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Reimagine Main Street, a project of the Public Private Strategies Institute, is a
multi-stakeholder, cross-sector initiative that brings small business leaders, investors,
experts, and policymakers together with business owners and the people they
employ. We engage diverse stakeholders and develop data-driven insights to
shape and inform market opportunities and policy.

Together, we are working to ensure businesses prosper, and that the benefits ripple
across communities and throughout the economy.
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= Context for this Survey

Conftracting with the federal government and large corporations presents significant
opportunities for diverse-owned and small businesses. The federal government is the largest
consumer of goods and services in the world, spending more than $690 billion on contracts
in FY 2022. Corporations spend 58% of their revenue on corporate contfracts with suppliers.

At the same time, public and private sector investments made as part of the Investing in
America Agenda are creating industries of the future and new on-shore supply chains
resulting in additional opportunities for diverse and small firms.

In order to better understand the contracting experience of diverse and small businesses
and their readiness to compete for contracts, Reimagine Main Street joined forces with 14
partners to field this national survey.

We note that this survey was fielded before the most recent wave of coordinated legal
assaults against diverse businesses, business diversity, and efforts to increase contracting
with diverse-owned and small businesses. We believe that the findings of this survey
contribute to understanding the role of contracting and the experience of diverse and
small businesses.
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=mm | arge National Sample - Four Primary Segments

All respondents

1,962

Businesses owned by:

17% AANHPI

34% Black, African
American or African

19% Hispanic /Latino(a)

3% Native American

21% White

4% Multiracial

24% Woman

7% Veterans

5% Individuals with
Disability

3% LGBTQ+

Small Employers

1,451

Businesses owned by:

18% AANHPI

33% Black, African
American or African

19% Hispanic /Latfino(a)

3% Native American

21% White

3% Multiracial

26% Woman

10% Veterans

6% Individuals with
Disability

4% LGBTQ+

S1M+ Revenue

476

Businesses owned by:

25% AANHPI

20% Black, African
American or African

16% Hispanic /Latino(a)

5% Native American

29% White

Invest in America
Industries

410

Businesses owned by:

21% AANHPI

29% Black, African
American or African

20% Hispanic /Latino(a)

8% Native American

22% White

37% Woman

12% Veterans

5% Individuals with
Disability

4% LGBTQ+

» Source: Reimagine Main Street in partnership with 14 other organizations
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=== Key Findings

Role of Contracting

Government vs
Corporate
Contracting

(1 of 10)

Most of the respondents have competed for contracts in the prior three
years. When they compete, diverse and small businesses generally
serve as both primes and subs.

Respondents compete for contracts across the private, public and
nonprofit sectors with respondents more likely to compete for
corporate contracts vs government contracts.

AAPI respondents are the least likely to compete for contracts overall
and Latino(a)-owned businesses less likely to compete for government
contracts. Black-owned and Native-owned businesses highly likely to
compete for government contracts.

Overall, respondents are more likely to say that corporate contracting is
“crifical” for their business growth strategies. Yet for businesses with
$1M+ in annual revenue, responses differ by race and ethnicity:
o Black-owned and Native-owned businesses more likely to report
government contracting critical.
o Small employers owned by Women, Veterans and people of color
likely to report corporate and government contracting are
equally crifical.
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== Key Findings (2 of 10)

Government vs e In general, respondents are more confident in their ability to compete
Corporate for corporate contracts vs government contracts.
Contracting o Corporate contracts represent greater share of revenue for
(cont’d) AAPl-owned and Latino(a)-owned businesses with $1M+ Revenue.

o Native-owned businesses are equally likely to generate significant
share of revenue from government and corporate contracting.
o Black-owned businesses with $1M+ revenue, are more likely to
derive a significant share of revenue from government contracts.
e Corporate contracts typically move from initial meeting to close more
quickly than government contracts.

Corporate e Corporate contracting is critical to respondents: more than % generate
Contracting at least some annual revenue from corporate contracts.
e Nearly half (46%) of respondents with $1M+ revenue say that corporate
contracting is critical to their growth strategy.
o Black-owned businesses with $1M+ revenue least likely to
generate income from corporate contracting.
o Small employers owned by women and people of color least likely
to generate revenue from corporate contracting.
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== Key Findings (3 of 10)

Corporate e Most respondents participate in a corporate supplier diversity program
Contracting and those who do not participate are generally interested. There are
(cont’d) opportunities to grow participation of diverse businesses with $1M+
revenue --especially Hispanic-owned -- in corporate supplier diversity
programs.

e Respondents’ views on the burden of competing for corporate
contracts is mixed. Black-owned and Latino-owned businesses with
$1M+ revenue more likely to report corporate contracting burdensome
compared to their peers.

Government  One in three respondents report that government contracting is critical
Contracting to their growth strategies and half of respondents generate some share
of revenue from government contracting.
 For Black-owned and Native-owned businesses with $1M+ revenue,
government contracting is critical part of growth strategy for more than
half of respondents.
* More than half (55%) of Native-owned businesses with $1M+ revenue
generate at least ¥5 of annual revenue from government contracting.
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=== Key Findings

Government °
Contracting

(cont’'d) °

[ ]

[ ]

Certification .

(4 of 10)

49% of Black-owned businesses with $1M+ revenue derive more than ¥
of revenue from government contracting

Latino(a)-owned businesses with $1M+ revenue are least likely to
generate revenue from government contracting

Among small employers, Veteran-owned businesses are most likely to
generate revenue from government contracting

Respondents generally report that government contracting is
burdensome. This is tfrue for all respondents and across segments and
small employers as well as businesses with $1M+ in annual revenue.

Most eligible businesses in the sample are certified. More than 80% of
eligible businesses with $1M+ revenue are certified.

Where businesses are not certified, awareness and understanding of
the value proposition are the primary barriers.

Certification is helpful, but not sufficient, to win contracts
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== Key Findings (5 of 10)

Confidence & Beliefs e Most respondents do not believe that the playing field is level when
they compete for contracts. However, businesses still believe that the
effort required to prepare a bid or RFP response is a worthwhile
investment. Veteran-owned businesses and Black-owned businesses
most likely to report that the effort is worth the return.

e Confidence in ability to win contracts grows as the capacity of the
business increases. Black-owned businesses are among the most
confident and AAPI-owned businesses are least confident.

e Confidence in ability to access capital to fund an RFP, contract, or
purchase order varies across segments.

o Black-owned businesses express confidence at parity with their
white-owned peers.

o  Women-owned small employers are least confident in their ability
to access capital

o Among businesses with $1M+ revenue, Latino(a)-owned and
AAPl-owned businesses are least confident.
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=== Key Findings

Barriers

(6 of 10)

Lack of relationships and limited awareness of contracting
opportunities are most frequently cited as primary barriers to winning
contracts. Respondents also frequently cite contract size as a barrier.
For most respondents, access to capital is not itself a barrier to
contracting, however for businesses that report it is a barrier, it is a
persistent barrier.

o Latino(a)-owned businesses with $1M+ revenue are most likely --at

almost 30%-- to report access to capital is a barrier.

Although most respondents do not report capital access as a barrier,
respondents do cite the timing of payments as a challenge. This
challenge is most acute for Black-owned businesses with $1M+
revenue.
Bonding and insurance requirements generally present challenges for
diverse and small businesses. This challenge is more acute for businesses
with $TM+ in revenue.
About one in four respondents with $1M+ revenue said that
requirements related to IT standards and cyber security discouraged
them from competing for contracts.
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=== Key Findings

Investing in America
Businesses

(7 of 10)

The Investing in America agenda represents massive public and private
investments in infrastructure, clean tech, and reshoring of advanced
manufacturing. The emergence and growth of new industries and
supply chains survey present a once-in-a-generation opportunity for
diverse-owned firms to play central roles. Reimagine Main Street and
our partners wanted to get a sense of whether there are diverse
suppliers ready and able to compete for these contracts.
Of the respondents, 29% of the sample -- 410 small employers —
compete in “Invest in America” sectors and 78% of these respondents
are diverse-owned.
These businesses have capacity and already win contracts: Alimost half
(46%) generate at least $1M in annual revenue, and one in 5 (19%)
generate annual revenue >$5m. More than half of the companies
generates at least one third of its annual revenue from contracting
But absent intentional focus, small and diverse suppliers won't get
opportunities.

o The businesses lack awareness of the Invest in America

opportunities.
o Contract size too big for many diverse and small businesses
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=== Key Findings

Policy Awareness - o
Bipartisan
Infrastructure Law

(8 of 10)

One out of five (21%) respondents said they have never heard of the
Bipartisan Infrastructure Law, with Latino/a business owners least likely to
report awareness.

o 28% of Latino/a business owners surveyed had no awareness

o 22% of AAPI and Native business owners surveyed had no awareness

o Black and white business owners reported slightly greater awareness

with 18% and 19% of respondents reporting no awareness

Create awareness: More than half (56%) of respondents lack awareness of
the Bipartisan Infrastructure Law and opportunities the law might present for
their businesses. Engage in Spanish and with trusted channels as Latino/a
respondents expressed the lowest level of awareness
Provide actionable guidance: Almost one in four (24%) business owners have
been following the Bipartisan Infrastructure Law and/or are preparing to
compete
Uplift stories of businesses that received contracts: By Q1 2023, 1% of
respondents reported that they had received a contract from BIL funding.
We know that business owners are most influenced by other business owners,
so stories of experience and impact are most likely to be persuasive
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=== Key Findings

Policy Awareness -
CHIPS & Science Act

(? of 10)

Nearly four in ten (37%) of respondents said they have never heard of the
CHIPS and Science Act, with Black and Latino/a business owners least likely to
report awareness.*

o 42% of Latino/a business owners surveyed and 41% of Black business

owners had no awareness

o 37% of AAPI business owners surveyed had no awareness

o 33% of Native business owners surveyed had no awareness

o 29% of white business owners reported no awareness
Create awareness: 61% of respondents lack awareness of the CHIPS and
Science Act and opportunities the law might present for their businesses.
Frame the opportunities from CHIPS for small businesses to include secondary
effects of the programs: Nearly 4 in 10 respondents has never heard of the
CHIPS and Science Act and about one quarter don’t think there are
opportunities for their businesses. Although direct benefits are more likely to be
relevant for high tech and advanced manufacturing ecosystem companies,
there will be broader opportunities from investments in tech hubs and
potentially from the child care requirements of CHIPS.
Provide actionable guidance: More than one in ten (13%) business owners
have been following the CHIPS and Science Act and/or are preparing to
compete
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=== Key Findings (10 of 10)

Policy Awareness - e Enfrepreneurs of colors are less likely to be aware of the Inflation
Inflation Reduction Reduction Act (IRA) compared to their white peers*
Act o 31% of Latino/a respondents lack awareness of the IRA
o 27% of Black or African American respondents lack awareness of
the IRA

o 25% of AAPIrespondents lack awareness of the IRA
o 18% of Native entrepreneurs lack awareness of the IRA
o 13% of white business owners reported no awareness
e Create awareness: 59% of respondents lack awareness of the Inflation
Reduction Act and opportunities the law might present for their
businesses.
e Focus onin-language information: Latino/a and AAPI respondents are
among the least likely to know about the IRA
e Translate awareness into opportunities: 36% of respondents are aware of
the Inflation Reduction Act, but do not know if there are opportunities
for their businesses.
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=== Role of Contracting

 Most of the respondents have competed for contracts in the prior three
years. When they compete, diverse and small businesses generally serve
as both primes and subs.

e Respondents compete for contracts across the private, public and
nonprofit sectors with respondents more likely to compete for corporate
confracts vs government contracts

e AAPIrespondents with $1M+ revenue are the least likely to compete for
contracts compared to peers. Black-owned and Native-owned
businesses highly likely to compete for government contracts.
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== Most Respondents Compete for Contracts

% OF RESPONDENTS THAT HAVE SUBMITTED AT LEAST 1 BID OR PROPOSAL LAST 3 YEARS

83%
76%
67%

All respondents n=1,962 All small employers n=1,451 All businesses W|th at Ieast $250K revenue All businesses WIth at Ieast $1M revenue

» - Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET DE Q: Has your business bid on / submitted proposals for contracts from any of the following sources in the last three years? (Select all that apply.)



