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GSA, PBS and FAS

Federal
Government’s real
property owner and
manager

Owns buildings for

its own use and Public
leases them to other Buildings
federal agencies Service

(PBS)

Appropriated by
Congress

Also a FAS customer

Organizational Structure of GSA

Federal
Acquisition
Service
(FAS)

Contracts products and
services on behalf of all
government agencies

Brokers transactions
between companies
and customer agencies

“Schedules” are our
flagship contract
vehicle

Funded by Vendor
Sales



GSA What does Region 6 look like?
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GSA GSA Acquisition Centers

The Heartland Acquisition Center is one of four FAS Acquisition Centers.
“Centers” award and administer the Multiple Award Schedules program.

National Administrative Services &
Office Supplies Acquisition Center (Boston)

Integrated Workplace
Acquisition Center
(Philadelphia)

Heartland
Acquisition
Center
(Kansas
City)

Southwest Supply and
Acquisition Center (Ft. Worth)



GSA Schedules by Region

Administrative and Office Support (R2)

Schedule 67 Cameras, Photographic Printers, and Related Supplies and Services

Schedule 75  Office Products/Supplies and Services and New Products Technology

Schedule 76  Publication Media

Schedule 738X Human Resources and Equal Employment Opportunity Services

Schedule 811B Shipping, Packaging and Packing Supplies and Services

Schedule 736 Temporary and Administrative Professional Staffing (TAPS)
Integrated Workplace Acquisition (R3)

Schedule 36  Office, Imaging and Document Solutions

Schedule 58-I Professional Audio/Visual, Telecommunications and Security Solutions

Schedule 71  Furniture

Schedule 71-1I-K Comprehensive Furniture Management Services

Schedule 72 Furnishings and Floor Coverings

Schedule 78 Sports, Promotional, Outdoor, Recreation, Trophies & Signs (SPORTS)
Facilities Maintenance and Hardware (R6)

The KC office does

Schedule 03FAC Facilities Maintenance and Management .
~$1.2B in sales/year

Schedule 51V  Hardware Superstore

General Supplies and Building Services (R7)
Schedule 56  Buildings and Building Materials/Industrial Services and Supplies
Schedule 66 Scientific Equipment and Services
Schedule 73  Food Service, Hospitality, Cleaning Equipment and Supplies, Chemicals, and Services
Schedule 84 Total Solutions for Law Enforcement, Security, Facilities Management, Fire Rescue, Clothing, Marine Craft and
Emergency/Disaster Response



Acquisition Lifecycle

Acquisition Process

SOURCE
SELECTION

PRE
SOLICITATION

SOLICITATION

Requirements | Acquisition

Definition

Fo—
.

Strategy

Step 1 - Requirements Definition

Customer Requirements
* A= sist cushomer
with requirement
identificationthat
meets government’s
minimum needs

Market Research
*Perform market
researchto determine
commerciaity,
availability, affordabilty
and options

*Perform sources sousht
as needed

SOW 500
+Helpoustomer develop
proper work statement
tailored to services
{commerdalf
Performance-bas=d),
commoditiesor
construction

Requests for
Proposals

Evaluation
Phase

Contract
Award

Step 2 - Acquisition Strategy

Requirements
Definition

*Arquiskion Strategy
*Panel [over 55M)

s Acquisiion Plan
*SourceSelection
Delegation
#SourceSelection Plan

*Synopsis

*Develop contract which
definesrelationship
betwean Government and
Contractor

sContract must capture
entire scope of program
and define responsbilties

s+ Acquisition must consider
smallbusines
participaion for all
contracts ex T
exceed 53,5

*Good contracting is
essenftigtoag
program

*Bad contracting can ruin
a good program

sGoodoontracting
cannotsave a poorty
defined, planned, or
funded program



Acquisition Lifecycle

Step 3 - Request for Proposal

Competition  Rules Contract Formuldation
sproposal Preparation =sContract Form
Instructions wClauses
=Evaluation Criteria =\ork Statements
=Eazis of Award sspecifications
=Defivery Schedule

=Fayment Terms

Step 4 — Alt 1 (without discussions)

Request for
Proposals

Acquisition
Strategy

Phase

P

Final Source
Proposal Selecticn
Rewvisions Decision

Receipt : Discussions
Ewaluati

of valLalion —if required)

