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¢ image problem’

Criticism of interagency contracts is pushing GWACs sales down, experts say

By DAN DAVIDSON

006 was a tough year for
GWACs.

Sales plunged on gov-
ernmentwide acquisition con-
tracts about 30 percent from the
previous year — from $56.7 bil-
lion in 2005 to little more than
$4 billion for 2006 — according
to figures compiled for Federal
Times.

Ray Bjorklund, senior vice pres-
ident of FedSources, the Wash-
ington consulting firm that
compiled the GWACs sales data
for Federal Times, said the rea-
sons for the contracts’ dismal
performance are pretty clear.

“A great deal has to do with
widespread concerns about in-
teragency contracting, especially
with the [Government Account-
ability Office] putting those con-
tracts on its high-risk list and with
a Defense Department’s inspector
general report that worried that
their use had gotten out of hand
and that there was inadequate
oversight,” he said.

These concerns have soured
some buyers on all interagency
contracts and especially those of
the General Services Administra-
tion, which were singled out in
past critical audits by GAO and

the Defense inspector general,
Bjorklund said.

“The result has often been for
agencies to turn to their own in-
ternal contractors,” Bjorklund
said. “Contracting officers are tak-
ing the path of least resistance,
and that means not using those
GWACsS that are administered by
other agen-
cies. The lev-
el of spend-
ing is not go-
ing down. It
is just going
elsewhere.”

Among
GWACs that
saw  their
sales slow in
2006 were
GSAs Information Technology Om-
nibus Procurement II (ITOP II),
Commerce Information Technolo-
gy Solutions (COMMITS) and the
National Institutes of Health Elec-
tronic Commodity Store (ECS HI).

GSA's 8(a) Streamlined Tech-
nology Acquisition Resources
for Services (STARS), a contract
that offers agencies a slate of
small and disadvantaged ven-
dors to buy from, was conspicu-
ous for its healthy sales in-
crease. This was likely helped by
the termination of another GSA-

lnund

managed small business GWAC,
8(a) FAST, in 2005.

A bad rap

That GWACs should suffer be-
cause of past criticisms of
interagency contracts is odd and
unfortunate, said Jeffrey Wester-
hoff, senior vice president and
GWACs director for SRA Interna-
tional of Fairfax, Va. GWACs do
not suffer from the main defi-
ciency of other interagency con-
tracts: lack of oversight.

“The taint has spread from in-
teragency contracts to GWACs
because people don't know what
GWACs are and how they differ,”
said Westerhoff, whose firm of-
fers services on four GWACs.
“There is no problem with
GWACs, and there is a great need
for them, GWACs are misunder-
stood. It's more of a public image
problem than a real problem.”

Perhaps the most important dif-
ference between GWACs and or-
dinary interagency contracts is
that the former are vetted by the
Office of Management and Bud-
get, which approves such vehi-
cles only if they can demonstrate
that they are needed, properly

d and have ad over-

Nonetheless, many contractors
at the Defense Department appear
to be under the impression that
because of the recent criticisms of
GSA's contracts, they cannot use
either GSA’s supply schedules or
GWACs, said Bjorklund. And,
since half of the federal govern-
ment’s technology budget is spent
by Defense, the consequences
have been roundly felt, he said.

Other reasons for decline

Sales of some GWACs are de-
clining for another reason: They
are reaching the end of their
business lives, and prospective
customers are holding off on
some new procurements until
new or successor contract vehi-
cles are awarded and available,
Bjorklund said.

Finally, some customers are
turning away from GWACs in an
attempt to cut costs.

“Budgets are getting very tight,
and agencies are looking to save
money,” said Paul Murphy, presi-
dent of Eagle Eye Publishers in
Fairfax, Va., a market research
firm. “Agencies are being more
assertive in trying to manage their
own contracts, and the resultant

sight, Westerhoff said. “It's not so
easy to be designated a GWAC.”

INSIDE

ings in fees do add up. Also,
fewer middlemen are involved
and there is a more direct rela-

tionship with the client.”

And it is not just Defense that is
looking to its own resources for
contract development.

“The major issue driving this
[downward sales] trend is the de-
velopment of agency-specific
[multiple agency contracts],” said
Jim Ghiloni, acting director of
GSA’s GWAC program. “Navy
Seaport, Eagle [vehicles offered
by the Navy and Homeland Secu-
rity Department, respectively]
and others offer services that
were originally provided by GSA
but are now being done on those.

