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Abstract 

Annually, the United States adds to its nearly $20 trillion in debt by spending more 

money than it collects.  These yearly expenditures include the acquisition of goods and 

services from private industry.  The purpose of this quantitative study was to compare the 

costs the government incurs through contracting with small businesses with the costs the 

government incurs utilizing large businesses.  Simultaneously, this study explored 

contracting officials’ perceptions of the quality of services provided by small and large 

businesses.  The aim of this study was to create an evidence-based solution to the need to 

save money in the government acquisition process by exploring whether small businesses 

provide quality services to the government at a lower price than large businesses, thereby 

raising the possibility of policy makers increasing small business set-aside contracts.  The 

researcher compared the labor rates large and small businesses charge the government for 

providing services associated with the same labor categories.  Simultaneously, a survey 

asked contracting officials their perceptions of the quality of services provided by both 

large and small businesses.  The results of the research showed small businesses charge 

the government a lower labor rate for employees performing work associated with 

specific labor categories than large businesses.  The survey results reveal that contracting 

officials believe services provided by small businesses are as good as those provided by 

large businesses.  The results of this research alone are not broad or conclusive enough to 

suggest change to government policy, but provide a foundation for encouraging 

government policy makers to study these issues more thoroughly to determine if an 

increase to government small business set-aside programs may be warranted.  

Keywords: Small business, acquisitions, contracting 
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CHAPTER ONE: INTRODUCTION 

Introduction and Background 

 The United States Government (USG) has carried debt since Andrew Jackson was 

President in 1835 (United States Department of the Treasury, 2013).  When the 

government spends more money operating the government than it takes in via different 

streams of revenue, the debt level increases.  While the debt has gone up and down over 

the years, in May 2016 the debt stood at roughly $19.2 trillion.  This means that each 

American’s share of the debt was roughly $59,000 (Hall, 2016).  As the federal 

government seeks ways in which it can reduce the debt by functioning more efficiently, it 

still has to pay the costs of operating the government from year to year, continually 

adding to the debt.  

 One of the ways Congress has sought to create efficiencies operating the federal 

government is to contract out the creation of goods and the provision of services to 

private industry.  The process of obtaining these goods and services is known as the 

acquisitions process, or interchangeably, contracting, or the procurement process.  The 

federal government, each state, and every nation has its own acquisitions process.   

Though the literature review details the disagreement in the literature supporting 

the notion that contracting out government work to private industry is efficient for the 

government, government acquisitions will continue.  In Fiscal Year 2014 (FY-14), the 

U.S. government spent approximately $445 billion on the procurement of goods and 

services (Office of Management and Budget, 2015) for the various departments and 

agencies that comprise the federal government.  However, as Schwartz (2015) reported, 

the acquisitions process is bogged down by outdated regulations, cumbersome rules, and 
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a bureaucracy that has created a system that is not agile, is averse to risk, and takes too 

long.  Numerous reform measures are needed, and both houses of Congress appear 

committed to improving the process.    

 Federal government contractors by law must make public the rates they charge the 

government for various contracted labor services.  When their rates are compiled into one 

document, it is termed a rate sheet.  These rate sheets are posted on both individual 

company websites and collectively on the General Services Administration (GSA) 

website (General Services Administration, 2015).  By gathering myriad rate sheets posted 

on the GSA website by both large and small businesses that contract for work with the 

government, an average cost for services provided by private companies can be 

determined and compared with each other.  Spreading this research across a wide area of 

labor service areas (i.e., Subject Matter Expert, Systems Administrator, Project Manager, 

Technical Writer, etc.) provided the researcher an opportunity to conduct a 

comprehensive analysis of any differences between what large businesses and small 

businesses charge the federal government for the services provided within the same labor 

category.  

 Notably, meaningful acquisition reform cannot arise from simply contracting for 

cheaper services; this is not a good answer for the federal government.  Any change to 

the manner in which the government acquires services from industry must take care to 

ensure the services are provided at the same level of quality or better than those 

previously provided.  Through the use of a simple survey, the researcher determined the 

perceptions of the quality of services provided by small business from contracting 

officials across the federal government.  The quantitative measure of cost data paired 
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with perceptions of quality of services provided by various-sized businesses became the 

basis for an evidence-based solution to the problem of government spending during the 

acquisitions process. 

Purpose of the Study 

 The purpose of this quantitative study was to compare the costs the federal 

government incurs through contracting with small businesses with the costs the 

government incurs while utilizing large businesses.  Simultaneously, this study explored 

government contracting officials’ perceptions about the quality of services provided by 

small businesses and large businesses. 

Research Question/Hypotheses 

Research Question: Do small businesses provide services to the federal government at 

less cost than large businesses while maintaining a similar level of quality of services 

provided? 

The following hypotheses were investigated in this study. 

 H1: Small businesses charge the federal government less than large businesses to 

provide contracted employees in the same labor category. 

 H2: Small businesses provide services to the federal government that contracting 

officials perceive to be as good as or better than large businesses providing similar 

services. 

 H3: Contracting for services from small businesses saves the government money 

when compared to contracting services from large businesses.  
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Significance of the Dissertation in Practice Study 

This research is significant on many different levels to many different groups of 

stakeholders.  Since it initiates and passes all spending bills, the United States Congress 

clearly plays a major role in government procurement and is a key stakeholder in this 

issue.  Private industry, comprised of more than 150,000 companies (Halchin, 2013) that 

do business with the federal government, is also very concerned with the direction of 

government procurement.  Finally, taxpayers have every reason to be concerned with the 

efficient spending of their taxpayer dollars.  The approximately $445 billion of 

government acquisitions accounted for roughly 40.4% of the $1.1 trillion in federal 

discretionary spending in 2014 (Tucker, 2014).  The manner in which the government 

spends more than 40% of taxpayer dollars should be very important to American citizens. 

 The Office of Management and Budget (OMB) has published and refined 

government policy on contracting since 1955.  OMB Circular A-76 Revised (2003) 

noted, “It has been, and continues to be the general policy of the government to rely on 

competitive private enterprise to supply products and services it needs.”  Bingman and 

Pitsvada (1997) pointed out that contracting enhances the government’s ability to 

improve its own efficiency and effectiveness.  Bel and Fageda (2008) agreed, and 

reported that their research indicates a genuine empirical effect in the relationship 

between contracting out services and economic efficiency.  While not all literature 

supports this view, Bingman and Pitsvada (1997), Bel and Fageda (2008), Denes (1997), 

Kidalov (2011), and Cullen (2012) make the case that contracting to private industry can 

be an efficient use of government appropriations and a means of strengthening the 

economy; both sides of this issue are reviewed in further detail later in this document.  
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However, whether or not one reaches a conclusion on the true value of contracting 

services out to the private sector, government acquisitions will continue to occur.  Thus, 

the federal government must seek ways to gain efficiencies in the $445 billion worth of 

goods and services the government acquires from the private sector with no reduction in 

the quality of services acquired.   

 If, as expected, the research indicated that small businesses provide a cost savings 

compared to large business, and that the services provided are of equal quality, a case can 

be made to increase the percentage of contracts the government sets-aside for small 

businesses.  Different people define small businesses in different ways, but the ultimate 

authority on whether or not a company is a small business is the Small Business 

Administration (SBA).  The SBA defines a U.S. business as an entity organized to make 

a profit, with a place of employment in the U.S., is independently owned and operated, is 

not dominant in its field nationwide, and operates principally within the U.S. or makes a 

contribution to the economy through tax payments or the use of U.S. employees, 

products, and materials (Small Business Administration, 2015).   

 The manner in which the SBA defines a small business has to do with meeting 

defined size standards.  For the purpose of collecting, analyzing, and publishing 

economic data relative to industry in America, the Census Bureau classifies all industries 

according to the goods and services they provide (United States Census Bureau, n.d.).  

The classification is known as the North American Industry Classification System 

(NAICS), and the codes as NAICS codes.  For each NAICS code, the SBA has 

determined a size standard by which a company is judged to be small or large.  For 

services, the measure is usually a three-year average of general revenue of the business.  



SMALL BUSINESSES AND ACQUISITIONS REFORM                     6 

For providers of goods, or things, the measure is usually the number of employees on the 

payroll of that business.     

 According to the SBA (Cullen, 2012), the current small business set-aside goal for 

the federal government is 23% of all government contracts.  Within the small business 

community, the SBA recognizes four special categories of small businesses that compete 

for those 23% of federal contracts set-aside for small businesses.  Table 1 shows a 

definition for each of the special categories.  While each special category has its own set-

aside goals, for instance, the government goal is 5% of contracts set-aside for Service-

Disabled Veteran Owned (SDVOSB) small business, these are understood as subsets of 

the overall 23% small business set-aside goal.  Thus, for the purpose of this research, any 

reference to small business is meant as an umbrella term, and encompasses all small 

businesses defined in Table 1. 

Any increase to federal set-aside contracts for small businesses has great potential 

to benefit each class of small businesses described in Table 1 and the U.S. economy in 

general.  Shoraka (2014) describes this phenomenon for us, declaring that when small 

businesses compete for and win government contracts, sometimes they cannot meet the 

requirements of the contract with the resources they already have on hand.  This means 

they must acquire new resources, like hiring new employees or expanding their facilities 

to fulfill their new obligations to the government.  In addition, the government customer 

gains the benefit of receiving services that are new and innovative and has the 

opportunity to work with highly flexible, customer-oriented firms that provide the 

government a direct line to the CEO and other senior management.  If small businesses 

can provide the same high quality services to the federal government at a lower cost than  
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Table 1   
   
Small Business Administration Definitions of Different Small Business Types 
 
Type of Business  Defined as: 

Small businesses generally  Independently owned and operated; Not dominant 
in its field of operations; Meets size standards set 
by the Small Business Administration per the 
company’s industry classification. 

Historically Underutilized 
Business (HUB) Zone small 
businesses 

 51% unconditionally and directly owned and 
controlled by U.S. citizens; Principal office in 
HUBZone; at least 35% of employees reside in 
HUBZone 

Service-disabled veteran owned 
small businesses (SDVOSB) 

 51% unconditionally and directly owned and 
controlled by service-disabled veteran 

8(a) small business  Unconditionally owned and controlled by one or 
more socially and economically disadvantaged 
individuals of good character and US citizens. 
Socially disadvantaged individuals includes: 

• Black Americans 
• Hispanic Americans 
• Native Americans 
• Asian Pacific Americans 
• Subcontinent Asian American 

Women-owned small 
businesses (WOSB) 

 
51% owned by women, with management and daily 
operations controlled by women 

   
large businesses, an increase in small business set-aside contracts may be a fiscally sound 

decision for the USG and could help to drive innovation and job creation in America. 

Aim of the Study 

The aim of this study was to create an evidence-based solution to the need to save 

money in the government acquisition process by exploring whether small businesses 

provide quality contracted services to the government at a lower price than large 

businesses, thereby raising the possibility of federal policy makers seeking a statutory 

increase to small business set-aside contracts. 
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Proposed Methodology for Collecting Information about the  

Dissertation in Practice Problem 

 By conducting research on websites dedicated to the General Services 

Administration’s (GSA) Multiple Award Schedules (MAS), which are the primary 

contract vehicles used by the government to obtain services (General Services 

Administration, 2015) one can find lists of the businesses who use GSA MAS to do 

business with the federal government.  For this research project, the author chose to 

examine labor rates businesses charge the federal government on their MAS for both the 

Professional Services – Training schedule and for the IT Services schedule.  The GSA 

requires all MAS contract holders to publish rate sheets on their private websites, and to 

send the rate sheets to the GSA where they are posted in one central location. 

To begin this research, the small businesses examined were chosen at random.  

Once the appropriate number of companies to obtain a representative sample was decided 

upon via a power analysis, the total number of companies available for research was 

divided by that number (=n).  Then, the rate sheet for every nth company was 

downloaded and examined.  This process was repeated among the population of large 

companies who utilize the same two government contracting vehicles.   

The labor categories where a comparison was made were chosen in a different 

manner.  While examining labor rate sheets from each company, the researcher wrote 

down all of the labor categories listed by the different large and small companies.  The 

total number of labor categories each of the two Multiple Award Schedules (MAS) 

utilized (Professional Services - and IT) was over one hundred.  As the researcher began 
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to record the labor rates various companies used for particular labor categories, the 

number of labor categories available for comparison began to shrink.  Eventually, the 

researcher determined that seven labor categories in the IT MAS and six labor categories 

in the Professional Services – Training MAS yielded enough data in labor categories 

common to both large and small businesses to make a valid comparison.  At that point, 

the researcher analyzed the designated common labor categories and their concomitant 

labor rates for each government schedule studied, for both large business and small 

business. 

 In order to discern perceptions of the quality of services provided by small/large 

businesses from government contracting officials, a survey was utilized.  The short 

survey was designed to take the acquisitions professionals who received it, less than two 

minutes to complete.  On the government’s primary e-business portal, Federal Business 

Opportunities (www.fbo.gov), every one of the thousands of solicitations posted is 

supposed to include the email address of at least one of the acquisitions professionals 

responsible for that solicitation.  The researcher culled email addresses from this website 

for what was a convenience sampling of 1000 acquisitions’ professionals who received 

the survey.  While there is no way to identify if this group was representative of the entire 

36,000+ acquisitions workforce, the group chosen was treated as a representative sample.  

From the results of the survey, conclusions can be inferred regarding the perception of 

the quality of services provided to the federal government by small businesses as 

compared to the quality of services provided to the federal government by large 

businesses. 

 

http://www.fbo.gov/
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Limitations, Delimitations, and Personal Biases 

 As is the case in any study, there were limitations to the research project 

undertaken here; mostly found in the methodology used.  The research in this study came 

from data from businesses that contract services through the GSA Multiple Award 

Schedule (MAS) family of contract vehicles.  GSA requires businesses who participate in 

this contract vehicle to make public their labor rates online, thus making data collection 

for this research project possible.  This is the largest contract vehicle in government 

today, but it still accounts for only 10% of the total value of contract dollars spent on a 

yearly basis (General Services Administration, 2015).  Thus, the research conducted in 

this study on the relative cost of services between large and small businesses selling 

services to the government was limited to 10% of the federal acquisition dollar.   

 Likewise, the survey was limited.  There are more than 36,200 (Johnson, 2013) 

acquisitions professionals employed by the federal government.  However, there is no list 

that an academic researcher can visit to obtain the names of all of these individuals and/or 

their contact information.  While email addresses for thousands of these people are 

available on the government’s primary e-business portal, Federal Business Opportunities 

(www.fbo.gov), it is unlikely that the total number of emails available somewhere on the 

website is even ten percent of the entire acquisitions workforce.  Thus, by design, the 

only candidates even considered for receipt of an invitation to take part in the survey 

form a pool of roughly ten percent of the total number of acquisitions professionals 

currently employed by the federal government.  From that number of perhaps 3,500 email 

addresses, the researcher chose 1000 email addresses at random to represent the 36,000+ 

http://www.fbo.gov/
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acquisitions professionals.  The response rate to the survey was 5%.  The low response 

rate is a limitation that must be considered when considering the results of this study.  

While some of the limitations in this research are due to methodology, in other 

cases, the author had to set boundaries or delimitations in order to be able to complete the 

work.  For instance, the General Services Administration (2015) revealed that there are 

more than 19,000 companies that participate in the GSA MAS contract vehicles.  

However, the two specific contract vehicles from which data for this study were gathered, 

Professional Services - Training and IT Services, account for 4% and 19% of those 

19,000 companies respectively (General Services Administration, 2015).  The volume of 

possibilities when collecting data for this research forced the author to place such 

limitations on this study. 

Similarly, due to the 36,200 plus individuals in the pool of potential targets for a 

survey of contracting officials, delimitations had to be set.  There is no list of these 

36,200 people with contact information available to the public; indeed, it is not clear that 

the government itself maintains a list such as this.  Identifying the names and contact 

information for even 10% of this workforce was an undertaking beyond the ability of this 

researcher.  An emailed survey to a convenience sample of 1,000 acquisitions 

professionals was ambitious but in the realm of the possible.  This small sample size may 

limit the usefulness of conclusions drawn about general perceptions regarding the quality 

of services rendered by small/large businesses.   

Another delimitation was the author’s decision to not survey Marine Corps 

contracting officials.  The author’s company does extensive business with the Marine 

Corps across the country and outside of the U.S.  In order to avoid potentially querying a 
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contracting official the author does business with now, or may do business with in the 

future, the author did not survey any contracting officials working for the Marine Corps.  

These officials could be identified by their email address.  If the official had an 

@usmc.mil email address, they were excluded from the survey. 

 The author’s bias centers around his current position as a member of the executive 

management team at a Service-Disabled, Veteran-Owned Small Business (SDVOSB) 

named Corps Solutions.  In this role, on numerous occasions, the author has been privy to 

the labor rates large companies are charging the government for services.  Anecdotally, it 

has sometimes seemed to the author as if big businesses are stealing from the federal 

government as evidenced by their charging the government double what Corps Solutions 

charges the government for the exact same labor category.  As a former Marine and one 

committed to seeing our service members obtain the education and training they need at a 

fair rate, it is disheartening to see other contractors in the same business with conflicting 

views of how best to serve the uniformed customer.  This is a bias the author simply had 

to deal with and let the research show whatever it will show. 

 However, to be clear, the construct of the study, the random nature of choosing 

which companies to examine, and the anonymous nature of the survey all served to 

prevent or mitigate researcher bias from becoming an issue in this research.  The survey 

questions received an external review, and the reviewers determined there was no bias or 

preferences shown in the survey questions. 

The Role of Leadership in this Study 

 Given its role in appropriating federal expenditures, all 525 Members of Congress 

have a stake in the results of this research.  While some Members champion small 
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business issues more than others do, every district and every state has small business 

owners and people who work for small business as constituents.  Some Members of 

Congress also have affiliations with large government contracting businesses that might 

influence their thoughts and actions as it pertains to this research.  

  Hersmann (2000) tells us politics is a power based social science, so influences on 

politicians and their respective positions on different issues cannot always be known or 

understood.  This research will be presented to the Small Business Administration and 

other stakeholder organizations in an attempt to prompt further study regarding the 

relative costs of the government procuring services from small and large businesses and 

to help determine if an increase in the percent of government contracts set-aside for small 

business is warranted.   

Shoraka (2014) tells us that Fiscal Year (FY) – 2013 marked the first time the 

government had met their small business set-aside contracting goal of 23%.  While 

contracting dollar figures change from year to year, this meant roughly $102 billion of 

the federal procurement dollar goes to small businesses each year with each percent 

representing approximately $4.45 billion injected into the small business economy.  If the 

23% goal is being met already, the results of the research show services cost less, and the 

quality of services provided by small business is perceived to be equal to the quality 

provided by large business, why not raise the small business set-aside goal? 

Another potential body of influencers who may have the ability and desire to 

become an issue leader for increasing small business set-aside contracts in the event of 

further research that builds upon the finding here, is the Congressional Small Business 

Caucus made up of U.S. Representatives and U.S. Senators.  Simply agreeing to be a part 
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of this caucus typically indicates a special interest in small business issues.  Politically 

speaking, this might be another avenue to find the appropriate, persuasive, persevering 

issue leader to force a change that positively impacts small business and reduces 

government expenditures.  

Reflections of the Researcher 

 The Ed.D. program at Creighton has been a valuable journey to the author on 

many different levels.  Embarking upon the Dissertation in Practice (DIP), proved there 

was much more work to look forward to.  Taking the time to conduct detailed, interesting 

research that has contributed to the body of literature in the business community is awe-

inspiring.  Looking back at the mornings, nights, and weekends conducting research, 

writing, and re-writing sections of the DIP is oddly appealing if only because it 

represented such a challenging intellectual hurdle and mental exercise of perseverance 

and fortitude.  In a previous life as a Marine, I faced many physical and emotional 

challenges (and a few mental ones as well) over the years and around the world, but 

nothing like the challenges that emerged in the DIP process.   

