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EXECUTIVE SUMMARY

[NOTE: The following document is a shortened version of the business case posted for internal government review on OMB’s MAX portal. It contains some minor edits for clarity and omits that material which has been deemed acquisition-sensitive.]

Within the realm of Federal acquisition, two significant public policy interests have evolved over the last decade.  First, there has been an increasing reliance on the private sector for professional services that has dramatically increased in cost to the taxpayers.  Professional services accounted for $79.7B in Federal spending in fiscal year (FY) 2010 and 77.8 B in FY11.  Second, Congress has identified the Federal deficit as a significant concern and threat to the stability of the American economy.  Congress has focused its efforts in the past several years on addressing Federal spending policies that contribute to excess spending and deficits.
	
In studying the increased reliance on the private sector for professional services, the General Accountability Office (GAO) found: significant duplication in contracts for professional services; increased costs to both Government and industry resulting from the duplication; and an inability of the Government to leverage its purchasing power through multiple, disparate contracts for the same or similar services.

GAO has also found that most agencies’ strategic sourcing efforts do not extend into services, which is the highest spend area and one which may provide great potential for benefits generally associated with strategic sourcing such as improved operating efficiency, focus on socio-economic goals, change in consumption, and reduction in unit prices .

Throughout the evolution of these public policy interests, the Executive Branch has been actively engaged in identifying sources of concern and pursuing policy changes to address the concerns.  The Office of Management and Budget (OMB), and its Office of Federal Procurement Policy (OFPP) have, since 2009, called on agencies to reduce high risk contracting, maximize the use of competition and transparency, and improve contracting oversight.  They have also demonstrated an increased advocacy for the use of strategic sourcing principles in Federal acquisition.

During this decade of growth in Federal Government spending for professional services, the General Services Administration (GSA) has analyzed the spending patterns of its Federal customers both as part of its implementation of strategic sourcing principles and to improve its service delivery.  The analysis revealed that the requirements of agencies have become extremely complex and often require integration across several professional disciplines, namely program management, consulting, professional engineering, logistics, and financial services.  Although these requirements are not principally Information Technology (IT) requirements, they often involve an IT component which adds another level of complexity.  In many cases, these requirements are performed on a non-fixed-price basis and require significant ancillary services and supplies (commonly referred to ODCs – Other Direct Costs) in order to provide total solutions to agencies’ mission needs.

The GSA Federal Acquisition Service (FAS) compared the features of current acquisition vehicles to these agencies’ requirements and found:

· The array of Government-wide Acquisition Contracts (GWACs), including GSA’s, are outstanding tools for IT projects, but are neither designed for nor appropriate for professional services based requirements due to scope limitations.

· The GSA’s Multiple Award Schedule (MAS) contracts for commercial items are extremely effective for their target purposes, from professional services to common use products.  However, they are not currently designed to easily support cross discipline projects, offer standardized labor categories across numerous disciplines, provide access to non-commercial items, address cost-reimbursable contracting, or provide agencies with deep insight into their spend decisions.

Both Government and industry struggle with existing vehicles to accommodate total solutions for complex integrated professional service based requirements. These requirements have caused a proliferation of agency and enterprise-wide contracts throughout the Federal Government to meet such needs, which has resulted in a highly fractured marketplace with endemic duplication and inefficiency.  The GAO reported that it was unable to identify the number of these vehicles government-wide due to the unreliability of systems and data.  However, it found that many of the same contractors are providing similar services on multiple contracts.  The GAO characterized this as a condition which increases the costs to industry and Government and leads to missed opportunities to leverage the Government’s buying power[footnoteRef:1]. [1:  “Contracting Strategies: Data and Oversight Problems Hamper Opportunities to Leverage Value of Interagency and Enterprise-wide contracts (GAO-10-367)”] 


To better identify opportunities to increase savings through acquisition, GSA’s FAS researched current market trends and agency spend patterns using data available through USASpending.gov.
  
On July 13, 2011, FAS posted a virtual Industry overview web-broadcast on a potential vehicle to meet these needs: One Acquisition Solution for Integrated Services (OASIS). During that broadcast, FAS posed a number of questions to industry as part of the research effort for an internal business case. Industry confirmed the GAO findings in their responses. Industry stated that if they held an OASIS contract they would encourage their Federal clients to transition their requirements to OASIS. 
GSA FAS proposes to launch the OASIS vehicle in accordance with the principles of strategic sourcing and will follow best practices from the following contracts amongst others:

· FAS’ GWACs for commercial and non-commercial IT services;
· Navy’s SeaPort-e for non-commercial professional services;
· United States Coast Guard’s (USCG) Technical and Business Support Services (TABSS) for commercial professional services; 
· NASA’s Solutions for Enterprise-wide Procurement (SEWP) for non-commercial IT services; and
· Internal Revenue Services’ Total Information Processing Support Services-4 (TIPSS-4) for non-commercial IT services.

GSA has also examined the opportunity to strategically source professional services, with an initial focus on integrated professional services and is proposing to commit itself as the integrated services commodity manager.  In this role, GSA would: 
· Lead vehicle creation and maintenance in partnership with members of the commodity council
· Perform high level spend analysis and share data for deeper agency analysis
· Serve as facilitator to bring agencies together, share results, and identify best practices
· Provide forums for exchanges and case studies
· Lead customer and vendor review boards
· Respond in a timely manner to customer concerns and make adjustments as necessary and practical
This strategy will result in a contract vehicle that allows tracking of transactional level data, provides a solution for both commercial and non-commercial requirements, leverages the Government’s buying power, and drives superior contract performance through metrics.  OASIS also supports the President’s goals for Federal contracting as set forth in his March 2009 memorandum.  In concept, OASIS is intended to:

· Be innovative by establishing the first government-wide hybrid contract for both commercial and non-commercial services of this nature and allowing the use of all contract types;
· Be limited to the “best in class” contractors;
· Incorporate strategic sourcing principles to the maximum extent practicable;
· Be comprised of small business (SB) set-aside and unrestricted contracts awarded through two solicitations to result in government-wide, multiple-award, Indefinite Delivery, Indefinite Quantity (IDIQ) task order contract(s) which will: 
· Follow Federal Acquisition Regulation (FAR) Part 16 fair opportunity procedures;
· Contain direct authority and set-aside mechanisms to maximize opportunities for SB (as authorized in the Small Business Jobs Act);
· Include an on-ramping process to bring on new vendors and refresh the competition pool;
· Include an off-ramping process to remove non-performing and non-compliant vendors;
· Reduce high risk contracting by including mechanisms to aid conversion from non-fixed price task orders to fixed price, where appropriate;
· Reduce the proliferation of agency or enterprise-wide contracts for these services through a centralized vehicle of choice; and 
· Encourage the use of performance-based statements of work (PBSOW).

GSA has solicited volunteer participation from acquisition and program experts from other Federal Agencies, both Civilian and Department of Defense (DoD), to serve as an integrated services commodity council.  Representatives from the Departments of Justice (DoJ), Navy, Air Force (AF), Environmental Protection Agency (EPA), Commerce, Veteran Affairs (VA), and Energy, have all participated in multiple sessions to examine customers’ needs and ideas, and to discuss from both a pre-award and post-award standpoint how we could pool our collective acquisition talents to pursue risk reduction in the acquisition and management of integrated professional services.
Many of the participating Federal agencies stated that if OASIS was in place today they would use it.  They also stated that they are starved for meaningful transactional data from which to make better program management and buy decisions.  Additionally, GSA engaged all of its major internal stakeholders to discuss the development of OASIS.  
GAO documented the missed opportunities to leverage Federal buying power leading to increased costs to the Government.  The Administration has set forth policy to address these increased costs, among other concerns related to Federal contracting.  Agencies have experienced challenges satisfying their requirements through existing GSA and other government-wide vehicles.  Against this backdrop and with customers and industry alike resoundingly supporting the establishment of an OASIS vehicle, within its mission of providing best value services, products, and solutions to Federal agencies, GSA is taking additional steps to serve as the professional services category manager and to lead development of OASIS as the first solution in this space.  This will be carried out in partnership with all interested agencies.  

