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Doing Business with GSA

GSA’s Mission Statement















x

“The mission of GSA is to deliver the best value in real estate, acquisition and technology services to government and the American people.”





By using the purchasing power of the federal government, we will drive down prices, deliver better value, and reduce costs to our customer agencies. As a result, these agencies can focus their resources and attention on their core missions. We will also step up our efforts to save agencies money by creating 10 new ways that the entire government can purchase resources smarter and more efficiently. In addition, we are looking to maximize the value of our real estate assets and reduce our federal footprint. At the same time, we are looking to help our partner agencies find the space and services they need to serve the American people.




GSA will ensure that doing business with us is as easy and reliable as possible by simplifying and streamlining our processes and systems. We are dedicated to providing an excellent customer experience for our partner agencies and vendors. GSA will create a culture of continuous improvement by always searching for better ways to meet our customers’ needs and expectations.




Delivering the best value for government and the American people requires taking advantage of all resources. Central to that approach is expanding opportunities for small businesses throughout the country. GSA will share ideas and best practices across the organization and with our customer agencies. We are working with the small business community, including businesses owned by veteran, women, minority, and disadvantaged entrepreneurs, to strengthen partnerships and support the success of our vendors.




Going green saves green, and we are committed to a sustainable government that reduces energy and water use in federal buildings, responsibly disposes of electronic waste, and greens the federal fleet. GSA will also continue to work with businesses to make sustainable products and services readily available and affordable to our partner agencies. GSA has begun including life-cycle costs into our planning and decision making. We are also beginning the widespread implementation of innovative technologies and best practices from sources such as our own Green Proving Ground. Through our efforts, we can reduce our government’s environmental and fiscal footprints.




GSA is a leader of innovation in public service. For example, GSA was the first government agency to move to the cloud and to offer a process to streamline security of cloud services for the entire federal government. We are promoting an innovative, flexible, open workplace that will shrink the federal footprint while also serving as a model for federal offices for the future. In the coming year, we will continue to develop innovative cost-saving solutions that will be shared across the government.




We must provide our own employees with the same high-quality service and support that we provide our partner agencies. Within GSA we need to give our employees the very best training and resources available so that they can deliver our mission as efficiently as possible. We will emphasize collaboration and cooperation across our business lines and throughout the agency so that our customers are receiving the best service from GSA. We will guarantee that when we do something, we do it once and do it well.



GSA’s role in the Federal Arena
www.gsa.gov 
All agencies play an important role in our governments effort to protect, serve and develop our country.

GSA’s role is to make sure those agencies have the tools they need to meet their mission successfully.  We design and build the place where they work, provide the technology they use, provide access to the services and products they need and more.  We do all this to achieve efficiencies in the performance of administrative functions as well as savings in the cost of operations.
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While every agency has a role to fulfill in our government, GSA is the only agency specifically designed to help the other agency’s be successful.
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Procurement Decisions 
www.gsa.gov/sustainability
Procurement decisions are directly linked to each agency’s mission. 
What are we trying to accomplish?
Who are we serving?
How are the needs of our customers changing?

We have regulations, policy, Executive Orders and more that affect what and how we purchase. 
Currently the E.O. 13514 is requiring that the government focus on “sustainable acquisition”.  
What does this mean for small business?
New markets
Economical, Social and Environmental Impacts are our priority 
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Executive Order 13514 puts our agency and the whole government in a new direction of thinking more green.  Not only about the environment but also about the social and economic impact of our purchasing decisions.
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Set-Asides
www.gsa.gov/setasides
Every federal government purchase anticipated to be valued from $2500 to $100,000 is automatically set aside for small businesses as long as there are at least two companies that can provide the product or service.

Participation:
Small Business
Special Certification
8(a) Disadvantaged
Woman Owned
Service Disabled Veteran
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The Global Supply Program is an easy to use program that GSA and other agency’s use for quick purchasing.  Often the orders arrive next day.  In order to participate on this program you must currently be a GSA Contract holder.
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Your success is our success:  Small Business Goals   http://www.sba.gov/content/small-business-goaling
Goals are in place to ensure that small businesses get their fair share of work with the federal government. Each Federal agency must set an annual goal for participation in its contracts by various groups.

Statutory goals:

23   percent of prime contracts for small businesses;
  5   percent of prime and subcontracts for women-owned small businesses;
  5   percent of prime contracts and subcontracts for Small Disadvantaged    	Businesses;
  3   percent of prime contracts and subcontracts for HUBZone small 	businesses;
  3   percent of prime and subcontracts for service-disabled veteran-owned 	small businesses.
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The Global Supply Program is an easy to use program that GSA and other agency’s use for quick purchasing.  Often the orders arrive next day.  In order to participate on this program you must currently be a GSA Contract holder.
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Current SB Goal Accomplishments
                                                                           





Data source: FPDS-NG Small Business Goaling Report dated 4-25-13
		Goal	Actual	SDB	WOB	HUBZone	SDVOSB
	Agencywide	30%	29.97%	16.52%	7.27%	1.74%	2.29%
	Region 4
(Regionwide)	35.22%	93.91%	71.06%	18.27%	1.86%	5.41%
	R4 FAS	42.27%	89.28%	49.17%	45.63%	0%	0%
	R4 PBS	35% 	94.79% 	75.20% 	13.60% 	2.60% 	6.42%




Most small businesses want a GSA Schedule – Right!
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GSA Schedules participation is in high demand 
Is that program the best way to engage GSA? 
What are other contracting options and how does a small business participate?
mentor protégé program
joint ventures
Subcontracting
contractor teaming arrangements




The training we provide is designed to help the small business partner with our agency.
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Multiple Award Schedule Program
www.gsa.gov/gettingonschedules, www.gsa.gov/elibrary, 

Long-term governmentwide contracts with commercial firms providing access to over 11 million commercial products and services.
 