 Early in the Ed.D. program, I stumbled across this particular subject and problem 

that has now become the basis for this dissertation.  This was fortuitous as many faculty 

members allowed me to write about this topic in the context of the specific course in 

which I was enrolled.  Looking at the topic from different angles and gaining insight and 

suggestions from myriad faculty members served to sharpen the focus of this research to 

where a viable problem and purpose emerged into the shape it is today.   

 I would be remiss if I failed to talk about the Ed.D. program and the DIP in the 

context of my family.  There is no doubt that the seventh-grader, fifth-grader, and first-
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grader in the house are fully cognizant that their Dad has been in school, just like they 

are.  It has always been a goal to instill the same life-long love for learning in my 

children that my parents and teachers did for me.  This program, with the DIP process 

included, went a long way towards helping to teach my young boys the importance of 

continuing one’s education, even when grade school is over.  The DIP process reinforced 

this concept over the last eight-ten months.   

Summary 

 The USG spends hundreds of billions of dollars procuring goods and services 

from private industry every year.  This practice has taken place for decades and will 

continue in the future.  However, as the country’s debt grows larger, the government 

must look for ways to reduce costs in all facets of government spending.  One acquisition 

reform that might prove to save billions of dollars is the use of small businesses to 

provide a greater share of contracted services for the government.  Through a detailed 

examination of costs different businesses charge the federal government for services, this 

research has identified variances in costs between large and small businesses and 

advocates for policy decisions that support reducing costs in the provision of services.   

 While there are limitations associated with this research, it provides a starting 

point for continued research by policy makers in Congress and other government 

agencies to draw evidence based conclusions that support any suggested policy changes.  

If indeed small businesses are less expensive than large businesses, while maintaining the 

same or higher level of quality services, an increase to the small business set-aside goals 

for government contracting may be warranted.  Increased set-asides has the potential to 
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help several classes of socioeconomically disadvantaged small business while at the same 

time serving as an engine for job growth and innovation in America.   

 This research was informed by the author’s position on the executive management 

team of a SDVOSB currently conducting business with the government.  While this 

position comes naturally with biases favoring increased small business set-asides, the 

quantitative nature of the study provided numbers that tell a story one way or the other 

regarding the cost difference between small/large businesses.  It is the researcher’s role to 

report these numbers dispassionately and bring absolute integrity to the interpretation of 

the data no matter where it led.   
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CHAPTER TWO: LITERATURE REVIEW 

Introduction 

 In the following review, the reader can expect to find highlights of literature 

utilized for this project broken down into four general categories.  First, is a discussion of 

the literature pertaining specifically to small businesses: how they operate and how they 

contract with the federal government.  The literature in this category is further broken 

down into sub categories the author has identified as pro-small business and anti-small 

business.  

The next two categories included in this literature review are a section on the 

efficiency of government contracting as a means of saving federal dollars and a section 

on general purpose government contracting,  The final section is literature describing the 

professional practice setting, in essence, the contracting community within the federal 

government, which is a compilation of the many government sources or government data 

collected to help build the contextual background for this research.   

It should be noted that there is not as much current literature on government 

contracting as the author had hoped to find.  The most recent studies utilize data from the 

decade America spent at war early in the twenty-first century.  While these studies are 

well-researched pieces of scholarly work, the parameters of the study presented here calls 

for utilizing data current as of 2016.  The delta between the studies based on data from 

the “war years” and this study accounts for the dearth of a larger body of more recent 

scholarly literature examined for this literature review.  
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Literature about the Topic 

Small-Business Contracting 

 The literature pertaining to the efficiencies of contracting to small business versus 

large business is limited.  Interestingly, existing literature shows a limited number of 

causal ties between government policies supporting small businesses through set-asides 

in the acquisition process and better value to the government.  However, there has been a 

fair amount of research suggesting a correlation between policies that promote small 

business development in the public sector and the preeminence of small businesses in job 

creation.   

  Kidalov (2011) compared and contrasted small business contracting in the United 

States with that in Europe.  He noted the United States has been the global leader in 

developing and adhering to small business friendly procurement practices.  This emphasis 

on small business has led to U.S. small businesses making up over 99% of all employers, 

providing 49.2% of all private sector jobs, and generating 64% of all new jobs annually 

(Small Business Administration, 2012).  In FY- 2013, U.S. small business policies in 

favor of small business set-asides for prime contracting resulted in federal government 

contract awards totaling $121.9 billion to small businesses or otherwise 

socioeconomically identified small business concerns like women-owned small 

businesses or service-disabled veteran-owned small businesses (Small Business 

Administration, 2014).  Kidalov (2011) makes the case throughout his work that the 

United States’ commitment to developing and growing small business through public 

procurement has reaped significant benefits such as a more competitive industrial base 
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supporting both civilian and defense requirements, stronger innovation, and greater 

economic opportunity.   

Denes (1997) suggested small businesses are generally regarded as more 

innovative than large businesses, able to adapt readily to changes in the market.  Denes 

(1997) cited Holton (1965), Bannock (1981), Acs and Audretsch (1990), and Pratten 

(1991) to assert that small businesses are seen as producing more innovation per unit 

dollar of research and development, and as having more potential for job creation than 

larger businesses.  All of this speaks to the efficiency small businesses provide for the 

federal procurement dollar. 

 In his research, Denes (1997) found no evidence to support the view that small 

business set-asides increase costs to the federal government.  In fact, where the evidence 

deviated from showing no differences in costs between large and small business 

contracting, it suggested that small businesses set-asides resulted in the provisioning of 

less expensive services than those obtained in full and open competitive acquisitions.  

Interestingly, Denes (1997) attributed this occurrence to greater competition found when 

an acquisition was set-aside for small business versus when it was competed in a full and 

open acquisition.  Still, Denes (1997) reported that although services contracted by the 

federal government may cost less than services provided by the government, there are 

still barriers to providing goods and services at the lowest cost.  Among these barriers are 

equity programs, collusion, incumbency, and protectionism. 

Gale and Brown (2013) disagreed with the manner in which the Small Business 

Administration (SBA) classifies small businesses, but conceded the point that according 

to the SBA definition, of the estimated 18.5 million new jobs created from 1993-2011, 
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64% or 11.8 million new jobs were created by small businesses.  They also made the case 

that it is not the size of the company that is the best predictor of job growth and 

innovation; rather, it is the age or newness of the company that is the best indicator for 

potential to create job growth and innovate. 

David Birch (1979, 1981, and 1987) is widely considered to have contributed the 

most to the theory that small businesses are the principle job creators in the U.S.  

However, Davis (1996) concluded that Birch used flawed data and flawed methods from 

which to draw his conclusions thus limiting the usefulness of Birch’s work.  Neumark, 

Wall, and Zhang (2011) examined both Birch (1979, 1981, and 1987)  and Davis (1996), 

and utilized a more recent set of data, while then controlling for the problems Davis 

(1996) cited, to compare job creation between large and small businesses.  Their findings 

confirmed Birch’s (1979, 1981, and 1987) position that small firms create more jobs than 

larger firms.  Ultimately, as it pertains to changes in the procurement process, Neumark 

et al. (2011) concluded that policy-makers must be cognizant of the potential to weaken 

what is the greatest creator of employment in the U.S., small businesses, through policies 

that increase costs on small businesses or through regulations that impede small business 

growth.   

 Cullen (2012), who delivered the most comprehensive history of small businesses 

and small business set-aside programs, reported that awarding contracts to small 

businesses gives these companies the resources to develop and create higher paying jobs 

in their communities.  Further, contracting with small business strengthens the economy, 

stimulates competition in the marketplace, creates innovation, and provides more jobs per 

dollar spent than any other sector of the economy.  She detailed problems with the set-
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aside program, chiefly the failure of the government to hold agencies accountable for 

meeting their small business goals and the fact that agencies were still awarding set-aside 

contracts to large businesses and their subsidiaries through the end of 2010.  Based on her 

estimates, ending the practice of awarding government small business contracts to large 

corporations would likely create more than 1.8 million new small-business generated jobs 

(Cullen, 2012). 

While there are a fair number of studies identifying a correlation between policies 

promoting small businesses and the job creating record of small businesses, some 

disagree with small business set-aside programs and the efficiency of small business in 

general.  Sakallaris (2007) argued that while the impact of small business values on 

American culture is undeniable and worthy of continued efforts to promote, there are no 

efforts or metrics in place to ensure small business set-asides are awarded to only those 

companies who embody the requisite values so highly regarded by Americans.  

 Sakallaris (2007) also spent some time discounting the impact of small business 

on the economy writ large.  He can be added to the list of authors who have criticized 

Birch’s (1979, 1981, and 1987) work and whose arguments were subsequently 

questioned in the research conducted by Neumark et al. (2011) as described earlier in this 

proposal.   

Interestingly, Sakallaris (2007) noted that small business set-asides have the 

potential to encourage the inefficient use of resources and could create incentives for 

businesses to remain small.  Finally, Sakallaris (2007), at odds with Denes (1997), 

decried the lack of competition fostered by set-asides for small business.  Denes’ (1997) 
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research showed this is not the case; small business set-asides attract more competition 

per contract than full and open acquisition procedures. 

Athey, Coey, and Levin (2013), seemed to agree with Sakallaris (2007) that the 

use of small business set-asides in government contracting is inefficient.  Their data, 

drawn from the U.S. Forest Service show that solicitations set-aside for small business 

reduce efficiency by 17% and cost the U.S. Forest Service 5% in revenue compared with 

non-set-aside solicitations.  The authors did acknowledge that small business set-asides 

increase small business participation in the marketplace though they attributed this to 

small business’ belief that their odds of winning the contract are increased compared to 

non-set-aside solicitations.  However, the thrust of their research is to understand set-

asides versus small-business subsidies and to highlight distributional objectives between 

small timber businesses and large vertically integrated timber companies (Athey et al., 

2013).  Thus, their findings, while notionally interested in small business set-asides are 

less pertinent to the research herein. 

Hurst, Pugsley, Haltiwanger, and Looney (2011) admitting their view is in 

opposition to most researchers and economists, suggested that most small companies do 

not grow and do not innovate, pointing to the dearth of patent applications and research 

and development dollars emanating from small business to make their point.  Instead, 

they posited that most small companies are started due to the perceived financial benefit 

of the business owner.  Indeed, contradicting Gale and Brown (2013) discussed above, 

Hurst et al. (2011, p. 87) stated unequivocally, “it is not true that most new businesses 

generate employment growth.” 
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However, it is problematic to utilize the findings of Hurst et al. (2011) as a 

pertinent piece of literature regarding small businesses contracting with the federal 

government.  Hurst et al. (2011) defined small business as firms between 1 and 19 

employees, with an alternative classification of firms between 1 and 100 employees.  

Neither of these definitions correlates with the Small Business Administration’s 

definition of small business.  Indeed, the authors cited the primary industries they had 

studied as plumbers, electricians, general contractors, painters, lawyers, accountants, 

architects, insurance agents, real estate agents, gas station owners, mechanics, 

beauticians, and restaurateurs.  In this context, it seems valid to suggest that small 

business painters or beauticians do not generate employment growth.  Thus, while all the 

types of businesses studied by Hurst et al. (2011) are important members of the small 

business community and worthy of study, these are not the small businesses that 

comprise the thrust of the research in this paper. 

Efficiency of Government Contracting Out Services 

 Hefetz and Warner (2004) were emphatic that privatization and the rise of what 

they call market theories of public management (of said privatization) are driven by the 

failure of governments to meet any reasonable standards of economic or organizational 

efficiency.  Nevertheless, Hefetz and Warner (2004) pointed out that the debate on 

privatization has been largely ideological, citing advocates who find cost saving 

efficiencies, like Eggers and O’Leary (1995) and Savas (2000) as well as critics who see 

cost overruns, corruption, and erosion in wages, like Hebdon (1995), Sclar (2000), and 

Starr (1988).   
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 Hefetz and Warner (2004) stated that empirically speaking, the data do not seem 

conclusive and analyses have found limited support for the benefits of free market in 

government contracting practices as found in Boyne (1998), Ferris (1986), Hirsch (1995), 

and Milne (1997).  Thus, the data not having cleared up the question of whether acquiring 

contracted services brings efficiency to the federal government, the decision to contract 

services out remains dominated by public choice theory.  

 Bingman and Pitsvada (1997) argued that privatization reduces the size of the 

federal workforce, realizes cost savings from contracts or from subjecting government 

activities to the free market, and encourages acquisition of skills and talents not normally 

available to the federal manager.  They pointed out that one only need look at the state 

owned enterprises of the former Soviet Union and the formerly socialist countries of 

Eastern Europe as examples of bloated government inefficiency and note, the services 

that used to be governmental in these countries have given way to privatization as a 

matter of necessity.  Even in large democracies like India, Brazil, and Turkey, contracting 

services out to private industry has grown rapidly as governments begin to divest 

themselves from the enormous burdens and terribly inefficient state-owned enterprises 

(Bingman & Pitsvada, 1997).   

 But Horan and Jacobson (2011) described a different story about government 

contracting in their discussion of small business contracting.  In their study of the 

Service-Disabled Veteran-Owned Small Business (SDVOSB) set-aside program, they 

cited a 2010 Government Accountability Office report noting fraud and abuse in the 

SDVOSB set-aside program is widespread and allows non-qualifying companies to 

improperly receive millions of dollars of contracts that should rightfully be going to 



SMALL BUSINESSES AND ACQUISITIONS REFORM                     25 

qualified service-disabled veterans.  They pointed out that the abuses in the SDVOSB 

program are likely found in other small business programs and warned that further 

scrutiny of these programs is likely forthcoming.  

Likewise, Paschall (2011) was not optimistic that the current system works, 

stating that the Department of Defense’s acquisition system (where most federal 

acquisitions occur) is severely underperforming, that this is a chronic condition, and that 

the obstacles to fixing the system are institutional inertia and the acquisition workforce.  

Balter’s (2011) research dealt primarily with the IT acquisitions process, but it is clear he 

shared Paschall’s pessimistic view of government acquisitions, arguing for an overhaul of 

the entire IT acquisitions process.    

Joaquin and Greitens (2012) reported that many consider contracting a 

governance tool with great potential for fiscal benefits as government coffers shrink.  It is 

especially clear that contracting produced great savings for the government in the 1950s 

and 1960s.  However, concerns over contracting practices today, like the increased 

politicization of contracting and a potential decrease in the contract management capacity 

of the federal government, have led to new questions about the wisdom of the federal 

government’s current acquisitions regime.  The new trend, Joaquin and Greitens (2012) 

asserted, is one of reverse contracting, or bringing services back to where they are 

performed by government personnel.  This indicates a lack of hoped for savings and 

poorer than expected quality of contracted services.   

Thus, while the body of academic work on the efficiency and effectiveness of 

privatization of services is quite large, results seem to be largely inconclusive, or at least, 

mixed.  Nevertheless, as noted in Chapter 1 of this dissertation, privatization of 
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government services is certain to continue in the United States.  Bingman and Pitsvada 

(1997) reminded us that the law permits government activities to be converted to private 

industry via contracting if it is determined to be more efficient, and not an “inherently 

governmental function.”  The reality though is that the government is as efficient as a 

private company only roughly 21% of the time (Carrick, 2008).   

Thus, it has been the policy of the United States since 1955 when OMB published 

Circular A-76 that the government should not compete with its citizens; the federal 

government will rely upon private enterprise to supply the services it needs.  Therefore, 

while the question of whether or not privatization of services is efficient is a question 

worth examining, it is not the thrust of this research.  Instead, acknowledging that 

government procurement is an enduring function of federal government operations, this 

study is focused on examining how the government might save money on the acquisition 

of goods and services.  

Federal Government Contracting 

 The literature pertaining to federal government contracting is especially rich and 

pertinent to the direction of this research.  In Ruben Berrios’ article titled Government 

Contracts and Contract Behavior, Berrios (2006) posed two research questions: 1) is the 

government’s contracting process competitive? and 2) is the government getting the best 

value for the contracts it awards?  Specific questions Berrios (2006) addressed were:  

1) What types of contracts are the most commonly used by the government?  

2) Has government oversight of the contracts changed over the last decade plus? 

3) What types of contracts in terms of costs, timeliness, and performance provide 

the government the best services possible?   
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 Convincingly telling the reader the story of how the expansion in government 

contracting has not been met with an expansion in the acquisition workforce and the 

concomitant oversight of said contracts, Berrios (2006) drew a direct correlation between 

lack of oversight and poor contractor performance on contracts.  Another reason Berrios 

cited for uneven contract performance is the lack of competition, which he attributed to 

sole-source contracts; these are contracts that are not competition based, but instead are 

directly awarded to a contractor.  While the Department of Defense (DOD) in general has 

embraced the idea of competitive bidding, sole source contracts are often utilized, 

perhaps due to personal relationships or perceived political power of a particular 

company (Berrios, 2006).  After discussing a report from the Defense Acquisition 

University showing that outsourcing initiatives were failing to achieve the cost savings 

goal originally envisioned, Berrios (2006) concluded that in addition to the abuses and 

flaws in the system mentioned previously, the government is not achieving the cost 

savings it was hoping for.   

 Warren (2014) also bemoaned the lack of growth in the size of the government 

acquisitions workforce even as the growth in acquisitions contracting has increased 

significantly in the last decade.  From 2000 to 2010, spending on government 

procurement grew from just over $200 billion to more than $500 billion, yet the 

contracting officer workforce only grew by 34% from 26,588 to 35,707.  This means 

each contracting official is responsible for a much larger number of contracts with a 

higher value than was the case in 2000. 

 Warren (2014) asserted that this overtasking leads to negative consequences like 

fraud vulnerability, inability to provide proper contract oversight, cost or quality 
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problems, dependence on overly simplistic contracts, weakened bargaining positions in 

negotiated contracts, and an excessive dependence on private industry to perform 

heretofore governmental contracting functions.  This occurs because the busier the 

contracting officers are, the higher likelihood that they will write less complete contracts.  

Understanding that renegotiation is more likely for incomplete contracts, contracting 

officials will typically alter the method of competition on the contract and the price 

structure on the contract.  Specifically, they tend to avoid full and open competition and 

similarly avoid firm fixed price (FFP) contracts, which are the most advantageous to the 

government.  Contracting officials then end up obligating more money for a particular 

contract knowing they will not get good competition, they are not pursuing a FFP 

solution, and that the cost of doing business is higher.  

 In their work in the United Kingdom, James, Jilke, Petersen, and Van de Walle 

(2015) found that contracting, rather than being a case of politicians seeking efficiencies 

or effectiveness, is rather a means of passing along blame for poor services.  “The 

economic theory of contracting analyzes contracting primarily in terms of effects on 

economy, effectiveness, and efficiency of service provision.  The expertise of contractors, 

economies of scale or their specialist resources bring benefits on these dimensions” 

(James et al., 2015, p. 85).  Yet they see blame avoidance as the primary reason for 

representative governments choosing to contract services to private industry.  Citizens, 

we are told, typically view blame to the extent that can link a politician’s involvement 

and causality.  Through contracting of services, a politician can sever perception of a link 

or at least blur that perception of a link between their decision-making and a particular 

service failure.  Avoiding blame for service failures elongates many politicians’ careers.  
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Thorpe (2010) examined government contracting, predominantly in the defense 

community, from a different angle.  Her views are relevant because although defense 

contracting does not account for all government contracting efforts, DOD spends far and 

away the largest share of the government acquisitions dollar.  Thorpe (2010) cited studies 

by Goss (1972), Ray (1981), Mayer (1991), and Rundquist and Carsey (2002) to 

demonstrate that the DOD does not direct contracts into the districts or states of key 

Members of Congress, namely those on the Armed Services Committees or Defense 

Appropriations Committees.  Ultimately, Thorpe (2010) concluded there is collusion 

between contractors, top defense bureaucrats, and defense industry management to spread 

defense benefits from contracting and subcontracting, across multiple congressional 

districts in order to sustain rural economies that are especially reliant upon the defense 

industry.  In Thorpe's opinion, this collusion encourages defense expenditures in excess 

of strategic requirements and, thus, builds failure in the form of higher costs into the 

defense acquisition process from the beginning. 

