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FROM THE DIRECTOR
SBIR/STTR reauthorization is in full 
swing: Congress hopes to accomplish 
reauthorization of our program in 2016 
– a year before the 2017 sunset – in 
view of the turmoil that a Presidential 
and Congressional election could impose. 
I’ve been privileged to serve this year 
as a witness before both the House and 
Senate Small Business Committees in 
hearings on reauthorization. Moreover, 
I was pleased to find true, strong, 
bi-partisan support for SBIR/STTR 
from Congress. While comments 
made by committee members suggest 
legislation that will improve our SBIR/
STTR program, I encourage all of you 
technology innovators and entrepreneurs 
to be ambassadors for SBIR/STTR, 
so that decision-makers everywhere 
understand the value proposition your 
SBIR/STTR work represents to your 
community and for our nation.

In this issue of Transitions, I’ll touch on 
four more key issues for our community.

16th Annual Forum for 
SBIR/STTR Transition
The Gaylord at National Harbor, May 16 – 18

Great news about our well-known 
Forum! – we are now partnered with the 

Navy League and its world famous 
maritime expo, Sea-Air-Space. 
Dazzling displays by the global 
maritime industry, paired with 
close and personal looks into the 
emerging capabilities of our major sea 
platforms by top flag officers, makes 
Sea-Air-Space a logical partner for 
our Forum.  The  reputation that both 
events as defense innovation market-
places bring to our Naval warfighter,  
will establish a high mark for SBIR/
STTR-Primes-DON collaboration and a 
model others will quickly duplicate. Go 
to NavyFST.com for details, including 
our Virtual Transition Marketplace of 
116 high-priority SBIR and STTR 
technologies built for the Naval Fleet 
and Force. One event highlight: we’re 
planning a river-side demonstration 
of EMILY, an STTR success story 
that derived from a Marine Corps 
UAV flying in Iraq in 2007, and today 
is saving lives as a USV lifeguard 
throughout the world.

Contracting Process Improvements
Committed to making a great 
program even better, we ran a pilot 
program to take aim at dramatically 

reducing Phase II time-to-award. With 
the help of ace NAVAIR contracting 
officials, we saw time-to-award drop 
from fourteen months to less than five 
months. My next challenge is to make 
that pilot permanent, scale up its capacity 
to support all of the DON SBIR/STTR 
program, and lock in those improve-
ments. Moreover, we’ve engaged with 
interested Congressional staff plus top 
Department legal counsel and contract 
specialists, to simplify and shorten the 
process of certifying fiscal capability of 
SBIR and STTR awardees. By the way, 
I’m always open to suggestions about 
further improvements like these … please 
send me your suggestions for program 
improvement early and often.

Phase III Guidebook Update – The Data 
Rights Supplement
At the Forum, make sure you grab a copy 
of SBIR/STTR Phase III Guidebook v1.2, an 
important update to this widely used desk 
reference for contracting officers, acquisition 
program staff, and small businesses. In recent 
months of travel to naval facilities around the 
country, I’ve followed the practice of “listen, 
learn, then lead” to conclude that SBIR/STTR 
data rights can be a black hole of confusion 
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for the SBIR community. 

What’s needed – and what I’ve provided 
-- is a Data Rights Supplement to the 
Guidebook that succinctly, precisely 
describes the legal authority for data 
rights, what data rights mean, how 
to assert data rights; and answers 
frequently asked questions about data 
rights. Version 1.2 of the Guidebook 
answers the mail with a readable, 
stand-alone seven-page Data Rights 
Supplement. Further, it’s been validated 
by ONR intellectual property experts. 

Next step for all of us: review SBA’s new 
SBIR-STTR Policy Directive draft, with its 
updated explanation of data rights 
(see Federal Register Vol. 81, No. 67, 

pg. 20484 (Thursday, April 7, 2016).