One of the largest benefits of this approach concerns providing agencies with tools to reduce risk of acquisition and use of these services.  The combination of GSA providing greater spend data and Federal agencies coming together to share their acquisition and management practices can be powerful.  OASIS and OASIS SB, as the first government-wide contracts designed to manage multiple subcontractors to fulfill “complex” requirements, establishes a new approach to achieve strategic sourcing-like benefits at the Federal level and take critical first steps to bring professional services under spend management.  If executed as envisioned, in operating off of a common platform, agencies will see savings in administrative cost  It may offer some opportunities for reduced unit prices, and will clearly promote an environment of reduced total demand and increased operating efficiency. The two vehicle construct will ensure small business participation. With a supplier management emphasis, industry and GSA should be engaged in practices designed to deliver the best value to the taxpayer. 

Improved Focus on Socio-economic goals
Reduction in Cost Per Unit
Improved 
Operating 
Efficiency
Change in Consumption/
Volume
Strategic Sourcing Principles of OASIS
· Multiple Stages of Competition
· Contract Level
· Task Order Level
· Fair Opportunity Provided on All Task Orders
· Defined, Standardized Labor Categories 
· Business Intelligence through Reporting Requirements
· Awarded Labor Rate Comparisons
· Spend Analysis
· Competition and Compliance Statistics
· TRANSPARENCY through reporting  on OASIS will shine a light on spending patterns and thereby reduce consumption
· Visibility leads to reduction
· TRANSITION of non-fixed-price task orders, which will be  specifically authorized on OASIS, will also result in reduced consumption
· OASIS training, templates, contract flexibilities, and guides will promote Demand Management concepts – a key element of Strategic Sourcing
· Reduced Contract Duplication
· GAO findings
· Reduced Lead-time compared to full and open procurements for the same or similar services
· OASIS Oversight Role will provide additional efficiencies through:
· DPA training
· Expert CO support
· Robust Web Library 
· Sharing good practices across the federal community
·  Two OASIS Contracts:
· OASIS:  Solicitation for full and open competition with a 50% Small Business Subcontracting Goal
· OASIS Small Business:  100% Small Business Set Aside
· Set asides available for targeted socio-economic subsets
· Direct Award Authority available for targeted socio-economic subsets
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1. Describe the purpose of the acquisition and how it supports Presidential, Government-wide, and/or agency priorities or initiatives.  Describe the types of goods and services to be acquired.  

The purpose of OASIS and OASIS SB is to meet the needs of customers with complex integrated professional service based requirements who cannot use the MAS Schedules, Government-wide Acquisition Contracts (GWACs), or other existing vehicles for a solution.  Complex integrated professional services based requirements are those that:
· Involve multiple professional services disciplines;
· Involve significant IT components, but are not IT requirements;
· Involve ancillary support services and supplies (commonly referred to as Other Direct Costs - ODCs);
· Involve commercial or non commercial services, or a blend of both; 
· Require consideration of all Federal Acquisition Regulation (FAR) Part 16 pricing alternatives, including fixed-price with or without incentives, cost-reimbursement (all types), Time-and-Material, Labor-Hour, or combinations of these alternatives, to fairly allocate risk between the contractor and Government; and
· Require blending of all or some of the above.
In addition to the complex characteristics above, these requirements may sometimes; 
· Require performance outside the continental United States; or
· Involve a component of Service Contract Act labor
These needs will be met by establishing OASIS as a hybrid commercial and non-commercial government-wide multiple-award, Indefinite Delivery, Indefinite Quantity (IDIQ) task order contract vehicle that allows for the use of all contract pricing types even at the task order level.
The core professional service disciplines to be purchased through this acquisition include:  program management and consulting, logistics, professional engineering, and financial services.  The OASIS contracts will not be IT contracts.  IT is included only to the extent that it is an integral and necessary support component of the professional service based requirement. 



The goals in developing the OASIS vehicles are to:
· Apply strategic sourcing principles to the world of professional services, beginning with integrated professional services
· Provide a platform for risk reduction and shared best practices all across the Federal community
· By defining labor categories and a risk reduction strategy, begin bringing services “under management” and baseline a common vocabulary across the acquisition of professional services
· Provide a total solution contract vehicle for all Government clients to use that provides flexibility, scope, and contractual elements sufficient to satisfy today’s complex requirements;
· Drive efficiencies;
· Reduce redundancy in Government contracting;
· Leverage the Government’s buying power;
· Streamline the acquisition process for Government and industry;
· Maximize opportunities for SBs; 
· Provide for ease of use;

While the OASIS contracts will provide professional services support to all mission support areas across Government, GSA is considering use of a domain, or mission space structure in which to frame the broad scope of OASIS. These domains could be broadly defined to reflect missions of the Federal Government for which one or more agencies provide services to the nation.  They include examples such as: defense and intelligence, commerce, natural resources, and quality of life.  The exact number and breadth of each domain/mission space is yet to be determined.  The primary rationale for use of a domain/mission space structure is that agencies might prefer to compete task orders exclusively among contractors possessing direct experience with their mission space area of focus.  GSA is especially interested in agencies’ comments on this proposed structure and whether the agencies believe it would make the OASIS vehicle more effective.  

GSA’s approach to maximizing participation by SB will be to issue two solicitations:  one unrestricted full and open competition to allow competition by all businesses resulting in multiple awards; and one SB set-aside solicitation for exclusive competition among SB and resulting in multiple awards.  This approach will allow agencies to place any requirement against the OASIS SB contracts that the task order CO determines through a FAR Part 19 rule-of-two analysis to be appropriate for SB performance.  Further, GSA seeks to design the contract structure to support the ability of agencies to set aside task orders for direct award, or competition limited to the SB socioeconomic categories identified in the Federal Acquisition Regulation at Sub-part 19.000(a)(3), consistent with the SBA regulations for each socioeconomic category, i.e.:


· 8(a) business development participants;
· HUBZone small business concerns;
· Service-disabled veteran-owned small business concerns; and
· Economically disadvantaged women-owned small business concerns and women-owned small business concerns eligible under the Women-Owned Small Business Program.
To meet this objective, GSA is anticipating that OASIS SB competition will result in adequate numbers of awards within each socioeconomic category to ensure meaningful competition for each task order set aside for specific socioeconomic groups.  GSA believes this approach affords the opportunity for the broadest participation by all small businesses in the industry and will provide a vehicle that will facilitate agencies' ability to comply with the small business set aside procedures and manage their small business program goals.  Additionally, the OASIS unrestricted contract will contain aggressive subcontracting goals for SB utilization which contractors will be accountable for meeting.
This acquisition will support Presidential, Government-wide, and GSA initiatives.  The President’s March 4, 2009, memorandum articulates four goals for contracting.  A detailed discussion of the goals and the anticipated mechanisms in the OASIS vehicle may be found in Attachment A.

