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What is The 

Cloud Marketplace?



GSA’s Cloud Marketplace
EASIER ACCESS TO SECURE COMMON CORE CLOUD SERVICES

Empowering agencies to develop 

and implement cloud acquisition 

strategies through a modernized 

and simplified approach.

Access to Expertise

• Centers of Excellence to infuse best practices into agency 

strategies

• Acquisition support from fully-assisted to self-managed

• Industry partner best practices

CLOUD 

BUYING 

JOURNEY

Self-Service Online Experience

• Requirements definition, cost estimates, compliant acquisition 

documents

• Cloud catalog matching requirements to qualified industry partners

• Cloud consumption and spend data during contract administration

Acquisition Vehicles

Governmentwide 

Acquisition Contracts

8(a) STARS III

Alliant II

EIS

VETS 2

Multiple Award Schedule

Cloud

FM QSMO

IT Prof. Services

Software

E-Commerce

Tailored Solutions for Common 
Requirements
DEOS
Other agency specific Cloud 
BPAs
Ascend BPA
TTS Cloud.gov
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What’s new in the Cloud Marketplace?

The FM QSMO SIN - Financial Management Quality Services Office - FM QSMO 

Multiple Award Schedule (MAS) Special Item Number with four subgroups:

Core Financial Services

Additional Financial Management (FM) Solutions;

Financial Management (FM) Solution/Service Adoption and Transition Services; 

and/or

Financial Management (FM) Technology Operations Support Services

Special Ordering Procedures for Consumption Based Order 

Available only on the Cloud SIN 518210C
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Case Study

AN EXAMPLE OF GSA’S 

CLOUD SME SUPPORT



Background

Selective Service System (SSS), which 

maintains a high-profile public facing 

website, approached ITC with a draft PWS 

covering a full scale migration to Cloud.

SSS submitted for and received 3 year 

funding from the Technology Modernization 

Fund (TMF) to support the migration.

Several working sessions between SSS and 

GSA occurred to provide consultation in the 

areas of acquisition and technical approach.

9



Recommended Approach: Phase 1

GSA recommended a modular acquisition approach

● Divide the year 1 scope into two separate acquisitions.

● Each acquisition will feed the next

Phase 1 PWS - Application  Rationalization

● Scope:  Document existing system and all relevant dependencies

● Business, end user, infrastructure, data, cost, backup, uptime, interconnection 

requirements

● Deliverables from this phase produce requirements for the next PWS
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Application Rationalization Playbook

Federal CIO Council
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Recommended Approach: Phase 2

Phase 2 PWS - Modernization & Migration

● Scope:  Migration of SSS’s system to a 

FedRAMP moderate cloud.

● Favor system refactoring over “lift and shift” 

approach to take advantage of cloud native 

functionality

● Design cloud system architecture, migration 

strategy and plan

● Execute migration

● Support and operations documentation

● Operational transition

ON-PREMISE CLOUD
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Recommended Approach: Phase 3

Phase 3 PWS - Operations & Maintenance

● Scope:  Helpdesk, System Administration

● Perform System Maintenance 

● Configuration Management

● Backup Operations

● Asset Management

● Access Management

● Incident Management/Support

● Troubleshooting/Escalation

● Etc.
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Outcome/Benefits

Documented system 

and operations

System scalability 

and resilience
Vendor flexibility

Socio-economic 

set-aside opportunities

System portability 

(Multi-Cloud ready)

Agile implementation Cost control
Achievement of Cloud 

Smart objectives

Reduction of in-house 

labor requirements

14
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How Can We Assist 

You in Your Cloud 

Acquisition Journey?



Cloud Tools You Can Use

Access our GSA Cloud Acquisition 

Subject Matter Experts, or request a 

scope review through 

Cloudinfo@gsa.gov 

Find cloud related acquisition tools on 

our buy.gsa.gov site: gsa.gov/cloud

Request a Market Research as a Service 

(MRAS) through: gsa.gov/mras

Visit the governmentwide Cloud 

Information Center for best practices 

cic.gsa

For support on using the new ordering procedures for consumption based ordering see the Cloud Ordering 

Guide on gsa.gov/cloud or contact our Cloud Acquisition SMEs via email on Cloudinfo@gsa.gov
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http://www.gsa.gov/cloud
mailto:Cloudinfo@gsa.gov
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Questions?

