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I. FIndIngs In BrIeF

•	 The indigenous peoples of the United States today own Alaska Native Corporations, 
American Indian tribal companies, and Native Hawaiian Organization companies, all 
of which are structured and directed to address economic conditions among some of 
the poorest people identified in Census data.

•	 In recognition of the unique structures of Native communities and the economic 
burdens they bear, Section 8(a) of the Small Business Act and related regulations 
permit such companies to become certified to participate in federal procurement 
with distinct provisions tailored to meet their distinct challenges.

•	 Certified socially and economically disadvantaged “Native 8(a)” companies are 
exempt from limits on sole-source contracts with the federal government and from 
affiliation rules, among other things, and logically so, given the large number of 
community members these companies serve.

•	 In fiscal year 2011, Native 8(a) contractors sold $6.8 billion worth of goods and services 
to the federal government, down slightly from $7.6 billion the prior year. The 2011 
Native 8(a) federal contracting represented:

1.3% of all federal procurement;
40.0% of all Section 8(a) contracting; and 
6.7% of all small business contracting.

•	 Surveys from about half the membership of the Native American Contractors 
Association, representing about half of the Native 8(a) contracting volume in 2010, 
recorded employment of 56,076 people and distributions of $111.5 million in the 
following manner:

Owner dividends  $65.9 million
Scholarships  $15.3 million
Direct community expenditures   $24.0 million
Donations to non-Native groups   $6.4 million

•	 These distributions help address economic, social, environmental, and cultural needs 
that are vitally important to the strengthening of Native communities. Together with 
a wide array of corporate educational opportunities up and down the career ladder, 
these investments help Native communities attract, retain, and grow human capital—
the talents, skills, and capabilities necessary to improve Native quality of life.

Nomenclature:

Native 8(a) Companies: 
In this report, Native 
8(a) will be used to refer 
to companies owned by 
qualified Alaska Native 
Corporations, by Native 
Nations (i.e., American 
Indian Tribes), and by Native 
Hawaiian Organizations.

Indian 8(a) Companies: 
Indian 8(a) will be used to 
refer to companies owned by 
qualified individual Indians.  
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•	 The $6.8 billion of 2011 federal contracting requires Native firms to purchase input 
goods and services and to hire workers. The estimated economy-wide impacts  
include:

Jobs  109,000 

Wages and benefits $5.9 billion
Income to proprietors $3.1 billion
Indirect business taxes $0.6 billion
Total GDP contribution $9.6 billion

•	 Addressing Native poverty through the SBA 8(a) program not only shifts  
economic activity, it stimulates the economies of some of the poorest communities in 
the country as it replaces welfare and/or social service spending, moves people into the 
labor force, and stimulates Native capital growth, especially Native human capital.

Owner Benefits: 

Employment

Whenever a Native 
citizen gains economic 
independence, the net 
benefits are undeniably large 
for taxpayers,  
Native communities,  
and families.

Monica Anderson is 
currently participating in 
the Ataku (or Later On) 
Management Training 
Program at Afognak Native 
Corporation. Ataku is a 
two-year, full-time program 
designed to provide 
Afognak shareholders 
and descendants with 
the skills, training, and 
knowledge necessary to 
hold management-level 
positions within an Alaska 
Native Corporation (ANC) 
or another business. 

Anderson is a mother of 
three and had been out 
of the workforce for six 
years, with only part-time 
work as a medical record 
transcriptionist on her 
résumé. She now has a 
bachelor’s degree, which 
she obtained with the 
assistance of scholarships 
from Afognak, and is 
positioned to assume the 
role of Insurance Manager 
upon completion of the 
program.
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II. The ConTours oF naTIve eConomIes

 History, law, and policy situate American Indians, Alaska Natives, and Native Hawaiians 
in unique relationships with each other and with the larger American polity and economy. 
Treaties, culture, kinship relationships, and multi-layered citizenship and ownership relations 
distinguish Native self-government, property rights, and economic institutions from those of 
non-Native Americans. 

 The citizens of the 566 federally recognized Indian tribes in the United States exercise self-
determined self-government, regulating activities on Indian reservations, in Alaska Native 
villages, and in Native Hawaiian homelands. Indian tribes collectively own corporations 
that are chartered to advance community goals that include, but are not limited to, Native 
language education, wildlife habitat protection, and employment. By the terms of the Alaska 
Native Claims Settlement Act of 1971 (ANCSA), Alaska Natives own shares in thirteen (13) 
Alaska Native regional corporations and scores of Alaska Native village corporations. Native 
Hawaiians are limited to forming and operating non-profit organizations directed toward 
social and economic needs, and these organizations may own for-profit companies whose 
profits accrue to and underwrite the non profits. In sum, Native communities and their needs 
receive valuable resources provided by community-owned businesses.

 Native communities are also generally characterized by economic hardship—though 
fortunately less so as self-determined economic growth slowly takes root (see, e.g., Cornell & 
Kalt, 2007). This growth must continue for Native communities to reach par in the American 
business environment while simultaneously preserving their culture and history. The long 
story of Native dispossession and poverty is well known, but its persistent twenty-first century 
legacies are partially obscured by images of gleaming mega-casinos and misconceptions of 
widespread Indian wealth. Those views have their basis in reality, of course, but are also 
founded on a misunderstanding of Indian Country as a whole; such beliefs do not accurately 
portray conditions. Even in 2010, average Indian income lagged behind the national average 
and the averages for other groups of Americans (left side of Figure 1). Native Hawaiian and 
other Pacific Islander income is slightly better, but still substantially below the United States 
average. Given the income gap, it is unsurprising that the American Indian and Alaska Native 
poverty rate exceeds that of other Americans (right side of Figure 1). Native Hawaiian and 
Pacific Islander poverty, although slightly better, also lags behind the United States.

Figure 1 
American Indian and Alaska Native (AIAN) Economic Status, 2010                    

                          per capita income                                         percent of families in poverty 

       (US Census, 2010)

Owner Benefits: 

Cultural Revitalization

Native 8(a) company profits 
help bolster the Native 
language, customs, arts, and 
practices that are essential to 
individual and community 
wellbeing, for economic 
development, and for 
educational success.

The Copper Mountain 
Foundation, a subsidiary of 
the Tatitlek Corporation, 
has granted more than 
$200,000 in recent years 
to programs supporting 
Alutiiq arts, language, 
dance, and history. 

Copper Mountain regularly 
helps underwrite Peksulineq, 
an annual, week-long 
cultural heritage program 
that teaches the youth of 
the Chugach region about 
their culture. 

Copper Mountain has also 
helped fund the Tatitlek 
Dancers, burial assistance 
programs, the Tatitlek IRA 
tribal council government, 
and youth athletic teams. 
It is currently leading a 
fundraising effort to build 
a teen center in Tatitlek in 
conjunction with Chugach 
Alaska Corporation’s 
regional non-profits, the 
Tatitlek tribal IRA council, 
and community members.
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 These statistics mask a much starker reality, namely that rural Native communities—
whether located in remote Alaskan villages, Native Hawaiian communities, or Indian 
reservations—experience a level of poverty that is much higher than the national 
averages for all Native people. Generally, rural areas are among the poorest in the country; 
however, Indian reservations and Alaska Native villages have regularly been the poorest 
of all (see, e.g., Goldsmith, Angvick, Howe, Hil, & Leask, 2004; Taylor & Kalt, 2005). 
Because the national averages from the 2010 Census are pulled upward by relatively more 
prosperous urban and suburban American Indian and Alaska Native people, Figure 1 
does not effectively illustrate the severity of living conditions on reservations and in the 
remote regions of Alaska and Hawaii. 