2.  Provide the anticipated period of performance as well as any option periods.

The period of performance for OASIS and OASIS SB is anticipated to be a five-year base period and one, five-year option.  GSA will process a waiver to the FAR requirement of the five-year limitation on service contracts.
3.  State the anticipated annual amount of spend over the life of the proposed acquisition and the amount of the contract ceiling. 
GSA calculated the overall potential opportunity based upon FY 2010 Government spending in this contract category of $79.71B (See Table 1 in Attachment B).  
This total was reduced by GSA’s existing market-share ($9.61B).  The balance ($70.1B) was further reduced to reflect target reductions in FY 2011.  Finally, that balance ($62.13B) was reduced, by the 15% reduction in management support services imposed by the Administration for FY 2013.  The Administration’s memorandum defined management support services to include program management, which is one of the five areas of professional services OASIS will support.  
To identify the impact of the 15% reduction in management support services, GSA first identified what percent of the overall potential market was identified as management support services; approximately 20%.  Therefore, the available spend for complex, professional service requirements are estimated at $60.27B a year beginning at the end of FY 2012.  
[bookmark: _Toc317167138]B.  Potential Duplication
 
1.  Complete the table below for each primary product or service to be offered on the vehicle:
The following table outlines the Product Service Codes (PSC) and Federal Supply Classes (FSC) for the professional services anticipated to be included in the OASIS acquisition.  Additionally, GSA identified some existing vehicles that could potentially duplicate OASIS’ services.  However, there is no government-wide contract vehicle which integrates all the service areas proposed for OASIS.  It is important to note that while each of the existing vehicles may potentially duplicate some of the individual services and features provided under OASIS, none will duplicate the integration of all of the services and features and that apart from the MAS program, there is no vehicle in place which addresses professional service needs across the Federal community.  By focusing on complex integrated professional services, applying strategic sourcing principles, and addressing non-commercial as well as commercial contracting, OASIS fills a different market need than MAS.  
Chart 1:  Comparison of Potentially Duplicative Vehicles
	Primary Product or Service
	Existing Vehicles Researched
	Finding:

	PSC/ FSC
Code  
	Description
	Servicing Agency
	Name of Contract Vehicle
	Comments:

	PSC 408



PSC 425




PSC 406



PSC 410







	Program Management Support



Engineering and Technical Services




Logistics Management Services



Financial Management Services




	Navy




US Coast Guard




GSA




Dept of Treasury




	SeaPort-e
(for non-commercial buys only)

TABBS
(for commercial buys only)



GWACs
(for IT objectives only)


TIPPS-4
(for non-commercial use only)


	Scope designed for Navy Marine Corp needs, not a government-wide contract


Does not support non-commercial work, does not support cost reimbursement, not a government-wide contract


Scope designed for IT based requirements and not appropriate for professional services based requirements

Does not support non-commercial work, does not support cost reimbursement, not a government-wide contract



OASIS will be the only vehicle offered on a government-wide basis that contains all of the services and features listed below.
Proposed Contract Vehicle:  OASIS is a government-wide IDIQ multiple award task order contract for complex integrated professional services requirements.  The OASIS family of contracts will include OASIS (full and open competition) and OASIS SB (small business set asides) and contain the following features:
· Hybrid contracting vehicle; no other government-wide vehicle exists that offers a total solution for both commercial and non-commercial, complex integrated professional services based requirements;
· Supports the Administration’s goals on innovation;
· A unique vehicle for professional services which will offer transactional level data to customer agencies; data not currently being collected;
· Allows full flexibility in task order contract types;
· Incorporates the ability to transition recurring non-fixed-price orders to fixed-price orders, where appropriate;
· Performance-based incentives throughout the life of the contract;
· Flexibility to add ancillary support services and supplies (commonly known as Other Direct Costs - ODCs) at task order level;
· Low contract access fee (CAF) ;
· Standardized labor categories;
· Best-in-class pool of contractors;
· Streamlined contract management through flexible prime/subcontractor arrangements and streamlined ordering procedures utilizing FAR Sub-part 16.505 authority;
· Detailed contract matrix to serve as a guide in identifying clauses by contract type to be incorporated at task order level;
· Subcontracting goals to maximize utilization of small business on the unrestricted contract;
· Ability to make set-asides and direct awards based on socio-economic status on the OASIS SB contracts;
· On-ramping to refresh the contractor pool;
· Off-ramping of non-performing contractors; 
· Promotes sustainability and energy efficient solutions; and
· Features a robust customer delivery model:
· Leverages existing IT tools;
· GSA pre-award and post-award scope reviews to reduce customer risk;
· Extensive contract Web library;
· Exemplary customer support and service;
· Ordering Guide, templates, samples;
· Ask the Expert capabilities;
· Chat features for sharing best practices and lessons learned; 
· Transactional data, analytics and trend analysis; and
· Training module and procurement delegation authority.
2.  State if the agency has identified any overlapping agency-specific vehicles that it intends to phase out.

There are no existing Government acquisition vehicles that provide a solution for both commercial and non-commercial complex integrated professional services based requirements.  For example, Navy’s SeaPort-e is for acquisition of non-commercial professional services and the US Coast Guard’s TABSS department-wide acquisition is for commercial professional services.  These are also enterprise-wide contracts and not available for government-wide use.  During customer focus groups with a number of agencies[footnoteRef:2], customers identified certain characteristics they considered to be favorable and desirable.  These characteristics include: [2:  Department of Justice, US Air Force, Department of Health and Human Services, US Army, Environmental Protection Agency, Department of Treasury, Department of Veterans Affairs, US Navy and  Internal Revenue Service] 

· Increased transparency through business intelligence that gathers transactional level data and employs data analytics;
· Maximum flexibility to accommodate all contract types, other direct costs (ODCs), standardized labor categories, and worldwide coverage; 
· Streamlined means to acquire these requirements;
· Performance metrics that drive Government objectives;
· Mechanisms to reduce high-risk contracting;
· Maximum opportunities for SB; and
· A robust customer service delivery model. 
OASIS is envisioned to include all of these characteristics identified as associated with the vehicle of choice.  As such, GSA sees the greatest value in OASIS as reducing the need for agencies to develop more enterprise or agency-wide professional services vehicles, base-lining professional labor category definitions and standardizing vocabulary, and increasing opportunities for collaboration across professional service buyers across Government.
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Attachment A

How OASIS Meets the President’s Goals on Federal Contracting

Goal 1 – The appropriate use and oversight of sole-source and non-competitive acquisitions, and maximize the use of competition. 

The resultant contracts will require task orders to be awarded using the fair opportunity competitive procedures set forth in Federal Acquisition Regulation (FAR) Part 16. 

GSA’s FAS will develop an acquisition strategy to maximize the use of small business.  This acquisition strategy shall feature two acquisitions, one set-aside for small business and one unrestricted. This strategy is consistent with Section 1331 of the 2010 Small Business Jobs Act as implemented in FAR Subparts 19.502-4(a) and (b), respectively.  

OASIS will include an on-ramping process to periodically re-open the solicitation to refresh the pool of vendors to maintain robust competition and superior service.  On-ramping also responds to changes in the marketplace and allows for adding new technologies and solutions to the acquisition.  It will also include an off-ramping process to remove non-performing, non-compliant contractors and maintain a best-in-class pool of competition.

Goal 2 – The appropriate use and oversight of all contracts, minimize risk and maximize value.

President Obama stated in his 2011 State of the Union Address:

“The first step to winning the future is encouraging American innovation.”

