
U.S. General Services Administration

The GSA Schedules Program:  
What You Need to Know! 

Presenter
Presentation Notes
Good afternoon, thanks for joining us. My name is ________________



Today’s Agenda
• Overview of OSDBU:  What we 

do!

• The Importance of Market 
Research 

• Prerequisites for the Schedules 
Program 

• Process for Getting on Schedule 

Presenter
Presentation Notes
The purpose of today’s training is to educate you on the process for becoming a GSA Schedules Contractor.During today’s presentation, I will:Provide an overview of GSA & my office, the Office of Small and Disadvantaged Business Utilization, referred to as OSDBU.Discuss the importance of market researchOutline the prerequisites needed to become a GSA Schedules contractorThen go through the required documents needed to receive a Schedules contract.



GSA OSDBU Overview
According to the Small Business Act as amended by Public Law 95-507, the Office of 
Small & Disadvantaged Business was established to:

– Advocate, within each Federal Executive Agency, for the maximum 
practicable use of all designated small business categories within the Federal 
Acquisition process.

– Ensure inclusion of small businesses as sources for goods and services in 
federal acquisitions as prime contractors and subcontractors.

– Manage the small business utilization programs for each respective 
organization.

Presenter
Presentation Notes
The GSA Office of Small & Disadvantaged Business Utilization (OSDBU) has Nationwide responsibility for GSA’s small business programs and is the chief advocate for small and disadvantaged businesses doing business with GSA. The OSDBU promotes increased access to GSA’s Nationwide procurement opportunities and engages in activities that make it possible for the small business community to meet contracting officers and receive counseling on the procurement process.  We do this by connecting small businesses with the right people and resources to help them grow.  We are their advocates. In Fiscal Year 2019, GSA had a total eligible spend of $5.63 billion, and small businesses represented $2.3 billion of that total at 42 percent, which exceeded our goal of 30 percent. Of that $2.3 billion to small businesses: Small Disadvantaged Businesses accounted for $1.1 million, (SDB Statutory Goal 5%)Women Owned Small Businesses accounted for $559 million, (WOSB Statutory Goal 5%)Service Disabled Veteran Owned Small Businesses accounted for $285 million. (SDVOSB Statutory Goal 3%)HUBZone businesses accounted for $219 million (SBD Statutory Goal 3%)DO NOT READ (HISTORY ONLY)In Fiscal Year 2018, GSA had a total eligible spend of $4.71 billion, and small businesses represented $1.9 billion of that total at 39.37 percent, which exceeded our goal of 35.00 percent.  Of that $1.9 billion to small businesses: Small Disadvantaged Businesses accounted for $955.4 million, Women Owned Small Businesses accounted for $408.6 million, HUBZone businesses accounted for $188.1 million, andService Disabled Veteran Owned Small Businesses accounted for $266.4 million.�



GSA OSDBU Overview 

Region 1: Boston, MA
Region 2: New York, NY
Region 3:  Philadelphia, PA
Region 4: Atlanta, GA
Region 5: Chicago, IL
Region 6: Kansas City, MO
Region 7: Fort. Worth, TX
Region 8: Denver, CO 
Region 9: San Francisco, CA
Region 10: Auburn, WA
Region 11: Washington, DC

GSA’S Regional 
Offices

Presenter
Presentation Notes
Part of my office (OSDBU)’s  mission is to improve efficiency and awareness for small business concerns. GSA’s Office of Small & Disadvantaged Business Utilization has teams located across the country in all 11 regions, where we provide training, education, and assistance with navigating through the Federal procurement process. �Each OSDBU team or office manages the small business program for their respective organization or geographic area.  These Small Business Specialists, located across the country, provide detailed training on the process for Getting on the GSA Schedule, along with providing one-on-one counseling to answer your specific questions.



What is a GSA Schedule?