DON SBIR/STTR Economic 
Impact Survey
Speaking of having a story to tell, our 
best-in-class SBIR/STTR program has 
for years relied on conventional and 
limited metrics. But with increased 
attention from Congress, the 
Pentagon, and industry, it’s time that 
we provided a more complete picture 
of our community at work. To that 
end, earlier this year I asked TechLink 
– a proven technology assessment 
team – to survey all DON SBIR/STTR 
winners in recent years, and capture 
the metrics in the form of an economic 
impact study that reveals the true 
value of SBIR/STTR innovations to 

the nation and our economy. You may 
have read my email to you winners 
introducing our TechLink colleagues. 
Today, TechLink has a few more 
interviews to conduct; when they call 
you, please collaborate with them 
fully and candidly.

To all my friends in the SBIR/
STTR community: I’ll see you 
at the Forum and the Sea-Air-
Space Expo!

Sincerely,

Robert L. Smith

U.S. Navy
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BUSINESS PLAN: FIND LARGE PARTNERS FOR TEAMING

Kutta’s SBIR success contributed 
to acquisition by a large firm

F or several years, Kutta Technologies, Inc. 
of Phoenix, AZ, has been able to leverage 
the success of its SBIR projects into a 

mutually beneficial relationship with a large 
aerospace and defense company, Sierra Nevada 
Corporation (SNC) of Sparks, NV.  In fact, the 
relationship was so beneficial that, in 2015, 
SNC bought Kutta.

Founded in 2001 and headquartered in Phoenix, 
AZ, Kutta is a high-tech designer, manufacturer, 
and supplier of command-control (C2) com-
munications software and hardware applications 
and subsystems for mission-critical Department 
of Defense (DoD) and commercial customers. 

Kutta has pursued both Army and Navy SBIR 
projects.  One of their Navy SBIR projects, 
“Service Oriented Architecture (SOA) Solution 
for Multivehicle Control and Unmanned Aircraft 
System (UAS) Capability Core Unmanned 
Control System (CUCS),” has had applications for 
both Navy and Army programs.  

Kutta received a 2013 Small Business Administration (SBA) 
Tibbetts award based upon the “economic impact of their 
technological innovation, and the extent to which that 
innovation served federal R&D needs, encouraged diverse 
participation and increased the practical commercial use of 
federal research.” 

“Our work through SBIR created a robust intellectual 
property (IP) portfolio, and we were able to leverage and 
grow our expertise in manned/unmanned control, air space 
integration and ground control station technology,” says 
David Barnhard, Kutta’s director of business development.  
“That technology and expertise is becoming increasingly 
relevant.  And, it continues to expand SNC’s offerings in a 
number of areas.”

The acquisition exposes Kutta’s products to a much larger 
audience.  SNC, its subsidiaries, and its affiliates have an 

international market presence with a workforce of nearly 
3,000 personnel in 33 locations worldwide; including 18 in 
the U.S., as well as, England, Germany, and Turkey.

Kutta directly supports SNC’s Integrated Mission Systems 
(IMS) business division in Hagerstown, MD, headed by Tim 
Owings, SNC’s corporate vice president of IMS.

SNC’s relationship with Kutta has proven to be very 
beneficial. “Prior to this acquisition, we worked with Kutta 
very successfully on multiple projects in the unmanned 
systems and engineering services area,” says Owings.

Kutta’s extensive IP portfolio positions them at the 
forefront of the unmanned aerial systems (UAS) C2 commu-
nications and visualization technologies marketplace and 
has made it an ideal fit for them to continue to work with 
SNC’s IMS business area. 

“We had a good relationship with SNC before the 
acquisition, and that has continued now that we’re part 
of SNC.  It’s been good all around,” Barnhard says.  “Apart 

U.S. Air Force
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from the fact that we can no longer participate in SBIRs, 
because we are no longer considered a ‘small business’ it 
hasn’t really been disruptive. It’s been productive.”  

