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OVERVIEW

• Department of Enterprise Services 
(DES) is the state’s lead procurement 
agency.

• DES also procures and manages 
around 200 statewide contracts with 
around 1,500 vendors. 

• DES makes internal purchases for its 
operational needs.

• DES is responsible for developing 
and implementing procurement 
policies and procedures.

Presenter Notes
Presentation Notes
Department of Enterprise Services (DES) is the state’s lead procurement agency. It delegates the authority to purchase goods and services to state agencies and provides those agencies with policies and guidance to follow in order to retain their purchasing authority. 
DES also procures and manages around 200 statewide contracts (SWC) that state agencies must purchase from, and local governments, Tribes, and nonprofits may purchase from. These purchasers – more than 1,600 organizations -- spend over $1.9 billion on goods and services every year from 1,500 vendors. 
DES makes internal purchases for its operational needs, including direct buy purchases, conducting its own competitive procurements (solicitations) and purchases using our many statewide contracts. 
DES is responsible for developing and implementing procurement policies and procedures that encourage and facilitate the purchase of goods and services from Washington small businesses, minibusinesses, microbusinesses and minority-, veteran- and women-owned businesses. 



STATUTORY DIRECTIVE

RCW 39.26.005
Legislature intends that the 
state develop procurement 
policies, procedures, and 
materials that encourage 
and facilitate state agency 
purchase of goods and 
services from Washington 
small businesses.

RCW 39.26.090
Developing procurement policies 
and procedures, that encourage and 
facilitate the purchase of goods and 
services from Washington small 
businesses, microbusinesses, and 
minibusiness, and minority and 
women-owned businesses to the 
maximum extent practicable . . .

PIE Strategic Plan 
Pursuant to RCW 39.26.005, 
RCW 39.26.090 6, 39.26.125 
3, RCW43.19.725 RCW 
39.26.160, the Procurement 
Inclusion and Equity (PIE) 
Program hereby establishes 
this 2022-25 strategic plan.  

Presenter Notes
Presentation Notes
RCW 39.26.005 states that the Legislature intends that the state develop procurement policies, procedures, and materials that encourage and facilitate state agency purchase of goods and services from Washington small businesses. 
Per RCW 39.26.090 DES is responsible for developing procurement policies and procedures, such as unbundled contracting and subcontracting, that encourage and facilitate the purchase of goods and services from Washington small businesses, microbusinesses, and minibusiness, and minority and women-owned businesses to the maximum extent practicable and consistent with international trade agreement commitments. 
Pursuant to RCW 39.26.005, RCW 39.26.090 6, 39.26.125 3, RCW43.19.725 RCW 39.26.160, the Procurement Inclusion and Equity (PIE) Program hereby establishes this 2022-25 strategic plan that will result in a sustainable increase in the buying of goods and service from small, diverse, and veteran-owned businesses. 



SUPPLIER DIVERSITY POLICY
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POLICY ON SUPPLIER DIVERSITY

Enterprise Services Policy No. 
POL-DES-090-06 – Supplier 
Diversity
• Effective April 1, 2023

 Supplier Diversity Virtual 
Handbook
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Presenter Notes
Presentation Notes
Supplier Diversity Policy –The policy is responsive to statutory requirements, Governor’s Executive Order, & the 2019 Disparity Study
The purpose of this policy is to ensure that all procurement professionals and those with acquisition responsibilities use approved, legally compliant strategies that encourage and facilitate the purchase of goods and services from small, diverse, and veteran-owned businesses to the maximum extent possible. Agencies must take action to remove barriers that prevent small, diverse, and veteran-owned businesses from receiving equitable access to state goods and services procurements.

https://des.wa.gov/sites/default/files/policy-documents/POL-DES-090-06SupplierDiversity.pdf
https://des.wa.gov/sites/default/files/ContractsTraining/SupplierDiversity/Handbook/index.html#/