• Indefinite delivery, indefinite quantity (IDIQ), long-term 
contracts

• Provide fast, flexible, cost-effective procurement solutions 

• Represents approximately 21% of overall Federal 
procurement spending

• Requires commitment and effort to be successful

Presenter
Presentation Notes
 What is a Schedule and What is A SIN?GSA “Schedules” are long-term contracts between government and commercial suppliers aka vendors (such as yourselves), who provide GSA’s federal buyers (and in some cases, state and local governments) with access to millions of commercial products and services at volume discount pricing.  The GSA Multiple Award Schedules (MAS) Program represents approximately 21 percent of overall Federal procurement spending, resulting in approximately $50 billion per year.  Approximately 80 percent of Schedule suppliers are small businesses.Holding a Schedule contract can transform your business, but it does requires effort and commitment, especially a marketing plan, to be successful.



Overview of Consolidation Phases 

6

✔One Solicitation

✔One Schedule

✔From 888 SINs to 
317 SINs 

Presenter
Presentation Notes
On October 1, 2019 GSA launched the streamlined solicitation and began accepting new offers under the consolidate single schedule solicitationSo now instead of the 26 schedules we have on schedule with one set of term sand conditions. Terms and Conditions and Special Item Numbers (SINs) are streamlined, with duplicate and outdated elements removed.  GSA reduced the number of SINS from 888 SINs to 317 SINs/MIACS.SINs were updated to follow plain language guidelines, making them easier to understand.  The Single Schedule is organized into 12 government wide categories and 82 subcategories.   



IT Professional 
Services

Industrial 
Products & 

Services 
Transportation

Travel Human Capital Office MGMT Furniture

Facilities Scientific 
MGMT Security Miscellaneous

The 12-MAS Categories 

Presenter
Presentation Notes
Instead of 26 individual Schedules like we have now, there is one Schedule broken into 12 large categories,  aconsistent with the government-wide category structure:Information TechnologyProfessional ServicesIndustrial Products and ServicesTransportation and Logistical ServicesTravelHuman CapitalOffice ManagementFurniture and FurnishingsFacilitiesScientific Management and SolutionsSecurity and ProtectionMiscellaneous (the stuff that did not fit into anything, but complimentary to the other categories such as Order Level Materials (OLM) and ancillary serviceThere is one vehicle, but 12 categories.



Things to Consider:
Minimum Qualifying Sales:

• You must generate at least $25,000 in sales within the first 2 years of your GSA 
Schedule contract and at least $25,000 each year thereafter.

• The average time it takes to secure a contract is between 18-24 months (according 
to the SBA).

• The government may cancel your schedule contract in accordance with clause 
552.238-73, for failure to meet minimum sales criteria, specified above.

Market Research & Marketing 

• Market research and marketing your GSA Schedule contract is critical to your 
success!  

Presenter
Presentation Notes
Holding a Schedule contract can transform your business, but it does requires effort and commitment to be successful. As a GSA Schedule Contractor, you will expected to generate at least $25,000 in sales within you first two years and then at least $25K each year there after.   On average for most suppliers, the process of securing their first contract can range between 18 and 24 months, so you must hit the ground running.  Obtaining a GSA Schedule contract is only the first step.  You still have to compete for opportunities with federal agencies among the more than 20,000 suppliers on the GSA Schedule.  On IT Schedule 70 alone, there are approximately 8,900 contractors.As such, it is important for your to market you GSA Schedule to help you differentiate yourselves with your competitors that are on the GSA Schedule.One of the ways you can do this is through market research, analyzing the Data available, to understand what federal partners and agencies need your product or service. 



Prerequisites

• Must be in business for two years and you must provide two 
years of financial statements. (unless you are seeking an IT Schedule 70 
contract)

