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By Monica M. Harris
SBA Office of Marketing
& Customer Service

Hard work and
determination are two
critical elements for
success when considering
your own business.  Grace
Dittmar, president & CEO
of Trusted Mission
Solutions, Inc., located in
Mclean, Va., has proven that both elements have
worked for her.  TMS offers information
technology and management consulting services
with its main focus on security.  

Dittmar faced both financial and personnel
challenges when starting her business in 2001.
Through counseling services, and assistance in
preparing a financial infrastructure from SCORE,
Grace has succeeded in making her business a
success.  Much of Dittmar’s success is through
her determination to succeed. “There are several
sources of motivation when I hit ’bumps in the
road.’  I am very task-oriented and objective-
focused and don’t like to stop until I achieve what
I set out to do; and I don’t like to let my
employees down,”said Dittmar.

TMS ranked number 74 in 2007 by Inc. magazine
within the top 100 fastest growing companies for
the Washington, D.C./West Virginia metro region.
In 2008, Dittmar was named the District of
Columbia Small Business Person of the Year.
When responding to the importance of winning
this award, Dittmar said, “It is a tremendous
honor to represent all of the entrepreneurs who
have invested their blood, sweat, and tears into
creating a business and realizing their hopes and
dreams.”  

Dittmar expressed her appreciation for SBA’s
effort in promoting small businesses and feels
that she has been the fortunate beneficiary of its
programs and support.  She also feels her
company’s success is an example of how small
businesses can benefit from SBA’s programs.  “I
used SBA’s Pro*net to perform searches on the
number of 8(a) and woman-owned businesses to
assess the level of competition.  I also relied on
my own personal experience from working
within the federal contracting market space over
the years,” said Dittmar.

Over the years, TMS has benefited from
participating in SBA’s mentor-protégé program.
Through this partnership, TMS has progressed to
an established company which has been awarded
large contracts that it otherwise would not have
been able to pursue on its own. 

Since starting the company, Dittmar has
developed several mentor relationships and
typically relies on these mentors or peers (other
executive colleagues) for advice.

In 2002, less than a year after being incorporated,
TMS was certified in SBA’s 8(a) program.  The
8(a) certification opened doors of opportunity

“I used SBA’s PRONET to
perform searches on the
number of 8(a) and
woman-owned businesses
to assess the level of
competition.”

— Grace Dittmar 
Trusted Mission
Solutions, Inc.
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leading TMS to win several
competitive contracts, including
two contracts with SBA to provide
Web development and database
services for the Office of the Chief
Information Officer.  Dittmar
started her company with just
herself and one part-time person.
TMS has grown to a staff of almost
50 and expects to achieve around
$10 million in revenue while
building a successful past
performance track record and
establishing a sound delivery
infrastructure.

Dittmar used the SBA’s Web site
extensively for accessing

information on the 8(a) program
and for business start-up
information.  She also found helpful
information on accounting, as well
as lists of information sources on
government contracting for 8(a) as
well as woman-owned businesses.
SBA’s Web site is also where she
found SCORE, Counselors to
America’s Small Business.

Dittmar’s determination to succeed
and help others is evident in her
dedication to give back to the
community.   “I feel very blessed to
have had the help of mentors and
others who have provided me with
support and encouragement over

the years.  I feel it is important to
give back in any way that you can,
including giving back to the
community” said Dittmar.  This is
demonstrated in her corporate
sponsorship for the Juvenile
Diabetes Research Foundation
Walk, supporting the Asian
American Justice Center, and
serving as one of the small business
representatives for the GSA
Information Technology Industry-
Government Council.  This year,
TMS is sponsoring a team for
Juvenile Diabetes Research
Foundation Walk to Cure Diabetes
in May.

By Joanna Mounce Stancil
SBA Office of Marketing &
Customer Service

Those who know her say Karen
Barbour embodies the spirit of
entrepreneurship and advocacy.
Not content to just start and
grow her successful
Westminster, Md.-based
company, she also works to
overcome barriers to minority-
and women-owned firms
obtaining the bonding necessary for
small businesses to compete in the
marketplace.