“However, I think it's cyclical.
GWAC:s fill a niche for those IT so-
lutions that have difficult require-
ments. We have enterprise-wide,
large scale GWACs and small busi-
ness GWACs,” Ghiloni said.

Steps to reverse trend

GSA has been moving aggres-
sively to shore up its losses and
reverse the downward trend for
its GWACs. It recently made a
pact with Defense to improve the
interagency contracting process,
which may enhance the image of
GWACs as well.

In general, GSA “will take bold
steps, be innovative and demon-
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strate a new capability, for exam-
ple, with the introduction of Al-
liant, which will have a $50 billion
ceiling and be awarded this sum-
mer, and Alliant Small Business,
which will have a $16 billion set-
aside,” Ghiloni said. Alliant will
replace Millennia and ANSWER.

“We are also talking to industry
and contractors to see what solu-
tions they have to offer on how to
improve our system, reach out
and provide the best that is avail-
able,” he said.

GSA is not alone. NITAAC, the
National Institutes of Health In-
formation Technology Acquisi-
tion and Assessment Center, of-
fers three GWACs and plans to
promote them aggressively.

Its CIO-SP2i — Chief Informa-
tion Officer-Solutions & Partners
2 Innovations — had the most
dollars sales in 2006 of any
GWAC, up from second place last
year. And Diane Frasier, acting di-
rector in the NITAAC Office of
Logistics and Acquisition Opera-
tions, is working to make sure its
popularity doesn't flag.

Like other sponsoring agencies,
NITAAC has seen some fall-off in
sales because of “concerns about
interagency contracting,” but the
CIO-SP2i contract has less to
worry about because no other ex-
isting contract can duplicate what
it offers, Frasier said. In addition,
NITAAC began taking steps a
couple of years ago to increase
oversight of its GWACs and en-
hance their transparency.

“In the face of the criticism of
interagency contracting, we rec-
ognized that we needed to in-
crease oversight and make sure
everything was done within
scope. We had always done this
with CIO-SP2i, but we got more
rigorous with our other two
GWACs,” Frasier said.

The others are ECS IlII, a
provider of network equipment,
and ImageWorld 2, a provider of
imaging devices for document
conversion and electronic stor-
age, among other things.

However, CIO-SP2i may have
its best years behind it, according
to Westerhoff.

“That vehicle expires in De-
cember 2010, and most agencies
like contracts that can run for five
years,” said SRA International’s
Westerhoff. “You can't do that
with CIO-SP2i, and so NITAAC
has to go to OMB and say it needs
CIO-SP3 — and there is no guar-
antee they will get it.”

A place for GWACs

Despite the overall decline in
sales last year, GWACs won'’t be
going away any time soon, said
Westerhoff.

“The decline is already starting
to stabilize,” Westerhoff said.
“These large GWACs can provide
the help customers need, and
some will come to look at their
internal contracts and say they
are not getting what they need,
that there is not enough control
or oversight. I think they will
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awarded later this springand will,  the most complete sales figures: HUBZone.

for the first time, allow unlimited
installation services, which are
limited under SEWP I to 30 per-
cent of the hardware price.

E-mail: fedlet @federaltimes.com

M Federal Procurement Data
System figures for COMMITS,
GSA 8(a) FAST, GSA ANSWER,
GSA Connections, GSA ITOP II,
GSA Millennia, GSA Millennia

COMMITS data include the
original COMMITS vehicle and
its successor, COMMITS Next
Generation (NexGen). GSA ITOP
11 data include contract actions

ed for the entire government fis-
cal year during which the trans-
action was completed.

Data for 2006 is estimated
based on actual but incomplete
data.
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In IT market, some contracts rise as others fall

By DAN DAVIDSON

It's probably more accurate to
think of governmentwide acquisi-
tion contracts (GWACs) not as
contracts but rather as market-
places. And like any market, a
GWAC can be busy as a blue light
special one day and dead as a
frozen custard stand in January
the next day.

Such is the case with one
GWAC that once was the busiest
in the field: the General Services
Administration’s Millennia, which
offers customer agencies a wide
range of information technology
services. Once GSA's pride and
joy, this contract, for some years,
led all GWACs in total sales. In
2005, Millennia's sales peaked at
$1.35 billion. But the next year,
sales plummeted to half that: less
than $700 million, according to
figures compiled for Federal
Times by FedSources, a market
research and consulting firm
based in McLean, Va.