This is an example where a big company wanted to do 
business with a small company because it had something 
innovative that they needed and wanted.  SNC knew that the 
technology and the business relations would work because of 
the partnership established through the SBIR process.

Supporting Primes
One of Kutta’s business strategies was to find those 
cases where large companies needed to satisfy an SBIR 
requirement and Kutta found a way to help them do just 
that, while also delivering value.

“There are some contracts that require large companies 
to involve small businesses.  At Kutta, we wanted to be 
that small business that was available.  We looked for 
primes to team with.”

Barnhard says there are advantages to both small and 
large companies.  “Many times there is a portion of 
work under a prime contract that requires a prime to 
subcontract that work to a small business. Working with 
a quality small business allows a large business to meet 
the requirements of their prime contract. The prime 
contractor and the government typically obtain high-
quality work from a small business at reduced rates due to 
the small business’s reduced overhead. The small business 
expands its expertise, grows and hires more people. The 
government and tax payers get value at reduced rates, the 
prime satisfies its contractual requirements and the small 
business grows,” he says.  “It’s a win-win-win.”

“That is one mechanism that works extremely well for 
small businesses, and that is inclusive of SBIR technology 
in the sense that we leverage aspects of our SBIR-devel-
oped technology to help in that business-value scenario, 
as well as show transition for the SBIR developed 
technology. We were a quality small business that helped 
the large business meet that requirement,” says Barnhard.  
“It’s part of the equation.  That’s a win all the way around 
that shows the value of the SBIR program.  It provides 
extremely high value and capability for everyone.  The 
government gets a low-cost rate for very high-quality 

work. The government wins; the prime contractor wins; 
and the small business wins.  In our case, we were able to 
expand our employment, our technology base and our IP 
portfolio, adding good value for the taxpayer.” 

Fast Track Acquisition
According to Barnhard, what’s unique about the SBIR 
process, and in particular Phase III, is that it permits 
the government or the acquiring large business and 
small business to have a contract vehicle that is 
sole-source justified because it’s already competed for 
that scope of technology.  “It allows the government to 
quickly contract and fund work to keep the transition 
going without an arduous contracting process.”  If the 
technology that the government is interested in was 
produced by the small company under the SBIR program, 
is in scope, and is relevant to what the government is 
seeking to acquire, then by the guidelines of the SBIR 
program, it has already been competed.   

“It’s a very streamlined process, Barnhard says. “ It’s a 
huge advantage to get a contract vehicle set up to help 
further transition the technology into whatever portfolio 
it’s destined to be in.  It can expedite the acquisition 
process by having that Phase III transition available, 
and that gets the technology to the customer faster. 
Being able to execute in a Phase III is the goal of the 
SBIR program.  It helps transition the technology into a 
program where it’s most needed.”

An SBIR effort could be focused on a specific need or 
application, but when standing back it could be found to 
have a host of applications in all kinds of industries.

Barnhard says the program is improving. “Throughout 
the years that Kutta was a small business, we have seen 
a constant refinement and improvement of the SBIR 
application process from something that was relatively basic, 
to one that has purposely been designed to allow both 
traditional and non-traditional defense contractors to have 
their ideas heard and permit innovation from these traditional 
and non-traditional sources where our country as a whole will 
see the most benefit.  The SBIR program has done a good job 
from the application, funding and transition perspective to 
make it a more attractive and effective system.”

BUSINESS PLAN... continued
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Transitions:  Tell us a little bit about Trident Systems.
Karangelen: We’re a little innovation company with 
approximately 100 employees and for the last seven or 
eight years, we’ve been earning between $30 to $50 
million a year.  We started in 1985 after I got out of the 
Submarine Force.  I worked as a contractor, then hung 
out my shingle, doing systems engineering simulation and 
modeling for the Navy.  Ultimately, we changed our path 
from being services-oriented to system hardware and 
software prototyping design and development R&D under 
contract for the Navy, the other services, and DARPA.  
After several tries, we won our first SBIR award in 
1989 – creating a touch screen for a combat system that 
ultimately ended up being used on a number of platforms.  
That work became a commercial group within Trident 
which earned nearly $30 million in sales over a period 
of years and was ultimately spun off.  We still do a lot of 
contract R&D, but we’re primarily a product development 
company, selling products here in the U.S. to the Marine 
Corps, Homeland Security, and other customers.  We have 
two cyber products that are beginning to sell strongly; 
we’re selling security devices internationally, such as 
unattended ground sensors and we have a radar business 
that is starting to blossom.