In 2002 she established The Barbour
Group, LLC as an independent
insurance agency focusing on
construction bonding and commercial
insurance.  Karen took a big risk, not
only in starting a business, but the first
female-owned bonding agency in

Maryland.  “She has overcome all
obstacles and has achieved great
success,” shared Russell C Teter, III,
director, Carroll County (Md.)Small
Business Development Center. 

In 2008 Barbour added to her long list
of accomplishments by becoming
SBA’s Maryland Small Business Person
of the Year. “The SBA and SBDC have
helped my company overcome many
business challenges over the last

several years, including creating a
strategic business plan” Barbour said.
“Both programs are run by qualified
personnel with real world small
business experience. SBA and SBDC
programs have exposed me to
profitable business practices that can
be easily tailored to my
industry/market.”, 

Her advocacy work includes being
instrumental in passing state legislation

“The SBA and SBDC have
helped my company
overcome many business
challenges over the last
several years.”

— Karen Barbour, 
The Barbour
Group, LLC

The Spirit of
Entrepreneurship
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in 2006 which allows alternative
bonding solutions for contractors
bidding on publicly funded work in
Maryland.  Barbour continues to
volunteer her time sharing her
experience and expertise with others
through involvement in SBDC and
SBA events throughout Maryland; such
as instructing SBDC classes on legal
and insurance issues and smart
approaches to protecting businesses.  

Barbour has served on the corporate
boards of several key construction
industry groups, including the National
Minority Building Industry Association,
the American Subcontractors
Association, the Maryland
Procurement Technical Assistance
Program, and the Washington Building
Congress. 

She is also committed to community
and civic affairs. Since 2004, Barbour
has chaired the company’s fundraising
committee for the Muscular
Dystrophy Association, exceeding
every fundraising goal and earning top
individual fundraiser status in the
Baltimore area. In civic affairs, she
often testifies on proposed state
legislation that will impact small
businesses. In fact, several key state
legislators regularly request her
counsel on property and casualty
insurance and surety bonding. "I truly
believe that part of being a good
citizen of a community is spending
time in that community and aiding
other members—lifting them up just
as someone once did for me,”said
Barbour. 
The Barbour Group represents many
leading national and regional corporate
sureties and has expertise in securing
both domestic and international bonds.
TBC provides surety bonds for the
construction industry in more than 30
states, and 4 international countries;
as well as commercial insurance for
contractors.

“The surety industry is an age-old
industry steeped in tradition and tends
to be quite conservative in its
operating style,” she said. “In 1985,
when I began as a contract bond
underwriter, few women held such
positions or higher.  In 1993, I left the
company to become a bonding
producer/agent for a leading agency in
the D.C. Metro area.  I was the first
female bond producer in the region.” 

“As a bonding agent surviving on
commission income I could put my
skills to task and drive to my highest
abilities,” said Barbour.  “I decided to
form my own agency and employ new
ways of marketing bonds to enable
small business, woman and minority
firms more success in capturing the
bonding capacity they needed to
survive and grow in the marketplace.
As an entrepreneur the risk reward
principle becomes more pronounced,
more real, and enables an exciting
adventure for me and my agency. To be
the first bonding agent recognized as
the U.S. SBA’s Maryland Small Business
Person of the Year validates my belief
that a new approach to surety
brokerage was desperately needed.”

After two years of operation she went
online and discovered what the Small
Business Administration and her local
SBDC had to offer.  She put into
practice the principles of what she
learned from SBA training courses and
counseling and today is a recognized
successful business leader.  

“Deciding where to deploy scarce
company resources to achieve the
greatest return for the agency was
always a difficult task as a new business
owner,” said Barbour.  “I needed
immediate growth to survive. The SBA
and SBDC offered several courses on
developing a strategic marketing plan
and a sales plan. We relied on the
information provided by the SBA and
SBDC, reallocating resources and

challenging our assumptions about
what “we” thought our customers
needed. We first utilized the SBA and
SBDC programs in the fall 2005.”

The Barbour Group has since achieved
a three-year growth rate of
352percent.. For example, in fiscal
2006,  revenue was $1,592, 569
compared with revenues reaching $4.5
million in fiscal 2008; that is revenue
growth of 182 percent versus 2006. At
inception the company employed two
and today the staff has grown to seven. 