Experiencing different trajecto-
ries entirely are two other
GWACs: the National Institutes of

mation Officer-Solutions & Part-
ners 2 Innovations), which offers
chief information officer support
services; and GSA's 8(a) STARS
(Streamlined Technology Acqui-
sition Resources for Services),
which offers information tech-
nology services from small, dis-
advantaged businesses.

The ups and downs of various
GWACs reflect changing buying
trends and sometimes outside
events, such as policy changes af-
fecting interagency contracting.
These changes have had an espe-
cially heavy impact on GWAC use
by the government'’s biggest pur-
chaser of goods and services: the
Defense Department.

Millennia: On the wane

But also, each contract vehicles
has a life of its own, said Ray
Bjorklund, senior vice president
of FedSources.

“Millennia was a great contract
vehicle, but now, approaching its
expiration in April 2009, it no
longer serves all of today's needs,”
Bjorklund said. “So people are
moving to other vehicles, such as

M. SCOTT MAHASKEY/FEDERAL TIMES

Jim Ghiloni, GSA's acting director of the Alliant program, says much of the
interest directed at Millennia has shifted to Alliant, its replacement.

their social and economic goals.
Or they are waiting for GSA’s Al-
liant and Alliant Small Business [to
be awarded later this year], which
will better meet their needs.”

Jim Ghiloni, GSA’s acting direc-
tor of the Alliant program, agrees.

“Millennia is coming close to
the end of its life cycle, and that

ects were started two and three
years ago and spending on new
projects is on the way down,”
Ghiloni said. Much of the interest
once directed at Millennia has
shifted to Alliant, which will re-
place both Millennia and AN-
SWER, another aging GSA IT
services procurement vehicle,

Millennia also has suffered
from recent moves by the
Defense Department to make
greater use of its own in-house
contracts as a way to save money
and avoid continued criticism
from auditors about its misuse of
interagency contracts.

“The Defense Department has
employed its own contracts over
the past few years to get more
control over their operations,”
said Paul Murphy, president of
Eagle Eye Publishers, a market
research and consultant firm
based in Fairfax, Va.

This doesn’t mean Millennia is
gathering dust. Lockheed Martin
of Bethesda, Md., a prime con-
tractor on Millennia, says it con-
tinues to see its sales increase on
that contract and has nothing but
praise for it.

“It is a unique vehicle, set up for
large-scale system integration-
type of programs, and it is one of
the few GWACs that held quar-
terly meetings with its industry
partners to discuss changes in the
acquisition world or any other is-

Health’s CIO-SP2i, (Chief Infor- GSA STARS, where they canmeet means many of its ongoing proj-  Ghiloni said. See MARKET, Page 14
Include: Information systems Seat Management software development, network network
0 integration, information system ) computing, data warehousing, critical wide-area networks, support for legacy
engmeenng. systems operations and 4. SRA'INTERNATIONALINC. infrastructures systems
logistics Headquarters: Fairfax, Va. Top agency customers: GSA, Defense Top agency customers: Defense
ln s al es services, medical CEO, Stanton Sloane (as of ~ GWAC awards: ANSWER, CI0-SP2i, D Navy, State D
legacy mformanon systems April 1) ECS lll, Seat Management, ITOP Il GWAC awards: Millennia L|te ANSWER
ion, training 2006 : $1.2 billion Millenia, Millenia Lite
Top agency customers: Coast Guard, Services offered through GWACs £
Headquamu& El Segundo, Calif. Federal Emergency Management Include: Systems integration, software 24 BODZAM.EN HAMILTON Headquarters: Chantilly, Va.
CEO, chalrman: Van Honeycutt Agency, Army critical infi McLean, Va. CEO, president, director: Jim Leto
2006 revenue: $14.6 billion GWAC awards: ANSWER, Millennia protection, information assurance, CEO, chairman: Ralph Shrader 2006 revenue: $882 million
Services offered through GWACs Lite, CI0-SP2, COMMITS NexGen, knowledge management 2006 revenue: $3.7 billion Services offered through GWACs

