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Question: Please define contractor vs vendor.  With ORCA, CCR, Open ratings completed, and CAGE# assigned, is there any way to post products for Open Market Purchase in GSA Advantage! ? 

Answer:  Contractor and vendor are the same thing.  GSA Advantage! is only for products and services covered by your GSA contract. 

Question: Is there a link to a Response to an RFQ/RFB template for those who have no experience to follow when submitting a response or quote?  How should the price list look/be formatted? 

Answer:  Unfortunately, no.  If there is no format provided in the solicitation.  Do your best to follow the instructions.   There is, however, a price list clause that outlines the required format.  Refer to the solicitation/contract.
Question: Is there a minimum number of employees a company must have to be an approved GSA Schedule holder? 

Answer:  Technically there is not a minimum number of employees a company is required to have, but you need to be able to demonstrate that you will have the resources to perform. 

Question: With the rising cost of steel, are we able to add a steel surcharge to our current prices without submitting a contract modification? 

Answer:  No.  All price adjustments require a contract modification approved by your GSA Contracting Officer.  Please refer to the specific "Price Adjustment" clause in your contract. 

Question: If an eligible entity (per GSA Order ADM 4800.2E ) does not know that we have a MAS contract & orders at market pricing, are we obligated to give contract pricing? 

Answer:  That depends - the safest way to approach this is to ask the customer how they are doing the procurement, e.g. using the Schedule ordering procedures or another method. 

Question: Our offer is currently being evaluated by GSA but has not yet been awarded.  Can we quote an RFQ as “contract pending"? 

Answer:  No.  The only way you could quote is if the ordering agency issues an open market Request for Proposals on FedBizOpps.  

Question: We were awarded our contract on Jan 23, 2006.  In our orientation session, we were told not to worry if we had no sales at our 1st audit.  Before our 1st audit, our contract was cancelled. 

Answer:  We're not sure who told you not to worry about sales until your first IOA visit; however, in accordance with the Minimum Sales Criteria clause, the Government has the right to cancel your contract for low or no sales. 

Question: Once our schedule is awarded, what is the task order process?  Customer X wants to utilize our services, how does this happen? 

Answer:  Customers will follow the ordering procedures in FAR 8.4 and agency supplements to the FAR.  In general this means customers will issue a RFQ and receive quotes from at least 3 Schedule contractors. 

Question: We have prepared our GSA MOBIS proposal based on Refresh 12.  FEDBIZOPS published MOBIS Refresh 13 recently, with one date stating May 13 but another stating April 18.  Can we still use our Refresh 12? 

Answer:  Usually, the solicitation will state how long proposals submitted under the old solicitation will be accepted.  If it's not stated, your best bet is to call the point of contact listed in the solicitation. 

Question: The RFQ states no Open Market, but is that the same classification as contract pending?  Should we win the award, are we legal as long as we don't ship anything until actually approved for the contract?
Answer:  There is no such thing as "contract pending". Products and services are either on a contract or they are not.  When they are not covered by a contract they are considered open market. 

Question: My question concerns both price increases and decreases. Do price increases go through the modification process with our CO? And is there any process for price decreases? 

Answer:  Yes - generally, price decreases also require a contract modification, although the process is much easier. 

Question: Who is available at GSA to support marketing the schedule? 

Answer:  There are several offices with GSA who market GSA's contract vehicles.  Within each acquisition center there is a business development unit.  Additionally there is the is the FAS CAR group…The CAR group, Customer Accounts and Research, provides high level marketing support to all programs within FAS. 

Question: How are billing rates established? 

Answer:  Billing rates are what you're charging in the course of your normal business.  What you propose to GSA is also based on your commercial practices. 

Question: What is the easiest way to offer a BPA? When is it appropriate? 

Answer:  Blanket Purchase Agreements are usually initiated by the Federal customer.  If you have a customer who seems to be placing frequent orders, you could offer to create a BPA. 

Question: This question has to do with an eBuy RFQ.  When we receive a notice of an RFQ for an item, is there a way we can see what the specs are for that item? 

Answer:  All information related to the RFQ should be contained within the RFQ. 

Question: Schedule 51 has products that overlap with JWOD. If I have similar products, such as glass cleaner, but it has different characteristics, can I offer my product without being in conflict? 

