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CHAPTER 1: GSA

LS. General Services Administration

*GSA is the General Services
Administration - it is a procurement
arm for the federal government

*GSA has various contracting programs including GWAC, MAS,
and SEWP

*The most successful program has been the MAS program - also
known as the Multiple Award Schedules, GSA Contracts, GSA
Schedules, Federal Supply Schedules and Schedule Contracts

aaaaaaaaaaaaaaaaaaaaaaaa



CHAPTER 1: GSA

*The starting point for the GSA process is
the solicitation — usually open season,
which means there is no deadline for
submitting the solicitation

*All of the solicitations are divided into
= three parts: Administrative Proposal,
'\’ 1 Technical Proposal and Pricing Proposal

*GSA Schedule Contracts are awarded for
a 5 year period, with three 5 year option
periods for a total of 20 years
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CHAPTER 1: GSA

*Why has GSA been successful and what’s in it for me?

*Reduces time to contract award

*Price has already been negotiated making a buy from you
easier

*Some agencies will purchase from your company only if it
holds a GSA Schedule contract and some won’t buy GSA no
matter what

*GSA Advantage! makes price comparing easy for purchasers
*BPAs can be negotiated under the GSA Schedule contract for
the life of the GSA Schedule contract, simplifying the
acquisition process
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CHAPTER 2: BASIC REQUIREMENTS

THE NUMBERS GAME  .apply for a Taxpayer

Identification Number/Employer
Identification Number with the
IRS

"Make sure that the
information used on the
TIN/EIN form reflects the
name of your business as
listed with the Secretary of
State or The Register of Deeds
(if a DBA)
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CHAPTER 2: BASIC REQUIREMENTS

THE NUMBERS GAME *Call Dunn & Bradstreet to obtain

a D&B number or visit
www.dnb.com.

=This is a business
identification number that is
used much like a person uses
a social security number.

*There is no charge for
assigning a DUNS number and
you must have one to
proceed.
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CHAPTER 2: BASIC REQUIREMENTS

*Determine your company’s NAICS Code(s):

5|t is necessary to know the North
American Industry Classification System
(NAICS) code for your product or
service.

"Most federal government
product/service listings and
procurements are identified by their
NAICS code.

"Find your company NAICS Code at
http://www.census.qgov/eos/www/naics/

aaaaaaaaaaaaaaaaaaaaa


http://www.census.gov/eos/www/naics/

CHAPTER 2: BASIC REQUIREMENTS

SBI\

U. S. Small Business Administration

*Determine your

com p a ny’S b u Si ness s i ze Table of Small Business Size Standards
Matched to

bV usl ng t h e Ta b I e Of North American Industry Classification System Codes
Small Business Size
This table lists small business size standards matched to industries described in the

North American Industry Classification System (NAICS), as modified by the Office of
Sta n d a rd s at Management and Budget effective January 1, 2012. The latest NAICS codes are referred to
. as NAICS 2012.
http://www.sba.gov/con
The size standards are for the most part expressed in either millions of dollars (those
te nt/tab | e _S m al |. preceded by “$”) or number of employees (those without the “$”). A size standard is the

largest that a concern can be and still qualify as a small business for Federal Government
programs. For the most part, size standards are the average annual receipts or the average

b u S I n e S$ I Z estan d ard S employment of a firm. How to calculate average annual receipts and average employment of

a firm can be found in 13 CFR § 121.104 and 13 CFR § 121.106, respectively.

SBA also includes the table of size standards in the Small Business Size Regulations,
13 CFR 121.201. This table includes size standards that have changed since the last
publication of 13 CFR 121.

For more information on these size standards, please visit atzp:/www.sba.gov/size.

If you have any other questions concerning size standards, contact a Size Specialist at
your nearest SBA Government Contracting Area Office (list at the end of the table), or
contact the Office of Size Standards by email at sizestandards@sba.gov or by phone at
(202) 205-6618.


http://www.sba.gov/content/table-small-business-size-standards
http://www.sba.gov/content/table-small-business-size-standards
http://www.sba.gov/content/table-small-business-size-standards
http://www.sba.gov/content/table-small-business-size-standards
http://www.sba.gov/content/table-small-business-size-standards
http://www.sba.gov/content/table-small-business-size-standards
http://www.sba.gov/content/table-small-business-size-standards
http://www.sba.gov/content/table-small-business-size-standards
http://www.sba.gov/content/table-small-business-size-standards
http://www.sba.gov/content/table-small-business-size-standards

CHAPTER 2: BASIC REQUIREMENTS

*Register with SAM at www.sam.gov.

