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Exhibit A – Bidder’s Certification 
 

COMPETITIVE SOLICITATION: No. OMWBE 2026 - K14 – Consultant Services for Government Contracting 
Mentorship Program 

Geographic Areas or 
Contract Category for 

which Bidder is 
submitting a Bid: 

Check appropriate box(es) 

☒   North West Washington 
☒   South West Washington 
☐   Central Washington 
☐   Eastern Washington 
☐   Program Administrator 

 
Bidder, through the duly authorized undersigned, makes this certification as a required element of 
submitting a responsive bid.  Bidder certifies, to the best of its knowledge and belief that the following 
Bidder information and Bidder certifications (collectively, “Bidder’s Certification”) are true, complete, 
correct, and made in good faith: 
 

BIDDER INFORMATION 

Bidders must provide Bidder information for Items A – I below. 

ITEM A __Noblehouse Consulting, LLC_______________________________ 
Type/print Bidder’s full legal name. 
Note: 
 If Bidder is a sole proprietor (see Item C, below), Bidder’s legal name is the name of the 

individual person who is doing business as a sole proprietor – e.g., Lynn A. Smith, a sole 
proprietor. 

 If Bidder is an Entity/Organization (see Item C, below), Bidder’s name must match Bidder’s 
Entity/Organization name as filed in the state where the entity is formed and with the 
Washington Secretary of State – e.g., Innovative Supply, LLC, a Washington limited liability 
company. 

Bidder’s 
Name: 
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ITEM B 1295 Bell Hill Place, DuPont, WA 98327_____________ 
Type/print the address for Bidder’s principal office/place of business. 
Note:  Bidder’s principal office or principal place of business is the Bidder’s headquarters where 
business decisions are made and the location for the Bidder’s books and records as well as the 
Bidder’s senior management personnel. 
 If Bidder is a sole proprietor (see Item C, below), Bidder’s address for its principal office/place 

of business typically will be the same address stated by Bidder on its U.S. Internal Revenue 
Service tax return. 

 If Bidder is an Entity/Organization (see Item C, below), Bidder’s address for its principal 
office/place of business must match Bidder’s address for its principal office/place of business 
as filed in the state where the entity is formed and as filed with the Washington Secretary of 
State. 

Bidder’s 
Address: 

 
ITEM C Corporation: ☐Domestic ☐Foreign 

Bidder’s 
Business 

Entity / 
Organization 

Type: 
Check 

appropriate box 

Limited Liability Company (LLC): ☒Domestic ☐Foreign 

Limited Liability Partnership (LLP): ☐Domestic ☐Foreign 

Sole Proprietorship*: ☐ 

General Partnership: ☐ 
*If you are a Bidder who operates a business on your own, you automatically are a sole proprietor 
unless you have formed a separate business entity (e.g., corporation, LLC, LLP) and lawfully 
registered the same.  A sole proprietorship is an unincorporated business owned and run by one 
individual or married couple alone with no distinction between the business and the owner.  It is 
not a separate legal entity.  It simply refers to a person who owns the business and is personally 
responsible for its debts and who pays personal income taxes on profits earned from the 
business.   
If Bidder is a corporation, LLC, or LLP, Bidder must check the applicable box for the entity – i.e., 
‘domestic’ or ‘foreign.’  An entity is a domestic entity if it was organized under Washington law.  
If the entity was organized elsewhere, it is a foreign entity.  The entity’s organizational documents 
and filings with the Washington Secretary of State will state whether the entity is domestic or 
foreign. 

 

ITEM D ____Washington_____________________________ 
Type/print the state where Bidder’s entity (e.g., corporation, LLC, LLP) is formed. 
 If Bidder is a sole proprietorship (see Item C, above), type/print ‘N/A.’ 
 If Bidder is an entity (see Item C, above), type/print ‘Washington’ if the corporation, LLC, or LLP is 

domestic or the name of the applicable state if foreign (i.e., a state other than Washington). 

State of 
Formation 

for Bidder’s 
Business 

Entity: 
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ITEM E 
State whether Bidder has been doing business under another name during the five-
year time period prior to the posting date of this Competitive Solicitation:  
Check applicable box. 

Bidder 
Doing 

Business 
Under 

Another 
Name: 

☐ Bidder has NOT done business under 
another name 

☒  Bidder HAS done business under 
another name* 

*If Bidder HAS done business under another name, provide the business name(s) and 
address(es): 

Business Name:  ___4 His Will Services, LLC_______ 
Address:  __745 Market St, Tacoma, WA_and ___6603 Lizzie LN, Owens Cross 
Roads, AL 35763-9358______ 

 

ITEM F Does Bidder have a Registration Number/Unified Business Identifier (“UBI”) Number 
issued by the State of Washington*? 
*UBI Numbers are issued by either the Washington Secretary of State (for out of state businesses) or the 
Washington State Department of Revenue (for Washington businesses) 
Check applicable box. 

Yes                    No  
If yes, provide Bidder’s nine-digit UBI Number:  604_ 280___ _803__ 
If no, state whether Bidder promptly will obtain a UBI Number if Bidder is designated as 
an Apparent Successful Bidder: 

Yes                    No  
Note:  To be eligible for a Contract award, Bidders must have a UBI Number prior to 
Contract Award. 

Bidder’s 
UBI Number: 

 
ITEM G _82-5427691__________________ 

Type/print Bidder’s Taxpayer Identification Number* (“TIN”). 
*Bidder’s TIN will be either a number issued by the U.S. Internal Revenue Service (e.g., Employer 
Identification Number, Federal Tax Identification Number) or a number issued by the U.S. Social Security 
Administration (i.e., Bidder’s Social Security Number (“SSN”)).  If Bidder’s TIN is a SSN, do NOT provide the 
SSN; simply state ‘TIN is Bidder’s SSN.’ 

Bidder’s 
Taxpayer 

Identification 
Number: 

 

ITEM H Is Bidder registered in Washington’s Electronic Business Solution (WEBS)?  
Check applicable box. 

Yes                    No  
If yes, Bidder must ensure that Bidder’s WEBS information is correct prior to submitting 
a Bid. 
If no, state whether Bidder will register in WEBS if designated as an Apparent Successful 
Bidder: 

Yes                    No  
Note:  To be eligible for a Contract award, Bidders must register in WEBS prior to 
Contract Award. 

WEBS 
Registration: 
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ITEM I In the event that [AGENCY] needs to contact Bidder for purposes of bid clarification, 
Bidder designates the following person as Bidder’s authorized representative: 
Type/print contact information for Bidder’s authorized representative. 

Name:  Trena Payton 
Email:  Trena@noblehousellc.net 
Phone:  253-964-1745 

Bidder 
Contact for 

Bid 
Clarification: 

 
Bidders must provide the information identified in the table below which will be used by 

OMWBE if Bidder is awarded a Contract: 

BIDDER’S INFORMATION TO BE PROVIDED BY BIDDER 

Designated 
Contract Administrator: 

Name:  Trena Payton 
Email:  Trena@noblehousellc.net 
Phone:  253-964-1745 

Contact Information 
for legal notices: 

Bidder name: Trena Payton 
Attn:  President 
Address: 1295 Bell Hill Place, DuPont, WA 98327 
City/State/Zip: 98327 
Email:  Trena@noblehousellc.net 

Contract 
Signature Authority: 

If Bidder is awarded a Contract, the following individual will sign 
the Contract on behalf of Bidder: 

Name: Trena Payton 
Title:  President 

 
 

BIDDER CERTIFICATIONS 

1. UNDERSTANDING.  Bidder certifies that Bidder has read, thoroughly examined, and fully understands 
all of the provisions in the above-referenced Competitive Solicitation (including all exhibits) and the 
terms and conditions of the Contract and any amendments or clarifications to the above-referenced 
Competitive Solicitation and agrees to abide by the same.  Bidder further certifies that Bidder has 
read, thoroughly examined, and fully understands the Agency Contracting Guide, which is referenced 
in the Competitive Solicitation and includes useful information regarding the procurement process 
pertaining to competitive solicitations for goods/services.  Bidder further certifies that, in the event 
that Bidder has any questions or concerns regarding the Competitive Solicitation (including all 
exhibits and any referenced materials), Bidder timely shall raise such questions and/or concerns 
during the Question & Answer Period specified in the Competitive Solicitation. 

2. ACCURACY.  Bidder certifies that Bidder has carefully prepared and reviewed its bid and fully supports 
the accuracy of the same.  Bidder further understands and acknowledges that OMWBE shall not be 
responsible for any errors or omission on the part of Bidder in preparing its bid.  Bidder further 
certifies that the facts declared here are true and accurate.  Bidder further understands and  



 

EXHIBIT A – BIDDER’S CERTIFICATION   PAGE 5 
(Rev 2025-10-06) 

 

 

 

acknowledges that the continuing compliance with these statements and all requirements of the 
above-referenced Competitive Solicitation are conditions precedent to the award or continuation of 
the resulting Contract. 

