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Interview With Scott Jensen, CEO of National
Veteran Small Business Coalition (NVSBC)

“Our Veteran-Owned VBSuinesses should be focused on providing the best, most
innovative product for the lowest price. Veteran-owned business set-asides won’t

Set-Aside Alert: How are programs
such as the Mentor-Cohort or the VETS
Conference preparing veteran-owned
businesses to be “contract-ready’?

Scott Jensen: Our programs are de-
signed to provide service disabled and
veteran-owned small businesses (SD/
VOSBs) the help they need, regardless
of where they are in their lifecycle.

NVSBC is a nationally oriented or-
ganization with deep ties to hundreds
of subject matter experts (SMEs) across
all critical aspects of their business. We
will walk with them from the first step to
their solution.

We don't just work with owners and
CEOs. Our services are available to
anyone within the company. We want to
emphasize the importance of educa-
tion and training that we all learned from
our military careers. Our resources are
stacked with hundreds of hours of busi-
ness and federal procurement readi-
ness content interwoven with SMEs.

Everything is intertwined for us at
NVSBC. | can’t talk about our training
programs without talking about our
mentoring and consulting programs.
We are recognized for our engagement
and putting the right people in the right
rooms to make business happen.

The SD/VOSB community is such
a giving community in a business
where you don’t want to share your
homework. It's often dog-eat-dog, but
that's not what we see working with vet-
erans — they are willing to create their
own competition by supporting those
who come up behind them. That col-

look the same in two years.”

laborative approach will be essential as
the broader environment for veteran-
owned businesses evolves.

Set-Aside Alert: What's changed now
that SBA oversees the SD/VOSB certifi-
cation process? How has the transition
been moving from the VA to SBA?

Scott Jensen: Many folks who were in-
volved with the VA's certification process
came over to the SBA to ease the transi-
tion. The SBA did a great job of lowering
the barriers. It is a lot easier to get certi-
fied now. Formerly, the VA's program had
excessive requirements that, in many
cases, exceeded what the law required,
which extended the process dramati-
cally.

SBA has reduced the process down
to the minimum requirements. Certifi-
cations are happening within 30 to 45
days from application to completion. The
SD/VOSB certification process is now
required for all 24 federal agencies that
fall under the CFO Act, not just the VA.
That was a good thing for SD/VOSBs
because it ensured those who claimed
the benefit across all agencies were veri-
fied. It ensured everyone was operating
on the same sheet of music.

NVSBC is working to advocate and
close all loopholes to confirm that fed-
eral subcontracts and prime contracts
are being awarded to certified SD/
VOSBs, which in the past wasn’t always
the case.

Set-Aside Alert: How have funding

things for SD/VOSBs? What should
they be doing to stay competitive?

Scott Jensen: President Trump’s ex-
ecutive orders have led to significant
deregulation already. One of which is
the federal acquisitions regulations
(FAR) rewrite. | understand why
they’re doing this, but it does disrupt
small businesses who are not sure
what the new regulations will say until
they are enacted via a rather limiting
process

As an example, we recently saw
some changes to Subpart 10 impact-
ing the Rule of Two. GSA leveraged
its authority to use class deviation to
immediately start executing on those
edits as they were rolled out from the
committee. That approach is disrup-
tive, but it's legal and follows the cur-
rent administration’s objectives as
outlined in various executive orders.
There is little to no opportunity to in-
fluence the process and very little vis-
ibility until changes are announced
and implemented, so there will be
disruptions and folks will need to
learn to adapt quickly as changes
happen.

Set-Aside Alert: How can SD/VOSBs
remain competitive with all of this?

Scott Jensen: Conventional wisdom
says there will be a lot of new oppor-
tunities moving forward. The federal
government is one of the biggest buy

shifts and DOGE reforms changed

continued on page 2

Business Research Services Inc. is a Veteran-Owned Small Business (VOSB). Contact tjohnson@setasidealert.com.
PO Box 42674, Washington, DC 20015. Editorial (301) 229-5561, Circulation (301) 229-5561, Fax (877) 516-0818.
Copyright © 2025 by Business Research Services, Inc. All Rights Reserved. ISSN 1068-5715

Set-Aside Alert is protected by copyright. It is illegal under Federal law (17 USC 101 et seq.) to make regular cover-to-cover copies or faxes of SAA without our
permission -- even for internal use. Violators risk criminal penalties and $100,000 damages per offense. Permission is granted for subscribers registered with