For more 

information, visit:

gsa.gov/FAST

Birgit Smeltzer
Director, Software and Cloud 

Division

Information Technology Category, 

GSA

birgit.smeltzer@gsa.gov

Barry Hodge
Branch Chief, Software and 

Cloud Division

Information Technology 

Category, GSA

barry.hodge@gsa.gov

mailto:birgit.smeltzer@gsa.gov
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U.S. General Services Administration

FAST23 Virtual Conference: 

Building a Future-Ready 

Government

Find Your GSA Solution with GSA eLibrary
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Nate Jordan

Customer Service Director

nathan.jordan@gsa.gov

617-287-3163

mailto:nathan.jordan@gsa.gov
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eLibrary Overview

● GSA eLibrary is your 

source for the latest 

GSA and VA 

schedules and GWAC 

contract award 

information.

● Updated daily to 

provide you with the 

latest award 

information!

Includes:

● GSA Federal Supply Schedules

● VA Federal Supply Schedules

● Governmentwide Acquisition 

Contracts (GWACs)

● Technology Contracts

● Assisted Acquisition Services

● Federal Strategic Sourcing 

Initiative (FSSI) Solutions

● Strategically Sourced Blanket 

Purchase Agreements

● Indefinite Delivery/Indefinite 

Quantity (IDIQ) solutions
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https://www.gsaelibrary.gsa.gov/ElibMain/home.do

1

2

3

4

5

6
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Example - Environmental Services
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Example - Environmental Services
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Example - Environmental Services
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Example - Environmental Services
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Questions?

Nate Jordan

Customer Service Director

nathan.jordan@gsa.gov

617-287-3163

For more 

information, visit:

gsa.gov/FAST

mailto:nathan.jordan@gsa.gov
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U.S. General Services Administration

FAST23 Virtual Conference: 

Building a Future-Ready 

Government

Effective Market Research
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Tiffany Shabanian
Market Research As a Service (MRAS), Program Manager

tiffany.shabanian@gsa.gov 
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Why Research?

● To start the conversation and gain knowledge

● To see solutions and drive mission capabilities

● To understand, begin to act  and make informed decisions

● To remain relevant, gain efficiency, and innovate 

● To ensure regulatory compliance

● To listen to stakeholder feedback, understand market constraints and 

recognize opportunities

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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The Regulations - FAR PART 10

● The Scope

● The Policy

● The Procedures

● The Clauses

**www.acquisition.gov/far/part-10

www.Buy.GSA.gov/MRAS

http://www.acquisition.gov/far/part-10
http://www.buy.gsa.gov/MRAS
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The Scope

● By Regulation, there are 6 

instances where market 

research is mandatory.

● Best Practice Acquisition 

teams are always conducting 

market research, both formally 

and informally.

**www.acquisition.gov/far/part-10

www.Buy.GSA.gov/MRAS

http://www.acquisition.gov/far/part-10
http://www.buy.gsa.gov/MRAS
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The Policy

● To gather results we must only 

ask potential sources for the 

minimum amount of information.

● So how do we get the information 

we need and limit the burden of 

the market?

**www.acquisition.gov/far/part-10

www.Buy.GSA.gov/MRAS

http://www.acquisition.gov/far/part-10
http://www.buy.gsa.gov/MRAS
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The Procedures

Online Tools

● GSA Interact

● Acquisition Gateway

● GSA Advantage

● GSA Ebuy

● Calc

● Discovery

● eLibrary

Market Expertise

● Government Wide Category Managers

● Other Acquisition Professionals

● Internal Experts

**www.acquisition.gov/far/part-10
www.Buy.GSA.gov/MRAS

http://www.acquisition.gov/far/part-10
http://www.buy.gsa.gov/MRAS
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What is MRAS?

MRAS uses the latest research 

techniques to help agencies visualize the 

competition and socioeconomic 

responses that they can expect if they 

use GSA’s acquisition vehicles.

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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Available Service Options

Rapid Review GSA Advantage 

Product Market 

Research 

Request for 

Information/Market 

Research Report 

Industry 

Engagement

Identifies if your 

requirement fits the 

scope of existing 

GSA acquisition 

solutions in 24-48 

hours.

Search up to 20,000 

items on GSA 

Advantage at once

Streamlines the RFI 

process and 

consolidates the 

results into one 

report with visuals.