Include: Infrastructure support,
interagency data exchange and portal
development, shared services,
simulations, health care systems

Top agency customers: Envionmental
Protection Agency, NASA, Army

GWAC awards: Millennia, Millenia Lite,
ANSWER, CIO-SP2i, Connections, Seat

Connections,

Statement on GWAC plans: “General
Dynamics has access to additional
GWAC and GSA as

Top agency customers: Health and
Human Services Department, Defense
Department (Cl0-SP2i); Defense
Federal Deposit

- and

Services offered through GWACs
include: Design research, analysis

include: Servers, workstations and
software; data storage; network and

system
software ; facilities

a result of the Anteon acquisition in
2006. General Dynamics will increase
its federal GWAC business by actively
marketing those vehicles across the

Management wider General Dynamics customer
Statement on GWAC plans: ‘These base. .. . Customers are looking for
are very i tous.... large lei i i

We find that GWACs are a very good
opportunity to find channels to more
business. [The General Services
Administration] has done some things
that will make it more strategic for [the
Defense Department] and civilian
agencies to use. We think Alliant [a
GWAC that GSA plans to award later
this year] will be good also. Alliant
uses terminology mcluded in the
Federal Enterprise A and

technology and telecom solutions that
are effective and save money. The
Alliant and Networx GWACs, to be
awarded in 2007, will be great vehicles
for i ing effective i

Corp., Agency for International
Developmem (Millennia); Justice

management, infrastructure and
operations; information systems;
i chief

Defense Dep.
(Mulenma Lite)
GWAC awards: CI0-SP2i, Millennia,
Millennia Lite

5 LOCKHEED:MARTIN.CORP
Headquarters: Bethesda, Md.
CEO, chairman, president: Robert
Stevens

2006 $39.6 billion

that encompass information
technology and telecom.”

Department of Defense Enterprise
Architecture, and GSA aligned the
contracts around the architecture; and
{the contracts] will be very appealing
to many people and will make them
even more successful. GWACs that
don’t have specific

San Diego
CEO, chairman: Ken Dahlberg
2006 revenue: $7.8 billion
Services offered through GWACs
Include: IT requirements and design
research, analysis and definition;
system development and software

but are general are the most
successful.”

Headquartars- Falls Church, Va.
CEO, chairman: Nicholas Chabraja
2006 revenue: $24.1 billion
Services offered through GWACs

areas support;
network system operations support;
systems i ion and i

Services offered through GWACs
include: chief information officer
support; outsourcing; IT operations;
integration services; critical
infrastructure protection; digital
government; enterprise resource
planning; clinical support, research
and studies

Top agency customers: General
Services Administration, Navy
GWAC awards: CI0-SP2i, ITOP II, ECS
I, Millenia, Millenia Lite

Los Angeles

information center and help desk
support; hardware

Top agency customers: Homeland
Security Department, GSA, Navy
GWAC awards: ANSWER, Millennia,
Millennia Lite, HUBZone, Connections,

CEO, board chairman: Ronald Sugar
2006 revenue: $30.1 billion
Services offered through GWACs
Include: Softwave engineering,

ions, systems i

modemization of legacy systems,

information officer support,
operations and maintenance;
integration services; critical
infrastructure protection and
information assurance; digital
government; enterprise resource
planning; clinical support, research
and studies

GWAC awards: Millenia, ANSWER,
CI0-SP2i, Connections

Headquarters: St. Louis

CEO: James Kavanaugh

2006 total revenue: $2.1 billion
Services offered through GWACs
include: personal computers,

peripherals, software, warranty,
maintenance, security, training,
professional services, leasing
Top agency customers: Navy
GWAC awards: SEWP [ll, ECS Ill

Headquarters: Arlington, Va.

desktops; laptops; IT peripherals and
supplies
Top agency customers: Justice
Department, Veterans Affairs,
Homeland Security
GWAC awards: SEWP Iil, ECS Ill
Example of how company services
helped a customer agency: Under
SEWP Ill, GTSI has been able to help
the Homeland Security Department do
enterprise server consolidations for
Customs and Border Protection using
many new technologies not available
through the GSA.
Statement on GWAC plans: “GTS|
intends to grow our business by
hulldmg on our Technology Llfecyc]e

to
based infrastructure solutions delivered
through industry-leading professional
and financial services. We will offer a
wide range of services to complement
our product offerings making it easy for
our customers to get affordable,
scalable and repeatable solutions that
meet their needs”
Biggest growth market through
GWACs: Security because of mandates
of HSPD-12, enterprise computing,
server and storage consolidation;

CEQO, chai J.P London
2006 revenue: $1.8 billion

Services offered through GWACs
include: Systems integration, systems

voice over Internet
Protocol; unified communications.