 Perhaps the best history of acquisition reform comes from Fox (2011) who 

studied defense acquisition reform from 1960-2009.  He provided a thorough account of 

defense acquisitions, discussing the process writ large, and then delving into acquisition 

reforms in the 1960s, the 1970s, the 1980s, and the 1990s.  Fox (2001) also examined 

four major acquisitions studies commissioned by the Office of the Secretary of Defense 

from 2001-2009 and provided detailed analysis of each.  

 Fox (2011) concluded with what has been good about DOD acquisition reform.  

He specifically mentioned the move towards best-value contracting that by design takes 

into account “cost, performance, quality, schedule” (Fox, 2011, p. 185) and potential 
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trade-offs.  Other positive initiatives noted included post-award debriefing, multi-year 

contracting, use of commercial warranties, and revised cost and pricing thresholds. 

 When noting the negative aspects of DOD acquisition reform, Fox (2011) 

revealed that there has been a perceived increase in risk to the program managers.  

Similarly, program managers have not been given the financial flexibility to implement 

the directed acquisition reform measures.  Finally, stated Fox (2011), most in the DOD 

acquisitions community bemoan the lack of reforms in the supporting financial, logistics, 

engineering, and legal communities as liabilities to any perceived gain from acquisition 

reform as officials in those communities exercise power over the acquisitions process 

nearly equal to acquisitions officials. 

Literature about the Professional Practice Setting 

 The professional practice setting for this research effort is the federal government 

contracting community; the federal government agencies that conduct procurement, pass 

laws that guide procurement, make policies that support procurement; and any other who 

might have a stake in the procurement of goods and services for the federal government.  

As noted in the introduction to this section, much of the literature supporting the 

professional setting comes from government sources.  

 Klimasinka (2015) reported that the federal budget deficit for the FY-2015 ending 

in September was $435 billion, down from $483 billion in FY-2014.  While this is a 

positive trend as it pertains to the deficit, The Congressional Budget Office (2015) 

predicted federal debt held by the public will equal 74% of Gross Domestic Product 

(GDP) in 2015; this figure is double what it was at the end of 2007 and would be the 

highest on record since 1950.  Moving forward, the Congressional Budget Office (CBO) 
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predicts a growth in the deficit to $1.1 trillion by the end of FY-25, equaling 4% of the 

GDP, up from its current level of 2.6% of the GDP in FY-15.   

 While the CBO gave their economic forecast and predictions, the Office of 

Federal Procurement Policy (OFPP) at the White House was busy seeking ways to 

improve contracting and efficiencies across government.  Perhaps as a response to some 

of the concerns with federal acquisitions noted by Berrios (2006), Warren (2014), and 

Thorpe (2010), and discussed above, OFPP (2009) published guidance for increasing 

competition in government contracting.  They highlighted President Obama’s (2009) 

Memorandum on Government Contracting, which directs executive agencies to improve 

how contracts are structured and strengthen their use of competitive contract acquisitions. 

 Field (2009) at the Office of Federal Procurement Policy proffered guidelines to 

help Chief Acquisition Officers (CAOs) and Senior Procurement Executives evaluate the 

effectiveness of their programs to meet President Obama’s objectives.  These guidelines 

come in the form of three questions: 

1) “How is the agency maximizing the effective use of competition and choosing 

the best contract type for the acquisition?” (Field, 2009, p. 1) 

2) “How is the agency mitigating risk when noncompetitive, cost-reimbursement, 

or time-and-materials / labor-hour contracts are used?" (Field, 2009, p. 2) 

3) “How is the agency creating opportunities to transition to more competitive or 

lower risk contracts?”  (Field, 2009, p. 2) 

 This is part of a larger focus on small business by Mr. Obama.  He has elevated 

the Small Business Administration (SBA) administrator to a cabinet level post and named 

small business champions to this position.  In 2010, the president created an organization 
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he termed the Interagency Task Force on Small Business, which has since morphed into 

the White House Small Business Procurement Group, co-chaired by the head of the SBA.  

At about the same time, Congress passed, and the President signed into law, the Small 

Business Jobs Act of 2010 establishing a policy that small businesses should be given 

every opportunity through contracting to participate in providing goods and services to 

the government.  This law requires 23% of all prime contracts be awarded to small 

businesses each year (Shoraka, 2014). 

 Responding to the OFPP policy (2009) and the specifics of the Small Business 

Jobs Act (2010), different agencies within the federal government began to formulate and 

issue revised acquisition policies in order to meet the requirement to award 23% of 

contracts to small businesses.  By FY-2013, 20 of 24 agencies examined received marks 

of A+ or A from the Small Business Administration for meeting or exceeding their small 

business goals (Small Business Administration, 2014).   

For instance, the DOD, which received a B for meeting 93% of its small business 

goals in 2013, achieved an A rating in 2014 for exceeding its goals.  This is critical to 

small business as the Department of Defense (DOD) accounts for 63% of all federal 

procurement dollars amounting to more than all other government contracting agencies 

combined (Schwartz, Ginsberg, & Sargent, 2015).  Over the years since OFPP has 

established their guidance, the DOD has published Better Buying Power 1.0 (2010), 

Better Buying Power 2.0 (2012), and Better Buying Power 3.0 (2015), all designed to 

increase productivity, efficiency, and effectiveness in DOD’s acquisition efforts.   
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Leadership Literature 

The leadership literature most relevant to this research and the results of this study 

deals with organizational leadership and change.  If the collected and analyzed data 

suggest an increase in small business set-aside contracts is likely to save the federal 

government significant money in the acquisition of goods and services, the author plans 

to reach out to policy shapers and policy makers in the federal government to affect a 

statutory increase to small business set-asides.  Robbins and Judge (2012) suggested that 

leadership typically involves similarity between the goals of the leader and the goals of 

the followers.  If, as expected, an overwhelming majority of Americans would be 

interested in the federal government saving money, finding the right leader to help push a 

statutory change to set-asides is imperative.  If we acknowledge that statutory change 

comes only from the U.S. Congress, then any Member of Congress could potentially 

become an issue leader for this specific issue.  

However, determining which Members of Congress wield what Robbins and 

Judge (2012) called legitimate power is critical in order to understand which Members 

populate the pertinent committees where a bill directing change might emerge.  Likely 

courses of action for the author may include using different power tactics, such as a 

personal appeal to the author’s U.S. Representative.  This would gain an audience with 

policy shapers where one might use rational persuasion to build coalitions of others 

(committee and/or personal staff) who agree that a change is warranted. 

However, the kind of change required to increase small business set-asides is not 

what Burke (2011) would characterize as planned change, a conscious decision to 

improve the organization in a deep, fundamental way.  Nor is it revolutionary in any 
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sense.  Instead, this suggested change is more akin to what Burke (2011) described as 

first-order change, or what is commonly known as continuous improvement.  This change 

consists of modifications in the existing system in order to improve functioning of the 

organization.   

Burke (2011) described the kind of resistance that can be expected to this type of 

change from different groups.  He suggested that “Turf Protection and Competition” 

(Burke, 2011, p. 119) may occur as large companies seek to influence key policy makers 

to protect the current system by gathering every “rationale, fact, and guilt-inducing 

behavior to justify its continuation” (Burke, 2011, p. 119).  Other common tactics to 

delay or fight change may come in the form of an insufficient sense of urgency, a, this 

too shall pass attitude, or through the use of diversionary tactics like creating some 

manufactured crisis that must be addressed before any increase to the small business set-

aside programs can be discussed and voted upon (Burke, 2011). 

For the reasons mentioned in the preceding paragraphs, it is important to find a 

true leader always on the lookout for government cost saving measures or it simply will 

not take place.  Robbins and Judge (2012) confirmed for us that a leader uses power to 

help attain group goals.  Leaders help others by developing a vision of the future, 

communicating this vision, and inspiring others to overcome impediments to achieving 

the vision.  Once again, it seems highly likely that the group, American citizens in this 

case, would favor a change that saves the government money.  Identifying the right 

Member of Congress to become what Hersmann (2000) called an issue leader for the 

proposed organizational changes is critical if there is any hope of making a statutory 

change from an idea born of a doctoral dissertation. 
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Reflections of the Researcher 

 The literature review for this DIP was fascinating.  Continually uncovering laws, 

regulations, and policies I did not know existed was truly illuminating and caused more 

reflection.  As a member of the executive leadership team of a small company, I certainly 

have some preconceived notions about what is and is not occurring in the world of 

government contracting.  To realize some of these notions are simply wrong, not up for 

interpretation, but simply wrong, has been humbling.   

 Similarly, the literature review dealing with the value of small business 

contracting in terms of job creation and innovation was challenging.  Once again, my 

preconceived notions were being tested, though in these cases, upon further reflection, 

perhaps my ideas are not flat out wrong as I admitted to above, but certainly deserving of 

more reading on the particulars of some of the authors’ assertions.  

 Finally, most of the literature that is useful to this study was bounded by the 

experiences of government contracting during the two wars in Iraq and Afghanistan.  

There are very compelling reasons why government contractors and contracting are 

perceived poorly by the public.  Sole-source contracts, cost-plus contracts, and poor 

oversight of contractor performance led to a decade of data demonstrating a crisis in 

government contracting.  However, it seems that things have changed for the better now.  

Perhaps I stumbled upon exactly that gap in the literature that this research serves to fill 

using present-day data and analysis.  It is this reflection more than any other that stood 

out as I continued on the DIP journey.  
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Summary 

In the preceding literature review, the reader could trace highlights of the 

literature utilized for this project.  The first grouping of literature pertains specifically to 

small businesses: how they operate and how they contract with the federal government. 

The literature in this category is further broken down into sub categories the author thinks 

of as pro-small business and anti-small business. 

 The next category is a section on the efficiency of government contracting as a 

means of saving federal dollars.  There are mixed messages present in the literature on 

this topic; however, since the government will continue to contract out goods and 

services, the answer to whether or not contracting is more efficient than insourcing is not 

the focus of this research.  There follows literature about general purpose government 

contracting where an interesting trend began to emerge regarding contracting data and 

behavior.  Interestingly, most of the literature in this section examined the period that 

includes America’s wars in Iraq and Afghanistan.  While this period seems well 

researched, the period from 2010-present appears as a gap in the current literature.  

Government spending and contracting policy in 2014 and beyond is the focus of this 

research.   

Finally, there is a section describing the professional practice setting; in essence, 

the contracting community within the federal government.  This last section is a 

compilation of the many government sources of government data collected to help build 

the contextual background for this research. 
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SECTION THREE: PROJECT METHODOLOGY 

Purpose of the Study 

 The purpose of this quantitative study was to compare the costs the federal 

government incurs contracting with small business with the costs the government incurs 

while utilizing large businesses.  Simultaneously, this study explored government 

contracting officials’ perceptions about the quality of services provided by small 

businesses and by large businesses. 

Aim of the Study 

 The aim of this study was to create an evidence-based solution to the need to save 

money in the government acquisition process by exploring whether small businesses 

provide quality contracted services to the government at a lower price than large 

businesses, thereby raising the likelihood of federal policy makers seeking a statutory 

increase to small business set-aside contracts.  

Proposed Methodology 

 To collect data for this quantitative study, the author first conducted research on 

government websites dedicated to the General Services Administration’s (GSA) Multiple 

Award Schedules (MAS).  A multiple award schedule is an industry term that refers to a 

contract vehicle that many different companies can submit a proposal for, in the hopes of 

being awarded a position on that contract vehicle.  As the name implies, multiple 

companies are awarded contracts and permitted to then vie to be chosen to perform 

separate task orders solicited via that particular multiple award contract vehicle.  

 On the GSA website, one can find lists of the companies, large and small, who 

use GSA MAS to do business.  For this research project, the author chose to utilize data 
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for two contract vehicles, the MAS titled Professional Services – Training (00CORP), 

and the MAS titled IT Services (Schedule 70) as a representative sampling of the cost of 

services the government procures from private industry.   

These two contracting vehicles were chosen due to several factors.  First, on each 

schedule, or contracting vehicle, there needs to be numerous labor categories, with 

corresponding labor rates, available for analysis in order to compare the cost of services 

provided by large companies and small companies.  A labor category is how a business 

categorizes the services one of their employees provides the government in a contracting 

situation.  For example, types of labor categories include Systems Administrator, 

Technical Writer, and Project Manager.  The titles of the labor categories used as an 

example in the previous sentence explain the services the employee is expected to 

provide.  However, there are other labor categories like Functional Analyst, Subject 

Matter Expert, and Consultant that are much broader terms and do not, on the face of it; 

explain what labor a contracted employee is actually going to perform for the 

government.   

As one might expect, the more comparable labor categories available for 

comparison between large and small businesses, the more fidelity the compared data will 

have.  The Professional Services – Training and the IT Services MAS, despite having 

more than one-hundred labor categories to choose from, yielded a very small number of 

common labor categories shared between large and small businesses.  A second reason 

for selecting these two contracting vehicles was that they are among the most widely used 

schedules in the family of GSA MAS contracting vehicles.  Finally, the author is familiar 

with these two schedules, his company being a schedule holder on the Professional 
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Services – Training schedule and having business relationships with several companies 

that hold an IT Services schedule.  This means the researcher is more conversant with the 

labor categories used on these schedules and how they correlate to one another.  This 

helped in scanning through the nearly 900 different rate sheets in the effort to find valid 

data to compare for the purposes on this study. 

To collect the specific data required on labor rates needed for this research, it is 

necessary to view the labor rate sheets on the GSA eLibrary website ("Welcome to GSA 

eLibrary," n.d.) where one can find all labor rate sheets for all GSA schedule holders.  

The companies whose labor rates were used in the comparison were chosen at random.  

Once the appropriate number of companies to obtain a representative sample was decided 

upon via a power analysis and as shown in the text that follows, the total number of 

companies available for research was divided by that number (=n).  Then, the rate sheet 

for every nth company was examined.  This methodology was used to determine sample 

size for IT Services schedule holders large, IT Services schedule holders small, 

Professional Services – Training schedule holders large, and Professional Services – 

Training Services small.  

The equation utilized for the power analysis to determine the sample size allows 

for a 5% margin of error, a 95% confidence level that corresponds to a z score of 1.96, 

and a standard deviation of .5 (this ensures my sample size will be large enough).  Thus 

the power analysis equation for each group would be: 

Required Sample Size = (Z-score)² x StdDev x (1-StdDev) / (margin of error)².  An 

overview of each of the four problems is found in Figure 1. 
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Problem 1: Identify Required Sample Size for IT Services schedule holders – Large 
Population Size = 423 
Sample Size = 202  
 
Problem 2: Identify Required Sample Size for IT Services schedule holders – Small 
Population Size = 3117 
Sample Size = 343 
 
Problem 3: Identify Required Sample Size for Professional Services – Training 
schedule holders – Large 
Population Size = 210 
Sample Size = 137 
 
Problem 4: Identify Required Sample Size for Professional Services – Training 
schedule holders – Small 
Population Size = 499 
Sample Size = 218 
 
Figure 1. Overview of four problems detailing population size and sample size. 
 

For the purposes of this research, examining a company meant downloading and 

reviewing the labor rate sheet of said company.  On the rate sheet, companies list what 

they charge the government for a particular labor category.  For instance, and as noted 

above, names of labor categories might include Systems Administrator, Technical Writer, 

and Project Manager.  Each company lists the labor rate for that labor category for each 

year that particular company will hold the GSA schedule.  The researcher used only 2016 

rates for purposes of comparison, and on the few occasions when forced to choose 

specific cut-off dates, the researcher used rates valid in 2016 through 31 October.   

The labor categories where a comparison was made were chosen in a different 

manner.  While examining labor rate sheets from each company, the researcher wrote 

down all of the labor categories listed by the different large and small companies.  The 

total number of labor categories each of the two Multiple Award Schedules (MAS) 

utilized (Training Services and IT) was over one-hundred.  As the researcher began to 
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record the labor rates various companies used for particular labor categories, the number 

of labor categories available for comparison began to shrink.  Eventually, the researcher 

determined that seven labor categories in the IT-70 MAS and six labor categories in the 

Professional Services – Training MAS yielded enough data in labor categories common 

to both large and small businesses to make a valid comparison.  At that point, the 

researcher analyzed the designated common labor categories and their concomitant labor 

rates for each government schedule studied, for both large business and small business.  

An average cost of labor was identified for each labor category, and interpretation of the 

data by labor category and across labor categories was possible.  

Overview of the Planned Data Collection 

As noted above, data specifying labor rates charged by both large and small 

businesses for services provided to the federal government were collected via the GSA 

website.  In order to discern perceptions of the quality of services provided by small/large 

businesses from government contracting officials, a survey was utilized.  The survey 

involved interaction with contracting officials via email inviting their participation in the 

survey, and in some instances, the contracting officials emailed the researcher directly to 

ask a question or two before participating in the survey.   

 Given there was no potential to obtain a list of the 36,200 contracting officials 

serving the federal government, using a representative or convenience sample of these 

officials was the only course of action available to the researcher.  The short survey was 

emailed to this group of 1000 acquisitions professionals on October 2, 2016.  The 

researcher believed the best case possible would be for 50% to 60% of those contracting 

officials invited to participate in the survey actually choosing to participate.  This proved 
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to be overly optimistic by a great deal.  At the time the author chose to close the survey 

on October 20, 2016, only 52 responses had been recorded.   

On the government’s primary e-business portal, Federal Business Opportunities 

(www.fbo.gov), every one of the thousands of solicitations is supposed to include the 

email address of at least one of the acquisitions professionals responsible for that 

solicitation.  These acquisitions professionals may include everyone from a higher-

ranking contracting officer working for the Department of the Interior to a lower ranking 

contracting specialist working for the Department of the Army.  Any contracting official 

whose name and contact information could be found on FBO became part of the target 

pool of potential candidates for the survey.  Once the 1000 email addresses were 

collected from the www.fbo.gov website, messages with a link to the survey were 

emailed to the acquisition professionals.  From the results of the survey, conclusions have 

been inferred regarding the perception of quality of services provided to the federal 

government by small businesses compared to the quality of services provided to the 

federal government by large businesses. 

Instruments for Data Collection 

The preponderance of data collection in support of this quantitative study took 

place via research on publicly available websites.  Data gathered were entered on an 

Excel spreadsheet for further analysis.  A template of the proposed data collection sheet 

is show in Table 2.  

This study also included a brief survey of U.S. government contracting officials.  

After having collected email addresses from Federal Business Opportunities, the primary 

http://www.fbo.gov/
http://www.fbo.gov/
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federal acquisitions website, the researcher sent emails to said contracting officials 

inviting them to consider participating in this survey and including a link to a  

 

Table 2 
 
Proposed data collection worksheet for Richwine Dissertation in Practice 
      Labor Category Systems Analyst 

    
        Small Company  
Labor Rates 
 (Hourly) 

 

Large Company  
Labor Rates 
(Hourly) 

 Sample 
   

Sample 
 

        77.41 
    

72.1 
  76.2 

    
74.59 

  81.51 
    

78.66 
  72.26 

    
77.64 

  73.17 
    

76.33 
  

        SurveyMonkey generated series of six questions.  For the contracting officials who chose 

to participate in the study by selecting to click on the link provided, they came to a survey 

that posed questions that appear in Appendix A.  Due to the nature of the SurveyMonkey 

tool, the questions were split over several pages.  It was hoped by the researcher that the 

brevity and non-contentious nature of the survey questions would lead to a higher than 

typical response rate for this survey.  

Gaining Participants for the Study 

 While there are many federal databases online supporting the acquisitions 

process, the primary website is called Federal Business Opportunities (www.fbo.gov).  