Targeted industry 

engagement 

regarding Agency 

specific 

requirements during 

MRAS Industry 

sessions.

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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MRAS Success Story

Customer: Department of Defense

Requirement: Data management, analytics, and intelligence 

expertise to create policies, governance, standards, metrics and 

based on Department of Defense (DoD), Intelligence 

Community (IC).

Results: 

Complete market report within two weeks, identifying 8 small 

businesses under Oasis Small Business. The MRAS market 

research report helped to define their acquisition strategy.

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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MRAS Program Successes

RFI All Research 

Efforts

0 500 1,000 1,500 2,000 2,500

2021 

2022 

2023 

Awards

Over $37 Billion or 50% of market research 

opportunities awarded to GSA Contract Holders. 

Top Customers

• Air Force

• Army

• Navy

Top Categories Researched

• Professional Services

• Information Technology

• Facilities

• Industrial Products and Services

• Security and Protection

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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Objectives of MRAS

● To make market research easier for all stakeholders.

● Creating Government-wide efficiencies in Acquisition 

Planning resulting in Taxpayer savings.

● To give industry a voice.

● To provide accurate data that summarizes the 

marketplace.

● Listening to stakeholder feedback to continuously improve 

our services.

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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Products: GSA Advantage! Multiple Part Number Search

● Search up to 20,000 parts at once 
● Search part numbers and receive all the 

GSA Advantage! data in one market 
report**

● Provides an enhanced search and the 
ability to build part number based 
market reports quickly

● Includes One-on-One CSD Review of 
Report.

● MRAS provides a commodity market 
report available on demand! 

**A list of part numbers/descriptions will need to be uploaded with your request Source: MRAS, Joey Bot - GSA Advantage Product Market Search

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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MRAS Rapid Review

● Market Research results in 24 

hours or less

● NAICS results based on 

keywords in description

● Review of Multiple Award 

Schedule and subcategories

● Up to 5 applicable GSA 

contracts ranked by 

compatibility, including Best In 

Class GSA contracts

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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Submit your Request

Buy.GSA.gov/MRAS

http://buy.gsa.gov/MRAS
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5 Steps to MRAS RFI

Understand the  Requirement

Organize the Research Questions

Develop RFI

Engage Industry

Deliver Market Report

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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MRAS Value Added Benefits

● Streamlines market research and Reduces acquisition time

● FAR Part 10 Compliant

● Aligns Agency needs with GSA contracts and solutions

● Continuous support from your local GSA Customer Service Director

● Identifies the business size appropriate for the requirement

● Promotes category management

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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Downloading a Copy of the RFI

We gather small 

business and vendor 

socio-economic data in 

the survey.

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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Technical Questions

All vendor feedback 

provided will be 

summarized in a report, 

to ensure 

PWS/SOW 

requirements are clear

Vendors can expand on 

technical questions in 

their Capabilities 

Statement

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS


46

Demonstrating Results

MRAS Market Research Reports 

provide:

● A comprehensive Market 

Research Report

● Socio-Economic Outlook

● Summary of Industry Feedback 

● Narratives to leverage Acquisition 

Planning

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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Competition Determination

Summarizes 

number of 

interested parties 

that are small or 

other than small 

businesses.

Summarizes 

number of 

interested 

parties by 

GSA contract 

vehicle.

The report provides 

a recommendation 

based on the 

number of 

respondents and 

the contracts 

researched.

Summarizes the socio-

economic designations 

of interested parties.

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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Interested Sources and Feedback Summary
The report provides a 

directory of interested parties 

and their POC information.

We provide a link to the 

vendors’ Capability Website 

and Capability Document.

We summarize feedback from 

Industry to ensure the 

requirement is clearly stated.

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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Technical Questions Report

The report summarizes the 

responses to the technical 

questions asked in the 

survey.

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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Source Data with RFI

We can also provide the source data 

collected with the RFI so that you can 

conduct further analysis if needed.

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS


51

The Results

Industry

• Visibility as potential source in front of 

customers.

• Access to GSA and Agency Points of Contacts.

• Responses to RFI lead to additional business; 

50% or more of the requirements we research 

go to a GSA contract holder

Agency Acquisition 

Professionals

• Provides agencies with visuals and data 

they can include in reports to Small 

Business.

• Provides agencies with narratives they 

can leverage for Acquisition Planning.