3. NO COLLUSION, ANTI-COMPETITIVE PRACTICES, OR SHARING BID INFORMATION.  Bidder certifies that Bidder 
has not, either directly or indirectly, entered into any agreement, participated in any collusion, or 
otherwise taken any action in restraint of free competitive bidding in connection with the above-
referenced Competitive Solicitation.  Bidder further certifies that Bidder’s bid prices have been 
arrived at independently, without engaging in collusion, bid rigging, or any other illegal activity, and 
without for the purpose of restricting competition any consultation, communication, or agreement 
with any other bidder or competitor relating to (a) those prices, (b) the intention to submit a bid, or 
(c) the methods or factors used to calculate the prices offered.  Bidder further certifies that Bidder 
has not been and shall not knowingly disclose its bid prices, directly or indirectly, to any other bidder 
or competitor before award of a Contract, unless otherwise required by law.  Bidder further certifies 
that Bidder has made no attempt and shall not make any attempt to induce any other person or firm 
to submit or not to submit a bid for the purpose of restricting competition.  Bidder, however, freely 
may join with other persons or organizations for the purpose of presenting a joint bid.  Whether 
done directly or indirectly, communicating bid information with other bidders, collusion, or anti-
competitive actions among bidders are prohibited.  If there is evidence of such communication, 
collusion, or anti-competitive activities among bidders, OMWBE reserves the right to disqualify such 
bidders. 

4. FIRM OFFER.  Bidder certifies that its bid pertaining to the above-referenced Competitive Solicitation 
is a firm offer which cannot be withdrawn for a time period of ninety (90) days from and after the 
bid due date specified in the above-referenced Competitive Solicitation.  OMWBE may accept such 
bid, with or without further negotiation, at any time within such period.  In the event of a protest, 
Bidder’s bid shall remain valid for such time period or until the protest and any related court action 
is resolved, whichever is later. 

5. CONFLICT OF INTEREST.  Bidder certifies that, in preparing its bid, Bidder has not been assisted by any 
current or former employee of the State of Washington whose duties relate (or did relate) to the 
above-referenced Competitive Solicitation or prospective Contract and who was assisting in other 
than the employee’s official, public capacity.  Bidder further certifies that no such current or former 
public employee nor any member of such person’s immediate family have any financial interest in 
the outcome of Bidder’s bid. 

6. NO REIMBURSEMENT.  Bidder certifies that Bidder understands that the State of Washington will not 
reimburse Bidder for any costs incurred in the preparation of Bidder’s bid.  All bids become the 
property of the State of Washington, and Bidder claims no proprietary right to the ideas, writings, 
items, or samples unless so stated in the bid. 

7. PERFORMANCE.  Bidder certifies that Bidder understands that its submittal of a bid and execution of 
this Bidder’s Certification certifies Bidder’s willingness to comply with the Contract, if awarded such.  
By submitting this bid, Bidder hereby offers to furnish the goods and/or services solicited pursuant 
to the above-referenced Competitive Solicitation in compliance with all terms, conditions, and  
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performance requirements contained in the above-referenced Competitive Solicitation and the 
resulting Contract or, if applicable, as detailed on a Contract Issues List, if permitted, in the above-
referenced Competitive Solicitation. 

8. INSURANCE.  OMWBE requires all awarded Bidders to have certain required insurance coverages.  
Bidders who do not have insurance coverages as specified in the Contract included with the 
Competitive Solicitation shall not be awarded a Contract.  Accordingly, Bidder certifies as follows 
(must check one): 

☐ BIDDER HAS THE REQUIRED INSURANCE.  Bidder has attached a current, valid Certificate of 
Insurance for each and all of the required insurance coverages as specified in 
Section 1, (Insurance Obligation) of Exhibit C to the Contract included with the 
Competitive Solicitation (Note:  Bidder must attach Bidder’s Certificate of Insurance). 

OR 
☒ BIDDER WILL OBTAIN THE REQUIRED INSURANCE.  Bidder does not have a current, valid 

Certificate of Insurance for each and all of the required insurance coverages as 
specified in the Contract included with the Competitive Solicitation but, if Bidder is 
designated as an Apparent Successful Bidder, Bidder shall provide such a Certificate 
of Insurance for each and all of the required insurance coverages as specified in the 
Contract included with the Competitive Solicitation, without exception of any kind, 
to OMWBE within five (5) business days of such designation or notification by 
OMWBE.  Bidder further certifies that Bidder understands that, if for any reason, 
Bidder does not timely provide such Certificate of Insurance to OMWBE, Bidder shall 
be disqualified from Contract award. 

Note:  The Contract requires that any awarded Contractor, unless exempt, must have the specified 
Workers’ Compensation Insurance and Employer’s Liability Insurance.  Pursuant to Washington law, 
certain entities are not required to have Workers’ Compensation Insurance (e.g., entities with no 
employees).  If, under Washington law, Bidder is not required to have Workers’ Compensation 
Insurance, Bidder must check the box below and provide the lawful basis as to why Bidder is not 
required to have Workers’ Compensation Insurance: 

☒ BIDDER IS NOT REQUIRED TO HAVE WORKERS’ COMPENSATION INSURANCE.  Pursuant to 
Washington law, Bidder is not required to have Workers’ Compensation Insurance 
because:   

___________________________________________ 
Bidder must state a lawful basis as to why Bidder is NOT required to have Workers’ 
Compensation Insurance. 

9. DEBARMENT.  Except as detailed in the attached explanation (Bidder to provide and, in such case, check 
the box below), Bidder certifies that neither Bidder nor its principals presently are nor ever have been 
debarred, suspended, proposed for debarment, declared ineligible, or voluntarily excluded from 
contracting with any federal, state, or local governmental entity within the United States. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 
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10. CRIMINAL OFFENSE.  Except as detailed in the attached explanation (Bidder to provide and, in such case, 
check the box below), Bidder certifies that Bidder has not, within the three (3) year period preceding 
the date of the above-referenced Competitive Solicitation, been convicted or had a civil judgment 
rendered against Bidder for commission of fraud or a criminal offense in connection with obtaining, 
attempting to obtain, or performing a governmental contract; violation of any federal or state 
antitrust statute; or commission of embezzlement, theft, forgery, bribery, falsification or destruction 
of records, making false statements, or receiving stolen property.  Bidder further certifies that Bidder 
is not presently indicted or otherwise criminally or civilly charged by a governmental entity with 
commission of any of the offenses enumerated in this paragraph. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

11. CIVIL RIGHTS.  Bidder certifies that Bidder complies with all applicable legal requirements prohibiting 
discrimination against individuals based on their race, color, religion, sex, sexual orientation, gender 
identity, national origin, or their status as protected veterans or as individuals with disabilities. 

12. WASHINGTON STATE WAGE THEFT PREVENTION.  Except as detailed in the attached explanation (Bidder to 
provide and, in such case, check the box below), Bidder certifies that Bidder has NOT been 
determined by a final and binding citation and notice of assessment issued by the Washington 
Department of Labor and Industries or through a civil judgment entered by a court of limited or 
general jurisdiction to have willfully violated, as defined in RCW 49.48.082, any provision of 
RCW 49.46, 49.48, or 49.52 within the three (3) year period preceding the date of the above-
referenced Competitive Solicitation. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

13. WASHINGTON STATE STATUTORY NONDISCRIMINATION CLAUSES FOR STATE CONTRACTS.  Except as detailed in 
the attached explanation (Bidder to provide and, in such case, check the box below), Bidder certifies 
that, if, pursuant to the above-referenced Competitive Solicitation, Bidder is awarded a Contract, 
Bidder, including any subcontractor, during the term of such Contract, shall not discriminate on the 
bases enumerated in RCW 49.60.530(3).  Bidder further certifies that Bidder, including any 
subcontractor, also shall give written notice of this nondiscrimination requirement to any labor 
organizations with which Bidder, or subcontractor, has a collective bargaining or other agreement.  
In addition, Bidder, including any subcontractor, shall cooperate with any Washington state agency 
investigation regarding any allegation that Bidder, including any subcontractor, engaged in 
prohibited discrimination set forth in RCW 49.60.530(3). 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