Compiled by Fiona Clem
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merce Department — require
special permission from the Of-
fice of Management and Budget.

But VA is bucking a trend. Most
agencies are increasingly striking
their own contracts as a way to
save the cost of fees charged by
GWACs and because auditors are
taking closer aim at the govern-
ment’s interagency contracting
practices. The result has been
tough on GWACs. According to
figures compiled by the market
research firm FedSources Inc. for
Federal Times, sales on GWACs
last year plummeted 30 percent
from the previous year to just
over $4 billion — accounting for
slightly more than 6 percent of
the government'’s total spending
onlIT.

For VA, the NASA contract was
attractive because it offered four
times the number of vendors that
VA had available on its own IT
contract.

And VA procurement officials
didn’t have to incur the cost and
18 months of time it would take
to award a new IT contract to re-
place the expiring one VA had
been using.

In addition, NASA's contract
offers easier customer service
than VA's own contract because
of an array of electronic tools that
help procurement officials order
off the contract, said Gary Shaf-
fer, director of VA IT Capital Exe-
cution Service, which manages
the department’s IT funds.

“Their ability to do that is well
in excess of anything we can do
at VA,” Shaffer said.

One of the most attractive
things about GWAGCs is that they
offer customized services and
compliance oversight, GWAC
managers say.

“We can actually give them
more control by giving them
more reports and more tracking,”
said Joanne Woytek, the program
manager of NASA's GWAC,
which is called Scientific Engi-
neering Workstation Procure-
ment (SEWP). NASA trains cus-
tomer agency buyers to ensure
they use SEWP and its tools prop-
erly, she said.

“In the old way of doing things,
we were just catalogs; it made
sense [for agencies] to do their
own,” Woytek said. “But nowa-
days, we can tailor this contract
to meet their needs and policies
and we don't charge extra.”

Agencies using SEWP see its
electronic tools “as being the way
to go because they have built-in
compliance,” said Woytek.

The request-for-quotes tool also
builds in competition. In seconds,
the tool’s search feature can pick
out product and service options
fitting the customer’s needs from
a list of thousands and then even
suggest additional vendors who
offer products and services that
may be similar to those selected
by the user, she said.

Once an order, such as VA's

server order, is placed, SEWP’s
program office will electronically
notify the contractor, the pur-
chaser and the agency's central
office of the purchase, ensuring
the needed paperwork and notifi-
cations are completed.

TOP
TOP CONTRACTS

Rank Contract
2006 (2005) (2004)

rank in sales in fiscal 2006:

GWACs CONTRACTORS

Sponsering agency Sales

(in millions)

Chief Information Officer-Solutions

For VA, the tool will also flag t @ ® and Partriers 2 Innovations (CI0-SP2i) National Instttes of Health $1.E.)}1‘ s
items requested that are not VA- Applications ‘N Support for Widely-diverse . e
approved, Woytek said. 2 (3 @ End-user (ANSWER) General Services Administration n7
In the next planned version of 3 (1) (1) Millennia GSA 679
the tool, which will be rolled out Scientific & Engineering Workstation
later this year, agencies will be 4 (B @ P fi (SEWPgHI) NASA 509
able to identify policies, cl 5 (@) (4 Wiilennia Lite GSA 328
and requirements they need at- 8(a) Technolo, o R
tached to all quotes from that 6 (9 (12 : gy GSA 298
M N for Services (STARS)
agency, Woytek said. So if De- inforation echaioay Ommib
fense needs to add special secu- 7 (7) .~ (7)  Information Technology Omnibus GSA 145
rity or fi ial state- Procurement 11 (TOP If)
ments, they will automatically be 8 (6) (6) ic C ity Store Hll (ECS 11l) NIH 139
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vidual components. The SEWP Il
Web site boasts that the contract
offers everything “from Palm Pi-
lots to supercomputers.”