Transitions:  You mentioned radars.  What kind of radars 
do you make?
Karangelen: We have a very interesting product that came 
out of an ONR SBIR.  The Navy was looking for a small 
radar that could fit on a UAV.  So we built a REALLY small 
radar from commercially-available parts instead of defense 
legacy systems.  It’s rare that you get a clean sheet of paper 
on something like a radar platform. We started with a clean 
sheet of paper and we built a radar out of telcom industry cell 

phone parts, mostly, because that industry has done so much 
to miniaturize RF parts.  We built a very capable, fully digital, 
and powerful radar processor that weighs about five pounds.  
It’s more than just a radar; it’s a multi-purpose, multi-function 
RF transceiver.

Transitions: How much of Trident System’s success can you 
attribute to your involvement in the SBIR program from 
those early years?  And what was the biggest take-away 
from that involvement?
Karangelen:  We won our first SBIR in 1989 and never looked 
back.   While we continued offering our simulation & modeling 
services, we quickly branched out into a number of new 
system and product related R&D paths supported by the SBIR 
program.   We found that the SBIR program is, by far, the most 
important contract R&D source available to small companies 
in the DoD marketplace and has enabled many success stories.   
SBIR is very valuable to small business and the DoD.  But, 
there is an enormous unused potential represented by the 
innovative affordable products and services that are created by 
small business under the SBIR that are never transitioned.

Transitions:  Why is that?  Could your new idea be 
perceived as a threat?
Karangelen:  There are a lot of “antibodies” that resist new 
things coming into programs of record.  The programs of 
record have a plan. In fact, they have an eye-watering plan, 
in great detail, and changing it is very hard. So you may 
represent a threat to a lot of people if you come in and say, “I 
got something that’s ‘better, cheaper, faster’ that you might be 
able to use.”  It’s not a classical marketplace where if you build 
them the best widget, they will come.  It’s hard for us little guys 
to know how to fit in because we don’t have the connective 
tissue that the big companies have to the customers.  It’s a 
long way of saying you’ve got to do your homework.

Transitions:  If a small company has something to offer 
– either to the Navy or the government or to be a part 
of a program, how do you engage with the right people 
to get started?
Karangelen: This is a tough problem because in the 
beginning you don’t know about the customer’s organiza-
tion and you have very little information to guide you.  You 
have to feel your way.  It’s prudent to start with somebody 
that you know and trust who is familiar with the agency 

An Interview with Nick Karangelen
of Trident Systems

Nick Karangelen is a former Navy submarine officer who now 
runs what he calls his “little innovation company,” Arlington, 
Virginia-based Trident Systems.  His company has been in 
business for 30 years and averages about 100 employees 
doing $30 to $50 million a year in sales.  Karangelen says 
his company started as a services-oriented company doing 
simulation and modeling analysis to now focusing on system 
hardware development.  He shares his insight and experience 
as a small company that has made good use of SBIR 
opportunities with Transitions.

WORKING WITH PRIMES: KNOW WHAT THEY WANT, AND WHY
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you want to be involved with to make an introduction for 
you, or help you find the right entry point.  Lacking any 
of that, then you go to the top — the chief engineer, the 
program manager, or the deputy program manager (which 
is often a better contact than the PM).  You want to get 
somebody that has enough breadth across the program to 
see that there a place for this technology.  

