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Department of Commissary (DeCA)

U.S. grocery products and prices are consistently delivered worldwide to provide a ‘taste of home’ wherever military 
personnel and family members are assigned.  Office of Small Business Programs (OSBP) offers acquisition 
information, guidance to small businesses on processes to market their products, services or supplies to DeCA.  

What you need to know before marketing your business to DeCA:

Business Guide
Knowing How to 

Market Brand and 
Non-Brand Products

Develop Name Brand 
Presentation

Non-Brand Name 
Products Procured 

Through Competitive 
Best Value

Review Any Resale 
Technical Data Sheets

Review Price History 
and Recent Award 

History

Must be Registered in 
SAM

Prime and 
Subcontracting 
Opportunities

Small Business 
Agency Contact to 

Answer Your 
Questions
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Department of Commissary (DeCA)
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Interested in doing business with DeCA? Email 
your company capability statement or line card 
to: small.business@deca.mil.

Contacts

Faith Smith
Director, Office of Small Business Programs
small.business@deca.mil

Faye Jennings
Small Business Professional
small.business@deca.mil

Floyd Kirkland
Small Business Professional
small.business@deca.mil

https://www.commissaries.com/our-agency/business-with-deca

mailto:small.business@deca.mil
mailto:small.business@deca.mil
mailto:small.business@deca.mil
mailto:small.business@deca.mil
https://www.commissaries.com/our-agency/business-with-deca


Review "Business 
Guide" to gather 
basic information 

about DeCA & brand 
name resale 

products 
Commissary buys

Review the steps 
on how to do 
Business with 

DeCA.

Review listing 
of commissary 

locations & Sales 
Team Directory for 
categories of items 

DeCA buys

Category 
Managers/Buyers & 
contracting points 

of contact are 
provided to contact 
for appointments 

for item 
presentations
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Department of Commissary (DeCA)

https://www.commissaries.com/sites/default/files/2017-03/business_guide.pdf

*Updated Business Guide Coming Soon

https://www.commissaries.com/sites/default/files/2017-03/business_guide.pdf
https://www.commissaries.com/sites/default/files/2021-10/Updated-Sales-Directory-October-25-2021.docx
https://www.commissaries.com/sites/default/files/2017-03/business_guide.pdf
https://www.commissaries.com/our-agency/business-with-deca/small-business


Brand Name Items 
are items procured by 
brand or trade name 
without reference to 

specification 

Brand name commercial items for 
resale with DeCA must also be 

commercial items regularly sold 
outside of commissary stores 
under the same brand name  

Only sales of the item by 
commercial grocery (or other 
retail operations consisting of 

multiple stores) shall be 
considered in this “regularly sold” 

determination 

This limitation does not restrict 
introduction of new items into the 
commissary system when release 

to the commissary is 
simultaneous with release in 

commercial sector. ("introduction 
of new items" means introduced 

and accepted for resale.)

BRAND NAME ITEMS
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Department of Commissary (DeCA)

https://www.commissaries.com/our-agency/business-with-
deca/contracting/resale-grocery-products-and-services/brand-name-resale-

products

Contacts

Rhonda McDougal
Chief, Resale Contracting 
Division
rhonda.mcdougal@deca.mil

Judge Mays
Chief, Resale Brand Name 
Branch
judge.mays@deca.mil

https://www.commissaries.com/our-agency/business-with-deca/contracting/resale-grocery-products-and-services/brand-name-resale-products
mailto:rhonda.mcdougal@deca.mil
mailto:judge.mays@deca.mil


1st Step to selling brand name resale 
products to DeCA is an item presentation 
to Agency’s Sales Directorate, Category 

Management Group for  your commodity  

The presentation is your opportunity to 
market your product & provide unique 

information 

A brand name resale product must have a 
Global Trade Identification Number (GTIN) 
& Universal Product Code (UPC) AND be 

sold in commercial supermarkets

Questions about GTIN & UPC
Contact: GS1 (937) 435-3870  

www.gs1us.org info@gs1us.org

Summarize details of your offer on DeCA 
New Item & File Maintenance Form 

(DeCAF 40-15 version Nov 13, 2012) This 
is the only form DeCA will accept

Questions about DeCAF 40-15
Contact: Betty Farmer 

betty.farmer@deca.mil
(804) 734-8000 x48311

DeCA continuously analyzes product sales 
information 

If sales trends indicate your product is 
moving, then replenishment quantities 
are ordered; if not, your product will be 

phased out  
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Department of Commissary (DeCA) BRAND NAME ITEMS

http://www.gs1us.org/
mailto:info@gs1us.org
https://www.commissaries.com/sites/default/files/2017-03/decaf40-15example04.pdf
mailto:betty.farmer@deca.mil


Have a developed 
business plan

Is your product similar 
to an existing brand? 

Identify the 
performance 

characteristics of your 
product

Provide documentation 
about your products’ 

ranking within a 
category

Identify similarities and 
differences between 

your product and other 
products within a 

category

Discuss providing 
samples for evaluation 

with the category 
manager 

Explain how you will 
monitor your product's 

performance if 
accepted 

Identify your defined 
distribution and stock 

methods

Explain pricing 
structure: What will  

price of product be & 
for how long?

Define your method to 
promote your products 

(coupons, 
demonstrations, etc.)

Brand Name Presentation Development
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Department of Commissary (DeCA)



Non-brand name 
resale items are 

items that have no 
demonstrated or 

anticipated customer 
preference for 
specific brands

Customer preference is defined 
by commercial product 

descriptions such as: meat, eggs, 
dairy, seafood & in-store 

operations like deli and/or 
bakery services

Buying process for these 
commodities is through a fully 
competitive formal solicitation

Award based normally on best 
value evaluation that considers 

past performance, price, 
technical capabilities & patron 

savings
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Department of Commissary (DeCA) NON-BRAND NAME ITEMS

https://www.commissaries.com/our-agency/business-with-deca/contracting/resale-grocery-products-
and-services/non-brand-name-resale-products

Contacts

Rhonda McDougal
Chief, Resale Contracting 
Division
rhonda.mcdougal@deca.mil

Sharon Weston
Chief, Resale Commodities 
Branch
Sharon.Weston@deca.mil

https://www.commissaries.com/our-agency/business-with-deca/contracting/resale-grocery-products-and-services/non-brand-name-resale-products
mailto:rhonda.mcdougal@deca.mil
mailto:Sharon.Weston@deca.mil