Answer:  You will need to contact your GSA Contracting Officer for specific products that may be placed on the GSA Schedule contract. 

Question: Is there a certification process for a Veteran Owned Company, not a Disabled Veteran owned company? 

Answer:  The formal certification process goes through the Small Business Administration.  For the purposes of the GSA Schedules, we ask you to certify your business type and socioeconomic status.

Question: How do you pull up the RFQ for your GSA schedule? 

Answer:  Are you referring to GSA e-Buy or FedBizOpps?  For e-Buy, will need to log in to e-Buy and then search under your awarded Schedule and SINs for opportunities. 

Question: What is the terminology to include in a quote when payment is due at time of order? 

Answer:  There is no standard language per se.  
Question: How do we have our company profile updated to reflect Women-owned status? 

Answer:  You will need to update your records within Central Contractor Registration as well as requesting an administrative modification on each of your contracts. 

Question: Task order process for PES - Customer X wants to utilize our services under GSA. How does this happen? 

Answer:  Using the ordering procedures outlined in FAR 8.4, the customer agency places an order directly with your company. 

Question: I have an existing contract for steel products/supplies. Is there any way to add a steel surcharge to the existing pricing due to volatility in the marketplace? 

Answer:  See answer above. 

Question: Refresh 13 of the MOBIS solicitation was posted with two dates--April 18 and May 13.  We plan to submit a MOBIS proposal based on Refresh 12, but not until May 30.   Is that acceptable? 

Answer:  Please see answer above - it's outlined in the solicitation.  If it's not, your best bet is to contact the point of contact listed in the solicitation to see how long you can submit an offer under the old version. 

Question: If I were a one person consultant and can demonstrate past abilities and costs, would that be sufficient for GSA Schedule holder approval? 

Answer:  You will need to talk with the Contracting Officer assigned to your offer.  There is no restriction in the Federal Acquisition Regulations (FAR). 

Question: What's the best way to find specific buyers of our service within each Agency once we have been awarded a contract? 

Answer:  One way is to check eBuy periodically for opportunities that are posted under your awarded SINs.  Even if you don't submit a quote, you get a point of contact for someone within the ordering office. 

Question: How can I get the clearest definition of Country of Origin determinations for kits and items made of components that are made in different countries? 

Answer:  Review FAR Part 25.4, Trade Agreements Acts. 

Question: How elaborate does the Marketing Plan need to be for MAS Schedules? 

Answer:  There are no guidelines for how long the plan needs to be, unless the solicitation specifically outlines what needs to be included. The marketing plan is really just for your benefit. 

Question: Are you able to provide contact & email information for government buyers that use GSA? 

Answer:  Unfortunately due to security concerns stemming from September 11, 2001, GSA no longer can provide customer mailing lists. 

Question: Regarding an earlier question, can you define the basic types of "schedule ordering procedures" that you mentioned? 

Answer:  There aren't types of Schedules ordering procedures...that is one type.  Others include open market procurements using sealed bidding or simplified acquisition. 

Question: In other words, if we recognize an eligible entity (per GSA Order ADM 4800.2E), we are obligated to inform them that we have a Schedule contract, if they don't appear to know that, correct? 

Answer:  Correct.  You need to identify that you have a GSA Schedule contract. 

Question: I'm in process of submitting a GSA proposal via eOffer. However, the response links in eOffer are not as detailed as the requirements listed in the actual proposal; e.g., no mention of exec summary.... 

Answer:  Those pieces of the offer should still be required in eOffer and usually come in the form of required attachments (once you get to the doc upload screen.) 

Question: What I need to know is if the ODCs are not included in my schedule 541 offer, does that mean GSA cannot buy them? Or can we make a statement that all ODCs are estimated once the parameters of the job are established?
Answer:  If ODCs (other direct costs) are not covered by your contract, you must clearly identify those as "Open Market".  You should look to see if you can form a Contractor Teaming Arrangement with another Schedule contractor if the products or services are covered by the GSA Schedule program.  See gsa.gov/CTA for more information on Contractor Teaming Arrangements. 

Question: I am having difficulty loading my schedule into SIP. Is there a training session I need to be in for assistance with that?  And if so, is it true that I have six months in which to get it on the GSA Adv.? 