Transitions:  Do you work with partners?
Karangelen:  We’re in a number of programs, working with 
DARPA, Boeing, and NASA, for example.  We’re in a NASA 
program for a radar that’s ultimately going on a Mars mission, 
which has grown out of this radar business that we started 
about ten years ago.  When it comes to working with others, 
I really believe that we can’t do this all on our own.  We play 
well with others and we’ve had some really great partner-
ships.  We know we can’t do it all and that we need a team to 
make something happen that’s truly useful and valuable.

Transitions:  Can the Navy SBIR office help? 
Karangelen: The Navy SBIR office is staffed by people 
with a passion for small business, an understanding 
about the SBIR program, and how it works.  They may 
not be fully familiar with the program you’re trying to 
penetrate or where your technology will best fit.  They 
don’t know every program and who the right people are 
to contact within that program every time.  But, the SBIR 
office has helped me.  Sometimes, it’s hard just to get a 
phone number or a name.  It’s very helpful to have a small 
business person to help you get information.  There are 
SBIR representatives at the warfare centers and systems 
commands and they have valuable knowledge about 
successful SBIR programs.  They can also be invaluable 
because they do know their organization, at least to a 
certain degree, especially if they’ve been working there 
for a long period of time. 

Transitions:  When working with big companies, how do 
you protect your ideas or your technology?
Karangelen:    It’s a balance. You’ve got to tell them enough to 
make them interested in working with you, but, you’re making 
a huge mistake if you’re revealing your trade secrets.  They 
are going to want to know as much about you as they can.  
Their agenda is to go to school on what you do.  We do that to 
them as well. They can also give you information about their 
customer and the government organization because they know 
about them; and, ultimately, that’s your customer too.  

Transitions:  How do you negotiate with the large companies 
to protect your own investment, and get a good deal for 
yourself, for them, and for the government?
Karangelen: Preparation is the key here. You’re in a better 
position in a sense of knowing what you want, what you 
need, and what you can give up.  The guy on the other side 
of the table is constrained.  He may be limited in what he 
can do and he doesn’t have as much knowledge as you 
do about what it really would take to create, recreate, or 
to integrate the specific technology.  So, you really can be 
in a better position.  You need to do your homework to 
understand the big company and what they want.  It helps 
to know their system and you need to decide what you want 
and are willing to give up.  If you don’t know what you want 
in the negotiation, I promise you, you’re not going to get it.  
So you have to go in with a very clear picture of a specific 
price for your product, type of license, or a subcontracting 
relationship; and, on the other hand, the things you’re willing 
to give up and not give up.  Some people have no intention of 
buying what you have to offer.  They’re negotiating because 
it’s a means to get some information from you, or to keep 
you from helping a competitor, or to get something else from 
you.  I don’t think that’s typical, but you have to be wary of 
that situation.  You have to make sure that the person you’re 
negotiating with actually wants what you have to offer. 

Transitions:  Do you find that a large company might want 
to restrict your ability to compete?
Karangelen: If you let them do that, then sure, why wouldn’t 
they?  It’s like being asked to be on a teaming agreement with 
an exclusivity clause without any guarantee of the work if the 
team wins.  You could find yourself thinking, “Okay, they got 
what they wanted – they got a small business on their team 
that has a technology that’s attractive to the customer, and 
they promised me nothing.”  If you’re negotiating a teaming 
agreement and you don’t have a work share, a dollar figure, 
or a percentage in your teaming agreement, then you’re not 
likely to get on that bus.  So make sure all of that information 
is clearly spelled out.  The guys that are writing the proposal 
are different from the guys that are going to execute the 
contract—and some of them may not want to give up a share 
of their work. 