 As it stands, the Census precludes detailed analysis of Native income and poverty in 
2010 at the reservation and village level, but the extremity of American Indian and Alaska 
Native poverty appears in county data (Figure 2). Nationwide, those who self-identify as 
being American Indian and/or Alaska Native only constitute 0.9% of the population (Norris, 
Vines, & Hoeffel, 2012). The regions of the United States where the Native population is 
proportionally greater than the national average show that Native places and communities 
remain disproportionately poor. Places where American Indian and Alaska Native people 
predominate display poverty rates that are fifty percent higher than the United States average 
of 15.3%, and in some instances, nearly double and even triple that number.

Owner Benefits: 

Cooperative Education

Since one of the highest 
costs of college is foregone 
income, cooperative 
education helps Native 
economies get two benefits 
for the price of one: income 
growth and degreed citizens.

 

 

Joshua Nadell is a 
shareholder of Chugach 
Alaska Native Corporation 
who has benefitted from 
8(a) contracting. As a paid 
intern, Nadell worked in 
information technology, 
public relations, and 
business development. 

“I worked with people at 
all levels of Chugach, from 
the top down, learning 
from each individual,” 
says Nadell. Chugach also 
funded tuition and books 
for an Associate’s degree 
from the University of 
Alaska, Anchorage and 
a Bachelor’s degree in 
Business Management from 
Alaska Pacific University.

            continues...
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Figure 2 
Native Population and Persons in Poverty

Counties with above-average AIAN population 2010

        (US Census, 2010)

 Looking back to at least the Great Depression era, Federal Indian policy has recognized 
both the unique structures of Native populations and the poverty that besets these 
communities. Legislation recognizing these unacceptable conditions was enacted to 
encourage the development of Native community-owned businesses as a means to help such 
communities lift themselves from the depths of despair and poverty. Section 17 of the Indian 
Reorganization Act of 1934, for example, emboldens tribes to seek federal charters for tribally 
owned enterprise. Even today, tribes continue to use such avenues to structure companies as 
a means to reduce poverty in Native communities. In that same vein, the Internal Revenue 
Service tacitly recognizes the principle of intergovernmental tax immunity when it explicitly 
shields Native government-owned enterprises from federal income taxes (e.g., RR 94-16), 
and the Indian Gaming Regulatory Act of 1988, permitting tribal governments to own and 
operate casinos, fosters the building of capacity and resources with which to provide services 
and benefits to community members. 

 Tribes reinforce this inclination toward community ownership of business enterprises. 
Indian communities typically have thin tax bases, if any, and community ownership of 
business enterprise is one of the few ways to generate the revenues necessary to provide public 
goods and social services in the face of low and declining federal assistance (e.g., Fletcher, 
2004; Walke, 2000). Tribes may also seek to control the development of their own resources 
through community ownership of key companies. Many tribes insist, for example, that 
tribally owned mills develop tribal timber resources, not private companies. Government-
owned enterprise is an important strategy tribes continue to use to move toward sustained 
economic self-sufficiency.

 ANCSA did not institute Native government ownership of business in Alaska—though that 
trend is incipient today. ANCSA took a more direct approach, allocating the settlement lands 
and funds to two (2) tiers of Native-owned corporations. Twelve (12) regional corporations, 
and a thirteenth (13th) to represent Alaska Natives residing  outside of Alaska, received the 
bulk of the funds, lands, and natural resources that were part of the settlement. Figure 3 
shows the regions of Alaska associated with each corporation. Every then-living Alaska 
Native became a shareholder in one of the thirteen (13) regional corporations. Shareholders 

Owner Benefits: 

Cooperative Education 

“I not only graduated 
college Magna Cum 
Laude, but I also have five 
years of real-world work 
experience in the corporate 
environment,” observes 
Nadell. Upon completing 
college, Nadell joined the 
Business Development 
Department at Chugach, 
an act of reinvestment on 
his part and that of the 
company. 

As Nadell points out, “The 
8(a) contracting program 
has made many Alaska 
Native Corporations 
profitable, which allowed 
them to pass more 
opportunities on to their 
shareholders.”  

In April 2012, Royal Dutch 
Shell confirmed the quality 
of Chugach’s training 
by hiring Nadell away.  
Chugach managers hope to 
recruit him back.
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also received shares in one of about two hundred (200) Alaska Native Village and Alaska 
Native urban corporations that were also established under the Act. ANCSA expects that 
the regional, urban, and village corporations will provide the opportunity to improve the 
material fortunes of their shareholders via profit dividends, shareholder employment, general 
economic development support, and community investment, among other things.

Figure 3 
Alaska Native Regional Corporations

  A 13th Regional Corporation is not associated with an Alaska region. (US Park Service, 2003)

 In the 19th century, Native Hawaiian leaders began using private trusts 
(Ali’i Trusts) as a means to fund elder care, schools, orphanages, and other 
social priorities. Since then, Congress has created additional public trusts 
to support this work, and over the years a number of ancillary Hawaiian 
non-profit organizations have emerged to assist as well. Structurally, these 
Hawaiian organizations reflect markedly different historical origins, as they 
are decidedly different from the “reservation system” or the entities formed 
under ANCSA. Despite this difference, they are community-derived, they 
are federally recognized, and they support the well-being of Hawaiian indigenous populations. 
As mentioned above, such entities may also own for-profit enterprises to better the lives of 
Native Hawaiian communities.

Owner Benefits: 

Community Investment

Net income from Native 8(a) 
contracting helps underwrite 
indigenous solutions to 
long-standing problems that 
federal assistance has proven 
unable to solve.

Ho-Chunk, Inc., the 
parent company of several 
8(a) contractors, pays 
the Winnebago Tribe of 
Nebraska tribal taxes and 
annual profit dividends. 

Those funds supported 
eighty percent of a $1 
million tribal housing 
stimulus program that 
encourages homeownership 
for Winnebago citizens.

Prior to the initiative, only 
citizens falling below federal 
poverty thresholds could 
qualify for on-reservation 
housing assistance. To make 
matters worse, the low- and 
very-low-income housing 
stock was insufficient to 
meet demand, growing very 
slowly, and dominated by 
rental units. With the new 
down payment assistance 
program, Winnebago 
citizens can live where 
they work, support the 
reservation economy with 
their household spending, 
participate in community 
life, and build equity in 
their homes.  

            continues...
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III. The sTruCTure oF naTIve ProCuremenT ConTraCTIng

 Alaska Native Corporations (ANCs), tribally-owned corporations, and 
Native Hawaiian Organizations (NHOs) emerged independently of and 
prior to policies aimed at increasing the participation of small business 
and disadvantaged Americans in federal procurement. Since World War 
II, procurement policy has increasingly directed federal purchasing power 
toward small, minority, and disadvantaged business. This strategy works 
to diversify the supply base of the government, dilute the concentration 
of dominant conglomerate suppliers, and encourage entrepreneurship 
in places and for people that have found business formation historically 
difficult. The Small Business Act of 1958, particularly Section 8(a), directs the federal 
government to purchase from small businesses, which today includes tribal corporations, 
ANCs, and NHOs.