Participation
Minimum revenue of $25,000
2 years in business
Commercial Products and Services only
Contractors required to earn $25,000 after 24 month grace period to avoid removal from program
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Our most popular program is the Multiple Awards Schedules Program.  There are more than 4 million products and services accessible from vendors of all industries.  The only thing we can’t purchase from schedules is things like real estate, construction, etc.  The schedules are designed to access commercial products and services at a discount.  To participate in this program, at minimum you will need:  read the slide 
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What about Sustainable Services Vendors?
Most of these are related to building construction, renovation, operations, and maintenance:
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Building construction, renovation, or repair
Building operations and maintenance
Building interiors
Landscaping services
Pest management
Electronic equipment, including leasing
Fleet maintenance
Janitorial services
Laundry services
Cafeteria operations
Meetings and conference services
Green Products are used within these services



What about the NSF sustainable services protocol – you should mention it.  
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What are Small Business Challenges with GSA Procurements?
GSA Schedule Program and REAL Contracting Opportunities
SAM Management and access for small businesses
Access to OTHER than GSA Procurement Opportunities
Current agency buying TRENDS
Access to marketing tools that really HELP
Clarification on HOW GSA works with small businesses
How will SUSTAINABLE ACQUISITION affect small business procurement opportunities?
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Increasing Procurement Opportunities
Update the Acquisition Workforce on rules and regulations for small business inclusion, Subcontracting Management and Review
Improving web resources  www.gsa.gov/osbu 
Sharing important information through social media www.twitter.com/gsaosbu  and Interact.gsa.gov Small Business Solutions Group
Increased virtual and live FREE or low cost training www.gsa.gov/smallbiztraining and www.gsa.gov/smallbizevents
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Increasing Procurement Opportunities
Free counseling on business development and GSA procurement programs
www.gsa.gov/smallbizsupport
1-855-OSBU-GSA
Bi-Annual Focus Groups
Improving resources with direct input from small businesses and our other Stakeholders
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Increasing Procurement Opportunities
Bringing Buyers and Vendors Together 
Introductions and referrals to program managers
Building a better Forecast of Contracting Opportunities www.gsa.gov/smallbizforecast
 Planning frequent Industry Days for “NO EXCUSE” Increased set-asides
Strategic Outreach Plan in line with GSA’s Small Business Goals 
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Best Practices for Using the Forecast
Meet the Buyer During the Planning Phase
Identify challenges and offer solutions
Know cost estimates for projects
Influence contract type
Track communication for proof of small business capability
Plan your approach per quarter
Work with your local GSA SBTA to increase small business opportunities




Did you know?
Federal Procurement Data System
https://www.fpds.gov/fpdsng_cms/ 




Federal Transaction History
Access
Awarded Contracts
Top 10 
Buyers
Vendors 
Award Type
Contract Price


Benefits
Market Research
Trend Analysis
Generate Reports
Buyer Trend
Socioeconomic Trend





Recommend Other Procurement Solutions
Contractor Teaming Arrangements 
www.gsa.gov/cta 
GSA Schedule Vendors ONLY
Total Solution
Paid Separate
Team Plans Process

Subcontracting 
www.gsa.gov/subdirectory 
Any size prime
GSA Schedule Projects
Piece of the Pie

Mentor Protégé 
www.gsa.gov/mentorprotégé 
GSA Schedule Vendors
Prime Directed Projects
GSA Approved
Subcontracting Agreement





Vendors Need to LISTEN UP!
What matters to Buyers?
Customers Concerns
Customers Budget
Customers Support System
Customers Resources
Customers Vision
Customers Last Experience
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Be the Solution !



So now that you have your customer in front of you, how are you going to be the solution to their problem?  Read a few points from the slide…
25

26
What Does GSA Buy?  
www.usaspending.gov




Operations of Buildings
Custodial Janitorial 
ADP Systems Analysis
Arts/Graphics
Other Professional
Engineering and Technical
Maintenance/Repair/Alterations
GAS
Construction



What GSA Buys
www.usaspending.gov

To start this discussion let’s look at how our agency is currently spending to help you project future needs.  This slide provides a short list of products and services that is tracked through the years and projected for our current FY 2012.  As you can see right away the projection is pointing toward IT products as we move further away from paper and other traditional office supplies to tablets and non-paper items.  However, in 2011 the big spend had been focused on maintenance, repair and alterations of office buildings and we continue to work hard to green the Federal workspaces.  Support and Professional services which also includes IT is a close second.  If you go to usa spending you will find a host of tools to help you understand and evaluate GSA’s buying practices.
26