Transitions: Don’t the big companies need the small 
business with their ideas, technologies and innovation in 
order to be the most successful bidder for a big program?
Karangelen:  What’s the definition of success?  In just about 
every industry there are companies that were small 20 to 25 

WORKING WITH PRIMES... continued
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years ago who are now major players.  But, in the defense 
marketplace, there isn’t a single one.  Every one of the major 
primes have been around for at least 50 to 60 years. It’s 
not a normal marketplace and you don’t have the normal 
sort of creative destruction that usually occurs.  There are 
small companies that have grown fast, but, they aren’t the 
top companies which are all 50 years old or more.  All of the 
big players in the defense marketplace have been through a 
series of mergers and acquisitions with other companies that 
are also very mature.  If you look around at other industries, 
many leading companies are relatively young.  Dell is 30 years 
old, Microsoft is 40 years old, SpaceX is 13 years old, and 
Costco is 33 years old.  

Transitions:  Do the big companies need the smaller ones?
Karangelen:  That’s a nice notion. The government would like 
to believe that because they know that innovation does come 
out of small business.  But, the DoD is slow-moving.  There 
are a lot of examples where the DoD continues to spend a lot 
of money on technology that’s outdated instead of adopting 
something new and emergent.

Transitions:  Doesn’t DoD want large companies to engage 
with small business?
Karangelen:  Right.  The real question is, “How do you get a big 
company to buy what you have?”  I think the answer is to find a 

big company that doesn’t have what you have to offer.  Let me 
give you an example:  we’re radar guys, right?  But, we don’t sell 
to the biggest radar companies.  If we’re seen as a competitor, 
they’ll put up barriers for entry with our customers where they 
can.  If I go to a big company that doesn’t make radars but 
needs one or is buying one from someone else, they’re way 
more interested.  That’s where it works.  That’s a match made in 
heaven.  We bring them something that allows them to be more 
competitive without pruning their own capability.  That’s a key 
notion—to sell to the guy that doesn’t have what you have.

Transitions:  You’re a former naval officer.  Is someone who 
comes into this market space without a background in defense 
or the Navy at a disadvantage?
Karangelen: We’re all prisoners of our experience and 
our education.  So it does matter.  If you’re starting an 
engineering company and you don’t know anything about 
engineering, you’re at a disadvantage unless you have 
some really good engineers that are working with you.  So, 
if you’re starting a company and you’re a technologist, or 
you’re a scientist, and you want to do business with the 
DoD and you have no DoD background, you better go and 
get somebody—whether it’s a consultant or a partner or an 
employee—that does have experience.  If you don’t know 
anything about accounting, you hire an accountant, right?  
So you don’t need a Navy background to work with the 
Navy, but, you have to recognize your weaknesses as well.

U.S. Navy
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T he SBIR program helps grow small businesses 
to expand the industrial base that supports the 
Navy’s needs, says Dick McNamara, a retired 

civil servant who is now supporting NAVSEA’s SBIR/STTR 
Program Manager, Dean Putnam, as transition and outreach 
coordinator.

McNamara ought to know.  He’s been working with the SBIR 
program for years; knows the Navy’s programs inside and 
out; and can help small companies succeed. 

He recognizes the value that small companies bring to the 
Navy.  “If it wasn’t for the SBIR program, a lot of these 
companies wouldn’t be in a good position to compete, 
and the Navy wouldn’t be able to take advantage of their 
innovations,” says McNamara.  “The SBIR program expands 
the industrial base that supports NAVSEA and the Navy.”

Getting to transition starts with outreach.  McNamara says 
NAVSEA actively seeks out new SBIR partners and helps 
them engage with the right people.

“We do a lot of outreach.  We look at the topics that 
have been submitted by the programs, and then we try to 
encourage small businesses to compete,” he says.  “When an 
SBIR BAA is first released by DoD, there is a 30-day period 
where the small companies can have a conversation with 
the Navy.  They can call or email, and discuss what they have 
and what the program managers are looking for.  This way 
a small company can target their proposal to a valid need 
or requirement, or realize they should not propose.  We 
encourage that conversation.”