Planned acquisitions and contract awards for the federal government are listed on this 

http://www.fbo.gov/
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website.  For each entry, one or more contracting officials are supposed to be listed as the 

point of contact for that particular acquisition, and their contact information is provided.   

 Collecting email addresses for contracting officials off this website allowed the 

researcher to access this group of officials.  Once the researcher had gathered the 1,000 

email addresses, an email was sent to the contracting officials inviting them to participate 

in the survey (Appendix B). 

 The communication with participants in this study is minimal.  An initial email 

was sent on a Sunday afternoon with the hope that contracting officials would see the 

invitation to participate in the survey near the top of their email inbox when they arrived 

at work on Monday morning, October 3.  Though the number of responses received was 

small, the overwhelming majority of responses to each email were made on the Monday 

following the Sunday email.  Given the time lag between the email and the responses on 

the first attempt to invite participants on October 2, the researcher closed out the survey 

two days after the second email inviting participation on October 18, believing there 

would be no more participants.    

Planned Procedures 

 Data collection using the survey shown in Appendix A began upon approval from 

the Creighton Institutional Review Board (IRB).  Use of the internet to research labor 

rates was a lengthy process that took place over the course of two months.  The 

researcher visited the GSA website to identify all Professional Services -Training GSA 

schedule holders (contracts) and all IT - 70 GSA schedule holders.  The lists of schedule 

holders are online in the form of Excel spreadsheets that allow one to separate out small 

businesses from the large businesses.  The researcher separated each of the spreadsheets 
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into large business and small business schedule holders as appropriate to conduct the 

required research.  The result was four different spreadsheets: large business Professional 

Services schedule holders, small business Professional Services schedule holders, large 

business IT schedule holders, and small business IT schedule holders.  

 At that point, after utilizing several different power analyses, the researcher 

narrowed the number of companies on each list for further examination.  For example, 

the author took the list of 3,117 small business IT schedule holders and conducted a 

power analysis to determine that the rate sheets from 343 small companies in this 

population had to be collected and examined to ensure a representative sampling that 

provides a 95% level of confidence.  Outlines of the statistical problems associated with 

this example were depicted in Figure 1 of this document.     

The researcher then identified the most common shared labor categories between 

large and small businesses.  In what was a moderate surprise, very few labor categories 

on either Multiple Award Schedule were utilized at a rate high enough to include in the 

comparison of results.  The researcher set a limit that of all companies examined in each 

grouping, to be used in the analysis, the labor category had to show up at least 20% of the 

time.  For example, in examination of the IT-70 schedule, of the 343 small companies 

studied, only 263 had labor categories useful to the study.  The researcher only used a 

labor category from these 263 companies if that labor category was used at least 52 times.  

Similarly, of the 202 large companies in the examination of IT-70 schedule holders, only 

163 had labor categories useful to the study.  The researcher only used a labor category 

from these 163 companies if it was used at least 32 times.  Thus, for a labor category to 

be utilized for comparison in this example, it must have shown up on at least 52 small 
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company rate sheets and 32 large company rate sheets.  Only seven labor categories met 

this standard for IT-70, and only six labor categories met this standard for the 

Professional Services – Training schedule. 

 During the same period, the researcher visited the Federal Business Opportunities 

(FBO) online website and collected email addresses for the 1000 government acquisitions 

professionals who were asked to participate in the survey.  The collection of email 

addresses was a tedious, though not difficult process.  When solicitations are posted on 

the www.fbo.gov website seeking to acquire goods and services from private industry, 

the most recently posted solicitations show up first.  The default setting for any viewer is 

to have access to 90 days’ worth of solicitations.  By visiting this website on different 

days over the course of several months, starting at the top of the webpage, and choosing 

every contracting official, the email list utilized for the survey was built.   

Upon collecting the 1000 email addresses, the researcher sent the email noted 

earlier in this document, inviting acquisitions professionals to participate in this study.  

While it was expected that responses to this survey would come primarily in the first ten 

days after the invitation email was sent, the reality is that over 90% of the responses 

occurred on the first working day after the email was sent.  After ten working days, the 

invitation email was sent again in the hope that additional responses would be 

forthcoming.  This time around, the author was fairly certain the responses would come 

in a similar manner and in fact, that is exactly what happened.  Two days after the second 

invitation email, the link to the survey was closed and the survey was complete.  The 

SurveyMonkey application tallied the results from the Likert-scale questionnaire; they are 

displayed and interpreted in Chapter 4 of this dissertation.   

http://www.fbo.gov/
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Data Analysis Plan 

The simplest way to describe the data analysis for this study is that labor rates for 

like categories of labor shared by small businesses and large businesses were compared 

and assessed.  That is, thirteen like-labor categories, six labor categories from the 

Professional Services – Technical MAS and seven labor categories from the IT - 70 

MAS, were reviewed across a number of small businesses and a number of large 

businesses.  The researcher worked under the assumption that the results of the research 

would provide normally distributed data.  To ensure this was the case, descriptive 

statistics were utilized to determine skewness.  Where there was no skewness at +/- 1.00, 

the researcher used a t-Test: Two-Sample Assuming Unequal Variances for comparison 

of labor rates within each labor category.  These tests provided mean labor rates for both 

large and small businesses in the chosen labor categories, a p value between means, and 

by calculation revealed if that p value was significant beyond the .05 level (Salkind, 

2013).   

Where skewness was observed, the researcher utilized the Mann-Whitney U test 

to calculate whether or not the p value was significant beyond the .05 level.  When p was 

found significant, mean labor rates for those labor categories for both small businesses 

and large businesses were compared; that is, Project Manager – small was compared to 

Project Manager – large, and Technical Writer – small was compared to Technical Writer 

– large, etc.   

It was expected that once data were collected and comparisons were drawn, the 

results would demonstrate that the hypothesis stating small businesses are less expensive 

than large businesses was either correct or incorrect.  An assessment of the data was 



SMALL BUSINESSES AND ACQUISITIONS REFORM                     48 

made with conclusions relative to extrapolation of the data across a wider cross-section of 

government acquisitions.  Similarly, once the data from the survey was available, the 

researcher compared the mean scores from the opposing questions pertaining to large and 

small businesses.  The results of the survey met the goal of demonstrating that the 

hypothesis "small businesses provide a similar quality of services as large businesses" 

was correct or incorrect.  The relative strengths and weaknesses of the data collection 

plan are discussed in the context of the validity of extrapolating these results over a 

broader swath of the government acquisitions landscape.  

Leadership Roles/Implications as it Relates to Data Collection 

The role of leadership in this professional practice problem involves members of 

the federal government.  This study was one of the first to examine the relative costs of 

small and large businesses in the time period after Operation Iraqi Freedom (post 2011) 

and towards the end of Operation Enduring Freedom in Afghanistan (post 2014).  The 

most current literature available rightly takes into account federal spending on 

contracting during the two major wars fought principally during the last decade (Iraq and 

Afghanistan).  However, the author believes this data is specific only to the wartime 

period and is thus not reflective of the true cost differences between large and small 

businesses today. 

To be clear, the results of this study alone should not be used to change policy 

across the federal government.  However, given the results of the data, further study 

suggesting changes to federal procurement appears warranted.  This will be an unpopular 

position to take for some.  While there are small businesses in every congressional 

district and every state that works with the federal government, there are also numerous 
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large businesses across the country that would fight any expansion of small business set-

aside contracts.   

Armed with the data from this study, the author, as an advocate, now can choose 

to present this information to people who can direct further research pertaining to policy 

changes in the set-aside program for small businesses.  This group of policy shapers and 

policy makers includes, but is not limited to, Members of Congress (the author has a 

personal relationship with two current members of the House of Representatives), 

officials at the Small Business Administration, and officials at the Office of Federal 

Procurement Policy. 

That is why the data collection and the specific procedures utilized during this 

study are critical.  When suggesting change to a law or federal policy, any facts or figures 

will be studied by several different groups; any weaknesses in the study are magnified; 

and any strengths in the study become a targets to be marginalized by the political 

opponents of such a study.  If one expects support from leadership to help influence 

change, then one must ensure the leader is properly prepared and has the best information 

available in order to engage in the discussion that is sure to occur when any change is 

imminent.  

Ethical Considerations 

 The ethical implications of the proposed study are not high.  Research was 

collected from publicly available data on commercial web sites.  The survey described 

above asked government officials to provide anonymous responses.  In today’s day and 

age, while no electronic interaction is truly anonymous, there was no need to collect 

names for this study and thus no extreme measures were utilized to determine the 
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identities of those who respond to the survey.  In addition, answers collected from the 

Likert scale-survey, while perhaps interesting to some, would not in and of themselves 

seem inflammatory utilizing any reasonable interpretation.     

 Data collected via online research are stored on my password-protected computer.  

Once again, this information is publicly available on commercial websites.  The survey 

results from the contracting officials were tallied and delivered via SurveyMonkey, which 

is a password-protected website.  While any interaction via the internet leaves an 

electronic trail, the survey itself did not ask for names or identifying features because 

there is no reason, nor a desire to identify the participants.   

 One note worth mentioning here is how the researcher excluded sources.  In the 

course of the researcher’s job duties, he interacts or may interact in the future with U.S. 

Marine Corps contracting officials; thus, a plan to avoid any confusion as to the 

researcher’s role as a student or as an employee of a commercial enterprise seeking to do 

business with the U.S. government was put in place.  All U.S. Marine Corps contracting 

officials, and any others with whom the author might reasonably come into contact 

during the course of the author’s professional life, were excluded from the survey.   

Proposed Reflective Practices 

 Reflection has become a part of my daily routine as I have progressed through the 

program at Creighton.  Typically, this reflection has taken the form of daily thought about 

what has occurred in my life and in the life of my family.  Sometimes, I engaged in 

anticipatory reflection, mentally mapping out the weeks and months ahead to ensure 

whatever plans I had made had the best chance possible of coming to fruition.  Reflecting 
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on a regular basis is a habit for me now, and one I have carried with me into the 

dissertation writing process and beyond.  

 For the dissertation though, I believed it was a more significant milestone, worthy 

of writing my reflections rather than simply thinking about my day.  For this reason, I 

have kept a journal and have written in it often, though unevenly.  Specifically, I tried to 

stay on schedule to write in my journal on Sunday nights, after the children were in bed 

and before I spent quiet time conversing with my wife about the week ahead.  This time 

represented the beginning of a new week, yet the past week still lingered in my 

consciousness.  Examining what I had done and mapping out the time in the week ahead 

were valuable moments as I continued to progress towards completing the proposal 

process and then the remainder of the dissertation.  

Researcher Reflections on the Proposal Process 

This process was a tremendously useful tool in my life.  Nearly simultaneous with 

my retirement from the Marine Corps, I entered the Ed.D. program while joining a small 

business as the 11th employee.  It is uncanny how closely the coursework tracked with my 

learning about how a small business works.  ILD 801 discussed leadership styles, 

pertinent at my business where for the first time in my adult life, I was no longer a 

Marine and no longer dealing with Marines on a daily basis.  ILD 802 focused on ethics 

in leadership as the CEO and I forged a small company steeped in a deep commitment to 

ethical practices despite working in an industry where those ethics are not always the 

norm.  ILD 803 helped lay the groundwork for strategic planning at my new company 

and ILD 804 helped me, and by extension, the CEO, to understand organizational theory.  

ILD 806 laid out change theory and practice.   
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During my first year in the Ed.D. program, it became apparent that my field of 

study would become small businesses and my corporate headquarters at Corps Solutions 

in Stafford, Virginia, would be the setting where I would read, learn, and think about and 

test out my theories about small businesses versus large businesses.  Even after the first 

year in the program, the coursework was remarkably in step with key milestones in a 

small company’s life cycle.  I took Human Resource Leadership at the same time our 

company hired an HR Director, and Legal and Fiscal Leadership when we first became 

embroiled in legal challenges and formalized our accounting practices.  It sounds funny 

to enunciate it this way, but as I was on my journey through this program and in my new 

career, I felt as if the program was on a journey with my small business, while 

simultaneously my small business was on a journey with me through the Ed.D. program.   

Summary 

 The discussion in the preceding section focused primarily upon the mechanics or 

methodology of the research, the timeline for the research, and leadership and ethical 

considerations considered during the data collection phase of the DIP.  It should be noted 

that there are other ways to try to determine if small businesses cost the government more 

or less than large businesses.  The researcher believes the method used here is the best 

possible way to compare the costs that different companies charge the government to 

provide them with services.  Thus, the challenge in this study was to have a rigorous 

process that met the most stringent academic standards and, thus, stand up to criticism by 

others.  The researcher has outlined this methodology in this section in order to assure the 

committee of the rigor of the process, but also to invite feedback from other reviewers 

that may help uncover other methods that could be utilized in future studies.  
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 Finally, this section discussed the leadership and implications of this study.  It 

may seem advocating change to federal statute is a bit quixotic for a doctoral candidate, 

but the author thinks not.  Understanding the way that the federal government works, who 

the policy shapers and policy makers are, and how changes take place is critical to any 

attempt to change law.  The author’s background is such that he possesses this type of 

understanding and the relationships required to carry the results of this study forward 

given the results of the research.  
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CHAPTER FOUR: FINDINGS 
 

Introduction 

The purpose of this study was to compare the costs the federal government incurs 

while contracting with small businesses with the costs the government incurs while 

utilizing large businesses.  Simultaneously, this study explored government contracting 

officials’ perceptions about the quality of services provided by small businesses and large 

businesses.  The researcher developed methodology with this end state in mind and 

developed guiding features along the way to ensure fidelity to the end state.  Specifically, 

the research question was, "Do small businesses provide services to the federal 

government at less cost than large businesses while maintaining a similar level of quality 

of services provided?"  The three hypotheses investigated were 1. Small businesses 

charge the federal government less than large businesses to provide contracted employees 

in the same labor category, 2. Small businesses provide services to the federal 

government that contracting officials perceive to be as good as or better than large 

businesses providing similar services, and 3) Contracting for services from small 

businesses saves the government money when compared to contracting services from 

large businesses. 

 This chapter provides detailed results of the research that helps to achieve the 

purpose of the study and answers the research question and hypotheses along the way.  

The manner in which data were organized, tested, and analyzed is discussed in this 

chapter.  The statistical calculations utilized to draw comparisons between data sets are 

identified and explained.  Finally, the results of the statistical calculations are provided 
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and demonstrate that the data support answering the research question and the 

hypotheses.  

Presentation of the Findings 

Comparison of Labor Rates 

 The comparison of labor rates sounds like it should be an easy process.  Instead, 

there were challenges collecting data, processing data, and organizing data required to  

Figure 2. Labor category rates from a representative large business. 
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generate a valid comparison.  Finding the rate sheets on the GSA website as described in 

a previous section of this dissertation was relatively easy to do.  Finding the labor rates 

inside of each rate sheet was often more difficult.  Many of the rate sheets were 20-50 

pages long, and the labor category rates were relatively easy to find.  In other instances, 

rate sheets for companies ran into the hundreds of pages, with one consisting of more 

than 1,800 pages the researcher had to read to find a table that looked something like the 

ones found in both Figure 2 and Figure 3.  These tables are drawn directly from rate 

sheets posted to the GSA website the researcher utilized to download data.  Identifying 

marks have been eliminated to maintain companies’ anonymity.  

SIN Task/Labor Hour GSA Rate Including 
IFF 

874-4 Multimedia Artist $32.40 

874-4 Video/Website Production Specialist $32.40 

874-4 Courseware Production Specialist $45.58 

874-4 Production Lead $47.59 

874-4 QA Manager $64.80 

874-4 Sr. Instructional System Developer $68.07 

874-4 Director of Courseware Development $92.58 

874-4 Sr. V.P. of Operations $124.71 

   
Figure 3.  Labor category rates from a representative small business utilized 

during this study.  
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 What is immediately apparent is how differently the two companies have chosen 

to represent their labor rates for each labor category they use.  Secondly, one should 

notice that of the 20 labor categories used by the large business in Figure 2 and the eight 

labor categories used by the small business in Figure 3, there are no labor categories 

common to both the large business and the small business.  Of the 28 distinct labor 

categories displayed in Figure 2 and Figure 3 combined, only Subject Matter Expert I  

was used commonly enough by big companies and small companies that it met the 

criteria for what ultimately became a comparison between large and small companies.  

This, despite the fact that each company is selling training services to the government. 

Upon reviewing these data sheets like the ones found in Figure 2 and Figure 3, the 

researcher transferred labor rates to a spreadsheet like the one depicted in Table 3.    

Given the large number of labor categories, over one hundred in each instance, 

the initial data collection tool was very large and unwieldly.  Over the course of entering 

labor rates onto the spreadsheet, it became apparent which labor categories would 

provide the most data for potential comparison.  Eventually, the one-hundred plus labor 

categories considered for comparison between large and small IT-70 companies were 

reduced to 15 potential labor categories.  The one-hundred plus labor categories 

considered for comparison between large and small Professional Services – Training 

companies were reduced to 12 potential labor categories for comparison.  Then, the 

researcher calculated the value of 20% of the total number of companies studied for each 

of the groups: IT-Small, IT-Large, Professional Service – Small, and Professional 

Services – Large. 
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All labor categories that 

met the 20% mark for labor rates 

recorded onto the spreadsheet for 

both small and large businesses 

made it to the final round for 

comparison.  These labor 

categories are shown in Table 4 

Method 

 Once the final labor 

categories had been determined, 

the data sets were organized to permit statistical analysis.  Table 5 is the completed data 

collection tool utilized for the Systems Analyst III labor category on the IT-70 schedule.  

Each of the final labor categories with enough data from both small companies and large 

companies has a data collection sheet that appears almost identical to the one shown in 

Table 5.  In every case, there is more data input from small businesses simply due to the 

number of small businesses in the general sample size compared with the number of large 

businesses in the general sample size. 

 Organizing the data in this manner permitted utilization of the statistical tools 

found in Microsoft Excel.  As a reminder, the objective was to compare the mean of the 

labor rates for small companies and large companies.  The first step, when beginning with 

this data set was to test for skewness.  The researcher utilized the descriptive statistics 

function on Microsoft Excel to identify the skewness value.  

Table 4   
  
Final Labor Categories Evaluated 
 
Labor categories utilized 
for comparison between 
large and small 
companies  
IT-70 Schedule 

Labor categories utilized 
for comparison between 
large and small 
companies 
Professional Services – 
Training schedule 

Systems Analyst Subject Matter Expert 

Project Manager Project Manager 

Program Manager Program Manager 

Systems Engineer Trainer 

Subject Matter Expert Consultant 

Technical Writer Technical Writer 

Systems Analyst III  
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   Table 5 shows the descriptive statistics results for all IT-70 labor categories.  If 

skewness was indicated at a value of plus or minus one or more in either of the two labor 

categories under comparison at any one time, the researcher utilized the Mann-Whitney 

U test to obtain a p value for that labor category.  For instance, data from Table 5 shows 

the Program Manager – Large indicated skewness above one, while the Program 

Manager – Small value was less than one.  The Mann-Whitney U test was utilized to 

obtain a p value for this labor category.  

 

IT-70 Results  

Seven labor categories for the IT-70 schedule underwent the final round of 

comparison to determine if the average hourly charge to the government by small 

Table 5 
        
Descriptive Statistics Results for all IT-70 Labor Categories 
Category N Mean Median Min Max SD Skewness 
Large Businesses 

       Systems Analyst 40 85.75 80.16 36.18 187.51  33.82 0.691 
Project Manager 108 167.28 138.27 57.07 1435.69 172.22 6.387 
Program Manager 72 168.60 165.60 79.91 442.11  58.36 1.577 
Systems Engineer 44 102.65 97.68 39.78 166.06  32.49 0.359 
SME 48 179.43 176.40 56.97 409.45  68.65 0.997 
Tech Writer 45 69.50 64.89 29.67 150.73  28.37 1.187 
Systems Analyst 3 41 118.65 114.85 47.25 288.04  45.49 1.246 
        
Small Businesses 

       Systems Analyst 54 85.89 83.42 26.18 179.12 27.38 0.756 
Project Manager 169 129.56 125.77 51.60 240.20 38.75 0.590 
Program Manager 113 148.93 145.21 79.42 307.52 40.41 0.811 
Systems Engineer 75 106.98 105.00 28.60 188.91 32.52 0.441 
SME 69 163.12 144.75 55.52 754.97 87.55 4.698 
Tech Writer 61 73.43 67.74 34.11 153.14 22.99 0.892 
Systems Analyst 3 50 102.01 97.54 58.20 160.00 25.58 0.428 
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companies was less than the average hourly charge to the government by large companies 

in each selected labor category.   

