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F or a company that suff ered 
a big loss when the U.S. 
Air Force awarded rival 

bidder Northrop Grumman Corp. 
the much-coveted $80 billion 
stealth bomber award — with a 
subsequent protest going in the 
Falls Church contractor’s favor — 
 e Boeing Co.’s legacy aircraft 
business is humming along nicely.

On Feb. 29, the Pentagon 
announced that the Chicago 
aerospace and defense giant 
will produce and deliver two 
more P-8A Poseidon maritime 
surveillance aircraft than what 
was set out in a previous contract, 
netting an extra $276.3 million.

 is follows a major win in 
January — a two-year, $2.5 billion 
contract to manufacture 20 P-8As 
for the U.S. Navy and Australian 
government — and a 10-year, $855 
million contract for upgrades to 
the T-38C trainer aircraft secured 
at the beginning of the year.

Two weeks ago, following 
the Government Accountability 
Offi  ce’s decision to deny Boeing’s 
protest of the Air Force’s award 
of the stealth bomber contract 
to Northrop, I wrote that it was 
a gut check for the longtime 
military aircraft manufacturer.  e 
company announced last week it 
would take the protest no further, 
solidifying Northrop’s lead role.

While Boeing is no longer a 
next-generation combat aircraft 
company — a reality that may 
prompt the company to put in 
a bid for Northrop’s aerospace 
division — it’s doing just fi ne on 
the “last generation.”

Boeing saw a particularly nice 
surprise in the Pentagon budget, 
in orders for the F/A-18E/F Super 
Hornet, the fourth-generation 
naval fi ghter and attacker jet. 
Add to that seven orders for 
EA-18G Growlers and fi ve Super 
Hornets included in a December 
congressional spending bill and 
Boeing’s lobbyists look to be 
picking up a lot of the company’s 
slack convincing lawmakers to 
buy legacy platforms.

In spite of 
bomber loss, 
Boeing gets 
aircraft wins 

D .C.-based Summit has expe-
rienced both the helping 
hand of the federal govern-

ment’s small business set-aside pro-
gram and the harsh realties that face 
those who come out the other end 
of it.

Summit, a government contrac-
tor that specializes in econometric 
analysis — founded by Ph.D. econo-
metrician Albert Lee in 2003 — grew 
significantly under the 8(a) pro-
gram that aff ords small, disadvan-
taged businesses special sole-source 
awards. From 2003 to 2014, compa-
ny revenue grew from $3.9 million 
to $19.2 million.

“It really helped us to cut through 
a lot of procurement red tape, and it 
gives us the speed that we need in 
order to do business with a lot of fed-
eral agencies,” Lee said.

But in March 2014, Summit grad-
uated from the program and was cut 
off  from those benefi ts. Revenue fell 
to $17.2 million last year. As Lee told 
me, “Every party has an end.”

Summit has had to shift focus. 
It’s worked toward bigger projects to 
temper the inevitable sting of gradu-
ation.  is has required, among oth-
er eff orts, Lee said, to be more pro-
active in forging client relationships. 
“Sometimes we have to create our 
own opportunities,” Lee said. “Let 
clients know that this is something 

that we do, understand what the cli-
ent needs — maybe even before they 
do, propose a solution to them before 
they ask for one and then just basi-
cally let the process grow.”

As an econometrics shop, Sum-
mit primarily does data analysis. It 
integrates data and formulates equa-
tions to help customers make fore-
casts.  at role has expanded, as fed-
eral clients have been interested in 
not just harvesting fi gures, but also 
in understanding the formulations 
and computations behind those 
numbers.

When Lee founded the company, 
it almost exclusively served the U.S. 
Department of Housing and Urban 
Development — comprising 95 per-
cent of revenue. Since then, the con-
tract mix has expanded to the Fed-
eral Housing Finance Authority, 
the Department of Labor, the Trea-
sury Department, the Department 
of Agriculture, the Department of 
Transportation, the Department 
of Energy and the Environmental 
Protection Agency. Of its clients, 77 
percent are from the federal gov-
ernment and 23 percent are com-

mercial. Before 2013, the company 
had no commercial contracts.

Despite all of this growth and 
diversifi cation, Summit has, since 
2014, been required to confront a 
much diff erent contracting environ-
ment.  e sole-source awards have 
become full-and-open competitions. 
Contracts are no longer awarded in 
four months, but 14 months, as these 
competitions require a much more 
rigorous and time-consuming review 
process on the part of contracting 
offi  cers than set-aside work did.

“It’s a change of mindset,” Lee 
said. “We have to completely change 
the way that we plan.”

And that’s perhaps the biggest 
challenge facing Summit. While Lee 
said there are certainly jobs the com-
pany is no longer eligible to bid on 
with the company’s graduation from 
the program — it’s lost about $1 mil-
lion and change from statistical sup-
port it provided to the Internal Rev-
enue Service, for instance — it’s the 
change in timelines that are par-
ticularly diffi  cult. As the U.S. Small 
Business Administration points out, 
most small companies experience 
declining revenue after graduat-
ing from the 10-year 8(a) program. 
And, as Summit pointed out, many 
of those end up failing.

 at makes Summit’s relatively 
fl at pullback in revenue a welcome 
development — especially at a time 
when the company is looking to fi rm 
up its non-8(a) pipeline and manage 
a change in the company’s culture.

WHAT IN THE WORLD IS ECONOMETRICS?
The application of statistical and mathematical theories to economics to 
test hypotheses and forecast future trends. Econometrics takes economic 
models and tests them through statistical trials. The results are then 
compared and contrasted against real-life examples. (Thanks, Investopedia!)
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Summit faces head on the inevitable 
descent post 8(a) program graduation
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Summit saw its 
revenue dip 10 
percent in its first 
year out of the 
8(a) program, said 
CEO Albert Lee.
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