McNamara says NAVSEA attends meetings such as those 
held by the Small Business Association of New England, for 
example, which represents small companies in the six state 
region.  The program offices send their SBIR managers who 
explain what they are looking for.  They also hold one-on-one 
meetings with potential SBIR participants.

According to Putnam, “NAVSEA strives to encourage small 
businesses participation in SBIR and STTR to fill critical 
innovation and R&D needs in NAVSEA and PEO program 

offices.  I am very excited about the street-level approach we 
use in New England, and our plans to include other satellite 
locations, because of the very positive responses we have 
received for this outreach.  We hope to reach out to not only 
small business in general, but also those in underrepresented 
states and to woman-owned, veteran-owned, and other 
small disadvantaged businesses.”  

NAVSEA plans to reach out to other underrepresented states 
through satellite locations linked to the New England event 
through the Internet.

NAVSEA also participates in outreach events in other 
locations, too, such as Phoenix and Tucson in Arizona, and 
Detroit and Ann Arbor in Michigan, for example.  Usually 
the busiest part of these events are the “one-on-one” tables, 
where companies can sit with the NAVSEA representatives 
for 15 to 20 minute blocks of time.   

McNamara says companies show up with an idea and a lot 
of questions.  “I built something. Who in the Navy would be 
interested?  Who should I talk to?”

The answers are not always obvious.  The DoD, the Navy, 
and NAVSEA can appear to be “opaque” to outsiders.  “Due 
to Personal Identification Information (PII) rules the Navy 
doesn’t publish a telephone directory anymore, so we help 
the representatives from the small companies find the right 
point of contact within the department that might work 
with them.  We can help connect them with the program 
managers, S&T managers and technical warrant holders.”

SBIR is one avenue for small companies; but, McNamara says 
there are other opportunities for small business, including 
the Rapid Innovation Fund (RIF); the National Shipbuilding 
Research Program (NSRP); and the Navy Manufacturing 
Technology (ManTech) Program (MANTECH) that we often 
refer them to as well.

Once a company wins a Phase II SBIR award, the Navy SBIR 
program offers a course to the company to learn how to create a 
business plan and navigate the complex DoD business structure.  
This program is called the SBIR/STTR Transition Program (STP).

WORKING WITH PROGRAM OFFICES: REACHBACK STRATEGIES
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A good percentage of NAVSEA’s SBIR companies participate 
in the STP program, he says.  “We teach them how to be a 
success.  That’s what STP does; we foster the relationship 
between Navy and the company and teach these companies 
how to transition their technology.” 

McNamara also helps companies with existing SBIR work 
to find new ways to apply their technology.  “Sometimes we 
can recycle a topic, or reach back to use that technology on 
something different.  And just because there may not be a 
need today doesn’t mean there won’t be a need tomorrow.”

McNamara cites the example of an SBIR supported effort to 
improve an airborne mine detection system for the Littoral 
Combat Ship’s mine countermeasures mission package.  
Areté Associates’ Coastal Battlefield Reconnaissance and 
Analysis (COBRA) improvement project for DARPA was 
deemed successful; but, it had nowhere to go, because at 
the time it required too much computer hardware to fit on 
the existing MQ-8A Fire Scout vertical takeoff unmanned air 
vehicle.  However, several years later, the technology had 
matured so the electronics could be made smaller.

“What didn’t fit before now did,” he says.

“The requirement was still there, and the solution was sitting 
on the shelf.  At the time the Navy PM, Tim McLaughlin, 
didn’t  know the technology was there, or that he could go 
back and get it,” says McNamara, but once he did, he was 
“all in” and, ultimately, was rewarded with a Small Business 
award from the Navy and the DoD. 

McLaughlin got Areté Associates Phase II SBIR funding to 
restart the SBIR project and demonstrate that it was now 
feasible, then, they were awarded the development and the 
production contracts as a sole source because of their SBIR.
Of the 350 employees, the company has about 50 of them 
focused on mine warfare. “They’re the right people with 
the right smarts,” McNamara says.  “And they are now the 
prime contractor for COBRA.”