Introduction of New Products

All suppliers should first 
contact potential customers 

to market their products

DLA main customers are the 
Military Services

New items entering the DLA 
system must be the result of 
an agreement between DLA 

suppliers and customers, 
based on customers' specific 

requirements

Defense Logistics Agency (DLA)

12

• Bureau of Prisons (BoP)
• Defense Commissary Agency (DeCA)
• United States Department of Agriculture (USDA)
• Veteran's Administration (VA)
• United States Coast Guard (USCG)
• National Guard 
• Federal Emergency Management Agency (FEMA)
• Department of the Interior (DOI)

DLA also supplies food and related products to entities such as:

https://www.dla.mil/TroopSupport/Subsistence/DoingBusinesswithSub/NewItemIntroduction/

https://www.dla.mil/TroopSupport/Subsistence/DoingBusinesswithSub/NewItemIntroduction/


Troop 
Feeding 
(Dining 
Halls & 
Ships)

The Subsistence supply chain provides total dining hall and galley support worldwide to military and other 
authorized federal customers

Follow the links below for more information about Subsistence food service support around the globe

• Food Services Contract Search: View Prime Vendor or Market Fresh contracts & solicitations

• Food Services Regional Contacts: Find Customer and Supplier Points of Contact for Regional Food Service Programs

• Beverage Contracts
• Contract Search
• BDFA Food Cost Index
• Food Service Equipment
• Milk EPA
• MPA/NAPA/Pricing
• Ability One Program
• Subsistence Prime Vendor Welcome Guide

https://www.dla.mil/TroopSupport/Subsistence/FoodServices/
13

Defense Logistics Agency (DLA)

https://www.dla.mil/TroopSupport/Subsistence/Foodservices/ContractSearch.aspx
https://www.dla.mil/TroopSupport/Subsistence/FoodServices/RegionalContacts/
https://www.dla.mil/TroopSupport/Subsistence/FoodServices/Beverages.aspx
https://www.dla.mil/TroopSupport/Subsistence/FoodServices/Regions/ContractSearch.aspx
https://www.dla.mil/TroopSupport/Subsistence/FoodServices/bdfa.aspx
https://www.dla.mil/TroopSupport/Subsistence/FoodServices/fse.aspx
https://www.dla.mil/TroopSupport/Subsistence/FoodServices/milkepa.aspx
https://www.dla.mil/TroopSupport/Subsistence/FoodServices/mpanapa.aspx
https://www.dla.mil/TroopSupport/Subsistence/FoodServices/AbilityOne.aspx
https://www.dla.mil/Portals/104/Documents/TroopSupport/Subsistence/Food%20Services/pvwelcome.pdf
https://www.dla.mil/TroopSupport/Subsistence/FoodServices/


Troop 
Feeding 
(Dining 
Halls & 
Ships)

All sales of troop feeding (dining hall & ships) food 
products are through a worldwide network of 
commercial distributors

It's necessary to build a partnership with these 
distributors to sell your products, while marketing your 
goods to the food service chiefs of the military services, 
as well as the installation food advisors  

Review Award Information and Agency Sites to 
determine Prime Contractors / Distributors & how to 
contact them 
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Defense Logistics Agency (DLA)



Troop 
Feeding 
(Dining 
Halls & 
Ships)

https://www.dla.mil/TroopSupport/Subsistence/Foodservices/Regions/CONUS/PVEast.aspx
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Defense Logistics Agency (DLA)

Sysco diverse supplier registration portal click here

Small Businesses & Businesses with Socio-Economic Certifications should check Prime Contractor Websites for Vendor Diversity Portals 

https://www.dla.mil/TroopSupport/Subsistence/Foodservices/Regions/CONUS/PVEast.aspx
https://app.smartsheet.com/b/form/192a5c5ad0a44f6d9e71c3ae906d1478


Troop 
Feeding 
(Dining 
Halls & 
Ships)

https://www.dla.mil/TroopSupport/Subsistence/FoodServices/Regions/CONUS/MFEast/Vermont.aspx
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Defense Logistics Agency (DLA)

https://www.dla.mil/TroopSupport/Subsistence/FoodServices/Regions/CONUS/MFEast/Vermont.aspx


Product cuttings and 
demonstrations take place at 
individual military bases, 
providing vendors an 
opportunity to market items 
to the installation food 
adviser or food service chief

ARMY
U.S. Army Quartermaster 
Center & School
Fort Lee, VA 23801-1601
Phone: 804.734-4862

MARINES
701 S. Courthouse Road
Building 12 - RM 2J155
Arlington, VA 22204-2469
HQMC, I&L, LF, MCICOM G-4
Phone: 703-604-4510

AIR FORCE
HQ AFSVA/SVOFS
2361 Hughes Ave, Suite 156
Lackland AFB, TX 78235-9852
Phone: 210.395.7788

NAVY
NAVSUP
5450 Carlisle Pike
Mechanicsburg, PA 17055-0791
Phone: 717.605.1153
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Defense Logistics Agency (DLA) Food Service Chiefs

https://www.dla.mil/TroopSupport/Subsistence/DoingBusinesswithSub/NewItemIntroduction/

https://www.dla.mil/TroopSupport/Subsistence/DoingBusinesswithSub/NewItemIntroduction/


Introduction of a new item for the Operational Rations Program 

Most new Operational Rations items must first be evaluated by 
the U.S. Army Soldier Systems Center (SBCCOM), known as Natick 
Labs 
DLA Troop Support Subsistence works with Natick Labs to obtain 
samples of new products for testing and reporting on test results
Final approvals come from the military services, the Office of the 
Surgeon General (OTSG), and the Army Center for Excellence-
Subsistence (ACES), in conjunction with Natick and DLA Troop 
Support Subsistence 
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Operational RationsDefense Logistics Agency (DLA)

Operational Rations
• the first line of Subsistence in a 

combat situation or humanitarian 
assistance mission. Items include:
• Meals, Ready-to-Eat (MRE) -

individually packaged & used by 
the services to sustain individuals 
during military operations that 
preclude organized food service 
facilities

• Unitized Group Rations (UGR) -
used when combat conditions 
permit the establishment of field 
feeding kitchens, they contain 
complete food and paper/plastic 
components to serve 50 meals

https://www.dla.mil/TroopSupport/Subsistence/OperationalRations/

This Photo by Unknown Author is licensed under CC BY-SA-NC

https://www.dla.mil/TroopSupport/Subsistence/OperationalRations/
https://infestationnewz.gamepedia.com/Bag_of_MRE
https://creativecommons.org/licenses/by-nc-sa/3.0/


Another avenue vendors can utilize for introducing new food items, packaging and packing, 
etc., is the Research & Development Associates for Military Food and Packaging Systems, Inc. 
(R&DA), located in San Antonio, Texas.