Barbour is motivated to maintain a
supportive home environment for her
children.  She puts her children first,
ensures that both children can pursue
their wide educational and
extracurricular interests.  Her children
see their mother as a doer and as a
successful business owner despite the
disparity in being a single parent.  

What’s next for The Barbour Group?
Barbour plans to increase use of
technology to automate company
workflows and improve productivity,
expand use of strategic partnerships
and drive growth acquisition of at least
one independent insurance agency.

“Both SBA and SBDC continuously
update their programs to address the
needs of growing businesses. Recently,
we participated in  one-to-one
counseling sessions with the SBDC to
review our draft three-year strategic
business plan. Our SBDC counselor
pointed out several strengths and
weaknesses within our business plan.
He then asked us to consider several
alternative strategies relevant to our
industry and marketplace. The quality
of the SBDC’s advice would’ve cost us
hundreds if not thousands of dollars
had we had hired a private sector
management consulting firm.”

continued from page 30



By Joanna Mounce Stancil
SBA Office of Marketing
& Customer Service

Taking advantage of the
SBA’s programs for small
business development -
coupled with hard work -
has helped put GS5, LLC
(GS5) on the right road to
taking a dream and turning
it into a successful
business.  GS5 is an 8(a) small disadvantaged
business providing a range of program and
acquisition management support services to the
Department of Defense and commercial clients. 

Located in Dumfries, Va., the company is jointly
owned by Bobby Blackwell, president; Michael
Wood, executive vice president and secretary; John
Gorsuch, executive vice president and treasurer;
and Darrell Childs, executive vice president.  

When asked how they balance the a four-way
partnership, Blackwell said, “The four-way
partnership works because we have implemented a
well defined management structure and decision
making process.  In addition and perhaps most
important, we share common values, ethics, and
vision for our small business.   We complement
each other due our diversity in interest, skills,
experience, and background.”

In 2008 Blackwell was honored during SBA’s
National Small Business Week as a Regional Prime
Contractor of the Year. A visit to the company Web

site reveals two statements that demonstrate why
SBA chose GS5 for this award; Working Smarter
and Harder than our Competition and Providing
Superior On-Demand Business Solutions.     

“The SBA award served as validation that our
associates - on a daily basis - provide superior
acquisition, business management, and intelligence
support services to our clients and recognizes our
management team’s ability to effectively lead and
manage a small business in the competitive DOD
environment,” said Blackwell.  “The award also
provides GS5 a free marketing opportunity,
exposing our business to potential clients and peers
within the small and large business community.”

Founded in 2003, GS5 has been on the fast track.
Just six months after its founding GS5 became an
SBA-certified HUBZone company and won its first
prime contract with the DOD.  Like many
companies, GS5 experienced its share of hardships
and challenges but persevered as one of the fastest
growing business management entities within DOD.   

“To date, we have assisted
several individuals establish
a small business and have
referred them to the SBA
for guidance. We will
continue to interface with
the SBA for counseling and
online services.”

— Bobby Blackwell, 
GS5, LLC

Working Smarter and Harder
Than Their Competition

continued on page 33



“Initially, the HUBZone contract vehicle provided
GS5 a way to establish a contract base.  Given our
growth and inability to satisfy minimum HUBZone
program requirements, we are no longer a
HUBZone company and now leverage the 8(a)
vehicle as a method to establish contracts with the
government,” said Blackwell.

The company has bolstered its service array to
support program managers with responsibility for
command-and-control programs, intelligence
operations and mission systems development.
GS5’s use of SBA socioeconomic contract programs
has provided the federal government with ready and
available access to GS5’s products and services
while reducing both time to award and cost to the
government; it has also helped GS5 grow and
establish itself within command-and-control and
intelligence domains.

Early in the company’s development, Blackwell and
his associates understood the value of doing their
homework and having a well thought out business
strategy.  “We conducted a detailed strength,
weakness, opportunity and threat analysis.  This
helped us target specific opportunities we were
capable of winning and successfully executing.  It
helped us to provide the right personnel and
products,” said Blackwell.”  “We accessed the needs
of the community, specially those needs following
civilian draw down and in response to DoD
requirements; counter-improvised explosive device
and intelligence product development.” 