 Before a federal procurement officer can enter into a contract with a small, minority, 
or disadvantaged business under Section 8(a), a number of conditions must be met. Figure 
4 highlights the most salient requirements facing such firms. The column on the left lists 
the requirements, while the next three columns indicate the applicability of those terms to 

ANCs, tribally-owned corporations, and NHOs. (This report 
will designate ANC/Tribal/NHO entities collectively as 
Native 8(a) corporations). These requirements distinguish 
Native 8(a) firms from firms owned by individual Indians 
(hereinafter, Indian 8(a) firms) and from firms that might 
be owned by other minorities and certified under the SBA 
Section 8(a) rules. The column furthest to the right indicates 
the applicability of the relevant SBA 8(a) regulations to 
Indian 8(a) and non-Indian 8(a) firms. Native 8(a) and other 
8(a) companies, alike, must meet the criteria identified 

above the shaded region. All such firms must demonstrate suitable price and competence to 
perform the work and must qualify under size standards. All firms must graduate from the 
SBA 8(a) program in nine years. Finally, all 8(a) firms must perform a minimum percentage of 
the work as required by regulation. 

 Requirements vary within the shaded region in accord with the features unique to Native 
8(a) companies. One of the primary requirements that must be met to 
participate in the SBA 8(a) program is the showing of both economic 
and social disadvantage. In recognition of long-standing challenges 
in Indian Country, Native 8(a) companies do not need to demonstrate 
that the communities that own them are socially disadvantaged. Other 
minority-owned and disadvantaged businesses do not necessarily have 
to prove social disadvantage either, but the owners of the applicant 
businesses do need to show membership in a disadvantaged group 
or demonstrate social disadvantage. Native Hawaiian Organizations 
and American Indian tribes located in the lower forty-eight states have to show economic 
disadvantage, but by statute, Alaska Native Corporations do not. Finally, in accord with the 
fact that a Native company may be expected to serve the interests of hundreds, thousands, 
and even hundreds of thousands of ultimate owners, the size, lifetime limits, contract caps, 
affiliate structure, and managerial requirements are not as restrictive. 

Owner Benefits: 

Community Investment

Without it, the Tribe 
watched educated and 
working citizens leave 
for jobs and housing 
elsewhere.  The program 
is also stimulating home 
construction.  “Normally, 
an expenditure of $1 
million would only provide 
six or seven rental units,” 
CEO Lance Morgan said. 

With the new program, 
twenty homeowners are 
created. “This program is 
helping real people in real 
ways,” says Morgan.  

For the first time, 
reservation residents can 
look forward to passing 
title to their homes to their 
heirs.  In the past, every 
generation started from a 
negligible capital base.
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Figure 4 
Selected Contracting Terms for Section 8(a) Contracting 

 Given tribal and national policies fostering tribally-owned holding companies, the 
federal law structuring Alaska Native Corporations, and federal support for Native Hawaiian 
Organizations, the policies in the shaded region make perfect sense and are excellent methods 
for Native communities to become more economically self-sufficient and self-sustaining. The 
fortunes of much more than a handful of entrepreneurs and owner’s families are on the line 
in a Native company. Thousands of acres of forest, millions of barrels of oil, millions of tons of 
coal, valuable real estate, and the interests of thousands of shareholders or tribal citizens are at 
stake. Native boards of directors need to be able to hire competent managers wherever they can 
find them. Sadly, these communities often lack the talent to hire from within and must search 
outside of their community for professionals who can run their companies effectively. Also 
consistent with the need to provide for many, limiting Native 8(a) companies to one nine-year 
opportunity in one industry segment or to unaffiliated corporate structures would constrain 
Native economic development in ways Native and federal policymakers never intended. 

 Moreover, sole-source contracting, the salient feature of the 8(a) program generally and of 
Native 8(a) contracting in particular, offers a number of policy attractions for both contractors 
and the federal government. For the contractors, sole-sourcing allows small, minority, and 
disadvantaged businesses to access opportunities that might otherwise be dominated by large, 
entrenched, or conglomerated suppliers. This advantage helps the 8(a) companies develop 
the experience and expertise they need upon graduating from the 8(a) program. 

 For the federal government, sole-sourcing allows it to contract goods and services more 
efficiently and effectively. The sole-source process creates an atmosphere more conducive 
to information sharing and problem solving than the inherently adversarial and more 
information-hoarding process of competitive bidding. This method can save valuable taxpayer 
dollars. Sole source contracts are awarded after extensive negotiation between the government 
and the contractor. Typically, such sole-source negotiations entail the contractor providing 
copious pricing and performance documentation to the federal buying agent, whereas in a 
competitive bid the federal government is likely not to understand what goes into the price 

Owner Benefits:  

Working on the World 
Stage 

Native communities have too 
often been mischaracterized 
as isolated from important 
work in the world, but 
today Native 8(a) companies 
participate in critical U.S. 
missions worldwide. 

In a coordinated effort to 
calm an inflamed public, 
Pakistan’s Global Disaster 
Relief Organization and the 
U.S. companies, Soft-Power 
Solutions (a Native Hawaiian 
Organization) and Halcyon 
Group International, 
coordinated with Islamic 
religious leaders and tribal 
elders to distribute five 
thousand Holy Qur’ans 
in twelve Afghan and four 
Pakistani provinces. 

This effort followed the 
improper disposal of Holy 
Qur’ans at Bagram Airbase, 
which sparked violent 
protests and resulted in 
injury and death to Afghan 
citizens and ISAF forces. In 
a privately funded effort 
aimed at reconciliation, Soft 
Power Solutions contacted 
Brigadier General Azam 
Effendi, a retired Pakistani 
Army officer and Chairman 
of Global Disaster Relief to 
determine how to support 
grassroots reconciliation 
efforts. 

A jointly developed plan 
included the distribution of 
five thousand Holy Qur’ans 
in the most heavily affected 
areas, direct coordination 
with religious leaders 
and tribal elders, and the 
subsequent issuance of 
Fatwas calling for peace 
and forgiveness.
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determination. This “open-book” approach enables the federal buyer to craft the contract 
efficiently, potentially reducing procurement costs. Because it does not pit firms against each 
other, the open-book approach also facilitates joint venture partnerships between 8(a) firms, 
giving them the ability to propose work of a broader scope and scale than would otherwise be 
the case.

Owner Benefits: 

 Internships 

Internships allow unskilled 
workers to get a toehold on 
a career climb that would 
otherwise be limited to low-
wage and slow-growing 
options.

Last winter, Katmai 
Government Services, a 
wholly-owned subsidiary 
of the Ouzinkie Native 
Corporation, hired Peter 
Shanagin, Jr. as an intern.  
Earlier, Shanagin had 
worked at a mall pretzel 
shop and had done some 
manual labor on logging 
ships. Now he troubleshoots 
computer hardware and 
software, maintains 
printers, resolves Internet 
connectivity issues, 
and manages hardware 
inventory.  Utilizing the 
tuition assistance Katmai 
provides its interns, 
Shanagin enrolled in 
the University of Alaska 
Anchorage.  