NASA isn't the only agency of-
fering electronic tools that boost
competition and ensure purchas-
ing compliance. The National In-
stitutes of Health is revamping
the request-for-quotes tool it of-
fers customers of its Electronic
Computer Store (ECS) contract,
and will offer the tool on its other
two GWACs, said Diane Frasier,
acting director of the NIH Office
of Logistics and Acquisition Op-
erations, which manages the
agency's GWAC programs.

Next year, NIH will launch e-
GOS, or electronic governmeént
ordering system. Like NASA's
tool, e-GOS will have government
regulations built in and it will let
agencies post and receive bids
electronically, slie said.

NIH already reviews all task or-
ders going through its three
GWACs to make sure they meet
the contract's scope, but e-GOS
will speed up the compliance
oversight process, Frasier said.

OMB sets limits

The Office of Management and
Budget has the ultimate GWAC
oversight role. It approves and
reauthorizes all GWAC contracts.
As a result, “there is not a prolif-
eration of GWACs,” said Paul
Denett, OMB'’s procurement poli-
cy administrator.

There are 12 active GWACs
open for business across govern-
ment, and that number is likely to
remain stable for some time,
Denett said. In addition, another
seven GWACs are in the process
of expiring, meaning agencies can
exercise options on existing or-
ders but they can't place any new
orders. While the number is like-
ly to remain stable, the GWACs
offered are constantly in flux as
some expire and new ones
sprout up to replace them.

In the last few years, the Gen-
eral Services Administration,
which manages the lion’s share
of GWACs, has reduced the num-
ber of GWACs accepting new or-

110P It expired in January.

2Seat Management expires June 2008, but no new orders can be placed. Funds may be spent through existing orders.

38(a) FAST expired October 2004.

SOURCES: Federal Procurement Data System; National Institutes of Health Information Technology Acquisition and Assessment Center;

and GSA 8(a) STARS and GSA HUBZone program office data obtained through FedSources’ Freedom of Information Act requests

‘In the old way of doing things, we were just
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catalogs; it made sense [for agencies] to do their
own. But nowadays, we can tailor this contract to
meet their needs and policies and we don't charge

extra.’
Joanne Woytek
NASA

ders to help minimize customer
confusion caused by the array
and overlap of them, said Jim
Ghiloni, acting director of GSA’s
GWAC program. Six will not be
renewed and a seventh was al-
ready replaced by another
contract. Even GSA's two most
popular GWACs — ANSWER
(which starids for Applications
'N Support for Widely-diverse
End User Requirements) and Mil-
lennia — will be replaced by a
new contract called Alliant,
which will be awarded this sum-
mer.

Staying relevant

With the number of GWACs
tightly controlled, the consolida-
tion trend means GWACs are go-
ing with broader offerings and
higher sales ceilings, said Ashlea
Higgs, manager of INPUT Net-

work and Teaming Solutions at
INPUT, a market research firm in
Reston, Va.

“The last thing they [agencies]
want to do is put contracts in
place that get used up before the
life of the contract,” he said.
“They're planning for success.”

This planning points to the suc-
cess many of the reauthorized
GWACs had in their previous in-
carnations, he said. For example,
Alliant’s ceiling price, $50 billion,
equals the combined ceiling value
of both ANSWER and Millennia.

Ray Bjorklund, vice president
of FedSources, a McLean, Va.
consulting firm, agrees.

“I see GWACs as more encom-
passing, more flexible and conse-
quently [there will be] less of
them in the future,” he said.

The flexibility to order wide-
ranging products and services on

GRAPHIC BY JOHN HARMAN

pre-competed contracts is what
makes GWACs, and contracts like
them, popular, said Bjorklund.
The contracting support attached
to GWACs means agencies save
the time and cost of competing
their own contracts, he said.

For VA, using a GWAC takes
the burden off its strapped con-
tracting office, because it is no
longer duplicating the IT contract
management structure already in
place with SEWP, said Efrain Fer-
nandez, VA's associate deputy as-
sistant secretary for acquisition.

Instead, VA contracting offi-
cers can focus on procurements
that directly support programs
affecting veterans, such as health
care management, he said.

But to stay relevant, agencies
managing GWACs need to refresh
them with up-to-date offerings of
products and services, Bjorklund
said.

NASA SEWP has been success-
ful in part because it rapidly
evolves, responding to customer
needs for new technology to meet
their missions, he said.