14. WASHINGTON STATE WORKERS’ RIGHTS.  Washington State’s Office of the Governor requires OMWBE to 
seek to contract with qualified entities and business owners who can demonstrate or will certify that 
their employees are not required to sign, as a condition of employment, mandatory individual 
arbitration clauses and class or collective action waivers.  See EXECUTIVE ORDER 18-03 – Supporting 
Workers’ Rights To Effectively Address Workplace Violations.  Accordingly, except as detailed in the  
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attached explanation (Bidder to provide and, in such case, check the box below), Bidder certifies that 
Bidder does NOT require its employees, as a condition of employment, to sign or agree to mandatory 
individual arbitration clauses or class or collective action waivers. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

15. WASHINGTON STATE PAY EQUALITY FOR ‘SIMILARLY EMPLOYED’ INDIVIDUALS.  The Washington State 
Legislature requires OMWBE to contract with Bidders who satisfy a ‘pay equality’ contractual 
provision.  See LAWS OF 2025, CH. 424, § 914 and LAWS OF 2023, CH. 475, § 919.  Accordingly, Bidder 
certifies that Bidder’s ‘similarly employed’ individuals are compensated as equals.  For purposes of 
this certification, employees are ‘similarly employed’ if the individuals work for the same employer, 
the performance of the job requires comparable skill, effort, and responsibility, and the jobs are 
performed under similar working conditions.  Job titles alone are not determinative of whether 
employees are similarly employed.  Bidder may allow differentials in compensation for its workers 
based in good faith on any of the following:  a seniority system; a merit system; a system that 
measures earnings by quantity or quality of production; a bona fide job-related factor or factors; or 
a bona fide regional difference in compensation levels.  A bona fide job-related factor or factors may 
include, but is not limited to, education, training, or experience that is consistent with business 
necessity; not based on or derived from a gender-based differential; and accounts for the entire 
differential.  A bona fide regional difference in compensation level must be consistent with business 
necessity; not based on or derived from a gender-based differential; and account for the entire 
differential. 

16. CONTRACT TERMINATION FOR DEFAULT OR CAUSE.  Except as detailed in the attached explanation (Bidder 
to provide and, in such case, check the box below), Bidder certifies that Bidder has not, within the 
three (3) year period preceding the date of the above-referenced Competitive Solicitation, had one 
(1) or more federal, state, or local governmental contracts terminated for cause or default. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

17. TAXES.  Except as detailed in the attached explanation (Bidder to provide and, in such case, check the 
box below), Bidder certifies that, except as validly contested, Bidder is not delinquent and has paid 
or has arranged for payment of all taxes due to the State of Washington and has filed all required 
returns and reports as applicable. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

18. FINANCIALLY SOLVENT.  Except as detailed in the attached explanation (Bidder to provide and, in such 
case, check the box below), Bidder certifies that Bidder is financially stable and solvent, has adequate 
cash reserves to meet all financial obligations, has not commenced bankruptcy proceedings 
voluntarily or otherwise, and is not subject to any judgments, liens, or encumbrances of any kind 
affecting title to any Goods and/or Services that are the subject of the above-referenced Competitive 
Solicitation. 
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☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 

Check box if applicable. 

19. LAWFUL REGISTRATION.  Bidder certifies as follows (must check one):  

☒ CURRENT LAWFUL REGISTRATION.  Bidder is registered and in good standing in the 
jurisdiction (state) where Bidder is organized, including having timely filed all 
required annual reports. 

OR 
☐ BIDDER IS A SOLE PROPRIETOR OR GENERAL PARTNERSHIP.  Bidder, as indicated below (Bidder 

must check applicable box) is a sole proprietor or general partnership and therefore 
not required to register in the state where Bidder’s principal place of business is 
located: 

☐ SOLE PROPRIETOR.  Bidder is a sole proprietor. 

☐ GENERAL PARTNERSHIP.  Bidder is a general partnership. 

20. REGISTRATION WITH THE WASHINGTON SECRETARY OF STATE.  Except for sole proprietors and general 
partnerships which are exempt from registration, OMWBE requires all awarded Bidders (including 
Washington firms and out of state firms) to be registered with the Washington Secretary of State.  
Bidders other than sole proprietors or general partnerships who are not registered with the 
Washington Secretary of State shall not be awarded a Contract.  Accordingly, Bidder certifies as 
follows (must check one): 

☒ BIDDER IS REGISTERED WITH THE WASHINGTON SECRETARY OF STATE.  Bidder is registered 
with the Washington Secretary of State, is in good standing, and has the following 
Unified Business Identifier (UBI) number: 604 280_ 803___. 
Bidder must provide its nine-digit UBI number. 

OR 

☐ BIDDER WILL REGISTER WITH THE WASHINGTON SECRETARY OF STATE.  Bidder currently is not 
registered with the Washington Secretary of State but, if designated as an Apparent 
Successful Bidder, Bidder shall register with the Washington Secretary of State to 
obtain a UBI number and provide proof of such registration satisfactory to OMWBE 
within five (5) business days of such designation or notification by OMWBE.  Bidder 
further certifies that Bidder understands that, if for any reason, Bidder is not timely 
registered with the Washington Secretary of State and has not timely provided a 
valid UBI number for Bidder to OMWBE, Bidder shall be disqualified from Contract 
award. 

OR 
☐ BIDDER IS A SOLE PROPRIETOR OR GENERAL PARTNERSHIP.  Bidder, as indicated below (Bidder 

must check applicable box) is a sole proprietor or general partnership and therefore 
exempt from the requirement to register with the Washington State Secretary of 
State: 



 

EXHIBIT A – BIDDER’S CERTIFICATION   PAGE 10 
(Rev 2025-10-06) 

 
 
 

☐ SOLE PROPRIETOR.  Bidder is a sole proprietor. 

☐ GENERAL PARTNERSHIP.  Bidder is a general partnership. 

21. REGISTRATION WITH THE WASHINGTON STATE DEPARTMENT OF REVENUE.  OMWBE requires all awarded 
Bidders (including Washington firms and out of state firms) to be registered with the Washington 
State Department of Revenue.  Bidders who are not registered with the Washington State 
Department of Revenue shall not be awarded a Contract.  Accordingly, Bidder certifies as follows 
(Bidder must check one): 

☒ BIDDER IS REGISTERED WITH THE WASHINGTON STATE DEPARTMENT OF REVENUE.  Bidder is 
registered with the Washington State Department of Revenue, has a business license 
to do business in Washington, and has the following Unified Business Identifier (UBI) 
number: 604 280_ 803___.__.  
Bidder must provide its nine-digit UBI number. 

OR 

☐ BIDDER WILL REGISTER WITH THE WASHINGTON STATE DEPARTMENT OF REVENUE.  Bidder 
currently is not registered with the Washington State Department of Revenue but, if 
designated as an Apparent Successful Bidder, Bidder shall register with the 
Washington State Department of Revenue for a business license and provide proof 
of such registration satisfactory to OMWBE within five (5) business days of such 
designation or notification by OMWBE.  Bidder further certifies that Bidder 
understands that, if for any reason, Bidder is not timely registered with the 
Washington State Department of Revenue and has not timely provided a valid UBI 
number for Bidder to OMWBE, Bidder shall be disqualified from Contract award. 

22. SUBCONTRACTORS.  The use of subcontractors in this solicitation is not allowed, with the exception that 
the mentors may, at their expense (if any), bring in another partner or resource to facilitate learning 
topics or sessions provided that the mentor or other approved key personnel are available during 
the session and participate in the instruction to ensure proper guidance for the Protégé(s). 

 

23. WASHINGTON SMALL BUSINESS.  Bidder certifies as follows (Bidder must check all applicable boxes): 

☒ WASHINGTON SMALL BUSINESS.  Bidder is a Washington Small Business as defined in 
RCW 39.26.010(13) and (22)(a).  To qualify as a Washington Small Business, Bidder 
must meet three (3) requirements: 

☒ Location.  Bidder’s principal office/place of business must be located in and 
identified as being in the State of Washington.  A principal office or principal 
place of business is a firm’s headquarters where business decisions are made 
and the location for the firm’s books and records as well as the firm’s senior 
management personnel. 

☒ Size.  Bidder must be owned and operated independently from all other 
businesses and qualify as one of the following: 

☒ Bidder Qualifies as a Small Business – i.e., 
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☐

 Bidder 
has fifty 

(50) or fewer employees; or 
☒ Bidder has an annual gross revenue of less than 

$7,000,000 as reported on Bidder’s federal income 
tax return or its return filed with the Washington 
State Department of Revenue over the previous 
three (3) consecutive years. 

☐ Bidder Qualifies as a Minibusiness – i.e., Bidder has an annual 
gross revenue of less than $3,000,000, but $1,000,000 or 
more, as reported on Bidder’s federal income tax return or 
its return filed with the Washington State Department of 
Revenue. 