In the spring of 2012, he 
will end his internship 
with Katmai and enroll 
in the State of Alaska’s 
AVTEC Village Internet 
Agent program, earning 
a certification that helps 
him obtain employment 
in the broadband industry.  
Shanagin acknowledges 
that his work with the 
company influenced the 
path he would like to pursue 
in life. “Someday I hope to 
be on the Ouzinkie Board 
and help make our village 
a better place, including 
finding solutions to better 
the economy in Ouzinkie.”
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Iv. naTIve 8(a) ConTraCTIng In ConTexT

 Though there are a number of data caveats that should temper expectations of 
precision, it is clear that federal contracting by Native 8(a) firms grew until FY 2010. In 
2010, Native contractors sold an estimated $7.6 billion in goods and services. Subsequently, 
it appears to have fallen to $6.8 billion in FY 2011 (Figure 5). The contract amounts 
in Federal Procurement Data System-Next Generation (FPDS-NG) remain volatile for 
up to five years, so the conclusion of the recent decline may need to be conditional 
for at least a few years. Similarly, it may be appropriate to be concerned about older 
data in this analysis not capturing the full universe of Native 8(a) companies (i.e., ca.  
FY2006-8). As discussed in the section, Notes Regarding Method, the starting point for 
analysis here is the SBA’s current database of companies, which may not contain an 
accurate census of 8(a) companies in previous years. There is reason to suspect historic 
understatement, since an analysis similar to this one conducted five (5) years ago (Figure 5 
(Taylor, 2007) counted $3.2 billion of Native 8(a) contracting in FY 2005 (recorded in 2005 
dollars), whereas here the comparable number in this data (i.e., FY 2005 recorded in 2005 
dollars, but not shown in Figure 5) is $1.7 billion. A recent study by the GAO identified 
“tribal 8(a) firms” and reported $2.1 billion in 2005 and $5.5 billion in FY 2010 (GAO, 2012). 
The GAO’s approach, though resulting in lower dollar amounts, shows revenues more than 
doubling over the period. A similar characterization can be made of Figure 5, even allowing 
for an upward correction of older fiscal years. In sum, rapid growth is a fact. The precise rate 
of growth is beyond knowing in the scope of this analysis.

Figure 5 
2011 Native 8(a) Procurement by Competition Type (billions)

 

  Contract volumes may be understated the older they are; see Notes Regarding Method. 

 Less uncertain is the proportion of Native 8(a) contract revenues subject to some form of 
competition or another. Since both numerator and denominator are likely affected similarly 
by data incompleteness, there may be some error but probably less bias in a proportion. 
According to this data, the fraction of contract dollars subject to competitive pressure grew 
from 25% in 2006 to 35% in 2011 (Figure 5). The prior study found the proportion of Native 
8(a) contracting subject to competition static over FY 2000-2005 (Taylor, 2007).   

Owner Benefits: 
 
Infrastructure 
Development

In too many places in 
Indian Country inadequate 
infrastructure retards 
growth, so when a Native 
8(a) company invests in 
it, the Native public gains 
not just fresh capital, but 
spillovers, too.

The Bering Straits 
and Sitnasuak Native 
Corporations have installed 
wind turbines in Nome, 
Alaska, population 3,500. 
Until now, Nome obtained 
all its power from diesel 
generators. 

Producing energy locally 
will help reduce the 
staggering cost of electricity 
in the Nome region, 
thereby easing the high cost 
of living and the toll it takes 
on the regional economy. 

In addition, Bering Straits 
Native Corporation will 
be reinvesting half its 
profits from this project 
in additional renewable 
energy projects in the 
villages surrounding Nome. 

The remaining profits 
from the project will be 
distributed to more than 
six thousand Bering 
Straits Native shareholders 
and to more than two 
thousand Sitnasuak 
Native shareholders, 
supplementing incomes 
in a region with limited 
economic opportunity.
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Another incontrovertible feature of Native 8(a) contracting is its small share of the 
national total. The total of all federal procurement for FY 2011 stood at $532 billion (left side 
Figure 6). Reprising Figure 5 on the right side of Figure 6 at the same scale as the national data 
makes plain that Native 8(a) is a drop in the procurement bucket. Native 8(a) contracting 
represented 1.3% of federal procurement in FY 2010. Using the GAO’s numbers, for 2010, the 
number is 1.0%. 

Figure 6 
All Federal Procurement Compared with Native 8(a) Procurement, FY 2011  

billions of dollars

                   All federal procurement      Native 8(a) only
 

 See Notes Regarding Method.

 As much as it has grown, Native 8(a) contracting continues to be eclipsed by contracting 
in other categories of small, minority, and disadvantaged business. Native 8(a) represents 
two-fifths (40%) of all 8(a) procurement, and less than seven percent (6.7%) of small business 
contracting (Figure 7). 

Figure 7 
Procurement in Selected Small and Disadvantaged Business Categories, FY 2011  

billions

        Bloomberg Government special tabulation.

Owner Benefits: 
 
Human Capital

Investments in human 
capital—especially 
investments in education 
and healthcare—pay 
ongoing dividends far in 
excess of their costs.

Chickasaw Nation 
Industries (CNI) pays a 
dividend each year that 
helps support Tribal 
programs and promote 
economic development. 

The dividends help 
pay for clothing and 
school supplies to ensure 
Chickasaw children are 
prepared for learning. 
Merit-based scholarships 
and a Tribal Career Services 
program support young 
adult Chickasaws in degree 
programs and internships 
around the world. 

The company itself actively 
recruits Chickasaws, pairing 
new hires with mentors, 
and grooms them for 
leadership. 

CNI dollars also support 
healthcare, helping the 
Nation recently open 
one of the largest health 
facilities in Ada, OK. In 
addition, CNI’s dividends 
help the Chickasaw Nation 
promote healthy lifestyles, 
particularly an intense 
Nation focus on diabetes 
prevention.  In all these 
activities, CNI is helping 
to build and maintain the 
capacities of Chickasaw 
people.
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 Given that what is being reviewed is federal procurement, it is not surprising to find the 
location of contract performance concentrates in specific areas of the United States. About 
thirty-one percent (31%) of contracting from FY 2007 to 2011 lists Virginia, Maryland, and 
the District of Columbia as the primary place of performance (Figure 8). Alaska and Virginia 
continue to have the highest levels of Native 8(a) contracting. From the FY 2000-5 period 
(Taylor, 2007), Alaska declined from eighteen (18%) to thirteen percent (13%), while Virginia 
has seen an increase from twelve (12%) to nineteen percent (19%). California and Texas com-
bine for twelve percent (12%). Both the work of the Native 8(a) contractor and the work of 
the contractor’s input providers, of course, extend outward from the primary place of perfor-
mance to other locations in the global economy.

Figure 8 
Native 8(a) Contracting by State 

FY 2007-11

Owner Benefits: 
 
Apprenticeships

On-the-job skill development 
grows local talent and raises 
incomes, to the benefit 
of Native corporations, 
employees, and households 
alike.

Clay Morad grew up in 
Anchorage under the 
influence of parents and 
grandparents who passed 
on a love of learning that 
his grandmother developed 
while at a Bureau of Indian 
Affairs boarding school. 

He graduated from East 
High School as a member 
of the National Honor 
Society and attended the 
State University of New 
York College at Fredonia, 
supported every semester 
by the Arctic Education 
Foundation. Throughout 
college, Morad worked as 
an intern at Arctic Slope 
Regional Corporation 
(ASRC), finally landing in 
the IT department. 

His work there reinforced 
his studies for a Bachelor’s 
in Computer Science. Upon 
graduation, he was hired 
into an entry-level position 
at Arctic Slope’s Federal IT 
Department in Greenbelt, 
Maryland.  