Systems Analyst III.  The mean hourly rate small businesses charge for a 

Systems Analyst III is $102.00.  The mean hourly rate large businesses charge for a 

Systems Analyst III is $118.65.  Assumptions for parametric data were not met, and a 

Mann-Whitney U test was utilized.  Assumptions for the Mann-Whitney U were met, and 

the distribution was found to be approximately normal.  The test found the median for 

small businesses is 97.54 and the median for large businesses is 114.85, which is 

statistically significant at the .05 level (p = .04).  The difference in the average between 

what small businesses and large businesses charge for this labor category is statistically 

significant.  

Technical Writer.  The mean hourly rate small businesses charge for a Technical 

Writer is $73.43.  The mean hourly rate large businesses charge for a Technical Writer is 

$69.50. Assumptions for parametric data were not met, and the Mann-Whitney U test was 

utilized.  Assumptions for the Mann-Whitney U were met, and the distribution was found 

to be approximately normal.  The test found the median for small businesses is 67.74 and 

the median for large businesses is 64.89, which is not statistically significant at the .05 

level (p = .12).  The difference in the average between what small businesses and large 

businesses charge for this labor category is not statistically significant. 

Subject Matter Expert (SME).  The mean hourly rate small businesses charge 

for a SME is $163.12.  The mean hourly rate large businesses charge for a SME is 

$179.43. Assumptions for parametric data were not met, and the Mann-Whitney U test 

was utilized.  Assumptions for the Mann-Whitney U were met, and the distribution was 
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found to be approximately normal.  The test found the median for small businesses is 

144.75 and the median for large businesses is 176.40, which is statistically significant at 

the .05 level (p = .03).  The difference in the average between what small businesses and 

large businesses charge for this labor category is statistically significant. 

Systems Engineer.  The mean hourly rate small businesses charge for a Systems 

Engineer is $106.98.  The mean hourly rate large businesses charge for a Systems 

Engineer is $102.65.  Assumptions for parametric data were met, thus the researcher ran 

a t-Test: Two-Sample Assuming Unequal Variances, finding the means are not 

statistically different at the .05 level (p = .44).  The difference in the average between 

what small businesses and large businesses charge for this labor category is not 

statistically significant. 

Program Manager.  The mean hourly rate small businesses charge for a Program 

Manager is $148.93.  The mean hourly rate large businesses charge for a Program 

Manager is $168.60. Assumptions for parametric data were not met, and the Mann-

Whitney U test was utilized.  Assumptions for the Mann-Whitney U were met, and the 

distribution was found to be approximately normal.  The test found the median for small 

businesses is 145.21 and the median for large businesses is 165.60, which is statistically 

significant at the .05 level (p = .01).  The difference in the average between what small 

businesses and large businesses charge for this labor category is statistically significant. 

Project Manager.  The mean hourly rate small businesses charge for a Project 

Manager is $129.56.  The mean hourly rate large businesses charge for a Project Manager 

is $167.28. Assumptions for parametric data were not met, and the Mann-Whitney U test 

was utilized.  Assumptions for the Mann-Whitney U were met, and the distribution was 
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found to be approximately normal.  The test found the median for small businesses is 

125.77 and the median for large businesses is 138.27, which is statistically significant at 

the .05 level (p = .01).  The difference in the average between what small businesses and 

large businesses charge for this labor category is statistically significant. 

 Systems Analyst.  The mean hourly rate small businesses charge for a Systems 

Analyst is $86.22.  The mean hourly rate large businesses charge for a Systems Analyst is 

$84.67.  Assumptions for parametric data were met, thus the researcher ran a t-Test: 

Two-Sample Assuming Unequal Variances, finding the means are not statistically 

different at the .05 level (p = .41).  The difference in the average between what small 

businesses and large businesses charge for this labor category is not statistically 

significant. 

 

 Table 6 consolidates all data from the IT-70 comparisons into one comprehensive 

table for review.  The data show that on the IT-70 schedule, in four of the seven labor 

categories where a comparison was made, the difference between the average cost of 

Table 6 
 
Results of IT-70 Comparison of Labor Category Rates 

Labor Category 
Small 

Business 
Average 

Large 
Business 
Average 

Statistically 
Significant 

Small 
Business % less 

than Large 
Business 

Systems Analyst III 102 .00 118 .65 Yes 16. 10 
Technical Writer 73 .43 69 .50 No   
Subject Matter 
Expert 163 .12 179 .43 Yes 9. 10 

Systems Engineer 107 .10 102 .92 No   
Program Manager 148 .93 168 .60 Yes 11. 70 
Project Manager 129 .56 167 .28 Yes 22. 60 
Systems Analyst 86 .21 84 .84 No   
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services small businesses charge the government and the average cost of services large 

businesses charge the government is significant.  In each of the four labor categories, the 

average cost of services provided by small business is lower than the average cost of 

services provided by large businesses.  In three labor categories, there is no statistical 

difference between the average costs of services provided by small and large businesses.  

Professional Services - Training 

Table 7 shows the descriptive statistics results for all Professional Services - 

Training labor categories.  If skewness was indicated at a value of plus or minus one or 

more in either of the two labor categories under comparison at any one time, the 

researcher utilized the Mann-Whitney U test to obtain a p value for that labor category.  

For example, data in Table 7 shows Tech Writer – Large indicated skewness below one, 

while the Tech Writer – Small value was more than one.  The Mann-Whitney U test was 

utilized to obtain a p value for this labor category.  

Table 7 
        
Descriptive Statistics Results for all Professional Services - Training Labor Categories 
Category N Mean Median Min Max SD Skewness 
Large Businesses 

       SME 44 174.98 156.97 57.24 428.00 80.73 1.100 
Project Manager 46 127.10 116.65 43.79 229.25 44.11 0.610 
Program Manager 41 144.80 133.84 30.35 329.25 55.72 1.326 
Trainer 26   86.04   71.43 44.23 281.25 52.17 2.805 
Consultant 31 146.57 131.32 57.03 275.82 63.73 0.635 
Tech Writer 25   69.34   70.43 31.48 122.98 22.38 0.503 

        Small Businesses 
       SME 65 165.55 149.84 59.35 358.68 71.17 0.920 

Project Manager 75 130.97 125.28 65.49 247.80 36.75 0.745 
Program Manager 66 155.13 149.66 55.28 343.82 53.39 1.145 
Trainer 43   96.89   84.54 48.93 181.66 37.72 0.891 
Consultant 55 130.05 124.45 52.82 247.50 48.09 0.728 
Tech Writer 31   72.33   65.22 43.07 149.05 25.19 1.811 
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Six labor categories for the Professional Services - Training schedule underwent 

the final round of comparison to determine to determine if the average hourly charge to 

the government by small companies was less than the average hourly charge to the 

government by large companies in each selected labor category.  

Technical Writer.  The mean hourly rate small businesses charge for a Technical 

Writer is $72.33.  The mean hourly rate large businesses charge for a Technical Writer is 

$69.34.  Assumptions for parametric data were not met, and the Mann-Whitney U test 

was utilized.  Assumptions for the Mann-Whitney U were met, and the distribution was 

found to be approximately normal.  The test found the median for small businesses 

is65.22 and the median for large businesses is70.43, which is not statistically significant 

at the .05 level (p = .44).  The difference in the average between what small businesses 

and large businesses charge for this labor category is not statistically significant. 

Consultant.  The mean hourly rate small businesses charge for a Consultant is 

$130.05.  The mean hourly rate large businesses charge for a Consultant is $146.57.  

Assumptions for parametric data were met, thus the researcher ran a t-Test: Two-Sample 

Assuming Unequal Variances, finding the means are not statistically different at the .05 

level (p = .09).  The difference in the average between what small businesses and large 

businesses charge for this labor category is not statistically significant. 

Trainer.  The mean hourly rate small businesses charge for a Trainer is $96.89.  

The mean hourly rate large businesses charge for a Trainer is $86.04.  Assumptions for 

parametric data were not met, and the Mann-Whitney U test was utilized.  Assumptions 

for the Mann-Whitney U were met, and the distribution was found to be approximately 
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normal.  The test found the median for small businesses 84.54 and the median for large 

businesses is 71.43, which is statistically significant at the .05 level (p = .02).  The 

difference in the average between what small businesses and large businesses charge for 

this labor category is statistically significant. 

Program Manager.  The mean hourly rate small businesses charge for a Program 

Manager is $155.13.  The mean hourly rate large businesses charge for a Program 

Manager is $144.80.  Assumptions for parametric data were not met, and the Mann-

Whitney U test was utilized.  Assumptions for the Mann-Whitney U were met, and the 

distribution was found to be approximately normal.  The test found the median for small 

businesses is 149.66 and the median for large businesses is 133.84, which is not 

statistically significant at the .05 level (p = .12).  The difference in the average between 

what small businesses and large businesses charge for this labor category is not 

statistically significant. 

Project Manager.  The mean hourly rate small businesses charge for a Project 

Manager is $131.34.  The mean hourly rate large businesses charge for a Project Manager 

is $127.83.  Assumptions for parametric data were met, thus the researcher ran a t-Test: 

Two-Sample Assuming Unequal Variances, finding the means are not statistically 

different at the .05 level (p = .33).  The difference in the average between what small 

businesses and large businesses charge for this labor category is not statistically 

significant. 

Subject Matter Expert (SME).  The mean hourly rate small businesses charge 

for a SME is $165.55.  The mean hourly rate large businesses charge for a SME is 

$174.98.  Assumptions for parametric data were not met, and the Mann-Whitney U test 
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was utilized.  Assumptions for the Mann-Whitney U were met, and the distribution was 

found to be approximately normal.  The test found the median for small businesses is 

149.84 and the median for large businesses is156.97, which is not statistically significant 

at the .05 level (p = .33).  The difference in the average between what small businesses 

and large businesses charge for this labor category is not statistically significant.   

Table 8 consolidates all data from the Professional Services - Training 

comparisons into one comprehensive table for review.   The data show that on the 

Professional Services - Training schedule, in only one of the seven labor categories where 

a comparison was made, the difference between the average cost of services small 

businesses charge the government and the average cost of services large businesses 

charge the government is significant.  In this instance, the average cost of services for 

large businesses in the Trainer labor category is 11.2% lower than the average cost of 

services for small businesses in the same labor category.  In five labor categories, there is 

no statistical difference between the average costs of services provided by small and large 

businesses.  

Table 8 
 
Results of Professional Services – Training Comparison of Labor Category Rates 

Labor Category Small Business 
Average 

Large Business 
Average 

Statistically 
Significant 

Large Business % 
less than Small 
Business 

Tech Writer 72.33 69.34 No  
Consultant 130.05 146.57 No  
Trainer 96.89 86.04 Yes 11.2 
Program Manager 155.13 144.80 No  
Project Manager 131.34 127.83 No  
Subject Matter Expert 165.55 174.98 No  
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Survey Results 

 The survey results were challenging to obtain.  On three occasions, the researcher 

sent an email inviting contracting officials to participate in the survey.  Despite this, of 

the 1000 contracting officials invited to participate, only 52, or a little more than 5% 

chose to respond to the survey.  One respondent did not answer questions 3-6, so there 

are 51 responses to those questions. 

Question 1: Do you have experience working with small businesses in your 

current position or in a previous acquisitions billet?  For this question, all 52 of 52 

respondents reported in the affirmative, that they do have experience working with small 

businesses.   

Question 2: Do you have experience working with large businesses in your 

current position or in a previous acquisitions billet?  For this question, all 52 of 52 

respondents reported in the affirmative, that they do have experience working with large 

businesses.   

Question 3: Please rate the quality of services you have observed from large 

businesses.  The respondents were presented with a scale of 1-10, with 1 representing 

poor services and 10 representing the best services they have observed.  For the 51 

responses, the mean score for the quality of services observed for large businesses is 

7.69.  

Question 4: Please rate the quality of services you have received from small 

businesses.  The respondents were presented with a scale of 1-10, with 1 representing 

poor services and 10 representing the best services they have observed.  for the 51 
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responses, the mean score for the quality of services observed for small businesses is 

7.55.   

To compare the mean scores of these two groups, the researcher performed 

statistical analysis for paired samples.  Assumptions for parametric data were not met, 

thus the researcher ran a Wilcoxon Signed Rank Test.  Due to the manner in which the 

Wilcoxon test works, and the sample size utilized here, examining results linked to both 

the Z-value and the W-value to evaluate the null hypothesis is indicated.  This being the 

case, the researcher conducted the Wilcoxon test for both the Z-value (Result 1) and the 

W-value (Result 2).  Result 1 showed the Z-value is -1.3255.  The p-value is 0.09.  The 

result is not significant at p≤ 0.05.  Result 2 showed the W-value is 48.5.  The critical 

value of W for N = 17 at p≤ 0.05 is 41.  Therefore, the result is not significant at p≤ 0.05.  

Thus, despite the sample size indicating running two tests on this data set, the difference 

in the mean between how survey participants view the quality of services of large and 

small businesses is not statistically significant.  

Question 5: Large Businesses provide services that are better than Small 

Businesses.  The respondents were presented with a Likert-type scale and were asked to 

Strongly Disagree (value 1), Disagree (value 2), Neither Agree nor Disagree (value 3), 

Agree (value 4), or Strongly Agree (value 5).  For the 51 responses, the mean value for 

all the scores is 2.98.   

Question 6: Small Businesses provide services that are better than Large 

Businesses.  The respondents were presented with a Likert-type scale and were asked to 

Strongly Disagree (value 1), Disagree (value 2), Neither Agree nor Disagree (value 3), 
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Agree (value 4), or Strongly Agree (value 5).  For the 51 responses, the mean value for 

all the scores is 2.92.   

To compare the mean scores of these two groups, the researcher performed 

statistical analysis for paired samples.  Assumptions for parametric data were met, thus 

the researcher ran a t-Test: Two-Sample Assuming Unequal Variances, finding the mean 

for values associated with large businesses (Question 5, M = 2.98) and the mean for 

values associated with small businesses (Question 6, M = 2.92) are not statistically 

different at the .05 level (p = .08).  The difference in the mean of values asking survey 

participants if large businesses perform services that are better than small businesses and 

asking if small businesses perform services that are better than large businesses is not 

statistically significant. 

Analysis and Synthesis of Findings 

 By means of analysis of the findings of this research, we return to the central 

research question and the hypotheses of the study to determine if these questions were 

answered, and in what manner they were answered.  

Research Question 

The research question for this study was; do small businesses provide services to 

the federal government at less cost than large businesses while maintaining a similar level 

of quality of services provided?  The answer to this question is a qualified yes.  Between 

the two Federal Supply Schedules examined, IT-70 and Professional Services – Training, 

the researcher examined 13 labor categories to determine if small businesses charged the 

government less than large businesses for services provided by employees in the same 

labor category.  Of the thirteen labor categories examined, in four cases, small businesses 
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charged the government less than large businesses charged the government.  In one 

instance, large businesses charged the government less than small businesses.  In the 

remaining eight labor categories examined, there was not a significant statistical 

difference between what small businesses and large businesses charged the government 

for services provided by employees in the same labor category.  In the aggregate, for the 

purposes of this study, given that small businesses provide services to the federal 

government in identified labor categories at lower rates than large businesses, one may 

conclude that small business provide services to the government at less cost than large 

businesses. 

 A survey sent to 1000 contracting officials in the government service yielded 

responses from approximately 5% of those contacted.  The results of the survey show 

contracting officials believe there is no significant statistical difference in the quality of 

services provided by large businesses and small businesses.  Thus, the answer to the 

research question is yes, small businesses provide services to the federal government at 

less cost than large businesses while maintaining a similar level of quality of services 

provided. 

Hypothesis 1 

The first hypothesis the researcher examined was; small businesses charge the 

federal government less than large businesses to provide contracted employees in the 

same labor category.  The answer to this hypothesis is in the affirmative, but not 

overwhelmingly so.  Between the two Federal Supply Schedules examined, IT-70 and 

Professional Services – Training, the researcher examined thirteen labor categories to 

determine if small businesses charged the government less than large businesses for 
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services provided by employees in the same labor category.  Of the thirteen labor 

categories examined, in four cases, small businesses charged the government less than 

large businesses charged the government.  In one instance, large businesses charged the 

government less than small businesses.  In the remaining eight labor categories examined, 

there was not a significant statistical difference between what small businesses and large 

businesses charged the government for services provided by employees in the same labor 

category.  Considered in the aggregate, for the purposes of this study, small businesses do 

charge the federal government less than large businesses to provide contracted employees 

in the same labor category.  The affirmative answer to this hypothesis supports the 

affirmative finding in the central research question.  

Hypothesis 2 

 The second hypothesis the researcher examined was, small businesses provide 

services to the federal government that contracting officials perceive to be as good as or 

better than large businesses providing similar services.  The survey results reported 

previously demonstrate this hypothesis to be true.  The researcher invited 1000 

contracting officials to participate in a survey taken to determine government contracting 

officials’ perceptions of the quality of services provided to the government by both large 

businesses and small businesses.  The results of the survey demonstrate no difference in 

the contracting officials’ perceptions of the quality of services between large and small 

businesses.  This answer being true supports the affirmative finding in the central 

research question. 
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Hypothesis 3 

The third hypothesis the researcher examined was, contracting for services from 

small businesses saves the government money when compared to contracting services 

from large businesses.  While the answer to this hypothesis appears to be true, there is not 

enough data to answer comprehensively.  There are more than a company’s labor rates 

that figure into the total cost of the acquisitions process on an individual contract.  For 

instance, to answer this hypothesis, one would need to examine the duration of the 

contracting effort for both large and small businesses, how many contracting officials are 

involved in contracting actions involving both large and small businesses, and other 

issues surrounding acquisitions.  Thus the answer to this hypothesis is inconclusive, but 

results of this study demonstrate further research to answer this question may be 

warranted.   

Summary 

 In this chapter, the reader found the results of comparing the costs of labor in 

selected labor categories for both large and small businesses.  The researcher identified 

the process by which the labor categories for comparison were down-selected to the final 

labor categories for comparison.  On the IT-70 GSA Schedule, in seven labor categories, 

at least 20% of both large and small businesses yielded rates for the final comparison of 

labor rates.  On the Professional Services – Training GSA Schedule, in six labor 

categories, at least 20% of both large and small businesses yielded rates for the final 

comparison of labor rates. 

 Combining both schedules, 13 labor categories reached the final comparison 

stage.  In four instances, research shows small companies charge less for labor than large 
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companies, in one instance research shows large companies charge less for labor than 

small companies, and in eight instances research shows there is no statistically significant 

difference between what large and small companies charge the government for labor.  

The survey taken to ascertain contracting officials’ perception of government services 

yielded less than hoped for participation, but conclusive results showing there is no 

statistically significant difference in contracting officials’ perceptions of the quality of 

services provided by either large or small businesses.  

