
[image: image1.png]+£: fedmarket.com





Multiple Award Contracts: A Necessity in Today’s Market 
by Richard White, President 

Fedmarket
(888) 661 - 4094
www.fedmarket.com
Introduction
Multiple Award Contracts (MAC’s) have the following characteristics:

· Awards are made to a number of vendors and the winning vendors compete among themselves for business.

· Task Orders or Requests for Quotes (RFQ’s) are issued to one or more of the vendors to meet specific agency requirements. The minimum number of bids requested is usually three.

· Approved vendor price lists are negotiated as part of the proposal evaluation and contract award process. The price lists become part of the contract and are used to price Task Orders or RFQ’s.

The percentage of federal purchases made through multiple award contracts will increase dramatically in the future. Federal procurement organizations are experiencing ever-increasing workloads while losing staff. Multiple award contracts have always been popular with end users because end users can buy what they need quickly.  Contracting officers also favor MAC’s because they can buy what the end users want with minimal hassle. 

Types of MAC’s:

· Agency contracts for widely used and high-volume products used by several specific agencies, e.g., commodities purchased by the Defense Logistics Agency for DOD agencies.

· Agency contracts for products and services that are used heavily by the agency. Sometimes, one or more other agencies are granted permission to use this type of MAC.

· GSA Schedules, a unique contract vehicle program administered by the General Services Administration (GSA).

· Government Wide Acquisition Contracts (GWAC’s), a special program for government-wide purchase of information products and services.

The federal government has more than 2,500 active MAC’s.

GSA Schedules - The Choice for Small and Medium-sized Businesses

A vendor must do one of the following to win contracts in excess of $ 25,000:

· Respond to a public bid;

· Win an award of a sole source contract;

· Subcontract with a prime contractor; or

· Close the government’s purchase using a MAC. 

Public bids are expensive and highly competitive.  Consequently, agencies avoid public procurements unless they are absolutely necessary. Sole source contracts are awarded only in limited or special circumstances. Subcontracting with a prime contractor is attractive and a viable option but the subcontractor is under the thumb of the prime contractor. Most subcontractors quickly learn that they would prefer to be the prime and work directly with the federal agency. 

MAC’s are the preferred way to do business - from the perspectives of both the vendors and the buyers. Almost all MAC’s, with exception of GSA Schedules, are won by large businesses. GSA Schedule programs are open to small and medium-sized businesses and a proposal can be submitted to GSA at any time.  In other words, the RFP’s for GSA Schedules are open-ended.  On the other hand, MAC proposals can only be submitted during a specified timeframe.  If a prospective vendor misses the designated window of opportunity, it is out of luck.  

GSA Schedule contracts are the only effective way for a small or medium-sized business to compete for federal prime contracts. Vendors holding GSA Schedule contracts like them for the same reasons as federal buyers. Specifically, GSA schedules:

· Reduce competition within the rules;

· Allow vendors to avoid a public bid and save vast sums of money that would have been spent writing a proposal;

· Allow vendors to close a deal within weeks instead of a countless number of months; and

· Allow for the closing of deals with any federal buyer who can be convinced to use a Schedule contract.

Reasons Federal Buyers Like Schedule Contracts:
Federal buyers prefer to use GSA Schedule contracts because they can:

· Purchase a product from a single source by merely scanning prices at the GSA Advantage web site.

· Use best value considerations in selecting a vendor (using subjective factors like value or service considerations). 

You heard it here.  Federal buyers can justify purchases based on “best value” considerations, not necessarily lowest price justifications. You can sell your value proposition and overcome the schlock competitor from down the street. GSA Schedules are a federal sales person's dream come true. The biggest problems from a sales perspective are getting in the door and convincing the contracting office to use a Schedule contract to make the buy.

MAC’s and Information Technology Procurement

MAC’s currently dominate the federal information technology market and they will become even more dominant in the years to come. Twenty MAC’s, totaling approximately $300 billion, are planned for Fiscal Year 2006.  

Government-wide Acquisition Contracts (GWAC’s) are defined in the Federal Acquisition Regulations (FAR) as “task order or delivery order contracts for information technology (IT) established by one agency for government-wide use.” Each GWAC is operated by an executive agency designated by the Office of Management and Budget (OMB).

