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When Should my Business Consider a Teaming Arrangement?

* Need for additional capacity as a result of the increased
use of non-price related evaluation factors
» Technical capabilities
 Financial capacity

* Business Development
* Access to set aside contracts

* Competitive advantage
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Common Types of Teaming Arrangements

* Prime/sub relationship
 Joint Ventures

* SBA’s Mentor Protégé Program

* Joint Ventures under the SBA’s Mentor Protégé
Program (MPP)

 Other Mentor Protégé Programs
* Private Businesses (most commonly a large business)
* Local Governments
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Mentor-Protégé Program (MPP)

Access business development
assistance

Build capacity and grow

Establish joint ventures




Set-Aside for Certification Programs
and Socio-Economic Categories

Targeted set-asides and acquisition goals:

Small Businesses (23%)

Women-Owned Small Businesses
(5%)

Small Disadvantaged Businesses

(included 8(a) certified) (5%)

HUBZone Businesses (3%)

Service-Disabled Veteran-Owned
Small Businesses (5%)
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* SBA certifications are different from State/COBID
certifications
e SBA Certifications generally only apply to federal
agencies. Federal agencies have statutory goals are able
to “set aside” contract opportunities
e COBID Certifications apply to state and local
government agencies
* SBA Certifications:
e WOSB, EDWOSB, 8(a), HUBZone, VOSB & SDVOSB
 COBID Certifications:
« WBE, MBE, ESB, DBE, ACDBE, & VBE

ﬁ
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Program
Purpose
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Enhance the capabilities of the protégé

Help the protégé meet its business development and
contracting goals

Improve the protégé’s ability to compete
for contracts
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Program Benefits for Protégés and Mentors

A protégé can get valuable assistance from a mentor in
several areas, including:

* Technical and/or management assistance
* Financingin the form of equity investments and/or loans

* International trade
* Government contracting

A mentor benefits in several areas, including:

*  Forming a joint venture with its protege, provided the protégé
qualifies as small for that particular federal contract or
subcontract

* Contract evaluation preferences where the mentor will
subcontract significant work to its protégé, if authorized by
the agency

ﬁ
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Eligibility Requirements

Eligibility Requirements for Protégé

Firm must:
* Be asmall business with industry experience
* Have a proposed mentor prior to applying
* Be organized for profit or as an agricultural cooperative

* Generally have no more than two mentors in the business’s lifetime

Eligibility Requirements for Mentor

Firm must:
* Be organized for profit or as an agricultural cooperative
+ Be able to carry out its responsibilities to assist the protégé
* Not appear on the federal list of debarred or suspended contractors
* Possess good character
* Have no more than three proteges at a time
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Mentor-Protégé Agreement

For the SBA to approve the mentor-protégé agreement:

* The SBA must determine that the mentor-provided assistance will promote real developmental
gains for the protégé, not just act as a vehicle to receive federal small business set-asides

« An SBA “determination of affiliation” must not exist between the mentor and the protégé applicant
and its prospective mentor may not be affiliated at the time of application

This is not a matchmaking program.
The mentor and protégé should already have found each other before applying.
You must be approved by the SBA to participate in the MPP.

ﬁ
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How to Apply

To begin the application process, you’ll need to have a
profile at SAM.gov.

Before you apply to the MPP have these things
done:
v Make sure both businesses are registered at SAM.gov
v Have your NAICS code on hand

v Both businesses must complete the SBA’s online
tutorial (save your completion certificates)

v" Create and agree to a mentor-protégé agreement using
the SBA guide

Applications are submitted online at:
https://certify.sba.gov/

ﬁ
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https://www.sam.gov/
https://certify.sba.gov/
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Stay in Touch!

Make sure to frequently check the email address
you used when applying in Certify.

MPP withdraws applications when applicants are
non-responsive to the following items:
v" Requests for additional information from SBA

v" When issues raised by SBA are not rectified by the
business

ﬁ
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Overview of Joint Ventures

* Mentors and protégés can continue to form joint ventures (JVs), allowing both parties to
compete together for government contracts reserved for small businesses.

— Based on the protégé’s small business certification(s), JVs can
qualify for federal contracts set aside for 8(a), SDVOSB, WOSB,
and HUBZone businesses.

— The JV must be separately identified with its own name, UEI
number, and CAGE number with SAM. At SAM, define the entity
type as a joint venture, with individual partners listed.

— A protégé firm may enter into a JV with its SBA-approved
mentor and be eligible for any contract opportunity for which
the protégé qualifies.