☒ Bidder Qualifies as a Microbusiness – i.e., Bidder has an 
annual gross revenue of less than $1,000,000 as reported on 
Bidder’s federal income tax return or its return filed with the 
Washington State Department of Revenue.  

☒ WEBS Certification.  Bidder must have certified its Washington Small Business 
status in Washington’s Electronic Business Solution (WEBS). 

OR 

☐ NOT A WASHINGTON SMALL BUSINESS.  Bidder does not qualify as a Washington Small 
Business as set forth above. 

 

24. CERTIFIED VETERAN-OWNED BUSINESS.  Bidder certifies as follows (Bidder must check one and, if stating 
that Bidder is a Certified Veteran-Owned Business, provide Bidder’s WDVA certification number in the 
space provided below): 

☒ CERTIFIED VETERAN-OWNED BUSINESS.  Bidder is a Certified Veteran-Owned Business 
under RCW 43.60A.190.  To qualify as a Certified Veteran-Owned Business, Bidder 
must meet four (4) requirements: 
 51% Ownership.  Bidder must be at least fifty-one percent (51%) owned and 

controlled by: 
(a) A veteran as defined as every person who at the time he or 

she seeks certification has received a discharge with an 
honorable characterization or received a discharge for 
medical reasons with an honorable record, where 
applicable, and who has served in at least one of the 
capacities listed in RCW 41.04.007; 

(b) A person who is in receipt of disability compensation or 
pension from the department of veterans affairs; or 

(c) An active or reserve member in any branch of the armed 
forces of the United States, including the national guard, 
coast guard, and armed forces reserves. 

 Washington Incorporation/Location.  Bidder must be either an entity that is 
incorporated in the State of Washington as a Washington domestic 
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corporation or, 
if not 

incorporated, an 
entity whose principal place of business is located within the State of 
Washington. 

 WEBS Certification.  Bidder must have certified its Veteran-Owned Business 
status in Washington’s Electronic Business Solution (WEBS). 

 WDVA Certification.  Bidder must have provided certification documentation 
to the Washington Department of Veterans’ Affairs (WDVA) and be certified 
by WDVA and listed as such on WDVA’s website (WDVA – Veteran-Owned 
Businesses). Bidder’s WDVA certification no.:  _____________ 

OR 

☐ NOT A CERTIFIED VETERAN-OWNED BUSINESS.  Bidder does not qualify as a Certified 
Veteran-Owned Business as set forth above. 

 

25. REFERENCES.  Bidder certifies that the references provided below (Bidder must provide) have worked 
with Bidder pertaining to contracts in which Bidder provided goods/services similar in scope to the 
goods/services described in the above-referenced Competitive Solicitation and that such references 
have full permission, without any additional requirement or release, to provide references and 
information to OMWBE pertaining to Bidder.  Bidder hereby authorizes OMWBE (or its agent) to 
contact Bidder’s references and others who may have pertinent information regarding Bidder’s prior 
experience and ability to perform the Contract, if awarded.  Bidder hereby authorizes such  

 

individuals and firms to provide such references and release to OMWBE information pertaining to 
the same. 

 

Reference 1: 
Provide information in 

the space provided 

Business Name:  Pim Savvy 
Contact Name at Business:  April Matsui 
Phone: (206) 380-7456 
Email:  april@pimsavvy.com 

Reference 2: 
Provide information in 

the space provided 

Business Name:  Sturdy Medical Staffing 
Contact Name at Business:  Mercy Karanja 
Phone:  (781) 475-4903 
Email:  admin@sturdymedicalstaffingllc.com 

Reference 3: 
Provide information in 

the space provided 

Business Name:  Lee Mozena 
Contact Name at Business: Zena Consulting 
Phone:  (206) 368-9608 
Email:  lee@zenaconsulting.com 

Note:  It is Bidder’s obligation to ensure that the contact information for Bidder’s references is 
accurate and current.  Bidders should alert their references to respond promptly to reference 
checks. 
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26. SIGNATURES 
 
Bidder further certifies that Bidder shall provide immediate written notice to OMWBE if, at any time prior 
to a Contract award pursuant to the above-referenced Competitive Solicitation or anytime during the 
Contract term, if awarded, Bidder learns that any Bidder certifications set forth herein were erroneous 
when submitted or have become erroneous by reason of changed circumstances. 

I hereby certify, under penalty of perjury under the laws of the State of Washington, that the Bidder 
certifications herein are true and correct and that I am duly authorized to make these certifications on 
behalf of the Bidder stated herein. 

 

BIDDER NAME: __NOBLEHOUSE CONSULTING, LLC_____________________________________ 
 Print Name of Bidder 

Note:   
 If Bidder is a corporation, LLC, etc., print full legal entity name of the firm who is the 

Bidder submitting the Bid. 
 If Bidder is a sole proprietor, print the full legal name of the individual who is the Bidder 

submitting the Bid. 
 

BY: ____Trena S. Payton___________ __Trena S. Payton__________________ 
 Signature of Bidder’s authorized person Print Name of person making certifications for 

Bidder 
TITLE: _President___________________ __DuPont, WA ____________________ 

 Title of person signing Bidder’s Certification Print city and state where signed 

DATE: ____3/13/2026_______________  
 

 
 
 
 
 

Return this Bidder’s Certification to Procurement Coordinator at: 
tasha.schiller@omwbe.wa.gov 
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EXHIBIT BA-2 – PERFORMANCE REQUIREMENTS - MENTORS 
Category 1  
 

Competitive 
Solicitation: 

 
No. OMWBE 2026-K14 - CONSULTANT SERVICES FOR GOVERNMENT CONTRACTING MENTORSHIP PROGRAM 

 
Bidder:          Noblehouse Consulting, LLC 

 

Type/print full legal name of bidder company 

Instructions: 

1. Add bidder company’s name above. 

2. Review the qualification requirements below. Qualification requirements will be assessed as follows: 
 

Score Rating Definition 

100% Excellent added value Response provides outstanding added value for the state across all aspects of the performance requirement. Response demonstrates clear 
and extraordinary technical or business efficiencies and advantages as compared to the stated business need. 

70% Significant added value 
Response provides material added value across all aspects of the performance requirement or provides outstanding added value in some 
aspects of the stated business need. Response demonstrates clear and substantial technical or business efficiencies and advantages as 
compared to the stated business need. 

30% Sufficient added value 
Response provides minor added value across all aspects of the performance requirement or significant added value in some aspects of the 
stated business need. Response demonstrates vague or limited technical or business efficiencies and advantages as compared to the stated 
business need. 

0% Meets minimum 
acceptable standard 

Response meets the minimum expectation for the performance requirement and the stated business need. 

3. Provide a written response that addresses how bidder meets each requirement in the Written Response column. 

a. Required Questions. Bidders bidding on Category 1 – Mentors must complete REQ ID’s M-1 through M-5.  

b. Supporting Information. Please make sure to include references in Exhibit A-1 – Bidder’s Certification that align with the information provided in this exhibit. OMWBE may request additional 
information or references to help verify the information provided by the bidder in this exhibit. A bidder’s failure to provide requested information to OMWBE within five (5) business days may result 
in disqualification. 
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c. Bidder’s Commitments. Please note the bidder’s responses to some of the performance requirements below (e.g., customer service) will be added to the resulting contract, so bidder is 
cautioned to indicate commitments that they can meet throughout the term of the contract. If a contractor is not able to honor these commitments throughout the contract term, they may 
be subject to early contract termination that could impact their ability to work with the State in the future. Please see Exhibit D1 – Contract. 

d. Word Limit. Limited responses may receive lower scores than those that demonstrate knowledge of the subject matter. Each question has stated word count limits, any text in excess of those 
stated word limits will be deleted prior to forwarding the submittals to the evaluation team. Each written response must be complete and will be evaluated on its own merits. Unless specifically 
instructed, Bidders may not include links to external content or include embedded documents. Any such additional materials will not be evaluated. Pictures or Screenshots, if not specifically 
asked for, will not be considered.  

4. Submit this exhibit as a Microsoft Word document and without modifying the font or formatting. If you need to print out this document for any reason, please note this document is size Legal 8.5” x 14”. 

Please note: Not following any of the instructions might result in the bid being considered non-responsive. 

 
CATEGORY 1 – MENTOR - PERFORMANCE REQUIREMENTS 

 

REQ 
ID 

Performance Requirement and 
Stated Business Need 

Available 
Points Written Response 

M-1 Mentor Experience. The State is seeking Mentors with both 
specific industry knowledge and experience in 
transportation and/or construction, government 
procurement processes, and also has mentoring or 
experience providing technical assistance and/or one-on-
one guidance to small businesses. 