SUPPLIER DIVERSITY TOOLS

C-1 – Forecasting
C-2 – Outreach
C-3 – Unbundling
C-4 – Contracts $150,000 or less
C-5 – Pre-Bid Conferences
C-6 – Solicitation/Contract Language
C-7 – Other Strategies
C-8 – Transparency
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Sheltered 
Market 

Procurement

Presenter Notes
Presentation Notes
The Supplier Diversity Handbook identifies a variety of potential tools (Section C)

Goal is to use appropriate tools to increase state contracts with small, diverse, and veteran-owned businesses

[CLICK] – Sheltered Market Procurements






SHELTERED MARKET PROCUREMENTS

STRUCTURE & OPTIONS
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COMPETITIVE PROCUREMENT STRUCTURE

•Is contract $150,000 or less?
•Assess market opportunity

•Potential sheltered market bidders?

Planning

Competitive Solicitation
Explain procurement approach
Address evaluation & award process
Exhibit A-1 – Bidder Certification
Washington Small Business
Certified Veteran-Owned Business

Solicitation •Contract for Goods/Services
•Rep/Warranty regarding Contractor 

status as Washington Small Business 
and/or Certified Veteran-Owned 
Business

Contract
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Presenter Notes
Presentation Notes
The sheltered Market Procurement is limited to contracts that are $150,000 or less.




SHELTERED MARKET PROCUREMENT OPTIONS

Open to All Bidders, But 
Award to Best Sheltered 

Bidder 

Open to All Bidders, But 
Award to Best Sheltered 

Bidder IF Winner or IF
Within A Stated Percentage 
of Winning Non-Sheltered 

Bid

Pilot

Learn

Improve
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1

2

Presenter Notes
Presentation Notes
[CLICK]  - Variety of potential options to structure a sheltered market procurement
	Note:  This list is not exhaustive.  The options are not in any particular order.

[CLICK] – Like other competitive procurements, however, will learn and improve over time

Must do market research before developing the solicitation, know what a reasonable price is for the good or services.  Sometimes a larger business will purposely undercut a small business by 40%  just to drive them out of the market, then those business will come back in a year and ask for a price increase. 
Ensure there are available small or vet businesses in WEBS.
Remember we are a  “Best Value “ state for goods and service.







1.  OPEN TO ALL BIDDERS, BUT AWARD TO BEST
SHELTERED BIDDER

SOLICITATION

 Competitive Solicitation is open to ALL 
bidders – sheltered and non-sheltered.

Pro Tip: 
 This may be a good option when there are 

at least 5 small and/or veteran businesses 
identified in WEBS as selling in this area.
 Do an RFI or Sources Sought to ID potential 

bidders.  
 Add not to exceed parameter.

EVALUATION & CONTRACT AWARD

 This best value Competitive Solicitation is 
structured to award Contract, regardless of 
bid evaluation scoring, to the responsive, 
best value, responsible sheltered bidder.
 Note:  If there is no responsive, responsible 

sheltered bidder, the contract is awarded 
to the responsive, best value, responsible 
non-sheltered bidder.
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Presenter Notes
Presentation Notes
Shana and Brandon
Discuss Sources Sought
Discuss using a "not to exceed" clause






OPTION 1: IMPLEMENTATION CONSIDERATIONS

ADVANTAGES
 Small Business Participation & Competition.  Sheltered 

procurement increases opportunities for sheltered 
bidders.  May encourage MORE sheltered bidders to 
compete for state contracts & increase awareness of state 
contracting opportunities.

 Very Likely Successful Procurement.  Because 
procurement is open to ALL bidders, there is a 
procurement ‘safety valve’ – i.e., agency may award 
contract to non-sheltered bidder IF (1) there are NO 
responsive, responsible sheltered bidders; and (2) there is 
at least one responsive, responsible non-sheltered bidder.

 Competitive Appearance.  Because the competitive 
Solicitation is open to ALL bidders (and there is a 
possibility that a non-sheltered bidder may be awarded 
the contract, this option appears to provide for greater 
openness and competition.

CHALLENGES
 Cost. Large businesses may not bid.  

 Quality.  Reduced competition may compromise bidder 
value propositions resulting in inferior quality and/or 
service.