Over nine years, Morad 
moved through the ranks, 
managing important 
projects like ASRC’s on-site 
work for the Controlled 
Substance Ordering System 
at the Drug Enforcement 
Agency. 

            continues...
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v. naTIve 8(a) CommunITy ImPaCTs

 The ultimate aims of Native 8(a) contracting are clear: 
to improve the quality of life for whole communities 
of indigenous Americans. Strong incentives work to 
ensure that this happens expeditiously. Virtually all 
board members of Native 8(a) companies will report 
that community demands for employment, dividends, 
community investment, and economic diversification 
register loud and clear in company boardrooms. The 
intensity of such demands occasionally even threatens 
to overwhelm the strategic business goals of the 
community, as the advocates for pressing Native social 
needs impinge on long-term business strategy (see, 
e.g., Grant & Taylor, 2007). In general, however, such 
pressures operate effectively, ensuring that Native 8(a) 
contracting benefits flow sustainably to their intended 
targets.

 Take for example, the ability of Native 8(a) boards 
to hire non-Native CEOs depicted in the bottom row of Figure 4. With so much capital and 
community interest at stake, boards are under intense countervailing pressures. On the one 
hand, should the board maximize the chances of profit for Native shareholders by choosing 
a CEO from the national talent pool without regard to Native background, just as any other 
prudent board outside Indian Country would do? On the other hand, should the board hire 
and groom, if necessary, a Native citizen or shareholder for the position despite their lacking 
the requisite education or experience? In too many circumstances, this proves to be a very 
thorny question

Certainly the people who make that decision ought to be as close as possible to the 
consequences of such decisions. It is not a decision that public servants in Congress or the 
Small Business Administration are likely to get right, no matter how well intentioned they may 
be. Native 8(a) boards are best suited for this and countless other similarly tough decisions.

 The Owner Benefit sidebars in this document illustrate the responsiveness of Native 8(a) 
corporate leadership to Native community interests. Native 8(a) companies systematically 
attract and groom Native people for career paths in business. However, none of this happens 
overnight. Internships, scholarships, apprenticeships, employment, mentoring, and on-
the-job training develop Native talent along the entire career ladder. Native 8(a) profits help 
underwrite community investments in everything from health clinics and schools to middle-
class housing and public safety, further helping to build the human resources required to 
successfully serve the communities from which they were born. Before Native communities 
became successful in business, hard-working educated Native citizens generally had two 
options: engage in work administering government programs (i.e., Bureau of Indian Affairs-
BIA) or leave to raise a family closer to other job opportunities. Section 8(a) contracting helps 
keep them within the community, advancing community interests.

  While the Owner Benefit sidebars here each portray single instances of communities 
benefitting, a sample of Native 8(a) companies indicates substantial depth and breadth of 
Native 8(a) commitment to Native community benefits (Figure 9). Twenty (20) of the forty-
six (46) corporate members of the Native American Contractors Association responded to 
a detailed survey of Native 8(a) activity. The business volume those companies reported, 
$3.7 billion for 2010, represents about half the Native 8(a) contracting dollars at the time 
(per Figure 5). These entities reported that more than three quarters (3/4) of their business 
in 2010 was contracting under Section 8(a). Nearly fifty thousand (49,684) Alaska Native 
shareholders, and more than six hundred thousand (659,186) tribal members are served by 
these companies. 

Today he serves as Director 
of Information Technology 
Operations, has served 
on the board of ASRC 
Aerospace, and is pursuing 
a Master’s in Business 
Administration.  “It is 
hard to imagine a better 
situation for a company 
or for an individual,” says 
Morad. “I have a vested 
interest in making sure 
that the decisions I make 
affect ASRC for the better, 
and ASRC has a vested 
interest in making sure I’m 
prepared to do so.”
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 In 2010, these companies hired more than three thousand (3,068) American Indian, Alaska 
Native, and Native Hawaiian workers. They paid almost sixty-six million dollars in dividends 
to Alaska Native shareholders or to tribal governments and Native Hawaiian Organizations. 
They issued more than fifteen million dollars in scholarships and directly contributed more 
than twenty-four million to community benefits, ranging from language training and home 
down payment assistance to cultural festivals and subsistence hunting programs. 

Figure 9 
Aggregate Characteristics of Select Native 8(a) Corporations

2010 dollars in millions

    Survey respondents listed in Notes Regarding Method.

 The Owner Benefit descriptions make vivid how these Native 8(a) corporate expenditures 
benefit Native communities. Native 8(a) corporate breadth of expertise and depth of capital 
spills over to small businesses, such as in the Kake, Alaska fish plant rehabilitation project 
supported by Sealaska’s Haa Aaní, LLC. Native corporations invest in community physical 
infrastructure like Nome’s wind turbines and McGrath’s health clinic. Native 8(a) corporations 
underwrite with dividends many Native health investments like the Chickasaw’s diabetes 
prevention program. Corporate dividends support elders on fixed incomes. Dividends from 
the Winnebago Tribe of Nebraska’s Ho-Chunk, Inc. help build home equity and retain 
middle-class Winnebago citizens in their community.

 Benefits flow to non-Native Americans as well. The survey responses submitted by 
NACA’s members show that these entities contributed more than six million dollars to non-
Native causes and employed almost fourteen thousand (13,952) non-Native minorities and 
almost forty thousand (39,056) other Americans. All told, the survey respondents can take 
direct credit for more than fifty-six thousand jobs (56,076) and $111.5 million dollars of 
distributions.

Owner Benefits:  

Health Care Investment
 
Health care remains a 
pressing concern for many 
Native communities, and 
Native 8(a) corporations 
are working with others 
to increase the impact of 
limited funding.

The opening of the 
Winkleman Building of 
the McGrath Health Clinic 
culminated a multiyear, 
multiparty effort by the 
Southcentral Foundation, 
the City of McGrath, 
MTNT Limited (an Alaska 
Native Corporation), the 
Denali Commission, and 
the Alaska Native Tribal 
Health Consortium. 

These groups joined forces 
to meet an important need 
in the Upper Kuskokwim 
Basin: clinic capacity. 

The new building—
named after McGrath 
elder and long-serving 
community health aide 
Rose Winkleman—tripled 
the health center space in 
McGrath, Alaska. 

“The Clinic will serve the 
MTNT Region and bring 
much needed technology, 
medical care, and 
behavioral health services 
to the area,” said MTNT 
Limited’s Chairman of the 
Board, Vicki Otte—herself a 
Native shareholder.  

MTNT donated the five 
acres that the new building 
occupies and will continue 
to support operations 
in conjunction with the 
Southcentral Foundation.
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vI.  naTIonal naTIve 8(a) eConomIC ImPaCTs

 In FY 2011, Native 8(a) contractors performed $6.8 billion worth of work around the world. 
As recorded by FPDS-NG, ninety-four percent (94%) of that work has the United States as 
the contract’s primary place of performance. The domestic United States work concentrated 
in professional and administrative sectors, but also prominently included construction, 
manufacturing, and information technology (Figure 10). Altogether, FY 2011 Native federal 
contracting with a domestic place of performance amounted to $6.4 billion. 