• Ability to demonstrate past performance 

• Products must be commercially available

• Products must be complint with the Trade Agreements Act

Presenter
Presentation Notes
There are four prerequisites you must meet before starting the schedules process:You must provide two years of financial statements, which will verify that you have made $25,000 in sales overall for your business.  GSA uses this information to ensure your company is financially stable, so please be sure to explain any information that reflects negatively on your business. You also must business for two years as well (unless you are seeking an IT Schedule 70 contract, which I will cover in my next slide)Past Performance:  You must also have measurable past performance, which is an indicator of your ability to perform the contract successfully.  Under the Consolidated Schedule there are three options for meeting the past performance requirement:CPARS:  Experience must be related to three or more previous Federal contracts, with ratings available in the Contractor Performance Assessment Reporting System (CPARs). You can use more CPARS to cover what you are going to be selling to the government. Is CPARS a required component for COs to complete?  No, it’s not a requirement.  It makes life hard tooYou know how people only write to complain?  That's how they treat CPARS.  They only put a rating when they have issues.  It would be nice if they would take the time to write a good CPARS when a contractor deserves oneRelevant Worked Performed:  If you do not have (3) customer references, you may substitute customer references for relevant work performed by predecessor companies or key personnel.   We are strongly encouraged to notify all customer references that they may be contacted by GSA for past performance information.  You want to ensure that customer references are contacted prior to the submission of your offer. . List all customer references (up to 5, no less than 3) for the work you have performed similar in scope to the products/services included in the solicitation under the Schedule that you are applying to.   Past Performance Narrative:  If you do not have previous Federal experience recorded in CPARs, you may submit a narrative to explain why you do not have the CPARS reference, which could say I have never done federal contracts before or the people that I have done contracts for did not complete a the CPARS.  The narrative should outline the work that you have performed and should be clear enough to understand the work that you have performed to demonstrate that you are qualified to perform work under the Commercially Available and be complaint with the TAA:Your products must be commercially available and must be compliant with the Trade Agreements Act, which means that your products must be manufactured or substantially altered within the United States or a Designated Country as defined by the Act. 



IT Schedule 70 Startup Springboard: 

The Springboard focuses on companies with fewer than 2 years of 
experience. In lieu of the 2-year corporate experience requirement, you can 
now:
• Use professional experience of executives and key personnel as a 

substitute

• Use project experience of key personnel, and 

• Provide financial documentation that demonstrates the company’s 
financial responsibility in lieu of submitting 2 years of financial statements.

For more information visit:  www.gsa.gov/springboard

Presenter
Presentation Notes
If your company has less than two years of experience, you can leverage the experience of your executives and key personnelYou can also use the project experience of key personnel in lieu having to be in business for two years.You can also provide financial documentation that demonstrates your company’s financial responsibility in lieu of submitting two years of financial statements.�We have provided the link here for you to visit the web page titled: Making It Easier

http://www.gsa.gov/springboard


Registrations & Certifications
Data Universal Numbering System

D-U-N-S Number 
System for Awards Management 

(SAM)

● The DUNS number is like a social 
security number—it allows us to 
go into SAM to make sure you 
are a viable company that has not 
been suspended or debarred.

● Is a unique 9 digit code to identify 
your business

● Please visit Dun & Bradstreet
● You should receive your DUNS 

within 1 business day. Save your 
number for future use

● You must have an active SAM 
registration within 1 year of your 
GSA Schedule application 

● You need to use your D-U-N-S 
Number to register in SAM

● SAM confirms your company 
meets eligibility requirements to 
do business with the government

● eOffer will automatically pull your 
SAM registration information

● Questions? Visit the Federal 
Service Desk at fsd.gov

(http://fedgov.dnb.com/webform) (http://sam.gov)  

Presenter
Presentation Notes
In order to get on a Schedule you must have a DUNS number and also Register in the System for Awards Management.The DUNS number is like a Social Security number for your business and is needed for the next step to register with SAM.SAM is a free website and is a part of the performance check that the GSA contracting officers use, to ensure you are an active business and have not been suspended or debarred from working with the Federal government. This is important because this is where GSA begins the vetting process to ensure our Federal customers are provided with suppliers in good standing to meet their product and service needs.  NOTE/ALERT:  If you are registering a new entity in SAM.gov, you must provide an original, signed notarized letter stating that you are the authorized Entity Administrator before your registration will be activated. Read our FAQs to learn more about this process change.

http://fedgov.dnb.com/webform
http://sam.gov/


Registrations & Certifications

Obtaining a Digital Certificate:
● This verifies your identity and enables you to electronically sign 

documents.
● This is necessary because the entire application is digital and all 

documents must be submitted through eOffer.
● Visit either IdenTrust or Operational Research Consultant to obtain 

your digital certificate.
● Save your digital certificate. You must upload it to eOffer. 
● Cost: $119 and takes 7-14 days to receive your digital certificate.