How to Sell to and through GSA
www.gsa.gov/howtoselltothegovernment, www.sam.gov 
All Contract Opportunities 
Register:  System for Award Management (SAM)- replaced CCR.
Obtain:  Dun & Bradstreet Numbers (DUNS)  (866) 705-5711.
Opportunities: www.fbo.gov 
Fulfill:  
All Solicitation & contract requirements
Security Requirements 
In accordance with Homeland Security Presidential Directive-12 ("HSPD-12"), contractors are required to undergo a FBI fingerprint check and a personnel security investigation at the level of the National Agency Check with written Inquiries (NACI).
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Now that you know what we buy it’s important to know how you can sell to us and also because we take care of the other agencies, you will want to learn how to sell through us.

The first step is to get all your ducks in a row.  There are a lot of pre-requisites to working with the government so this page should be your step 1.
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Increasing Procurement Opportunities
Free counseling on business development and GSA procurement programs
www.gsa.gov/smallbizsupport
1-855-OSBU-GSA
Bi-Annual Focus Groups
Improving resources with direct input from small businesses and our other Stakeholders
28






Partnering
Contractor Teaming Arrangements and Joint Ventures create prime opportunities for both business partners. (FAR 9.6)
www.gsa.gov/cta 

Subcontracting is a great opportunity for developing your business to prepare for prime contract opportunities by working for current GSA Prime Contractors (FAR 19.7)
www.gsa.gov/subdirectory
http://dsbs.sba.gov/dsbs/search/dsp_dsbs.cfm
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FAR References can be reviewed at www.acquisition.gov/far 
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Partnering is another way to sell to GSA and through GSA Programs.  Contractor Teaming arrangements and Joint Ventures provide a unique partnering experience where you work with other contractors to provide a solution to your buyers problem.  

Subcontracting helps you gain experience on projects that you might not otherwise have access to.

Mentor Protégé Program
www.gsa.gov/mentorprotegeprogram 
GSA’s Mentor-Protégé Program is designed to encourage and motivate GSA prime contractors to assist small businesses and enhance their capability of performing successfully on GSA contracts and subcontracts.

Participation:
Current GSA Contractor
Mentor Required
Protégé Optional
Mentor or Protégé
Self-Matching
Complete Application and Agreement
30
Tony Eiland
Program Manager
Anthony.eiland@gsa.gov
1-855-OSBUGSA (672-8472)
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The Mentor Protégé Program has been successful in bringing businesses together to sell to the government in a partnering relationship as well.  GSA contractors who are large or small mentor small businesses to help them gain new opportunities through contracting projects.  This program is monitored for real opportunities and success stories.  You can learn more by visiting the site and/or contacting Mr. Tony Eiland who is the program manager.


Marketing to GSA
www.gsa.gov/market2feds, www.gsa.gov/vendorsupportcenter, www.gsa.gov/osbu 
Do: 
Know your customers needs
Provide solutions
Read between the lines
Be better than their last experience
Understand every interaction is marketing
Utilize GSA’s Customer Service Directors (www.gsa.gov/csd)
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Now that we have addressed what not to do, let’s look at what you should do.

Read the slide.
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Marketing to GSA
www.gsa.gov/market2feds, www.gsa.gov/vendorsupportcenter, www.gsa.gov/osbu 
Don’t:
Take a check-list approach and miss the details
Misuse templates and other standard practices
Focus too heavily on giveaways and brochures to shine
Put your trainees on the front line
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Well, now that we know what tools to use to do business with GSA, let’s look at how to market yourself to our agency.

First it’s important to realize marketing is less about appearance and more about action.  Some companies spend more time on designing their brochures than they do on selecting their staff.  So this and the next slide will look at some do’s and don’t to marketing to GSA and to the government in general.  

First…read slide
32


Small Business Advocates in GSA
www.gsa.gov/osbu, www.gsa.gov/smallbizevents, www.gsa.gov/smallbizguide 

Each Federal agency has an Office of Small Business Utilization put in place by congress “…to promote the maximum practicable use of all designated small business categories within the Federal Acquisition process…”  These advocates report to the head of their agency on the success of this partnership.  
Finding creative new ways to educate 
Sponsoring and delivering business development training 
Integrating low-cost networking events into established venues
Providing free counseling and more…
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I hope as we are going through this presentation you are feeling more and more like there is a light at the end of the tunnel for doing business with GSA.  But did you know you also have an advocate in every Federal agency making sure that you are being treated fairly in the acquisition process?  Read Slide part A (top).  

So what does this mean for you?  GSA’s Office of Small Business Utilization is …Read Slide Part B (bullets)
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Small Business Solutions
Mildred Quinley
Program Director, Region 4
General Services Administration
Office of Small Business Utilization
404-331-5103
www.gsa.gov/osbu
34
We want to hear from you.  Please share your success stories, comments, questions and concerns.



Thank you for allowing us to provide this training to you today.  We want to hear from you so that we can keep improving our service to you as you strive to do business with our agency.  
34
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