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GSA  Schedules Program

GSA provides commercial products and services to Federal, State and 

Local Governments through a discount program called the GSA MAS 

Program.

This program achieves more than $40 billion dollars in sales every year.

Businesses who participate in this program have the potential to benefit, 

however, success is not guaranteed

The contracts awarded under this program are 5 years with three 5 year 

options.
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GSA Schedule Benefits

for the 

Federal Buyer

• Agency orders count toward 
meeting small business goals

• Promotes compliance with 
environmental and 
socioeconomic laws and 
regulations

• Government-wide 
commercial credit card 
acceptance from 
Sellers/Vendors

• Over 11 million services and 
products from thousands of 
pre-qualified Schedule 
contractors

• Shorter lead times, lower 
administrative costs, and 
reduced inventories

• „Best Value‟ solutions

• Volume discount pricing and 
the ability to seek one-time 
spot price reductions
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GSA Schedule Benefits

for the

Federal Contractor

• Simplified access to thousands 
of Federal buyers through a 
single contract

• Contract stability (e.g. 5-year 
contract period and three 5-
year options to extend the 
contract

• Ability to win orders based on 
best value solutions to Federal 
Buyer requirements including 
one-time spot price reductions

• Shorter lead times, lower 
administrative costs, and 
reduced inventories

• Federal Buyer online credit 
card ordering and payments 
through GSA Advantage!

• Schedules e-Library online 
identification as a Schedule 
contractor for specific 
Schedule SINs
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GSA Schedule

Pros  and  Cons

• Sales Criteria of $25,000 
earning under the 
program

• IFF (.75%)

• Auditing and Set-Up 
Requirements

• Varied Demand

• Paperwork

• Award process time

• Success Not Guaranteed

• Contract can be cancelled 
for lack of sales before 
contract end date

• Modifications are not 
automatic

• Self-Managed GSA 
Advantage

• Preferred Source of Supply 

• Great Earning Potential

• World Wide Program

• High Visibility/Credibility

• Potential Financial Success

• The minimum that the 
Government agrees to order 
during the contract period is 
$2,500.  If the Contractor 
receives total orders for less 
than $2,500 during the term of 
the contract, the Government 
will pay the difference between 
the amount ordered and 
$2,500.

• All Reports Current

• Good Standing

• Not terminated for default

• 5-20 Year Contract
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4-Step Checklist to a GSA Schedule

1. Complete Registrations and start Past Performance Review

2. Obtain and Complete the Solicitation/Application

3. Submit Completed Offer and Negotiate Contract

4. Information loaded to GSA Advantage and Market your new 

GSA Contract
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GSA Schedule Basics

• Registrations/Certification

– Central Contractor Registration

www.ccr.gov

– Small Business Administration

www.sba.gov 

– North American Industrial Classification

www.census.gov/naics 

– Online Representations and Certifications

https://orca.bpn.gov/

• Experience

– Past Performance Review  ($185.00)

conducted by Open Ratings www.openratings.com 

• GSA Award Time

– 120 Days+

• Minimum Qualifying Sales

– $25,000 in sales per year ($25K for 1st 24 mo of base contract)



Central Contract Registration

www.ccr.gov
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• DUNS number - 9 digit identifier provided by 
Dun & Bradstreet (D&B) 

• Tax Identification Number (TIN)

• Taxpayer Name

• Statistical Information

• Electronic Funds Transfer (EFT) Information

• New registrations process is 1-2 business days



Small Business Administration

www.sba.gov
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• 8(a) SDB Development Certification Program 
Application

• HUBZone Program Application

• Woman-Owned Business - Self Certify

• Veteran Owned Business - Self Certify

• Service Disabled Veteran Owned Business - Self 
Certify



North American Industrial Classification 

www.census.gov/naics
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• Facilitates the collection, tabulation, presentation, 
and analysis of data relating to establishments.

• Promote uniformity and comparability in the 
presentation and analysis of statistical data 
describing the North American economy.

• Used by Federal, State and local agencies, trade 
associations, private businesses, and other 
organizations.

• Updated every 5 years by Economic Classification 
Policy Committee (ECPC).

• Final by The Office of Management and Budget 
(OMB).

• Next Revision Year 2012.



Online Representations and Certifications

https://orca.bpn.gov

• Replace paper based Representations‟ and 

Certifications‟ processes 

• DUNS Number Required

• MPIN Required

– Marketing Partner Identification Number - Created 

during CCR Process (personal code allows access to 

government applications)
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Past Performance

www.openratings.com
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• Required as part of your offer submission

• Order the report at www.ppereports.com

• Specify between 6-20 „Notified‟ References

• On-line survey e-mailed to references 

• 35 day process

• Valid for 6 months

• $185.00 plus tax for two orders ($25.00 each 
additional)
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Federal Contracting/Procurement 
Assistance
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www.gsa.gov/r5smallbusiness
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www.gsa.gov/smallbizguide
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https://cae.gsa.gov/
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Additional 
Contracting/Procurement 

Assistance



GSA Mentor Protégé Program

www.gsa.gov/mentorprotege
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• Encourage and Motivate

• Enhance Capabilities

• Increase  Subcontracting Opportunities

• Establish Long Term Relationships

Tony Eiland

Program Analyst

Office of Small Business Utilization

202-208-0257
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Department of Defense
Procurement Technical

Assistance Centers
(PTAC)

Small Business Administration
Small Business Development Centers

(SBDC)

www.sellingtothegovernment.net www.sba.gov/sbdc/



20

GSA
Marketing Techniques
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https://apps.fss.gsa.gov/cmls/index.cfm
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http://www.gsa.gov/marketips
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http://ssq.gsa.gov
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Marketing Approaches

Market to prospective government customers 
using the same methods you use to reach 
commercial customers, including: 

 Pursue/Advertise Your GSA Schedule 
Application/Award

 Research Agency Websites prior to sales calls

 Run Schedule Sales Query Reports

 Review “MarkeTips” Publications

 Network



Doing Business with the Federal 

Government

„MIND-SET‟
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„MIND-SET‟

 What is Popular „Now‟ in the Private Sector „will be‟ 

Popular in the Public Sector.

 Public Sector is typically 2-3 years behind the Private 

Sector in Acquisition/Procurement.

 MarkeTips

 Schedule Sales Query

 Forecast of Opportunities

 FedBizOpps

 Intuition and Business Acumen
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Doing Business
with the 

General  Services Administration
Anthony D. Outley

Office of Small Business Utilization 

anthony.outley@gsa.gov or 614-374-0133

mailto:anthony.outley@gsa.gov