SEWP has a “technology re-
freshment” process that allows
prime contractors to add new
products or subcontractors offer-
ing advances in technology.
Technology refreshment can be
done on a daily basis, according
to SEWP’s Web site.

This is also something GSA has
designed into its planned Alliant
contract, Ghiloni said. The con-
tract has provisions to refresh
technology offerings as new de-
velopments and vendors emerge.

“We're incorporating flexibility
into Alliant, so as technology
evolves, we will evolve with it,”
he said. “We're not just taking a
snapshot of technology and think-
ing that will be true over the next
10 years.”

E-mail: ecastelli@federaltimes.com
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Agencles will pay more attention to STARS, says Paul Murphy, president of
Eagle Eye Publishers, because of the difficulty they face in meeting socloeco-

nomic procurement goals.

Market

From Page 11

sues that arose,” said Jeff Chesko,
Lockheed's Millennia program
manager.

NiH’s star

GSA's STARS and NIH’s CIO-
SP2i, by contrast, are on a differ-
ent path. CIO-SP2i had more sales
in dollars last year than any other
GWAC, up from the second spot
in 2005 and the fifth position in
2004.

Diane Frasier, director of ac-
quisition management at the NIH
IT Acquisition & Assessment Cen-
ter (NITAAC), attributes the con-
tract's success to the fact that it
provides services “in most, if not
all, areas in a solution-type con-
tract.”

One satisfied CIO-SP2i cus-
tomer is NIH's own National Eye
Institute, which has used the
GWAC to buy help-
desk support, comput-
er programmers and IT
security. The contrac-
tor for security pro-
vides day-to-day securi-
ty monitoring and in-
trusion monitoring, and
it runs the whole secu-
rity program, said Ter-
ry Williams, the Eye In-
stitute’s chief informa-
tion officer.

“This GWAC is good for us, first
of all, because we, as part of NIH,
do not have to pay the standard 1
percent fee,” Williams said. “But
that is really a minor concern.
More important is that it is very
easy to use, the paperwork is
minimal and from start to finish,
we can see the contract process-
ed in a month. And it is flexible.
Almost any terms of the contract
can be modified.”

Another satisfied customer is
the federal Office of Child Sup-
port Enforcement (OCSE), a
Health and Human Services De-
partment agency, which has used
CIO-SP contracts since 1996.

“The CIO-SP2 makes obtaining
services easy, all the contract
work is done up front, the
process is quick and everything
can usually be completed within
one month,” said Margot Bean,
OCSE commissioner.

OCSE used the CIO-SP2i vehi-

- cle to establish a congressional-
ly mandated directory of all peo-

Frasier

The top companies doing business on the top five government acquisition contracts:

Rank Company

(in millions)

