Martin F-35 Lightning Il, the Eurofighter Typhoon,
the Astute-class submarine and the Queen Elizabeth-
class aircraft carriers. www.baesystems.com

Booz Allen Ham-

Silver Sponsors continued on following page
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SILVER

BRONZE

KBR, Inc. delivers professional and technical services from over 60 U.S. and 40 international
locations and leads many of the world’s largest and most critical government programs. The com-
pany’s core capabilities include logistics, engineering, operations, science, program and acquisi-
tion management, IT, cyber and security services. www.kbr.com

G RYP H O N Gryphon is a premier engineering services firm with expertise in warfare systems and
integration, naval architecture and marine engineering, program management, test

TECHNOLOGIES and evaluation, and logistics. Gryphon provides the skills necessary to manage the
development and operations of these mission critical systems. www.gryphonlc.com

Belcan Federal — formed by the acquisition of Intercom Federal Systems Corp. and
Belca n The Kemtah Group, LLC — provides enterprise information technology support, applica-
tion development services, cloud migration and integration, and cybersecurity support

to multiple federal agencies. Belcan Federal is a division of Belcan LLC, a global firm.
www.belcan.com

- Fiore Industries offers a wide range of vertically-integrated, engineering, testing and
Fiore Industries Inc. analysis capabilities, including system design, instrumentation products, and mainte-
nance/calibration services. www.fiore-ind.com

,_5:3;.\ AGI provides software for engineers, operators, analysts, and developers working on land, sea, air,
i;i"-’ ,,J;j'xﬂx and space systems. These include applications for satellite design and operations, space support,

_.::,* 4 {\ intelligence analysis, aircraft design and operations, missile systems, and development tools.
AaF 2

L www.agi.com

Headquartered in Bethesda, Maryland, Lockheed Martin is a global se-
curity and aerospace company employing 105,000 people worldwide and
LOCKHEED MARTIN engaged in the research, design, development, manufacture, integration
_ - and sustainment of advanced technology systems, products and servic-
es. www.lockheedmartin.com

SAIC is a VMware Enterprise Solution Provider, delivering on-premises private and hybrid
cloud-based IT environments to federal and commercial customers. SAIC can architect,
“ build, migrate, and operate tailored solutions using VMware technologies and services.

Redefining Ingenuity |\ saic.com

EMPOWER Empower_ RF Sys_tems ig. a global Iead_er ip power amplifier solutions for d_efense,

RF SYSTEMS. INC commercial, and industrial market applications. Empower advances the science of

' - RF power amplification to produce rugged, power efficient, and cost-effective solu-

tions for original equipment manufactures, government agencies, and academic institutions. www.empowerrf.com

e aE UTQ is.a enginggring, strategic pIan_ning, meetings management, and audipvisual services or-
l H . ganization providing support to a variety of programs in the areas of academic research collabo-
UNIVERSAL ration; aerospace systems; materials and manufacturing; space vehicles; and directed energy.
TECHNOLOGY Www.utcdayton.com

CORPORATIOHN
Leidos is a defense, aviation, information technology, and biomedical research com-

‘ Ieidos pany headquartered in Reston, Virginia, that provides scientific, engineering, sys-

tems integration, and technical services. www.leidos.com

Splunk Inc., a multinational corporation, produces software for searching, monitoring,

S Iunk > and analyzing machine-generated big data, via a Web-style interface. Splunk makes
machine data accessible across an organization by identifying data patterns, providing

metrics, diagnosing problems, and providing intelligence for business operations. www.splunk.com

Bronze and Premier Small Business Sponsors continued on following page
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ARCTOS’ two business units of Technology and Mission Solutions provide full life-
cycle system design and support to defense, space, and intelligence markets. This includes everything from fighter
jets and rockets to simulations and cybersecurity software needed for complex, high-stakes missions. Clients in-
clude the U.S. Army, Air Force, NASA, and other government entities. https://arctos-us.com

BRONAE

% MEI Technologies offers solutions worldwide in systems design and development;

applied engineering; cyber services and solutions; space access; testing and evalu-
m ation; human performance; and R & D to public and private sector customers.
www.meitechinc.com

Headquartered in Albuquerque, ATA provides advanced technologies and products for di-
ATA rected energy weapons, laser communications, and space systems. ATA has designed,
et . developed, integrated, delivered, and field-tested systems for space, flight, maritime, and
Applied Technolagy Avwciares  ground-based high energy laser and laser communication applications. www.atacorp.com

Metis Technology Solutions, Inc. provides science and engineering services to federal

agencies. Capabilities include aviation and space systems development; modeling
W and simulation in support of aviation and aerospace research; aviation safety analysis;
and computing systems development and sustaining engineering.
www.metis-tech.com
. . a.i. solutions, a small business, offers products and engineering services for space
@ a.i. solutions missions, the nation’s defense, and civilian space agencies.
https://ai-solutions.com
Radiance Technologies has corporate facilities in nine states and project offices in
ADIANCE 14 states (including White Sands Missile Range) and one foreign country. Its over
TECHNOLOGIES g5 employees provide systems engineering, technology and prototype develop-
ment, production, and fielding for the DoD, armed services, and other government entities. www.radiancetech.com

& Sierra Peaks, Inc. provides design, engineering, development, manufacturing, and
/\ “\\\ test of unique electro-mechanical systems for various branches of the US. govern-
\ ment including the military, law enforcement, and commercial industries including

SFEFFE pEHkE aerospace, automation, biometrics, defense, and security.

www.sierrapeakstibbetts.com
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Goodman Technologies LLC provides professional, scientific, system engineer-
ing, and technical services to large U.S. corporate clients and government enti-
ties. This includes 3D and additive manufacturing in polymers, ceramics, metals
and composites that provides a capability to analyze, design, manufacture, integrate and test complex system level
products. www.goodmantechnologies.com

& /' Goodman Technologies, LLC

Tecolote Research, Inc. is a 100% employee-owned nationwide company providing deci-
TECOLOTE sion support, program management, project controls, and software solutions.
e bawcn www.tecolote.com

Computer Engineering Company Stay tuned for business profile!

sTUDIO SOUTHWEST Studio Southwest Architects is a locally owned creative and collaborative design stu-

A4 R CHDTECT s dio based in Albuquerque for the past 35 years. Architects in the Albuquerque and

Santa Fe offices strive to design physical structures that help to define the community

and integrate local culture and history. Projects have included UNM Hospital, the International Balloon Museum,

PNM Headquarters, numerous schools and education facilities, the National Hispanic Cultural Center and the
award-winning rooftop bar at Hotel Parq Central, to name but a few. www.studioswarch.com