 Findings from the labor category rates analysis and the survey allowed the 

researcher to answer the central research question, hypothesis 1, and hypothesis 2.  The 

answer to hypothesis 3 is inconclusive and beyond the parameters of the research 

conducted here, though the results here suggest further research may yield conclusive 

results that could be significant.   
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CHAPTER FIVE: CONCLUSIONS AND RECOMMENDATIONS 

Introduction 

 The previous four chapters provided the background for the research conducted, 

reviewed the literature associated with this research, and provided the results of the 

research.  This chapter recommends an evidence based solution that may help the federal 

government save money during their acquisitions process.  There has been a great deal of 

research on government contracting dollars over the last 60 to 70 years.  However, a 

search of the literature did not reveal any studies conducted with data from the period 

following the wars in Iraq and Afghanistan.  The most recent research uses data on 

contracting during that war period.  While that research is in no way invalid, it does not 

represent the fiscal reality of peacetime contracting.  This study fills a void in the 

literature in that regard.  In this chapter, the reader also finds a discussion of the 

implications of implementing the proposed solution, supporters and detractors from the 

proposed solution, suggested angles to continue further research on this issue, and final 

conclusions pertaining to the research.  

Purpose of the Study 

 The purpose of this quantitative study was to compare the costs the federal 

government incurs through contracting with small businesses with the costs the 

government incurs while utilizing large businesses.  Simultaneously, this study explored 

government contracting officials’ perceptions about the quality of services provided by 

small businesses and large businesses. 
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Aim of the Study 

The aim of this study was to create an evidence-based solution to the need to save 

money in the government acquisition process by exploring whether small businesses 

provide quality contracted services to the government at a lower price than large 

businesses, thereby raising the possibility of federal policy makers seeking a statutory 

increase to small business set-aside contracts. 

Proposed Solution 
 

Given the difference in pricing between large and small companies doing business 

with the federal government and the lack of any significant difference in the perceived 

quality of services that large and small companies provide, increased small business set-

aside goals may be prudent.  At the very least, federal agencies like the Small Business 

Administration, the General Services Administration, the Office of Federal Procurement 

Policy, and the Congressional Research Services should be encouraged to build upon this 

research to determine if such an increase to the set-aside program is warranted.  A larger 

scale study to examine the total costs of doing business with small companies compared 

to large companies might be a good place to start in an effort to expand on this research.  

Exploring the number of small businesses created, and small business jobs created per 

1% increase in federal set-aside dollars would likewise be an interesting corollary to the 

research conducted here.  

Support for the Solution 
 
 Research conducted for this study shows small businesses charge the government 

less than large businesses for services by employees in the same labor category.  While 

the data are not overwhelming, the findings are conclusive enough that further research 
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by government agencies is warranted.  Similarly, the survey results from this study show 

no statistical difference between the quality of services provided by small and large 

businesses.  This means the government may be able to contract out more services to 

small businesses with no reduction in the quality of services obtained.   

 It is important to build upon this research.  As Shoraka (2014) reminded us, 

revenue from government contracts flowing to small businesses is the oxygen these 

businesses need to create new jobs, bolster local communities, and become the engine 

that drives our economy.  Even an increase of 1% in the small business set-aside program 

for federal procurement means approximately $4.45 billion more money flowing to those 

small businesses.  Moreover, Cullen (2012) reminded us that some Members of Congress 

assess that an increase of government contracts awarded to small businesses by just 1% 

would create more than 100,000 new jobs in the small business community.  As 

discussed previously, small business is the umbrella term that includes Historically 

Underutilized Business Zone (HUBZone) small businesses, 8(a) small businesses (with 

its socially and economically disadvantaged business owners), Service-Disabled, 

Veteran-Owned Small Businesses (SDVOSB), and Women-Owned Small Businesses 

(WOSB).  Simple math tells us that with $4.45 billion more in small business set-asides, 

900 small businesses could compete as a prime contractor and win $5 million each from 

the federal government.  The potential for the underprivileged in our country to own and 

operate their businesses is enticing. 

Factors and Stakeholders Related to the Solution 

 Government contracting has changed significantly since the wars largely fought 

during the last decade.  Much of private industry today was organized and designed to 
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support a military at war in the Middle East, Afghanistan, and in other hot spots around 

the world.  As the tide of war has ebbed and large troop deployments have largely ended, 

contracting has returned to supporting the peacetime government.  With the influx of 

business opportunities available to small disadvantaged business owners, they form a 

major group of stakeholders who stand to gain from increased small business set-aside 

programs.  Small businesses supporting the federal government have headquarters in 

virtually every congressional district and in every state in the country.  The U.S. 

Representatives and Senators who represent the home districts and states where the small 

businesses are located are also stakeholders. 

 Large businesses are stakeholders.  Every dollar set-aside for small business is 

one dollar less that goes to a large business.  Given that many large businesses have 

shareholders who invest or choose not to invest in a company due to how the investor 

perceives the fiscal health of the company, large businesses represent an almost certain 

impediment to an increase in small business set-aside programs.  Typically, large 

businesses or groups of businesses employ lobbyists to represent their interests to 

government officials.  Any move towards increasing set-asides is likely to be met with 

full-throated dissent from the large business community.  And, to point out the perhaps 

obvious, large businesses are also represented in government by the same U.S. 

Representatives and Senators who represent the small businesses.   

 The final, large group of stakeholders is the American taxpayer.  It is not 

hyperbole to suggest that all American taxpayers would like the government to spend the 

taxpayer dollar more efficiently and effectively.  If they perceive that increased small 

business set-asides save the government money with no reduction in the quality of 
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services, there could be strong support for policies that increase set-asides. 

 Policies influenced/influencing the proposed solution.  The Small Business Act 

(2010) sets the current level of small business set-asides during acquisitions as 23% of 

the federal prime contracting procurement dollar.  At the same time, it sets goals for the 

other protected small business types, Historically Underutilized Business Zone 

(HUBZone) small businesses, 8(a) small businesses, Service-Disabled, Veteran-Owned 

Small Businesses (SDVOSB), and Women-Owned Small Businesses (WOSB).  The 

same law directs the Small Business Administration (SBA) to administer this policy, set 

goals for individual agencies, and report of compliance with the set-aside figures.  

 The recommended solution as a result of this research is to further study 

increasing set-aside goals.  The SBA has a significant role to play in carrying out the laws 

and policies of the government as they pertain to small business.  They will inevitably be 

involved in any study or any prospective change to policy relating to small businesses.

 Potential barriers and obstacles to proposed solution.  Barriers to an increase 

in small business set-aside programs will originate with large business and the powerful 

lobbyists, lawmakers, and policy shapers the large businesses support.  The only way to 

overcome this resistance is for interested parties like the SBA or government 

organizations like the Congressional Research Service (CRS) or the Government 

Accountability Office (GAO) to build upon this research and show conclusively the value 

the American taxpayer receives from small business compared to big business.  

 Current laws and accounting practices related to government contracting will 

make determining and comparing costs between small and large businesses very hard to 

do.  Research here has shown the difficulty of relying solely upon industry defined labor 
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categories to compare costs.  The government has no standard way of monitoring how 

much of each prime contract is subsequently sub-contracted by the prime to a different 

vendor.  In addition, it is not legal to contract out for the exact same services at the same 

time, so there is no way to do a direct comparison of costs on identical work during the 

same period of time.   

 Thus, the researcher has concluded that the best possibility for continued quality 

research into the relative costs of large and small businesses is for the GSA to follow 

through on their believed intention to norm the definition of education and experience 

required for each labor category.  Labor categories and the rates charged by companies 

using labor categories can best be compared when all companies use a common 

definition and standard for education and experience for every labor category. 

 Legal issues related to proposed solution.  Given that the solution proposed by 

this research involved increased study, there is no legal issue per se that influences this 

solution.  It is important to identify here that the author believes additional study of this 

problem might give policy shapers and lawmakers the data and, thus, the will to make a 

change to the Small Business Act (2013) that would be required to make a change to the 

current 23% set-aside level.  However, only through additional rigorous collection of data 

will this likely occur.  

 Other issues or stakeholders related to proposed solution.  The largest issue 

related to the proposed solution is that there is currently no perfect way to compare the 

costs the federal government incurs when contracting with large companies versus small 

companies.  The method chosen is believed to be the best way to make a comparison, but 

the results are imperfect on a couple of levels. 
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 First, different companies, in some instances, have variances in the education and 

experience they require for a specific labor category.  For instance, one company may 

promise a Senior Project Manager who has a minimum of 20 years of experience and a 

Master’s Degree.  Another company may promise a Senior Project Manager with a 

minimum of 15 years of experience and a Bachelor’s Degree in a related field.  The 

government does not have standards by which they list minimum experience and 

education levels for specific labor categories.  In the example above, though the 

employee may be filling the same role, Senior Project Manager, it may well be that any 

variance in price is easily explained away by the experience and education level of the 

employee provided. This is an issue that the GSA must fix if they ever hope to identify 

the value they are receiving for the contracted solution they acquire. 

 Secondly, companies do not have to charge the full rates identified in their GSA 

labor rate sheet.  They cannot charge more than the rate sheet indicates, and over time, if 

they regularly charge a great deal less, the government will ask for a reassessment of their 

rate sheet so that the GSA will get a discount compared to what the company is charging 

other customers.  Still, these are the only rates available to the public, and it is agreed 

upon in the author’s professional practice setting to be an indicator of a company’s labor 

rates across the breadth of the labor categories they offer to the government. 

 Trying to compare costs of large and small businesses based upon the value of 

contracts, the only other available data point, is simply not an equal comparison.  

Contract costs vary wildly based upon where work is performed, travel costs, and other 

direct costs found within a contract like computers or motor vehicles, etc.  In addition, the 

online database where these costs are kept do not tell the number of employees or take 
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into account a company’s overhead rates, benefit plans, and profit margins like the GSA 

labor rate comparison conducted for this study.   

Implementation of the Proposed Solution 

 The researcher cannot implement any policy changes that influence small 

business set-aside contracts, nor should any be made as a result of this research alone.  

However, the researcher can get this dissertation and research methodology into the 

hands of officials at the Small Business Administration (SBA), the Congressional 

Research Service (CRS), the Government Accountability Office (GAO), and perhaps the 

Office of Federal Procurement Policy.  The researcher’s personal relationship with two 

U.S. Representatives will help the researcher obtain an audience with these government 

organizations.  Discussing this study and the results of the research with the appropriate 

policy shapers in the federal government, who can continue the research, would be a 

measure of success for the study. 

Factors and Stakeholders Related to the Implementation of the Solution 

 The American taxpayer is unfortunately never going to understand the inner 

workings of the federal government and how efficiencies can be gained in government 

operations, even if only on the margins.  Conversely, government organizations that serve 

as advocates for small businesses, government accountability, and efficiency in 

government operations all have a role as stakeholders in the implementation of the 

solution.  Like academia, these non-elected officials are beholden to follow the research 

in their policy shaping roles.  The SBA, CRS, and GAO in particular are known for their 

non-partisan nature and advocate on behalf of their particular area of expertise, not for 

people or political positions.   
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Leader’s role in implementing proposed solution.  Having identified a 

problem, studied that problem, and developed a possible solution to that problem, 

ironically does not mean that the work is done as it relates to that problem.  Moving the 

government to action is often a challenge.  Stimulating an agency or two or three to 

actually perform some work (continued research), as suggested herein may be almost 

impossible.  Lowney (2003) reminded us that change often occurs due to the ingenuity of 

the leader, one person at time.  Continuing to move this research forward towards 

implementation of change will likely be an arduous process completed by talking with 

government officials one step at a time as Lowney suggested.  Lowney (2003) also 

suggested that courage and passion are essential to leaders spreading their beliefs.  In 

order to hope that this solution might be implemented, the researcher must now become a 

marketer for the problem and for the solution.  This will take the courage and passion that 

Lowney described.  

Building support for the proposed solution.  Robbins and Judge (2012) listed 

nine distinct influence tactics used to persuade: legitimacy, rational persuasion, 

inspirational appeals, consultation, exchange, personal appeals, ingratiation, pressure, and 

coalitions.  The researcher has a personal relationship with some long time insiders in the 

nation’s capital.  Clearly relying upon a personal appeal to gain a meeting with these men 

is a first approach towards building support for the proposed solution.  Brainstorming 

with these two friends and identifying the problem, the research, and the suggested 

solution would grant the researcher a measure of what Robbins and Judge (2012) called 

expert power to influence these two.  Through the use of political skill, the researcher 

would hope to influence them to help move the solution further along the path to 
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implementation by mapping out the path that may be taken to introduce this research to 

the right people in the right organizations in government, at the right time.  These two 

possess a great deal of expertise in the inner workings of government and are widely 

admired by those with whom they work, an example of personal power (Robbins & 

Judge, 2012) the researcher hopes to harness.  

Additional considerations for implementation and assessment.  Implementing 

this solution will require the researcher to rely upon all of his powers of persuasion, will 

require time, and will take a dedication to the mission.  Understanding the road map for 

whom to meet with and when, will identify the specifics of the time required.  Living 

near the nation’s capital, the researcher may well spend a great deal of time on the 

highway in order to attend meetings with specific policy shapers and policy makers in 

order to continue to advance the solutions.  A brief list of organizations the researcher has 

identified that could or may help advance the solution includes the Small Business 

Administration, the Congressional Research Service, and the Government Accountability 

Office.  As noted in the findings, the researcher will also visit the General Services 

Administration, which is the authority in government for labelling and describing labor 

categories, in order to help stimulate action on their part to develop a system to define 

labor categories more precisely.  

External implications for the organization.  The most likely outcome of the 

implementation of this solution is an increase in employment in the small business 

government contracting market.  As a reminder, Cullen (2012) stated that many Members 

of Congress think a 1% increase in small business set-asides is equal to 100,000 new 

small business jobs.  This researcher cannot verify that figure, and it seems likely that 
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number is a little large.  On some level, many of the jobs would simply move from large 

business to small business.  Those are not new jobs; they are simply new to small 

businesses.  However, existing companies would have to invest in resources, company 

overhead, to manage those new employees.  Larger offices would be needed; front office 

personnel like contracts administrators and accountants and human resources 

professionals would have to be hired to deal with this increase in people.  New businesses 

would get a start.  Minority owned businesses, who win over a third of all small business 

set-aside work (United States. Government Accountability Office, 2012, p. 3) and 

women-owned small businesses would grow and prosper.   

Evaluation and timeline for implementation and assessment.  The researcher 

who conducted the study is the implementing leader.  Implementation of this solution will 

not be quick, and it will not be on a pre-planned timeline.  It will be marked with failure, 

cancelled appointments, and frustration.  However, it is reasonable to expect that over the 

course of calendar year 2017, the implementing leader will meet with and have the 

opportunity to influence the appropriate policy shapers in the appropriate government 

agencies in the federal government.  As noted previously, this begins with what is hoped 

to be a January 2017 meeting with two government insiders and friends of the researcher.  

Implications 

Implications for Future Research 

 The results of this study should be read for exactly what they are, one measure of 

identifying the relative costs of the government dealing with small businesses and large 

businesses.  However, the implications of this study suggest the need for more research 

prior to any significant government policy changes occurring.  An important and 
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unanticipated finding in the course of this research is the rather large differences in the 

way companies, large and small, define the categories of labor under which they provide 

services to the government.   

 For instance, on the IT-70 schedule, among the large businesses studied, one 

labels the education requirements for the Technical Writer labor category as having a 

Bachelor’s Degree or three years of related experience, while another says a Technical 

Writer must have a Bachelor’s Degree and three years of relevant experience.  One Small 

business studied here notes a Technical Writer should have a Bachelor’s Degree and two 

years of experience, while a second small business states a Technical Writer must have 

one year of experience in the relative field with no degree required whatsoever.   

 The researcher found the same disparity in experience and education requirements 

for labor categories in the Professional Services – Training schedule.  For instance, one 

large company requires a Training Specialist to have a High School diploma and three 

years of experience, including one year of military experience.  Another large company 

requires a Bachelor’s Degree plus one year of related experience.  Small businesses have 

similar disparities.  One small company requires a training specialist to have an 

Associate’s Degree and three years of experience in a related field, or a High School 

Diploma plus seven years of experience in a related field.  In contrast, another small 

business requires an Associate’s Degree plus two years of experience.   

 These kinds of differences make it challenging for acquisitions officials to know 

exactly what quality of services they can expect from a company that provides them 

employees at a particular labor rate.  The officials must review the labor rate descriptions 

found on every labor rate sheet to see what education and experience level each company 
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stipulates for every labor category.  While the examples above show slight differences 

that are negligible over a large data set, when making a comparison between just two or 

three companies, the differences in the education and experience of a prospective 

contracted employee can be significant.   

 In the researcher’s professional setting at his small business, the Director of 

Contracts (R. Story, personal communication, October 3, 2016) noted that the GSA has 

proposed defining every labor category for all multiple award schedules.  By putting 

minimum parameters on what education and experience a Project Manager or Technical 

Writer, or a Training Specialist must have, government acquisitions officials will better 

be able to determine the value they are receiving from particular companies who seek to 

sell services to the government.  In addition, it would be considerably easier to ascertain 

the differences in prices between companies and between large and small businesses as 

all categories of labor would be normed to the GSA standard vice an individual 

company’s standard.  

Implications for Leadership Theory and Practice 

 The researcher’s professional life is in a small business that performs contracting 

services for the federal government.  Federal regulations, laws, and policies are a part of 

the researcher’s daily life at the office.  The interesting part about the practice of 

leadership as it relates to this research is, “what now?”  Johnson (2012) reminded us that 

an ethical leader must follow through on solving problems with an ethical underpinning.  

Determining a solution and refusing to pursue the solution to an acceptable end is worse 

than ignoring a problem in the first place.  Transformational leaders in particular, “focus 

on terminal values such as liberty, equality, and justice” (Johnson, 2012, p. 191).  The 
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equality and justice apparent in this research seems to lie in the opportunity for increased 

small business set-aside programs and the promise of more opportunity for small and 

small disadvantaged businesses. The researcher as implementing leader owes it to that 

community to follow through on the solution and advocate for additional study along the 

lines of this research with an end state of a positive change to federal law as it pertains to 

small business.   

Summary of the Study 

 America spends billions of dollars yearly procuring goods and services from 

private industry to support government operations.  While the government is not typically 

known for its efficiency, there is a slice of government acquisitions that appears to 

suggest efficiencies compared with the enterprise wide contracting effort that supports 

the U.S. government.  Twenty-three percent of the federal procurement dollar is set-aside 

to award to small businesses as the prime contractor providing goods and services across 

government (Cullen, 2012).  This study aimed to determine if small businesses provide 

services at a lower cost to the federal government than large businesses and of the same 

quality as large businesses.  If the answer to both of these questions was found in the 

affirmative, it is possible that increasing small business set-asides could gain efficiencies 

in the acquisitions process while enabling small business and disadvantaged small 

businesses across the country. 

 To determine the answers to these questions, the researcher proposed and 

conducted a quantitative study comparing the costs of labor small businesses and large 

businesses provide the government.  Companies that do business with the government 

may choose to use the GSA Multiple Award Schedule (MAS) as their contracting vehicle 
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of choice.  The GSA MAS is the government’s primary acquisitions’ vehicle (General 

Services Administration, 2015).  Those doing business on any of the GSA MAS must 

provide a rate sheet to be posted on the publicly available GSA website, an example of 

which is found in Appendix C.  Each rate sheet includes labor rate categories pertaining 

to the particular area of industry in which that company does business.  For the purposes 

of this study, the researcher reviewed and compared rates from both Information 

Technology (IT) companies and Training companies.  Thus, rates compared include labor 

categories such as Systems Analyst, Systems Engineer, Technical Writer, Trainer, and 

Project Manager, among others.   

 Combining the two GSA MAS studied, 13 labor categories reached the final 

comparison stage.  In four instances, research shows small companies charge less for 

labor in the same labor category than large companies do.  In one instance research shows 

large companies charge less for labor than small companies.  In eight instances research 

shows there is no statistically significant difference between what large and small 

companies charge the government for employees providing services in the same labor 

category.  Broadly speaking, the results of this research show small companies charge the 

government less than large businesses for employees providing services within the same 

labor category.  