In the past two years, GS5 has experienced a
tremendous growth.  Staff has grown from 25 to 70
employees, a 180 percent increase and revenue has

increased from $2.5 million to $8.9 million, a 230
percent increase.  “As we grow we will maintain our
small business culture and maintain our current
core of highly specialized and professional
workforce,” said Blackwell.  “Prior to graduation
from the 8(a) program, we will institutionalize
effective business process required to compete
successfully in the open market.”    

Goals for the future include receiving a GSA
schedule contract, migration of the current suite of
program management tools to a Web-based
environment, and maintain business growth
consistent with their business plan.  In addition, they
plan to extend their products and services, as well
as, their business and programs management
software to an expanded DoD and commercial
clientele.   

The company’s relationship with the SBA has
proven extremely successful as evidenced by GS5’s
recent set-aside contact award to support the
Defense Information System Agency, the U.S. Army,
and other organizations within the Department of
Defense.   “The Richmond SBA office was able to
process 8(a) award documents at a surprisingly
quick rate.  The quick turn-around impressed our
clients and motivated them to do more business
with our company and the SBA,” said Blackwell. 

Blackwell says that they plan to continue their
relationship with the SBA, perhaps in a mentor role.
“To date, we have assisted several individuals
establish a small business and have referred then to
the SBA for guidance.  We will continue to interface
with the SBA for counseling and online services.”

continued from page 32



ALABAMA
Alabama District Office
801 Tom Martin Drive, Suite #201
Birmingham, AL 35211
(205) 290-7101

ALASKA
Anchorage District Office
510 L Street, Suite 310
Anchorage, AK 99501-1952
(907) 271-4022

ARIZONA
Arizona District Office
2828 North Central Ave, Suite 800
Phoenix, AZ 85004-1093
(602) 745-7200

ARKANSAS
Arkansas District Office
2120 Riverfront Drive, Suite 250
Little Rock, AR 72202-1796
(501) 324-7379

CALIFORNIA
Fresno District Office
2719 North Air Fresno Drive, 
Suite 200
Fresno, CA 93727
(559) 487-5791
Toll free call 
(800) 359-1833 then press 6

Los Angeles District Office
330 North Brand, Suite 1200
Glendale, CA 91203
(818) 552-3215

Sacramento District Office
6501 Sylvan Red, Suite 100
Citrus Heights, CA 95610
(916) 735-1700 

San Diego District Office
550 West C Street, Suite 550
San Diego, CA 92101
(619) 557-7250
(619) 557-6998 TTY

San Francisco District Office
455 Market Street, 6th Floor
San Francisco, CA 94105-2420
(415) 744-6820

Santa Ana District Office
200 W Santa Ana Blvd., Suite 700
Santa Ana, CA 92701
(714) 550-7420

CONNECTICUT
Connecticut District Office
330 Main Street, Second Floor 
Hartford, CT 06106
(860) 240-4700

COLORADO
Colorado District Office
721 19th Street, Suite 426
Denver, CO 80202
(303) 844-2607

DELAWARE
Delaware District Office
1007 N. Orange Street, Suite 1120
Wilmington, DE 19801-1232
(302) 573-6294

DISTRICT OF COLUMBIA
Washington Metropolitan
Area District Office
740 15th Street NW, Suite 300
Washington, DC 20005-3544
(202) 272-0345

FLORIDA
North Florida District Office
7825 Baymeadows Way, Suite 100B
Jacksonville, FL 32256-7504
(904) 443-1900

South Florida District Office
100 S. Biscayne Blvd - 7th Floor
Miami, FL 33131
(305) 536-5521

GEORGIA
Georgia District Office
233 Peachtree Street N.E., 
Suite 1900
Atlanta, GA 30303
(404) 331-0100

GUAM
Guam Branch Office
400 Route 8, Suite 302
First Hawaiian Bank Building
Mongmong, GU 96927
(671) 472-7419

HAWAII
Hawaii District Office
300 Ala Moana Blvd, Room 2-235
Box 50207
Honolulu, HI 96850
(808) 541-2990