The R&DA is a group of industry and military leaders that provide support for United States 
military and packaging needs. The R&DA serves as a focal point to foster communications and 
cooperation relating to research and development, the supply and procurement of food, 
packaging and food service equipment between private industry, government, academic 
institutions, consultants, and technical/trade/professional associations. For more information, 
contact 210-493-8024 or hqs@militaryfood.org

Please note that your product still may have to go through the agencies listed Operational 
Rations

Research & 
Development 
Associates
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Defense Logistics Agency (DLA)

https://www.dla.mil/TroopSupport/Subsistence/DoingBusinesswithSub/NewItemIntroduction/

mailto:hqs@militaryfood.org
https://www.dla.mil/TroopSupport/Subsistence/DoingBusinesswithSub/NewItemIntroduction/


What happens next?
Once agreement is 

established between 
supplier & customer, 

determination is made 
as to whether listing is 
required in Worldwide 
Directory for Sanitarily 

Approved Food 
Establishments for 

Armed Forces 
Procurement

If listing is required, 
follow Initial Audit 

Request Procedures for 
DLA Troop 

Support. Once 
requirements are met, 
customers shall submit 
request to DLA Troop 

Support to place 
product in the system

Suppliers must be 
willing to submit 

proprietary information 
on product involved, 
company background 

information, full 
description / 

characteristics of item  

DLA Troop Support 
Subsistence employs 
product identity and 

procurement criteria to 
establish a stock 

number. The item 
would then appear in a 

customer's catalog. 

Visit DLA's Small 
Business page to learn 

more about how to 
work with DLA  

https://www.dla.mil/S
mallBusiness/
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Defense Logistics Agency (DLA)

https://www.dla.mil/SmallBusiness/


United States Department of Agriculture (USDA)

Tools to Become a USDA Foods Vendor
• Webinar - How to Become a Certified USDA Vendor
• How to Become a Certified USDA Vendor Webinar Notes and Slides (pdf)
• New Vendor Qualification Checklist (pdf)

21

https://www.ams.usda.gov/selling-food/becoming-approved

https://www.youtube.com/watch?v=i_e36KkRDzo
https://www.ams.usda.gov/sites/default/files/media/2021NewVendorWebinar.pdf
https://www.ams.usda.gov/sites/default/files/media/NewVendorQualificationChecklist.pdf
https://www.ams.usda.gov/selling-food/becoming-approved


Step 1: Stay informed by subscribing & registering.
Subscribe to the AMS CP News (Agricultural Marketing Service Commodity Procurement (AMS CP)) to receive email notification of 
solicitations and awards (Note: receiving solicitations via AMS CP News does not make a vendor qualified to submit an offer.)
Subscription is voluntary and you may unsubscribe at any time.

Step 2: Understand the Master Solicitations.
Review the Master Solicitation for Commodity Procurement (pdf) to understand the federal regulations, clauses, and provisions that 
affect USDA commodity contracts.

Step 3: Review the current purchase schedule & understand the purchase process.
Read through the list of current and past solicitations and award information. Also, read How the Process Works.

Step 4: Review USDA commodity specifications and technical requirements.
These specifications and supplemental documents explain the production and processing requirements for USDA Foods.
Many AMS purchase programs require that suppliers and subcontractors undergo a technical approval process before they can supply
raw materials or finished products under USDA contracts. This process may involve submission of production plans and/or technical 
proposals, product samples for evaluation, and on-site assessments of facilities and procedures. Information regarding the supplier 
eligibility process is contained in Supplements to the Master Solicitation, which accompany the product specifications:
•Product Specifications & Technical Requirements

Below are six recommended steps for becoming a USDA approved vendor

22

United States Department of Agriculture (USDA)

https://www.ams.usda.gov/selling-food/becoming-approved

https://public.govdelivery.com/accounts/USDAAMS/subscriber/new?qsp=USDAAMS_5
https://www.ams.usda.gov/sites/default/files/media/MSCP.pdf
https://www.ams.usda.gov/selling-food/solicitations
https://www.ams.usda.gov/selling-food/how-process-works
https://www.ams.usda.gov/selling-food/product-specs
https://www.ams.usda.gov/selling-food/becoming-approved


Step 5: Learn the qualification requirements for being a vendor of:
1.New Vendor Qualification Requirements (pdf)

Step 6: Submit a Vendor Application Package
Each application package must include the following information (as detailed by the documents in Step 5 above):
1.System for Award Management (SAM) registration
2.Business Status (as indicated in SAM)
3.Completed WBSCM Vendor Registration Form (**you must first save the pdf then open from Adobe Reader)

4.Company Letter (certifying ability to perform)
5.Three (3) Letters of Reference (from customers your company provided similar products to)
6.Business Type (and similar details)
7.Most Recent Audited Financial Statements

Completed application packages should be submitted via email.

Questions or Concerns:  Please email NewVendor@usda.gov
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United States Department of Agriculture (USDA)

https://www.ams.usda.gov/selling-food/becoming-approved

This Photo by Unknown Author is licensed under CC BY-
SA-NC

https://www.ams.usda.gov/sites/default/files/media/NewVendorQualificationRequirements2017.pdf
https://www.sam.gov/SAM/
https://www.ams.usda.gov/resources/wscm-vendor-registration-form
mailto:NewVendor@ams.usda.gov
mailto:NewVendor@usda.gov
https://www.ams.usda.gov/selling-food/becoming-approved
http://www.flickr.com/photos/afagen/3394681875/
https://creativecommons.org/licenses/by-nc-sa/3.0/
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https://www.ams.usda.gov/resources/wscm-vendor-registration-form

https://www.usda.gov/topics/food-and-nutrition/web-based-supply-chain-management

https://www.ams.usda.gov/resources/wscm-vendor-registration-form
https://www.usda.gov/topics/food-and-nutrition/web-based-supply-chain-management


At any time during the process, questions may be 
directed to:

Andrea Lang
New Vendor/Small Business Coordinator
USDA, AMS Commodity Procurement Staff
NewVendor@ams.usda.gov
202-720-4237

United States Department of Agriculture (USDA)
Vendor Approval

• The AMS Contracting Officer evaluates the Vendor Application Package and 
approves the applicant. 