It is expected that the individual or individuals listed as Key 
Personnel in this bid will be performing the services in this 
contract and can demonstrate industry knowledge and 
experience. For each Key Personnel to perform under the 
contract: 

Added value considerations: 
(a) Quantity of years of experience of specific industry 

knowledge. Additional value given for expansive 
experience in both transportation and/or 
construction industries and how this experience was 
gained. 

(b) Experience mentoring small businesses, delivering 
workshops, providing technical assistance, and/or 
consultations. 

150 Written Response Required. The written response for this section detailing Key Personnel must not exceed five hundred (500) 
words PER KEY PERSONNEL. Add/delete personnel as applicable. 
 
How many Proteges are you seeking to mentor? (One or two): Two 
What region are you able to provide in-person mentorship? Northwestern, Southwestern 
You may input as many as you are capable of. (Northwestern, Southwestern, Central, Eastern): Northwestern, Southwestern 

 
Key Personnel 1 - Primary Mentor *– Title: Trena Payton, President/Principal, Noblehouse Consulting, LLC 

 
a. Years of Industry Experience : 36 years of cumulative experience mentoring, advising, assisting and working with small 

businesses: 
• 6 years’ direct technical assistance and mentorship experience as an APEX Counselor/Advisor on 

procurement cycles for State, Federal and local agencies for transportation, construction. Experience was 
gained through one-on-one counseling sessions as well as conducting training sessions that included 
shared screen demonstrations and email communications exchanges. 

• 20 years’ experience as an entrepreneur utilizing certification programs to secure contracts in construction 
and transportation related projects. Experience was gained through partnering and leading bid 
opportunities on open market and set-aside procurements, serving as Proposal Manager and mentoring 
subcontractors on bid preparations and explaining the necessary elements of the regulatory nature of the 
procurement process. 
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(c) Years of experience and fluency with writing, 
reviewing, editing, and/or submitting government 
bid proposals, Requests for Qualifications (RFQ’s) 
Requests for Proposals (RFP’s) and/or Requests for 
Information (RFI’s), and/or other portions of the 
government bidding process and how it was gained. 

(d) The number of federal, state, or local government 
contracts Key Personnel personally contributed to 
submitting and/or were awarded. 

(e) Any relevant professional education and/or 
certifications in this industry, publications, or 
professional associations in which the Key Personnel 
is active. 

To meet minimum acceptable standard [0%]: At a minimum 
the key personnel who will be performing service under this 
contract must demonstrate: 

(a) Minimum of five (5) years’ experience working in the 
transportation and/or construction industry which 
can include providing technical 
assistance/training/mentoring 

(b) Three (3) years of experience in one or more of the 
following areas listed providing one-on-one business 
mentorship, training, workshops, classes to other 
individuals, businesses, or community organizations 

 
Bidders who do not meet this minimum standard may be 
disqualified from further consideration. 

• 10 years’ experience as a Dept of Defense Contracting Officer’s Representative overseeing the technical 
performance of vendors across a wide variety of performance standards. Experience was gained by serving 
as point person on the contract and working with small businesses to understand the requirements 
documents and procurement rules as directed by the program staff and the contract. 

• 2 years as a SCORE Counselor meeting with clients and mentoring them as business owners on general 
business, procurement, bidding and certification issues. 

b. Years of experience providing one-on-one business mentorship: 
• 6+ years of direct technical assistance and mentorship experience as an APEX Counselor/Advisor and 

Entrepreneur providing on-on-one mentorship. 
c. Number of small businesses Key Personnel has personally assisted or mentored: 

• 300+ clients as an APEX Counselor I have personally assisted, mentored and advised. 
d. Years of experience providing workshops and/or classes to other individuals, businesses, or community organizations: 

• 6 years’ direct experience developing and delivering workshops, classes and training for transportation and 
construction companies. 

e. Years of experience providing training or technical assistance: 
• 6 years’ direct experience developing and delivering technical assistance and training to businesses in 

transportation and construction. 
f. Years of experience writing, reviewing, editing, and submitting government bid proposals): 

• 20 years’ experience as an entrepreneur leading proposal development process including writing, editing, 
production, and acting as a member of the team reviews. 

g. List the number of federal, state, or local government awards: 
• Over 120+ government contract wins on the federal side. I participated in key levels that likely count 

100+ projects. A breakdown may look like: 
• 90+ State 
• 75+ Local 

h. Education or professional training: 
• Tuck School of Business at Dartmouth College 
• University of Maryland – BS 
• U.S. Army Management Staff College 

i. Professional certifications or associations:  
• Association of Proposal Management Professionals (APMP) 
• National APEX Accelerator Alliance (NAPEX) 

j. Provide references from 2 different small businesses they have provided one-on-one consultation, mentorship, or 
technical assistance. (name and contact information):  

• Lee Mozena, lee@zenaconsulting.com 
• April Matsui. april@pimsavvy.com 

mailto:lee@zenaconsulting.com
mailto:april@pimsavvy.com
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M-2 Certification Experience The State is seeking Contractors who 
are experienced with knowledge of supplier diversity and 
certifications used in contracting.  
 

Added value considerations: 
a) Hands-on experience completing an OMWBE 

application for certification. This can be an application 
for a State and/or Federal certification application. 

b) Hands-on experience completing a non-OMWBE  
application for certification. 

c) Demonstrates detailed knowledge of the OMWBE and 

50 Written Response Required. The written response for this section detailing Key Personnel must not exceed one thousand 
(1000) words. Add/delete personnel as applicable. 

 
Key Personnel 1 - Primary Mentor – Title: Trena Payton 

a. Does Key Personnel have experience completing an OMWBE (State or Federal) application for certification? (Yes or 
No): YES 

b. Does the Key Personnel have experience completing another type of application for certification (not an application for 
an OMWBE [State or Federal] certification)? (Yes or No): YES 

c. If Key Personnel assisted another business and not their own, please type “assisted another business”: assisted 
another business in Hubzone” 

d. If yes, for either question “a” or “b”, please specifically list the following certification(s) the key personnel applied for 
or assisted another in applying for: 
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other certification processes. 
d) Demonstrates detailed knowledge of supplier diversity 

and how it intersects with certification. Includes a 
specific example of how they have incorporated these 
principles or have first hand experience of these 
principles in practice. 

To meet minimum acceptable standard [0%]: At a minimum 
the key personnel who will be performing service under this 
contract must demonstrate: 

(a) Minimum understanding of the certification process 
and how it intersects with supplier diversity while 
considering equity. Clearly defines the intent of the 
process. 

 
Bidders who do not meet this minimum standard may be 
disqualified from further consideration. 
 

I have personally applied for and obtained each of the listed certifications for my company(s) with the exception of the 
HUBZone. I have also assisted clients as an APEX Counselor in obtaining these certifications for their companies and 
showed them how the process works as well as how to market and use the status of being a certified business.  In the 
federal sector, I have leveraged being a certified business as a prime contractor and one many set-aside procurement 
opportunities including being the first to win a WOSB set-aside from the US Army. 
 
As an APEX Counselor, I have assisted many in the HUBZone application process and was certified as a screener to review 
applications by the SBA Hubzone team. 

• OMWBE 
• DBE 
• SBA 8(a) 
• WA VOB 
• SBA SDVOSB 
• SBA WOSB 
• Hubzone 

e. If Key Personnel does not have experience with the certification application process for either themselves or assisting 
another business, please briefly explain their knowledge of certification and supplier diversity and why these processes 
exist. Also, include a brief statement of how they have incorporated these principles in the workplace. N/A. 
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M-3 Contract Performance Experience. The State is seeking a 
Contractor with experience in both bidding and winning 
government contracts in the transportation and 
construction industry. 

Awards for technical assistance, mentorship, and related 
capacity building programs are acceptable to include 
contingent they are relevant to small business development 
and/or transportation and/or construction industries.  

Added value considerations: Provide the following 
information that demonstrates industry knowledge and 
experience: 

(a) List experience winning at least three (3) federal, 
state, or local government contracts through 
competitive solicitation processes and meeting all 
majority of performance requirements during award 
period. 

 
(b) Provide details about the three (3) awarded contracts 

listed above and identify the following information 
for each - type of purchaser (city, county, state, 
federal, etc.), bid type, scope of services, and 
duration (date of completion – ongoing projects are 
acceptable). 

For the scope of the service, provide a description of 
the work required, deliverables, and any metrics 
used for tracking completion. The scope statement 
for each project must not exceed five-hundred (500) 
words. 

To meet minimum acceptable standard [0%]: At a minimum 
the key personnel who will be performing service under this 
contract must demonstrate: 

• At a minimum, bidder has to demonstrate that 
they have successfully been awarded and 
performed on at least three (3) projects in the 

100 Written Response Required. The written response for section A, of this question, must not exceed one hundred (100) words.  
The written response for each individual section B, section C, and section D, in this question, must not exceed five hundred 
(500) words. 
 
