
The Federal Scene 
GSA Contracts are Increasingly Important for Firms that Want to Sell ADR 
and Facilitation Services to the Federal Government 
 In an uncertain economy, the federal government can be a reliable source of 
revenues—often with good margins.  Federal agencies contract for dispute resolution 
and facilitation services to develop environmental regulations, settle EEO complaints 
and other workplace grievances, resolve conflicts over federal water rights, help other 
nations develop their civil infrastructure, and many other areas.   Federal agencies also 
hire contractors to train their staff in alternative dispute resolution and facilitation 
techniques and to promote the use these techniques within their organizations. 

 The demand for firms with expertise in facilitation, dispute resolution, 
consensus building, and related areas is strong.  In some cases the demand is spurred 
by law.  The Alternative Dispute Resolution Act of 1996, for example, requires federal 
agencies to use ADR techniques whenever this approach will help avoid more 
contentious and costly traditional approaches; and to develop policies, training, and 
other measures to promote the use of ADR.  And many federal programs, by their very 
nature, require facilitation services.  

 To break into the federal market, many savvy firms win a spot on the General 
Services Administration’s roster of approved contractors.  Another approach is to 
participate as a subcontractor in agency-specific RFPs, including those that focus on 
ADR and facilitation services and those that contain niche roles for subcontractors 
specializing in these fields. 

 GSA.  This federal agency maintains a stable of ADR and facilitation service 
providers, ranging from small niche shops to some of the nation’s largest, full-service 
firms (see Impressive Roster).  Each of these
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Traditional federal procure-
ments.  Firms interested in breaking 
into the federal market for ADR and 
facilitation services also should learn 
about other ways in which federal agen-
cies procure services.  Federal agencies 
can procure such services by issuing 
traditional RFPs.   For example, the 
Equal Employment Opportunity Com-
mission (EEOC) has recently an-
nounced a series of RFPs to procure 
ADR services in various geographic 
areas.   

 

Federal agencies also perform 
competitions using “combined synopses/so
to be less complex than those conducted u
firms to respond.  An example is a recent s
Agriculture (see Albuquerque.) 

 In some cases, a federal agency wil
contract issued without competition—to a 
the Interior, for example, recently did so to
mediating federal water rights issues.   

Katmandu.  The U.S. Agency for International 
Development (U.S. AID) is planning to procure 
contractor services to support one of its initiatives i
Nepal, titled the “Strengthened Rule of Law and 
Respect for Human Rights, and More Transparent 
and Accountable Governance.”  Among other thing
the procurement will require the contractor team to
“assess, design and develop initiatives leading to 
formation of a national Alternative Dispute Resolut
(ADR) system.”  Pre-solicitation notice for 367-03-0
(rev. Jan. 2004). 

Another way to enter the federal ma
team member in contracts that include AD
example is a contract being planned by the
(see Katmandu).  The U.S. Environmental P
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Whether the federal market makes 
including your willingness to learn federal 
contracts, for example, are considerably le
ago.   Success in the federal market also d
to find and assess specific procurement op
willingness to team with other companies. 
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Albuquerque.   The U.S. Department of Agriculture’s 
New Mexico regional office has recently issued a 
combined synopsis/solicitation for meeting facilitation 
services, to support its Southwest Regional Safety & 
Health Leadership Team.  USDA is seeking help in 
conducting strategic planning meetings and reaching 
consensus at these sessions.  A key evaluation 
criterion for selecting a firm is:  “Comprehensive 
knowledge of the technical and professional 
requirements of successful meeting facilitation and 
consensus-based decision-making processes and the 
demonstrated skills to provide professional services in
that area.”  Combined Synopsis/Solicitation R3-04-22 
(Jan. 2004). 
licitations.”  In brief, these solicitations tend 
sing RFPs and, in general, make it easier for 
olicitation by the U.S. Department of 

l issue a sole-source contract—i.e., a 
unique service provider.  The Department of 
 acquire the services of an expert in 
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rket is to participate as a subcontractor 
R or facilitation as ancillary tasks.  An 
 U.S. Agency for International Development 
rotection Agency awards mammoth 

contracts for cleanups of hazardous 
waste sites.  These task order 
contracts typically are awarded to 
large engineering firms that field large 
teams of specialty subcontractors, 
such as experts in consensus building 
and mediation.  EPA’s “Regional 
Oversight Contracts” (ROCs), which 
will soon be re-competed, are examples 
of such vehicles. 
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sense for your firm depends on many factors, 
business customs—which, in the case of GSA 
ss complex than they were only a short while 
emands structured and continuous research 
portunities and, for many firms, the 
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