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Uncle Sam Wants IT Startups and Small IT Companies

Who needs venture capital or owner funding?
By Richard White

ABOUT THE AUTHOR

Richard White founded Fedmarket in 1996 to assist small businesses in doing business with the federal government. Prior to Fedmarket, he built a federal services company from his garage to $150 million in revenue over a 15-year period. 

Mr. White won his first IT/consulting contract at a federal biomedical research facility and used that one contract to win all of the contracts at the facility. From there, he grew his business by going after and winning contacts at other federal laboratories.

This experience forms the basis of this book and provides a path for any small business interested in successfully selling its services and products to the federal government.

Whitepaper Summary

The federal government has struggled with bloated and ineffective IT contracts for years. The original ObamaCare Marketplace website contract is a case in point. 

“Jack be nimble” does not apply to large IT prime contractors. In fact, the opposite usually happens in government contracting when using prime contractors and spending millions on IT projects. Prime contractors can be agile but usually it’s when they use small IT companies as subcontractors.

For years government agencies and Congress have pitched “we love small businesses.” Until now the love has been mostly rhetoric with no dollar backing. 

Governments are waking up and starting to think “small and agile” as the way to solve their bloated IT efforts. And they are putting their money behind their mouth. 

The government has announced a new program for IT startups that basically says: come and help us be nimble. We need creative and quick applications.

The new program called the “IT Schedule 70 Startup Springboard” (IT Startup) which provides a special “no corporate experience” path for IT startups and small IT businesses less than 2 years old.

GSA Schedule contracts have been used for years to fund IT applications and are considered to be the best way to contract for IT services. The new IT Startup provides a less restrictive path for startups to obtain a GSA Schedule and participate in the multi-billion-dollar GSA schedule marketplace. 

The IT Startup
Your company can be brand new, have no corporate experience and still qualify for the new program. Or your company can be several years old and still be considered a startup.
The only experience required for the IT Startup program is the experience of management; by definition the essence of a startup. You only need to confirm that your company is an Agile developer and agility is easy to confirm.

The proposal evaluation for IT Startup proposal is reduced to 45 days while other GSA schedule proposal can take several months or more for evaluation. 

It’s an App at a Time 
GSA’s IT Startup provides an opportunity for startups to receive an IT-70 GSA Schedule contract quickly. 

Purchasing through a IT-70 GSA Schedule is the way government agencies buy IT services through task order contracts, one application at a time; usually referred in “government speak” as an IDIQ contract.

Congress has authorized the use of IT-70 Schedules by state and local governments for buying IT services.  So, the IT Startup program also applies to $80 billion state and local market as well as the federal market.

The government issues thousands of requests for IT development proposals with competition limited to around three companies through the GSA schedule program.

You can propose an application to a government CIO and eliminate the competition all together.

GSA Schedules are the IDIQ of choice for small IT service companies and startups in particular. 

· They are the preferred source, by regulation, for federal purchases.

· Contracting officers, federal purchasers and vendors find them very quick and easy to use.

· A Schedule contract is the only way to close a purchase transaction of more than $25,000 (other than the lengthy and expensive public bid process or participating as a subcontractor to a prime contractor)  

· Purchases through GSA schedules can be set-aside for small businesses.

Faster, Cheaper, and Innovative
The purpose of the new IT-70 Startup program is to encourage small, agile developers to implement applications faster, cheaper, and more innovative than the multi-billion-dollar prime contractors who have dominated the market for years.

The IT Market
The federal information technology market is $ 80 billion annually. Around $ 60 billion is purchased through IDIQ contracts and $ 16 billion through the IT-70 GSA Schedule contract. Add the $ 80 billion of annual state and local IT contract funding and the IT-70 Schedule contract is the biggest government-wide IDIQ there is.

The government is turning to mobility and apps to streamline programs. Thousands of apps have been developed and tens of thousands have yet to be conceived.

You are limited only by your creativity and ability to innovate.

Agile Development
Agile development capabilities are not strict requirement for the new IT-70 Contracting Program but are highly recommended. 

Agile development is easy to confirm; it’s an attitude more than anything else. It’s “break it up into small pieces project management” reborn under a new name. Most startups are Agile developers by nature.

Agile training programs with certifications are available as well as support software. Agile capabilities require a minimum investment and if you have agile experience that’s enough to qualify without training programs and certifications.

Qualifying for IT- 70 Startup Springboard
You can receive an IT-70 Startup contract award by submitting a proposal to the General Services Administration (GSA). 

The IT-70 Startup proposal is comprised of three basic types of file.

