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(=) Introduction to the GSA Schedule / Ms. Melody Giangreco, Executive Contracts Manager,
Federal Schedules, Inc. (FEDSched)
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1.Q&A

(1)GSA Advantage! Provides standard product specification. If I am a company that

<k

specialized in selling customized products, does GSA Schedule a good fit for me ?
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(2)What documents applicants have to provide to prove their financial stability?
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(3)Is having experience in selling products to US a necessity when it comes to obtaining
a GSA Schedule? Is having branch offices a plus for applying GSA Schedule?
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(= ) Benefits of GSA and VA Multiple Award Schedule Contracts and marketing tools / Mr.
Jeff K. Clayton, Principle — Government Contractors Advisory Services, Baker Tilly

Virchow Krause, LLP
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1.Q&A

(1)What is the successful rate in general for GSA Schedule’s application? Aside from the

basic requirements is there any key elements to pass the application?
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(2)For companies that provide medical suppliers and services, what schedule is a good

fit for us?
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(3)Does Baker Tilly also help clients to market to Federal Government?
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