• Gives agencies an outlook on whether 

competition and socio-economic 

participation is likely.

www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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What Our Customers are Saying….

"MRAS helped me avoid doing it the 

way it's always been done before."

“...I used MRAS and in 10 days, had 40 people respond. 

GSA then went over the report and did a deep dive to 

identify specific socioeconomic factors. It was very 

helpful!"

"I am very satisfied with this process,...I am extremely happy with the results 

and plan to utilize the services again....I will share this positive experience with 

other supervisors in my organization and encourage them to utilize these 

services as well. Great Job!"

"...the customer utilized the MRAS RFI process to 

determine their overall acquisition strategy. The MRAS 

program has proven to be a value added program!
www.Buy.GSA.gov/MRAS

http://www.buy.gsa.gov/MRAS
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Customer Training on Effective Market Research

Learn why market research is conducted, when and how to conduct market 

research; the regulatory nature of FAR Part 10 and how it ties into acquisition 

planning (Part 7) small business set-asides, commercial items, contract type 

selection and more. Also learn how to get better results by making your data 

collection methods easier. The course will use real life scenarios, examples from 

GSA’s market research initiatives, tools, experts and more. This is a one (1) CLP 

credit course.

April 24th, 20231 pm - 2 pm ET

May 25th, 2023 1 pm - 2 pm ET

June 22nd, 2023 1 pm - 2 pm ET                                 

July 27th, 2023 1 pm - 2 pm ET

August 24th, 2023 1 pm - 2 pm ET                              

September 14th, 2023 1 pm - 2 pm ET

Visit: www.gsa.gov/events for more information

www.Buy.GSA.gov/MRAS

http://www.gsa.gov/events
http://www.buy.gsa.gov/MRAS
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Making Market Research Easy - Enhancing Industry Partnerships

Want to learn more about Requests for Information (RFIs) and how 

they can be a useful tool for your business? This webinar will bring 

innovative insights on how to respond to GSA’s RFIs by providing tips 

and tricks from the experts on how to fill out these important surveys. 

Participants in this session will walk away with a better understanding 

of why GSA collects industry responses and and how the data 

collected shapes future purchasing decisions. Register now for this 

monthly webinar to stay informed and hear directly from GSA 

experts!

April 25th, 2023 - 12 pm - 1 pm ET 

May 30th, 2023 - 12 pm - 1 pm ET

June 27th, 2023 - 12 pm - 1 pm ET 

July 25th, 2023 - 12 pm - 1 pm ET

August 29th, 2023 - 12 pm - 1 pm ET 

September 26th, 2023 - 12 pm - 1 pm ET

REGISTER NOW!

www.Buy.GSA.gov/MRAS

https://gsa.zoomgov.com/webinar/register/WN_l5qHmmgESnunpqB6L_NKIQ
http://www.buy.gsa.gov/MRAS
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Questions?

Resources

rfi@research.gsa.gov

www.gsa.gov/CSD

www.Buy.GSA.gov/MRAS

For more 

information, visit:

gsa.gov/FAST

mailto:rfi@research.gsa.gov
http://www.gsa.gov/CSD
http://www.buy.gsa.gov/MRAS
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Break
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U.S. General Services Administration

FAST23 Virtual Conference: 

Building a Future-Ready 

Government

Economic Price Adjustment Under MAS
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Daniel Stafford
Region 7 MAS Program Manager
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AGENDA

● Background 

○ What caused the temporary policy change?

● Overview of Policy Flexibilities from Acquisition Letter

● Changes in Supplement 1 to Acquisition Letter

● Modification Requirements
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Need for Flexibilities

● Record Inflation (signs that we are beyond peak, projections 

indicate further reductions in 2023)

● Energy Volatility

● Supply Chain Issues

● Difficult to contractually address rapidly changing market

● Vendors delete items instead of selling at a loss

● Customers move away from MAS to open market
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Policy Flexibilities

● Relaxes time limitations on EPA increases

● Relaxes limitations on the number of EPA increases a 

contractor may request

● Establishes lower level of approval for increases above the 

EPA clause ceiling

● Clarifies policy on adding a previously deleted item at a higher 

price (if F&R)
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AL MV-22-02 Policy Flexibilities Summary

Flexibility Summary 

1. Limits on Time May process first 12 months, within 30 days 

of last request, or last 60 days

2. Limits on Number of Requests May process >3 requests per year

3. Approval Lowered level(s) of approval

4. Adding Removed Items at 

Higher Price

May add a previously deleted item at a higher 

price if CO finds price to be F&R
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Supplements to AL MV-22-02

● Supplement 1 extended the policy to 3/31/23

● Supplement 2 extended the policy to 9/30/23

● Removed additional level of approval above CO for requests 

above the ceiling

How do you determine if the EPA is above the ceiling?
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EPA Requests Above the Ceiling

● Calculate the aggregate of 

increases over the last 12 months

● Vendor justification required for 

EPAs above ceiling. 