1. Red tape administrative files that require you to follow step-by-step procedures.

2. Files showing the experience of management and corporate experience if you have corporate experience (experience of management is enough).

3. Price files showing your proposed hourly rates by labor category. How you justify the reasonableness of your proposed hourly rates is unique to the company and can be based on corporate invoices, invoices for management while with another company, cost and profit buildups, hourly rate comparisons based on national surveys and rates published for GSA Schedule contract holders.

Accounting systems that meet federal cost accounting requirements are not required; Quickbooks in enough.

Although GSA approves pricing based on fixed hourly rates. Task order contracts pricing (application level) is fixed price allowing profitability even if approved hourly rates are lower than you would like.

The most difficult part of a IT-70 Startup proposal is proving the reasonableness of your proposed hourly rates. Fedmarket specializes in IT-70 Startup price justification and proposal assistance can be obtained by calling (888) 661-4094, Ext. 2.   

Specific qualifications for the new IT-70 Startup program are shown under the Federal Requirements Section at the end of the book.

We Have an IT-70 Contract, Now What? 

For startups selling at the task order (application) level is best accomplished through creative thinking and creativity is what the government is seeking through the IT-70 Startup program.

What really counts in the government IT market is first creativity and then speed of development and a relatively low risk of failure. These capabilities are best found in startups where management and their app development experience are focused at the project (contract) level.

Step 1: Take the Initiative
Contact information for federal and state and local CIOs is readily available through search engines. Conceive an application and email and or call them. Use your industry partners and contacts to grease the skids.

Write the specification behind your idea and present and/or email it to a CIO. They want to stand out and creative apps are the way to “CIO recognition.”  Your idea becomes their app.

Step 2: Respond to IT-70 Requests for Quotes

Thousands of Requests for Quotes (RFQs) are emailed to the holders of IT-70 schedule contracts. Pick the ones that fit your capabilities and respond.

Turn your response into an app and stand out. Creativity rules!

Money is Script
The federal government is money conscious at the political level. But a dollar in the federal government is not the same as a dollar in ordinary life. Multi-million government IT development contracts are a daily occurrence. 

Don't be a Subcontractor 
Creativity, development speed, and a relatively low risk of failure is not what the government gets by contracting with the large prime contractors. The large prime contractors are trying to be agile by hiring startups as subcontractors. 

Try to avoid be a subcontractor. Prime contractors limit subcontractors access to the customer and control subcontractor profits. Wouldn’t you if you were the contract holder?

The new IT-70 program allows you to be the prime contractor, work directly with the customer, control your profits. And you receive the credit for creativity and application success.

Federal Requirements Published by GSA for IT Schedule 70 Startup Springboard:
The IT Schedule 70 Startup Springboard initiative focuses on innovative IT companies with fewer than two years of experience. Our goal is to get the latest innovative technologies into the hands of federal agencies faster by getting emerging technology companies onto IT Schedule 70, the government’s largest IT contract vehicle.

This initiative now allows these innovative companies to:

· Use the professional experience of their executives and key personnel as a substitute for having two years of corporate experience;

· Use the project experience of key personnel as a substitute for having relevant corporate past performance; and

· Provide financial documentation that demonstrates the company's financial responsibility in lieu of submitting two years of financial statements. 
This initiative will make it easier for these companies to get access to over $15 Billion in annual federal, state, and local IT opportunities. In addition, it will establish a pathway for all highly qualified IT companies to join IT Schedule 70 and give more small businesses access to these opportunities.

Visit the IT Schedule 70 Roadmap for an overview of how to apply for an IT Schedule 70 contract.  The IT-70 GSA schedule Request for Proposal (RFP) is published at FBO.gov.   
The following is taken from the GSA Blog “Great Government through Technology” by Kay T. Ely

GSA’s Startup Springboard Speeds Access for Small Businesses to Government
By Kay Ely, Assistant Commissioner, Office of Information Technology Category
Just a few years ago you’d be hard pressed to find a tech startup with a GSA contract.  But that’s a thing of the past, thanks in part to GSA’s innovative IT Schedule 70 Startup Springboard, which offers new and smaller IT businesses an easier and faster way to get a Multiple Award Schedule (MAS) contract.

What is the Startup Springboard?

An integral part of GSA’s Making It Easier initiative, the IT Schedule 70 Startup Springboard offers tech startups and young companies an alternative to the two-year professional experience requirement traditionally required of a company trying to get on a GSA Schedule.

