
Getting a GSA 
Contract is an 
important step to win in 
the Federal Market. 
There are four steps to 
unlock significant 
federal sales. These 
steps are outlined in 
this E-Book, with the 
essential details 
required to win where 
others fail. These steps 
are Commit, Target, 
Plan, and Execute.
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How to get a GSA Contract 
Getting a GSA Contract is a challenging 
project and giant undertaking. Below 
are the steps to get a GSA Contract. 
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• Prepare Offer 

• Offer Submit/Review 

  • Clarifications 

• Negotiations 

• Contract Award 

• GSA Registration 

Advantages 
 
Every GSA Contract holder has access 
to online GSA systems, such as GSA 
Advantage!, GSA E-Buy, GSA Reverse 
Auctions, and are easily found by 
buyers seeking out a particular product 
or service. So, access to these systems 
is a very large advantage. 
 

With pre-negotiated prices, delivery 
terms, warranties, etc. a GSA Contract 
is what makes the complicated federal 
acquisition process simpler and safer 
for government buyers. A company with 
a GSA Contract is viewed as pre-
screened and validated.  

 

General Facts 
 
GSA Schedule Contracts are long-term 
contracts with the General Services 
Administration’s Multiple Award 
Schedule (MAS) Program. GSA 
Schedule Contracts assist federal 
buyers and Contracting Officers to buy 
products and services. You are not 
required to get a GSA Contract to do 
business with the government, 
however it is a preferred contracting 
source for many buyers.  
 

A GSA Schedule Contract is not tied to 
any actual purchases, it is simply an 
established contract vehicle, or a 
“License to Hunt.” So, once the 
contract is awarded, there is still work 
to be done. 

 

     ABOUT GSA CONTRACTS 



ü  Why get a GSA Contract? 
In most cases, you need to get a GSA Contract to seriously 
compete in the government market. It is common for a 
company to double sales within a year or two by way of federal 
marketing.  
 

ü  How do I get a GSA Contract? 
Getting a GSA Contract involves an intensive document 
gathering and preparation process. It is submitted 
electronically to the GSA for review. Clarifications will take 
place until the GSA is fully satisfied with your documents. 
Then pricing negotiations are conducted before GSA Contract 
award.  
 

ü  What does the GSA require? 
All you need is an established commercial presence for 2 
years, you must fit into a GSA Schedule or category, and your 
products must comply with the Trade Agreement Act. You 
must also have a good financial history, and be clean of 
federal fraud. Call GSA Focus for an honest evaluation. 

 

ü  What is expected of you? 
Usually between 4-8 hours can be expected. We require the 
proper documentation to prepare your offer. This includes 
SAM Registration, Financials, Product/Price Lists, Spec 
Sheets, Contracts/Invoices, and there are some signatures 
required along with other items specific to your offer. 
 

ü How do you maintain a GSA Contract? 
In order to manage your GSA Contract well, you will need to 
(1) keep your offerings and prices up-to-date, (2) keep good 
records, (3) use your GSA Contract to drive sales, and (4) 
understand the Terms and Conditions of your GSA Contract 
and keep compliant. 
 

ü  Why GSA Focus? 
For over 8 years, we have worked on all GSA Schedules. We 
continuously work only on GSA Contract submissions and 
nothing but. We follow a strict and disciplined Project 
Management framework that we have developed and fine-
tuned.  
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     TOP FREQUENTLY ASKED QUESTIONS 



COMMIT 
Making an informed 

decision to pursue federal 
sales and evaluating your 

resources. 
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TARGET 
Isolating the specific 

buyers within the federal 
market that buy what you 

sell. 

 

PLAN 
Organizing of the required 
actions for success, using 
research to drive planning. 

EXECUTE 
Completing the required 
actions for success with 
strategy and discipline. 

 

     THE FOUR STEPS TO WIN IN THE FEDERAL MARKET 



     STEP 1: COMMIT 
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Competitive Analysis 
Because the US Government posts 
so much information online, it is 
now easier than ever to collect and 
analyze competitive information.  

By reviewing the sales data, pricing 
and offerings on a competitors GSA 
Contract, you are able to see what 
your company could accomplish. 

Additionally, it is very easy to see 
the size of the GSA market you are 
going into. Even if you get a small 
sliver of that market, that could 
amount to millions of dollars. 

Evaluating Resources 
Committing to success in the 
federal market is a big decision. 
Many contractors fail because they 
underestimated the resources that 
this undertaking would require. 