○ US Government economic 

data

■ Bureau of Labor Statistics 

(e.g.CPI, ECI)

■ Bureau of Economic 

Analysis (e.g prices and 

inflation data, employment 

data)

● Industry notices

● Third-party economic data and 

forecasts (e.g. Moody’s 

Analytics)

● Published news reports

● Other market research

● Published competitor pricing

● Third-party market research (e.g. 

Warwick XSB, Deltek GovWin)
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Mod Requirements

MV-22-02 states:

This temporary moratorium does not diminish a 

contracting officer’s responsibility for reviewing EPA 

requests and asking for additional information, if 

applicable, within the confines of what is normally 

necessary for processing EPA requests.



66

Mod Requirements (cont)

Specifically, EPA requests must be evaluated to ensure the request is justified.

● When the request is based on a 

previously agreed upon market 

indicator, the justification should be 

straightforward, as the contract price 

and market indicator have already 

been determined fair and 

reasonable.

● When the request is based upon a 

previously agreed upon catalog 

price, if the contractor provides the 

updated pricelist showing the price 

increase and effective date, certifies 

no changes to commercial sales 

practices and provides supporting 

documentation, the modification 

should be straightforward.
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Mod Requirements (cont)

Modification Pricing Proposal Templates

● MAS Mod Guidance

○ For products, when the contractor requesting the price 

increase is other than the Original Equipment Manufacturer 

(OEM), submit a notice from a manufacturer or supplier 

regarding price increases and a copy of the revised OEM 

price list.

https://www.gsa.gov/buy-through-us/purchasing-programs/gsa-multiple-award-schedule/mas-roadmap/schedule-contractors/contract-requirements-and-modification-guidance/modifications-and-mass-modification-guidance
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EPA Clauses - What’s Different Under the Moratorium?

Requirement I-FSS-969 552.216-70

Supporting documentation for price 

reasonableness

Unchanged Unchanged

Justification for above ceiling EPA Unchanged Unchanged

Justification for -969(c) change Unchanged N/A

Statement that Price Increase does 

not disturb Basis of Award (Non-TDR)

Unchanged Unchanged

Limits on Timing CHANGED CHANGED

Limits on Frequency CHANGED CHANGED
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EPA Modification Checklist

I-FSS-969 552.216-70

Cover Letter - if above ceiling -OR- (c) 

change,  provide specific justification 

and attach supporting documentation 

to the cover letter.

✅ Cover Letter - if above ceiling,  

provide specific justification and 

attach supporting documentation to 

the cover letter.

✅

Copy of the market indicator (if b(2)) ✅ Updated Commercial Price List ✅

Supporting Pricing Documentation  -

and if Non-TDR - verification that EPA 

does not negatively affect BOA 

discount relationship

✅ Supporting Pricing Documentation  -

and if Non-TDR - verification that 

EPA does not negatively affect BOA 

discount relationship

✅

PPT ✅ PPT ✅

Notice of Price Increase (if 

applicable)
✅
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Best Practices

● DO review the MAS Modification Guide and ensure all required documents are 
included in modification package

● DO provide clear justification to show changes in market conditions for above ceiling
and 969 (c) requests

○ Tell the story in plain language 
○ Tie your justification to the supporting documents provided
○ Explain how conditions impact the  entire industry/sector, not just your firm

● DO verify that price increase does not negatively affect the Basis of Award discount 
relationship
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Resources

● Modification Guidance

● Interact Notice

● General Questions: MASPMO@gsa.gov

● Contract Specific Questions: Contact your assigned CO

● Acquisition Letter MV-22-02

https://www.gsa.gov/buying-selling/purchasing-programs/gsa-multiple-award-schedule/selling-through-schedule/schedule-contractors/contract-requirements-and-modification-guidance/modifications-and-mass-modification-guidance
https://interact.gsa.gov/document/gsa-increases-price-flexibilities-multiple-award-schedule-mas-contracts-address-inflation
mailto:MASPMO@gsa.gov
https://www.gsaelibrary.gsa.gov/ElibMain/home.do
https://www.gsa.gov/cdnstatic/MV-22-02%20with%20sups%201-2_0.pdf
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Questions?

