
PSHC Marketing Strategy - Customers, 
Forecasts, Dashboards 



Overview 
The Office of Professional Services and Human Capital Category has a proactive, strategic 
marketing strategy to increase contract use. 
 
Efforts are data driven, and customer centric  
 
Supported by global broad marketing efforts including webinars, collateral, social media, 
advertising, trade shows, speaking engagements, media outreach 
 
Some examples: 
 
■ OASIS team hitting the road 
■ CASE training and market research & analysis (in person and webinars) 
■ PMRs 

 



Category Management 



Category Management and Agency 
Engagement  
● President’s Management Agenda: 

○ Cross Agency Priority (CAP) Goal 7:  Leveraging Common Contracts and Best 
Practices to Drive Savings and Efficiencies 

● OMB Memo: 

○ M-19-13: Category Management: Making Smarter Use of Common Contract Solutions 
and Practices 

● Category management has provided greater opportunities to talk with agency senior 
procurement executives about moving spend to PSS and HC (Tier 2) and HCaTS and 
OASIS (BIC) 

 



Data Driven Conversations -   
Uncovering Opportunities 





Top Ten Tier 1 Contracts Expiring FY20-22 

PIID NAICS Vendor Cost Type  Total Dollars  Vendor on 
SUM 

NAICS on SUM 

NNG15VN01C 541330 INUTEQ, LLC R - Cost Plus Award Fee  $ 247,691,454 - PSS / OASIS 

NNG17CR69C 541712 SCIENCE APPLICATIONS INTERNATIONAL 
CORPORATION 

U - Cost Plus Fixed Fee  $ 233,593,544 PSS / OASIS PSS / OASIS 

NNM15AA19C 541712 AERIE AEROSPACE, LLC R - Cost Plus Award Fee  $ 180,649,941 - PSS / OASIS 

NNG17HP02C 541330 HONEYWELL TECHNOLOGY SOLUTIONS INC. R - Cost Plus Award Fee  $ 168,437,996 PSS PSS / OASIS 

NNJ12GA46C 541712 BARRIOS TECHNOLOGY, LTD. R - Cost Plus Award Fee  $ 159,019,674 - PSS / OASIS 

NNG15CR66C 541712 ALCYON TECHNICAL SERVICES (ATS) JV, LLC U - Cost Plus Fixed Fee  $  96,526,000 - PSS / OASIS 

NNG14VC09C 541330 OMITRON, INC. U - Cost Plus Fixed Fee  $  81,847,762 - PSS / OASIS 

NNG15CR65C 541712 TRIDENT VANTAGE SYSTEMS, LLC. U - Cost Plus Fixed Fee  $  62,263,330 - PSS / OASIS 

NNK13MA14C 541712 JACOBS TECHNOLOGY INC. R - Cost Plus Award Fee  $  45,016,876 PSS / OASIS PSS / OASIS 



Customer Engagement and Training 



Top Strategic Agencies 
● Air Force 
● Army  
● Navy 
● Office of the Secretary of Defense  
● U.S. Agency for International Development  
● Health and Human Services  
● Department of Transportation 
● National Aeronautics and Space Administration 
● Department of State 
● Department of Homeland Security  
● Department of Justice 
● Veteran Affairs 

Strategic Agencies were selected based on data related to expiring contracts by location for 3 years, 
current spend on offerings and data obtained from Agency Category Profile Reports. 

 







Customer Engagement Strategies and Plans 

Each Strategic Account has a Customer Account Manager (CAM’s) who focuses on working to 
identify areas of opportunity with the identified contracting locations in coordination with the Office of 
Customer and Stakeholder Engagement (CASE).  This includes National Account Managers 
(NAM’s) and Customer Service Directors (CSD’s).  

CAM’s partner with the CASE Network to discuss solutions with the customer, provide training on 
PSHC solutions,  Customer Account Managers are the main point of contact for customer agencies 
and CASE for all areas of PSHC..  CAM’s provide expert knowledge of offerings and also provide 
Scope Reviews to offer recommendations to customer agencies to accomplish their mission. 

Account Plans for agencies were created based on data related to focusing on the expiring 
contracts, as well as intelligence based on Professional Services obligations, current spend, and 
addressable spend. 

Primary focus is on converting Open Market Spend to GSA Solutions to include BIC/SUM solutions. 

 

 
 
 
  

 

 



 

 

GSA National Account Managers 
gsa.gov/fasnam 



Questions and Answers 
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