(A) List at least 3 federal, state, or local government contracts won through a competitive solicitation process: 

(a) Contract 1 Name or Number: W31P4Q20A0003 
(b) Contract 2 Name or Number: W31P4Q18A0061 
(c) Contract 3 Name or Number: W31P4Q18A0078 

 
(B) Awarded Contract 1 Name/Details: Aviation & Missile Center Division – Weapons Development and Integration 

Directorate’s Purchase Agreement for US Army 
(a) Purchaser/type of government entity (city, county, federal, state, etc.): Federal 
(b) Bid type (open competitive, direct buy, statewide, etc.): Open Competitive 
(c) Date work started: Oct 28, 2019 
(d) Project end date: Oct 31, 2023 
(e) Performance Requirements met (Y/N): Yes 
(f) Scope – specifically bidder’s role/contribution: Proposal response manager, developer and writer. 

BLANKET PURCHASE AGREEMENT FOR THE WEAPONS DEVELOPMENT AND INTEGRATION DIRECTORATE FOR THE ACQUISITION 
OF HARDWARE AND MATERIAL ITEMS IN SUPPORT OF VARIOUS RESEARCH AND DEVELOPMENT EFFORTS. 
Contract includes close coordination and tracking of processes to ensure lead time reduction and problem resolution.  Our 
responsibilities included bill of materials verification with suppliers, tracking and maintenance including tracking of critical 
component inventory levels.  We compare suppliers that influence sourcing decisions based on overall cost and benefit 
including price, flexibility, services, performance, quality, and terms and conditions. Help manage supply chain details in 
logistics, communications, deliverables, technical specifications, costing, quality problems, etc. 

(C) Awarded Contract 2 Name/Details: Aviation and Missile Research, Development and Engineering Center (AMRDEC), 
Software Engineering Directorate (SED)’ Purchase Agreement for US Army 
(a) Purchaser/type of government entity (city, county, federal, school, etc.): 
(b) Bid type (open competitive, direct buy, statewide, etc.): Open Competitive 
(c) Date work started: Dec 29, 2017 
(d) Project end date: Dec 31, 2018 
(e) Performance Requirements met (Y/N): Yes 
(f) Scope – specifically bidder’s role/contribution: Proposal response manager, developer and writer. 

BPA SOLICITATION TO SUPPORT JOINT SYSTEMS INTEGRATION LABORATORY (JSIL) COMMUNICATIONS, INFORMATION 
TECHNOLOGY, ELECTRONICS, AND SUPPORT EQUIPMENT (CITES) 
Contract included close coordination and tracking of processes to ensure lead time reduction and problem resolution.  Our 
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last seven (7) years that were in the 
transportation and/or construction industry or 
related to small business technical assistance. 

Bidders who do not meet this minimum standard may be 
disqualified from further consideration. 

responsibilities include bill of materials verification with suppliers, tracking and maintenance including tracking of critical 
component inventory levels.  We compared suppliers that influence sourcing decisions based on overall cost and benefit 
including price, flexibility, services, performance, quality, and terms and conditions. Help manage supply chain details in 
logistics, communications, deliverables, technical specifications, costing, quality problems, etc. 

(D) Awarded Contract 3 Name/Details:  
(a) Purchaser/type of government entity (city, county, federal, school, etc.): Federal 
(b) Bid type (open competitive, direct buy, statewide, etc.): Open Completive 
(c) Date work started: May 23, 2018 
(d) Project end date: Apr 30, 2023 
(e) Performance Requirements met (Y/N): Yes 
(f)  Scope – specifically bidder’s role/contribution: Proposal response manager, developer and writer. 

THE AVIATION AND MISSILE RESEARCH, DEVELOPMENT AND ENGINEERING CENTER (AMRDEC) SOFTWARE ENGINEERING 
DIRECTORATE (SED) REQUIREMENT TO CONTINUE INTEGRATED COMMERCIAL EQUIPMENT COMPETITIVE ACQUISITION. 
Contract included close coordination and tracking of processes to ensure lead time reduction and problem resolution.  Our 
responsibilities included bill of materials verification with suppliers, tracking and maintenance including tracking of critical 
component inventory levels.  We compared suppliers that influence sourcing decisions based on overall cost and benefit 
including price, flexibility, services, performance, quality, and terms and conditions. Help manage supply chain details in 
logistics, communications, deliverables, technical specifications, costing, quality problems, etc. 
 

REQ 
ID 

Performance Requirement and 
Stated Business Need 

Available 
Points Written Response 
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M-4 Sample Work Product.  
The State is seeking a Contractor who has experience in 
mentoring small businesses and can effectively impart 
knowledge and skills to another small business so that they 
may then utilize this training for the benefit of their business.  
A curriculum for the mentorship pilot program has been 
defined and the contractor is expected to expand upon the 
subjects based on their best practices utilizing technology, 
written, in-person, and other methodologies. This question 
seeks to evaluate how a contractor might mentor a protégé 
on a set of topics including the teaching style and planning 
they would use.  
 

Provide one sample work product from the contract scope 
topics below. Choose one (1) topic from the list below to 
create your sample work product: 
  
Topics:  

- Specification Reviews (Pre-Bid Process) 
- Go/No-Go Processes 
- Pursuit Schedules 

 
For the sample work product, provide a sample template (can 
be a blank template) or an existing example of this work 
product used in your work that would be provided to a 
protégé to help them learn this topic. If using an existing work 
product, redacting personal or proprietary information is 
acceptable with the condition it does not alter the appearance 
or content to the extent that it would not allow for sufficient 
evaluation.  
 
Include a brief summary for the sample and include what 
details and questions would be reviewed with the protégé to 
help mentor them. The intent of this sample is to demonstrate 
an example of your mentorship style and process. 
 

100 Written/Visual Report Response Required.  
The sample work product must not exceed one thousand (1000) words. Any text/words within images/PDFs will be 
counted toward total word count. Attach the sample as separate PDF attachment clearly titled or embed the sample by 
pasting or typing in the space provided below. 
 

Sample Work Product Entry: 
(a) Is the sample work product attached as a separate PDF document? (Yes or No): Yes 

• If you are not attaching your sample work product as a separate PDF, you may use the space below to make your entry. 
(b) Please type which topic you are selecting for the sample work product: Go/No Go Processes 
(c) You may use this area below for your sample input and /or summary if it was not attached as a separate document: 

 
Description:  Opportunity Vetting and Go/No Checklist 
The attached sample checklist encapsulates the process of developing a guide to help the clients through vetting 
opportunities. This will aid discussions for team members to discuss attributes of an RFP and help the team get to a well-
reasoned decision to pursue a procurement. Looking at the attached PDF of a sample of the Checklist, here is a explanation of 
the column sections: 
Column 1 –    Category of Information/questions. 
Column 2 –    Specific questions identified as key information need to consider. 
Column 3 – 7 Scale to rate/assign a value based on the criteria of each number. 
Column 8 –    Where the ranking gets placed for calculation and total. 
Column 9 -      Comment/mitigation. Note-taking column to capture information on why the score was assigned and any 
strategy the score. 
 
At the bottom is the overall scale that determines the likelihood of success by the company and if the company has all of the 
required elements needed to compete. The checklist is specific to a company in one scenario. Each company will need to 
develop their own questions and their own scale. 
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Added value considerations: 
(a) Provide a sample work product (report, 

assessment, etc.) by attaching it in PDF format or 
embedding it into the space provided to the right. 

(b) The sample provided is legible, well-organized, 
professional in appearance (formatting, free of 
typos, content is displayed in plain language, not 
difficult to read for the average viewer – does not 
comprise of conflicting colors or small or difficult 
fonts, for example), and demonstrates subject 
matter expertise. 

(c) Each summary has a clear outline of planning 
including a few questions that may be asked of 
the protégé or for the protégé to consider to 
foster the learning process in each sample topic.   

(d) Sample work product demonstrates a supportive 
learning method. Examples include, but are not 
limited to: Details are freely listed and are not 
complex without giving extra instruction or 
guidance if there are complexities. Steps are 
taken to demystify complexities, if applicable. 
Suggestions are included if appropriate. Bidder 
identifies areas that learner may need extra 
support or have questions. Qualities that 
demonstrate bidder has experience with a variety 
of learners at different knowledge and skill levels 
and can adjust appropriately and with patience. 

To meet minimum acceptable standard [0%]: At a minimum 
the key personnel who will be performing service under this 
contract must demonstrate: 
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• At a minimum, bidder must submit sample 

work product either by attaching in PDF format 
or embedding it into the space provided to the 
right. 