GSA Schedule IT 70, the information technology schedule, is the contracting vehicle of choice for small to medium-sized IT companies. The reasons therefore are as follows:

· Revenue potential – more than $20 billion in IT products and services were sold last year through the IT 70 Schedule;

· 
There are no restrictions on the number of vendors that can be on the Schedule. At present, there are approximately 6,000 approved vendors;

· A proposal can be submitted at any time; 

· IT 70 Schedule contracts may be used by all federal agencies and state and local governments; 

· It is the most popular purchasing vehicle of contracting officers

· Holding an IT 70 Schedule contract assists prime contractors that want to use you as a subcontractor
Ways GWAC’s Differ from GSA Schedule Contracts
· You can’t be awarded a GWAC contract after the closing date.

· They are primarily won by large businesses.

· Agencies must obtain a Delegation of Authority from the agency to use them.

· Their use is more limited than GSA schedules.

· They become a valuable vehicle if an agency prefers to use their own or other agency’s GWAC.

Note - It is critical that you ask your customer which vehicle they prefer.

Although of limited value if you are not a GWAC winner, the use of the awarded GWAC of another company can be used as a closing vehicle for deals you have sold to agency end users. It goes without saying that GWAC holders will always be happy to subcontract with you if you have sold something to an agency and brought them a business opportunity they would not otherwise have had.  

Common Traits of GWAC’s and GSA Schedules

· They do not necessarily require end user relationships (direct sales) to be awarded; 

· They do require direct end user sales at the agency level for revenue; and

· They are both sales and closing vehicles because they are quick and efficient for both end users and buyers. 

The Alliant Small Business (SB) GWAC is an important new vehicle because of the politics of small business set asides and the fact that agencies are not meeting their small business goals.

Comparison of IT70 GSA Schedule to Alliant GWAC’s

	Factor
	IT70 GSA  Schedule
	Alliant (large business)
	Alliant Small Business* 

	Number of Vendors
	5,600
	20
	40

	Season
	Open
	One time 60 day bid period in the Fall of 2005
	One time 60 day bid period in the Fall of 2005

	Chance of Losing
	Almost none
	Big integrators only
	High

	Competition for Task Orders
	3 bids
	3 bids
	3 bids

	Projected Revenue
	$ 20 billion + annually
	$ 5 billion annually, $ 50 billion total
	$ 1.5 billion annually, $ 15 billion total

	Visibility/Use
	Well known, wide spread use
	Will probably take the place of most of GSA’s big GWACs as they expire  
	Will be get hot in first 1-2 years, especially for agencies trying to meet their small business goals

GSA will be marketing to CIOs heavily

	Term
	5/3 five year options for a total of 20
	5/5 one year options for a total of 10
	5/5 one year options for a total of 10


* Small business criteria: 21 M average annual revenue over last three fiscal years

Ideally, a small to medium sized IT services company would have:

· A MOBIS GSA Schedule

· An IT70 GSA Schedule

· An Alliant SB GWAC

But, an Alliant SB GWAC is hard to win (40 awards out of estimated 400 - 500 bidders).

In conclusion, small to medium sized business must have a GSA schedule to be a successful federal prime contractor. If you are an IT company, consider adding Alliant SB as another vehicle for closing sales but only if your business has the qualifications to be among the 40 winners.

Become a GSA Schedule Holder

Federal buyers prefer purchasing from GSA Schedule holders for the following reasons - the minimal paperwork associated with a GSA Schedule purchase, the speed with which the purchases may be accomplished, and the avoidance of the public bid process. In short, many federal buyers prefer to work exclusively with companies that are on a GSA Schedule.
Completing the paperwork to become a GSA approved vendor is a daunting task. Many companies give up after seeing the length of the solicitation document.  Others toil over the paperwork for months only to have their proposal rejected because the company submitting the offer failed to adhere to GSA's procedures and rules.

Fedmarket.com has helped hundreds of companies complete their GSA proposal offering and become GSA approved vendors. We have a GSA solution to fit your budget. Call a GSA Sales Consultant, at (888) 661-4094 x 2 to discuss the solutions Fedmarket.com has to offer you.
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