Innovation today encompasses more than just scientific or technological breakthroughs.  Today’s innovative leaders often focus in the realms of design, consumer use, and marketing.  Tomorrow’s innovation requires novel business ideas, supporting technology and Government funding[footnoteRef:3].  GSA believes that the OASIS vehicle can be crafted in such a way as to purposefully support the Administration’s goal for innovation while also implementing its objectives for strategic sourcing, and reduction of high risk contracting.  There is no other contracting vehicle in existence that supports the purchasing of both commercial and non-commercial complex integrated professional services based requirements through the same vehicle.  OASIS will provide this innovation to benefit agencies and their stakeholders.   [3:  Time Magazine’s June 13, 2011 edition, article titled Innovate Better] 

There has been a recent surge in cost-reimbursement and Time and Material (T&M) contracts, which are considered high-risk contracts.  Source data shows that $34.6B (43.4%) of the $79.7B spent on these services in fiscal year (FY) 2010 were purchased through non-commercial, cost-reimbursement type contracts and $11.0B (14%) were purchases through T&M contracts.  There is a continuum of high risk to the Government at the T&M/cost-reimbursable end of the spectrum to low risk for fixed price.
GSA will mitigate these risks in a number of ways:
· Provid the ability to convert recurring non-fixed price task orders to fixed price at an appropriate point in the task order life-cycle whenever practicable;
· Off-ramping procedures for non-performing contractors;
· A structure that serves as a guide for including appropriate clauses associated with each type of task order; 
· Performing scope reviews of task orders;
· Requiring customers complete training in order to receive a Delegated Procurement Authority from GSA to use OASIS; and
· Strongly encouraging the use of Quality Assurance Surveillance Plans (QASPs) and provide templates for such.

OASIS will promote performance-based acquisition.  The complex nature of this acquisition is a perfect fit for performance-based task orders issued against it.  Pursuant to FAR Subpart 37.102, GSA will inform agencies in the OASIS Ordering Guide that they must:

Use the following order of precedence (Public Law 106-398, section 821(a)); 

(i)   A firm-fixed price performance-based contract or task order. 
(ii)  A performance-based contract or task order that is not firm-fixed price. 
(iii) A contract or task order that is not performance-based. 

In addition, the OASIS Web contract library will contain sample performance-based Statement of Works (SOWs), performance metrics and standards, QASPs, and provide templates for the same.

GSA will incorporate performance metrics at the Master Contract level that will drive targeted Government objectives and will provide guidance for customer agencies to develop additional metrics at the task order level.  
  
In recent reports, GAO was unable to identify the number of interagency and enterprise-wide vehicles government-wide.  GAO also discovered there is limited policy to effectively leverage, manage, and oversee these contracts.  GAO also found that many of the same contractors provide similar products or services on multiple contracts.  This is a condition that increases the costs to industry and leads to missed opportunities to leverage the Government’s buying power.  Industry confirmed the GAO’s finding in their response to the GSA Industry Overview Web-broadcast on a potential GSA OASIS vehicle.  By centralizing the requirements under GSA’s OASIS contract, the Government will have a better means to leverage, manage and oversee these contracts.

By providing the ability to capture transactional level data, OASIS can create greater efficiencies in program management for both the client and government-wide.  It also provides a commercial and non-commercial vehicle (something not in existence in Government today) and leverages the Government’s buying power through consolidation of similar vehicles and requirements, leading to reduced costs and a streamlined means to acquire these services.  Customer focus groups saw these characteristics as essential to a vehicle of choice for professional services.

OASIS also addresses the challenge that today agencies are not collecting data in this area.  In fact, agencies told GSA that they are starved for data in the professional services arena.  Agencies want to know how much they are spending by labor category and what is the average price.  They also want to know how much their sister agencies have spent, and why they may be getting a better deal -- a result of better negotiations, perhaps a more appropriate contract type, or another best practice.  Much more importantly, beyond labor hours, there is a huge need for data relating to issues of cost, schedule, performance, and quality of work.  GSA believes by providing opportunities for agencies to work off of a common acquisition platform, it can better enable information sharing in these areas.

GSA examined several reasonably similar vehicles and believes that a centrally recognized vehicle of choice will attract customers who currently have vehicles in place and others with new requirements.  With OASIS, GSA will help agencies reduce the investment to manage acquisitions thus addressing budget reductions.  Ideally, it will also help reduce industry’s bid and proposal costs, by reducing redundant acquisitions.  An OASIS vehicle will also allow agencies to concentrate on their missions rather than their acquisitions. 

As Government’s need for complex integrated professional services based requirements evolves, it becomes increasingly difficult to find contracting vehicles that can accommodate those needs.  This may cause confusion or an unintentional misuse of available contract vehicles.  In the interest of meeting the mission in a timely manner, an agency may attempt to dilute or embellish requirements to meet the scope limitations of the available vehicles.  This practice leaves an agency open to increased costs, ambiguous contracts, duplicative purchasing practices, internal contract compliance issues and audits.
GSA will put the following controls in place to ensure the proper use of OASIS:
· Provide specialized training on the OASIS contract vehicle;
· Limit ordering to authorized users by implementing an OASIS training certification process that includes issuance of a Delegation of Procurement Authority (DPA) upon successful completion of the specialized training;
· Standardize labor categories;
· Provide maximum flexibility in task order type;
· Provide a detailed clause matrix to help ensure the correct clauses for the selected contract type are included in task order solicitations and contracts;
· Perform pre-award and post-award scope reviews; and 
· Provide a robust OASIS Ordering Guide to lead Contracting Officers (COs) and Program Managers down the correct path in:
· Developing performance-based SOWs;
· Determining commerciality;
· Determining the most appropriate contract type;
· Creating viable QASPs; and
· Complying with fair opportunity.

There is a compelling need to export good practices across Government.  Through a contract vehicle available government-wide, GSA looks to facilitate this need.  Through close work with a commodity team established across Government, GSA plans to build an extensive OASIS Web library with contract terms and conditions, an area to support the data analytics, the sharing of best practices, lessons learned, samples and templates, and “Ask the Expert” capabilities.  Pre-award and post-award scope reviews will be used to ensure the OASIS vehicle is being used properly.  

OASIS will allow FAS’ Office of Assisted Acquisition Services (AAS) to service customer agencies with these complex requirements through a single vehicle instead of a series of full and open acquisitions for the same or similar services.  GSA believes that the OASIS initiative will fill the gap between existing vehicles and enable it to provide a full range of acquisition support to Federal clients.   

Goal 3 - Assess the capacity and ability of the acquisition workforce to develop, manage and oversee acquisitions.

The acquisition workforce has stabilized, but members continue to move between agencies creating skill gaps in some agencies.  Generally, acquisition workforce members have certification requirements imposed including Federal Acquisition Certification – Contracting (FAC-C) and FAC-Contracting Officer’s Representative (FAC-COR) requirements.  OASIS will go a step further and similar to GSA’s family of GWACs, require all ordering agency COs to receive customized training on the OASIS vehicle and provide a copy of their warrant in order to receive a GSA Delegation of Procurement Authority (DPA).  Upon receipt, the ordering agency CO will have immediate access to place orders against the contracts.
 
OASIS “Ask the Expert” questions may be submitted to a centralized electronic mailbox managed by GSA to assist agencies in appropriate and effective use of the vehicle.

Goal 4 - Clarify appropriateness of outsourcing services.