2006 sales  Sales share

NIH CHIEF INFORMATION OFFICER -SOLUTIONS AND PARTNERS 2 INNOVATIONS (CI0-SP2I)  $1,011

1 Lockheed Martin Corp.

$189 19%

Company’s top Justice, $77 million in awards
SRA International Inc.
2 G y's top Army, $57 million in awards 182 18
3 Science Applications International Corp. 108 1
Company’s top Hi d Security, $72 million in awards
4 Computer Sclences Corp. 107 11
( 's top Health and Human Services, $30 million in awards
BearingPoint Inc.
.S ERAL
M. SCOT MAHASKEY/ FEDERAL TMES 5 Company’s top customer: Health and Human Services, $37 million in awards 8 8
GSA APPLICATIONS 'N SUPPORT FOR WIDELY-DIVERSE END-USER REQUIREMENTS (ANSWER)  $717
General Dynamics Corp.
1 Company’s top Navy, $269 million in awards $289 40%
ple in the country newly hired, 2 Computer Sclences Corp. - 184 26
against which states check for C s top Navy, $98 million in awards
anyone who might be in arrears  ,  Science Applications International Corp. 108 15
on child support payments. The Company’s top customer: General Services $97 million in awards
agency considered other GWACs a Northrop Grumman Corp.
but chose CI0-SP2i for “its real- Company's top customer: General Services Administration, $53 million in awards 66 9.
1y good service,” Bean said. s CACT Tnc.
However, CIO-SP2i may also Company's top customer: General Services Administration, $28 million in awards 36 5
have gotten a boost simply be-
P GSA MILLENNIA $679
cause it isn’t managed by GSA. Computer Sciences Co
“Its ularity is due in part b P .
causeptgs ma;gs::s tl.lheatmh:d beei 1 Company's top General Services $185 million in awards $223 33%
made of some of GSA's contracts 2  SRA Internatlonal Inc. o _ 136 20
had not been made of CIO-SP2i C 's top General Services $136 million in awards,
or NIH in general,” said Jeffrey 3 Sclence A;lppllcatlnns International Corp. o 74 11
Westerhoff, senior vice presi Company's top General Services $74 million in awards
of GWACs at SRA Internationalin 4 Lockheed Martin Corp. 7 10
Fairfax, Va. “NIH is not GSA, and C s top General Services A $71 million in awards
it continued to do contracting 5 Northrop Grumman Corp. 7 10
with Defense.” Company’s top customer: General Services Administration, $67 million in awards
PN B SRRV A R RUE IR LI NASA SCIENTIFIC & ENGINEERING WORKSTATION PROCUREMENT It (SEWP 111) $509
improve its contract programs, World Wide Technology Inc.
Frasier said. o 1 Company's top customer: Navy, $30 million in awards $91 18%
“Now we are building an elec- " &isi Comp
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tronic Government Ordering Sys- WP
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will explanations as to ;DW > 's top . Army, $17 million in awards - 3
wh; ecific regula- overnment Inc.
tiors\ls zrpe requiredg and 5 Company’s top customer: Air Force, $12 million in awards 35 7
justifications for them,” [N UNENEYIA $328
Frasier said. “E-GOS 1 Science Applications International Corp. $59 18%
will ensure transparen- Company’s top Navy, $19 million in awards
cy, simplify and stream- 2 Lockheed Martin Corp. 52 16
line the uisition s top Navy, $13 million in awards
processesand it willall = =" caci tnc. P 14
g be online and in a sin- Company's top Navy, $20 million in awards
e system.” . General Dynamics Corp.
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Congress, interagency contract
problems, and outreach and pro-
motion, she said.

NITAAC also promotes its out-
reach and training programs,
which now assist in drawing up
performance-based contracts.

“This solidifies CIO-SP2i as a
leader and ensures we will re-
main a leader,” Frasier said.

BearingPoint, a McLean, Va,,
provider of IT solutions and a
member of NITAAC's advisory
council, reports that its business
through the CIO-SP2i GWAC has
been increasing, thanks not only
to the council but to the market-
ing group NITAAC hired to pro-
mote its GWACs.

BearingPoint does business
through CIO-SP2i with Defense
and most of the civilian agencies,

said Diane McLaughlin, Bearing-
Point program manager for
GWAC contracts. “It's popular
across the board. Its turnaround
time is significantly less than oth-
er GWACs, and as a full-solution
vehicle it offers hardware, soft-
ware and services.”

STARS gains ground

Also on an upward trend is
GSA’s STARS. Helped by the ter-
mination of GSA 8(a) FAST in
2005, STARS has seen its sales
rise from $20 million in 2004 to
$206 million in 2005, to $298 mil-
lion last year.

“STARS is a convenient vehi-
cle,” Eagle Eye’s Murphy said.
“And contracting officers have

been under pressure to meet

their socioeconomic contracting
goals, and they are looking for a
fast way to move stuff off their
desk.”

Agencies will pay more atten-
tion to STARS because part of
the difficulty they face in meeting
socioeconomic  procurement
goals, Murphy said. Agencies are
mandated to spend certain per-
centages of their contracting dol-
lars on purchases from small
businesses owned by minorities,
women and disabled veterans,
for example. STARS helps agen-
cies find these vendors, he said.

STARS sales will go up and up,
Bjorklund agreed. “Here’s a con-
tract vehicle that generates 8(a)

contractors,” he said. So-called
8(a) contractors are companies
that are considered economically
or socially disadvantaged — for
instance, they could include small
businesses located in depressed
urban or rural areas.

The Defense Information Sys-
tems Agency used STARS for just
that purpose when it paid
$450,000 to The Newberry Group
Inc. of St. Charles, Mo., for a
computer facilities management
service that facilitated the con-
version and migration of a lega-
cy-based operating system for
DISA’s Defense Enterprise Com-
puting Center.

E-mail: fedlet@federaltimes.com
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