=mm Most Respondents with STM+ Annual Revenue Compete
for Contracts

% OF RESPONDENTS THAT HAVE SUBMITTED AT LEAST 1 BID OR PROPOSAL LAST 3 YEARS

All businesses with at least AAPI with at least $1M Black, African-American or Hispanic or Latino with at Native with at least $1M White with at least $1M
$1M revenue n=476 revenue n=114 African with at least $1M least $1M revenue n=77 revenue n=24 revenue n=138
revenue n=95

Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET BDB Q: Has your business bid on / submitted proposals for contracts from any of the following sources in the last three years? (Select all that apply.)



=mm Most Small Employer Respondents Have Competed for
Contracts

% OF RESPONDENTS THAT HAVE SUBMITTED AT LEAST 1 BID OR PROPOSAL LAST 3 YEARS

100% 100%

All small employers n=1,451 Women-Owned Small LGBTQ+-Owned Small Veterans + Disabled Veteran  Individuals with Disability Small Employers of Color
Employers n=748 Employers n=47 Small Employers n=126 Small Employers n=86
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=mmm Diverse and Small Businesses Typically Compete as Both
Prime and Sub

@ Idontknow [ Both Prime and Sub [l Subcontractor [l Prime contractor

All respondents n=1,148 All small employers n=953 All businesses with at least $250K revenue  All businesses with at least $1M revenue
n=618 n=395

Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: When you bid on/submit proposals for contracts, is your business a) the prime contractor; b) Subcontractor; c)Both Prime and/or sub; d) | don’t know




= Businesses with SIM+ Revenue Typically Compete as Both
Primes and Subs

B Idon'tknow [ Both Prime and Sub [l Subcontractor [l Prime contractor

All businesses with at least AAPI with at least $1M Black, African-American or Hispanic or Latino with at Native with at least $1M White with at least $1M
$1M revenue n=395 revenue n=81 African with at least $1M least $1M revenue n=65 revenue n=21 revenue n=123
revenue n=82

Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: When you bid on/submit proposals for contracts, is your business a) the prime contractor; b) Subcontractor; c)Both Prime and/or sub; d) | don’t know




= Most Small Employers Compete as Both Primes and Subs

@ Idontknow [ Both Prime and Sub [l Subcontractor [l Prime contractor

All small employers n=953 Women-Owned Small LGBTQ+-Owned Small Veterans + Disabled Veteran  Individuals with Disability Small Employers of Color
Employers n=453 Employers n=47 Small Employers n=126 Small Employers n=86 n=658

Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: When you bid on/submit proposals for contracts, is your business a) the prime contractor; b) Subcontractor; c)Both Prime and/or sub; d) | don’t know




=mmm Respondents with S1M+ Revenue Compete for Contracts
Across the Private, Public and Nonprofit Sectors

B White with at least $1M revenue n=138 [l Native with at least $1M revenue n=24 [l Hispanic or Latino with at least $1M revenue n=77 [l Black, African-American or African with at least $1M revenue n=95
B AAPI with at least $1M revenue n=114 [l] All businesses with at least $1M revenue n=476

Large corporate Federal government State government City government Hospital system, County government
university, or nonprofit

» : o R " q ) .
Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET BDB Q: Has your business bid on / submitted proposals for contracts from any of the following sources in the last three years? (Select all that apply.)




== Diverse Small Employers Compete for Contracts Across the
Private, Public, and Nonprofit Sectors

I Small Employers of Color n=1,061 [l Individuals with Disability Small Employers n=86 [l Veterans + Disabled Veteran Small Employers n=126 [l LGBTQ+-Owned Small Employers n=47
B Women-Owned Small Employers n=748 [l All small employers n=1,451

Large corporate Hospital system, State government Federal government City government County government
university, or nonprofit

» '
REIMAGINE MAIN STREET Source: Reimagine Main Street in partnership 14 organizations

Q: Has your business bid on / submitted proposals for contracts from any of the following sources in the last three years? (Select all that apply.)




= Respondents Most Likely to Compete for Corporate Contracts

B All businesses with at least $1M revenue n=476 [l All businesses with at least $250K revenue n=819 [l All small employers n=1,451 [l All respondents n=1,962

Large corporate State government Federal government City government Hospital system, County government
university, or nonprofit

» - . . . . _ . . ~ . .
Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: Has your business bid on / submitted proposals for contracts from any of the following sources in the last three years? (Select all that apply.)




=mmm Respondents with S1M+ Revenue Mostly Likely to Compete
for Contracts with Large Corporates

60%

B Large corporate
B Federal government
[ State government

B City government

2°/ %
% B sty e moprofi
s B County government
29% B Tribal government
I [ Other (please specify)
2

All businesses with at least $1M revenue n=476

» - Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Has your business bid on / submitted proposals for contracts from any of the following sources in the last three years? (Select all that apply.)



=mmm AAP| Respondents with SIM+ Revenue Less Likely than Peers
to Compete for Contracts

B All businesses with at least $1M revenue n=476 [l AAPI with at least $1M revenue n=114

60%
51%
42% A
39%
0,
37% m 5

29%
24%
2%
0.

Large Federal State City Hospital County Tribal Other

corporate  government government government system, government government (please
university, or specify)
nonprofit

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Has your business bid on / submitted proposals for contracts from any of the following sources in the last three years? (Select all that apply.)



=mm AAPI-Owned Businesses with STM+ Annual Revenue in
Sample Least Likely to Have Competed for Contracts

% OF RESPONDENTS THAT HAVE SUBMITTED AT LEAST 1 BID OR PROPOSAL LAST 3 YEARS

87%
0,
83% 84%

All businesses with at least AAPI with at least $1M Black, African-American or Hispanic or Latino with at Native with at least $1M White with at least $1M
$1M revenue n=476 revenue n=114 African with at least $1M least $1M revenue n=77 revenue n=24 revenue n=138
revenue n=95

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Has your business bid on / submitted proposals for contracts from any of the following sources in the last three years? (Select all that apply.)



=mmm Hispanic or Latino(a)Respondents with $S1TM+ Revenue Less
Likely Than Peers to Compete for Federal Contracts

B All businesses with at least $1M revenue n=476 [l Hispanic or Latino with at least $1M revenue n=77

65%
60%
42% 43%43%
39%
35% 34% 35%
27%  29%27%
5% 4%

Large Federal State City Hospital County Tribal Other

corporate government government government  system, government government (please

university, specify)
or nonprofit

» - Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Has your business bid on / submitted proposals for contracts from any of the following sources in the last three years? (Select all that apply.)



=mmm Black Respondents with S1M+ Revenue Actively Compete
for Contracts

B All businesses with at least $1M revenue n=476 [ Black, African-American or African with at least $1M revenue n=95

60%]60%
54%
51%
43%
42%
39% 39% 40%
35%
29%
3% 4%
B Bm
Large Federal State City Hospital County Tribal Other
corporate  government government government system, government government (please
university, or specify)
nonprofit

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Has your business bid on / submitted proposals for contracts from any of the following sources in the last three years? (Select all that apply.)



= Native Respondents with $S1M+ Revenue Mostly Likely to
Compete for Federal Contracts

B All businesses with at least $1M revenue n=476 [l Native with at least $1M revenue n=24

54% 54%
42% s
39%
33% 35%|339 33%
29%
21% VAR

13%
Large Federal State City Hospital County Tribal Other (please
corporate government government government system, government  government specify)

university, or

nonprofit

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Has your business bid on / submitted proposals for contracts from any of the following sources in the last three years? (Select all that apply.)
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== Government vs Corporate Contracting

|H

Overall respondents are more likely to say that corporate contracting is “critical” for their
business growth strategies. Yet for businesses with $1M+ in annual revenue, responses
differ by race and ethnicity:
o Black-owned and Native-owned businesses more likely to report government
contracting critical.
o Small employers owned by Women, Veterans and people of color likely to
report corporate and government contracting are equally crifical.

In general, respondents are more confident in their ability to compete for corporate
contracts vs government confracts.
o Corporate contracts represent greater share of revenue for AAPI-owned and
Latino(a)-owned businesses with $1M+ Revenue.
o Native-owned businesses are equally likely to generate significant share of
revenue from government and corporate contracting.
o Black-owned businesses with $1M+ revenue, are more likely to derive a
significant share of revenue from government contracts.