Answer:  The SIP online training is available to you, and also remember that the Vendor Support Center helpdesk can answer SIP questions.  vsc.gsa.gov Yes, contractually, you have 6 months to upload your info. 

Question: We have a GSA, if a bid comes out on FedBizOpps, is there any way to get it converted to a GSA? 

Answer:  You should talk to the office posting the requirement.  They may decide to cancel their solicitation and issue a RFQ against the GSA Schedule program. 

Question: What is the easiest way to sign up for GSA Advantage? 

Answer:  First, you must have a contract.  Then, refer to the "Getting on Advantage" tab on the Vendor Support Center website.  vsc.gsa.gov 

Yes - you get a contract award and are subsequently placed on the "Schedule" 

Question: Is a schedule award the same as a contract award?  If not, how does one go about getting "on schedule"? 

Question: What are the minimum sales for a GSA contract so our contract will not be canceled?
Answer:  In accordance with the clause, $25,000 over the first two years and $25,000 per year thereafter.

Question: If we partner with an 8(a) that does not have a schedule contract, can we add their services to our schedule? 

Answer:  You would need to add the products or services to your contract prior to offering them as a Schedule solution.  Note that you are responsible for ALL products and services on your contract 

Question: Is there a list of Federal Offices in a particular area for marketing, such as in Washington State?  And where do we find that list?

Answer:  Contact the Washington Customer Services Director - go to www.gsa.gov and search "CSD".  He/she should be able to provide you with a list.  Or, try the local small business office. 

Question: How do you add labor categories to your existing GSA schedule? 

Answer:  Follow the Modification clause in your contract. 

Question: Is there any training available at GSA to support managing a schedule? 

Answer:  Yes - the New Contractor Orientation webcast and a ton of information that can be found on the Vendor Support Center website. 

Question: We used to have a GSA MAS with FOB Destination pricing.  I am preparing a new MAS Solicitation, and would like to submit FOB Origin pricing due to fluctuating fuel surcharges. What does GSA prefer? 

Answer:  Traditionally, ordering offices have preferred to have FOB Destination.
Question: We have a schedule for interior design services. How it is to an agency's advantage to order these services from us off the schedule instead of using the GSA?
Answer:  It sounds like you may be confusing "Schedule" and "GSA".  Do you have a GSA Schedule contract?  If so, then the customer would be using the Schedule to place an order against your contract.

Question: We have a product called Toiletta, which is made from 100 percent recycled material.  It was approved by the Veterans Administration for sale at the Vet Hospitals.  How can we get matched up with someone? 

Answer:  The Department of Veterans Affairs website has a listing of all of their regional procurement offices. Go to www.va.gov  and look under the "Business Opportunities" tab. 

Question: We have a GSA schedule.  Are there people at GSA assigned to help us with our questions? 

Answer:  Yes, your Procurement Contracting Officer, Administrative Contracting Officer, and Industrial Operations Analyst are all available to answer your questions. 

Question: We just got our award two weeks ago, now we have to market it. Where can we find information on who has ordered our product/service in the past, and who may be ordering in the future? 

Answer:  There are several places.  First go to the Federal Procurement Data Service (www.fpds.gov) and research history there.  Once you have your products on GSA Advantage, you can use eBuy for marketing info. 

Question: On FedBizOpps, it is my understanding that you do not have to be on GSA contract to bid or quote.  Is this true?  Can our independent dealers bid or quote on FedBizOpps without being an authorized negotiator? 

Answer:  FedBizOpps is government-wide and is not limited for use by GSA; therefore, unless the RFQ specifically states that you need a GSA Schedule contract to submit a quote, you are free to submit quotes. 

Question: Is FedBizOpps a mixture of bid opportunities including GSA and open market? 

Answer:  FedBizOpps generally will be non-GSA Schedule opportunities, but you will need to read each posting to see what the customer agency is requiring. 

Question: Where is the contact information for the CAR people available? 

Answer:  Search on gsa.gov using “Customer Accounts”. 

Question: MOBIS will accept Refresh 12 offers until 22 May 2008. 

Answer:  FYI for the question above.  