• If approved, the new vendor will be provided a Web Based Supply Chain 
Management (WBSCM) Corporate Vendor Administrator role and a Vendor 
Offer role. If denied, the reason(s) for denial shall be provided and the 
applicant must correct the issues if he/she wishes to re-apply.

Please Note: As described in 
Step 4, many purchase 
programs require that 
suppliers undergo a 
technical approval process 
before they can participate. 
The technical approval 
process is separate from—
and in addition to—the 
Qualification Requirements 
and application process 
described in Steps 5 and 6.
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About WBSCM
The Web Based Supply Chain Management 
(WBSCM) system is an integrated, internet-based 
commodity acquisition, distribution, and 
tracking system built on Systems, Applications 
and Products (SAP). WBSCM supports domestic 
and international food and nutrition programs 
administered by three United States Department 
of Agriculture (USDA) agencies, including Food 
and Nutrition Service (FNS), Agricultural 
Marketing Service (AMS), and Foreign Agricultural 
Service (FAS), and the United States Agency for 
International Development (USAID). Multiple 
programs, including the National School Lunch 
Program (NSLP), the Emergency Food Assistance 
Program (TEFAP), and Food Distribution Program 
on Indian Reservations (FDPIR), serve over 30 
million Americans and are administered through 
98 State Distributing Agencies (SDAs), supporting 
over 100,000 Recipient Agency (RA) school 
districts, food banks, and feeding centers, and 
110 Indian Tribal Organizations (ITOs), 
supporting over 75,000 program participants.

https://www.usda.gov/topics/food-and-nutrition/web-based-supply-chain-management

mailto:NewVendor@ams.usda.gov
https://www.usda.gov/topics/food-and-nutrition/web-based-supply-chain-management


Where Procurement Takes Place
 USDA buys goods and services on a decentralized basis. There are eleven different buying 

agencies which purchase goods and services for the 29 agencies and staff offices that 
make up the Department. 

 Each of the eleven buying agencies has a designated Small Business Specialist. These 
Small Business Specialists are advocates within the buying agency and vendors are 
encouraged to contact them for more information on the specific products and services 
being purchased. Click Here for Small Business Specialists

US Department
Of Agriculture
USDA
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https://www.dm.usda.gov/smallbus/specialists.htm

https://www.dm.usda.gov/smallbus/specialists.htm
https://www.dm.usda.gov/smallbus/specialists.htm


GSA 
Advantage! 

GSA Federal 
Supply 

Schedule & 
Other 

Governmentwi
de Contracts  

Micro-
Purchases by 

Non-
Procurement 
Personnel –

Typically 
$10,000 or less

Simplified 
Acquisition 

Procedures –
between micro-

purchase 
threshold 
$10,000  -
simplified 

acquisition 
threshold 
$250,000 

Commercial 
Item 

Acquisitions -
closely 

resemble the 
commercial 
marketplace

Sealed Bidding 
and Negotiated 

Procedures -
for acquisitions 

estimated to 
exceed 

simplified 
acquisition 
threshold 
$250,000

Sealed Bidding 
– Invitation for 

Bids (IFB) is 
issued inviting 

interested 
companies to 
compete by 
submitting a 
sealed bid.

Negotiated 
Procedures -
Request for 

Proposals (RFP) 
is issued inviting 

interested 
companies to 

submit 
proposals by a 
specified date. 

How USDA Acquires Goods and Services
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The USDA Chief Acquisition Officer and the USDA Senior Procurement Executive have overall 
responsibility for the USDA procurement activities. The procurement Policy Division of the USDA 
Office of Contracting, and Procurement provides staff support to these individuals. Vendors may 
obtain information concerning any of the procurement activities of USDA from the specific 
USDA agency or from the USDA Procurement Policy Division at the following mailing address:

• U.S. Department of Agriculture
Office of Contracting and Procurement
Procurement Policy Division
1400 Independence Ave., SW, Mail Stop 9303
Washington, DC 20250
Telephone: 202-720-7527

Procurement Policy
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What is an Exchange? AAFES, NEX, CGX, MCX

Physical Exchanges are 
basically retail stores on 

military installations & may 
be set up like department 

stores or strip malls 

Physical Exchanges may 
include uniform shops, 

barbershops, laundry, dry 
cleaning, gas stations, 

convenience stores, fast 
food outlets, lawn and 

garden shops 

Online Exchanges operate 
similarly to Amazon or 

other major online 
shopping retailors 

Eligible members vary but 
may include active-duty 

military, their families and 
veterans

Members enjoy tax-free 
shopping for discounted 

goods and services

They rely on a large 
network of suppliers 

They are constantly 
looking to expand their 

selection by establishing 
partnerships with new 
companies and small 

business owners
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Market to the 
largest military 

government 
retailer online and 

in store 
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Army Air Force Exchange Services (AAFES)

https://www.shopmyexchange.com/

https://www.shopmyexchange.com/


If you are interested in becoming a potential supplier 
for AAFES online site shopmyexchange.com: 

• Create a free company & product profile on RangeMe
https://www.rangeme.com/aafes

• Once you upload your product information, your product(s) will 
be directed to the right category Buyer(s) at the Exchange

31

Army Air Force Exchange Services (AAFES)

AAFES

https://www.shopmyexchange.com/
https://www.rangeme.com/aafes
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Army Air Force Exchange Services (AAFES)

https://www.aafes.com/about-exchange/doing-business/retail-sales.htm

https://www.aafes.com/about-exchange/doing-business/retail-sales.htm


https://www.aafes.com/Images/AboutExchange/factsheet2021.pdf
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https://www.aafes.com/Images/AboutExchange/factsheet2021.pdf


FOOD & GIFT 
Category
•Food (2341)
•Gift Cards (138)
•Gift Baskets (433)
•Giftware & 
Collectibles (422)
•Flowers (6)
•Military Pride (1865)
•Party Supplies (26)
•Marketplace (2)
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Army Air Force Exchange Services (AAFES)

https://www.shopmyexchange.com/browse/food-gifts/food/_/N-109315
https://www.shopmyexchange.com/browse/food-gifts/gift-cards/_/N-105284
https://www.shopmyexchange.com/browse/food-gifts/gift-baskets/_/N-106242
https://www.shopmyexchange.com/browse/food-gifts/giftware-collectibles/_/N-109484
https://www.shopmyexchange.com/browse/food-gifts/flowers/_/N-105272
https://www.shopmyexchange.com/browse/food-gifts/military-pride/_/N-106701
https://www.shopmyexchange.com/browse/food-gifts/party-supplies/_/N-3271438411
https://www.shopmyexchange.com/browse/food-gifts/marketplace/_/N-105301