Figure 10 
Top Five Sectors of Domestic Native 8(a) Contract Dollars

FY 2011

 Economists in the federal government regularly record industry-by-industry production 
relationships. In particular, the Department of Commerce’s Bureau of Economic Analysis 
(BEA) measures and publishes the relationships between sector revenues and the industry-
specific jobs, salaries, and supplies necessary to earn those revenues. This input-output 
information makes it possible to work from Native 8(a) contract volumes and sectors toward 
an estimate of how much employment and income can be said to result from Native 8(a) 
contracting. One common approach is to rely upon the IMPLAN model, an Input-Output 
model originally developed by the United States Forest Service, to estimate the influence of 
Native 8(a) contracts on the larger economy.

Owner Benefits:  
 
Elder Trust
 
While many Americans count 
on returns from 401(k) and 
pension plans, Native 8(a) 
dividends can often be the 
only supplement to Social 
Security that older Native 
Americans have. 

In 2008, NANA Alaska 
Regional Corporation 
created an Elders’ 
Settlement Trust to 
provide a modest special 
distribution to NANA 
shareholders sixty-five years 
of age and older. 

In 2012, the distribution 
amounts to $2,000 per 
elder. “Caring for our Elders 
is part of our values,” said 
Donald G. Sheldon, NANA 
board chairman. “The 
NANA Elders’ Settlement 
Trust is just one way we 
work to honor those who 
have helped NANA become 
what it is today.” 

The distribution helps 
shareholders living on fixed 
and modest incomes meet 
the high cost of living, 
which is characteristic of so 
much of rural Native life.
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 The first column of data in Figure 11 shows the indirect impacts of domestic Native 8(a) 
contracting work in fiscal year 2011. The $6.4 billion in domestic contract volume discussed 
above appears in the direct column and the output row (top left). Economic output counts 
the total revenues of a given stage of production, and as becomes clearer below, is not the 
same as gross domestic product. By IMPLAN’s rendition of the BEA’s input-output data, Native 
8(a) contract work supported the direct employment of more than forty-two thousand US 
residents. The contract work resulted in almost $2.5 billion in direct labor income—employee 
wages and benefits plus the earnings of self-employed workers. In addition, the contract 
volume yielded $1.1 billion in proprietor income: the interest, rent, royalties, dividends, 
and profit accruing to owners of capital. In addition, it resulted in payment of $156 million 
in indirect business taxes, that is the sales, excise and other taxes, that do not tax income 
and profits, and that are often the mainstays of state and local government. Together, direct 
labor income, proprietor income, and indirect business taxes amounted to $3.7 billion in 
direct value-added. In contrast to output (top row), value-added (bottom row) tracks the net 
contribution made at each of the stages of production and does not count the intermediate 
values of input goods, services, and labor. In aggregate, it constitutes gross domestic product, 
and it is the proper focus of impact studies such as this one.

Owner Benefits:  

Small Business 
Incubation 

The thickening of remote 
rural reservation and Native 
village economies with 
small business enterprise is 
a key priority for the owners 
of Native 8(a) companies.

More than twenty-one 
thousand Tlingit, Haida, 
and Tsimshian Alaska 
Natives own Sealaska 
Native Corporation. 
Though all its board 
and eighty percent of its 
Juneau headquarters staff 
are Native shareholders, 
many shareholders find 
themselves in a double 
bind. 

They are forced to 
choose between staying 
connected to place, 
culture, and community 
on the one hand, and 
leaving the southeast 
Alaskan archipelago for an 
economically viable life 
elsewhere on the other.  

In 2009, Sealaska created 
a subsidiary, Haa Aaní, 
LLC, to develop economic 
opportunities throughout 
the archipelago. Haa 
Aaní developed an oyster 
cultivation program, 
establishing oyster 
farms owned and run by 
shareholders. 

Haa Aaní has grown 
shareholder employment 
options through Alaska 
Coastal Aggregates, a 
supplier of construction 
materials. 

            continues...
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Figure 11 
Estimated U.S. Impacts of Domestic Native 8(a) Contract Work, FY 2011

dollars in millions

       (Minnesota IMPLAN Group, 2009) 

As Native 8(a) contractors purchase goods and services in the course of their work for 
the federal government, additional demand registers in the economy. Economists refer to 
the consequences of input purchasing as the indirect effects of a given economic activity. 
If a construction job requires thirty yards of concrete poured, the indirect effects of the 
construction include the work of the sand and gravel company, the labor of the cement truck 
driver, and the diesel fuel station’s margins. 

 In turn, the induced impacts result from the purchases made by workers—both those 
measured in the direct effects (e.g., the employees of Native 8(a) firms) and the indirect effects 
(i.e., the employees of input suppliers). To continue the analogy, the construction site manager 
uses his paycheck and benefits package to purchase groceries, a new dishwasher, and knee 
surgery. Likewise, the driver of the cement mixer and the other members of his household 
purchase cheese, school supplies, and dental care. 

 The total effects comprise the direct, indirect, and induced effects, and—when measured in 
value-added terms—characterize the total amount of GDP associated with the direct impact. 
In this instance per the right-hand column of Figure 11, Native 8(a) contracting is responsible 
for nearly one-hundred-and-ten thousand (109,006) jobs, $5.9 billion in wages & benefits, 
$3.1 billion in other income, almost $650 million in indirect taxes, and $9.6 billion of US GDP 
overall. The indirect, induced, and total output are displayed for completeness in the top row 
of Figure 11, but since output counts the value of intermediate production multiple times over 
as intermediate goods move through the production chain, those numbers should be treated 
with caution. They represent the sum total of all affected firms’ revenues, even though the 
intermediate supplier’s revenues are also counted in the downstream firms’ revenues. 

 It is important to put these numbers in context. On the one hand, $6.4 billion in 
contracting and $9.6 billion of GDP are both much larger than the budget of the BIA. On 
the other hand, as noted above, Native 8(a) contracting is dwarfed by federal procurement 
generally, constituting only 1.3% of the total in FY2011. In sum, as significant as procurement 
is for the Native communities that own Native 8(a) businesses, the total value-added impact of 
$9.6 billion represents less than a tenth of a percent of total United States GDP.

Owner Benefits:  

Small Business 
Incubation

The company is partnering 
with Kake Tribal 
Corporation to refurbish 
and operate an existing 
fish processing facility in a 
venture that promises up 
to thirty-five new jobs in 
a village one hundred air 
miles from Juneau. 

Haa Aaní has also invested 
in biomass, hydroelectric, 
and tidal energy initiatives 
to help lower the high cost 
of village living. 

These ongoing efforts 
transfer the global business 
contacts and management 
depth made possible by 
Sealaska’s participation in 
Section 8(a) contracting 
directly to the communities 
that need the expertise 
most.
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vII. ConClusIon

 

 Large or small, can Native 8(a) contracting be considered growth producing? 

 It goes without saying that the preponderance of Native 8(a) activity does not deliver 
the world-beating, world-altering productivity improvements realized by Ford and Apple. 
Native community-owned enterprises surely must walk before running. Likewise, it 
would be difficult to argue with a claim against Native 8(a) contracting that it did not 
represent new growth because the federal government would procure its construction 
or IT management services from any other supplier. Indeed, the results of Figure 11 
do not arise from any particularly Indian or Native enterprise characteristic, but rather from 
the run-of-mill production relationships observed by the BEA generally in the US. economy. 
Without a Native 8(a) construction firm, the Army would turn to a non-Native firm roughly 
as productive.