Presenter
Presentation Notes
In order to get on a schedule you must have a DUNS number and also Register into the System for Awards Management.The DUNS number is like a Social Security number for your business and its needed for the next step to register with SAM.SAM is a free website and is a part of the performance check that the GSA contracting officers use to ensure you are an active business and have not been suspended or debarred from working with the Federal government. This is important because this is where GSA begins the vetting process, to ensure our Federal customers are provided with suppliers in good standing to meet their product and service needs.  NOTE/ALERT:  If you are registering a new entity in SAM.gov, you must provide an original, signed notarized letter stating that you are the authorized Entity Administrator before your registration will be activated. Read our FAQs to learn more about this process change.



Required Training
Pathways to Success
• Guidance on GSA’s Multiple 

Award Schedule contracts. 
• Guidance on how to be a 

successful contractor, process 
requirements, and guidance on 
the offer process. 

• Completed within 1 year of 
application

• Visit the Vendor Education Center 
to take the course at: vec.gsa.gov 

Readiness Assessment 
• Mandatory process that walks you 

through questions that help you 
determine if pursuing a GSA 
Schedule is the right business 
decision for your company.

• Completed within 1 year of 
application

• Visit the Vendor Education Center 
to take the course at: vec.gsa.gov

Presenter
Presentation Notes
The Pathways to Success training asks you MAS-specific questions, designed to assist prospective GSA Schedule contractors in making informed business decisions as to whether obtaining a GSA Schedule contract is in their best interest. To achieve this goal, the Pathway to Success seminar is organized into five Modules, with each module covering a different aspect of the MAS program.The Readiness Assessment Tool is more detailed and will ask questions to ensure you have identified the appropriate Schedule and SIN, along with ensuring that you understand your competition on the GSA Schedule, and the profitability of the Schedules program that you are wishing to apply for.

https://vec.gsa.gov/MASTrainingHome


Required Documents 
Document Name Definition

Agent Authorization Letter • If applicable.  Must be signed by a company official.

Readiness Assessment • Completed and Signed by Officer of the Company (Offeror). Not accepted from 
Consultants or Agents. Must be completed/dated within 1 year from date of offer.

Pathways to Success • A copy of the Training Certificate should be uploaded.

Past Performance • CPARS, Narrative Customer References,  Relevant Work Performed 

Subcontracting Plan • Must be submitted by “Other than small” concerns, if the contract value is expected to be 
$750,000 or more, and has a possibility of subcontracting opportunities.

Presenter
Presentation Notes
Agent Authorization letter: ��This information is only to completed if the offer is being prepared and submitted by a third party.  The reason why, is because if a contract is awarded, that third party should be able to bind that awarded company into the agreement with the organization who is entering into the agreement with GSA. It is important to check the desired delegations, which outline the work that the third party is authorized to do on behalf of the company submitting the offer.The document will also ask for post award delegations.This means that the third party has the responsibility to the company and the company will actually take on that responsibility once the contract is awarded.Readiness Assessment & Pathways to Success:You should upload your training certificates to eOffer.  Please note that your certificates must be dated within the year that you are applying to get on a Schedule, so please ensure that when you take the training that you are ready to go through with the entire process as the clock starts then.Open Ratings Report: You must submit your Open Ratings report and you also want to ensure that this is dated and current within one year of your offer date.�Subcontracting Plan: A large business or “other than small” is required to submit a subcontracting plan if their estimated contract value (including all option periods) may exceed $700,000.  Meaning, if the vendor is expected is sell $700,000 or more under their GSA Schedule contract. 



Required Documents 
Document Name Definition

Commercial Sales Practice 
Format (CSP-1)

• Template provided to outline commercial sales only. Sales should be provided for each SIN 
you are applying to. Will ask about any written discount policies and if these discounts are 
better than or equal to the pricing offered to the government.

Financial Statements 
(2 Years)

• From date of offer (Balance Sheet, Income Statement, Net Income/Loss). Provide an 
explanation for any negative financial information disclosed, including negative equity or 
income.