Category
•Watches (1367)
•Engagement & 
Wedding (1395)
•Diamond Fashion (3027)
•Gemstones & Pearls (3088)
•Silver Jewelry (1999)
•Gold Jewelry (1513)
•Fashion Jewelry (2431)
•Men's Jewelry (1599)
•Children's Jewelry (158)
•Custom Jewelry (6)
•Jewelry Boxes (10)
•Jewelry Cleaners & 
Accessories (26)
•Marketplace (2)
•Specialty Stores (5)

35

Army Air Force Exchange Services (AAFES)

https://www.shopmyexchange.com/browse/jewelry-watches/watches/_/N-104733
https://www.shopmyexchange.com/browse/jewelry-watches/engagement-wedding/_/N-104593
https://www.shopmyexchange.com/browse/jewelry-watches/diamond-fashion/_/N-104643
https://www.shopmyexchange.com/browse/jewelry-watches/gemstones-pearls/_/N-104668
https://www.shopmyexchange.com/browse/jewelry-watches/silver-jewelry/_/N-104630
https://www.shopmyexchange.com/browse/jewelry-watches/gold-jewelry/_/N-104664
https://www.shopmyexchange.com/browse/jewelry-watches/fashion-jewelry/_/N-104609
https://www.shopmyexchange.com/browse/jewelry-watches/men-s-jewelry/_/N-104632
https://www.shopmyexchange.com/browse/jewelry-watches/children-s-jewelry/_/N-104641
https://www.shopmyexchange.com/browse/jewelry-watches/custom-jewelry/_/N-110939
https://www.shopmyexchange.com/browse/jewelry-watches/jewelry-boxes/_/N-104642
https://www.shopmyexchange.com/browse/jewelry-watches/jewelry-cleaners-accessories/_/N-2648132574
https://www.shopmyexchange.com/browse/jewelry-watches/marketplace/_/N-104755
https://www.shopmyexchange.com/browse/jewelry-watches/specialty-stores/_/N-104756
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https://www.aafes.com/Images/doingbusiness/SuppliersHandbook.pdf
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Army Air Force Exchange Services (AAFES)

https://www.aafes.com/Images/doingbusiness/SuppliersHandbook.pdf


Doing Business with Navy Exchange (NEX) :
The method of doing business with NEX depends on the type of merchandise or service being 
offered; NEX buying is done by General Merchandise Group and by Corporate Contracts located 
at the NEXCOM Headquarters

•Vendor Business Guide:  https://www.mynavyexchange.com/nex/doing-business-with-us/vendor-guide

•Navy Exchange (NEX) Guide to Doing Business: https://www.mynavyexchange.com/nex/doing-business-with-
us/guide-to-doing-business

•Merchandising Contacts Vendors List: 
https://www.mynavyexchange.com/assets/Static/DoingBusinessWithUs/Merchandising_Contacts_Vendors_12212020
.xlsx

•If you are interested in becoming a potential supplier for their retail stores 
https://www.mynavyexchange.com/nex/doing-business-with-us

•You must request a Vendor/Buyer Login account through the Vendor Digital Flyer:  
https://www.mynavyexchange.com/nex/doing-business-with-us/vendor-buyer-login
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Navy Exchange (NEX)

NAVY

https://www.mynavyexchange.com/nex/doing-business-with-us/vendor-guide
https://www.mynavyexchange.com/nex/doing-business-with-us/guide-to-doing-business
https://www.mynavyexchange.com/assets/Static/DoingBusinessWithUs/Merchandising_Contacts_Vendors_12212020.xlsx
https://www.mynavyexchange.com/nex/doing-business-with-us
https://www.mynavyexchange.com/nex/doing-business-with-us/vendor-buyer-login


Doing Business with Marine Exchange (MCX) :
The centralized merchandising staff at Headquarters (HQ) Marine Corps Exchange is responsible 
for system wide retail programs to include advertising; corporate merchandising and private label 
programs, policy and coordination of information, and markets for the exchanges. MCX 
merchandising policy is to respond to customer demand when selecting items and brands. 
http://www.mymcx.com/index.cfm/about/partner/

The Vendor Standards Guide: http://www.mymcx.com/myMCX/assets/MCX%20VENDOR%20STANDARDS%20GUIDE%207-
1-2020.pdf

Current MCX Buyer Contact Listings: 
http://www.mymcx.com/myMCX/assets/File/Bus%20Ops%20Phone%20List%202%20Mar%2021.pdf

Online Sales site mymcx.com MERGED with mynavyexchange.com in October 2020
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MCX

http://www.mymcx.com/index.cfm/about/partner/
http://www.mymcx.com/myMCX/assets/MCX%20VENDOR%20STANDARDS%20GUIDE%207-1-2020.pdf
http://www.mymcx.com/myMCX/assets/File/Bus%20Ops%20Phone%20List%202%20Mar%2021.pdf


https://www.mynavyexchange.com/
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Mynavyexchange.com (merged MCX & NEX Online)

https://www.mynavyexchange.com/


If you are interested in becoming a potential supplier for the 
CGX stores reference the following link:
https://shopcgx.com/footer-doing-business.html

You can click on the link below to create a free company and 
product profile on RangeMe.
• https://www.rangeme.com/coast-guard-exchange

https://shopcgx.com/
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CGX

https://shopcgx.com/footer-doing-business.html
https://www.rangeme.com/coast-guard-exchange
https://shopcgx.com/


https://shopcgx.com/

45

shopcgx.com (CGX Online)

https://shopcgx.com/


Can I Sell My Alcohol/Liquor/Spirits to the Exchanges?  

Army / Air Force
• Buyer III - Spirits

(214) 312-6583
• Buyer III - Beer

(214) 312-6584
• Buyer III - Wine

(214) 312-6806
• Buyer III - Non-Alcoholic

(214) 312-6748

Navy
• Debbie.Scher@nexweb.org

(757) 631-3861 

• Mid-August Reach out to 
Debbie

• Presentations scheduled
• October internal applicant 

reviews / selections 

Marines
• Buyer – Spirits 

Joe.Cella@usmc.org
(703) 784-4121

• Buyer - Beer & Wine 
Pia.Williams@usmc.org
(703) 432-0345

Coast Guard
•Jim.Goldage@cgexchange.org

(757) 842-4720
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NEX MCX CGXAAFES

mailto:Debbie.Scher@nexweb.org
mailto:Joe.Cella@usmc.org
mailto:Pia.Williams@usmc.org
mailto:Jim.Goldage@cgexchange.org


Doing Business with the Exchanges
It is helpful to have CPG (Consumer Packaged Goods) data.  CPG data is information about sales marketing and 
sales predictions generated by pre-determined datasets.  It is used by companies to drive up conversions and 
ensure that their business is as profitable as possible. It addresses any product or consumer behavior data that 
is relevant to producers and retailers. There are 3 major data providers for CPG manufacturers. These 
organizations offer comprehensive product metrics on the largest scale, making them essential references for 
any CPG data analytics team.