Proposals 1

= [dentify Deficiencies T
» ldentify Strengths £ Report

Weaknasses and Rishs :
» Scone Proposals

« Eriaf 354 i wBrief Source

Report

Competitive Range Determination .. e Decision
i Document

< sPropossl Anclysis

s Prica Evalustion

it { Selection Authority

Step 4 — Evaluation Phase

Requirements
Definition

Request for
Proposals

Acquisition
Strategy

Prinipl
sEvaluate in strict accordance with RFP critenis
= hodify RFF if neceszany
=Evaluate proposaks against standands, not each other
s &yoid technical leveling or transfusion
sachieve understanding and resglve issues
sprotect 3ll sounce selection data

Step 4 — Alt 2 (with discussions)

Request for
Proposals

Requirements | Acquisition
Definiticn

Receipt Ewaluation Discussiocns Final Source
of {if required} Proposal Selectio
Proposals Decision

l Rewvisions

* Proposal Analysis

s Clarification Reguests |CRs) Report

» Deficiency Reports | DRs)

»Responses to CRs and DAs »Price Evaluation

#Face —to — Face Discussions Report

»Proposal Updates »Brief Sounce
Salaction Suthority
s Dacicion
Document



Acquisition Lifecycle

Post Award

Step 5 — Contract Award

Requirements | Acquisition | Requestfor Ewaluation Contr _ Protest
Cefinition Strategy Proposals ket Protest Cetermination
sApprove Contract spotification of award: ' =Before or After Award = performance
sSend out motifications - within 3 days sType: Award or Sire ﬂnsper.uﬁ_ad
s Announce Sward sDwehrief: verbalfwritten  waAuthorfty: Agencyor GAC  *Resolution:
sDohrief Unswoosssful Offerors - within 5 days =Timing: Within 10 day=s of - Agency: 35 days
ki award or 5 days after debrief - GAC: 100 days



GSA Your Relationship with GSA and Your Customer

P\

Industry Agency
Partner Customer

Best Solution
For Everyone!

GSA Sales Resources

e 143 Customer Service Directors (CSDs) regionally based
30 National Accounts Managers (NAMs)--most of them located in Washington, DC
° 16 Customer And Stakeholder Engagement (CASE) team members in Kansas City



'elyN Remind government COs that Schedules are "SAFE’

Feature

S ynopsis not required

A voids Protests

F air and reasonable pricing

E ndorsed contractors

Benefit

Less lead time needed to
award

Task and delivery orders
under threshold levels
are not subject to
protests unless
exceptions apply (NDAA
2017)

FAR 8.404(d) states
pricing to be fair and
reasonable, so limited
pricing analysis may be
required

Prior vetting by GSA
reduces paperwork and
streamlines the
responsibility process

Time Savings

15 days for synopsis +
30 days for solicitation
(vs.as little as 3 days for
eBuy)

30-90 days

1-2 days

5-7 days



GSA

Resources to assist you--Schedules “Slipsheets”

GSA

.5, Senaral Servicss Administration

Facilities Maintenance and Management

At Your Se
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G5A offers the following facilities solutions:

« Complete Faciltin Martemance
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GSA

U5, Genaral Services Administratian

Tools, Hardware and Supplies

At Your Service: Acquisition experts provide Best Value Solutions

to meet any need.

‘G54 offers a full range of solutions to bhelp
agencies run their day-to-day cperations
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GSA offers the following facilities solutions:
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« Comartial Coalirgs, Adbiniin, Sedlanty
and Lubrieants

= Tk, Taskds and Taslbauin

- Wendhwarkirgg ard Hitibwarhirg Machry
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Energy Management Services

U5, Gansral Swervices Adminiilration

Energy Services

The demeands for energy eHickency and sustainabiley aneon the rise That's why you will find = workd of
innovatie energy management sabtions avalable from G3A.Veve partnered with proven conbracions io
provide you with a comprehensive enengy management solution. Whether you need help at the front end
with an enengy audit, commissianing of a new building, ar energy planning, ar you need 3 comprehensive
full service energy salution, we have everything you need ba manage and conseree energy, induding

renewatls erergy options.