Corporate contracts typically move from initial meeting to close more quickly than
government contracts.
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== Respondents More Likely to Say that Corporate Contracting
is Critical to Business Strategy

Share that reports contracting is “critical”

B Government [l Corporate

[~

I |
All small employers
I

— 000 -
All businesses with at least $250K
revenue
I

4%
All businesses with at least $1M _
revenue
_

All respondents

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET Q: How important is [corporate/government] contracting to your company’s growth strategy?2
B Allrespondents N = 1148 G/ 645 C; All Small Employers N=953 G/565 C; All w/$250K+ revenue N=618 G/417 C: All w/$1M+ revenue 395G/285/C



==mm For Businesses with S1IM+ Revenue, Importance of
Contracting Differs by Race/Ethnicity of Owner

Share that reports contracting is “critical”

B Government [l Corporate

Al businesses with atfeast 1M
g [

]
AAPI with at least $1M revenue
| ]

Hispanic or Latino wth at least S1M

- s
Native with at least $1M revenue

)

White with at least $1M in revenue

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: How important is [corporate/government] contracting to your company's growth strategy?2



=== SMall Employers Owned by People with Disabilities More
Likely to Report Corporate Contracting Critical

Share that reports contracting is “critical”
B Government [l Corporate

33%
All small employers
40%

37%
Women-Owned Small Employers
38%

23%
LGBTQ+-Owned Small Employers : o
0

37%
38%

Veterans + Disabled Veteran Small
Employers

Individuals with Disability Small 27%

Employers 46%

38%
39%

Small Employers of Color

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: How important is [corporate/government] contracting to your company's growth strategy?2



=== Women-Owned Small Employers Report Contracting Critical
to Business Strategy

Share that reports contracting is “critical”

B Government [l Corporate

33%
All small employers

40%

37%
Women-Owned Small Employers
38%

23%
LGBTQ+-Owned Small Employers : o
0

37%
38%

Veterans + Disabled Veteran Small
Employers

Individuals with Disability Small 27%

Employers 46%

38%

Small Employers of Color
39%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: How important is [corporate/government] contracting to your company's growth strategy?2



=mm VOomen-Owned, Veteran-Owned, and BIPOC-owned Small
Employers Report Corporate and Government Contracting
Both Critical to Business Strategy
Share that reports contracting is “critical”

B Government [l Corporate

3

w

%
All small employers

£
(=]

%

|
3
w
N
8 =
2
3

Women-Owned Small Employers E

3

LGBTQ+-Owned Small Employers
52%

Veterans + Disabled Veteran Small
Employers

w

N
o1 =
S

Individuals with Disability Small 27%

Employers

@

=
IS
2
=~

3

Small Employers of Color
39%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: How important is [corporate/government] contracting to your company's growth strategy?2



== Respondents More Optimistic About Their Ability to Win
Corporate vs Government Contracts

I believe that a business like mine can compete for and win corporate/government contracts
n:

[ Strongly Disagree [l Strongly Agree

Government

Corporate

» Source: Reimagine Main Street Survey of Business Owners: Contracting, Procurement and Supplier Diversity (April 2023)
REIMAGINE MAIN STREET BDB Q4Please share the extent to which you agree with each of the following statements:



=== SMall Employers Report More Likely to Generate Significant
Share of Revenue from Corporate Contracting

Share that generates at least s of Revenue by Source

B Government [l Corporate

28%
All small employers
48%

30%
Women-Owned Small Employers
41%

18%
LGBTQ+-Owned Small Employers - -
0

Veterans + Disabled Veteran Small 38%
Employers 46%

Individuals with Disability Small 29%
Employers

Small Employers of Color

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: What share of your company's annual revenue in 2022 came from corporate contracts2



==mm Respondents More Likely to Generate Material Share of
Revenue from Corporate Contracting

Share that generates at least s of Revenue by Source

B Government [l Corporate

All respondents
1 =

All small employers
I

— 0 -
All businesses with at least $250K
revenue
I

— 02020 | -
All businesses with at least $1M
revenue

I B

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET Q: What share of your company's annual revenue in 2022 came from corporate contracts2
BDB Allrespondents N = 841 G/ 1100 C; All Small Employers N=953 G/565 C; All w/$250K+ revenue N=618 G/417 C; All w/$1M+ revenue 343G/373/C



== Corporate Coniracts Represent Greater Share of Revenue for
Businesses with SITM+ Revenue

Share that generates at least s of Revenue by Source
B Government [l Corporate

All businesses with at least $1M 37%
revenue 58%

34%
AAPI with at least $1M revenue
64%

Black, African-American or African 49%
with at least $1M revenue 41%

Hispanic or Latino with at least $1M 26%
revenue 56%

55%
53%

Native with at least $1M revenue

White with at least $1M in revenue

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET Q: What share of your company's annual revenue in 2022 came from corporate contracts2
B All w/$1M+ revenue 395 G/285/C; AAPI 81g/56/C; Black 82G/60C; Hispanic 65G/44C; Native 21G / 17C; white 123G / 91C



== Corporate Coniracts Represent Greater Share of Revenue for
AAPI-Owned Business with STM+ Revenue

Share that generates at least s of Revenue by Source
B Government [l Corporate

All businesses with at least $1M 37%
revenue 58%

34%
AAPI with at least $1M revenue
64%

Black, African-American or African 49%
with at least $1M revenue 41%

Hispanic or Latino with at least $1M 26%
revenue 56%

55%
53%

Native with at least $1M revenue

White with at least $1M in revenue

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET Q: What share of your company's annual revenue in 2022 came from corporate contracts2
B All w/$1M+ revenue 395 G/285/C; AAPI 81g/56/C; Black 82G/60C; Hispanic 65G/44C; Native 21G / 17C; white 123G / 91C



=== Government Coniracts Represent Greater Share of Revenue
for Black-Owned Business with STM+ Revenue

Share that generates at least s of Revenue by Source

B Government [l Corporate

All businesses with at least $1M 37%
revenue 58%

34%
AAPI with at least $1M revenue
64%

Black, African-American or African 49%
with at least $1M revenue 41%

Hispanic or Latino with at least $1M 26%
revenue 56%

55%
Native with at least $1M revenue

White with at least $1M in revenue

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET Q: What share of your company's annual revenue in 2022 came from corporate contracts2
B All w/$1M+ revenue 395 G/285/C; AAPI 81g/56/C; Black 82G/60C; Hispanic 65G/44C; Native 21G / 17C; white 123G / 91C



== Corporate Coniracts Represent Greater Share of Revenue for
Hispanic/Latino(a)-Owned with SIM+ Revenue

Share that generates at least s of Revenue by Source
B Government [l Corporate

All businesses with at least $1M 37%
revenue 58%

34%
AAPI with at least $1M revenue
64%

Black, African-American or African 49%
with at least $1M revenue 41%

Hispanic or Latino with at least $1M 26%
revenue 56%

55%
53%

Native with at least $1M revenue

White with at least $1M in revenue

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET Q: What share of your company's annual revenue in 2022 came from corporate contracts2
B All w/$1M+ revenue 395 G/285/C; AAPI 81g/56/C; Black 82G/60C; Hispanic 65G/44C; Native 21G / 17C; white 123G / 91C



=== Coniracting Represents Significant Share of Revenue for
Native-Owned Business with S1TM+ Revenue

Share that generates at least s of Revenue by Source

B Government [l Corporate

All businesses with at least $1M 37%
revenue 58%

34%
AAPI with at least $1M revenue
64%

Black, African-American or African 49%
with at least $1M revenue 41%

Hispanic or Latino with at least $1M 26%
revenue 56%

55%
Native with at least $1M revenue

White with at least $1M in revenue

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET Q: What share of your company's annual revenue in 2022 came from corporate contracts2
B All w/$1M+ revenue 395 G/285/C; AAPI 81g/56/C; Black 82G/60C; Hispanic 65G/44C; Native 21G / 17C; white 123G / 91C



=== Corporate Contracts Typically Move Faster Than
Government Contracts

Time from first meeting to government/corporate contract
% of respondents with at least $1M in 2022 revenue and both government and corporate confracts
n= 184

B Government [l Corporate

78%

67%
33%

>6 Months 6 Months +

Time from First Meeting to Contract

» Source: Reimagine Main Street Survey of Business Owners: Contracting, Procurement and Supplier Diversity (April 2023)
REIMAGINE MAIN STREET Q15: Think of the last government contract your business was awarded, how much time lapsed from the first meeting to the contract?
BDB Q24: Think of the last corporate contract your business was awarded, how much time lapsed from the first meeting to the confract?



=== Corporate Contracts Typically Move Faster Than
Government Contracts

Time from first meeting to government/corporate contract
% of respondents with at least $1M in 2022 revenue and both government and corporate contracts
n= 184

B Government [l Corporate

36%
29% 29%
24%
18% 17%
9% 9% 9%
7% 7%

<1 Month At least 1 month but At least 3 months but At least 6 months but At least 9 months but  One year or more
less than 3 months less than 6 months less than 9 months less than 1 year

Time from First Meeting to Contract

» Source: Reimagine Main Street Survey of Business Owners: Contracting, Procurement and Supplier Diversity (April 2023)
REIMAGINE MAIN STREET Q15: Think of the last government contract your business was awarded, how much time lapsed from the first meeting to the contract?
BDB Q24: Think of the last corporate contract your business was awarded, how much time lapsed from the first meeting to the confract?



= Typically Takes 2-5 Meetings for a Contract...

Number of meetings that preceded last government/corporate contract
% of respondents with at least $1M in 2022 revenue and both government and corporate confracts
n= 184

B Government [l Corporate B Government [ Corporate

43%

= Typical

24%|24% Usually fewer
10%

15%
13%

10%| 1% 9%

7% 8% Usually more
- 5% 3%

0 1 2-3 4-5 6-9 10 or more

Number of meetings preceding lastcontract

» Source: Reimagine Main Street Survey of Business Owners: Contracting, Procurement and Supplier Diversity (April 2023)
REIMAGINE MAIN STREET Q12: How would you describe the efforts required to win the government contract?
BDB Q20: How would you describe the efforts required to win corporate confracts?
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=mm Corporate Contracting

Corporate contracting is critical to respondents: more than % generate at least
some annual revenue from corporate contracts.

Small employers owned by women and people of color least likely among small
employers to generate revenue from corporate contracting.

Black-owned businesses with $1M+ revenue least likely among peers to generate
income from corporate contracting.

Most respondents participate in a corporate supplier diversity program and those
who do not participate are generally interested. There are opportunities to grow
participation of diverse businesses with $1M+ revenue --especially Hispanic-owned
-- in corporate supplier diversity programs.

Respondents’ views on the burden of corporate contracting is mixed. Black-owned
and Latino-owned businesses with $1M+ revenue more likely to report corporate
contracting burdensome compared to their peers.

)» H
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=mmm More than Two in Three Respondents Generate Some
Revenue from Corporate Contracts

Share of revenue from corporate contracts

0% M 1%-33% 34%-49% [ 50% 51%-74% [ 75%-99% [ 100%

All respondents n=1,100

All small employers n=909

All businesses with at least $250K
revenue n=590

All businesses with at least $1M
revenue n=373

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: What share of your company's annual revenue in 2022 came from corporate contracts2



=mm Nearly Half (46%) of Respondents with $S1M+ Revenue Report
Corporate Contracting is Critical to Their Strategies

Share that reports contracting is “critical” to growth strategy

B Not at all relevant to business strategy [l Somewhat relevant [l Part of business strategy [l Critical to business strategy

All businesses with at least $1M

Black, African-American or African with
at least $1M revenuen =60 5% 18% 37% 40%

Hispanic or Latino with at least $1M
revenue n=44 9% 20% 30% 1%
Native with at least $1M revenue n=17 12% 24% 35% 29%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: How important is corporate contracting to your company's growth strategy?



s LGBTQ+ Small Employers Most Likely to Say Corporate
Contracting is Critical to Strategy

Share that reports contracting is “critical”

B Not at all relevant to business strategy [l Somewhat relevant [l Part of business strategy [l Critical to business strategy

Alsmal employers o o =
Women-Owned Small Employers 10% 18% 5% 38%
LGBTQ+-Owned smet Employers 22% 26%
Veterans + Disabled Vet%r;r; |§}T§£ 8% 13% 2% 38%

Small Employers of Color

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: How important is corporate contracting to your company's growth strategy?