Ordering agencies will be required to comply with FAR Subpart 7.503(e).  The regulation requires the designated requirements official to provide the ordering agency CO with a written determination, concurrent with transmittal of the SOW, that the functions to be performed under OASIS are not inherently governmental.  Further, the OASIS solicitation will expressly prohibit the acquisition of inherently governmental functions.  The latest policy on Performance and Management of Inherently governmental Functions will be both cited in the solicitation and attached as an exhibit in Section J of the solicitation.  Ordering agency COs must also observe the prohibition against personal service contracts found in FAR Subpart 37.104, and make the determination required by FAR Subpart 37.103(a)(1) as to whether the proposed services are for personal or non-personal services.  As currently envisioned, OASIS will expressly prohibit personal services task orders, even where customer agency authority to procure personal services exists.



Attachment B

[bookmark: _Toc317167139]Segmentation of Professional Services Contract Types – FY 2010 ($ Millions)
	Contract Type
	GSA Spending
	% GSA of total by contract type 
	Non-GSA Spending
	% Non-GSA of total by contract type
	Total Spending
	% of Total Spending

	Undefined
	$109.63
	12.87%
	$742.23
	87.13%
	$851.86
	1.07%

	1: Order Dependent
	-$0.21
	-8.79%
	$2.60
	108.79%
	$2.39
	0.00%

	2: Combination
	$358.90
	16.33%
	$1,838.34
	83.67%
	$2,197.24
	2.76%

	3: Other (none of the above)
	$165.03
	62.09%
	$100.75
	37.91%
	$265.78
	0.33%

	
	
	
	
	
	
	

	A: Fixed-Price Redetermination
	$0.03
	0.07%
	$39.00
	99.93%
	$39.03
	0.05%

	B: Fixed-Price Level of Effort
	$113.23
	18.40%
	$502.02
	81.60%
	$615.25
	0.77%

	J: Firm-Fixed-Price
	$5,199.13
	20.41%
	$20,278.31
	79.59%
	$25,477.44
	31.96%

	K: Fixed-Price with Economic Price Adjustment
	$20.47
	7.31%
	$259.38
	92.69%
	$279.85
	0.35%

	L: Fixed-Price Incentive
	$332.43
	73.93%
	$117.24
	26.07%
	$449.67
	0.56%

	M: Fixed-Price Award Fee
	$33.73
	4.71%
	$638.02
	95.29%
	$716.75
	0.90%

	Total Fixed-Price (A-M)
	$5,699.02
	20.67%
	$21,878.97
	79.33%
	$27,577.99
	34.60%

	
	
	
	
	
	
	

	R: Cost-Plus Award Fee
	$151.04
	1.06%
	$14,133.70
	98.94%
	$14,284.74
	17.72%

	S: Cost No Fee
	$7.57
	0.25%
	$3,036.61
	99.75%
	$3,044.19
	3.82%

	T: Cost Sharing
	$1.24
	3.72%
	$32.05
	96.28%
	$33.29
	0.04%

	U: Cost-Plus-Fixed-Fee
	$59.00
	0.36%
	$16,207.24
	99.64%
	$16,266.24
	20.41%

	V: Cost-Plus-Incentive-Fee
	$8.88
	0.92%
	$953.65
	99.08%
	$962.53
	1.21%

	Total Cost Type (R-V)
	$227.73
	0.66%
	$34,363.26
	99.34%
	$34,590.99
	43.40%

	
	
	
	
	
	
	

	Y: Time-and-Materials
	$2,201.33
	20.03%
	$8,791.46
	79.97%
	$10,992.79
	13.79%

	Z: Labor Hours
	$855.46
	26.50%
	$2,372.15
	73.50%
	$3,227.61
	4.05%

	Total 
	$9,616.89
	
	$70,089.76
	
	$79,706.64*
	100%


Source: USASpending FY 2007 through FY 2010
*Referred throughout the business case as $79.71B due to rounding.


Attachment C:  
Important Questions about OASIS and the Professional Services Marketplace
How Much Does The Federal Government Spend On Professional Services And In What Manner Are These Services Procured?
Professional services (Product and Services Code R) accounted for the largest single category of contract spending in fiscal 2010, cumulating to 14.9%, $79.7 billion, of the $535 billion spent that year.  In fiscal years 2011 and 2012, professional services accounted for 14.5% ($77.9 of $537 billion) and 14.2% ($62.4 of $439.2 billion), respectively.  
FY 12 figures are incomplete at this time.
Total spending on professional services for each of the last three fiscal years and the share of total spending is shown in Figures 1 and 2.

Figure 1- Total Federal spend on PSC-R Professional services in billions

Figure 2 - Total Federal spend on PSC R Professional services in billions as a share of total spend
Thirteen agencies each averaged over $1 billion in spend on professional services over the last three fiscal years as shown in Figures 3 and 4.  These agencies represent over $52B of the total $62.4B (approximately 81%) in FY12.  

Figure 3 – Agencies averaging over $1 billion/yr in spend on PSC-R
As clearly evident from the above, professional services spending by DoD equals or exceeds the spending of all other agencies combined.  In order to provide a better view of non-DoD spending in this area, the Figure 4 demonstrates the same information as Figure 3, except with the DoD removed from the graphic. Table 1, depicted below Figure 4, contains the raw data represented in Figure 3 and Figure 4.

Figure 4 – Agencies averaging over $1 billion/yr in spend on PSC-R (without DOD)


Table 1:  Agencies averaging over $1B/yr in spending on PSC-R – Dollars in Billions
The following are the R codes included as representing the professional services industry to potentially be provided by the OASIS contracts:
	R404: Land Surveys  Cadastral Services (non-construction)

	R405: Operations Research and Quantitative Analysis Services

	R406: Policy Review/Development Services

	R407: Program Evaluation Services

	R408: Program Management/Support Services

	R409: Program Review/Development Services

	R411: Real Property Appraisals Services (SIC 6531)

	R412: Simulation

	R413: Specifications Development Services

	R414: Systems Engineering Services

	R415: Technology Sharing/Utilization Services

	R418: Legal Services

	R419: Educational Services

	R420: Certifications and Accreditations for products and institutions other than educational institutions

	R421: Technical Assistance

	R422: Market Research and Public Opinion Services (includes telephone and field interviews  focus testing  and surveys)

	R423: Intelligence Services

	R424: Expert Witness

	R425: Engineering and Technical Services

	R426: Communications Services

	R498: Patent and Trademark Services

	R499: Other Professional Services

	R603: Transcription Services

	R604: Mailing and Distribution Services

	R605: Library Services

	R607: Word Processing/Typing Services

	R608: Translation and Interpreting Services(Including Sign Language)

	R610: Personal Property Management Services

	R611: Credit Reporting Services

	R612: Information Retrieval

	R699: Other Administrative Support Services

	R702: Data Collection Services

	R703: Accounting Services (NOTE: New code created for Financial Services See R710 below)

	R704: Auditing Services

	R705: Debt Collection Services

	R706: Logistics Support Services

	R707: Contract  Procurement  and Acquisition Support Services

	R708: Public Relations Services(includes writing services  event planning and management  media relations  radio and television analysis  and press services)

	R709: Ongoing Audit Operations Support

	R710: Financial Services (includes credit card services and any other financial services. See revision to description for code R703 above)

	R799: Other Management Support Services


Table 2:  Professional Service R codes included in research


Current strategies for buying professional services
The following graphs depict professional services dollars spent and the number of procurements performed.   As evident from the data, the number of dollars spent and the number of procurement actions on Full and Open Competition makes up the overwhelming majority of the professional services landscape.
Federal Professional Services Dollars Spent by Procurement Type

Figure 5a – Current strategies for buying PSC-R services (dollars in billions)


Federal Professional Services Procurement Actions by Procurement Type

Figure 5b – Current strategies for buying PSC-R services (numbers of actions)