Winning in the federal market will 
require ongoing marketing, bid 
searching and proposal writing. 
This requires manpower and takes 
time to develop processes. 

Getting a GSA Contract will often 
drive federal sales. This requires 
time and money to hire a 
consultant.  

Making an informed decision 
 to pursue federal sales and 
evaluating your resources. 



     STEP 2: TARGET 
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Research 
There are many Agencies and 
Departments in the Federal 
Market. There is no use in targeting 
them all if only a handful are 
buying what you sell.  

So, a kernel of research can feed a 
successful marketing plan. Almost 
everything you need is easily found 
on government websites. 
(fpds.gov) (ssq.gsa.gov) 

The big questions are (1) Who is 
currently winning in your market, 
and (2) Who is buying in your 
sector of the federal market. 

Evaluation 
By learning “Who is winning” you 
can evaluate why are they winning. 
Do they have the best prices, do 
they have a proprietary advantage? 
Once you discover these answers, 
you are on your way to overtaking 
their share. 

By learning “Who is buying” you 
can evaluate how they are buying. 
You ultimately want to know what 
advantages you have available, like 
being woman owned or having a 
GSA Contract. 

 

Isolating the specific buyers 
within the federal market that 

buy what you sell. 



     STEP 3: PLAN 
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Turning Research into 
Actions 
By evaluating your competitors and 
isolating your potential buyers in 
the federal market, you now have 
all the information you need. The 
only problem is, it is scattered and 
unusable at this point. 

Next, you must ask “How can this 
information drive success.” This is 
done by putting focused thought 
into developing an Action Plan. 
Once you have a handle on the 
actions that need to be taken, you 
can start to organize an airtight 
Federal Marketing Plan. 

Organize your Marketing 
Plan 
Now that you know what actions 
need to be taken, the final step in 
developing your Marketing Plan is 
to organize these actions into a 
timeline. 

Organize your list of actions into a 
coherent and objective list where 
you focus on the most important 
tasks first.  

By knowing what needs to happen, 
and setting goals for when that will 
be completed, you now have a path 
set before you, all you need to do 
now is walk it. 

Organizing of the required 
actions for success, using 
research to drive planning. 



     STEP 4: EXECUTE 
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Strategy  
The Federal Market is competitive 
and takes years to break into. 
Lackluster companies do not win.  

You do not have endless resources 
to grow your federal sales, so it is 
vital to use what you have to the 
fullest. You know what actions 
need to be taken. Now, you must 
continuously ask if they are being 
completed in the most efficient way 
possible. 

You must have laser-focused 
strategic goals, and you must work 
diligently to achieve them. 

Discipline 
Many companies have gotten a 
GSA Contract and paid a 
consultant to research their market 
and develop a marketing plan. 
Then they lose focus, and end up 
gaining no ground in the federal 
market. 

You must have an accountable 
employee within your company that 
is tasked with seeing the marketing 
plan through.  

Discipline is where most fail, don’t 
let this happen to you. 

Completing the required 
actions for success with 
strategy and discipline. 



     ABOUT GSA FOCUS 
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GSA 
We offer (1) GSA Contract 
acquisition and (2) GSA 
Management services. In the 7 
years we have been acquiring 
and managing GSA Contracts for 
our clients, we have gained a 
reputation as the most 
competent, responsive and 
affordable solution. 

FOCUS 
We FOCUS on GSA Schedule 
Consulting! This allows us to offer 
the very best services for an 
affordable price. By only offering 
one service, we (Getting & 
Managing GSA Contracts) we are 
unparalleled at one thing, and not 
mediocre at several.  

GET AN INSTANT QUOTE (LINK) 
Get Started on the right path to 
getting your GSA Contract and 
winning in the Federal Market. 

 

2006 
Year GSA Focus  

was founded 

1 
First GSA Contract 
Firm to Guarantee 

our Services 

121 
Satisfied  

Customers 

98.3 
(%) Success Rate in 

getting a GSA 
Contract 



     ABOUT GSA FOCUS 
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CONTACT 
GSA Focus, Inc. 
2539 John Hawkins Pkwy 
Suite 101-151 
Birmingham, AL 35244 

Tel: 866-916-6484 
Fax: 760-978-6282 

Email: josh@gsafocus.com 
Web: www.gsascheduleservices.com 

SOCIAL 