• Bidder chose only one (1) topic from the list to 
create sample work product. 

• Bidder included a summary explaining details 
about the sample work product which also 
includes sample questions for protégé 
guidance. 

Bidders who do not meet this minimum standard may be 
disqualified from further consideration. 

REQ 
ID 

Performance Requirement and 
Stated Business Need 

Available 
Points Written Response 
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M-5 Cultural Competency. The State is seeking a Contractor 
who possess cultural competency and the ability to 
understand and be sensitive to the cultural differences that 
exist between people of different demographic 
backgrounds, which may include racial, ethnic, gender, 
economic, language differences, and/or underserved 
communities. 

Added value considerations: For key personnel who will be 
performing services under this contract: 

(a) The description demonstrates how their lived 
experience(s) has prepared them to work 
collaboratively with diverse populations. 

(b) Describes the takeaways from the lived experience 
and how they can apply the lessons learned when 
mentoring others. Details to illustrate the 
experience can include references to timing/dates in 
life, interaction or impact with marginalized 
communities, barriers, etc. 

(c) The description includes how the individual 
demonstrated experience or learned about 
working with those from other backgrounds, 
ethnicities, cultures, educational backgrounds, 
etc. 

(d) Key Personnel has a personal narrative that 
describes how they feel they have experienced 
discrimination or adversity in some form and how 
it has impacted their work or participation in 
community or society. 

To meet minimum acceptable standard [0%]: At a minimum 
the examples provided must demonstrate: 

 

 

 

150 Written Response Required. The written response for this section must not exceed one thousand (1,000) words in total. 
Add/delete key personnel as applicable. 
 
(a) Key Personnel 1 

1. Type/Name of project, training, or lived experience 
• Work Experience (6 years) as a Public Sector Procurement Advisor/ Counselor for APEX with an average 

client base of 100-200 businesses annually from all economic, cultural, religious, and gender backgrounds. 
• Work Experience (25+ years) as an entrepreneur partnering with startups, small, medium and large 

businesses that have worldwide teams with competing cultures and priorities. 
• Work experience as an employee with companies such as Microsoft, Washington Mutual , and the 

Department of Defense (War) as a project manager leading and managing multi-functional and 
multicultural and multidisciplined teams. I’ve work with Korean nationals in Korea on the Army’s Joint 
Staff, German nationals in Germany as well as regional cultures in the US. My experiences have taught 
me respect and appreciation for immigrants, refugees, women, veterans, hearing impaired, and 
LGBTQIA+ Community. 

• Training/Educational as an APEX Trainer delivering procurement focused classes and training to a diverse 
audience of clients requiring real world information of the bidding process and more importantly what it 
takes to win. And, as a student, I attended training and classes on cultural aspects of working in teams 
with all types of diverse peoples. This includes training topics on leadership, and teambuilding in diverse 
work environments from institutions like: 

• Defense Acquisition University 
• Signal Officer’s Basic Course at the Amry’s Computer Science School 

• Lived experiences (64 years): African American, woman, service disabled veteran (42 years). My whole 
life and identity is steeped in experiences reflective of my status as a minority, woman, and veteran. With 
shared/similar experiences, I use our shared language or vernacular to quickly establish a rapport. From 
there, we can share entrepreneurial experiences and cultural takes on those experiences and build a 
foundation of trust. This makes my contribution to mentoring stronger as I can relate to challenges faced 
in dealing with differences and sometimes biases or barriers. To instantly connect based on experiences 
can mean a big difference to the protégé/mentor relationship and establish the bond needed to build 
trust necessary to result in progress toward the goals. 

2. Project details that demonstrate cultural competency and key personnel involvement: 
• Cultural competency when working with a small business clients on a daily basis as an APEX Counselor of 6 years is 

a must to be successful. I have many women business owners that I advise that are in the construction industry 
with businesses that range from general construction to site preparation. While our primary subject is public 
procurement, we often share experiences of the varying perspectives on work approaches.  This sharing makes 
them feel seen and heard and it can be therapeutic for me to impart my experience as a woman in a same 
situation since a huge part of my business was working on outside plant and public works projects. 
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- At least one (1) Key Personnel has an example of a 
lived experience that shows prior experience working 
with stakeholders from different demographic 
backgrounds, including racial, ethnic, gender, 
economic, language differences and/or underserved 
communities that resulted in a positive outcome for 
all parties. 

 

Bidders who do not meet this minimum standard may be 
disqualified from further consideration. 

• Another example would be a client that felt the procurement process was hostile to African American men 
specifically and that the system was actively working against businesses like his. When he shared his perspective 
and how he arrived at the conclusion, I was able to show empathy and provide perspective that allowed him to see 
if public sector was the right space for him at that time in his business journey. 

• One more instance, I have worked with a couple different clients that were blind and used assistive devices. This 
makes Zoom meetings a challenge as we both navigate the assistive technology that helps guide them through the 
portions of the sessions that require a shared screen. As I was instructing them on the registration process of sites 
like Small Business. Administration (SBA) Connect or the State’s WEBS site, I applied my experience of what it’s like 
to feel like an outsider/different and needing help from someone that does not understand cultural barriers. This 
can lead to not trust that someone is just there to help you achieve your goal. I provided constant reassurance that 
the additional effort was not a burden and that we could make the time needed to get through the learning. 

3. How was the experience or knowledge applied: 
• As mentioned above in my experience there have been many positive outcomes in situations where being a 

member of diverse community and culture can create a dialog that is part of the foundation for effective 
communication and working experience. Applying my background, education and experience opens the dialog and 
facilitates understanding and speeds through barriers that many don’t even realize exist. 

4. What was the outcome: as a counselor my regular active clients have won millions in contract award dollars and 
participated is countless bid opportunities in all industries. 
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M-6 Availability & Capacity. The State is seeking a Contractor who 
by submitting this bid understands and agrees that the Key 
Personnel listed will be the primary mentors for any matched  
Protégé(s). Bidder is committing to meet the time necessary 
to deliver quality training and guidance to each Protégé so 
they may have the best possible outcome for this pilot. 
As detailed in the Scope, meeting times are flexible and can 
be worked out with the Protégé(s) once the pairing is made at 
a later date. The information in this section will be used to 
evaluate bidder capacity, teaching capability, commitment, 
and thoroughness. 

Added value considerations:  

(a) Indicating Key Personnel can meet the required 
time commitments to each Protege. 

(b) Employ use of additional resources to enhance the 
learning experience and retention for their 
Protégé(s) 

(c) Detailed description of a thoughtful approach to 
handling a learning situation with Protégé where 
they need extra support that demonstrates 
experience assisting others in a learning 
environment. Indicates ability to provide alternative 
solutions or options to achieve positive outcome.  

 
To meet minimum acceptable standard [0%]: At a 
minimum, the bidder must demonstrate:  

(a) Bidder can meet the minimum time 
commitment of the pilot program. The hours 
are appropriately added up according to the 
bidder’s selection of one (1) or two (2) 
protégés.  

Bidders who do not meet this minimum standard may be 
disqualified from further consideration. 

100 Written Response Required. The written response this section must not exceed seven hundred fifty (750) words in total. 
 
Please refer to the Scope for minimum hours in pilot over the duration of the 12-month period. 
Providing Government Procurement and Business Training Sessions – minimum of 40 hours 
Creating or Updating Individual Business Plans – minimum of 2 hours 
Supporting Clients in “LIVE” Actual Bid Submissions – minimum of 40 hours 

 
Please keep in mind to account for mentoring one (1) or two (2) protégés depending on your bid selection. 
 
Recruitment and Retention Information: 

(a) How many hours each week or month can each Key Personnel listed commit to meeting with a Protégé? If more than 
one Key Personnel listed, please list each Key Personnel’s commitment individually.: 

• I can apply up to 8 hours per week per protege 
(b) To provide a more expansive learning experience, are there any additional resources or unique topics that could be 

recommended during the pilot or you would ensure the Protégé(s) learn?: 
• Appropriate and Judicious use of AI Tools in bidding 
• Sales Pipeline Development and Tracking 
• Proposal Win Strategy Development and Implementation 
• Proposal Response Template Development 
• Team Reviews for Response Editing 
• Indept Market Research in Construction/Transportation 
• Competitor Research/Developing Public Record Request (PRR) 

(c) Briefly describe how you would handle a situation where a protégé is struggling to grasp a topic. What methods or 
strategies might you employ to help them learn the subject in a different way?: 

 
• Assess Before Acting. Start by diagnosing why they're struggling — is it a knowledge gap, a confidence 

issue, lack of context, or information overload? The approach should match the root cause. 
• Review Historical Bids. Taking the protégé through past bids they have submitted and applying the topic to 

see where the information could have been applied and discussing whether there would have been a 
difference in the outcome can be very illuminating, especially if they did not receive a debrief after Notice 
of Award. 