Question:  Where is our first stop to get a schedule for a "Green" wheelchair access, water conservation toilet tool?  I am referring to a partner or other contractor that has janitorial or other cleaning products for home and industrial or military use. 

Answer:  To research GSA Schedule opportunities, go on gsaadvantage.gov  and do word searches to see similar products. 

Question:  If my contract is 1% 10 net 30, but I am given a credit card to run at order instead of bill, do I give 1%? 

Answer:  No.  Prompt payment terms do not apply to credit card purchases. 

Question:  Mine are newbie questions.  We have several Agencies that want to hire us. Once GSA listed, will there be a lot of T's & C's to negotiate on each contract? 

Answer:  Generally once a customer places orders against an established contract, they will not add many more terms and conditions.  That's one of the big benefits of a Schedule contract. 

Question:  What is the best way to submit products on 2 different Schedules: ie: 51 Tools & 84 Law Enforcement? 

Answer:  You will need to submit offers for both Schedules separately. 

Question:  Is there a limit to the number of items that can be modified through eMod? 

Answer:  Not to my knowledge. 

Question:  Is there an expiration date on the validity of past performance evaluations? 

Answer:  You will need to check your solicitation for a definition of "recent" past performance. 

Question:  ...applied for GSA Schedule 70 twice and both offers were denied.  The KO is not providing specifics for denial of contract other than we need to be ready if, for example, the US Air Force wants more people. 

Answer:  It appears that you have not demonstrated how you would hire additional people.  You should develop a detailed staff plan to cover how you would handle jobs. 

Question:  My company has a GSA schedule contract and is looking to obtain another one - VA schedule 621-1.  How do we go about doing that? 

Answer:  Check out schedules eLibrary and download the VA schedule of your choice.  gsaelibrary.gsa.gov  

Question:  Is there a way to add a 3% credit card processing fee to our pre-approved pricing. 

Answer:  No.  Your GSA Schedule price needs to apply to all payment types. 

Question:  What are the differences in between STLOC and RC? What about Cooperative Purchasing? Can I have them all in one contract? 

Answer:  STLOC is the state and local program for schedule 70.   RC is disaster recovery purchasing, used by state and local governments in the event of a national disaster.  A single contract can contain both.  Cooperative purchasing is the name of the state and local purchasing initiative as a whole.
Question:  Is there any way for a small business to bypass mandated sources i.e. veteran owned, jwod,office to be able to at least bid? 

Answer:  The simple answer is no. The mandatory sources are set by law and regulation. 

Question:  Many agencies already know us.  In my Solicitation I am submitting, can I just add minimal marketing info about our company? 

Answer:  You will have to comply with what the solicitation asks for.   Therefore, even if you have business ready, you will still have to address the solicitation's marketing requirement. 

Question:  Where can I find a list of ALL required documents needed to create a new contract? 
Answer:  Each solicitation package includes all of the required documents and attachments.  You may need to review multiple files and read every word to determine exactly what needs to be included in your offer package. 

Question:  How often are solicitations available? 

Answer:  GSA schedule solicitations are always open. 

Question:  Has anyone heard of the acronym "CRAFTS" 

Answer:  Sorry, we have not heard of that acronym.

Question:  I sent in for a price increase in Feb and my CO keeps putting me off for approval stating she is going to be out of the office. She has done that twice. What can I do? 

Answer:  It’s probably time for you to start working up through the chain of command.  Your next call should be to the CO’s supervisor.

Question:  Is it possible to get a list of GSA accounts that pertain to each individuals product line? 

Answer:  GSA does not have that level of data for GSA Schedule sales.  Contractor’s only report total dollar sales of each SIN on their contract.  Several places to get marketing data are the Federal Procurement Data System (www.fpds.gov), reviewing bid awards posted in Federal Business Opportunities (www.fedbizopps.gov), and reviewing GSA eBuy postings.

Question:  How can a small minority business obtain subcontracting? 

Answer:  The best place to start your search for subcontracting opportunities is to review GSA Schedule eLibrary to identify potential contractors.  You should also contact the Small Business Utilization office that each procurement office has.  You can get more information through the SBA Office of Advocacy.  (http://www.sba.gov/advo/)
Question:  I would like to update/expand Price Schedule for next 5-year contract period (starts next year).  What are the steps we should follow/when should we start negotiations? 

