
 
 

 

August 10, 2021 

Mr. Ryan Schrank 

Director, Integrated Workplace Acquisition Center 

General Services Administration 

100 S Independence Mall W 

Philadelphia, PA 19106 

Subject: Packaged Office Program 

 

Dear Ryan: 

The Coalition for Government Procurement (the Coalition) appreciates the opportunity to 

submit member feedback about the direction of the General Services Administration’s (GSA) 

Packaged Office Program.  

As you know, the Packaged Office Program, which was created in 1995, connects furniture 

manufacturers with experienced project integrators and installers to provide a total solution for 

the Government. The program’s sales have grown significantly through the years, from 

approximately $12 million in fiscal year 2000, to over $155 million in fiscal year 2020. Almost 80 

percent of these sales are from small businesses, with approximately 10 percent coming from 

small-disadvantaged businesses. The Coalition and its members support the Packaged Office 

Program for its unique ability to meet agency requirements at fair and reasonable prices while 

supporting over 160 small businesses.  Once the Packaged Office contract is awarded, it is an 

efficient program with minimum burden on the customer, the Packaged Office contract holder, 

and the manufactures identified as suppliers to the Packaged Office contract. 

On March 31, 2021, the GSA Office of Inspector General (OIG) published a report, “FAS’s 

Packaged Office Furniture Program Limits Opportunities for Better Prices and Taxpayer 

Savings.” Notwithstanding the fact that furniture prices through the program have been 

determined to be fair and reasonable, the report notes that GSA may not be getting the “best” 

prices because it does not require Commercial Sales Practices (CSP) information from the 

“resellers” or seek additional discounts on the offered products.  The IG focused its analysis on 

obtaining the best price granted to the most favored customer without providing additional 

regulatory or programmatic context.  In response to this report, GSA is examining next steps to 

address the OIG’s concerns. 

The FSS pricing policies addressing Commercial Sales Practices and pricing state in pertinent 

part that, ”[t]he Government will seek to obtain the offeror’s best price (the best price given to 

the most favored customer).  However, the Government recognizes that the terms and 

conditions of commercial sales vary[,] and there may be legitimate reasons why the best price is 



 

 

not achieved.”  See GSAR 538.270-1.  This clarifying language in the regulation is important 

when considering these contracts.     

The Packaged Office contracts are structured to combine commercial capabilities and products 

to meet unique government requirements for complete, packaged office furniture solutions.  

The program utilizes the manufacturers’ pricing and practices information to establish the 

baseline, while structuring unique, integrated, one-stop shopping for Packaged Office solutions.    

This information is sufficient for determining fair and reasonable pricing for this unique 

contracting model.  In addition, competition at the task order level further enhances value for 

customer agencies.   

Here, the GSA OIG based its conclusion about pricing on a comparison of program prices to 

information technology resellers’ prices on the GSA Schedules.  This analysis, however, is not 

appropriate because participants in the Packaged Office program are not classic resellers, as in 

the IT market.  Rather, the Packaged Office prime contractors serve as integrators bringing 

packaged solutions directly to the federal customer.  They provide a total solution for their 

customers through a unique solution definitized at the contract level to meet government 

requirements.  

 

Engagement with Industry 

The Coalition respectfully requests that GSA and the Integrated Workplace Acquisition Center 

(IWAC) should engage with all stakeholders, including industry partners, at the start of 

discussions regarding the next Packaged Office solution.  We strongly caution against 

developing a solution prior to consulting with industry stakeholders, as stakeholder input can 

inform the solution and, thereby, mitigate any unintended consequences and otherwise help to 

ensure that the best program is available to meet customer agency mission requirements.    

Stakeholder input from industry is essential to crafting a program that efficiently and effectively 

delivers competitive, best value Packaged Office solutions to customer agencies.  Industry input 

also will support the Biden Administration goals of increasing opportunities for small 

businesses, including small-disadvantaged businesses.  The Coalition and its members stand 

ready to work with GSA as they update the solution.  

 

Contractor Teaming Arrangements (CTAs) 

The key feature of the Packaged Office Program compared that the contractor prime-sub 

relationship with manufacturers is established at the contract level rather than at the task order 

level.  This key feature promotes opportunities for small business reseller/integrators, as 

agencies can receive credit towards their small business goals under the program.  This benefit 

has resulted in strong sales by small businesses under the program throughout its history.  In 

addition, the contract level structure provides simplicity and efficiency for customer agencies 

when issuing, competing, and administering task orders.  It is a “win-win” for customer 

agencies. 



 

 

GSA, however, has raised the possibility of using CTAs as a method to support the program 

and bring it “into compliance.”  Coalition members are concerned that this model will not meet 

the needs of for customer agencies and will undermine opportunities for small businesses.  As a 

threshold matter, a CTA will limit/eliminate the ability of customer agencies to obtain credit 

towards their small business goals.  Small businesses, in turn, will be forced to dedicate 

additional resources to the negotiation, management, and administration of the CTA 

arrangements during the task order process.  This remains true for a contract-level CTA.  

Indeed, adopting this new model would increase complexity, leading to increased 

administrative costs and burden for small businesses and customers, as a CTA would need to 

be negotiated for every order.  Such an approach would run afoul of the Biden Administration’s 

priority of creating opportunities for small businesses and GSA’s goal of streamlining the 

procurement process.  Moreover, industry could be reluctant to participate in a program that 

could bring new administrative costs and other risks. 

  

 

Summary of Recommendations 

Ultimately, the Packaged Office Program is an innovative method designed to meet the 

Government’s need for such purchasing total office solutions.  For success, GSA needs to take 

the necessary steps to ensure that the program remains a simple and streamlined method for 

agencies to purchase total office solutions.  Discussions with industry will play a key role in 

ensuring this objective.  Additionally, GSA should recognize that CTAs will limit opportunities 

for small businesses, which account for the majority of sales through the program.  

Thank you for considering these comments and for your engagement with industry on this 

important issue. Consistent with the commitment to transparency between Government and 

industry, we look forward to meeting with the IWAC on August 19 to address questions as they 

embark on next steps for the Packaged Product Program.  

If you have any questions about these comments, please contact me at RWaldron@thecgp.org.  

Regards, 

 

 

 

Roger Waldron 

President 

 

CC:  Dena McLaughlin, Regional Commissioner, Federal Acquisition Service, GSA  
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