Nielsen – The Nielsen Company is a global information, data, and management company that aggregate data on consumer 
goods, consumer behavior, and media.  It provides a comprehensive overview of products and purchasing behavior in over 
100 countries using syndicated data.

IRI – IRI is a market research company and digital data analysis company.  Its datasets cover purchasing, media, social, causal 
loyalty channels.

SPINS – SPINS is a syndicated data and retail measurement platform specializing in cross-channel point of sales reporting 
alongside data-based services and solutions.  It covers both the Natural and Conventional goods categories IRI is a market 
research company and digital data analysis company.  Its datasets cover purchasing, media, social, causal, and loyalty 
channels.
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https://www.bop.gov/business/

BOP

https://www.bop.gov/business/


BOP Small Business Office

The BOP is committed to ensuring that small businesses play an integral role in satisfying its mission. The BOP Small 
Business Office, located within the Procurement Executive Office, is responsible for promoting the use of small 
business goals in procurements throughout the BOP.

To learn more about how to do business with the 
BOP or how to find current contracting 

opportunities, contact BOP Small Business Office 
fbop-adm/procurementpolicysection@bop.gov

Pertinent information can also be found on 
the Doing Business With The Department of 

Justice page 
https://www.justice.gov/osdbu/doing-business-

department-justice
For a current listing of all DOJ small business 

representatives and procurement offices, refer to 
Contact a DOJ Representative page 

https://www.justice.gov/osdbu/contact-doj-
representative
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https://www.bop.gov/business/small_business_office.jsp

mailto:fbop-adm/procurementpolicysection@bop.gov
https://www.justice.gov/osdbu/doing-business-department-justice
https://www.justice.gov/osdbu/contact-doj-representative
https://www.bop.gov/business/small_business_office.jsp


BP
AP

: A
cq

ui
sit

io
n 

Po
lic

y • BPAP is an acronym for "Bureau of Prisons' Acquisition 
Policy.“

• It was established to provide uniform acquisition policy for 
institutions and offices within the Bureau

• It supplements the Federal Acquisition Regulations (FAR) 
and the Department of Justice Acquisition Regulations (JAR)
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Simplified Acquisition Procedures (SAP) -
For acquisitions valued at less than 

$250,000, Simplified Acquisition 
Procedures (SAP) may be used. This 

method involves obtaining either oral or 
written price quotes. The award is based 

on the quote that represents the best 
value to the BOP when price and other 

factors are considered. 

Sealed Bidding - In sealed bidding, the 
solicitation document is referred to as an 

Invitation for Bids (IFB).  The IFB is 
generated and posted to beta.sam.gov 

Contract Opportunities website.  A 
contract award is made to the responsible 
bidder whose bid, conforming to the IFB, 

represents the best value to the BOP, 
considering only price and price-related 

factors specified in the IFB.

Contracting by Negotiation - The solicitation 
document for the negotiation method is commonly 
referred to as a Request for Proposal (RFP). 
• Competitive Negotiations - Vendors are asked to 

submit proposals and support them as necessary with 
specific information  

• Non-Competitive Negotiation - At times, circumstances 
do not permit the use of competitive procedures. 
Federal agencies may then use the negotiation method 
on a non-competitive or restricted basis 
• Only one responsible source exists that can provide 

the required supply or service
• An unusual and compelling urgency exists
• A statute authorizes or requires that an acquisition 

be made through another agency (e.g., Small 
Business Administration) or from a specified source 
(utilities)

How BOP Acquires Goods and Services
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Acquisition 
Offices & Contact 

Information

Each BOP Facility 
https://www.bop.gov/locations/list.jsp is 
responsible for buying their own necessary 

supplies, services, and equipment; therefore, 
you should contact the Contracting 

Office noted in each contract or solicitation.

Central Office's Business 
Office (COBO) is 

responsible for local 
acquisitions for Central 

Office. The COBO 
acquisition office is 
located at 320 First 

Street, NW, Room 5006, 
Washington, DC 20534.
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https://www.bop.gov/locations/list.jsp


Some bases / 
posts have on site 
clubs. Historically 

these were 
known as Officer, 

or Non-
Commissioned 
Officer (NCO) 

Clubs; Many have 
closed or 

redesignated to 
“All Rank”; 

Contact 
bases/posts at a 

local level to 
determine if 

there is a club 
and who to 
contact for 
purchases 

Each club will 
have a Point of 
Contact (POC) 
and their own 

different process; 
some may only 
buy from local 
vendors; You 

should contact 
each club 

separately to get 
information on 
how to sell your 

product

To identify 
military bases you 
can use this tool: 
https://www.toda
ysmilitary.com/w

ays-to-
serve/bases-
around-world
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https://www.todaysmilitary.com/ways-to-serve/bases-around-world


General Services Administration (GSA) 
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GSA Advantage

https://www.gsaadvantage.gov/

GSA

https://www.gsaadvantage.gov/


General Services Administration (GSA) 
The GSA Multiple Award Schedule Program, also referred to as the “Schedule,” is the premier contract vehicle for the federal government. 
The Schedule Program is a long term governmentwide contract between commercial suppliers and the federal government.  Suppliers 
give federal, and in some cases state and local buyers (including tribal governments and some educational institutions), access to millions 
of commercial products and services at negotiated ceiling prices.   Holding a Schedule contract can open doors for businesses, but it 
requires effort and commitment on your part to succeed.

Is the Schedule a Good Fit for Me? If your company is interested in applying for a GSA Multiple Awards Schedule (MAS) contract and 
becoming a MAS Schedule contractor, your company should review this webpage: https://www.gsa.gov/buying-selling/purchasing-
programs/gsa-schedules/selling-through-schedules/prospective-schedule-contractors-are-schedules-a-good-fit-for-me.

Selling to the government via the MAS Schedules Program, in order to understand what it means, your company should also review this 
webpage: https://www.gsa.gov/buying-selling/purchasing-programs/gsa-schedules/selling-to-the-government.