Answer:  You may want to start updating your pricing now rather than wait for the option package.  First review the economic price adjustment clause in your contract to identify what information you will need to provide.  Once you have done that you will need to contact the GSA Contracting Officer assigned to your contract.

Question:  We are not yet an approved GSA contractor ,but currently we have contracts with other state and government entities.  Can our billing rates differ from what we submit in the solicitation? 

Answer:  That depends on who how your contract pricing is negotiated.  You need to disclose all of the pricing, terms and conditions for all of your classes of customers and then for those customers who receive better pricing than what you are offering GSA. You will need to justify why.

Question:  How can I found out who is currently buying the type of products that I sell? 

Answer:  There are several places.  First, start by reviewing postings for your awarded SINs in GSA’s eBuy.  To gain access to eBuy, you will need to have your contract offerings on GSA Advantage.  You can also do high level market research in the Federal Procurement Data System (www.fpds.gov) and FedBizOpps (www.fedbizopps.gov )

Question:  If there are not attachments to the RFQ for an item, there are no specs.  So, how do we see them then? 

Answer:  You will need to contact the customer agency who has posted the RFQ to find out if there are any specs.

Question:  Is there some sort of list of points of contacts that a vendor can see to get some GSA marketing support over and above its own efforts? 

Answer:  The best place to start is reviewing eBuy to identify customer agencies buying products or services in the SINs you have been awarded. 

Question:  On billing rates, is there a limit on the profit margin that we can add on our actual expenses? 

Answer:  While there is no regulation that limits your profit margin, your GSA Schedule prices/rates need to be competitive and in line with your commercial pricing.

Question:  How do contractors handle union members with guaranteed rates that exceed the negotiated rate in the contract but the contractor cannot raise its rates due to GSA limits? 

Answer:  You should have figured that in to your offer when you proposed those labor categories.  If you need to adjust your prices, review the economic price adjustment clause in your contract and then contact your Contracting Officer.

Question:  I would like to submit a proposal for a MOBIS schedule and my commercial pricing has increased effective 1 January 2008 to cover rising costs.  

Answer:  You can make your proposal using your new rates.  If you have customers still being billed at your old rates you, will need to disclose that and disclose how long those customer agreements will be in effect.

Question:  I am JUST starting out....we are a small women-owned business, attempting to offer software consulting services to government buyers.  Is there a website that has concise instructions for newbies? 

Answer:  The first place to start for GSA Schedule contractor newbies is the Pathway to Success web training that is under the Vendor Training tab on the GSA Vendor Support website (http://vsc.gsa.gov/).  This will help you identify what you should know and do before you get a contract.  You can also review the New Contractor Orientation webcast on that same site.
Question:  When loading my products into SIP, it asks for the size, length and width etc of the produce. It kicks me out because there is no answer to the length of the carpet and other measurements. What do I do? 

Answer:  Is there a maximum length on a roll?  You could put that.  You may wish to contact the Advantage support desk to get their advice.

Question:  We are a small business entity, veteran owned, local in Seattle but local federal offices are still calling large not industry companies.  Why? 

Answer:  Most likely the Federal agencies are contacting other contractors because they are not familiar with your company.  Contact the Small Business Utilization office in the agencies you are interested in.  They can help you identify the potential contracting opportunities.

Question:  Does "ordering office" refer to the client or the GSA CO? 

Answer:  “Ordering office” refers to the actual customer agency placing the order.  In some cases that may be GSA but most of the time it will be some other Federal agency. 

Question:  In addition to FEDBIZOPPS, what are the best procurement sources for SDVOSB architectural/engineering service contracts? 

Answer:  Architectural/engineering services are not covered by the GSA Schedules program so you will be looking in FedBizOpps.  

Question:  Is there a list of what agencies have awarded projects under the GSA schedule and the winning bid information? 

Answer:  There is no consolidated listing of awarded projects under the GSA schedule program.  GSA does not collect that level of data from contractors.  Most of the award information for orders over $25,000 should be posted in the Federal Procurement Data Service (www.fpds.gov).