=smm Most Respondents Say Corporate Coniracting Relevant to
Business Strategy

Share that reports contracting is “critical” to growth strategy

B Not at all relevant to business strategy [l Somewhat relevant [l Part of business strategy [l Critical to business strategy

All respondents n=645

All small employers n=565

All businesses with at least $250K
revenue n=417

All businesses with at least $1M
revenue n=285

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: How important is corporate contracting to your company's growth strategy?



==mm Black-Owned Businesses with SIM+ Revenue Least Likely to
Generate Revenue from Corporate Coniracts

Share of revenue from corporate contracts

W 0% M 1%-33% 34%-49% M 50% 51%-74% W 75%-99% [ 100%

ez R - I
AAPI with at least $1M revenue n=78 - n
W

13% 8%

»” Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: What share of your company's annual revenue in 2022 came from corporate contracts2



= SMall Employers Owned by Women and People of Color are
Least Likely to Generate Revenue from Corporate Coniracts

Share of revenue from corporate contracts

Ho0%» B 1%-33% 34%-49% M 50% 51%-74% WM 75%-99% M 100%

— - -Em-
— -~
m— =
— | L
-

ol Employers ereekr _ o =
» Source: Reimagine Main Street in partnership 14 organizations
Q: What sh f g | in 2022 f t fractse
RE'MAG'NE MA'N STREET BDB . nar snare of your company's annual revenue in came from corporare coniracise




=mmm Most Respondents Participate in Corporate Supplier Diversity
Programs

B Not at this time but not interested [ Not at this time, but interested [l Yes

All respondents n=1,192 All small employers n=666 All businesses with at least $250K revenue  All businesses with g’% Igast $1M revenue
n=474 n=

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: Does your business participate in a corporate supplier diversity program?




=mmm Most Respondents with $S1IM+ Revenue Participate in
Corporate Supplier Diversity Programs

B Not at this time but not interested [l Not at this time, but interested [l Yes

5% 3% 4%
31% 17% 37%

All businesses with at least AAPI with at least $1M Black, African-American or Hispanic or Latino with at Native with at least $1M White with at least $1M
$1M revenue n=315 revenue n=64 African with at least $1M least $1M revenue n=51 revenue n=17 revenue n=105
revenue n=58

Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET e Q: Does your business participate in a corporate supplier diversity program?




= Opportunities to Grow Participation of Diverse Businesses
with STM+ Revenue --Especially Hispanic-Owned -- in
Corporate Supplier Diversity Proarams

B Not at this time but not interested [l Not at this time, but interested [l Yes

All businesses with at least AAPI with at least $1M Black, African-American or Hispanic or Latino with at Native with at least $1M White with at least $1M
$1M revenue n=315 revenue n=64 African with at least $1M least $1M revenue n=51 revenue n=17 revenue n=105
revenue n=58

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Does your business participate in a corporate supplier diversity program?



=mmm More than Half of the Small Employers in the Survey
Participate in a Corporate Supplier Diversity Program

B Not at this time but not interested [l Not at this time, but interested [l Yes

All small employers n=666 Women-Owned Small LGBTQ+-Owned Small Veterans + Disabled Veteran  Individuals with Disability Small Employers of Color
Employers n=287 Employers n=38 Small Employers n=126 Small Employers n=62 n=438

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Does your business participate in a corporate supplier diversity program?



=smm View on Burden of Corporate Contracting is Mixed

B Extremely burdensome [l Somewhat burdensome [l About the right level of time and effort [l More manageable than expected

All respondents n=774

All small employers n=670

All businesses with at least $250K
revenue n=478

All businesses with at least $1M
revenue n=317

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: How would you describe the efforts required to win corporate contracts2




mmmm SMmall Employers Mixed on View of Efforts Needed to Win
Corporate Contracts

B Extremely burdensome [l Somewhat burdensome [l About the right level of time and effort [l More manageable than expected
All small employers n=670
Women-Owned Small Employers n=246

LGBTQ+-Owned Small Employers n=39 41% 5%

Veterans + Disabled Veteran Small
Employers n=82

Individuals with Disability Small
Employers n=62

Small Employers of Color n=441

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: How would you describe the efforts required to win corporate contracts2




= Black-Owned and Latino-Owned Businesses with STM+
Revenue More Likely to Report Corporate Coniracting
Burdensome vs Peers

B Extremely burdensome [l Somewhat burdensome [l About the right level of time and effort [l More manageable than expected

All businesses with at least $1M
revenue n=317 18% a6% oo 8%
AAPI with at least $1M revenue n=64 14% 33% 36% 17%

Black, African-American or African with
= |ea5t $1M revenue n=59 31% - 0/'2%

Hispanic or Latino with at least $1M
Native with at least $1M revenue n=17 18% 24% 53% 6%
White with at least $1M revenue n=105 1% 38% 46% 5%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: How would you describe the efforts required to win corporate contracts2
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Government Contracting



=mm Government Contracting

e One in three respondents report that government contracting is critical to their
growth strategies and half of respondents generate some share of revenue
from government contracting.

o For Black-owned and Native-owned businesses with $1M+ revenue,
government contracting is critical part of growth strategy for more
than half of respondents.

o More than half (55%) of these Native-owned businesses generate at
least 2 0 annual revenue from government contracting

o 49% of Black-owned businesses with $1M+ revenue derive more
than 7 of revenue from government contracting

o Latino(a)-owned businesses least likely to generate revenue from
government contracting

o Among small employers, Veteran-owned businesses are most likely
to generate revenue from government contracting

e Respondents generally report that government contracting is burdensome.
This is true for all respondents and across segments and small employers as well
as businesses with $1M+ in annual revenue.

)» H
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s=smm Government Contracting is Critical to One-Third of
Respondents

Share that reports contracting is “critical” to growth strategy

B Not at all relevant to business strategy [l Somewhat relevant [l Part of business strategy [l Critical to business strategy

All respondents n=1,148 33%

All small employers n=953 33%

All businesses with at least $250K
revenue n=618

All businesses with at least $1M
revenue n=395

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: How important is government contracting to your company's growth strategy?2



==m More than Half of Black-Owned and Native-Owned Businesses
with STM+ Revenue in Sample Report Government Contracting
is Critical to Strategy

Share that reports contracting is “critical” to growth strategy

B Not at all relevant to business strategy [l Somewnhat relevant [l Part of business strategy [l Critical to business strategy

All businesses wi:gvztnlsgsntj;gl\g 14% 21% 31%

AAPI with at least $1M revenue n=81 12% 16% 37%
g IR
Native with at least $1M revenue n=21 5%

White with at least $1M revenue n=123 21% 24% 32% 23%
» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: How important is government contracting to your company's growth strategy?2




= WOomen-, People of Color-, and Veteran-Owned Small
Employers Most Likely to Say that Government Contracting is
Relevant to Business Strategy

Share that reports contracting is “critical” to growth strategy

B Not at all relevant to business strategy [l Somewhat relevant [l Part of business strategy [l Critical to business strategy

All small employers n=953 12% 19% 36% 33%
Women-Owned Small Employers n=453 9% 17% 36% 37%
LGBTQ+-Owned Small Employers n=47 28% 26% 23% 23%

Veterans + Disabled Veteran Small 9% 15% 39% 37%

Employers n=126

Individuals with Disability Small
Employers n=86

Small Employers of Color n=658

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: How important is government contracting to your company's growth strategy?2



= Half of the Full Sample Generates Some Revenue from
Government Coniracts
Share of revenue from corporate contracts

W0 M 1%-33% 34% -49% [ 50% 51%-74% M 75%-99% B 100%

All small employers n=841 46% H 9% 4%

All businesses Withrgt/ Ieenausé §‘2=55%I§ 38% 12% 5%
All businesses with at least $1M 30%
revenue n=343 2

9% 4%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: What share of your company's annual revenue in 2022 came from government contracts?



== Hispanic-Owned Businesses are Least Likely to Generate
Revenue from Government Coniracting

Share of revenue from corporate contracts

B0 W 1%-33% 34%-49% M 50% 51%-74% M 75%-99% [ 100%

_—— =
D — ~
- B

»” Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: What share of your company's annual revenue in 2022 came from government contracts?




== Black-Owned and Native-Owned Businesses with STM+
Revenue Most Likely to Contract with Government

Share of revenue from corporate contracts

B0 W 1%-33% 34% -49% . MW 50% 51%-74% M 75%-99% [ 100%

_——
-
o ~
W~

» g ) Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: What share of your company's annual revenue in 2022 came from government contracts?

Black, African-American or African with
at least $1M revenue n=78




=mmm Veteran-Owned Small Employers Most Likely to Report
Revenue from Government Contracting

Share of revenue from corporate contracts

0% M 1%-33% 34%-49% [ 50% 51%-74% W 75%-99% W 100%

All small employers n=841 46% 26% H 9% 4%

Women-Owned Small Employers n=411 46% 24% ﬂ 9% 6%

LGBTQ+-Owned Small Employers n=34 59% 24% a 3%

Veterans + Disabled Veteran Small
Employers n=115 21% 22% H 13% 9%

Individuals with Disability Small
Employers n=86

Small Employers of Color n=600

» g ) Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: What share of your company's annual revenue in 2022 came from government contracts?



=mm GOovernment Contracting Likely to Be Experienced as
Burdensome

B Extremely burdensome [l Somewhat burdensome [l About the right level of time and effort [l More manageable than expected

All respondents n=514 25%

All small employers n=455 %o 24%

All businesses with at least $250K

revenue n=337 24% 4%

All businesses with at least $1M
revenue n=232 27% 3%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: How would you describe the efforts required to win government contracts?




mmmm Businesses with S1M+ Revenue Say Government Contracting is
Burdensome

B Extremely burdensome [l Somewhat burdensome [l About the right level of time and effort [l More manageable than expected

All businesses with at least $1M
revenue n=232 28% g S 3%

Black, African-American or African with
at least $1M revenue n=56 30% 41% 23% 5%

Hispanic or Latino with at least $1M
revenue n=31 13% 55% 29% 3%
Native with at least $1M revenue n=16 19% 38%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: How would you describe the efforts required to win government contracts?




