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GSA MOBIS Schedule Workshop

Sponsored by

U.S. Department of Energy

Office of Small and Disadvantaged Business Utilization

Agenda

Welcome and Introductions





U.S. WCC

Opening Remarks






DOE/OSDBU

1. Background and Purpose





Bill Fisher

Small Business Programs

Evolution of IDIQ Vehicles

Federal Acquisition and GSA FSS Schedules

Uses of MOBIS


Contractor Teaming and Subcontracting using GSA Schedules


Scope of this Project

Post Award Activities

Maximizing Schedule Holder Benefits   

The Task Ordering Process

2. Completing the Schedule Proposal Package



Fisher

Effective Use of Templates
Components of the Proposal Package 

Developing Effective Corporate Information 

Understanding and Selecting SINs  

Identifying Labor Categories/ Writing Descriptions 
Effectively Documenting Past Performance
Company Past Performance 
Individual Past Performance


3. Pricing Your MOBIS Proposal





DeLacy Cox

Foundation for Developing Pricing 

Applicability of Direct and Indirect Costs 

Establishing “Loaded” Rates

The Commercial Sales Practices Format 

Product/Services List Pricing Format 

4. Marketing Schedules





Jacqui Woodard

Post Award Activities

Maximizing Schedule Holder Benefits  

Identifying Markets 

Developing a Marketing Plan



The Task Ordering Process

Questions to be Answered: MOBIS Workshop 



Opening Remarks (Why have we invited you here?) 



Introductions (Who are we?  Who are our Sponsors?)
Project (What are we doing? Why did DOE fund it?  Why are women’s business resource partners supportive of your obtaining schedules?) 

Procurement Assistance Programs and Strategies (What are the basics of small business programs?  What are Schedules? What are the implications of schedules to small business programs?)  

Developments in Federal Acquisition (How did Schedules become so important to small contractors? How did they become so popular for contracting officers?  For end users?)

Overview of GSA Schedules (How many are there?  How do you know which is right for you?) 

MOBIS (What is it?  Why did we select it for the initial sessions? What is it used for?)

Applicable Federal Regulations (Briefly, what is the FAR? Which FAR provisions apply to GSA MAS?  Why are there so many FAR clauses that apply to MOBIS schedules?) 


Forming Contractor Teams (Why team?  How can two or more contractors team on GSA Schedules?)

Overview of the Training Process (How does this methodology work?  What can participants expect over the next two days?  The next few months?  What must the participants do to make this training successful?)


The Process (What are participants going to do for the next few hours?)

Understanding the GSA MAS Solicitations (What do participants need to understand about the solicitation package?)

Effective Use of Templates (Why did we develop the templates?  What are they to be used for?  How will they help participants complete their proposals?)  

The Proposal Package (What are the components of the package that participants will submit to GSA?  What are some important points to remember about the proposal?)  


Developing Effective Corporate Information (Why is this important?  Why is it important to ensure that all information included in the proposal is consistent and that it all supports the requested SINs?)

Understanding and Selecting SINs (What should participants consider when selecting SINs?)   

Identifying Labor Categories/ Writing Descriptions (How should the participants have filled in the forms, or lists, for products and services, step by step?  What should they remember when writing descriptions? What are good examples?)


Past Performance (What is past performance?  Why is it important for responding to any acquisition?  Why is it critically important for Schedule solicitations?  What is Open Ratings? How exactly, step by step, do participants fill out and submit this form?)

Individual Past Performance (What are participants’ options who can not document sufficient company past performance?  How do you document individual past performance to substitute for the lack of substantial corporate past performance?  How do you mix aspects of company and individual past performance?)


Effectively Documenting Past Performance (How much do participants need to include?  How do participants tie past performance to the SINs they have selected?)

Company Past Performance (What is the difference between company past performance and individual past performance?  How should participants with adequate company past performance approach this?)

Pricing Overview and Orientation (What are participants going to do during this phase of the training?  Why is this section so critical?) Why is the development of competitive rates critical to your winning task orders once you get on schedule?

Foundation for Developing Pricing (Why do participants need a credible contract accounting and reporting system?  Why is it important to understand contract costing principles when responding to the GSA solicitation?)

Understanding the Applicability of Direct and Indirect Costs (What are direct and indirect costs and how does establishing them correctly help participants develop effective GSA MAS proposals?) 

A Primer on Establishing “Loaded” Rates (What do participants need to know about profit?  Why is it important to get the correct loaded rate established now?)

Completing the Commercial Sales Practices Format (How exactly do participants fill this in, step by step?)


Developing Product/Services List Pricing Format (How exactly do participants fill this in, step by step?)
Negotiating Prices, Discounting, and Modifying Rates (What do participants need to know about these areas when responding to the GSA MAS solicitation?)