With Springboard, prospective industry partners can use their executives’ professional backgrounds, key personnel’s project experience, and related financial documents to complete their IT Schedule 70 proposals.

Making It Easier

For years we heard from industry that the unique government requirement of two-years of corporate experience before becoming a schedule contractor caused problems for small businesses and were particularly challenging for startups. Vendors had previously found it very difficult to navigate the complex path to getting on the schedule while customer agencies were not able to access the emerging technologies available in the market particularly from startups.

The Startup Springboard addresses our customers’ emerging technology needs by getting companies and their innovative solutions onto IT Schedule 70 and into the hands of customer agencies faster, increasing acquisition and operational efficiencies, providing greater opportunities for small businesses, and saving taxpayers money.

Success Stories

As of September 2017, 14 companies, 13 of them small businesses, have been awarded IT Schedule 70 contracts under the Startup Springboard initiative. Among them is Vricon, a provider of imagery solutions to the intelligence and military communities. Vricon had its first deal within a week of getting on IT Schedule 70: a $2 million contract with the U.S. Special Operations Command (USSOCOM). And with $5 million in sales to the government to date, the young company quickly helped us prove the Springboard really does what it was designed to do: make it easier for new and innovative companies to start working with government.

Security Solutions Technology (SST) had only been in business eight months before joining IT Schedule 70 through the Springboard program. SST provides IT and cybersecurity services and solutions to federal, state, and local government agencies and has more than $1.8 million in sales so far.

Springboard has also helped HUBZone and certified veteran-owned small businesses (VOSB) and woman-owned small businesses (WOSB) get on IT Schedule 70. See the complete list of businesses now on IT Schedule 70 that went through the Springboard process at the end of this blog post.

Bringing it All Together

The success of the IT Schedule 70 Startup Springboard and our other tools is a direct result of our commitment to addressing longstanding concerns of industry partners and government agencies. We’re addressing our customers’ emerging technology needs by getting companies — and their innovative solutions — onto IT Schedule 70 faster.

For general information about the program, visit the IT Schedule 70 Startup Springboard page.

The following companies have been added to IT Schedule 70 via the Startup Springboard since the program began in April 2016:

· Alpine Consulting Partners, LLC — providing computer systems design services

· Cambridge Federal, LLC — a HUBZone VOSB providing IT and Investigations and Security (I&S) Security: providing commercial IT equipment, software, and services

· Coffmatech — an economically disadvantaged minority woman owned small business (EDWOSB) providing commercial IT equipment, software, and services

· Concept to Integration Technologies,LLC — a service disabled veteran-owned small business (SDVOSB) providing commercial IT equipment, software, and services

· The Crevalle Group, LLC — providing commercial IT equipment, software, and services

· Nala Digital Solutions, Inc. — a SDVOSB providing commercial IT equipment, software, and services

· Planet Defense, LLC — a woman owned business providing commercial IT equipment, software, and services

· Resilient Solutions 21 LLC — providing commercial IT equipment, software, and services

· Security Solutions Technology ,LLC — a veteran owned a VIP-certified SDVOSB providing commercial IT equipment, software, and services

· Spathe Systems, LLC — an 8(A), small business, and SDVOSB-certified business providing commercial IT equipment, software, and services

· Tangent Technologies, Inc. — a woman owned SDVOSB providing commercial IT equipment, software, and services

· TrussWorks, Inc. — providing commercial IT equipment, software, and services

· Vricon, Inc. — providing commercial IT equipment, software, and services

About Fedmarket 
Fedmarket is a 25-year-old business focusing on government business development. Fedmarket offers complimentary consulting for vendors new to the federal market, as well as paid services such as proposal writing, contract management and business development. 

Our core business is GSA Schedules. Over the past decade we have helped thousands of companies successfully propose and be awarded a GSA Schedule contract.

Our goal is for you to succeed in obtaining your GSA award as quickly as possible.  Customers who have used Fedmarket's GSA Proposal services have experienced unparalleled submission success.  While Fedmarket cannot control the backlog at GSA they can present a professionally prepared, 100% compliant proposal to them, in doing so they expedite the review process and the need for revisions. 

Our GSA Schedule team has more than 30 years of experience in preparing and negotiating GSA Schedule proposals. When one takes into consideration the fact that more than 50% of all proposals submitted to GSA are rejected on the first go round, why would any company consider going with consultants that have only been in business for a couple of years? Fedmarket's experts have the experience and the background to anticipate the roadblocks GSA throws in your direction.

Call (888) 661 – 4094, Ext. 2 to arrange a call with the author of this whitepaper.
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