	
Legend Code
	Definition

	CDO
	Delivery Order - competed

	N-CDO
	Delivery Order – not competed

	F&O Comp
	Full and open Competition

	F&O Comp/Excl of sources
	Full and open Competition after exclusion of sources

	Not Avail for Comp
	Not Available for competition

	Not Competed
	Not competed

	Follow-on to comp Action
	Follow-on to competed action

	SAP Comp
	Simplified Acquisition Procedures acquisition -competed

	SAP Not comp
	Simplified Acquisition Procedures acquisition –not competed

	Uncoded
	Actions not coded



Figures 5a and 5b illustrate the strategies used to buy all PSC-R services in fiscal years 2010 through 2012.  
Based on how they were coded, IDIQ vehicles were used to issue task orders (CDO and N-CDO –everything below the red line) for a small share of the total PSC-R dollars spent: $5.6 of $79.7 billion (7%) in fiscal 2010; $3.5 of $77.9 billion (4.5%) in 2011; and $2.2 of $62.4 billion (3.5%) in 2012.  In terms of numbers of acquisitions, IDIQ task orders were used on 17,522 of 310,437 (5.6%) in fiscal 2010, 10,293 of 331,183 (3.1%) in 2011, and 6,176 of 274,244 (2.3%) in 2012.
Considering the significant number of IDIQ vehicles in place at the agency level, one might conclude that those vehicles are in place at an unacceptable cost.
Although FY 2012 results are incomplete, based on the available data, the proportion of open market procurements to total spend appears to be increasing.  

Figure 6a – Dollars awarded through full and open competitions for Product and Service Code R

Figure 6b -Number of full and open competitions for professional services – Product and Service Code R

The following graphs are provided for a full breakout of spending and actions based on types of procurements for FYs 2010, 2011, and 2012.
Professional Services Spending 2010

Figure 7a – Current strategies for buying PSC-R services (dollars in billions)
Professional Services Actions 2010

 Figure 7b – Current strategies for buying PSC-R services (numbers of actions)

Professional Services Spending 2011

Figure 7c – Current strategies for buying PSC-R services (dollars in billions)



Professional Services Actions 2011

 Figure 7d – Current strategies for buying PSC-R services (numbers of actions)

Professional Services Spending 2012

Figure 7e – Current strategies for buying PSC-R services (dollars in billions)


Professional Services Actions 2012

 Figure 7f – Current strategies for buying PSC-R services (numbers of actions)
The following table lists the Top 10 R Codes in the Professional Services Domain for FY11.  Of note, all of these fall within the scope of OASIS:
	R425: ENGINEERING AND TECHNICAL SERVICES
	 $ 17,185,625,501.49 

	R499: OTHER PROFESSIONAL SERVICES
	 $ 13,812,537,411.20 

	R706: LOGISTICS SUPPORT SERVICES
	 $ 12,713,715,347.20 

	R408: PROGRAM MANAGEMENT/SUPPORT SERVICES
	 $   7,546,723,242.85 

	R799: OTHER MANAGEMENT SUPPORT SERVICES
	 $   4,208,542,193.96 

	R414: SYSTEMS ENGINEERING SERVICES
	 $   4,127,668,822.64 

	R421: TECHNICAL ASSISTANCE
	 $   3,632,431,288.05 

	R699: OTHER ADMINISTRATIVE SUPPORT SVCS
	 $   2,778,626,353.20 

	R710: FINANCIAL SERVICES
	 $   1,231,170,700.19 

	R608: ADMIN SVCS/TRANSLATION-SIGN LANGUAG
	 $   1,190,235,182.14 



The following table lists the Top 10 R Codes in the Professional Services Domain for FY12.  Again, all of these fall within the scope of OASIS:
	R499: SUPPORT- PROFESSIONAL: OTHER
	 $ 13,729,000,244.55 

	R425: SUPPORT- PROFESSIONAL: ENGINEERING/TECHNICAL
	 $ 13,013,419,933.51 

	R706: SUPPORT- MANAGEMENT: LOGISTICS SUPPORT
	 $   7,194,838,353.27 

	R408: SUPPORT- PROFESSIONAL: PROGRAM MANAGEMENT/SUPPORT
	 $   6,099,908,580.81 

	R799: SUPPORT- MANAGEMENT: OTHER
	 $   3,260,078,741.66 

	R699: SUPPORT- ADMINISTRATIVE: OTHER
	 $   2,214,273,493.68 

	R421: TECHNICAL ASSISTANCE
	 $   2,166,247,182.16 

	R414: SYSTEMS ENGINEERING SERVICES
	 $   1,464,927,171.21 

	R710: SUPPORT- MANAGEMENT: FINANCIAL
	 $   1,385,191,858.44 

	R426: SUPPORT- PROFESSIONAL: COMMUNICATIONS
	 $      784,702,377.72 



Need for professional services across the Federal Government
The acquisition of professional services remains an integral strategy of federal agencies in meeting their mission requirements. The agencies’ need for significant professional service support juxtaposed against the Administration’s need  to develop strategies to reduce overall federal spending and address the nation’s deficit, evokes an imperative to buy professional services in the most efficient and cost effective manner possible.
Currently, there are numerous agency and enterprise-wide Indefinite Delivery, Indefinite Quantity (IDIQ) contract vehicles for all categories of these professional services.  As well, there are numerous single contract awards for these services.  Buying procedures are disparate; pricing for the same or similar services is significantly varied; and the establishment and maintenance of the many acquisition vehicles is unjustifiably costly to the Federal Government. 
The use of contracts available government-wide generally results in reduced acquisition costs and more favorable prices through volume buying, cost visibility across the Federal Government, and standardized labor pricing.  
Reduced acquisition costs are realized through the reduction in numbers of contracts awarded, the use of streamlined acquisition procedures to order services, and reduced contract administration costs.  
The absence of a government-wide IDIQ contract for complex professional services in the government marketplace impedes the Federal Government’s ability to realize significant reductions in its acquisition costs and obtain more favorable pricing for the professional services it acquires. This is a significant weakness because professional services are the largest category of Federal contract spending.
This absence of a government-wide acquisition vehicle for complex professional services has driven many federal agencies to resort to full-and-open competitions to satisfy a significant share of their requirements in this area.  As the data demonstrates, full-and-open competitions have accounted for a significant share of federal dollars awarded for these services in the last three completed fiscal years.  In fact, full-and-open competitions have accounted for 40+ percent of the number of acquisitions for complex professional services in those fiscal years.  The high use of full-and-open competitions for these services represents missed opportunities for the Federal Government to realize savings through a centralized acquisition platform that supports volume buying and cost reductions through fewer contract awards, streamlined ordering procedures, and reduced contract administration.
In an April 2010 report[footnoteRef:4], the General Accountability Office found that many of the same contractors provide similar products or services on multiple contracts.  The GAO characterized this as a condition that increases costs to industry and government and leads to missed opportunities to leverage the government’s buying power.  This same condition exists today and most of the top 50 contractors in professional service sales volume provide these services across the Federal Government, especially to the top consuming agencies, on multiple contract vehicles.    Data samples and analysis of contractor information are provided later in this document.   [4:  “Contracting Strategies: Data and Oversight Problems Hamper Opportunities to Leverage Value of Interagency and Enterprise-wide contracts (GAO-10-367)”] 

What Is GSA's Strategy For Getting The Lowest Rates?