=== SMall Employers Likely to Say Government Contracting
is Burdensome

B Extremely burdensome [l Somewhat burdensome [l About the right level of time and effort [l More manageable than expected

All small employers n=455 30% 43% 24% 4%
Women-Owned Small Employers n=184 33% 42% 20% 5%
LGBTQ+-Owned Small Employers n=15 20% 53¢

Small Employers of Color n=304 29% 42% 24% 5%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: How would you describe the efforts required to win government contracts?




== Businesses Report Majority Report that Competing for
Government Contracts is Burdensome

Characterization of Effort

% of respondents who have competed for government contract in last 3 years
n= 521

B Extremely Burdensome [l Somewhat burdensome [l About the Right Level of Time and Effort [l More Manageable Than Expected

AAPI| 1¢

Black, African or African
American

Hispanic / Latino/Latina 33% 6%

Native 0¢

White 2§

» Source: Reimagine Main Street Survey of Business Owners: Contracting, Procurement and Supplier Diversity (April 2023)
REIMAGINE MAIN STREET BDB Q12: How would you describe the efforts required to win the government contract?




=mm Respondents Rely on Government Contracting

Among respondents who have competed in last three years

B Notatallrelevant [l Somewhatrelevant [l Part of business strategy [l Critical to business strategy

AAPI 12% 19% 37% 32%

Black, African %r nfg::ggﬂ 6% 15% 38% 42%
Hispanic / Latino/Latina 12% 19% 39% 30%
Native A 24% 36% 36%

White 20% 23% 34% 23%

Multiracial / Other

» Source: Reimagine Main Street Survey of Business Owners: Contracting, Procurement and Supplier Diversity (April 2023)
REIMAGINE MAIN STREET BDB Q9: How important is government contracting to your company's growth strategy?
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= C ertification
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Most eligible businesses in the sample are certified.
More than 80% of eligible businesses with $1M+ revenue
are certified.

Where businesses are not certified, awareness and
understanding of the value proposition are the primary
barriers.

Certification is helpful, but not sufficient, to win
contracts



== Most Eligible Businesses Are Certified

B Ves, certified [l Certification pending [l Share Eligible But NOT Certified

All respondents n=1,091 70% 4%

All small employers n=906 73% 4%

All businesses with at least $250K

0, 0,
revenue n=818 80% 4%

All businesses with at least $1M

revenue n=372 85% 2%

Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET B B Q: Is the business certified by the government or a third-party as a small business owned by a person from an underrepresented group?




=smm Most Eligible Businesses with $1M+ Revenue are Certified

B VYes, certified [l Certification pending [l Share Eligible But NOT Certified

All businesses with at least $1M
revenue n=372 85% 2% 9%

AAPI with at least $1M revenue n=79 78% 4% 19%

Black, African-American or African with 9419
at least $1M revenue n=82 A

Hispanic or Latino with at least $1M
revenue n=64

89%2%

Native with at least $1M revenue n=19 111%

White with at least $1M revenue n=109 82% 2%

22
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== Most Eligible Small Employers are Certified

B Yes, certified [l Certification pending [l Share Eligible But NOT Certified

All small employers n=906 73% 4%

Women-Owned Small Employers
n=383

71% 5%

LGBTQ+-Owned Small Employers

n=47 85% 4%

Veterans + Disabled Veteran Small

{) 0,
Employers n=86 76% 3%

Individuals with Disability Small

Employers n=86 83%2% 17%

Small Employers of Color n=646 73% 4%

22
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=mm Most Eligible Respondents Have at Least One
Certification

Share of businesses eligible for certification that are certified, by category
All respondents

AAPI n=216
Black or African American n=449
Hispanic / Latino(a) n=229 67%
Native n-55 69%
Disabled n=110 80%
Service-Disabled Veteran n=109
Veteran n=119 78%

LGBTQ+ n=66

Woman n=526 72%

2 Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Is the business majority owned (at least 51%) by an individual from one or more under-represented groups? (Select any or all that apply.)



=mm Awareness & Complexity are Barriers for Eligible
Businesses that are Not Certified

Respondents whose businesses are not certified

B Not sure which certification makes sense for my business [l Not sure of the value of certification

49%
40%
35%
27%
:
0

Black or African American  Latino/a or Hispanic White All Respondents

Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: You indicated that your business is not certified by any of the certification programs, why not2
BDB *Sample of Native-owned businesses not certified too small to report



= Certification Helpful, But Not Sufficient to Win Contracts

Share of Respondents with $0 in 2022 Revenue from Contracting
Including Self-employed

B Certified [ NOT Certified

Government
n=532

Corporate
n=348

+16
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=mm Confidence and Beliefs

Most respondents do not believe that the playing field is level when they compete
for contracts, LGBTQ+-owned businesses and businesses owned by people with
disabilities are the least confident. However, businesses still believe that the effort
required to prepare a bid or RFP response is a worthwhile investment.
Veteran-owned businesses and Black-owned businesses most likely to report that
the effort is worth the return.

Confidence in ability to win both corporate and government contracts grows as
the capacity of the business increases. Black-owned businesses are among the
most confident and AAPI-owned businesses are least confident.

Confidence in ability to access capital to fund an RFP, contract, or purchase order
varies across segments. Black-owned businesses express confidence at parity with
their white-owned peers. Women-owned small employers are least confident in
their ability to access capital for contracting. Among businesses with $1M+ revenue,
Latino(a)-owned and AAPI-owned businesses are least confident.

)» H
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mmmm Most Respondents Do Not Think There is a Level Playing Field
for their Businesses When Bidding for Contracts

B Strongly Disagree [l Somewhat Disagree [l Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

All respondents n=1,957 8% 3%

All small employers n=1,447 8% 2%

All businesses with at least $250K
revenue n=819 17% 13% 8%2%

All businesses with at least $1M
revenue n=476

8%2%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: The playing field is level for businesses like mine when bidding for contracts.



= Bysinesses with STM+ in Revenue -- Especially AAPI-Owned
Businesses -- Do Not Believe the Playing Field is Level

Net Confidence*

All businesses with
at least $1M revenue
n=476

AAPI with at least
$1M revenue n=114

Black, African-
American or African
with at least $1M

Hispanic or Latino
with at least $1M
revenue n=77

Native with at least
$1M revenue n=24

White with at least
$1M revenue n=138

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET Q: The playing field is level for businesses like mine when bidding for contracts .
BDB *(Strongly agree + agree) - (Disagree + Strongly Disagree)



mmmm Bysinesses with S1M+ in Revenue -- Especially AAPI-Owned
Businesses -- Do Not Believe the Playing Field is Level

B Strongly Disagree [ Somewhat Disagree [ Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

AAP it at east 1 revenue 14 2 - we  mw
Native with at least $1M revenue n=24

Hispanic or Latino with at least $1M
revenue n=77

White with at least $1M revenue n=138 26% 29%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: The playing field is level for businesses like mine when bidding for contracts.




== SMall Employers -- Especially LGBTQ-Owned and Businesses
Owned by People with a Disability -- Do Not Believe the
Playing Field is Level

B Strongly Disagree [l Somewhat Disagree |l Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

All small employers n=1,447 16% 13% 8% 2%
Women-Owned Small Employers n=746 % 16% 10% 8% 3%

Small Employers of Color n=1,061 9% 2%

11% 15%0%

10% 14% 101%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: The playing field is level for businesses like mine when bidding for contracts.




=mm Most Respondents Report Effort to Prepare Bid is
Worthwhile Investment

B Strongly Disagree [l Somewhat Disagree [l Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A
All respondents n=1,957 38% 3%
All small employers n=1,447 38% 3%

All businesses with at least $250K
revenue n=818 52%2%

All businesses with at least $1M

revenue n=476 39%1%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: The time and effort required to prepare a bid/respond to a Request for Proposal (RFP), tender or similar opportunity is a worthwhile investment for my business.




== 2 in 3 Businesses with at Least SIM in Annual Revenue Say Time
and Effort to Respond to RFP/Tender is Worthwhile Investment

B Strongly Disagree [l Somewnhat Disagree [ Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

All respondents n=1.957 38% 3%

All small employers n=1,447 38% 3%

All businesses with at least $250K
revenue n=819 37%2%

All businesses with at least $1M
revenue n=476 c 39%1%

Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET BDB Q: IThe time and effort required to prepare a bid/respond to a Request for Proposal (RFP), tender or similar opportunity is a worthwhile investment for my business.




W= Businesses with SITM+ Revenue Generally Report that
Effort to Compete is Worthwhile Investment

B Strongly Disagree [ Somewhat Disagree [ Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

13% 28% 39%%
AAPI with at least $1M revenue n=114 1% 1% 15% 35% 3%

Black, African-American or African with
at least $1M revenue n=95 5% 14%

All businesses with at least $1M
revenue n=476

Hispanic or Latino with at least $1M
revenue n=77

Native with at least $1M revenue n=24 13% 8% 4% 33% 40%
White with at least $1M revenue n=138 7% 14% 32% 3711%

» ) Source: Reimagine Main Street in partnership 14 organizations

34% 36% 3%

REIMAGINE MAIN STREET Q: The time and effort required to prepare a bid/respond to a Request for Proposal (RFP), tender or similar opportunity is a worthwhile investment for my business.




m Small Employers Generally Say Effort to Compete is
Worthwhile Investment

B Strongly Disagree [l Somewhat Disagree ] Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

Women-Owned Small Employers n=382 10% 14% 10
LGBTQ+-Owned Small Employers n=47 % 34% 30%

Small Employers of Color n=1,061 1% 41% 3%

Individuals with Disability Small
Employers n=85 1% 1%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: The time and effort required to prepare a bid/respond to a Request for Proposal (RFP), tender or similar opportunity is a worthwhile investment for my business.




= Black-Owned Businesses with SIM+ Revenue Most Likely to Say
Time and Effort to Respond to RFP/Tender is Worthwhile Investment

B Strongly Disagree [l Somewhat Disagree [ Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

All businesses with at least $1M 8% 10% 13% 28% 39%1%

revenue n=476
Hispanic or Latino wmr‘e?/telr?l?:tnsg;\g 9% 8% 10% 349
Native with at least $1M revenue n=24 13% 8% 4% 33%

White with at least $1M revenue n=138 7%

AAPI with at least $1M revenue n=114 1% 1%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: [The time and effort required to prepare a bid/respond to a Request for Proposal (RFP), tender or similar opportunity is a worthwhile investment for my business.