IDAHO
Boise District Office
380 East Parkcenter Blvd., 
Suite 330 
Boise, ID 83706
(208) 334-1696

ILLINOIS
Illinois District Office
500 W. Madison Street, Suite 1250
Chicago, IL 60661-2511
(312) 353-4528 

Illinois Branch Office
3330 Ginger Creek Road, Suite B
Springfield, IL 62711
(217) 793-5020

INDIANA
Indiana District Office
8500 Keystone Crossing, Suite 400
Indianapolis, IN 46240
(317) 226-7272

IOWA
Des Moines Office
210 Walnut St, Rm 749 
Des Moines, IA 50309-4106
(515) 284-4422

Cedar Rapids Office
2750 1st Avenue N.E., Suite 350
Cedar Rapids IA 52402-4831
(319) 362-6405

KANSAS
Kansas District Office
271 W. 3rd St. N., Suite 2500
Wichita, KS 67202
(316) 269-6616

KENTUCKY
Kentucky District Office
600 Dr. MLK Jr. PL
Louisville, KY 40202
(502) 582-5971

LOUISIANA
New Orleans District Office
365 Canal St., Suite 2820
New Orleans, LA 70130
(504) 589-6685

MAINE
Maine District Office
Edmund S. Muskie Federal Building,
Room 512 
68 Sewall Street
Augusta, ME 04330
(207) 622-8274

MARYLAND
Maryland District Office
City Crescent Building, 6th Floor
10 South Howard St.
Baltimore, MD 21201
(410) 962-4392

MASSACHUSETTS
Massachusetts District Office
10 Causeway Street, Room 265 
Boston, MA 02222
(617) 565-5590

MICHIGAN
Michigan District Office
477 Michigan Avenue
Suite 515, McNamara Building
Detroit, MI 48226
(313) 226-6075

MINNESOTA
Minneapolis, MN District Office
100 North Sixth Street
Suite 210-C Butler Square
Minneapolis, MN 55403
(612) 370-2324

MISSOURI
Kansas City District Office
1000 Walnut, Suite 500 
Kansas City, MO 64106
(816) 426-4900

St. Louis District Office
200 North Broadway, Suite 1500
St. Louis, MO 63102
(314) 539-6600

SBA LOCAL 
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VISIT US AT WWW.SBA.GOV/LOCALRESOURCES
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LOCAL DISTRICT OFFICE LISTINGS

MISSISSIPPI
Mississippi District Office
AmSouth Bank Plaza
210 E. Capitol Street, Suite 900
Jackson, MS 39201
(601) 965-4378

Gulfport Branch Office
Hancock Bank Plaza
2510 14th St., Suite 103
Gulfport, MS 39501
(228) 863-4449

MONTANA
Montana District Office
10 West 15th Street, Suite 1100 
Helena, MT 59626
(406) 441-1081

NEBRASKA
Nebraska District Office
11145 Mill Valley Rd.
Omaha, NE 68154
(402) 221-4691

NEVADA
Nevada District Office
400 South 4th Street, Suite 250
Las Vegas, NV 89101
(702) 388-6611

NEW HAMPSHIRE
New Hampshire District Office
JC Cleveland Federal Building
55 Pleasant Street, Suite 3101 
Concord, NH 03301
(603) 225-1400

NEW JERSEY
New Jersey District Office
Two Gateway Center, 15th Floor
Newark, NJ 07102
(973) 645-2434

NEW MEXICO
Albuquerque District Office
625 Silver S.W., Suite 320
Albuquerque, NM 87102
(505) 248-8246

NEW YORK
Buffalo District Office
Niagara Center
130 S. Elmwood Avenue, 
Suite 540
Buffalo, NY 14202
(716) 551-4301 

New York District Office
26 Federal Plaza, Suite 3100
New York, NY 10278
(212) 264-4354 

Syracuse District Office
401 S. Salina Street, 5th Floor
Syracuse, NY 13202
(315) 471-9393 

NORTH CAROLINA
North Carolina District Office
6302 Fairview Road, Suite 300
Charlotte, NC 28210-2227
(704) 344-6563 

NORTH DAKOTA
North Dakota District Office
657 2nd Ave. N.
Fargo, ND 58108
(701) 239-5131, Ext. 210
(701) 239-5657 TDD 