GSA’s Vendor Toolbox is divided into three steps; Research, Analyze and Decide. It is designed to help you learn about and understand the 
Federal market while you walk through a process that will enable you to Research, Analyze, and ultimately Decide whether to submit a 
proposal to GSA (i.e. apply to get on schedule). For more information, please visit https://vsc.gsa.gov/RA/toolbox.cfm
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GSA Multiple Award Schedules

https://www.gsa.gov/

https://www.gsa.gov/buying-selling/purchasing-programs/gsa-schedule/schedule-buyers/state-and-local-governments
https://nam04.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.gsa.gov%2Fbuying-selling%2Fpurchasing-programs%2Fgsa-schedules%2Fselling-through-schedules%2Fprospective-schedule-contractors-are-schedules-a-good-fit-for-me&data=02%7C01%7Cfruiz-esparza%40janeyco.com%7Cfdd4fe46831345015f0408d8073409d2%7C198c6e5bf7eb42c4aafdde3d5653f6f2%7C0%7C1%7C637267267400456662&sdata=9jmyyqg%2F48VKduoWq3jIwLDv4P9FDyAwcnfIosIg64I%3D&reserved=0
https://nam04.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.gsa.gov%2Fbuying-selling%2Fpurchasing-programs%2Fgsa-schedules%2Fselling-through-schedules%2Fprospective-schedule-contractors-are-schedules-a-good-fit-for-me&data=02%7C01%7Cfruiz-esparza%40janeyco.com%7Cfdd4fe46831345015f0408d8073409d2%7C198c6e5bf7eb42c4aafdde3d5653f6f2%7C0%7C1%7C637267267400466653&sdata=%2B8VttcyF2iZFk4Sk0OX5sWAZzL7rXIJEOvsInXvF0Uc%3D&reserved=0
https://nam04.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.gsa.gov%2Fbuying-selling%2Fpurchasing-programs%2Fgsa-schedules%2Fselling-to-the-government&data=02%7C01%7Cfruiz-esparza%40janeyco.com%7Cfdd4fe46831345015f0408d8073409d2%7C198c6e5bf7eb42c4aafdde3d5653f6f2%7C0%7C0%7C637267267400466653&sdata=UUhN%2FSCcrd2dIfGNmIJ2YR6cwjadBvS48cZZe5noYow%3D&reserved=0
https://nam04.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.gsa.gov%2Fbuying-selling%2Fpurchasing-programs%2Fgsa-schedules%2Fselling-to-the-government&data=02%7C01%7Cfruiz-esparza%40janeyco.com%7Cfdd4fe46831345015f0408d8073409d2%7C198c6e5bf7eb42c4aafdde3d5653f6f2%7C0%7C0%7C637267267400476645&sdata=58oBMyGgDI8nSgxwGUKLSgzWziNZ%2Fl9A3JtrGIkwr4E%3D&reserved=0
https://vsc.gsa.gov/RA/toolbox.cfm
https://www.gsa.gov/


General Services Administration (GSA) 
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GSA eLibrary

https://www.gsaelibrary.gsa.gov/ElibMain/home.do

Conduct 
Market 
Research 
and 
Develop 
Leads

Research to see if your competitor has a GSA 
Contract and if they don’t it may give your 
product a corner on the market if the 
government is buying your product 

Research the federal procurement 
marketplace to identify what federal agencies 
and departments have historically purchased 
your product and/or service. Use FPDS or 
USA Spending to identify:

Who is buying your product or service in the federal 
market

How much they are buying

Who your key competitors are

What contracts are set to expire that can become 
potential opportunities

If you would like to locate current contract holder or 
manufacturer on GSA Advantage, be broad in your search 
such as “food” to identify manufacturers.  You can go to 
their GSA Advantage Catalog and see if there is a fit for 
your product.  

https://www.gsaelibrary.gsa.gov/ElibMain/home.do
https://www.fpds.gov/fpdsng_cms/index.php/en/
https://www.usaspending.gov/


General Services Administration (GSA) 
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Selling through GSA MAS

How to Apply for a 
GSA Schedule 

Contract

• If your company decides to pursue a MAS Schedule contract, your company should 
read the GSA Schedule Roadmap - Guide to Preparing a Schedule Offer . For more 
information  https://www.gsa.gov/buying-selling/purchasing-programs/gsa-
schedules/selling-through-schedules/guide-to-preparing-a-schedule-offer. For More 
information about the GSA MAS Schedule Program visit: GSA Interact

• NOTE:  The GSA "99--Multiple Award Schedule" solicitation is posted 
at https://beta.sam.gov/opp/9c6569ce85314504b780b8778abde405/view, click on 
this link to view and download the solicitation. If you have questions about 
the MAS Schedule solicitation, the FAS National Customer Service Center, phone 
number is 800-488-3111 and email is: NCSCcustomer.service@gsa.gov.

https://www.gsa.gov/buying-selling/purchasing-programs/gsa-schedule/selling-through-schedule/guide-to-preparing-a-schedule-offer
https://nam04.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.gsa.gov%2Fbuying-selling%2Fpurchasing-programs%2Fgsa-schedules%2Fselling-through-schedules%2Fguide-to-preparing-a-schedule-offer&data=02%7C01%7Cfruiz-esparza%40janeyco.com%7Cfdd4fe46831345015f0408d8073409d2%7C198c6e5bf7eb42c4aafdde3d5653f6f2%7C0%7C0%7C637267267400486641&sdata=1pOF4Vf%2BI2E74xLB3B%2BLgBr7dnawc4D2gKohbbuZb%2B4%3D&reserved=0
https://interact.gsa.gov/
https://beta.sam.gov/opp/9c6569ce85314504b780b8778abde405/view
mailto:NCSCcustomer.service@gsa.gov


Subcontracting
• Subcontracting allows small businesses to sell to the 

government by partnering with a business that is already on 
schedule.   As shown, use GSA Advantage or GSA eLibrary to 
find potential large prime business contractors. Small 
businesses must contact prime contractors directly.

• If you need more information about opportunities listed in the 
directory, reach out to one of the eleven regional GSA Small 
Business Centers. 

• If you decide to market your product to a company that has a 
GSA Schedule, and they decide they want to put your product 
on their schedule, they will inform you what they need from 
you.