= Veteran-Owned and BIPOC-Owned Small Employers Most Likely to
Say Time and Effort o Respond to RFP/Tender is Worthwhile
Investment

B Strongly Disagree [ Somewhat Disagree [l Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

All small employers n=1,447 25%
LGBTQ+-Owned Small Employers n=47 21% 4%
Small Employers of Color n=1,061 | 1% 24%

Women-Owned Small Employers n=746

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: IThe time and effort required to prepare a bid/respond to a Request for Proposal (RFP), tender or similar opportunity is a worthwhile investment for my business.



mmmm Confidence in Ability to Win Corporate Contracts Generally
Strong - Especially for Higher Capacity Businesses

B Strongly Disagree [l Somewhat Disagree [l Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

2 Source: Reimagine Main Street in partnership 14 organizations
» Q: | believe that a business like mine can compete for and win corporate contracts.
REIMAGINE MAIN STREET BDB




=== Confidence in Ability fo Compete for and Win Government
Contracts Grows with Capacity

B Strongly Disagree [l Somewnhat Disagree [l Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

All respondents n=1,956 41% 3%

All small employers n=1,448 3%

All businesses with at least $250K

revenue n=818 e

All businesses with at least $1M

0,
revenue n= 476 2%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: | believe that a business like mine can compete for and win government contracts.



== Confidence in Ability fo Compete for and Win Generally
Strong Among Small Employers

B Strongly Disagree [l Somewhat Disagree [ Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

All small employers n=1,448 11% 10% 7% 21%
Women-Owned Small Employers n=746 12% 1% 6% 22% 45% 3%
LGBTQ+-Owned Small Employers n=47 13% 6% 13% 19°

D O o ”

Small Employers of Color n=1,061

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: | believe that a business like mine can compete for and win corporate contracts.




=mm Confidence in Ability to Compete for and Win Corporate
Contracts at Parity for Black-Owned and White-Owned

Businesses

B Strongly Disagree [l Somewhat Disagree [l Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

All businesses with at least $1M
revenue n=476 56%2%

AAPI with at least $1M revenue n=114 40% 3%

4% 18% 60%

Black, African-American or African with
at least $1M revenue n=95

5% 6%

Hispanic or Latino with at least $1M ‘
revenue n=77 9% 8% 22% 57% 3%

Native with at least $1M revenue n=24 10% | 4% 13% 67% 4%

White with at least $1M revenue n=138 7% 61%1%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET

Q: | believe that a business like mine can compete for and win corporate contracts.




== Black-Owned Businesses Most Confident in their Ability to
Compete for and Win Government Contracts

B Strongly Disagree [l Somewhat Disagree [ Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

AAPI with at least $1M revenue n=114 1% 18% 10% 23% 35% 4%
White with at least $1M revenue n=138 1% 46%1%

Black, African-American or African with 7% 7%
at least $1M revenue n=95 ! -2

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: | believe that a business like mine can compete for and win government contracts.




=== AAPI-Owned Businesses Least Confident They Can Compete
for and Win Corporate Contracts

B Strongly Disagree [l Somewhat Disagree [l Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

All businesses with at least $1M
revenue n=476 7% 8% 6% 21% 56%2%

AAPI with at least $1M revenue n=114 7% 14% 10% 26% 40% 3%
Black, African-American or African with
at least $1M revenue n=95 5% 6% | 4% 18% 60%
i X i i |
Hispanic or Latino with at least $1M 9% 8'919;6 229% 57% 3%

revenue n=77

Native with at least $1M revenue n=24 10% | 4% 13% 67% 4%

White with at least $1M revenue n=138 7% 61%1%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: | believe that a business like mine can compete for and win corporate contracts.




mmmm WWomen- and BIPOC-Owned Employers Most Confident in
their Ability o Compete for and Win Government Contracts

B Strongly Disagree [l Somewhat Disagree [ Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A
All small employers n=1,448 43% 3%
Women-Owned Small Employers n=747 43% 3%

LGBTQ+-Owned Small Employers n=47 40%2%

Veterans + Disabled Veteran Small
Employers n=126

Individuals with Disability Small
Employers n=86

Small Employers of Color n=1,061 45% 2%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: | believe that a business like mine can compete for and win government contracts.




= Confidence in Ability fo Access Capital to Fund a Bid,
Purchase Order or Contract Differs Slightly Across Segments
of Small Employers

B Strongly Disagree [l Somewhat Disagree ] Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

Women-Owned Small Employers n=746 16% 18% | 13% 17%
LGBTQ+-Owned Small Employers n=47 19% 19% 6% 19%

Individuals with Disability Small
Employers n=85 35% 5%

Small Employers of Color n=1,061 20% 32% 3%

All small employers n=1,444 16% 16%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: 1 am confident that my business can access capital necessary to fund a bid, contract or purchase order.




=mmm Confidence the Business Can Access Capital to Fund Bid,
Contract or Purchase Order Grows with Capacity

B Strongly Disagree [l Somewnhat Disagree [l Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

All respondents n=1,954 30% 4%

All small employers n=1,444 33% 3%

All businesses with at least $250K
revenue n=816 39% 3%

All businesses with at least $1M

revenue n=474 45% 3%

»” Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: 1 am confident that my business can access capital necessary to fund a bid, contract or purchase order.



=mmm Among Businesses with Revenue $1M+, Confidence in Ability
to Access Capital Differs

B Strongly Disagree [l Somewhat Disagree [ Neither Agree or Disagree [l Somewhat Agree [l Strongly Agree [l N/A

All businesses with at least $1M
revenue n=474 18% 3%
AAPI with at least $1M revenue n=114 21% 17% 34%2%

Black, African-American or African with
at least $1M revenue n=95 52% 3%

Hispanic or Latino with at least $1M 40%1%

revenue n=77
9% 35% 40%
White with at least $1M revenue n=137 7% 6% 53% 4%

» ) Source: Reimagine Main Street in partnership 14 organizations

Native with at least $1M revenue n=23 Y 9%

REIMAGINE MAIN STREET Q: 1 am confident that my business can access capital necessary to fund a bid, contract or purchase order.




= Women-Owned Small Employers Least Confident in Ability to
Access Capital to Fund Bids, Purchase Orders or Contracts

Net Confidence*

All small employers o

Women-Owned
n=746
LGBTQ+-Owned
n=47
Veterans + Disabled

Veteran Small 29%
Employers n=126
Individuals with
Employers n=85
Small Employers of
Color n=1,061

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET Q: 1 am confident that my business can access capital necessary to fund a bid, contract or purchase order.
BDB *(Strongly agree + agree) - (Disagree + Strongly Disagree)



== AAPI and Latino/a Businesses with STM+ Revenue Least
Confident in Ability to Access Capital to Fund Bid, Purchase
Order or Contract

Net Confidence*

All businesses with at

least $1M revenue n=474 42%

AAPI with at least $1M
revenue n=114 25%
Black, African-American
or African with at least
$1M revenue n=95

_
Hispanic or Latino with at 31%
least $1M revenue n=77

Native with at least $1M
revenue n=23

White with at least $1M
revenue n=137

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET Q: 1 am confident that my business can access capital necessary to fund a bid, contract or purchase order.
BDB *(Strongly agree + agree) - (Disagree + Strongly Disagree)



»
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= Barriers

* Lack of relationships and limited awareness of contracting opportunities are most
frequently cited as primary barriers to winning contracts. Respondents also frequently cite
contract size as a barrier.

 For most respondents, access to capital is not itself a barrier to contracting, however for
businesses that report it is a barrier, it is a persistent barrier. Latino(a)-owned businesses
with $1M+ revenue are most likely --at almost 30%-- to report access to capital is a barrier.
Although most respondents do not report capital access as a barrier, respondents do cite
the timing of payments as a challenge. This challenge is most acute for Black-owned
businesses with $1M+ revenue.

 Bonding and insurance requirements generally present challenges for diverse and small
businesses. This challenge is more acute for businesses with $1M+ in revenue.

e About one in four respondents with $1M+ revenue said that requirements related to IT
standards and cyber security discouraged them from competing for contracts.

)» H
REIMAGINE MAIN STREET



=mmm LaCk of Relationships & Awareness of Opportunities Most
Frequently Cited Barriers for Businesses

All businesses with at least $1M revenue n=395 [l All businesses with at least $250K revenue n=618 [l All small employers n=953 [l All respondents n=1,148

57%
57%
25%
56% 26% 22%
15%
20% 13%
30% 28% Lo 1% B 12%
9% 18% 16% 10% o
10% 9% ? 13%
None of the above Did not have a Was not aware of the |Contract size was too Did not have Business did not Prime included my My race or ethnicity ~ Could not meet the My gender My ility Other (please
relationship with the contracting large for my business bandwidth / capacity have experience or business as a security clearance specify)
contracting officer / opportunity to bid or compete to respond to the past performance to  subcontractor in the requirements
organization credibly RFP/RFQ/tender be competitive initial bid. After prime

was awarded the
contract, my business
did not get a contract

» - . 5 a 5 o g P B
Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET BDB Q: Have any of the following prevented your business from bidding on or closing a contract or purchase order? (Select any that apply.)




== Lack of Relationships & Awareness of Opportunities Most
Frequently Cited Barriers for Businesses with STM+ Revenue

B White with at least $1M revenue n=123 Native with at least $1M revenue n=21 Hispanic or Latino with at least $1M revenue n=65 [l Black, African-American or African with at least $1M revenue n=82 [l AAPI with at least $1M revenue n=81
B Allbusinesses with at least $1M revenue n=395

65%
67%
e 58%

N xa

= -

62%

30% 24% %
18% 33%
0,
51% 2% e 31% )
29% 28% 23% oo 19% 12 2 —— 1%
. ” D 1% e B,
None of the above Did not have a Was not aware of the |Contract size was too Did not have Business did not Prime included my My race or ethnicity ~ Could not meet the My der My ility Other (please
relationship with the contracting large for my business bandwidth / capacity have experience or business as a security clearance specify)
contracting officer / opportunity to bid or compete to respond to the past performance to  subcontractor in the requirements
organization credibly RFP/RFQ/tender be competitive initial bid. After prime

was awarded the
contract, my business
did not get a contract

» - . 5 a 5 o g P B
Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET BDB Q: Have any of the following prevented your business from bidding on or closing a contract or purchase order? (Select any that apply.)




== Lack of Relationships & Awareness of Opportunities Most
Frequently Cited Barriers for Small Employers

M Small Employers of Color n=658 Individuals with Disability Small Employers n=126 Veterans + Disabled Veteran Small Employers n=486 [l LGBTQ+-Owned Small Employers n=47 [} Women-Owned Small Employers n=383 [} All small employers n=953

61%

=

53%

T

40%

30%
34% 30% 19%

58%

S—ye— 57%

43%
39%
33%

22% 15% L4 11
/ 28% 26% 14% ‘ p
None of the above Did not have a Was not aware of the |Contract size was too Did not have Business did not Prime included my My race or ethnicity ~ Could not meet the My der My ility Other (please
relationship with the contracting large for my business bandwidth / capacity have experience or business as a security clearance specify)
contracting officer / opportunity to bid or compete to respond to the past performance to  subcontractor in the requirements
organization credibly RFP/RFQ/tender be competitive initial bid. After prime

was awarded the
contract, my business
did not get a contract

» - . 5 a 5 o g P B
Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET BDB Q: Have any of the following prevented your business from bidding on or closing a contract or purchase order? (Select any that apply.)