Reference GEA MAS 03FAC - Facilities, Mai = SErvices.
+ Enaray Plasning snd Strategies + Eneegy Audi Sarvices
+ Energy Program Support Seevices + Buikding Commensinsing
+ Billing Mansgerest o Gversght + Watur Management and Eomereation
mith « Muscurce Effichncy Masagsment
+ Enargy Cheics Analysis * bencretioes in Renwwabls andfor Cisan Eraray
+ Trasming om Exmrgy Managesent + Carkon Man sgummed and S ta b bty Ssiutions
« Mataring Services + St Budd ing Ievtegrataan
« Enermy Censulling Services
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GSA Resources to assist you--FAS Vendor Support Center

https://vsc.gsa.gov

Getting on GSA Advantage! Exposure and Bidding

GSA Advantage! e GSA Advantage! e

Getting on GSA Advantage! Use ofthe GSA Logo oz

Options for Getting on GSA Advantage! GSA eLibrany

Check your file status Caontract Price list

GSA Advantage! PO Portal iz GSAeBuy =

Whatis a price list and why do | need one? GSA Reverse Auctions

GSA Advantage! HintsfTips Federal Business Opportunities (FBO) &

Part Numbers on GSA Advantage!
SIP to FPT Transition Training

Market Research

Customer Profiles

BestValue ¢

Marketing Matters GSA Interact Group e
Schedule Sales Query (SSQ) 2

‘Who Can Purchase from my MAS Contract?
Largest MAS Customers

GSAelLibrary g

ASAF

GSA Advantage! Archive Sales =

Federal Procurement Data System (FPDS) e
USASpending gov ez

Faorecast of Contracting Opportunities ¢
Procurement Technical Assistance Centers (PTAC) e
Additional Internet Resources



ey Resources to assist you--FAS Vendor Support Center

Largest MAS Customers
Based on dafa collected over the past several years, GSA has identified the following agencies and military branches as the largest customers to make purchases through
the MAS program:

Department of Agriculture Depariment of Homeland Security Department Of The Interior
Department of Defense Department of Justice Department of the Nawy
Department of the Army Department of Labor Department of Veterans Affairs
Department of Education Department of State rMarine Corps

Department of Energy Department of the Air Force

Department of Health and Human Services Department of the Coast Guard



. Resources to assist you--Multiple Award Schedules
GSA Desk Reference

Multiple Award Schedules

Desk Reference




Resources to assist you--GSA Interact

(e Y Interact

me! LOGIN »

HOME COMMUNITY EDUCATION MY INTERACT CONTACT

JOIN
©

Join Interact today and gain
access to the many groups that

focus on topics from GSA
Schedules to sustainability and

© s LEARN

» More
Connect to share information with o

thousands of community
members from gouemmnt staff ——_———

to industry pariners.

Leam about the many upcoming

» More events and fraining opportunities

available online and at a location
near you.

o L

Discuss your views on trending
topics and discover the
collaborative experience
of Interact.

» Maore

Featured Content

Get Started Featured Groups

15



Steps to Winning New Business

N —

o o

|dentify your next opportunity

Get to the customer before anyone else does (promote Schedule
03FAC)

Offer ideas that solve their problem (start with the time savings of using
Schedule 03FAC)

Research your competitors prices to determine if you should compete
and what price would be suitable (use Schedule 03FAC T&Cs to see
your competitor’s rates)

RESPOND TO THE RFI AND RFQ

Keep selling until the bid close date



Identify your next opportunity

1. Search for opportunities by location and agency

a. ldentify local DoD bases, government buildings and property

b. Search the websites of local agencies and those that you done business
with before--even as a subcontractor

https://www.acquisition.gov/procurement-forecasts

https://energy.gov/osdbu/office-small-and-disadvantaged-business-utilization

https://www.dm.usda.gov/procurement/

http://acc.army.mil/contractingcenters/acc-wrn/Opportunities.html

https://nspires.nasaprs.com/external/solicitations/solicitations.do?method=init

&stack=push

https://www.doi.gov/pmb/osdbu/forecast

https://www.transportation.gov/osdbu/procurement-forecast/summary/2018

e htips://www.vendorportal.ecms.va.gov/eVP/fco/ReportViewer.aspx?Type=Co
mplete&|D=&Year=2017&EndYear=2017&Name=%25%25&ClassCode=&Pr
ocVehicle=3&ProcMethod=&Sec=&Quarter=&DollarRange=

e http://web.sba.gov/subnet/search/index.cfm




GSA Identify your next opportunity

Check out GSA’s Acquisition Gateway forecast of contracted opportunities:

https://hallways.cap.gsa.gov/app/#/x/forecast-of-contracting-opportunities

# Acquisition Gateway @ & iz Q Tools » | Category Management ~ Hi,Guest | AboutUs @ Help | Signin

FURECAST UF Fuundrcsultsol'm [ Share s <n_ 3[4]5]..]75]=] = _‘ 100
CONTRACTING OPPORTUNITIES

Hide Disclaimer

Welcome to the Forecast of Contracting Opportunities Tool!