 To compare the quality of services large and small businesses provide to the 

government, the researcher conducted a survey of a convenience sample of 1000 

government contracting officials.  While the response rate was poor, the results of the 

survey showed no statistically significant difference in the contracting officials’ 
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perception of the quality of services provided to the government by large and small 

businesses.   

 The author’s proposed solution is to deliver this research to policy shapers in the 

federal government and advocate for continued study of the relative costs of large and 

small businesses.  If further research confirms the findings of this study, an increase in 

the percentage of federal acquisitions set aside for small businesses is warranted through 

a change in law.  The researcher will pursue this solution by using personal and 

professional connections to acquire meetings with government small business and 

accountability advocates at the Small Business Administration, the Government 

Accountability Office, and other agencies, as required.   

 Ultimately, government policy is hard to change; the law is even harder to 

change.  However, this change has the potential to help create 100,000 new jobs for every 

percent increase in the federal dollars set-aside for small business (Cullen, 2012).   It is 

the ethical thing to do to promote continued research, and advocate for future change to 

the government set-aside level for small business.  Small businesses benefit, 

disadvantaged business owners benefit, communities benefit, and the American taxpayer 

benefits by the government gaining efficiency in the acquisitions process as a result of 

increased small business set-asides.  
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Appendix A 
 

Online Survey for Participants 
 

Thank you for participating in the research study from Creighton University.  This questionnaire is 
completely anonymous.   
 
Please complete the questionnaire by placing your cursor over the number you choose and 
clicking to select that answer.  Please return the questionnaire by 15 October by clicking on the 
submit button at the bottom of the survey.  Thank you for taking the time to complete this survey. 
1. Do you have experience working with small 

businesses in your current position or in a 
previous acquisitions billet? 

        Yes               No 

2. Do you have experience working with large 
businesses in your current position or in a 
previous acquisitions billet? 

        Yes               No 

For the following two questions please answer on a scale of 1-10 with 1 representing poor 
quality services, and 10 representing the best services you have observed. 
3. Please rate the quality of services you have 

observed from large businesses.  
1    2    3    4    5    6    7    8    9    10 
 

4. Please rate the quality of services you have 
observed from small businesses. 

1    2    3    4    5    6    7    8    9    10 
 

For the following two questions please utilize the descriptor that best describes your 
perception of the services provided by private industry. 
5. Large Businesses provide services that are 

better than Small Businesses. 
Strongly   Disagree      Neither        Agree     Strongly            
Disagree                      Agree nor                      Agree 
                                      Disagree 
 

6. Small Businesses provide services that are 
better than Large Businesses. 

Strongly      Disagree     Neither      Agree        Strongly            
Disagree                       Agree Nor                       Agree 
                                       Disagree 

  
Figure A1. These questions were asked of 1000 government contracting officials via 

online survey. 
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Appendix B 

Email Sent to Contracting Officials for Survey 

Contracting Official,  

 My name is Bowen Richwine and I am a doctoral candidate in the 

Interdisciplinary Ed.D. in Leadership program at Creighton University.  A part of my 

dissertation requires that I determine contracting officials’ perceptions of the quality of 

services provided by small businesses compared to large businesses.  To that end, I have 

included a link that directs you to a six-question survey asking your perceptions of small 

businesses and large businesses.  This survey should take you no more than three minutes 

to complete.  You answers will be anonymous and nowhere is personally identifiable 

information asked for.  I hope you will give due consideration to participating in this 

study.  Upon completion of this study, the final paper will be posted on the Creighton 

University website at  http://culibraries.creighton.edu/c.php?g=163423&p=1073937.  

You are welcome to view it at your leisure. Thank you in advance for your consideration 

in this matter.  Regards,  Bowen Richwine 

  

http://culibraries.creighton.edu/c.php?g=163423&p=1073937
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Appendix C 
 

Rate Sheet Found on GSA Website 
 
Below is an actual rate sheet as found on GSA website during the course of this study.  It 

is meant to be representative of the Price Lists the researcher downloaded, scanned to 

find the labor rate sheets, and utilized.  The researcher redacted the name of company and 

other codes and addresses that could be used to identify the company. 

GENERAL SERVICES ADMINISTRATION 
 

Federal Acquisition Service 
Authorized Federal Supply Schedule Price List 

 
On-line access to contract ordering information, terms and conditions, up-to-date pricing, 
and the option to create an electronic delivery order is available through GSA 
Advantage!™, a menu-driven database system.  The INTERNET address for GSA 
Advantage!™ is:  http://www.GSAAdvantage.gov. 
 

Schedule for - Consolidated GS-OOF-053CA 
Federal Supply Group: CORP Class:   

Contract Number: GS-00F-053CA    

For more information on ordering from Federal Supply Schedules click on the FSS 
Schedules button at http://www.gsa.gov/schedules-ordering 

Contract Period:   -   2/25/2015-2/24/2020 
 

Contractor:  Information Experts, Inc.  
 11425 Isaac Newton Square South, Suite F1 

 Reston, VA 20190 5035 
 
Business Size: Small Business 
 
Telephone: (703) 787 9100 x111 
Extension:  
FAX Number: (703) 787-0162 
Web Site:  www.informationexperts.com 
E-mail:  alevin@informationexperts.com 
Contract  
Administration: Adam Levin 
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CUSTOMER INFORMATION: 
 
1a. Table of Awarded Special Item Number(s) with appropriate cross-reference to 
page numbers:  
SIN Recovery SIN Description 
C541 3 C541 3RC Web Based Marketing Services 
C541 4A C541 4ARC Market Research and Analysis 
C541 4C C541 4CRC Exhibit Design and Implementation Services 
C541 4F C541 4FRC Commercial Art and Graphic Design 
C874-1 C874-1RC Integrated Consulting Services 
C874-4 C874-4 RC Training Services: Instructor Led Training, Web Based Training 

and Education Courses, Course Development and Test 
Administration 

 
1b. Identification of the lowest priced model number and lowest unit price for that 

model for each special item number awarded in the contract.  This price is the 
Government price based on a unit of one, exclusive of any quantity/dollar 
volume, prompt payment, or any other concession affecting price.  Those 
contracts that have unit prices based on the geographic location of the 
customer, should show the range of the lowest price, and cite the areas to which 
the prices apply. 

 
1c.  If the Contractor is proposing hourly rates a description of all corresponding 

commercial job titles, experience, functional responsibility and education for 
those types of employees or subcontractors who will perform services shall be 
provided.  If hourly rates are not applicable, indicate “Not applicable” for this 
item. 

 
2. Maximum Order:  $1,000,000.00 
 
3. Minimum Order:  $100.00 
 
4. Geographic Coverage (delivery Area):  Domestic only 
 
5. Point(s) of production (city, county, and state or foreign country):  Same as 

company address 
 
6. Discount from list prices or statement of net price:  Government net prices 

(discounts already deducted).  See Attachment. 
 
7. Quantity discounts:  None Offered 
 
8. Prompt payment terms:  Net 30 days 
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9a. Notification that Government purchase cards are accepted up to the micro-
purchase threshold:  Yes 

 
9b. Notification whether Government purchase cards are accepted or not accepted 

above the micro-purchase threshold:  will accept over $3,000 
 
10. Foreign items (list items by country of origin):  None  
 
11a. Time of Delivery  (Contractor insert number of days):  Specified on the Task 

Order 
 
11b. Expedited Delivery.  The Contractor will insert the sentence “Items available 

for expedited delivery are noted in this price list.” under this heading.  The 
Contractor may use a symbol of its choosing to highlight items in its price list 
that have expedited delivery:  Contact Contractor 

 
11c. Overnight and 2-day delivery.  The Contractor will indicate whether overnight 

and 2-day delivery is available.  Also, the Contractor will indicate that the 
schedule customer may contact the Contractor for rates for overnight and 2-
day delivery:  Contact Contractor 

 
11d. Urgent Requirements.  The Contractor will note in its price list the “Urgent 

Requirements” clause of its contract and advise agencies that they can also 
contact the Contractor’s representative to affect a faster delivery:  Contact 
Contractor 

 
12. F.O.B Points(s):  Destination 
 
13a. Ordering Address(es):  Same as Contractor 
 
13b. Ordering procedures:  For supplies and services, the ordering procedures, 

information on Blanket Purchase Agreements (BPA’s), and a sample BPA can 
be found at the GSA/FSS Schedule homepage (fss.gsa.gov/schedules).   

 
14. Payment address(es):  Same as company address 
 
15. Warranty provision.:  Contractor’s standard commercial warranty. 
 
16. Export Packing Charges (if applicable):  N/A 
 
17. Terms and conditions of Government purchase card acceptance (any thresholds 

above the micro-purchase level):   Contact Contractor 
 
18. Terms and conditions of rental, maintenance, and repair (if applicable):  N/A 
 
19. Terms and conditions of installation (if applicable):  N/A 
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20. Terms and conditions of repair parts indicating date of parts price lists and any 

discounts from list prices (if applicable):   N/A 
 
20a. Terms and conditions for any other services (if applicable):  N/A 
 
21. List of service and distribution points (if applicable):  N/A 
 
22. List of participating dealers (if applicable):  N/A 
 
23.  Preventive maintenance (if applicable):   N/A 
 
24a.  Environmental attributes, e.g., recycled content, energy efficiency, and/or 

reduced pollutants:  N/A 
 
24b.  If applicable, indicate that Section 508 compliance information is available on 

Electronic and Information Technology (EIT) supplies and services and show 
where full details can be found (e.g. contactor’s website or other location.)  The 
EIT standards can be found at:  www.Section508.gov/. 

 
25. Data Universal Numbering System (DUNS) number:  076104350 
 
26.   Notification regarding registration in Central Contractor Registration (CCR) 

database:  Registered 
 
27. Final Pricing:   
The rates shown below include the Industrial Funding Fee (IFF) of 0.75%. 

SIN Awarded 
Labor 

Category 

Min Edu Min 
Exp 

Site Year 1 Year 2 Year 3 Year 4 Year 5 

C874-1, 
C874-4, 
C541-3, 
C541-4a, 
C541-4c, 
C541-4f 

Creative 
Director 

Masters 12 Both $238.64 $243.41 $248.28 $253.25 $258.31 

C874-1, 
C874-4 

Strategic 
Advisor 

Masters 15 Both $307.44 $313.59 $319.86 $326.26 $332.78 

C874-1, 
C874-4, 
C541-3, 
C541-4a, 
C541-4c, 
C541-4f 

Program 
Manager 

Bachelors 5 Both $177.02 $180.56 $184.17 $187.85 $191.61 

C874-1, 
C874-4 

Clerical I** High 
School 

0 Both $31.61 $32.24 $32.89 $33.54 $34.22 

C874-1, 
C874-4 

Q & A 
Editor 

Bachelors 2 Both $75.86 $77.38 $78.93 $80.50 $82.11 

C874-1, 
C874-4 

Senior 
Instructional 

Designer 

Bachelors 5 Both $150.16 $153.16 $156.23 $159.35 $162.54 

C874-1, 
C874-4 

Senior 
Consultant 

Bachelors 5 Both $219.16 $223.54 $228.01 $232.57 $237.22 
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C874-1, 
C874-4, 
C541-3, 
C541-4a, 
C541-4c, 
C541-4f 

Project 
Manager 

Bachelors 5 Both $136.98 $139.72 $142.52 $145.37 $148.28 

C874-1, 
C874-4 

Instructional 
Designer 

Bachelors 5 Both $136.98 $139.72 $142.52 $145.37 $148.28 

C874-1, 
C874-4 

Training 
Project 

Manager 

Bachelors 5 Both $177.32 $180.87 $184.49 $188.18 $191.94 

C874-1, 
C874-4 

Training 
Manager 

Bachelors 5 Both $167.89 $171.25 $174.67 $178.17 $181.73 

C874-1, 
C874-4 

Consultant Masters 5 Both $167.45 $170.80 $174.21 $177.70 $181.25 

C874-1, 
C874-4 

Training 
Consultant 

Masters 3 Both $143.54 $146.41 $149.34 $152.32 $155.37 

C874-1, 
C874-4 

Subject 
Matter 
Expert 

Bachelors 5 Both $198.37 $202.34 $206.39 $210.51 $214.73 

C874-1, 
C874-4, 
C541-3, 
C54-14a, 
C541-4c,  

Strategist/W
riter II 

Bachelors 10 Both $169.60 $172.99 $176.45 $179.98 $183.58 

C874-1, 
C874-4, 
C541-3, 
C541-4a, 
C541-4c, 
C541-4f 

Art Director Masters 6 Both $239.21 $243.99 $248.87 $253.85 $258.93 

C874-1, 
C874-4 

Senior 
Instructional 

System 
Designer 

Bachelors 5 Both $177.63 $181.18 $184.81 $188.50 $192.27 

C874-1, 
C874-4 

Instructional 
System 

Designer 

Bachelors 2 Both $167.45 $170.80 $174.21 $177.70 $181.25 

C874-1, 
C874-4 

Course 
Writer-

Instructor 

Bachelors 2 Both $109.22 $111.40 $113.63 $115.90 $118.22 

C874-1, 
C874-4 

Applications 
SA/Program
mer-Senior 

Bachelors 5 Both $167.45 $170.80 $174.21 $177.70 $181.25 

C874-1, 
C874-4 

Senior 
Technical 

Writer/Edito
r 

Bachelors 7 Both $166.17 $169.49 $172.88 $176.34 $179.87 

C874-1, 
C874-4 

Technical 
Editor 

Bachelors 2 Both $105.67 $107.79 $109.94 $112.14 $114.38 

C541-3, 
C541-4a, 
C541-4c, 
C541-4f 

Senior 
Marketing 
Consultant 

Bachelors 20 Both $240.99 $245.81 $250.73 $255.74 $260.86 

C541-3 Web 
Developer II 

Bachelors 8 Both $149.12 $152.10 $155.14 $158.25 $161.41 

C541-4 Web 
Developer I 

Bachelors 4 Both $143.16 $146.02 $148.94 $151.92 $154.96 

C541-3, 
C541-4a, 
C541-4c, 

Strategist/W
riter I 

Bachelors 5 Both $150.61 $153.62 $156.70 $159.83 $163.03 
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Service Contract Act (SCA) Matrix 
SCA Eligible Labor Category SCA Equivalent Code Title Wage Determination No 
Clerical 01111 - General Clerk 05-2103 
The Service Contract Act (SCA) is applicable to this contract and it includes SCA 
applicable labor categories. The prices for the cited SCA labor categories are based on 
the U.S. Department of Labor Wage Determination Number(s) identified in the SCA 
matrix.  The prices offered are in line with the geographic scope of the contract (i.e. 
nationwide). 
 

LABOR CATEGORY DESCRIPTIONS 
The foregoing descriptions are provided for the following positions: 
 

• Creative Director 
• Strategic Advisor 
• Program Manager 
• Senior Marketing Consultant 
• Senior Instructional Designer 
• Senior Consultant 
• Project Manager 
• Instructional Designer 
• Training Project Manager 
• Training Manager 
• Consultant 
• Training Consultant 
• Subject Matter Expert 
• Art Director 
• Strategist/Writer II 
• Strategist/Writer I 
• Senior Instructional System Designer 
• Instructional System Designer 
• Course Writer-Instructor 
• Applications SA/Programmer – Senior 

C541-4f 
C541-3, 
C541-4a, 
C541-4c, 
C541-4f 

Graphic 
Designer II 

Bachelors 5 Both $143.16 $146.03 $148.95 $151.93 $154.97 

C541-3, 
C541-4a, 
C541-4c, 
C541-4f 

Graphic 
Designer I 

Bachelors 2 Both $119.29 $121.68 $124.11 $126.59 $129.12 

C541-3, 
C541-4a, 
C541-4c, 
C541-4f 

Proofreader Bachelors 12 Both $133.62 $136.29 $139.02 $141.80 $144.63 
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• Senior Technical Writer/Editor 
• Technical Editor 
• Graphic Designer II 
• Graphic Designer I 
• Web Developer II 
• Web Developer I 
• QA Editor 
• Proofreader 

 
Position Creative Director 
Education M.S./M.A./M.B.A./M.F.A. in Marketing, Business Administration, Communications, or 

Creative Discipline; B.S./B.A. degree in Art, Communications, Marketing, or Humanities. 
Experience 12+ (agency and organizational management); has functioned at the Director-level or 

higher within the marketing department of an organization 
Responsibility 

• Serves as a marketing and design consultant for originating concepts and initial designs 
• Helps communicate design approaches to clients 
• Collaborates with Art Director, Designers, Strategists, and Developers to integrate all efforts and 

client feedback into an effective and cohesive marketing communications solution 
• Provides creative insight throughout project 
• Assumes the conceptual or design lead on especially challenging work 
• Assists in the supervision and coordination of all Creative Department personnel to assure they are 

performing their jobs effectively, controlling their costs, achieving quality standards, maximizing 
weekly billings, controlling schedule and overtime, and job related costs and materials 

• Assures a consistently high-level of work performed by the company 

 
 
Position Senior Marketing Consultant 
Education B.S./B.A. degree  
Experience 20+ (significant team-leading experience; has functioned at the “C-level” within 

organizations) 
Responsibility 

• Develops customized organizational and marketing solutions to meet client needs 
• Engages clients in problem solving, questioning, listening, and solutions identification 
• Translates organizational concerns into communications solutions 
• Provides key understanding of competitive landscapes 
• Understands the strategic communications consulting landscape, emerging technology and 

business trends, established competitors and emerging companies 
• Lead Information Experts’ team members in defining project objectives, scope, and deliverables; 

assesses resource needs 
• Oversees Strategist/Writer efforts 
• Architects organizational strategies to ensure all creative work is focused on achieving client 

objectives 

 
Position Program Manager 
Education B.S./B.A. degree. Advanced degree recommended. 
Experience 5+ years of experience in a business analyst, project management, or senior consultant role  
Responsibility 

• Coordinates planning, development, testing, and implementation of project to ensure timely 
deliverables, project success and quality 
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• Provides work direction, project status, and feedback to all team members and assists in issue 
resolution 

• Designs and develops deliverables per client needs and expectations and presents potential 
concepts 

• Assists in the identification, assessment and resolution of issues and problems 
• Communicates with clients throughout the life of the project, informing them of progress and 

watching for changes in scope and expectations 
• Balances and prioritizes project work to ensure critical items are addressed 
• Ensures high quality deliverables are produced while working within budget and meeting 

deadlines 
 

 
 
Position Project Manager 
Education B.S./B.A. degree in Art, Communications, Marketing, or Humanities.  
Experience 5+ years experience in production management or within a consulting agency environment 
Responsibility 
 

• Serves as a marketing and design consultant for originating concepts and initial designs 
• Manages the day-to-day execution of client engagements through the coordination of efforts of 

assigned personnel 
• Maintains liaison with the client throughout all project stages 
• Manages assigned projects to achieve client satisfaction.  
• Assigns job responsibility and supervises the process and personnel assigned for performance of 

required tasks, quality of work, output of client product in conformance with agreed standards of 
content, quality and timeliness, and achievement of project plan 

• Manages client expectations within the framework of the engagement to assure a mutually 
satisfactory result 

• Works closely with the Quality Assurance Manager to assure that all projects are meeting 
expected quality and timing standards at all phases and milestones of the projects 

 
 
Position Art Director 
Education B.S./B.A. degree in Art, Communications, Marketing, or Humanities; 

M.S./M.A./M.B.A./M.F.A. in Marketing, Business Administration, Communications, or 
Creative Discipline preferred  

Experience 5+  
Responsibility 

• Assists the Creative Director with the management of the day-to-day operations and work of the 
Creative Services Department 

• Provides tactical creative insight to Designers 
• Takes the design lead on especially challenging work 
• Prepares designs for client review 
• Finalizes designs in accordance with client design feedback 
• Manages graphic files within the structure of file naming and storage conventions 
• Serves as a design consultant for all brainstorming sessions and design challenges  

 
Position Consultant 
Education BS required, MA preferred 
Experience  A minimum of five (5) years of management consulting or related industry  

 Expert problem-solver and sorts through complex issues and conducts comparative 
analysis of multiple solutions  

 Understands organization’s needs, identifies root causes of problems, and develops 
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and implements creative and pragmatic solutions.  
 