GSA views this as a long term strategy that begins through establishment of a common set of definitions for professional labor service categories.   OASIS is GSA’s attempt to establish this common baseline.  Extensive work went into the proposed definitions, work which now needs to be validated by the interagency commodity team.  
The overarching principle for the OASIS pricing approach is competition. Offerors will compete to become a prime on the OASIS contracts and that is the first level of price competition.  A much more intense level of competition will occur at the task order level.  Except for rare instances authorized by regulation, all task orders placed under the OASIS contracts will be subject to fair opportunity.  This means that every contract holder will be notified of each requirement and have opportunity to compete for each requirement.  Competitive forces will drive down pricing.  “Apples to apples” comparisons of standardized labor categories at the task order level will drive down pricing.  Meaningful segregation of labor category groupings will drive down pricing. 
While OASIS needs to maintain ceiling prices sufficient to cover the needs of client agencies, the competitive forces at play, along with the structure the OASIS contracts, will help ensure that the Government is obtaining best value and low pricing.

What about Contractors?  How many contracts are the top vendors performing on with federal agencies?
Earlier in this document, we identified the federal agencies that averaged over $1B/yr over the past three years.  They include:



Using data from FY10 - FY12, the following are the top 20 contractors in the professional services landscape:
	KELLOGG BROWN AND ROOT SERVICES INCORPORATED (1250)

	SCIENCE APPLICATIONS INTERNATIONAL CORPORATION

	FLUOR INTERCONTINENTAL INCORPORATED

	DYNCORP INTERNATIONAL LIMITED LIABILITY COMPANY (7126)

	UNITED SPACE ALLIANCE LIMITED LIABILITY COMPANY

	LOCKHEED MARTIN CORPORATION

	COMPUTER SCIENCES CORPORATION

	BOOZ ALLEN HAMILTON INC

	RAYTHEON COMPANY

	THE MITRE CORPORATION

	CACI TECHNOLOGIES INC

	BOEING COMPANY, THE

	NORTHROP GRUMMAN SYSTEMS CORPORATION

	MANTECH SENSOR TECHNOLOGIES, INC.

	AEGIS MISSION ESSENTIAL PERSONNEL LIMITED LIABILITY COMPANY

	JACOBS TECHNOLOGY INCORPORATED

	COMPUTER SCIENCES CORPORATION (3126)

	GENERAL DYNAMICS INFORMATION TECHNOLOGY, INC.

	LOCKHEED MARTIN INTEGRATED SYS

	BOOZ ALLEN HAMILTON INC.



Finally, just utilizing data from the Top 10 contractors in the professional services arena, the average utilization is 44.37%.  In other words, the top 10 contractors in the industry provided (on average) 44.37% of the needs of the highest spending federal agencies.  
	AGENCY
	2012 PSC-R SPEND (BILLIONS)
	2012 PSC-R SERVICES PROVIDED BY THE TOP 10 CONTRACTORS (BILLIONS)
	PERCENTAGE

	DoD
	$29.90 
	$8.46 
	28.29%

	HHS
	$4.38 
	$0.86 
	19.63%

	USAID
	$3.29 
	$1.83 
	55.62%

	HOMELAND
	$2.51 
	$0.71 
	28.29%

	NASA
	$2.48 
	$1.48 
	59.68%

	GSA
	$2.04 
	$1.00 
	49.02%

	JUSTICE
	$1.86 
	$0.82 
	44.09%

	STATE
	$1.75 
	$0.93 
	53.14%

	EDUCATION
	$1.44 
	$0.85 
	59.03%

	TRANSPORTATION
	$1.30 
	$0.53 
	40.77%

	HUD
	$1.10 
	$0.63 
	57.27%

	VA
	$1.09 
	$0.41 
	37.61%


Table 3 – Agency Spending Analysis for Top 10 Contractors

Most important, though, is the number of actions being performed to reach these same contractors for the same or similar services.  Incomplete data shows that there were over 115,000 full and open competitions conducted in FY12 alone, and this number will rise when all agency reporting is completed.  Over the past three years, the number of full and open competitions exceeds 377,000 procurement actions that do not include simplified or streamlined processes.  This represents extraordinary inefficiency at the macro level.  As an isolated example to emphasize the point, one company on the Top 10 list shared with the OASIS team that they have 250 separate IDIQ contracts (distinct contracts, not task orders placed under those contracts) and approximately 6,000 individual contracts and that they felt over HALF of those vehicles would fit under OASIS.  
GSA's strategy for reducing duplication (and avoiding duplication with MOBIS).

Contract duplication is a significant issue.  According to Bloomberg Government, in FY 2011, agencies spent $83.2 billion using 1,182 MACs.  Compared to FY2006 statistics, spending has approximately doubled while the number of contracts has almost tripled.  This proliferation of contracts comes at a steep cost in Government agency resources for administration and award, Contractor resources for bid and proposal costs and administration, and most importantly, to the American taxpayer, who ultimately foots the bill for all of it.  
There are no Government-wide contracts for professional services except the GSA Multiple Award Schedule professional service contracts of MOBIS, PES, LOGWORLD, and FABS.  GSA sees OASIS as a complimentary vehicle to these schedule contracts.  Where requirements are for a single discipline and commercial in nature, we see these requirements utilizing schedule contracts.  Where requirements are for multi-discipline work and/or non-commercial work, we see OASIS being utilized.  This is very similar to the relationship between GSA’s Alliant contracts and GSA’s IT Schedule 70 contract.   In fact, GSA feels that it is due to the absence of a Government-wide contract vehicle that can provide support to non-commercial requirements being performed on a cost reimbursement basis, that so much contract duplication is currently taking place in the professional services domain because client agencies simply have no contractual option to turn to for these requirements, which make up a significant portion of the professional services landscape.  It has already been established that professional services is the number one area of Government spending and as the following graphs illustrate, cost reimbursement contracting accounts for the majority of spending within the professional services environment.  OASIS will address this market need and stem the tide of duplicative contracts.  


Only having good contracts available for use, however, does not ensure good contracting.  GSA recognizes that and has developed a plan of action.  GSA’s strategy for reducing duplication of contracts in the Professional Services domain and ensuring proper use of OASIS revolves around the principles of awareness, education, and post award client interaction.  GSA’s approach to awareness will be three-fold.  First, the OASIS contracts contain requirements for Offerors to propose a marketing plan for the contract that will be incorporated through contract award and enforced through contract administration.  GSA understands the relationships that our Industry Partners have with agency clients and plan to leverage those relationships to increase awareness of the OASIS contracts.  Second, the OASIS staff will actively market the OASIS contracts directly to federal agency clients both through direct contact as well as through Industry conferences and events.  Finally, GSA seeks endorsement of the OASIS contracts by client agencies and especially those organizations such as OMB and OFPP who are in a position of leadership in the federal procurement community.  

With regards to education, GSA plans to leverage its awareness efforts and provide free training for contracting officers as well as program office/business development types.  Additionally, the OASIS program plans to offer free training to Contractors about the unified message of benefits and savings associated with the OASIS contracts as well as criteria for when using OASIS is appropriate.

Finally, GSA’s approach to post award client interaction revolves around two areas.  First is the scope review process.  This process allows client agencies, at no additional cost, to send a draft solicitation to the OASIS program office for review.  The OASIS program office, within three work days, will provide a written response to the requesting agency as to whether or not the requirement is a “fit” for the OASIS contract or not.  This scope review process will allow the OASIS program office to advise the client if the scope of work does not fit under OASIS or if a different contract vehicle, like GSA’s Schedule contracts, might be a better choice given the details of the individual requirement.  