— SBA no longer reviews or approves competitive 8(a) joint
ventures. SBA’s District Offices only review and approve 8(a)
sole source joint ventures

ﬁ
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Overview of Joint Ventures (continued)

JV benefits to mentors and protégés include:
— Increasing their capacity and capability to do business with the
federal government
— Collective representation of past performance;
— Shared costs and resources, such as accounting software; and

— Leveraging the other partner’s experience and market share.

» Specific to mentors, serving as a mentor to an 8(a) firm will
continue to count toward any subcontracting requirements to
which the mentor firm may be subject under Section 8(d) of the
Small Business Act.

o These program improvements will help protégés see the value of
the program and grow the opportunities for them to do business

with the federal government.
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How to learn more about the program?

Visit our website: https://www.sba.gov/mpp

Email for general MPP questions: sbampp@sba.gov

Email for annual evaluation reporting: mppevaluations@sba.gov

Email for joint venture certificates of completion and quarterly financial information:
mppjvreporting@sba.gov

e Email for when the application is in the screening process: mppscreening@sba.gov

ﬁ
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https://www.sba.gov/mpp
mailto:sbampp@sba.gov
mailto:mppevaluations@sba.gov
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mailto:mppscreening@sba.gov
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Tips for Success

* Open and Honest Communication - capabilities, culture

* Avoid over-dependence - affiliation can become a
concern

 Legal review of MPAs and JVAs is not required by the
regulations, but many businesses prefer the peace of
mind that comes with this type of review

* Maintain regulatory compliance - review 13 CFR 125.9

* Work with your local APEX Accelerator



https://www.ecfr.gov/current/title-13/chapter-I/part-125/section-125.9

—
Access to Capital

SBA administers a number of funding programs including:

“* Loan programs - SBA generally does not underwrite loans. Instead, SBA works
with various lending organizations to provide a government backed guarantee
making it easier for small business to obtain much needed capital

+*» Disaster Assistance - SBA provides low-interest disaster loans to help
businesses and homeowners recover from declared disasters

“* Surety Bonds - The Small Business Administration (SBA) guarantees bid,
performance, and payment surety bonds issued by certain surety
companies

*» Investment Capital - SBA licenses Small Business Investment Companies
(SBICs) who may invest in small businesses in the form of debt and equity

¢ Grants - SBA provides limited small business grants and grants to states
and eligible community organizations to promote entrepreneurship. If your
small business is engaged in scientific research and development, you may
qualify for federal grants under the

Learn more at https://www.sba.gov/funding-programs

18



https://www.sba.gov/funding-programs
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Type of SBA Loans

Microloans - loans up to $50,000. SBA provides funds to specially designated
intermediary lenders, which are nonprofit community-based organizations with
experience in lending as well as management and technical assistance. These
intermediaries administer the Microloan program for eligible borrowers.

7(a) Loans - The 7(a) Loan Program, SBA’s primary business loan program, provides
loan guaranties to lenders that allow them to provide financial help for small
businesses with special requirements. The maximum loan amount for a 7(a) loan is $5
million. Key eligibility factors are based on what the business does to receive its
income, its credit history, and where the business operates.

504 Loans - The 504 loan program provides long-term, fixed rate financing for major
fixed assets that promote business growth and job creation. 504 loans are available
through Certified Development Companies (CDCs), SBA's community-based
nonprofit partners who promote economic development within their communities.
CDCs are certified and regulated by SBA. The maximum loan amount for a 504 loan
is $5.5 million.




How Can an SBA-backed Loan Help You?

* Launch, grow, or repair a * Purchase, renovate, or
start-up expand facilities

e Start or purchase a small * Purchase inventory,
business equipment, or machinery

* Access revolving credit or * Purchase land or real estate
working capital for day-to- e Export a product or service

day expenses

20




Increase Your Chances of Securing a Loan

Lenders want to know they’re making a smart choice by
giving you a loan. Your local SBA Resource Partners can help
you develop your:

* Business plan

lo—o”
— * Expense sheets
@ * Financial statements

 Financial projections

21




MADE IN
AMERICA

RESTORING U.S. MANUFACTURING

Putting American manufacturers first | U.S. Small Business Administration

S A U.S. Small Business
Administration
—J

*Increase access to capital
Improve opportunities for public and private investments in support of

manufacturing in America

*Help small businesses export their products on a global scale .
S5 ————— S ————————————————————


https://www.sba.gov/priorities/american-manufacturers

—
Red Tape Hotline

RED TAPE
HOTLINE

1-800-827-5722

WHAT REGULATIONS NEED TO GO?