OHIO
Cleveland District Office
1350 Euclid Avenue, Suite 211
Cleveland, OH 44115
(216) 522-4180
(216) 522-8350 TDD

Columbus District Office
401 N. Front St. Suite 200
Columbus, Ohio 43215
(614) 469-6860

OKLAHOMA
Oklahoma City District Office
Federal Building
301 N.W. 6th St.
Oklahoma City, OK 73102
(405) 609-8000

OREGON
Portland District Office
601 S.W. Second Avenue, Suite 950
Portland, OR 97204-3192
(503) 326-2682

PENNSYLVANIA
Philadelphia District Office
Robert N.C. Nix Federal Building
900 Market Street, 5th Floor
Philadelphia, PA 19107
(215) 580-2722

Pittsburgh District Office
411 Seventh Avenue, Suite 1450
Pittsburgh, PA 15219
(412) 395-6560

PUERTO RICO/
U.S. VIRGIN ISLANDS

Puerto Rico and U.S. Virgin Islands
District Office
252 Ponce de Leon Ave.
Citibank Tower, Suite 200
San Juan, PR 00918
(787) 766-5572 or (800) 669-8049

RHODE ISLAND
Rhode Island District Office
380 Westminster Street, Room 511 
Providence, RI 02903
(401) 528-4561

ST. CROIX
St. Croix Post of Duty
Sunny Isle Professional Building
Suites 5 and 6
St. Croix, USVI 00830
(340) 778-5380 or (800) 669-8049

SOUTH CAROLINA
South Carolina District Office
1835 Assembly Street, Room 1425
Columbia, SC 29201
(803) 765-5377

SOUTH DAKOTA
South Dakota District Office
2329 N. Career Ave., Suite 105 
Sioux Falls, SD 57107
(605) 330-4243
(605) 331-3527 TTY/TDD

TENNESSEE
Tennessee District Office
50 Vantage Way, Suite 201
Nashville, TN 37228
(615) 736-5881  
(615) 736-2499 TTY/TDD 

TEXAS
Corpus Christi Branch Office
3649 Leopard Street, Suite 411
Corpus Christi, TX 78408 
(361) 879-0017

Dallas District Office
4300 Amon Carter Blvd., Suite 114
Fort Worth, TX 76155
(817) 684-5500 

El Paso District Office
211 N. Florence, Suite 201
El Paso, TX 79901
(915) 834-4600

Harlingen District Office
222 East Van Buren Street, 
Suite 500
Harlingen, TX 78550
(956) 427-8533

Houston District Office
8701 S. Gessner Drive, Suite 1200
Houston, TX 77074
(713) 773-6500

Lubbock District Office
1205 Texas Avenue
Room 408
Lubbock, TX 79401-2693
(806) 472-7462

San Antonio District Office
17319 San Pedro, Suite 200
San Antonio, TX 78232-1411
(210) 403-5900

UTAH
Utah District Office
125 South State Street, Room 2227
Salt Lake City, UT 84138
(801) 524-3209

VERMONT
Vermont District Office
87 State Street, Room 205 
Montpelier, VT 05601
(802) 828-4422

VIRGINIA
Richmond, VA District Office
400 North 8th Street
Federal Bldg., Suite 1150
P.O. Box 10126
Richmond, VA 23240-0126
(804) 771-2400 

WASHINGTON
Seattle District Office
2401 Fourth Avenue, Suite 450
Seattle, WA 98121
(206) 553-7310

Spokane Branch Office
801 W. Riverside Avenue, Suite 200
Spokane, WA 99201
(509) 353-2811

WEST VIRGINIA
West Virginia District Office
320 West Pike Street, Suite 330
Clarksburg, WV 26301
(304) 623-5631

WISCONSIN
Wisconsin District Office
740 Regent Street, Suite 100
Madison, WI 53715
(608) 441-5263 

310 West Wisconsin Ave., Room 400
Milwaukee, WI 53203
(414) 297-3941 

WYOMING
Wyoming District Office
100 East B Street,
Federal Building
P.O. Box 44001
Casper, WY 82602-5013
(307) 261-6500






