Contract Administration & Compliance
Compliance = Success
Success as a government contractor is dependent upon a comprehensive understanding of what is involved in holding a government contract.  In addition to a discussion on how to utilize your contract, keep it up-to-date, and conduct sales, this workshop will review how to successfully market your contract.  You’ll review the detailed factors involved in maintaining compliance through the life of a contract, including an in-depth look at the Price Reduction Clause, and how commercial sales may affect contract pricing.  

Learn How To:
· Market and sell to federal customers

· Take the right steps to maintain compliance throughout the life of your contract 
· Keep the correct documentation 

· Survive an audit

Key Topics

· Contract Administration, Modifications and Reporting Procedures

· Utilizing Your Contract – How to Sell Through your Contract

· Maintaining Compliance

· Mandatory “Contractor Assistance Visits”

· Surviving an audit by the GSA Office of Inspector General

Accessing the Federal Marketplace

Discover the Basics
Interested in working with the federal government and not sure where to begin? Start with this workshop and you’ll find out if you are eligible to participate in General Services Administration (GSA) programs. This course is designed to walk you through the process of assessing your business and correctly identifying the GSA program that best fits what your company has to offer. The basics of succeeding the federal marketplace will be covered, including what registrations are required to conduct business, how to use online tools to find out which agencies are purchasing your product, and what programs are available to help you accomplish your goals.  

Learn How To:
· Evaluate your company’s situation to determine minimum requirements and eligibility to participate and appropriate placement within the GSA programs 
· Identify potential government buyers based upon purchasing habits
· Utilize the Mentor-Protégé program, the contractor Team Arrangement (CTA) as well as teaming and subcontracting agreements

Key Topics

· Assessing your Company’s Eligibility

· Determining which GSA Program Best Fits your Company’s Products or Services

· Completing the required registrations for Conducting Business with the Federal Government

· Using the Appropriate Online Tools for Market Research

· Moving forward with your goals and Recommended Actions

GSA’s Culture of Innovation and Sustainability

How the General Services Administration Works

One of the keys to working with the federal government is a clear understanding of the intricacies of the General Services Administration including the GSA’s mission, goals and organization. This workshop is an overview of GSA’s procurement programs with special emphasis on sustainability as well as green products and services.  Discover the various types of acquisition contracts that GSA offers for use to government entities at the Federal, state and local levels.  Learn more about the importance of “going green”, including how your customers can find green sources.  An overview of the Public Buildings Service and GSA’s Lease and Realty programs is also included. 

Learn How To:
· Follow GSA’s mission and comply with the various procurement initiatives

· Identify the major acquisition programs available 
· Explain the ways in which GSA promotes and facilitates the use of innovative sustainable technology and green products and services.

Key Topics

· GSA’s Mission, Goals, and Organization

· Contracts and Vehicles

· GSA Purchasing Initiatives and How the GSA Buys

· Sustainability and Green Programs

· Public Buildings Service (PBS)

Strategies and Subcontracting/Teaming

Demystify winning an Award

Securing a Government Services Administration Award is a complex and multi-step process –  from locating the Solicitation/RFP and developing a strategy, to preparing a proposal and conducting contract negotiations.  This workshop will show you how to develop a solid strategy, prepare and submit a proposal, and handle negotiations and revisions, including how to avoid the most common proposal mistakes.  Learn the intricacies of subcontracting and teaming arrangements including:  roles and responsibilities, presenting a solid offer, and how to prepare a contractor team arrangement.  In addition, you’ll discover the in’s and out’s of preparing a quality offer by taking an in-depth look at the four technical sections required including: executive summary, past performance, Dunn and Bradstreet (D&B) open ratings, and quality assurance.  
Learn How To:
· Navigate through  FedBizOpps and identify the opportunities that fit your business products or services

· Avoid common pitfalls in preparing a proposal

· Evaluate offers and develop a successful strategy for proposal submission

· Analyze the various sections of the solicitation/RFP

· Build a quality Federal proposal 

· Distinguish the difference between a prime/subprime arrangement and a contractor team arrangement

· Draft a contractor team arrangement

Key Topics

· Phase One: Analysis & Strategy Development

· Phase Two:  Proposal Preparation and Submission

· Phase Three:  Proposal Negotiations, Clarifications and Award

· Mentor Protégé Program

· Subcontracting versus Contractor Teaming Agreements (CTA’s)

Introduction to GSA and Contract Vehicles

Match Your Eligibility to the Appropriate Program
Do you know which Government Service Administration programs (GSA) match your business model and how the different programs function? This workshop will describe the GSA Multiple Award Schedules (MAS)  including a brief history of the MAS Program, as well as coverage of the intricacies of who is eligible to purchase from this Contract vehicle, how it simplifies the government procurement cycle, benefits of holding a GSA Contract, and an overview of past GSA Schedule sales.  Learn about GSA’s different types contracts including those currently available, what types of products and/or services can be offered under each contract, and – in the case of Government Wide Acquisition Contracts (GWAC’s) – when they may be open again to new offers.  

Learn How To:
· Identify the differences between the types of GSA programs available to vendors 
· Assess whether pursuing a particular GSA program would be beneficial to your business model, based upon a comprehensive understanding of GSA programs and how contracts under each program function

· Evaluate where your products and/services may fit within GSA’s various programs

Key Topics

· Indefinite Delivery/Indefinite Quantity (IDIQ) 

· Government Wide Acquisition Contracts (GWACs)

· Multiple Award Schedules

· Comparison of Contract Vehicles