=All records from CCR/FedReg, ORCA, and EPLS, active or
expired, were moved to SAM.
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CHAPTER 3: GSA REQUIREMENTS

*GSA requires that a business have 2 years
under its belt before applying for a GSA
Schedule contract

*You must agree to use E-Verify

*Your company must have a UPC for at
least one product it sells

°In order to submit the solicitation, an
authorized negotiator for the company
must have a digital certificate (we
recommend having 2)

*You must have an Affirmative Action Plan
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CHAPTER 3: GSA REQUIREMENTS

*The e-offer and digital certificate process: http://eoffer.gsa.gov/

Welcome to eOffer/eMod
eOffer/eMod is a tool to submit contract offers and contract modification requests to GSA Federal Acquisition Service online. System ACCESS

You are required to have a digital certificate for access into the eOffer/eMod applications, to authenticate you against the authorized negotiators list for your offer/modification, and to sign the
final contract/modification documents electronically. To obtain a digital certificate, please click on the link under the "About eOffer" section below titled (Digital Certificates) You will see links Contract Offers (EOffEI'S)
for the two providers authorized to sell the ACES Business Representative ldentity Certificates. > Prepare and submit eOffer

= Continue working on saved eOffer
Please be aware, that it will take between 7 and 14 days for a digital certificate to be issued after you have notarized you paperwork and submitted it to the company and that digital certificates > Edit submitted eQffer
must be updated every two (2) years. It is imperative that you as contractors keep your digital certificates current. An expired digital certificate will delay the ability to submit an electronic offer

or modification.

Furthermore, please ensure that you back up your certificate. Check the eOffer user guide under the "Customer Assistance and Training" section to find the procedures for backing up your
certificate. By backing up your certificate, if something happens to your computer, you will have a copy to import on your new computer.

Also remember you must add your name to the “Authorized Negotiators” list EXACTLY as it appears on your digital certificate If the names DO NOT match EXACTLY you WILL NOT be able Contract Modifications (E MOdS)

to access the eOffer/eMod applications. > Prepare and submit modification request

> Continue working on saved modification request

NEW Starting from February 13, 2012, the express program has been discontinued and a regular electronic offer must be submitted NEW » Edit submitted modification request
About eOffer
Learn More About: Customer Assistance and Training:
o eOffer » User Guides/Training
s ehlod n  eOfferfeMod User Guide
« Mandatory elod Pilot » Freguently Asked Questions (FAQ)
e Digital Certificates e Contact Us
* Authorized Negaliators o MAS 520 (FABS) and 599 (TSS) Contractors - Pricing Pilot NEW
e Subcontracting Plan Model Template
e MAS Schedule Solicitations

Notifications

NEW
* Readiness Assessment s Site Maintenance Schedule

Before you Begin

If you are submitting an eOffer: If you are submitting an eMod:
1. Have you reviewed the solicitation you want to make an offer against? 1. Do you already have a digital certificate?
2. Have you passed the "Pathways to Success" training? 2. |s your DUNS number and Contract number available?
3. Did vou get your DUNS number? 3. Are you an authorized negotiator on the contract?
4. Have you registered with CCR and with ORCA? 4. You may now submit the mod...
5. Have you applied for a digital certificate?
6. If you have done all of the above, enter "eOffer” at the right.



CHAPTER 3: GSA REQUIREMENTS

*Must have at least 6 customers willing to provide feedback for a
D&B open ratings report (20 is preferred)

*Must complete the Pathways to Success Training
*Must complete the Readiness Assessment

*Should have a commercial price list or some form of
standardized pricing

*Should have formalized pricing structures for discounting

*Must have a small business subcontracting plan if you are a
large business

*Invoices to support labor categories or services
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CHAPTER 3: GSA REQUIREMENTS

*The contract award process involves the following tasks:

v'Preparation of solicitation

v'Electronic submission of the schedule

v Clarifications

v'Negotiations

v'Preparation of the Final Proposal Revision
v'Contract award

v'Prepare GSA Published Price List
v'Upload to GSA advantage
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CHAPTER 4: STRATEGIC

QUESTIONS

QUESTION 1:
Are we able to meet the $25,000 sales
requirement?