Daniel Stafford

R7 MAS Program Manager

daniel.stafford@gsa.gov

817-850-8278

For more 

information, visit:

gsa.gov/FAST
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U.S. General Services Administration

FAST23 Virtual Conference: 

Building a Future-Ready 

Government

Jumpstart Your Next Buy With GSA’s 

Acquisition Planning Resources
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Speakers

Mike D’Alessandro

Branch Chief Customer 

Service Director

CASE - Region 1

Pat Mckeever

Customer Liaison 

Director

CASE - Region 2
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Agenda

● Benefits of repurposing requirements

● Things to consider when repurposing

● How to repurpose requirements

● Where you can find requirements to repurpose
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Benefits from repurpose requirements

● Saves time - Don’t reinvent the wheel if you don’t need to

● You learn from others

● Provides consistency to readers (government and industry)

● Allows you to focus on what’s really important

● Improves accuracy - less likely to omit pertinent information
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Things to consider when repurposing

Find examples that:

● Are from the same agency

● Use the same part of the FAR (8.4, 12, 15, 16, etc)

● Have been successfully acquired
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How to repurpose requirements

Change
Add Keep Delete

Does this just need 

to be edited? (i.e 

this example says 

DOJ and I work at 

DHS)

Is something 

missing like my 

agency’s special 

acquisition 

regulations?

Are my evaluation 

factors different?

Is this awesome and I 

should keep it as is?

This isn’t 

relevant to my 

requirements
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Your New Assignment

As a Contracting Officer for 

the Air Force, you need to 

create a new requirement for 

engineering services. Now 

what?
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Live Demo

● Acquisition Planning Packages 

● Document Library 

● MRAS Report Archive 

● eBuy Open
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What’s your major takeaway?
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Major Takeaway

You can find multiple acquisition resources at GSA!
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Useful Links

● Acquisition Planning Packages on GSA.gov

● eBuy Open

● Document Library on Buy.GSA.Gov

● MRAS Archive Library (Request from local CSD)

Bonus Links:

● Market Research As a Service (MRAS) on GSA.gov

● Local GSA Point of Contact (Customer Service Director)

● Federal Plain Language Guidelines

https://www.gsa.gov/buy-through-us/new-to-gsa-acquisitions/how-to-buy-through-us/acquisition-planning-package-overview
https://hallways.cap.gsa.gov/app/#/
https://buy.gsa.gov/find-samples-templates-tips?sort_by=title&page=1&range=25
https://buy.gsa.gov/mras
https://www.gsa.gov/about-us/organization/federal-acquisition-service/customer-and-stakeholder-engagement/customer-service-directors?gsaredirect=csd
https://www.plainlanguage.gov/guidelines/
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Questions?

Mike D’Alessandro

Branch Chief Customer Service 

Director

CASE - Region 1

michael.dalessandro@gsa.gov

Pat McKeever

Customer Liaison Director

CASE - Region 2

patrick.mckeever@gsa.gov

For more 

information, visit:

gsa.gov/FAST
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U.S. General Services Administration

FAST23 Virtual Conference: 

Building a Future-Ready 

Government

Quality Evaluation Factors for Better 
Contract Performance



86

Speakers

Jennifer Auble

Assisted Acquisition Service

Senior PM/COR Level III

Jessica McClain

Assisted Acquisition Service
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Successful Procurement

Solid 

Requirements 

Document 
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Introduction

● Importance of Quality Evaluation Factors

● Tips to Write Quality Factors

● Common Evaluation Factors

● Rating Systems

● Review what we learned
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Importance of Quality Evaluation Factors

● Select the most qualified company available

○ Fosters competition 

○ Levels playing field

● Fairly evaluate companies  

○ Maintain public trust

○ Cost significant money to submit proposals

● Common Protest Reason

○ Leads to delays in award which can affect your schedule and procurement.
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Importance of Quality Evaluation Factors

Evaluate only your Evaluation Criteria 
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Key to Writing Quality Evaluation Factors

Writing Technical evaluation factors can be summed up in 5 words:

● Complete 

● Concise 

● Consistent

● Supportable 

● Tailored
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Most Common Evaluation Factors

● Key Personnel

● Corporate Experience

● Management Approach

● Technical Approach
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Key Personnel: Senior Program Manager

SENIOR PROGRAM MANAGER

Plans, initiates, and manages information technology (IT) projects. Leads the work of 
technical staff. Plans project stages and assesses business implications for each stage. 
Monitors progress to assure deadlines, standards, and cost targets are met.