=mmm FOr Most Respondents, Access to Capital is Not a Barrier to
Contracting

B Once [ Morethan Once [l Almostalways [l Always [l Never

All respondents n=1,148 12%11% 79%

All small employers n=953 13117%

All businesses with at least $250K

i
revenue n=618 121%

All businesses with at least $1M

g
revenue n=395 1001%

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: Hass your company ever been awarded a contract that did not close because the business was not able to access financing in time?




==mm FOr Most Respondents with SIM+ Revenue, Access to Capital
is Not a Barrier to Contracting

[ Once [ MorethanOnce [l Amostalways [l Always [l Never

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q:Has your company ever been awarded a contract that did not close because the business was not able to access financing in time?




=mm Access to Capital is a Barrier to Contracting for Nearly 3 in 10
Hispanic-Owned Businesses with S1TM+ Revenue

B Once [ Morethan Once [l Almostalways [l Always [l Never

All businesses with at least $1M

revenue n=395 7% 1001% 82%

AAPI with at least $1M revenue n=81 5% 14%1% 80%
Black, African-American or African with . e o 5

at least $1M revenue n=82 (il Rt % 0%

Hispanic or Latino with at least $1M 9% 1792% 72%

revenue n=65

Native with at least $1M revenue n=2% 14% 86%

White with at least $1M revenue n=123 BV

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q:Has your company ever been awarded a contract that did not close because the business was not able to access financing in time?




=smm FOr Most Small Employers, Access to Capital is Not a Barrier
to Contracting

B Once [ MorethanOnce [l Amostalways [l Always [l Never

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: Hass your company ever been awarded a contract that did not close because the business was not able to access financing in time?




==mm More than 1 in 4 Small Businesses Owned by a Person with a
Disability Cites Access to Capital as a Barrier to Contracting

B Once [ MorethanOnce [l Amostalways [l Always [l Never

Alsmel employers e - i
Homenrouned Smal Employers i . M
LGBTQ+-Owned Small Employers n=47 0%2% 75%

Small Employers of Color n=658 7% 1390% 7%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Hass your company ever been awarded a contract that did not close because the business was not able to access financing in time?



=mmm 1 in 4 SMall Businesses Owned by an LGBTQ+ Person Cites
Access to Capital as a Barrier to Contracting

B Once [ MorethanOnce [l Amostalways [l Always [l Never

» ) Source: Reimagine Main Street in partnership 14 organizations

REIMAGINE MAIN STREET Q: Hass your company ever been awarded a contract that did not close because the business was not able to access financing in time?




=mmm Timing of Payments Creates Cash Flow Challenges for Most
Respondents

B Once [ MorethanOnce [l Almostalways [l Always [l Never

All respondents n=1,137 34%

All small employers n=945 34%

All businesses with at least $250K

revenue n=614 33%

All businesses with at least $1M
revenue n=393

» g ) Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET EDB Q: How often does the timing of contractual payments create cash flow challenges for your business?



=== Black-Owned Businesses with S1IM+ Revenue are Most Likely
to Say That Timing of Payments Creates Cash Flow
Challenaes

B Once [ MorethanOnce [l Almostalways [l Always [l Never

All businesses with at least $1M
revenue n=393 4 35% 19% 9% 36%

AAPI with at least $1M revenue n=80 ¥/ 34% 23% 5% 36%

B A loast $1M rovenue -5 o = b i

Hispanic or Latino with at least $1M
revenue n=65 [skks 28% 20% 9% 40%

Native with at least $1M revenue n£Zf 38% 10% 43%

White with at least $1M revenue n=122 [&¥/4

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET EDB Q: How often does the timing of contractual payments create cash flow challenges for your business2



=mmm Timing of Payments Often Creates Cash Flow Challenges for
Small Employers

B Once W Morethan Once [l Almostalways [l Aways [l Never

All small employers n=945 BV 30% 22% 11% 34%

Women-Owned Small Employers
n=378

4%

LGBTQ+-Owned Small Employers
n=47 %4

Veterans + Disabled Veteran Small

0,
Employers n=126 .

Individuals with Disability Small
Employers n=86 9% 27% 21% 9% 34%

Small Employers of Color n=653 BV

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET EDB Q: How often does the timing of contractual payments create cash flow challenges for your business2




=smm Bonding or Insurance Requirements Consistently Present a
Challenge for More than 10% of Respondents

B Once [ MorethanOnce [l Almostalways [l Always [l Never

% 3%

All respondents n=1,148

All small employers n=953 % 3%

All businesses with at least $250K

0,
revenue n=618 b 2%

All businesses with at least $1M ,
revenue n=312 13%2%R%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Have bonding or insurance requirements ever prevented your company from closing a contract?



= BONding or Insurance Requirements Prevent Black-Owned
Businesses with S1IM+ Revenue from Closing Contracts Most
Frequently

B Once [ Morethan Once [l Almostalways [l Always [l Never

All businesses with at least $1M

revenue n=312 [IIRA 2% 2% 79%

AAPI with at least $1M revenue n=81 p&3 1% 2% 84%
B B L
Hispanic or Latino Wm:e?/te Ir:ejestn$=16hg 5% 15% | 3929 75%
Native with at least $1M revenue n=21 5% 24% 71%

White with at least $1M revenue n=123

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Have bonding or insurance requirements ever prevented your company from closing a contract?



=mmm Bonding or Insurance Requirements Prevent About 3in 10
Native-Owned Businesses with S1TM+ Revenue from Closing
Contracts

B Once [ Morethan Once [l Almostalways [l Always [l Never

All businesses with at least $1M

revenue n=312 [IIRA 2% 2% 79%

AAPI with at least $1M revenue n=81 p&3 1% 2% 84%
B B L
Hispanic or Latino Wm:e?/te Ir:ejestn$=16hg 5% 15% | 3929 75%
Native with at least $1M revenue n=21 5% 24% 71%

White with at least $1M revenue n=123

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Have bonding or insurance requirements ever prevented your company from closing a contract?



=== BONding or Insurance Requirements are Most Likely to
Prevent LGBTQ+ - Owned Small Employers from Closing
Contracts

B Once [ MorethanOnce [ Almostalways [l Always [l Never

All small employers n=953 6% 13% 2% 3% 76%
Women-Owned Small Employers n=383 6% 13%2%2% 78%
LGBTQ+-Owned Small Employers n=47 9% 19%2% 4% 66%

Veterans + Disabled Veteran Small
Employers n=126 4% 17% 3%2%

Individuals with Disability Small
Employers n=86 9%2%2%

Small Employers of Color n=658 6% 13% 3% 3%

»” Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Have bonding or insurance requirements ever prevented your company from closing a contract?



=mm About 1 in 4 Respondents Say that IT and Cyber-Security
Protocols Discourage Their Businesses from Competing for
Contracts

B Yes, discouraged from competing [l Yes, prevented from award [l No

All respondents n=1,148 28% 3%

All small employers n=953 27% 3%

All businesses with at least $250K
revenue n=618 24% 3%

All businesses with at least $1M

revenue n=395 25% 3%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Hiovetizhe protocols and standards for IT and cyber-security required by a corporation or government agency ever prevented your business from competing for or winning a
contract?



=mm About 1in 3 AAPI Respondents with SIM+ Revenue Say
that IT and Cyber-Security Protocols Discourage Their
Businesses from Competing for Contracts

B VYes, discouraged from competing [l Yes, prevented from award [l No

AAPI with at least $1M revenue n=81 _ 31% 4% 65%
White with at least $1M revenue n=123 _ g

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Hiovetizhe protocols and standards for IT and cyber-security required by a corporation or government agency ever prevented your business from competing for or winning a
contract?



= AboOUt 1 in 3 LGBTQ+ Small Employers Say that IT and
Cyber-Security Protocols Discourage Their Businesses from
Competing for Contracts

B Yes, discouraged from competing [l Yes, prevented from award [l No

All small employers n=953 27% | 3% 70%

White with at least $1M revenue n=123 281% 71%
Women-Owned Small Employers n=383 29% 3% 68%
LGBTQ+-Owned Small Employers n=47 34% 4% 62%
Veterans + Disabled Veteran Small 27% 5% 68%

Employers n=126

Individuals with Disability Small
Employers n=86 2% == 4%

Small Employers of Color n=658 25% 4%

» Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Hiovetizhe protocols and standards for IT and cyber-security required by a corporation or government agency ever prevented your business from competing for or winning a
contract?
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== |nvesting in America Businesses

e The Investing in America agenda represents massive public and private investments in infrastructure,
clean tech, and reshoring of advanced manufacturing. The emergence and growth of new industries
and supply chains survey present a once-in-a-generation opportunity for diverse-owned firms to play
central roles. Reimagine Main Street and our partners wanted to get a sense of whether there are
diverse suppliers ready and able to compete for these contracts.

e Of the respondents, 29% of the sample -- 410 small employers — compete in “Invest in America”
sectors and 78% of these respondents are diverse-owned. These businesses have capacity and
already win confracts: Almost half (46%) generate at least $1M in annual revenue, and one in 5 (19%)
generate annual revenue >$5m and more than half of the companies generates at least one third of
its annual revenue from contracting

e But absent intentional focus, small and diverse suppliers won’t get opportunities. Here are three ways
to change that:
o Increase awareness of Invest in America opportunities, especially for diverse businesses
o Unbundle contracts to create more opportunities to rely on small and diverse suppliers while at
the same time enhancing flexibility, cost efficiency, and mitigating risks
o Diverse-owned businesses most frequently cite lack of relationships as a barrier to closing a
contract or a purchase order
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=== More Than One Quarter of the Sample Compete in
“Invest in America” Industries n =410 Businesses

@ Investin America Employers Other Employers™ " . 35%

)» H
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19%

5%

All'Invest in America Employers n=410

Source: Reimagine Main Street in partnership 14 organizations
Q: Is the business majority owned (at least 51%) by an individual from one or more under-represented groups? (Select any or all that apply.)

[ Other (please specify)
Technology
Manufacturing

B Construction

B Aerospace & Defense



=mm The “Invest in America” Businesses are
Diverse-Owned

N =410 Businesses

Race & Ethnicity of Owners Gender of Owners Other Identity of Owners

21%

21% Veteran-owned
6% owned by a
person with a
disability

Q 4% LGBTQ+-owned

(N

@ AAPIn=86 @ Black, African, or African American n=117 Women-owned @ Male-Owned
Hispanic / Latino / Latina n=83 Native, Multiracial or Othern=33 @ White n=91

2 Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Is the business majority owned (at least 51%) by an individual from one or more under-represented groups? (Select any or all that apply.)




