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A Quick Guide for M/WBE & Small Business Vendors 
 

Choosing the Right Business Model for Cook County Contracting 

 

Navigating government procurement is easier when your business has a clear model for 
how it provides value. For small and diverse firms, understanding two simple growth 
models can help you decide how to position your company for Cook County opportunities. 

1. Economies of Scale – Do more of one service and become more efficient, competitive, 
and cost-effective. 

Great Fit For: 

1- Construction trades (Electrical 238210, Plumbing 238220, HVAC 238220) 
2- Suppliers and distributors (423840, 423850) 
3- Niche professional service firms (541611) 

Example (Scale – NAICS 238210): 

A small MBE electrical contractor (Specialty trade) focuses only on lighting, wiring, 
security systems, and generator work. Their crews, tools, and estimating processes 
become faster and more efficient over time—allowing them to offer competitive pricing 
and build strong past performance with Cook County. 

Example (Scale – NAICS 423850): 

A WBE janitorial supply distributor purchases inventory in bulk. By specializing in one 
product category, their per-unit costs decrease, improving their competitiveness on 
County supply contracts. 

2. Economies of Scope – Offer a few related services using the same resources, staff, 
equipment, or skillset. 

Great Fit For: 

1- Janitorial and facility services (561720 + 561740) 
2- Landscaping and snow removal (561730 + 561790) 
3- Administrative and professional support services (541611 + 541612 + 541618) 
4-  IT firms with overlapping capabilities (541511 + 541512 + 541513) 
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Example (Scope – NAICS 561730 + 561790): 

A WBE landscaping company adds snow removal. Both services use the same trucks, 
crews, and routing systems—reducing overhead while creating year-round contracting 
opportunities. 

Example (Scope – NAICS 541611 + 541618): 

A small WBE consulting firm offers project management, program evaluation, and data 
reporting. These services share the same team and tools, making the business more 
attractive to Cook County departments and primes seeking multi-capability partners. 

How to Choose the Right Approach: 

Choose Scale If You: 

A- Are strongest in one core specialty 
B- Have licensing or equipment tied to a single service 
C- Want to become a targeted subcontractor 
D- Need to build deep expertise within one NAICS code 

Choose Scope If You: 

A- Provide services that naturally complement one another 
B- Want more bid opportunities across multiple NAICS codes 
C- Are building a stronger teaming profile 
D- Can expand without major additional cost 

Final Tip: 

Start with one core service, then decide whether your business grows best by mastering 
that specialty (Scale) or adding related, complementary services (Scope). Both paths can 
strengthen your competitiveness and success in Cook County procurement as a small 
vendor. 