Required Experience:

●Experience managing similar Federal IT projects (scope/size) 
●Active/Current Project Management Certification
●Network scanning, and Incident Response Planning Experience

Desired Experience:

●Experience with FedRAMP compliance and certification

●Experience assessing and auditing cloud service offerings
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Key Personnel: Senior Consultant

SENIOR CONSULTANT

It is required the Senior Consultant has the following qualifications:

a. Demonstrate two (2) years or more of experience performing and participating in 

Enterprise Risk Management (ERM). 

b. Undergraduate Degree

It is desired the Senior Manager/Director has the following qualifications:

a. A graduate business degree.

b. Governance, Risk and Compliance industry designations such as CGFFM, CPA
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Corporate Experience

● Provide three contracts/task orders performed within the last five years.

● Similar in size and scope to the requirements

● Collectively similar in scope is defined as the contracts/task orders

● Collectively similar in size is defined as an average of > $3 million 

annually

● An exact match of scope is not required to demonstrate similarity.

● Master contract vehicles do not satisfy the Corporate Experience 

requirement
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Management Approach Example

The Government will evaluate whether the proposed management approach 

demonstrates a complete understanding of the requirement and the capacity to 

successfully manage multiple work streams that delivers requirements iteratively 

and incrementally throughout the life cycle of the TO.
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Technical Approach

● Describe the technical approach to meeting the requirements

● Describe methodology for accomplishing the performance

● Discuss the following:

1. The proposed methods and techniques for completing each task

2. How each task will be evaluated for full performance

3. Anticipated problem areas and recommended resolutions
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Frequently Used Rating Systems:

1. Pass/Fail  (Go/No Go)

2. Relevant/Non-Relevant

3. Adjectival

4. Combination of above
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Pass/Fail

Pros:

● Appropriate when there is a showstopper 

● Review large number of proposals faster

● Must pass all the technical requirements to be considered compliant

Cons:

● Can limit competition.  Can reduces competition significantly if not used 

correctly 
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Pass/Fail Examples

Key Personnel (SENIOR PROGRAM MANAGER):  (Pass/Fail)

● Active/Current Project Management Professional Certification
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Relevance Rating

Use:  no definitive showstopper, but want to ensure minimum criteria are met

Corporate Experience:

RELEVANT

Each of the provided Corporate Experience efforts are similar in size and scope to the 

solicitation requirements.

NOT RELEVANT

At least one of the provided Corporate Experience efforts is not similar in size or scope to 

the solicitation requirements or there was a failure to meet a solicitation requirement called 

for in the Corporate Experience Section in L.
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Adjectival Rating



103

Tips On Writing Evaluation Factors

● Differentiate proposals using evaluation factors 

● Least number of factors for quality proposal

● Identify critical factors to program success
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Review Factors

● Are your evaluation factors clear?

● Do the factors reflect the requirements?

● Will you be able to differentiate proposals?

● Will you get a quality contractor?

● Will your factors allow too much competition?

● Will your factors limit competition too severely?
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Obstacles To Creating Quality Evaluation Factors

● Bias 

● Too many Key Personnel 

● Duplication between factors

● Evaluate entire requirement instead of what  factors say
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Outcomes

● Overall Solution is clear 

● Successful Performance can be obtained   

● Competition is adequate 

● Low/No protests due to quality evaluation factors  
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Questions?

Jennifer Auble
Jennifer.auble@gsa.gov

Jessica McClain

Jessica.Mcclain@gsa.gov

Interested in using AAS for your procurement?

Fill out this form

For more 

information, visit:

gsa.gov/FAST

https://feedback.gsa.gov/jfe/form/SV_cA7mSFOoB2jgJwy
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Thank You
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