Marketing GSA Schedules (How does a small business market a GSA Schedule?  How do Schedules work with other small business programs? Which agencies use them?)  

Next Steps  (What can participants expect from after the workshops?  What kind of assistance will be available?  What if participants have further questions after the workshop?)

About the Presenters…

William Fisher

Mr. Fisher will begin the workshop by presenting on federal small business programs, trends in federal acquisition and an overview of GSA FSS Schedules, with emphasis on MOBIS and the components of the MOBIS solicitation and MOBIS proposal packages.  He will then discuss completing Sections I and II of the proposal package.  Mr. Fisher has substantial experience in assisting small businesses to maximize their potential for successfully navigating through the complexities of the Federal acquisition environment. Mr. Fisher retired from the SBA in 2001, and utilizes his knowledge of regulations governing teaming arrangements to develop mentor-protégé and joint-venture proposals that have facilitated the formation of lasting mutually beneficial business relationships between partners in the private sector.  Mr. Fisher serves as program manager on the DOE project to assist small businesses with their GSA schedule packages, and also serves as a consultant to the U.S. Minority Business Development Agency (MBDA), training staff and MBDA resource partners in Federal procurement and GSA schedules. At SBA from 1990 through 2001, Mr. Fisher last served as Associate Deputy Administrator of the Office of Government Contracting and Business Development, responsible for all of the SBA's procurement assistance programs.  In that capacity, he directed managers responsible for the small business set aside program, the 8(a) program, the Historically Underutilized Business Zone Empowerment Contracting program, the Innovation and Research program and the Women's Contracting program.   Prior to that, he served as director of contracts, Deputy Associate Administrator for Policy, Planning and Liaison, Deputy Associate Administrator for Government Contracting, and acting Associate Administrator of the section 8(a) program for two years.  Mr. Fisher is a graduate of Howard University.

DeLacy Cox

Mr. Cox will present on pricing your GSA MOBIS schedule proposal package: the applicability of direct and indirect costs, establishing “loaded” rates, commercial sales practices formats, product/services list pricing format and the foundation for developing pricing.  Mr. Cox has owned and operated a successful small business for over 18 years.  The last 12 were primarily engaged in government contracting, including successfully graduating from the 8(a) program.  Mr. Cox also has developed a diversified Federal government accounting, financial, management, and systems consulting practice.  Federal clients served included the Department of Housing and Urban Development, the Department of Treasury, the US Nuclear Regulatory Commission, SBA, the Office of National Drug Control Policy and the Department of State.  The scope of his professional services has included: interim-year end accounting support, audit /quality assurance services, financial management services, systems development, financial systems reviews, program and policy review and evaluations and risk analysis. His experience includes working with small contractors under contract with SBA where he organized workshops and provided technical assistance and training to over 500 small contractors during a three-year period.  Having worked with SBA under contract and managed and 8(a) firm, Mr. Cox is particularly knowledgeable of government contracting practices and procedures.  He has experience in recruiting, screening, and organizing teams and developing client service strategies, as well as developing and implementing related operating quality controls and managing multiple projects to achieve management and operating objectives.  Mr. Cox is a licensed CPA in Maryland and the District of Columbia, and holds an MBA from Southern Illinois University and earned his undergraduate degree from the University of Maryland.

Jacqueline Woodard

Jacqueline Woodard will close out the second day by presenting on post-award activities, such as maximizing schedule holder benefits, identifying markets, developing marketing plans, and the task ordering process.  Ms. Woodard is a seasoned business development executive with more than 20 years of experience supporting the growth and development of small businesses.  Specific experience includes a comprehensive understanding of the business development life cycle, which involves identifying and securing new leads, securing follow-on contracts, proposal writing and management, conference and trade show management and business development training. Ms. Woodard currently is developing a corporate small business subcontracting program for one of the government’s largest contractors.  She served as Director of Business Development for MTS Technologies, an 8(a) transitional firm grossing over $40 million annually.  While with MTS, Ms. Woodard was responsible for managing, facilitating and implementing all business development activities for the firm. Ms Woodard also served as Director of Marketing for the technology division of Advanced Resource Technology Inc. (ARTI), a graduated 8(a) firm where she successfully secured a number of information management awards supporting the firm’s $ 40 million annual revenue.  MS Woodard also spent eight years at SBA, supporting a number of small business programs, including the Office of the Chief Counsel for Advocacy.  She holds a Master of Arts and Bachelor of Arts Degrees from North Carolina Central University, and has received extensive post-graduate training in a variety of subject areas relating to leadership, management, marketing and business development.  
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