Question:  What is the protocol when a bid that has gone through its process and has rec'd all vendors pricing that are interested in bidding on that quote, find out that the information is in part not correct?
Answer:  Depending on the severity of the incorrect information, the RFQ could be amended or the FRQ might need to be cancelled and reposted.  That will be up to the office issuing the RFQ to decide.

Question:  Schedule 78, SIN 192-41 is for musical instruments. Since a lot are made in Europe and the dollar is being killed by the euro, we cannot get price adjustments done quickly enough to cover those raises. 

Answer:  Contact your GSA Contracting Officer to discuss the industry impact of the exchange rate.  The economic price adjustment clause in most GSA Schedule contracts allows some flexibility for severe economic conditions, but it’s up to the contractors to make the business case.

Question:  If you have had a GSA schedule before and it was terminated based on failing to meet the sales quota, would this prevent you from obtaining another schedule with a difference product. How easy is it? 
Answer:  Having your contract cancelled for not meeting the minimum sales criteria should not prevent you from submitting another offer when you feel you are ready to meet the minimum sales criteria.  You should be prepared to provide a marketing plan that would cover efforts to meet the minimum sales criteria.

Question:  If an RFQ on eBuy does not have the specifications attached can we request that they attach them and re-post as a modified EBUY RFQ 

Answer:  Yes, you can contact the customer posting the RFQ and ask that the RFQ be amended.

Question:  What cost advantages does an agency have ordering space planning services off the schedule instead of through GSA PBS? 

Answer:  The biggest reason for one versus the other is who will be doing the space planning and who’s building it is.  Understand that PBS may order space planning services off of GSA Schedule.

Question:  When you're responding to the solicitation (application), in my case #73, is it better to respond with many items for sale (1,000s) or fewer (100s) to be approved.  Once approved, is it easy to modify?
Answer:  Remember that you will have to manage all of the items on your contract. This means ensuring that you keep the pricing and product information up to date in Advantage as well as managing any potential Trade Agreements Act issues.  Put on only as many products as you can manage.

Question:  What guidelines are there for discounting below the GSA contract price for a GSA customer buying bulk quantity/volume?  What defines volume/bulk quantity? 

Answer:  The economic price adjustment clause in your contract allows you to reduce your contract price at any time.  

Question:  Is there a way to get SIP to notify you by email when you get an order? 

Answer:  When you set up your GSA Advantage profile, you should have identified the email address that GSA Advantage orders should be sent to.  Remember, you will only get orders from GSA Advantage when a customer places the order through Advantage – not all Federal orders are placed through Advantage.

Question:  Preparing Solicitation.  It would violate confidentiality to give all details of Past Project Experience.  Is it OK to "sanitize"?  We would reveal details but not publicly. 

Answer:  You need to disclose all of the pricing, terms and conditions as a part of your offer.  Consult an attorney with expertise in GSA Schedule contracting for advice on how to do this while still addressing your other contracts and agreements.

Question:  What are the requirements for a customer to place an order using our GSA schedule contract? 

Answer:  The customer will follow the GSA Schedule ordering procedures in FAR Part 8.4 to determine the best value contractor.  Once the customer has made that determination, they will place the order.  This can be done telephonically or by sing an “Order for Supplies or Services” or similar document. 

Question:  When I look on GSA Advantage, I see, for example "2 days shipped" and "2 days delivered". What's the difference, and is there a glossary somewhere? 

Answer:  “Delivered” indicates that the products will be in the customer’s hands by that time.  “Shipped” indicates that it will leave the contractor by that time.  These definitions are covered under definitions in Federal Acquisition Regulations Part 2.

Question:  Does letting a schedule expire (or 2) count against having a new schedule awarded? 

Answer:  No.

Question:  Can someone please explain to me what MILSTRIPS are and how I can get more information about them?  Are there training classes?  I can't seem to find much on this for vendors. 
Answer:  MILSTRIP is a way for the Department of Defense to transfer funds to other Federal agencies.  There is no training for vendors as Federal agencies can not use MILSTRIPs to purchase products directly from vendors.

Question:  I have a list of small business support for Washington State dated 11/1/07, but over half are either wrong information or not accessible any more, how do I get current list? 

Answer:  You will need to contact where ever you go the list to see if they have a more recent list.  Unfortunately procurement personnel do change frequently.