Price Proposal Template • Outlines prices you will offer to the government. This document should not be modified in any 
way. Do not leave any sections blank to avoid a possible rejection of your offer.

Pricing Support (Invoices/SOW) • Should be the same percentage discounts being offered in the CSP-1.  Should show the same 
prices in the Price Proposal Template (invoices/SOW dated in current year).

Commercial Price List or Market 
Rate Sheet

• (Whichever applies) List of current Commercial Prices dated between 1 to 3 years of offer.

Professional Compensation Plan • Submission of the general compensation practices printed in the offeror’s employee handbook 
is often sufficient. State uncompensated overtime.

Presenter
Presentation Notes
Commercial Sales Practices Format (CSP-1):  Template This is a template document and outlines commercial sales prices specifically, and consists of projected sales.You should provide sales for each SIN you are applying to under the Schedule.Document will ask about any written discount policies and if they are better than or equal to the pricing being offered to the government.Two Years of Financial Statements:Provide two prior years of financial statements to include a balance sheet and income statement.   Provide an explanation for any negative financial information disclosed, including negative equity or income.Price Proposal Template:This is a template and outlines the pricing that the potential supplier will offer the government.  This document should not be modified in any way.  Do not leave any sections blank to avoid potentially having your offer rejected.  There is a template for products and one for services This document is used to verify that you are offering your best price to the government, what we call your Most Favored Customer (MFC) pricing.  Additionally, your MFC’s price must be considered highly competitive and determined to be fair and reasonable for it to be accepted by GSA. Pricing Support (Invoices or Statements of Work):  There is no template for this section because what the vendors are expected to do is provide documentation to support their price proposal template of commercial sales.  This section provides actual invoices and statements of work for commercial prices.  �Note:  The information that was provided in the price proposal template, should be the same prices that that are displayed in the invoices provided for this section, which is pricing support.  The invoices should be paid invoices and should NOT include invoices that are in process.Commercial Price List or Market Rate Sheet:This section does not provide a template.  It is the commercial list of prices and must be a dated price list that vendors have for the commercial industry. Hopefully it is published pricing, which is open to the public.  It should also be the same pricing as in the Price proposal.Professional Compensation Plan:Must outline how you plan to compensate employees.Usually, the employee handbook should meet the criteria of this clause.



Required Documents 
Document Name Definition

Technical Proposal • A Technical Proposal is a description of the items being offered in sufficient detail, and is similar to 
how businesses would respond to RFPs and RFQs. 

• It should confirm all the information that you have submitted. 
• Each schedule has its own technical proposal. 

Letter of Supply • This is a form letter that binds the supplier or manufacturer to the GSA Schedule contract holder, to 
ensure products will be provided for the duration of the contract. 

Previous FSS Rejections • If your company has received any previous Schedule contract offer rejections, you should include 
copies of any rejection letters received within the last 2 years of your offer.

Previous Cancellations • Include a copy of the cancellation letter or notification 
• Low Sales (12 months-One year)/ Cancelled for something else, you can re-apply immediately
• Current Federal sales in excess of $25,000, as evidenced by copies of contractual documents that 

identify the Federal entity and the date and value of the product or services provided, Demonstration 
that there is a reasonable expectation that any future award will comply with clause I-FSS-639 
Contract Sales Criteria. 

• A marketing plan detailing the steps you plan to take to generate sales through a new GSA Schedule 
contract.

Presenter
Presentation Notes
Technical Proposal:The technical proposal details information and examples of your company’s experience that prove you can provide the products and services you are offering under your Schedule contract. Your technical proposal must include narratives that you need to draft and submit via eOffer, along with the past performance evaluation that you previously obtained from Open Ratings, Inc. Letter of Supply:This is a form letter that binds the supplier or manufacturer.  In other words, this is the planned company who will provide the GSA vendor with products if a GSA Schedule contract is awarded.Previous FSS Rejections & Cancellations:If your company has received any previous Schedule contract (offer) rejections, you should include copies your rejection leter received within the last two years and submit those with your offer.Previous Cancellations:If a contract was previously awarded under the Schedule you are applying for, and it was subsequently cancelled or allowed to expire due to low sales, a marketing plan detailing the steps you plan to take to generate sales through a new GSA Schedule contract should be included.You must wait 12 months before reapplying to the Schedules program if you have a Schedule that was previously cancelled. �



Required Documents 

For more details visit:  
www.gsa.gov/masroadmap

http://www.gsa.gov/masroadmap


Subcontracting Opportunities 

For more details visit:  https://www.gsa.gov/subcontracting

• Subcontracting provides additional opportunities 
to obtain experience if you are not yet a Federal 
contractor.