 Nonetheless, the primary aim of SBA Section 8(a) is to alter the distribution of economic 
growth, not necessarily to stimulate it (though the two are not exclusive). The aim of set-asides 
generally and of the rules specific to Native 8(a) contracting is to direct the purchasing power of 
the federal government into poor communities. The geographic and structural characteristics 
of Native 8(a) enterprises intensify the effects. Alaska Native, American Indian, and Native 
Hawaiian populations are not just generally rural, remote, or poor, but the companies they 
own collectively must meet collective needs—the needs of whole communities. Procuring 
goods and services from these entities injects federal purchasing power into places that need 
it and directs it to entities owned by whole communities, such as the entire citizenry of the 
Confederated Salish & Kootenai Tribes or all the Native shareholders of Arctic Slope Regional 
Corporation.

 More to the point, addressing Native poverty through 8(a) contracting can be and often 
is growth producing. First, a procurement dollar compares much more favorably in economic 
effect than what had been the alternative for all too long: federal welfare or social service 
spending. In procurement, the federal government obtains a good or service for its money, 
and it strengthens the incentives to be productive in the Native community. Second, the 
movement of a person from outside the labor force into it has vast economic consequences. 
Such a person is no longer dependent upon kin or government, but rather, capable of 
supporting dependents of him or herself. Third, the growth of Native capital—be it the going-
concern value of a firm, the reputational benefits of repeatedly satisfying federal customers, 
or the blossoming of human capital as Native workers rise up the career ladder—that Native 
capital, by definition, produces value over the long-term. The human capital, especially, 
engenders growth virtually irreversibly and in communities desperate for it.

Ho-Chunk Housing

Owner Benefits:  

Native Executive Talent 

Simultaneously meeting 
the demands of customers, 
suppliers, and Native 
owners requires skill. Native 
corporate leadership is 
not just a far-off goal. It is 
proving to be essential to 
success.

Mary Jane Ahvakana-
Lang is Iñupiaq, Eskimo, 
and grew up in Barrow 
and Wainwright, Alaska.  
She holds an Associate’s 
degree in Accounting, a 
Bachelor’s in Organizational 
Administration, and 
a Master’s in Business 
Administration. 

Her prior experience 
includes fifteen years of 
financial management 
and accounting work in 
North Slope nonprofits and 
companies and extensive 
board and committee 
service.  

Today she is CEO of 
Olgoonik Corporation, 
the Alaska Native 
Village Corporation for 
Wainwright, Alaska. 
Olgoonik has approximately 
175,000 acres of surface real 
estate and approximately 
1,200 shareholders. She 
herself is an Ukpeagvik 
Inupiat Corporation 
shareholder.
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noTes regardIng meThod

 All dollar figures are inflation-adjusted 2011 dollars (“real dollars”) per the CPI-U (Bureau 
of Labor Statistics, 2012), unless otherwise noted, in which case they are the dollars of the year 
indicated (“nominal dollars”).

 The construction of the main dataset for this report began with an extract of all “Native 
American-Owned” firms from the United States Small Business Administration’s Dynamic 
Small Business Search (DSBS) database. That designation includes: tribally-owned, Alaska Na-
tive Corporation (ANC)-owned, Native Hawaiian Organization (NHO)-owned, and “other 
Native American Owned” firms (SBA, 2011). The Native American Contractors Association 
(NACA) categorized this DSBS extract as: 

Native 8(a)   an 8(a) company owned by a tribe, an Alaska Native Corporation,  
   or Native Hawaiian Organization;

Indian 8(a)  an 8(a) company owned by an individual American Indian; or 

Other   if the company was of an ambiguous, unknown, or non-Native  
   owner-ship or not an 8(a).

 Bloomberg Government provided an extract from the Federal Procurement Data System 
- Next Generation (FPDS–NG) containing dollars obligated by fiscal year 2004 - 2011 to com-
panies identified in the FPDS-NG database as Alaska Native-owned, American Indian-owned, 
Tribally-owned, Native American-owned, Native Hawaiian-owned, Indian Tribe, Tribal Col-
lege and Tribal Government. 

 The FPDS-NG data was matched with the SBA DSBS using unique DUNS Numbers, yield-
ing some contractors that were not identified in the SBA data as Native 8(a) or Indian 8(a), but 
were identified by FPDS-NG as being 8(a) corporations and owned by Alaska Native Corpora-
tions, tribal Governments, or Native Hawaiian Organizations. NACA subsequently identified 
those companies using the same protocol. This process differs from those of other researchers, 
such as those at the GAO. NOTE: The data in this report labeled Native 8(a) represents the total 
amount obligated to a firm identified as an 8(a) company. It is not a designation of contract 
type, but rather firm type. The GAO has found that FPDS-NG designations of Native 8(a) sta-
tus are unreliable (GAO, 2012). 

Some figures in this report use the following categorizations created from the FPDS-NG 
“extent competed” variable: Competitive - Competed under SAT, Competitive Delivery Order, 
Follow On to Competed Action, Full and Open Competition, Full and Open Competition 
after exclusion of sources; and Non-Competitive - Non-Competitive Delivery Order, None (no 
competition), Not Available for Competition, Not Competed, Not Competed under SAT.

Twenty of NACA’s forty-six member companies responded to a NACA data survey, 
providing data covering more than 200 subsidiary companies. Not all survey respondents 
completed all sections of the survey, meaning that the sample size varies by variable (Figure 
9). Respondents were: Afognak Native Corporation; Bering Straits Native Corporation; 
Calista Corporation; Chenega Corporation; Chugach Alaska Corporation; Cherokee Nation; 
Coeur D’Alene Tribe; Winnebago Tribe of Nebraska; Ouzinkie Native Corporation; Koniag, 
Inc.; MTNT, Limited; Old Harbor Native Corporation; NANA Regional Corporation; Navajo 
Nation; Baan O Yeel Kon Corporation; Olgoonik Corporation; Penobscot Nation; Sealaska 
Corporation; Soft Power Solutions; and The Tatitlek Corporation.

Owner Benefits:  

Indirect Spillovers 

The growing breadth 
and depth of Native 8(a) 
company capabilities 
increasingly benefit 
the Native and non-
Native members of the 
communities from which 
they emerge.

Like other Native 8(a) 
companies, NIMA 
Corporation has paid 
dividends and underwritten 
scholarships for 
shareholders (over $40,000 
in 2011). However, NIMA 
also plays vital roles in the 
traditional and modern 
economies of the village 
of Mekoryuk on Nunivak 
Island.  

NIMA is actively 
rehabilitating the reindeer 
herds on which subsistence 
hunters depend and has 
plans to improve the 
management of the region’s 
musk ox herds.  Subsistence 
hunting is a core Native 
prerogative and defrays the 
high cost of imported food, 
making herd development 
a key priority for NIMA’s 
shareholders. 

In support of its modern 
economy, NIMA has 
contributed its front-
end loader to the work 
of clearing the village 
airstrip. Mekoryuk can 
only be reached reliably 
by air, so when record 
snows overwhelmed 
Alaska’s Department of 
Transportation, NIMA’s 
efforts were essential to the 
health, safety, and wellbeing 
of the community. Decades 
ago, Mekoryuk would 
have been at the mercy of 
forces outside its control, 
but today self-determined 
economic strength means it 
can respond more flexibly 
to challenges than ever 
before.
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aBouT The auThor

Jonathan Taylor is an economist with expertise in natural resources, gaming, and American 
Indian development. He provides counsel to tribes and bands in the United States and Canada 
consisting of public policy analysis, strategic advice, and economic research. He has authored 
or supported expert testimony in litigation and other public proceedings for a number of 
Native American groups. 