ﬁ
S B A U.S. Small Business
J Administration

As the watchdog for small businesses in the regulatory process, SBA’s Office of Advocacy works to restrain regulation that
imposes excessive costs on small businesses. Advocacy empowers you to make your voice heard in the regulatory
process. If you have a concern with a federal regulation, please reach out and let us know.

RED TAPE HOTLINE

23
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mailto:RedTape@sba.gov
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Resources

» APEX Accelerators
= In Oregon: www.gcap.org
= In Washington: www.washingtonptac.org
- Native/Tribal: www.nnapex.org

» Small Business Development Centers (SBDCs)
- Find your local center at: https://www.oregonsbdc.org/ in Oregon or
http://wsbdc.org/ in Washington

» SCORE
- Find a mentor at: https://www.score.org/find-mentor

» Women’s Business Center
» Livelihood NW: https://livelihoodnw.org/

» Veterans Business Outreach Center
= https://businessimpactnw.org/veterans-business-outreach-center/



http://www.gcap.org/
http://www.washingtonptac.org/
http://www.nnapex.org/
https://www.oregonsbdc.org/
http://wsbdc.org/
https://www.score.org/find-mentor
https://livelihoodnw.org/
https://businessimpactnw.org/veterans-business-outreach-center/

How are we doing?


http://www.sba.gov/feedback

—
Where To Go for Help

Contact Information

Government Contracting Assistance Program (GCAP) (Oregon’s PTAC)

Washington PTAC

Joe Smetak, Business Opportunity Specialist, SBA Portland District
Joseph.smetak@sba.gov
503-326-6692

www.sba.gov/OR



http://www.gcap.org/
https://washingtonptac.org/
mailto:Joseph.smetak@sba.gov
http://www.sba.gov/OR
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Teaming and Joint
Venturing

Date: 06/12/25







Narciso Figueroa — Project Executive

28 years in the construction industry
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Enjoy Spending time with my wife and 2 children
My hobbies include watching movies and listening to music

Favorite Movie — Tombstone

SKANSKA




HSJV — PDX TCORE

2 year — preconstruction
Early enabling

Phased design

Operating Airport
Multiple stakeholders

Existing conditions

SKANSKA

S2 Billion Project value
5 year construction duration

S30M average monthly billing

Staff changes
Staff burn out

Multiple onsite locations
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PRO

Risk Mitigation — having a partner to share the risk prevent one company from bearing
the full burden of risk and liability.

Success

Local Expertise — allows out-of-market companies to have a foothold into a new market >
by teaming up with someone local.

SKANSKA



CON

e Teaming Agreement — T&C’s

Customer-first mindset Culture of improvement

. .
— Time consuming Partnering wit customers on the ntes Laormingfom o sccesses - ond atures
business joum

usSingss joumey

— Culture clash

— Differing values Delivering
sustainable impac

le

* Managing Partner

— New procedures
— New hardware (phones / computers)

— New software programs

) ) Commercial directio
— Two of everything — dual reporting, shared vs

confidential.

Construction Residential Development

Profitable, stoble ond climate-smart solutions. Best-in~closs homes across our markets.

SKANSKA



DO

Best Practices — once formed, JV can borrow from both companies to develop their own set of best

practices/autonomy. ;
Budget More Time — big decisions may need to go through 2 decision making processes and agreement
may take more time than usual.

%

Co-habitation — allows team relationships to form; provides common ground.

Team Building — look for opportunities for training, recreation and socializing for field and ;
office.

SKANSKA

Partnership
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Don’t Poach Talent.

Creates mistrust.

SKANSKA

Don’t finger point.

Us vs Them.

Don’t create silos.

Do not split project
up by company.

Don’t pick the wrong
partner.

Culture and values
should align.
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Prequalification Information for Subcontractors

The purpose of Skanska prequalification is to determine if your firm possesses the necessary experience, financial
resources and commitment to safety and guality to ensure good performance on our projects. By working with only
the most qualified companies, Skanska can ensure that we deliver a high level of service to each of our clients.

To simplify the process, Skanska has a web application for subcontractors to complete. Start by filling out the inquiry
form (instructions below). Once completed, you will be emailed information to access our prequalification form.
Upon submission, your prequalification information will be reviewed by Skanska. If approved, your company will be
qualified to be considered for present and future Skanska projects. Please note that due to the unigque nature of each
project, your information will be subject to review by the project team for each new bid solicitation.