Many small companies might not be able to beat a big 
prime in a full and open competition.  SBIR gives them a 

chance.  When McNamara, who is now a contractor with 
AECOM, was the executive director of PEO Sub, he didn’t 
look at SBIR as a technology program.  To him, it was a 
program management tool. 

“It results in good business, and allows more companies 
to compete.  It gives the government the opportunity to 
‘test drive’ a new small business and to determine if they 
have the confidence in the small business to give them 
a contract,” he says.  “And it allows a faster way to get 
something under contract.”

Since the acquisition programs are ‘taxed’ to pay for SBIR, 
acquisition program managers seeking SBIR projects can 
pay for them out of that SBIR “tax” money that they would 
otherwise not be able to use.  And, McNamara says, those 
dollars give a good a return on investment.

Innovation doesn’t have to be a new and different 
technology.  Any “Better, faster and cheaper” product or 
process also qualifies as innovation.  In fact, using existing 
technology in a new application is more often where we 
find the best benefits. 

The ability to quickly award a contract is important when 
there is an urgent need to get technology to the fleet.  
McNamara says that the high-priority effort to provide 
a Surface Ship Torpedo Defense system on the USS 
George H. W. Bush resulted in successful SBIR transitions 
for three companies, including Pacific Engineering of 
Roca, NE; 3 Phoenix, Inc. of Chantilly, VA; SEACorp of 
Middletown, RI; and the Penn State Advanced Research 
Laboratory at State College, PA.  This program also was 
recognized at the DoD level for small business utilization. 

Using a facet of the SBIR program called the Commer-
cialization Readiness Program (CRP), the SBIR funds can 
be matched with additional acquisition program funds to 
continue working beyond the usual funding limits of Phase 
II SBIR contracts and can be a bridge to Phase III contract 
awards.  “Even though there wasn’t a lot of time or money, 
the Navy was able to field the ATT system in large part 
because of the SBIR program,” McNamara says.
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MAY 16-18, 2016

SMALL COMPANIES - BIG IMPACT

Gaylord National Resort & Convention Center, National Harbor, MD
Maryland Ballroom

DON/AA APPROVED EVENT

Co-located with
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REGISTER FOR THE FORUM
SAVE THE DATE and REGISTER NOW for the DON Forum for SBIR/STTR Transition 
(FST). The Forum offers the Navy’s largest small business technology showcase in 
one location. DON/AA approved. Registration is easy, and only takes a minute:

1.  Go to NavyFST.com  
2. Click on the “REGISTER” tab
3. Answer a few questions and you’re done!
If you need help registering please contact Tara Weeks (703) 615-8469; fst2016@sainc.com

MEET WITH A SMALL BUSINESS 
It’s as easy as 1, 2, 3.  There are almost 100 Small Businesses exhibiting at this 
year’s Forum.  Don’t miss the chance to see a technology that could impact a 
Navy or USMC Program, System, or Platform. Need to register first!

1. Use the VIRTUAL TRANSITON MARKETPLACE (VTM)—a searchable, on-line  
 showcase that highlights each Small Business.  Learn about the company,  
 their technology, booth number, and when /where they will be making a  
 presentation on their SBIR topic. Go to NavyFST.com/vtm/ and start  
 your on-line search now. Once you have found your Small Businesses of  
 interest… 

2. Set up a 1-on-1 meeting right from the VTM. Once you have found a  
 Small Business of interest, click on the “Schedule  1-on1 Meeting” link, and  
 start the process to select an available date/time. 

3.          The VTM alerts you and the Small Business of the meeting. A representative  
 from the Small Business will be waiting for you at the appointed time 
 and place.

http://navyfst.com
http://NavyFST.com
mailto:fst2016%40sainc.com%20?subject=REGISTER%20FOR%20THE%20FORUM
http://NavyFST.com/vtm/
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