• Diagramming and Documentation. I would share my past documentation and debrief information and 
recreate the bidding process and scenario as a case study. I can draw from my history and share antidotes 
for areas that are tough to understand.  
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• Deconstruct the topic. Some topics need to be approached at a slower pace.  If you can break the topic 
down into smaller elements and take each one more slowly and test the client’s knowledge though active 
listening, you have a good chance of identifying the  

• Simplify and Chunk the Material. Break complex topics (like FAR/DFARS regulations or proposal writing) 
into smaller, digestible pieces. Focus on one concept at a time before building to the next. 

• Switch the Teaching Format. If verbal explanation isn't working, try visual aids (flowcharts, diagrams), 
written guides, video walkthroughs, or role-playing exercises like mock proposal reviews. 

• Active Listening. Ask the protégé to explain the concept back to me in their own words. This quickly reveals 
where the gaps are and reinforces learning through articulation. 

• Peer Learning and Mentoring Networks. Connect them with another business owner who has successfully 
navigated the same challenge — sometimes a peer perspective is more relatable than an expert one. 

• Adjust the Pace and Check-in More Frequently. Increase touchpoint frequency for struggling topics. Short, 
focused check-ins (rather than long sessions) can reduce overwhelm and build momentum. 

• Tie It to Their Business Goals. If they can't see why a topic matters to their specific situation, motivation 
drops. Frame every difficult topic in terms of its direct impact on winning contracts. 

• Provide Reference Tools and Job Aids. Create checklists, templates, or one-pagers they can use 
independently — reducing reliance on memory and building confidence. 

• Celebrate Small Wins. Acknowledge incremental progress. Struggling learners often disengage due to 
frustration, so recognizing improvement keeps them motivated. 

 

 



Proposal Title: Support Services 

Solicitation #: SAMPLE 

St
ra

te
gy

 

 5 4 3 2 1 Point 
s 

Comments 
/ Mitigation 

1.  
Does it meet our 
strategic objectives? 

Gateway for 
new business 
line? 

Enhance/Improv 
e 

Directly In-
line 

 
Indirectly 

 
Detracts 

 
5 

Local, 
facilities 
maintenanc 
e 

2.  
Does it enhance our past 
performance? 

$3+ million 
project and 
adds 
capabilities 

$1-2 million 
project and adds 
capabilities 

$1 million in 
existing 
capabilities 

$500k-$1 
million, adds 
to existing 
capabilities 

Under $500k, 
doesn't add to 
existing 

 
5 

 
 
 
$42M 

3. What is the working 
relationship with the 
client? 

 
Excellent Good working 

relationship 

Known but 
not well 
cultivated 

Company 
reputation 

Unknown or 
poor 

 
3 

 

4  
What impact does it have 
to our revenue 
objectives? 

 
$500- $1 
million for one 
year 

 
$1 - $2 million 
for one year 

 
$3 million+ 
for one year 

 
Under 
$150K or 
unknown 

 
 

 
Contract 
Vehicles 

 

 
3 

Out there, 
but we have 
partners 
that can 
help with 
financing 

5. Does it meet our Period 
of Performance 
objectives? 

One year 
base with 
option periods 

One year POP 
with no options 

6 months - 1 
year 

 
3-6 months less than 3 

months 

 
5 

 

6.  
 
 

What is the agency small 
business temperature? 

 
 

 
Under goals 

 

 
DBE goal 
highlighted in 
proposal 

 
 
 

Meeting 
goals 

 
 

 
Unknown 

 
 
 

Exceeding 
goals 

 
 

 
5 

Depends on 
set-aside 
status 
(picking 5 
on the 
assumption 
to set-aside 
for WOB) 

M
ar

ke
tin

g 

7. Does it meet our 
acquisitions strategy 
goal? 

8(a) Sole 
Source 

 
8(a) competitive WOB/VOB 

set aside 
SB Set 
Aside 

 
Open 

 
2 

could 
increase if 
WOB 

8. Did we have advance 
information? 

Responded to 
Source 
Sought 

Industry day 
attendance/clien 
t contact 

Knew RFP 
was coming 
out 

Few days 
notice prior 
to release 

RFP released 5 
 

 



 

 9. How critical is the project 
to the customer? 

Regulatory or 
Operations 
Contract 

Need for future 
critical planning 

Results 
needed 
within 1 year 

Sometime in 
future 

No schedule 
requirement 

 
5 

 

10 
. Is the evaluation process 

favorable to us? 

LPTA w/out 
Teaming 
Partners  

 
Best Value 

 

LPTA with 
Teaming 
Partners 

 
3 

will know 
more when 
it comes out 

11 
. Have we marketed the 

opportunity to the Project 
Manager? 

Multiple 
Conversations 
around project 

 
Have discussed 
project 

Relationship 
but haven't 
discussed 
specific 
project 

 
2nd hand 
relationship 

Do not know 
Project 
Manager 

 
5 

 

12 
. How structured is the 

RFP? 

Clearly/ 
Straightforwar 
d 

 
Above Average 

 
Average 

 
Vague 

 
Poorly written 

 
3 

 
 
unknown 

13 
. 

Is there sufficient 
time/resources to 
prepare a proposal? 

Had Draft 
RFP for 30 
days 

 
6 weeks Average, 4 

weeks 

 
2-4 weeks 

 
2 weeks 

 
5 

 

M
is

c.
 

14 
. 

 

 
Are subcontractors 
needed? 

 

 
No, pursuing 
in-house 

 
 

Yes, verbal 
teaming 
agreement 

Yes, teaming 
partners 
have 
partnered on 
similar 
opportunities 
in the past 

 
 

Yes, teaming 
partners 
identified 

 

 
Yes, No one 
identified 

 

 
2 

 
 
Still need 
an HR 
partner and 
other areas 
covered 

15 
. 

What is the potential for 
future opportunities as 
result of this work 

Excellent 
 

We are 
preferred 
vendor or 
Incumbent 

Above Average Average Below 
Average 

No or 
unknown 4 

 

C
om

pe
tit

io
n 

16 
.  

What is the competition? 
 

Selective Pool 

Incumbent 
not preferred 
or ineligible 
for reward 

 
Unknown 

 
Incumbent 
Preferred 

 
3 

17 
. 

 
 

Staffing 

 
We have staff 
on current 
project 

We have staff 
on 
similar/related 
project 

Team mate 
has staff on 
current 
project 

Team mate 
has staff on 
similar/relate 
d project 

 
Source for 
Every 
Position 

 
 

3 

Maybe a 1, 
teammates 
in theory 
should have 
staff to offer 

18 
. 

Do we have a unique 
solution for this 
opportunity 

 
Yes Yes with 

deficiencies 
Meets 
standards 

 
Uncertain 

 
No 

 
5 

 



 

 19 
. 

Have we bid against 
competition before? Many times Frequently Occasionally Seldom Never or 

unknown 1  

20 
. 

What is the probability of 
a win? Excellent Above Average Average Below 

Average 
Poor or 
unknown 3 

 

C
on

tra
ct

/C
os

ts
 

21 
. 

Are contract terms & 
conditions acceptable? Acceptable Satisfactory Minor 

modifications 
Major 
modifications 

Changes not 
accepted 5  

22 
. 

 
 
 

Can we establish a 
profitable, competitive 
pricing strategy? 

 
 
 

Reasonable 
and 
competitive 

  
 
 

Meets 
Requirement 
s 

 
 
 

Must cut 
corners, cost 
share etc. 

 
 
 
 

No 

 
 
 
 

1 

We have a 
lot of work 
to do to put 
together a 
pricing 
strategy 
that will met 
needs and 
be 
competitive. 

Is a facility clearance 
23 and/or cleared personnel 

required? 

Yes and we 
already have 
requirements 

Yes before 
award 

Required 
upon award 

Can use 
Teammates 

 
No 

 
5 

 

TOTAL 1-23 (115 
points) 86  

C
os

ts
/B

en
ef

its
 

  

 

 
What is the 20?? anticipated revenue? 

    $  

 What is the contract 
value? 

   $ 
 

 

_ 

  

 
What is the contract 
type? 

    
 

 

_ 

  

  
What is the position? 

    
 

 

_ 

  

Completed By: Date: If Go, Project Number: 
 

Rating: 



<69: Too many weak points to warrant the resources to submit a bid. (60%) 
69-91: Consider benefit of pursuing; can we overcome our weak points/can we establish strong discriminators as a team? (61%-78%) 
>91: Go. (80%) 
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