=== “‘|nvest in America” Businesses Have Capacity

2022 Revenue Number of Employees
. >$5M SlM = SSM . 5250,001-$999,999 . Up to SZSOK B 100-500 ] 51-100 [ 11.53 W 210 4
% % % 5%
5% (E—] — I
19% 25% 16% 13% 19% 22% 8% 6% 9%
18%
21% 20%
0

ke 34%
27%
17% g

46%

24%

40% °

20%

All Invest in AAPI n=83 Black, African, Hispanic / Native, White n=87
4 A 2 i & £, All Invest in AAPI n=86 Black, African, or  Hispanic/Latino/ Native, Multiracial White n=91
America or African Latino / Latina Multiracial or America Employers African American Latina n=83 or Other n=33
Employers American n=82 Other n=32 n=410 n=117
n=399 n=115

2 Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDE



we= “Invest in America” Businesses Win Contracts Today

Share of Businesses that Generate >'; Revenue
from Corporate Contracting

All Invest in America 51

%
Employers n=318

AAPI n=67 61%

Black, African, or 3

0,
African American n=90 0%

Hispanic / Latino / 0
Latina n=60 i

Native, Multiracial or 68

%
Other n=25

White n=76 57%

Share of Businesses that Generate >'; Revenue
from Government Contracting

All Invest in America o
Employers n=296 35%

AAPI n=64

Black, African, or 37

%
African American n=87

Hispanic / Latino / a
Latina n=53 0%

I -
@
a°

Native, Multiracial or o
Other n=25 32%

White n=67

2 Source: Reimagine Main Street in partnership 14 organizations
REIMAGINE MAIN STREET BDB Q: Is the business majority owned (at least 51%) by an individual from one or more under-represented groups2 (Select any or all that apply.)



=mm About Half of Businesses Say They Not Aware of
Opportunities from Invest in America

Share of businesses reporting no familiarity with the legislation or “some awareness, but did not know there
could be opportunities for my business’

n=410 Invest in America Businesses

B 'nfrastructure Investment and Jobs Act  [l] CHIPS Act Inflation Reduction Act
72%
69% 67% 68%
65% 64%
60%
59% 58%
57%
%
52% %
%
| |

AAPI Black, African, or African American Hispanic / Latino / Latina Native, Multiracial or Other White All Invest in America Employers

)» H
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= Bipartisan Infrastructure Law - What's the
Opportunity?

Create awareness: More than half (56%) of respondents lack awareness of the
Bipartisan Infrastructure Law and opportunities the law might present for their
businesses

Provide actionable guidance: Almost one in four (24%) business owners have been
following the Bipartisan Infrastructure Law and/or are preparing to compete

Uplift stories of businesses that received contracts: By Q1 2023, 1% of respondents
reported that they had received a contract from the BIL funding. We know that
business owners are most influenced by other business owners, so stories of
experience and impact are most likely to be persuasive

Engage in Spanish and with Trusted Channels: Latino/a respondents expressed the
lowest level of awareness of the Bipartisan Infrastructure Law

)» H
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w=— Bipartisan Infrastructure Law - Latinos Especially
Lack Awareness

e One out of five (21%) respondents said they have never heard of the Bipartisan
Infrastructure Law, with Latino/a business owners least likely to report
awareness.*

o 28% of Latino/a business owners surveyed had no awareness

o 22% of AAPI and Native business owners surveyed had no awareness

o Black and white business owners reported slightly greater awareness with
18% and 19% of respondents reporting no awareness

*Reflects share of respondents who selected “Never heard of the Infrastructure Investment and Jobs Act / Bipartisan Infrastructure Law™ in response to the
question, “In November of 2021, the US Congress passed and the President signed into law the Infrastructure Investment and Jobs Act, which will invest more
than $1.2 Trillion over five years in tfransportation, energy, telecommunications, ports, and other areas. Which of the following describes your awareness of the
legislation and confracting opportunities that are likely to result from ite”

») H
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= ~80% of Small Businesses Could Benefit from
Increased Familiarity with Bipartisan Infrastructure
Law

1%

Do not think this is relevant Never heard of the Have some awareness, but Have been following news My business is preparing to My business has been Subtotal
for my business Infrastructure Investment  did not know there could be of the Bipartisan compete for contracting awarded a contract(s) from
and Jobs Act / Bipartisan opportunities for my Infrastructure Law and am opportunities from the these funds
Infrastructure Law business eager to learn more infrastructure funding

)» H
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== CHIPS and Science Act - What's the Opportunity?

 Create awareness: 61% of respondents lack awareness of the CHIPS and Science
Act and opportunities the law might present for their businesses.

* Frame the opportunities from CHIPS for small businesses to include secondary effects
of the programs: Nearly 4 in 10 respondents has never heard of the CHIPS and
Science Act and about one quarter don't think there are opportunities for their
businesses. Although direct benefits are more likely to be relevant for high tech and
advanced manufacturing ecosystem companies, there will be broader
opportunities from investments in tech hubs and potentially from the child care
requirements of CHIPS.

 Provide actionable guidance: More than one in ten (13%) business owners have
been following the CHIPS and Science Act and/or are preparing to compete

)» H
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=== CHIPS and Science Act - Black and Latino/a Business
Owners Report Lowest Awareness of CHIPS

e Nearly four in ten (37%) of respondents said they have never heard of the CHIPS
and Science Act, with Black and Latino/a business owners least likely to report
awareness.*

o 42% of Latino/a business owners surveyed and 41% of Black business owners
had no awareness

o 37% of AAPI business owners surveyed had no awareness

o 33% of Native business owners surveyed had no awareness

o 29% of white business owners reported no awareness

*Reflects share of respondents who selected “Never heard of the CHIPS Act” in response to the following question: In August 2022, Congress passed and the
President signed into law the CHIPS Act, which aims to catalyze investment in US semiconductor manufacturing by directing nearly $280B in spending over the next
decade. Which of the following best describes your awareness of this legislation and contracting opportunities that are likely to result from it2

») H
REIMAGINE MAIN STREET



m—— Opportunities to Increase Awareness Among
Business Owners of CHIPS and Science Act

3%

”7

Do not think this is relevant for ~ Never heard of the CHIPS Act  Have some awareness, but did Have been following news of the My business is preparing to Subtotal
my business not know there could be CHIPS Act and am eager to compete for contracting
opportunities for my business learn more opportunities from the CHIPS Act
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= |nflation Reduction Act - What's the Opportunity?

 Create awareness: 59% of respondents lack awareness of the Inflation Reduction Act
and opportunities the law might present for their businesses.

* Focus on in-language information: Latino/a and AAPI respondents are among the
least likely to know about the IRA

 Translate awareness into opportunities: 36% of respondents are aware of the Inflation
Reduction Act, but do not know if there are opportunities for their businesses.
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== |nflation Reduction Act - Entrepreneurs of Color Far
More Likely to Lack Awareness

e Entrepreneurs of colors are less likely to be aware of the Inflation Reduction Act
(IRA) compared to their white peers*
o 31% of Latino/a respondents lack awareness of the IRA
27% of Black or African American respondents lack awareness of the IRA
25% of AAPI respondents lack awareness of the IRA
18% of Native entrepreneurs lack awareness of the IRA
13% of white business owners reported no awareness

© O O O

*Reflects share of respondents who selected “Never heard of the Inflation Reduction Act” in response to the following question: “In August 2022, Congress passed and the President
signed into law the Inflation Reduction Act (IRA.) Among other things, the law includes investments to expand the use of domestic renewable energy sources and manufacturing. Which
of the following best describes your awareness of the legislation and confracting opportunities that are likely to result from ite”
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=== Opportunities to Increase Awareness Among
Business Owners of Inflation Reduction Act

4%

0,

22%
Do not think this is relevant for Never heard of the Inflation Have some awareness, but did Have been following news of the My business is preparing to Subtotal
my business Reduction Act not know there could be Inflation Reduction Act and am compete for contracting

opportunities for my business eager to learn more opportunities from the Inflation
Reduction Act
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About the Sample




== | arge and Diverse Sample

n = 1,451 small employers
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Coj = 10 Small Business Owners

» Source: Reimagine Main Street in partnership with 14 other organizations
REIMAGINE MAIN STREET BDB Q: How would you describe your race or ethnicity?

AANHPI

Black, African
American, African

. Hispanic or Latino/a

Native American or
Alaska Native

B white

. Multiracial or Other

. Prefer not to Answer

263

475

280

43

308

49

33



= Range of Small and Mid-Sized Employers

Distribution by Number of Employees Distribution by 2022 Revenue
% of respondents % of respondents*
n=1,451 n=1,451

2-5 6-10 11-30 31-50 51-100 101-200 201-500 $500,001-$999,999  $1M - <§2M $2M - <$5M $5M - <§10M $10M-$50M >$50M Prefer not to disclose

2 Source: Reimagine Main Street in partnership 14 organizations
» Q: How many people does your business employ, including yourself2
REIMAGINE MAIN STREET BDB Q: What was your business revenue in 20222




== Mostly Long-Standing Businesses

Distribution by Time in Business
% of respondents
n=1,451

51%
18%
S 12%
2%
——
Less than one 1 year but not 2-3 years 4-6 years 7-9 years 10+ years

year yet 2 years

2 Source: Reimagine Main Street in partnership 14 organizations
» Q:How long has your business been in operation?
REIMAGINE MAIN STREET BDB




=== Range of Industries

n= 1,451

@ Business Services

@ Engineering & Construction

@ Technology & Telecommunications
Real Estate & Facilities
Management (including
architecture, security, janitorial,
etc.)

Retail

2%

3%

Manufacturing
Heathcare

Logistics and Transportation

Wholesale

Hospitality & Catering
Health & Personal Care
Personal Services
Aerospace & Defense
Financial Services
Energy & Environment
Financial Services
Education
Entertainment

Other

7%

Source: Reimagine Main Street in partnership 14 organizations
Q: In what industry does your business compete?

REIMAGINE MAIN STREET




=mmm Survey Respondents in 49 States and DC

Top 5 States by Respondents
CA X FL GA NY
14% 11% 7% 6% 5%

2 Source: Reimagine Main Street in partnership 14 organizations
&
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= Gender of Respondents

Female
@ Male
Other / Prefer Not to Say

2 Source: Reimagine Main Street in partnership 14 organizations
» Q: What is your gender?
REIMAGINE MAIN STREET BDB




=mm Ages of Respondents

48%
32%

18-34 35-49 50-64 65+

2 Source: Reimagine Main Street in partnership 14 organizations
» Q: Which of the following best describes your current age?2
REIMAGINE MAIN STREET BDB
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Questions?

Please email us
survey@reimaginemainstreet.com