Copyright Clearance Center (CCC) to reproduce parts or all of SAA, for internal reference or personal use only, for $1.25 per page per copy. Send payments to
CCC, 222 Rosewood Drive, Danvers, MA 01923 (fax 978/750-4744). 1068-5715/01/00+$1.25.




continued from page 1

ers in the world. They will need to con-
tinue to buy. The messaging from SBA,
GSA, and the VA has indicated respect
and continued support for veterans
and SD/VOSBs. | believe there will be
plenty of opportunities if you are able
to adapt and adjust to a fluid environ-
ment.

The truth is that the vast majority
of work the federal government ex-
ecutes never actually makes it to an
RFP before a decision has been
made. If you're waiting for a SAM or
DSBS publication, you're probably al-
ready ar behind.

Those who are successful at win-
ning contracts are reading tea leaves,
engaging with federal clients, and an-
ticipating the needs of their clients. The
goal is to present a solution to a client
before they realize they have a prob-
lem.

The most important aspects to
consider are understanding the needs
of the client and offering them innova-
tion and efficiency. Understand how the
government is using and be ready to
leverage technology like Al. This is
what the government is talking about
in terms of new approaches and effi-
ciencies. No one wants the govern-
ment to be inefficient. No one wants to
waste money. Winners will present in-
novative, cost-effective, and efficient
solutions that are not available from
anyone else.

The GSA's ‘OneGov’ strategy em-
phasizes how important it is to under-
stand who is already working in the
one government environment. Under
GSA, there will be an established list

of BICS contract vehicles that are the
coin of the realm.

Right now, if you're a small busi-
ness that isn’t introducing yourself to
the prime contractors on vehicles like
OASIS and learning how to deliver for
the government through those who
may already sit on large contract ve-
hicles and GSA Schedules, you're go-
ing to be in trouble much sooner
rather than later.

| believe joint ventures and team-
ing will be a hot zone for small busi-
nesses over the next couple of years.
As we go through these changes, it's
best to build new relationships with
folks who have access to what the
government will be using to pay for
services. These changes aren’t just
tactical shifts; they are reflecting a per-
manent change in the small busi-
ness landscape.

Set-Aside Alert: What can you tell us
about the greater impact all this
change is having on small busi-
nesses?

Scott Jensen: There has been a sig-
nificant reduction in the number of
small businesses that receive prime
awards over the last 10 years, which
represents a corresponding 40% re-
duction in the total number of small
businesses. That is alarming.

NVSBC represents roughly
35000 veteran-owned small busi-
nesses in the federal market. Of
those, 12,000 are sitting on contracts
with the government. We want to help
those 12,000 secure their next con-
tract win and help the remaining get
their first win.

The truth is that often the pathway to
starting out is through subcontracting or
finding the right mentor. Category man-
agement, bundling, and consolidation
will continue to drive the future of federal
procurement. Some may say, ‘This or that
isn’t fair.” They may be right and we want
to ensure as much access as possible
for veteran-owned businesses while un-
derstanding the need to prevent waste
and operate efficiently and effectively.

| still believe there will be plenty of
opportunities for anyone to develop a
product or service that the government
needs. They may have to deliver it differ-
ently than in the past, but the opportuni-
ties will still be there.

Over the long haul, I'm nervous
about overlooking small businesses. If
we lose our small business base and a
handful of large companies are given the
keys, are they going to start selling $800
hammers and $20,000 toilet seats
again?

To me, no one is more dedicated
than a veteran who owns a small busi-
ness. They've dedicated their lives to a
mission. Tell them it's going to be cha-
otic; give them constraints. They are used
to that! Just tell them what the rules are
and they will successfully execute. That's
the truth! But they must be prepared for
chaos because the old way of doing
things is gone.

About NVSBC CEO Scott Jensen

Scott Jensen is an executive leader with
a 30-plus-year career. He is the Presi-
dent of Alpine Global Solutions and
served as COO for Team RWB, CEO for
Protect Our Defenders, and supported
leadership development at the American
Council on Education.

Are you interested in an interview?

Give us 30 minutes and we’ll deliver an exclusive
interview, just like the one above, highlighting the
impact your business is making in the federal space.
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