General Services Administration (GSA) 
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Subcontracting

https://www.gsa.gov/small-business/-become-a-gsa-vendor/explore-business-
models/subcontracting-and-other-partnerships

https://www.gsaadvantage.gov/advantage/ws/main/start_page?store=ADVANTAGE
https://www.gsa.gov/tools-overview/buying-and-selling-tools/gsa-elibrary
https://www.gsa.gov/contactgroup/small-business-support
https://www.gsa.gov/small-business/-become-a-gsa-vendor/explore-business-models/subcontracting-and-other-partnerships
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Subcontracting
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Outside the Box

Gift “type” items 
as educational 
items



General Services Administration (GSA) 
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Outside the Box

For 25 participants. What better way to introduce young scientists to the amazing world of sharks than with our make-your-
own Shark Tooth Necklace Activity Kit? Children are fascinated by sharks - they'll love to learn about how long sharks have 
been around, how big they can get and how many teeth they have (up to 3,000!). Activity Kit includes: real shark teeth, 
beads and necklace materials. Shark teeth are typically Whitetip Shark, Bull Shark or Tiger Shark teeth. Also includes our 
exclusive instructor's activity guide, which details the project and offers loads of other ideas. A reproducible page offers fun 
facts about sharks, a shark puzzle and more. Loads of instructor activity ideas are included. Ages 6 and up. 

Gift “type” items 
as educational 
items



General Services Administration (GSA) 
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Outside the Box

Combining items 
into a new product



General Services Administration (GSA) 

The GSA Art in Architecture Program oversees the commissioning of artworks for new federal buildings 
nationwide. These artworks enhance the civic meaning of federal architecture and showcase the 
vibrancy of American visual arts. Together, the art and architecture of federal buildings create a lasting 
cultural legacy for the people of the United States.

The GSA Art in Architecture Program oversees the commissioning of 
artworks for new federal buildings nationwide. These artworks 
enhance the civic meaning of federal architecture and showcase the 
vibrancy of American visual arts. Together, the art and architecture of 
federal buildings create a lasting cultural legacy for the people of the 
United States.

The GSA Art in Architecture Program oversees the commissioning of artworks for new 
federal buildings nationwide. These artworks enhance the civic meaning of federal 
architecture and showcase the vibrancy of American visual arts. Together, the art and 
architecture of federal buildings create a lasting cultural legacy for the people of the 
United States.

The GSA Art in Architecture Program oversees the commissioning of artworks for 
new federal buildings nationwide. These artworks enhance the civic meaning of 
federal architecture and showcase the vibrancy of American visual arts.   All artist 
candidates for Art in Architecture commissions are drawn from GSA’s National Artist 
Registry, which is a database of artists who have submitted digital images of their 
past work for review by GSA panels. The registry is open to all Americans.  
Instructions for joining the National Artist Registry are included in the links below:

• Art in Architecture Program
Office of the Chief Architect
U.S. General Services Administration
1800 F Street NW, Suite 5400 PCAC
Washington, DC 20405

National Artist Registry Instructions:
https://www.gsa.gov/cdnstatic/National_Artist_Registry_Instructions_MAR_2016.pdf

Download the GSA Form GSA7437-16f pdf file:
https://www.gsa.gov/forms-library/art-architecture-program-national-artist-registry

Download GSA Art in Architecture Policies and Procedures: 
https://www.gsa.gov/cdnstatic/FINAL%20FOR%20ISSUANCE%20081720%20-
%20GSA%20ART%20IN%20ARCHITECTURE%20POLICIES%20AND%20PROCEDURES%20-
%20Copy.pdf

64

Art in Architecture

https://www.gsa.gov/cdnstatic/National_Artist_Registry_Instructions_MAR_2016.pdf
https://www.gsa.gov/forms-library/art-architecture-program-national-artist-registry
https://www.gsa.gov/cdnstatic/FINAL%20FOR%20ISSUANCE%20081720%20-%20GSA%20ART%20IN%20ARCHITECTURE%20POLICIES%20AND%20PROCEDURES%20-%20Copy.pdf


Types of Media Accepted
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Buy American
• The National Park Service (NPS) has supported 

the sale of American-made products in its 
concession retail shops for many years. All new 
concession contracts have specific language 
encouraging the sale of these items, and 
concessioner evaluations include a review of 
concessioner performance against these goals. 

• Federal regulations provide concessioners 
financial incentives to sell authentic native 
handicrafts. Bids for retail services often include 
questions regarding how prospective offerors 
will promote the sale of these items. 

• The NPS reinforced this position in a policy 
statement to the field indicating that to 
contribute to our nation’s economy the NPS 
should continue to encourage the sale of 
American-made products in concession stores.

https://www.nps.gov/articles/buyameri
can.htm

https://www.nps.gov/aboutus/doingbusinesswithus.htm

Authorized Concessioners
• The Commercial Services Program of the National Park 

Service (NPS) administers more than 500 concession 
contracts with gross receipts totaling about $1 billion 
annually. (PDF 290 KB)

• Our concessioners employ over 25,000 hospitality 
industry people during peak season providing services 
ranging from food and lodging, to white water rafting 
adventures. 

• The Commercial Services Program administers these 
contracts, including monitoring the performance of 
concessioner operations. Concessioners offer goods and 
services to park visitors otherwise not provided by NPS 
personnel. By welcoming the private sector as a partner 
in park operations, the NPS broadens the economic base 
of the region in general and the communities 
surrounding the parks in particular. 

• Find out how you can do business with us.  

https://www.nps.gov/subjects/concessions
/authorized-concessioners.htm

https://www.nps.gov/articles/buyamerican.htm
https://www.nps.gov/aboutus/doingbusinesswithus.htm
https://www.nps.gov/subjects/concessions/upload/NPS-Concession-2018-Gross-Receipts-and-Frachise-Fee-Payments-06-11-20B.pdf
https://www.nps.gov/subjects/concessions/upload/Doing_Business_NPS.pdf
https://www.nps.gov/subjects/concessions/authorized-concessioners.htm
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https://www.nps.gov/subjects/concessions/concessioners-search.htm?service=ret

https://www.nps.gov/articles/buyamerican.htm

National Park Service (NPS) 

https://www.nps.gov/subjects/concessions/concessioners-search.htm?service=ret
https://www.nps.gov/articles/buyamerican.htm
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Central Bonnie.Sanders@vermont.gov

Northeast Brenda.Plastridge@vermont.gov

Southeast Ed.Williams@vermont.gov

Northwest Babette.Lizotte@vermont.gov

Southwest Elizabeth.Adams@vermont.gov

Director Joanne.Spaulding@vermont.gov

Admin Svcs Leonarda.Stewart@vermont.gov

VT PTAC CONTACT INFORMATION

SURVEY
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mailto:Ed.Williams@vermont.gov
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