 Sustainability.  Over the longer term, rational non-
sheltered firms may question the openness/fairness of 
state procurements and exit the state procurement 
marketplace.  May Drive larger firms out of the state 
market. 
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2. OPEN TO ALL BIDDERS, BUT AWARD TO BEST SHELTERED
BIDDER IF WINNER OR IF WITHIN A STATED PERCENTAGE OF
WINNING NON-SHELTERED BID

SOLICITATION

 Competitive Solicitation is open to ALL 
bidders.

Pro Tip:
 This may be a good option when there are 

less than 3 small and/or veteran businesses 
identified in WEBS as selling in this area.

 Do an RFI or Sources Sought to ID potential 
bidders and potential cost range.

 If there is a wide range of costs 
identified. Think about putting cost range 
in solicitation.

 Add a not to exceed parameter

EVALUATION & CONTRACT AWARD

 This best value Competitive Solicitation is structured to award the 
contract to a sheltered bidder; Provided, however, that such sheltered 
bidder MUST either:
 be the responsive, best value, responsible bidder (among ALL bids) [i.e., the 

overall winning bid]; or
 be within a defined percentage of the responsive, best value, responsible non-

sheltered bid as specified in the Competitive Solicitation [i.e., be within the 
defined percentage of the overall winning bid].

 Note:  If no sheltered bidder meets either of the above two 
requirements, the contract is awarded to the responsive, best value, 
responsible non-sheltered bidder.
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Presenter Notes
Presentation Notes

Open to All Bidders, But Award to Best Sheltered Bidder IF Winner or IF Within A Stated Percentage of Winning Non-Sheltered Bid







OPTION 2: IMPLEMENTATION CONSIDERATIONS

ADVANTAGES
 May Increase Small Business Participation & Competition.  

Opportunity for sheltered award may encourage MORE sheltered 
firms to bid for state contracts & increase awareness of state 
contracting opportunities, but, if bid price window (compared to the 
non-sheltered bid) is too narrow, sheltered firms may elect not to 
participate, especially if their cost structures are disadvantaged 
compared to non-sheltered firms.

 Cost/Price Containment.  Because sheltered bidders must win 
procurement OR be within a predetermined percentage of the 
otherwise winning non-sheltered bidder, there is cost/price 
containment for sheltered bid award (otherwise, the agency awards 
the contract to non-sheltered bidder).  Note:  This advantage 
evaporates if there are no non-sheltered bidders.

 Very Likely Successful Procurement.  Because procurement is open 
to ALL bidders, there is a ‘safety valve’ of non-sheltered bidders to 
award Contract IF (1) NO sheltered bidder meets either of the two 
requirements for Contract award; and (2) there is at least one 
responsive, responsible non-sheltered bidder.

CHALLENGES
 Sustainability.  Over the longer term, rational non-sheltered firms 

may be expected to exit the state procurement marketplace rather 
than being used as cost/price ceiling benchmark for their sheltered 
competitors to bid against.

 Cost/Price Pressure.  Agency may be reluctant to allow marketplace 
competition for state contracts (presuming – correctly or otherwise 
– that sheltered bids are not competitive) and, instead, allow large 
‘bid discount windows’ for sheltered bidders.  This – very likely – will 
create momentum and/or expectations for larger ‘bid discount 
windows’ which result in taxpayers paying more (perhaps 
substantially more) for goods/services based only on the bidding 
entity.

 Quality.  Reduced competition could compromise bidder value 
propositions resulting in inferior quality and/or service.
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Presenter Notes
Presentation Notes
Drew: Need to also mention that additional instructive examples are included in the Handbook, section C.4, FAQs, in the section called, "What do we do in the following scenarios?". There are a total of seven scenarios.



SAMPLE SHELTERED MARKET PROCUREMENT

DRAFT COMPETITIVE SOLICITATION
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DRAFT REGIONAL SHELTERED MARKET PROCUREMENT
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Presenter Notes
Presentation Notes
Is this the most up to date language  



QUESTIONS
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THANK YOU
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