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Under the General Services Administration’s Multiple Award Schedule Program, GSA establishes long-term government contracts with commercial firms to provide access to over 9 million supplies and services.  The GSA Multiple Award Schedule Program is beneficial to both federal end users and contractors.

The GSA Multiple Award Schedule program allows federal agencies greater flexibility in selecting commercial products and services.  Additionally, contracts have been negotiated and excellent pricing arrangements predetermined so that the federal customer can procure products and services easily.  This allows federal agencies the convenience to easily meet requirements such as full and open competition as well as socio-economic goals. 

Subsequently, Multiple Award Schedules allow contractors a chance to competitively price, market, and sell their products and services to the federal marketplace throughout the world.  The Schedules Program provides great opportunities for many different business sizes and types including Small Disadvantaged, 8(a), Small Business, Woman Owned Small/Large Business, Veteran Owned Small Business, Service Disabled Veteran Owned, HUBZone Small Business, and Large Business.

To begin the process of acquiring a GSA contract, interested parties first need to identify the specific products and/or services they plan to offer to the federal government.  

Then, visit the Schedules e-Library web site (www.gsaelibrary.gsa.gov).  

Schedules e-Library is an online source for the latest GSA and VA schedules and GWAC contract award information.  Proceed by identifying the proper schedule and correct Special Item Number (SIN) and downloading the corresponding solicitation.  Then, proceed with reading and filling out the solicitation.  GSA contacts will be provided within the first couple of pages of each solicitation.  These individuals will be happy to answer any questions and will assist potential contractors.  It is their goal to help contractors submit a complete proposal that can be fairly evaluated and negotiated,  eventually leading to a contract award.  

In addition to the assistance GSA contacts provide, various tools are included within many solicitations to assist contractors with the submission process.  For example, many solicitations include a Fill In Guide.  This guide is provided to identify the most important areas that require attention and/or contractor information and to assist with navigation through the solicitation.  

The solicitation may appear overwhelming at first.  However, the contractor should realize that clauses are a large percentage of a solicitation.  These clauses must be included in accordance with the Federal Acquisition Regulations (FAR) and other statutory law requirements.  The clauses are mutually beneficial and are included to protect both the contractor and the Government.  This is another reason that tools such as Fill In Guides are included.   

There are some crucial areas that are important for all potential contractors.  One of the most important areas is the Commercial Sales Practices (CSP) Format.  This allows the Government to analyze the firm’s past sales, their estimated sales to the Government, their classes of customers and the discounts and pricing arrangements that are extended to the contractor’s Most Favored Customers.  

The CSP Format can also assist GSA in determining the firm’s Most Favored Customer.  It is GSA’s goal to achieve a pricing arrangement and discount that is “equal to or better than” the firm’s Most Favored Customer (MFC).  This term will be used often and negotiations should be prepared accordingly.

When deciding on what discounts, concessions, and pricing arrangements to offer the Government, keep in mind that due to the Economic Price Adjustment (EPA) Clause included in all Schedule contracts, the option to increase pricing is available after the first contractual year as long as the relationship established between the Government and the firm’s Most Favored Customer remains the same.  It is always the Government’s intention and goal to receive the best pricing arrangement up front.

Contracting Officers will investigate and evaluate the following key areas: Responsiveness and Responsibility (Past Performance, Commercial Sales Practices, Financial Capabilities, etc.)  As previously mentioned, the Government will seek to obtain a pricing arrangement that is equal to or better than the firm’s Most Favored Customer.  GSA will request commercial price lists or paid invoices and other related pricing and discount data to ensure the Government is receiving a fair and reasonable pricing arrangement.  

Copies of the firm’s commercial price list or paid invoices should be submitted with the solicitation.  Additionally, a Price Proposal must be included.  It is important that the contractor submit a Past Performance Evaluation request to Open Ratings.  Open Ratings will contact customer references that the firm provides and develop an evaluation report.  Submission of this report to GSA is a mandatory requirement and will be considered along with the previously mentioned key factors so the Contracting Officer can make a determination of responsibility.  

Depending on the schedule and what products/services the firm is offering, there may be testing requirements.  All testing should be complete before submission of the proposal.  A subcontracting plan will also be required if the firm is a large business.   

If the contractor plans on offering a service, a technical proposal should also be included with the submitted proposal.  The technical proposal is the primary determining factor of an offeror’s ability to perform. 

After proper completion and submission, the solicitation will then become the firm’s offer, or proposal.  The mailing address and contact information can be found in the beginning of the solicitation.  Once GSA receives the completed proposal, the contractor will be contacted by GSA.  

Once the offer is received, reviewed, negotiated, and agreed upon, a Revised Final Proposal Letter will be requested from the contractor.  After the Review Panel approves the pricing arrangement, terms, conditions, all documents included within the contract file, etc. an award is made and the proposal then becomes the contract.  A GSA contract number is assigned and an award package is mailed.  Multiple Award Schedule Contracts are awarded for a five year base period with three five year options to extend.  Therefore, a Multiple Award Schedule Contract can exist for a total of twenty years.  
Schedule 36 – Office Imaging and Document Solutions offers a Special Item Number (SIN) that would be of interest to individuals involved with Information Security, Document Shredding, and/or Data Destruction:  SIN 51 504 – Records Management Services which includes file organization services, file maintenance services, and storage services.  This schedule also offers a wide variety of other products and services such as copiers, mail management services, document production services, and document identification systems.
For additional information on Schedule 36 or any general inquiries about the GSA Multiple Award Schedule Program, please contact Ms. Anita Little at (703) 605-9237.