• Other-than-small businesses are required to 
submit a subcontracting plan for approval when:
❖ The total value of the award is expected to 

exceed $700,000 (or $1.5 million for 
construction) and

❖ Subcontracting opportunities exist. 
❖ Plans must demonstrate “Maximum 

Practicable Opportunities” for small 
business concerns to participate 

Subcontracting Criteria: GSA’s Subcontracting Directory: 

Presenter
Presentation Notes
Many vendors find subcontracting a preferable route to getting experience than obtaining their own federal contract. �One recommendation is to visit the GSA eLibrary (at www.gsa.gov/elibrary) by using various search options, to find up-to-date information on which suppliers have contracts and what items are available under specific groupings. It includes an Alphabetical Listing of Available Contractors, allowing customers to easily locate all Schedule and Technology Contracts for a particular company. It also allows potential subcontractors to see which existing primes have contracts covering potential items the small business may offer to support them in a subcontracting relationship.Large business prime contractors with contracts expected to exceed $700,000 (or exceeding $1.5M for construction) are required to subcontract some of the work to eligible and responsible small businesses. This is an excellent way to test the waters of federal business without suffering undue risk. This requirement for a subcontracting plan does not apply to small businesses, they are exempt. Another advantage is that subcontracting doesn’t require a subcontractor to hold a Schedules contract. When a small business receives a subcontract from a larger prime contractor, the vetting process is done by the prime, not by GSA, and privity of the contract is between the prime and the government.

https://www.gsa.gov/subcontracting


First, go to gsa.gov/osdbu, scroll down to 
“Small Business Resources, ” then select 
“News, Events, and Contact”

Finally, select your state location for the 
nearest OSDBU POC near you. 

Second, go to contacts by region 
and select “small business 
support contacts.:

Still Have Questions? 
Contact Your Local Small Business Specialist

Presenter
Presentation Notes
Go to gsa.gov/osdbu, then, scroll down to Small Business Resources.  Then select “News, events, and contact” Scroll down to contacts by region and then select “small business support contacts.”Choose your location for the nearest OSDBU POC.



www.gsa.gov/smallbizresources
www.gsa.gov/events

Additional Resources 

Presenter
Presentation Notes
With all that GSA is doing to work with small businesses, we can’t forget our advocacy partners who are hosting events, inviting us to the table, and helping us help the small business community.  These partners continue to grow, and we invite you to visit their sites as well, to see all the opportunities they have waiting for you.  Small Business Administration (www.sba.gov, www.green.sba.gov) SBA provides business counseling and training, including online sessions under their Learning Center link, and a Business Guide. Their website covers guidance on managing, growing, and financing your business, as well as preparing a business plan. The SBA business development specialists provide free and low-cost services in your area. Contact 1-800-U-ASK-SBA (1-800-827-5722) The Association of Procurement Technical Assistance Centers (http://www.aptac-us.org/new)PTACs provide a wide range of assistance, mostly free of charge, to businesses through one-on-one counseling sessions, classes, seminars and matchmaking events.  This organization is funded in part by the Department of Defense. Contact your local PTAC for help. Minority Business Development Agency (http://www.mbda.gov)MBDA is a part of the U.S. Department of Commerce and is an organization focused on entrepreneurs, and are committed to wealth creation in minority communities. The Agency's mission is to actively promote the growth and competitiveness of large, medium and small minority business enterprises (MBEs). 

http://www.gsa.gov/smallbizresources
http://www.gsa.gov/events


QUESTIONS?
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