*Do we have existing government customers asking to use a
GSA Schedule or who would be interested in purchasing from
us via a GSA Schedule

If we don’t already have government business, we plan to
allocate the resources for sales and marketing to the Federal
Government market
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CHAPTER 4: STRATEGIC

QUESTIONS

*Meeting the minimum sales requirement: sales of $25,000
in the first two years, $25,000 in each additional year of the
contract

*Different GSA Centers manage this requirement differently:
*Some cancel the first time or the second time you
don’t meet the requirement
*Some cancel only at renewal of the option
*Some allow you to write a marketing plan as
evidence that you will try harder — mostly only
prolongs the agony for everyone
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CHAPTER 4: STRATEGIC

QUESTIONS

QUESTION 2:
Should our company prepare the solicitation
or outsource?

*Do we have the manpower to allocate to the process
Do we have the expertise in house to prepare the solicitation
- 1in 3 solicitations are rejected for not complying with
GSA requirements
- fines are levied for failure to adequately disclose
|If we outsource, what do we look for in a consultant
-Success for clients in the past
-Clients vouch for consultant’s expertise and
experience
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CHAPTER 4: STRATEGIC

QUESTIONS

QUESTION 3:
Is our company prepared to implement a
compliance program?

*Do we have the manpower to allocate to the compliance
process for “The BIG 8”:

*IFF tracking and reporting

*TAA

*Labor Category Qualifications

*Subcontracting Plan

*Internal Compliance Program

*Mandatory Disclosure

*Price Reductions Clause — Basis of Award Monitoring
*CSP accuracy
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CHAPTER 4: STRATEGIC

QUESTIONS

*What made compliance even more compelling?
*FAR 52.203-13 Contractor Code of Business Ethics and
Conduct — See Tab 7 for an article on this topic
*Imposes a requirement for a compliance program

*Imposes mandatory disclosure requirements: a contractor’s
internal control system should “[e]stablish standards

and procedures to facilitate timely discovery of improper
conduct in connection with Government contracts.”
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CHAPTER 4: STRATEGIC

QUESTIONS

*A system for managing the Basis of Award (BOA) discount
relationship is about making sure your company maintains
the negotiated price discount relationship between GSA and
the BOA throughout the life of the contract

Most Favored Customer (MFC) and the Basis of Award (BOA) for this contract is identified as Dealers.
The price/discount relationship between the Government and the BOA will never be less favorable to the
Government than at the time of award, that is: For the life of the contract, the Government’s basic discount will

always be at least 15% and will never be more than 15% less than the 30% basic discount granted to the BOA,
which are Dealers.

Element m (MFC)
Basic Discount Q/ 30%
Terms

--SIN 465-19

fedlinsg
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CHAPTER 4: STRATEGIC

QUESTIONS

In FedLinx’s experience consulting with organizations
that are GSA Schedule contractors, three reasons have
emerged as to why companies struggle to comply with
program requirements:

(a) Company personnel are not adequately trained

(b) Compliance programs are poorly designed or are
non-existent

(c) Inadequate recordkeeping
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CHAPTER 4: STRATEGIC

QUESTIONS

QUESTION 4:
Do we understand that a GSA Schedule is a
company-wide endeavor?
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CHAPTER 4: STRATEGIC

QUESTIONS

QUESTION 5:
Do we understand the differences between
commercial contracts and government contracts?

*Because of government audit rights, the
government can audit our records at any time upon
reasonable notice

*The Termination for Convenience provision allows
for a Federal Government entity to terminate a
contract solely for convenience
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CHAPTER 4: STRATEGIC

QUESTIONS

QUESTION 6:
What must come true for our company to be a
successful GSA Schedule contractor?

*This question is a strategic catch-all question we
use to make us think about what really must
happen for us to have success
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QUESTIONS

* Thanks for your time!

e Contact Tomi Bryan by telephone at
336.379.0442 or by e-mail at tbryan@fedlinx.com
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Your GSA Compliance Manager