Question:  If a customer orders off GSA Schedule and wants to pay with government purchasing card, what are the requirements regarding invoicing?  Do we need to submit information for example in WAWF, FEDPAY? 

Answer:  You will process the payment through your normal commercial purchase card system.

Question:  When a pre-solicitation is listed, can you ask questions for clarification? 

Answer:  Yes.  Pre-solicitation conferences are posted specifically to allow industry to ask questions and offer comments.

Question:  How can we offer electronic security sub-contracting solutions to contractors bidding larger construction projects through GSA? 

Answer:  You will first need to identify potential construction projects posted on FedBizOpps and then identify potential prime contractors for that geographic area.  

Question:  We have not applied for the GSA, but hope to.  One thing that stands in our way is the performance criteria.  We are a new company and have little history.  How can we meet this qualification? 

Answer:  First review the Pathway to Success web presentation under the “Vendor Training” tab on the Vendor Support Center website (http://vsc.gsa.gov/) to determine if a GSA Schedule contract is right for you and if you are really ready for a GSA Schedule contract.  If after reviewing the presentation you believe that you are prepared for a GSA Schedule contract, contact one of the points of contact in the solicitation and discuss with them your company history.
Question:  What is the best way to obtain subcontracting opportunities? 

Answer:  The best place to start your search for subcontracting opportunities is to review GSA Schedule eLibrary to identify potential contractors.  You should also contact the Small Business Utilization office that each procurement office has.  You can get more information through the SBA Office of Advocasy.  (http://www.sba.gov/advo/)
Question:  What's the BEST way (computer hardware GSA) to get more exposure too contracting officers, program mgrs, end users so as to get noticed more and have a chance to bid VS DELL, HP, IBM, NetApps, etc? 

Answer:  Get all of your contract products on GSA Advantage and then start monitoring the RFQs posted on GSA eBuy.  GSA eBuy is an electronic Request for Quote (RFQ) / Request for Proposal (RFP) system designed to allow Federal buyers to request information, find sources, and prepare RFQs/RFPs, online, for millions of services and products offered through GSA's Multiple Award Schedule (MAS) and Governmentwide Acquisition Contracts(GWAC).
Question:  Is there a different way to get on GSA Advantage besides SIP? 

Answer:  You can also do an EDI upload.  That usually requires that you hire a third party vendor to do this.  More details are available under the “Getting on Advantage” tab on the Vendor Support Center website (http://vsc.gsa.gov/).
Question:  How can you change pictures or descriptions of products? 

Answer:  You will need to upload a new Advantage file.  Contact the Vendor Support Center for additional assistance.

Question:  I do not have ALL of our offered products on advantage. Can I add more as time goes by? 

Answer:  Yes, you can add awarded products to your Advantage file.  You should do this as soon as possible so that potential customers can see all that you offer on contract.

Question:  When submitting a proposal on a schedule, past performance references are required. Can I submit a reference for each department supported of a large business where separate agreements were made? 

Answer:  First read the solicitation to identify any specific requirements or limitation related to past performance data.  If there is nothing covering that then yes, you could do separate documentation.  Expect the Contracting Officer negotiating your offer to ask how you will manage the various divisions.

Question:  Should vendors pass-on the fuel surcharges imposed by carriers? 

Answer:  Generally GSA Schedule contracts do not allow for fuel surcharges for items that are FOB Destination.

Question:  Will GSA ever have a category for court reporting specifically, now we are listed as temporary office staffing-not the same at all?
Answer:  You should talk to the Contracting Officer and the business development division in the acquisition center where your contract is. 

Question:  We have a schedule for 58-1 and 58-7. Can we also apply for 70? 

Answer:  Yes, you can have multiple GSA contracts.  

Question:  How do we designate some of our products as being green? 

Answer:  In GSA Advantage, you can add the appropriate environmental attribute symbol.  Contact the Vendor Support Center for details.

Question:  In past projects, as in the private sector, workforce needs fluctuate upon client demands.  When projects pick up, subcontractors have satisfied the need.  Does GSA allow subcontractors? 

Answer:  Yes, you can use subcontractors in the performance of your GSA Schedule contract.  Remember that you are responsible for all work performed by the subcontractors and the work they perform must be within the scope of your contract.