Follow these steps to start the prequalification process:

1. Click here for an introduction to Doing Business with Skanska

Website: https:/www.usa.skanska.com/who-we-are/partner-with-skanska/

2. Select Prequalify with Skanska USA Building

Website: https:/partners.skanska.com/usa/teams/DocuPro/SitePages/Prequal % 20Inquiry % 20Request.aspx

3. Select Request Login and complete your company information.

4. At the bottom of the page select "Save”

5. Within two (2} business days you will receive an email invitation from Skanska/TradeTapp to prequalify. Follow the
instructions in your email.

Thank you for your interest!

SKANSKA
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Thank you

Narciso Figueroa
503-805-9359
narciso.figueroa@skanska.com
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Legal Considerations

JOINT VENTURES AND TEAMING AGREEMENTS

JJH @ LAW
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WHAT ARE WE TALKING ABOUT?

* Teaming vs. Joint Venture structures

* Essential contract terms

* Negotiation strategies for smaller partners
* Risk management and protection

e Common pitfalls to avoid




THE CONSTRUCTION PARTNERSHIP LANDSCAPE

Why Large GCs Seek Specialty Contractors:
e Specialized Trade Expertise
* Local Licensing & Permits
* Bonding Capacity
« MBE/WBE/DBE Requirements

Common Partnership Types:

Joint Venture

Teaming Agreement

Mentor-Protege

Design-Build




TEAMING AGREEMENTS: THE FOUNDATION

What are they?

Definition: Contractual relationships for specific construction projects

Typically: Trade-specific partnerships with defined scope boundaries

Common in: Large commercial, industrial, and public works projects

Key Distinctions: Compare to JVs:

Project Specific Shared Entity

Individual Licensing and Bonding Joint Bonding and Insurance

Coordinated but separate scopes Shared profit, loss, liability

Individual Payment Relationships Complicated Financials

V



TEAMING AGREEMENTS: ESSENTIAL TERMS

Defined Scope of Work ﬁ
Permit Acquisition Responsibility
* Individual bonding arrangements
Bonding and Insurance ﬁ * Insurance coverage requirements
e Additional insured provisions

e Payment application procedures

* Lien waiver requirements
Payment Terms ﬁ e Change order approval processes
e Pay-when-paid vs. pay-if-paid clauses e

Specific trade responsibilities and boundaries

Interface coordination requirements

Quality standards and inspection procedures

Licensing Requirements




TEAMING AGREEMENTS: RED FLAGS

Unlimited Liability

* Payment Conditions

* Bonding and Insurance Limits
* Undefined or Open Scope

* Broad Indemnification




JOINT VENTURES: DEEPER WATERS

When JVs Make Sense:
* Large Infrastructure Projects
 Multi-Trade Requirements
* Public Works with MBE/WBE Goals
* Design-Build Projects

Key Differences:
e Shared Elation or Misery
* New Entity Creation

* No Independence E



JOINT VENTURES: LEGAL STRUCTURES

Entity Options é

Governance Considerations

—

LLC (Most Common)
Corporate Joint Venture
Partnership

Board Composition
Managerial Structure
Deadlock Resolution




JOINT VENTURES: ESSENTIAL TERMS

* Individual v. Joint Bonding Requirements
Bonding and Insurance ﬁ « Letter of Credit Arrangements
* Financial Statement Disclosure Requirements
* Percentage Splits
Profit/Loss Risk ﬁ « Cost Overrun
* Change Order Profit/Loss Sharing

e Step-In Rights
Defualt and Completion  Completion Bond Triggers

* Equipment and Materials Ownership




PARTNERSHIP NEGOTIATION STRATEGIES

Leverage Points
» Specialized Trade Experience and Licensing

Establishing Supplier or Vendor Relationships

Local Market Knowledge
MBE/WBE/DBE Certifications
Bonding and Insurance Capacity

Negotiation Points
* Schedule Impact and Delay Claims

Joint Check Agreements

Material Escalation and Labor Cost Adjustments
Risk Shifting

Dispute Resolution g



RISK MANAGEMENT AND PAYMENT PROTECTION

Insurance and Bonding
e Builder’s Risk
* Professional Liability
* Workers’ Compensation
e Performance/Payment Bonds

Financial Protections
e Joint Check Agreements
* Lien Waiver Procedures
e Retainage Schedules

* Progress Payment Security e



KEY TAKEAWAYS

The contract is there for your worst day.

Partnership Success requires careful planning

Invest in propert Counsel Upfront

Good Contracts Anticipate Problems




WHAT CAN YOU DO TODAY?

e Review your current partnership agreements

* Develop a legal checklist for future opportunities
Build relationships with qualified legal counsel
Create templates for common partnership scenarios




Thank you!

Matthew Juhren JJH e LAW

matthew@jjh-law.com
503.224.9792

ATTORNEYS AT LAW
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