The goal of this tool is to provide a nationw

ide dashboard of upcoming federal contracting opportunities. All projected procurements are subject to revision or cancellation. Final

decisions on the extent of competition, small business participation, estimated value, or any aspect of the procurement action will not be made until each procurement is posted

to Federal Business Opportunities (FEDBIZOPPS). Forecast data is for planning purposes only and is not a commitment by the Government to purchase the described products

and/or services. Questions regarding a projected procurement should be addressed to the point of contact listed in the record. If you have any questions about the tool itself,
@ Agency contact us at forecasthelp@gsa.gov.

Admidiition " Acquisition Management and Telecornmunication Support (ID071300300002)
© Place of Acquisition Management and Telecommunication Support (1D071300300002)
Performance
Listing ID: 7216 Agency: General Services Administration
© Acquisition Strategy Organization: FAS-Office of Assisted Acquisition Services Award Status: Option Exercise Pending
Place of Performance: Fort Waorth, TX Type of Awardee: Total Small Business
ini . 5642 B37.71 i + €17 1> :’.'.' '.".C.J'.’
© NAICS Code Minimum Value: S_.>44._J.,“E> . . Maximum Val.ue. $17 137,285
Contract Type: Labor Hour - Time and Materials NAICS Code: 541611
Acquisition Strategy: Set-aside - Total Small Business Estimated Award Date (FY-QTR): 2017-4th

© Projected Solicitation
Quarter View Details



GSA Identify your next opportunity

Post a subcontracting ad on the SBA sub-net website:
https://eweb1.sba.gov/subnet/common/dsp_login.cfm

. Skip Navic

gation  Accessibility
[Search ) print J'Exit I Help)
Sm suB - Net 59 CLLD

jani A v X

Search Solicitation

Search the database
VSR e el Tl Pixel Creative Services
View archive

solicitations

Seva 6 Security Consulting LLC

TAMARA'S GROUP LLC

Global Project Solutions

12/31/2018 5:00 PM

12/31/2018 5:00 PM

12/31/2018 6:00 PM

12/31/2018 8:00 PM

T Z
looking for commercial and federal contract partnership opportunities. We are
self certified as a SDVOSB, WOSB/EDWOSB.

With over 24 years of experience in the commercial industry and 3 years working
with the government as a contractor, I am looking to 1099 or subcontract with an
established contractor in the Quantico area. I provide excellent customer support
in project management, graphics, web development, user experience and
branding.

Seva 6 Security Consulting is a Minority WOSB with a background in SECURITY,
SAFETY and MEDICAL training. We are seeking prime contractors with past
experience. Our team is comprised of retired US Military, Israeli Special Ops,
Law Enforcement and Corporate Security personnel. We specialize in training
MILITARY, LAW ENFORCEMENT and CORPORATE SECURITY.

Tamara's is a 83 DBE, SDB, WOSB business, Tamara's provides qualify and
trained labor force for jamitorial services, construction, environmental
remediation, industrial clean up operations and more. Give us a call for more
information.

We are a small, women and minority owned project management and business
consulting organization looking to partner with prime contractors. Please visit our
website to see a list of our services, We are currently in the Hampton Roads VA
area put are willing to travel.

Search contracts by agency: https://www.fbo.gov/index?s=agency&mode=list&tab=list

Partner with the contractors on the interested vendors list or add your company to the list. Always use
your GSA Schedule-holder status as benefit to other companies to increase the chances of a
win.https://www.fbo.gov/index?s=opportunity&mode=form&id=fa443c0ead691b9a94f538db4d787936

&tab=core&tabmode=list&=




GSA Get to the Customer Before Anyone Else Does

Start months before the RFI is posted

Call the number from the previous contract solicitation

Find the correct contact email and phone

Start a drip-email campaign

Follow-up with phone calls, but don’t bother leaving a voicemail

Don’t waste your time or that of the CO in trying to set up a meeting.
Make your sales pitch via phone and email campaigns and make it about
your capabilities, past performance with that agency or one like it and
pre-competed, “fair and reasonable” prices only available through the
Schedules program.

e Extol the time-saving and risk-averse virtues of a Schedules acquistion.




Questions? Comments?