Mr. Taylor has assessed economic impacts of tribal enterprises (including of casinos), assessed 
tribal tax regimes, assisted in tribal institutional reform, provided public policy analysis 
and negotiation support for resource development, valued non-market attributes of natural 
resources, and educated tribal executives.

Recent publications include: 

“Determinants of Development Success in the Native Nations of the United States.” 
(Cambridge and Tucson: Harvard Project on American Indian Economic Development 
and Native Nations Institute for Leadership, Management, and Policy, 2008). 

“Managing the Boundary between Business and Politics: Strategies for Improving the 
Chances for Success in Tribally Owned Enterprises,” (with Kenneth W. Grant II). 
In Jorgensen, M. R., ed., Rebuilding Native Nations: Strategies for Governance and 
Development pp. 175-196, (Tucson: University of Arizona Press, 2007). 

The State of the Native Nations: Conditions under U.S. Policies of Self-Determination, 
(with the Harvard Project on American Indian Economic Development, Joseph P. 
Kalt, Eric C. Henson, Catherine E. A. Curtis, Stephen Cornell, Kenneth W. Grant, 
Miriam R. Jorgensen, Andrew J. Lee, Harry W. Nelson). (London: Oxford University 
Press, 2007).

Indian Self-Government in Washington, Vol. I. Tribal Self-Government and Gaming 
Policy: The Outcomes for Indians and Washington State (Cambridge, MA & Olympia, 
WA: Taylor Policy Group, Inc. & Washington Indian Gaming Association, 2005).

Indian Self-Government in Washington, Vol. II. The Character and Effects of the Indian 
Economy in Washington State. (Cambridge, MA & Olympia, WA: Taylor Policy Group, 
Inc. & Washington Indian Gaming Association, 2006).

American Indians on Reservations: A Databook of Socioeconomic Change Between the 
1990 and 2000 Censuses (with Joseph P. Kalt). (Cambridge, MA: The Harvard Project 
on American Indian Economic Development, 2005).

Mr. Taylor is President of the Taylor Policy Group, an economics and public policy consultancy, 
a Research Affiliate at the Harvard Project on American Indian Economic Development at the 
Kennedy School of Government, and a Senior Policy Associate at the Native Nations Institute, 
Udall Center for Studies in Public Policy, University of Arizona, Tucson. He holds a Master’s 
in Public Policy from Harvard University (1992) and a Bachelor of Arts in Politics from Princeton 
University (1986).

Owner Benefits:  
 
Professional 
Development at Home 

In the past, hardworking 
Native people generally 
had to work in tribal 
government or seek 
jobs far away.  Today, 
8(a) corporations offer 
rewarding and demanding 
career tracks at home.

In 2006, enrolled 
Winnebago, Victoria 
Kitcheyan, joined Ho-
Chunk, Inc. as a Contract 
Administrator.  Kitcheyan 
had received her Bachelor’s 
that year in Business 
Administration from 
Haskell Indian Nations 
University in Lawrence, 
Kansas. 

Today, Kitcheyan is Office 
Manager for All Native 
Managed Services, a new 
Ho-Chunk subsidiary 
focused on government 
contracting. 

“Working at Ho-Chunk, 
Inc. has been such a 
rich experience,” says 
Kitcheyan. “Before Ho-
Chunk, Inc. there were few 
careers and virtually no 
housing opportunities for 
a single young adult,” she 
observes.  

“All in all, Ho-Chunk, Inc. 
afforded me the prospect 
to live and work at home in 
Winnebago, Nebraska.”
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Awards: 

Select Contractors

•	 All Native Systems, Inc.: 
U.S. Department of State 
Small Business Prime 
Contractor of the Year 
(2007).

•	 Alutiiq, LLC: National 
Safety Council award 
(2012).

•	 Bering Straits Native 
Corporation: Denali 
Commission 
Sustainability Award 
(2009).

•	 Cherokee CRC: 
Small Business 
Administration’s Region 
VI Prime Contractor of 
the Year (2011).

•	 Cherokee Nation 
Industries: Lockheed 
Martin Outstanding 
Small Business Provider 
(2009). 

•	 Cherokee Services Group: 
General Services 
Administration’s 8(a) 
Streamlined Technology 
Acquisition Resource for 
Services Government 
Wide Acquisition 
Contract (2011). 
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About the NAtive AmericAN coNtrActors AssociAtioN

The Native American Contractors Association (NACA) is a national Native advocacy 
organization based in Washington, D.C., and represents tribal corporations, Alaska Native 
Corporations, and Native Hawaiian Organizations across the country.  

NACA seeks to protect the economic self-sufficiency of America’s indigenous people that is 
enhanced through the participation of its members in the SBA 8(a) program.  

NACA’s members represent and provide benefits for nearly 700,000 tribal members, Alaska 
Natives, and Native Hawaiians.

Awards: 

Select Contractors

•	 Chugach Industries Inc.: 
U.S. Army Installation 
Management Command 
Support Contractor of the 
Year (2010).

•	 ClarusTechnologies, LLC: 
U.S. Department of 
Commerce’s Minority 
Business Development 
Agency Minority Green 
Firm of the Year (2009).

•	 Five Rivers Services, LLC: 
Department of Defense, 
Pikes Peak Region Military 
Installations Small 
Business Contractor of 
the Year (2011).

•	 Lance Morgan, CEO 
of Ho-Chunk, Inc.: 
U.S. Department of 
Commerce’s Minority 
Business Development 
Agency, Region VII 
Minority Small Business 
Person of the Year (2010).

•	 NANA Management 
Services: 
DiversityBusiness.com’s 
Top 500 Diversity Owned 
Businesses in the U.S. 
(2011) 
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 “The Native 8(a) program has offered the Cherokee Nation the opportunity to start small 
businesses and grow them…  It is one of the best solutions for solving poverty in Indian 
Country, giving Indian people an opportunity to work for a living instead of a handout.”

Ross Swimmer
Former Chief, Cherokee Nation

 “The SBA 8(a) program has opened up a whole new business sector for our Tribe, creating 
new employment opportunities for our Native citizens and revenue sources for our Tribal 
programs including health care, education, and community support services.” 

W. Ron Allen
Chairman, Jamestown S’Klallam Tribe

 “The SBA 8(a) Business Development Program allows an opportunity to provide a 
diversified revenue stream to mitigate the risks to the casinos; [it] provides employment 
opportunities for Tribal members with solid government contracting businesses; [and it] 
establishes a business reputation for the tribe that will allow for additional acquisition 
opportunities.

Charles Singletary
CEO, Comanche Nation Construction

Awards: 

Select Contractors

•	 Nypro Kánaak: National 
Minority Supplier 
Diversity Council 
Corporate Plus Status 
(2005).

•	 Nypro Kánaak: U.S. 
Department of 
Commerce’s Minority 
Business Development 
Agency Minority 
Manufacturer of the Year 
(2010). 
 
 
 
 
 
 
 

•	 Dan Janik, Sealaska 
Constructors’ Midwest 
Region Operations 
Manager: U.S. Army 
Corps of Engineers 
Commanders Coin 
(2011).

•	 The Tatitlek Corporation: 
MT2 Top Simulation 
& Training Company 
(2010).
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