The second area of client interaction is a direct support service to the client agency.  Often times, a contractor will recommend the use of a contract, but have no responsive Government office to refer the client agency to for Government to Government discussion of the requirement and potential contract fit.  The OASIS Program Office will be diligent on this front, ensuring clients get the support and answers they need while simultaneously safeguarding proper use of the contracts.

In summary, GSA feels that a combination of awareness, education, and client interaction will be successful in significantly impacting the level of contract duplication we are currently seeing Government-wide.  The endorsement of OMB and OFPP will provide tremendous momentum to the OASIS contracts and go a long way towards encouraging agencies to forego recompleting existing contracts, MACs, and IDIQs and instead, utilizing OASIS to save time, resources, and taxpayer money.
PSC R SPEND
PSC_R_Spend	
FY 2010	FY 2011	FY 2012	79.7	77.9	62.4	

PSC R	2010.0	2011.0	2012.0	79.7	77.9	62.4	All Other	
2010.0	2011.0	2012.0	455.3	459.1	380.1	

2010 	DoD	D of HHS	USAID	NASA	HomeSec	GSA	State	Justice	Transportation	HUD	Education	VA	Energy	47.6	4.4	4.8	3.7	3.3	1.6	1.6	1.3	1.4	1.3	1.0	1.1	1.5	2011 	DoD	D of HHS	USAID	NASA	HomeSec	GSA	State	Justice	Transportation	HUD	Education	VA	Energy	46.8	4.3	3.4	3.1	3.1	2.0	2.0	1.6	1.7	1.4	1.3	1.4	0.91	2012 	DoD	D of HHS	USAID	NASA	HomeSec	GSA	State	Justice	Transportation	HUD	Education	VA	Energy	29.9	4.4	3.3	2.5	2.5	2.0	1.7	1.9	1.3	1.1	1.4	1.1	0.99	


2010 	D of HHS	USAID	NASA	HomeSec	GSA	State	Justice	Transportation	HUD	Education	VA	Energy	4.4	4.8	3.7	3.3	1.6	1.6	1.3	1.4	1.3	1.0	1.1	1.5	2011 	D of HHS	USAID	NASA	HomeSec	GSA	State	Justice	Transportation	HUD	Education	VA	Energy	4.3	3.4	3.1	3.1	2.0	2.0	1.6	1.7	1.4	1.3	1.4	0.91	2012 	D of HHS	USAID	NASA	HomeSec	GSA	State	Justice	Transportation	HUD	Education	VA	Energy	4.4	3.3	2.5	2.5	2.0	1.7	1.9	1.3	1.1	1.4	1.1	0.99	



CDO	2010.0	2011.0	2012.0	4.6	3.3	2.1	N-CDO	2010.0	2011.0	2012.0	1.0	0.2	0.07	F	&	O Comp	2010.0	2011.0	2012.0	49.7	50.5	39.3	F	&	O Comp/Excl of sources	2010.0	2011.0	2012.0	7.4	7.5	6.8	Not Avail for Comp	2010.0	2011.0	2012.0	3.5	3.2	2.5	Not Competed	2010.0	2011.0	2012.0	8.700000000000001	9.3	8.9	Follow-on to comp Action	2010.0	2011.0	2012.0	2.0	1.3	0.8	SAP Comp	2010.0	2011.0	2012.0	1.2	1.3	1.2	SAP Not comp	2010.0	2011.0	2012.0	0.600000000000001	1.0	0.700000000000001	Uncoded	2010.0	2011.0	2012.0	1.0	0.3	0.0	


CDO	2010.0	2011.0	2012.0	14142.0	8843.0	5312.0	N-CDO	2010.0	2011.0	2012.0	3380.0	1450.0	864.0	F	&	O Comp	2010.0	2011.0	2012.0	125227.0	137482.0	115021.0	F	&	O Comp/Excl of sources	2010.0	2011.0	2012.0	46560.0	47224.0	42933.0	Not Avail for Comp	2010.0	2011.0	2012.0	23926.0	22964.0	17615.0	Not Competed	2010.0	2011.0	2012.0	31716.0	33895.0	29868.0	Follow-on to comp Action	2010.0	2011.0	2012.0	2589.0	1113.0	522.0	SAP Comp	2010.0	2011.0	2012.0	35697.0	42533.0	41212.0	SAP Not comp	2010.0	2011.0	2012.0	21440.0	26023.0	20897.0	Uncoded	2010.0	2011.0	2012.0	5760.0	9656.0	


Full and Open Competition	
2010.0	2011.0	2012.0	49.5	50.5	39.1	Total PSC R Spend	$62 

2010.0	2011.0	2012.0	79.7	77.9	59.1	FISCAL YEAR

TOTAL $ AWARDED (BILLIONS)




F	&	OC Acquisitions	
2010.0	2011.0	2012.0	125227.0	137482.0	115021.0	Total Acquisitions	
2010.0	2011.0	2012.0	310437.0	331183.0	274244.0	
TOTAL # OF PSC R ACQUISITIONS

2010	
CDO	N-CDO	F	&	O Comp	F	&	O Comp/Excl of sources	Not Avail for Comp	Not Competed	Follow-on to comp Action	SAP Comp	SAP Not comp	Uncoded	4.6	1.0	49.7	7.4	3.5	8.700000000000001	2.0	1.2	0.600000000000001	1.0	
2010	
CDO	N-CDO	F	&	O Comp	F	&	O Comp/Excl of sources	Not Avail for Comp	Not Competed	Follow-on to comp Action	SAP Comp	SAP Not comp	Uncoded	14142.0	3380.0	125227.0	46560.0	23926.0	31716.0	2589.0	35697.0	21440.0	5760.0	
2011	
CDO	N-CDO	F	&	O Comp	F	&	O Comp/Excl of sources	Not Avail for Comp	Not Competed	Follow-on to comp Action	SAP Comp	SAP Not comp	Uncoded	3.3	0.2	50.5	7.5	3.2	9.3	1.3	1.3	1.0	0.3	
2011	
CDO	N-CDO	F	&	O Comp	F	&	O Comp/Excl of sources	Not Avail for Comp	Not Competed	Follow-on to comp Action	SAP Comp	SAP Not comp	Uncoded	8843.0	1450.0	137482.0	47224.0	22964.0	33895.0	1113.0	42533.0	26023.0	9656.0	
2012	
CDO	N-CDO	F	&	O Comp	F	&	O Comp/Excl of sources	Not Avail for Comp	Not Competed	Follow-on to comp Action	SAP Comp	SAP Not comp	Uncoded	2.1	0.07	39.3	6.8	2.5	8.9	0.8	1.2	0.700000000000001	0.0	
2012	
CDO	N-CDO	F	&	O Comp	F	&	O Comp/Excl of sources	Not Avail for Comp	Not Competed	Follow-on to comp Action	SAP Comp	SAP Not comp	Uncoded	5312.0	864.0	115021.0	42933.0	17615.0	29868.0	522.0	41212.0	20897.0	
2010	 $27.60
35%
 $34.60 
43%
 $14.20 
18%
 $3.30 
4%

Fixed Price	Cost	Time-and Materials	Other	27.6	34.6	14.2	3.3	Fixed Price	Cost	Time-and Materials	Other	0.346298619824343	0.434127979924721	0.178168130489337	0.0414052697616058	
2011	 $30.10
39%
 $34.22 
44%
 $11.59
15%
 $1.84
2%

Fixed Price	Cost	Time-and Materials	Other	30.1	34.22000000000001	11.59	1.84	Fixed Price	Cost	Time-and Materials	Other	0.390000000000002	0.44	0.15	0.02	
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