 
Responsibility 

• Work with clients to uncover, assess, and solve employee-focused and organizational-based 
business challenges.  

• Uncover impediments to productivity, efficiency, and effectiveness, and causes of low employee 
morale, attrition, and unacceptable employee performance.  

• Conduct competency assessments and needs analyses to identify root causes. Based on 
assessments/analyses, recommend customized solutions that will address critical problems.  

• Oversee the implementation of solutions, including but not limited to the development of 
communications strategies, marketing programs, training programs & curriculums, and other 
learning initiatives.  

• Conclude consulting engagement with a qualitative and quantitative measurement of intervention, 
and recommendations for continuous improvement. 

 
 
Position Senior Instructional Systems Designer 
Education Bachelor’s degree in Instructional Design, Instructional Technology, Adult Learning 

Theory or related field; advanced degree preferred 
 

Experience • Mastery of eLearning (WBT, CBT, CD-Rom, synchronous) capabilities, design 
methodologies, and processes    

• Up-to-date knowledge of SCORM models, LMS/LCMS considerations and 
compliance  

• Superior ability to develop and integrate module content, materials, and media to 
meet detailed design specifications and support the overall learning goals and 
objectives 

• Strong desire and ability to work creatively and analytically with an attention to 
detail 

• Excellent ability to communicate information and ideas in speaking and writing 
so others will understand 

• Can easily handle multiple projects simultaneously 
• Experience leading small projects using project management standards and 

processes preferred  
• Ability to track and communicate project status, identify and resolve issues, and 

work within budget 
• Must be able to work cooperatively as a member and leader of team as well as 

independently with self-direction 
• Must have patience, flexibility, a good sense of humor and be solutions-focused 

Responsibility 
• Design and develop deliverables per client needs and expectations and present potential concepts; 

may provide work direction, project status, and feedback to team members and assist them in issue 
resolution 

• Assist in the identification, assessment and resolution of issues and problems 
• May coordinate planning, development, testing, and implementation of project to ensure timely 

deliverables, project success and quality 
• Interact and confer with client frequently regarding specific work efforts including seeking regular 

feedback and input from client on deliverables; may be responsible for informing clients of 
progress and watching changes in scope and expectations 

• Balance and prioritize work to ensure critical items are addressed 
• Produce high quality deliverables while working within budget and meeting deadlines 
• Keep supervisor aware of workload and potential conflicting commitments 
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Position Senior Instructional Designer 
Education Bachelor’s degree in Instructional Design, Adult Learning Theory or related field; 

advanced degree preferred 
 

Experience • Mastery of eLearning (WBT, CBT, CD-Rom, synchronous) capabilities, design 
methodologies, and processes    

• Mastery of Adult Educational Theories and best practices 
• Strong desire and ability to work creatively and analytically with an attention to 

detail 
• Excellent ability to communicate information and ideas in speaking and writing 

so others will understand 
• Can easily handle multiple projects simultaneously 
• Experience leading small projects using project management standards and 

processes preferred  
• Ability to track and communicate project status, identify and resolve issues, and 

work within budget 
• Must be able to work cooperatively as a member and leader of team as well as 

independently with self-direction 
• Must have patience, flexibility, a good sense of humor and be solutions-focused 

Responsibility 
• Design and develop deliverables per client needs and expectations and present potential concepts; 

may provide work direction, project status, and feedback to team members and assist them in issue 
resolution 

• Assist in the identification, assessment and resolution of issues and problems 
• May coordinate planning, development, testing, and implementation of project to ensure timely 

deliverables, project success and quality 
• Interact and confer with client frequently regarding specific work efforts including seeking regular 

feedback and input from client on deliverables; may be responsible for informing clients of 
progress and watching changes in scope and expectations 

• Balance and prioritize work to ensure critical items are addressed 
• Produce high quality deliverables while working within budget and meeting deadlines 
• Keep supervisor aware of workload and potential conflicting commitments 

 
 
Position Instructional Systems Designer 
Education BS in education/adult learning theory required 

MS preferred (in instructional design or technology 

Experience • Five plus (5+) years (expert-level knowledge and experience) with instructional 
design and development related to a variety of delivery media  

• Strong demonstrated analysis skills and learner focus  
• Understanding of adult learning theories and applications 

Responsibility 

The basic function of Instructional Designer is to perform the activities associated with implementation of 
the Instructional Design (ID) methodology. The ID methodology includes the basic steps of analysis, 
design, development, implementation and evaluation.  

• Contributes to assigned projects by taking part and/or leading activities directly related to the ISD 
process. Works with the Content Director, and the Project Manager of assigned projects. May 
work independently on projects, or as part of a team of other content specialists, multimedia 
artists, programmers, and others as needed. At any given time, may be involved with one or more 
internal or external projects. 

• As required by assignments, performs data collection, review, assessment and compilation as part 
of analysis. Works at locations most conducive to the completion of this effort. Analyzes data to 
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compose suggested solutions, treatments, and curricula. Produces client-ready documents to 
communicate findings and suggestions.  

• As part of design, incorporates adult learning theories and practices during the creation of client-
ready storyboards (for training/instruction). Derives objectives from analysis material, creates 
assessment instruments/tools to measure performance, incorporates opportunities for remediation 
and review, and writes scripts composed of instructional text for learners to view.  

• As part of development, produces the instructional materials as outlined in the storyboards or 
scripts--involving the creation of classroom-based materials (participant guides and user guides), 
performance support tools and job aids. May work collaboratively with multimedia resources in 
the development of eLearning materials, depending upon the experience and skills of the designer 
and the need for such support during the development process.  

• Participates as needed during the implementation process. Depending upon the delivery media, 
(classroom, eLearning, paper-based, etc.), facilitates the initial use of the instructional material. 
Reviews online content to ensure proper loading of data, conducts train-the-trainer sessions for 
client resources and produces materials to enhance the deliverable’s use.  

• Conducts evaluation throughout the lifecycle of a project, and at the project’s completion, during a 
summative effort. Collects and analyzes performance data, assessment measurements and learners’ 
opinions regarding various aspects of the deliverables involved. Works with Quality Control team 
and resources assigned to assist with evaluation efforts.  

• Adheres to schedules and delivery plans as outlined by the Project Managers for assigned projects.  

• Communicates with the Project Managers of assigned projects on a routine basis. Attends kick-off 
and post-mortem events, project team meetings, client review sessions, and other gatherings 
related to assigned projects. Produces Status Reports as requested by Relationship Managers.  

• Maintains timesheets on a daily basis, facilitating project tracking. Records time and efforts as 
instructed by the Project Managers of assigned projects.  

• In cooperation with the Project Manager and/or Content Director, reviews and provides input for 
any project or client-related issues needing clarification and confrontation.  

• Contacts Project Manager(s) to communicate perceived opportunities to increase business through 
expansion, new projects and other areas falling within the capability of IE.  

• Contributes to internal efforts, including the maintenance of Internet-site material, sales and 
marketing material, the creation of White Papers addressing current points of interest related to 
instructional design and other internal efforts.  

• Performs other duties, as may be required, for successful completion of projects and as may be 
required of a Content Specialist. 

 
 
Position Clerical I 
Education High school degree or higher, college experience preferred  

Experience • Computer literacy with demonstrable proficiency in MS Office Suite (Word, 
Excel, PowerPoint, Outlook) 

• Ability to work efficiently under pressure and meet deadlines 
• General filing, typing, data entry and copying 
• Printing and assembling marketing materials 
• Answering phones, distributing calls and messages 
• Distributing inbound mail along with coordination of outbound mail and 

packages 
• General office maintenance 
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• Arranging conference room and kitchen for events/meetings 
• Organization of supply closets 
• Managing office recycling 
• Assist in travel arrangements and tracking expenses 
• Can easily handle multiple projects simultaneously 
• Must be able to work cooperatively as a member of a team as well as 

independently with self -direction 
• Must have patience, flexibility, a good sense of humor and be solutions-focused 

Responsibility 
• Balance and prioritize work to ensure critical items are addressed 
• Produce high quality deliverables while working within budget and meeting deadlines 
• Interact and confer with IE Team frequently regarding specific work efforts including seeking 

regular feedback and input on deliverables 
• Keep supervisor aware of workload and potential conflicting commitments 
• Design and develop deliverables per IE Team needs and expectations and present potential 

concepts 
• Assist in the identification, assessment and resolution of issues and problems 
• Provide exceptional customer service 

 
 
Position Q & A Editor 
Education Bachelor’s degree,  
Experience Minimum of two to four years of work-related skills, knowledge, or experience. 
Responsibility 

• Prepare, rewrite and edit copy to improve readability, or supervise others who do this work.  
• Read copy or proof to detect and correct errors in spelling, punctuation, and syntax.  
• Allocate print space for story text, photos, and illustrations according to space parameters and 

copy significance, using knowledge of layout principles.  
• Plan the contents of publications according to the publication’s style, editorial policy, and 

publishing requirements.  
• Verify facts, dates, and statistics, using standard reference sources.  
• Review and approve proofs submitted by composing room prior to publication production.  
• Develop story or content ideas, considering reader or audience appeal.  
• Oversee publication production, including artwork, layout, computer typesetting, and printing, 

ensuring adherence to deadlines and budget requirements.  
• Confer with management and editorial staff members regarding placement and emphasis of 

developing news stories.  
• Assign topics, events and stories to individual writers or reporters for coverage. 

 
Position Graphic Designer II 
Education Graduate of college or art school with degree in graphic design, fine arts, or related 

field; masters Master's degree preferred 
 

Experience • Superior knowledge of layout principles and an esthetic design concept 
• Can easily determine size and arrangement of illustrative material and copy, 

select style and size of type, and create sample layouts 
• Proven ability to creatively design sales, advertising and public relations 

materials including logos, marketing collateral, educational materials, and 
web sites  

• Excellent ability to develop art and copy layouts using a variety of media to 
meet specific promotional needs 

• Outstanding expertise in graphic design software such as Adobe Photoshop, 
Adobe Illustrator, and Quark Xpress  
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• A strong foundation in interface design, computer animation, multimedia 
development and web page design; expert-level experience with HTML, 
Flash, and 3D applications 

• Strong desire and ability to work creatively and analytically with an attention 
to detail 

• Excellent ability to communicate information and ideas in speaking and 
writing so others will understand 

• Can easily handle multiple projects simultaneously 
• Must be able to work cooperatively as a member and leader of a team as well 

as independently with self direction 
• Experience leading small projects using project management standards and 

processes preferred  
• Ability to track and communicate project status, identify and resolve issues, 

and work within budget 
• Must have patience, flexibility, a good sense of humor and be solutions-

focused  
• Visual acuity (with correction) sufficient to make artistic judgments about 

layout and design 
• Manual dexterity to operate computer or make manual sketches and drawings 

as required 
 

Responsibility 
• Design and develop deliverables per client needs and expectations and present concepts; may 

provide work direction, project status, and feedback to team members and assist them in issue 
resolution 

• May coordinate planning, development, testing, and implementation of project to ensure timely 
deliverables, project success and quality 

• Assist in the identification, assessment and resolution of issues and problems 
• Interact and confer with client frequently regarding specific work efforts including seeking regular 

feedback and input from client on deliverables; may be responsible for informing clients of 
progress and watching changes in scope and expectations 

• Balance and prioritize work to ensure critical items are addressed 
• Produce high quality deliverables while working within budget and meeting deadlines 
• Keep supervisor aware of workload and potential conflicting commitments 

 
 
 
 
Position Web Developer II 
Education B.S./B.A. degree or equivalent in Computer Science, Graphics Communications, or 

related field 
Experience 7+  years of application experience developing and programming websites 
Responsibility 
 

• Leads the development of technical/Web deliverables per client needs and expectations and 
presents potential concepts 

• Identifies, assesses, and resolves technical issues and problems 
• Interacts and confers with client frequently regarding specific work efforts, including 

seeking regular feedback and input from client on deliverables 
• Coordinates planning, development, testing, and implementation of project to ensure timely 

deliverables, project success and quality 
• Displays superior ability to code websites and designs and develops style sheets, page 

layouts, digitized images, rich media, and other design elements to enhance functionality and 
appearance of site 
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• Demonstrates outstanding ability to assemble media and content in the form of static 
images, video files, audio files, animations, and storyboards 

• Creates, executes, and documents testing to ensure an application meets user requirements 
and specifications 

• Possesses expert-level knowledge of Macromedia Flash, Toolbook, HTML, JavaScript, and 
XML; advanced knowledge of Java and .net 

• Has knowledge of Internet technologies and browser capabilities and DBMS such as 
Microsoft SQL Server and Oracle  

• Contains at least intermediate knowledge of Windows NT and Unix  
• Shows competency with SCORM and Section 508 compliance 

 
 
Position Strategist/Writer II 
Education M.S./M.A./M.B.A./M.F.A. in Marketing, Business Administration, Communications, or 

Other Discipline; B.S./B.A. degree in Art, Communications, Marketing, or Humanities.  
Experience 10+ in an agency or consulting environment or equivalent leadership with internal teams at 

large organizations 
Responsibility 
 

• Interacts and confers with client frequently regarding specific work efforts, including seeking 
regular feedback and input from client on deliverables 

• Demonstrates superior ability to develop, write, and edit copy for a variety of communication 
vehicles including Web 

• Displays outstanding understanding of the integration of words, images, and functionality across a 
broad spectrum of marketing and communications materials  

• Shows knowledge of a variety of advertising, public relations, and marketing communication 
concepts, practices, and procedures 

• Has the ability to conduct research, interview, and offer creative marketing ideas  
• Possesses strong computer skills; fluent in Word and PowerPoint 
• Contains a strong desire and ability to work creatively and analytically with an attention to detail 
• Communicates information and ideas in speaking and writing so others will understand 

 
 
Position Strategist/Writer I 
Education M.S./M.A./M.B.A./M.F.A. in Marketing, Business Administration, Communications, or 

Creative Discipline preferred; B.S./B.A. degree in Art, Communications, Marketing, or 
Humanities.  

Experience 5+ in an agency or consulting environment or equivalent leadership with internal teams at 
large organizations 

Responsibility 

• Interacts and confers with client frequently regarding specific work efforts, including seeking 
regular feedback and input from client on deliverables 

• Demonstrates superior ability to develop, write, and edit copy for a variety of communication 
vehicles including web-based 

• Displays outstanding understanding of the integration of words, images, and functionality across a 
broad spectrum of marketing and communications materials  

• Shows knowledge of a variety of advertising, public relations, and marketing communication 
concepts, practices, and procedures 

• Has the ability to conduct research, interview, and offer creative marketing ideas  
• Possesses strong computer skills; fluent in Word and PowerPoint 
• Contains a strong desire and ability to work creatively and analytically with an attention to detail 
• Communicates information and ideas in speaking and writing so others will understand 
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Position Graphic Designer I 
Education B.S./B.A./B.F.A. degree in Art or Design  
Experience 2+ years in a creative agency/consulting environment  
Responsibility 

• Demonstrates excellent knowledge of layout principles and general design aesthetics  
• Determines size and arrangement of illustrative material and copy, selects style and size of type, 

and creates sample layouts 
• Designs sales, advertising, and public relations materials including logos, marketing collateral, 

educational materials, and web sites  
• Develops art and copy layouts using a variety of media to meet specific promotional needs 
• Possesses the ability to design across multiple media, including print, the Web, and multimedia 
• Shows expertise in graphic design software such as Adobe Photoshop, Adobe Illustrator, and 

Quark Xpress 
• Owns a strong foundation in interface design, computer animation, multimedia development and 

web page design; expert-level experience with HTML, Flash, and 3D applications 
• Designs and develops deliverables per client needs and expectations and presents concepts 
• Interacts and confers with internal team and client regarding specific work efforts, including 

seeking regular feedback and input from client on deliverables 
• Produces high quality design deliverables while working within budget and meeting deadlines 

 
 
Position Web Developer I 
Education B.S./B.A. degree or equivalent in Computer Science, Graphics Communications, or related 

field 
Experience 7+  years of application experience developing and programming websites 
Responsibility 

• Leads the development of technical/Web deliverables per client needs and expectations and 
presents potential concepts 

• Identifies, assesses, and resolves technical issues and problems 
• Interacts and confers with client frequently regarding specific work efforts, including seeking 

regular feedback and input from client on deliverables 
• Coordinates planning, development, testing, and implementation of project to ensure timely 

deliverables, project success, and quality 
• Displays superior ability to code websites and designs and develops style sheets, page layouts, 

digitized images, rich media, and other design elements to enhance functionality and appearance 
of site 

• Demonstrates outstanding ability to assemble media and content in the form of static images, 
video files, audio files, animations, and storyboards 

• Creates, executes, and documents testing to ensure an application meets user requirements and 
specifications 

• Possesses expert-level knowledge of Macromedia Flash, Toolbook, HTML, JavaScript, and XML; 
advanced knowledge of Java and .net 

• Has knowledge of Internet technologies and browser capabilities and DBMS such as Microsoft 
SQL Server and Oracle  

• Contains at least intermediate knowledge of Windows NT and Unix  
• Shows competency with SCORM and Section 508 compliance 

 
 
Position Proofreader 
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Education B.S./B.A. degree  
Experience 2 +  
Responsibility 

• Prepares, rewrites and edits copy to improve readability, or supervises others who do this work.  
• Reads copy or proof to detect and correct errors in spelling, punctuation, and syntax.  
• Allocates print space for story text, photos, and illustrations according to space parameters and 

copy significance, using knowledge of layout principles.  
• Plans the contents of publications according to the publication’s style, editorial policy, and 

publishing requirements.  
• Verifies facts, dates, and statistics, using standard reference sources.  
• Reviews and approves proofs submitted by composing room prior to publication production.  

 
 
Position Technical Editor 
Education Bachelor’s degree in business, communications, or related field. 
Experience Minimum of 3 years of experience in a technical editor, technical writer, business analyst, 

project management, or consultant role (Experience may be substituted for education) 
Responsibility 

• Design and develop deliverables per client or internal needs and expectations and present potential 
concepts 

• Develop and/or edit written communications in support of Requests for Proposals, Quotes, White 
Papers, Marketing Materials and others as assigned 

• Communicate with managers throughout the life of the project, informing them of progress  
• Balance and prioritize project work to ensure critical items are addressed 
• Ensure high quality deliverables are produced while working within budget and meeting deadlines 
• Work closely with other departments or clients to gather requirements and/or knowledge needed to 

develop accurate written materials 
• Able to synthesize and smooth content from many authors into one concise document.  

 
 
 
Position Senior Technical Editor 
Education Bachelor’s degree in business, communications, or related field. 
Experience Minimum of 7 years of experience in a technical editor, technical writer, business analyst, 

project management, or consultant role (Experience may be substituted for education) 
Responsibility 

• Design and develop deliverables per client or internal needs and expectations and present potential 
concepts 

• Develop and/or edit written communications in support of Requests for Proposals, Quotes, White 
Papers, Marketing Materials and others as assigned 

• Communicate with managers throughout the life of the project, informing them of progress  
• Balance and prioritize project work to ensure critical items are addressed 
• Ensure high quality deliverables are produced while working within budget and meeting deadlines 
• Work closely with other departments or clients to gather requirements and/or knowledge needed to 

develop accurate written materials 
• Able to synthesize and smooth content from many authors into one concise document.  
• Manage small projects as needed; May serve as team lead on special projects 

 
 
Position Course Writer / Instructor 
Education Bachelor’s degree in communications, public relations, or journalism;  
Experience Minimum of 5 years of experience with 3 years of experience in training, group 

facilitations, and course development/writing (Experience may be substituted for 
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education) 
Responsibility 

• Develop and conduct both one-on-one and small group training sessions 
• Coordinate training program logistics (pre and post training)  
• Formulate teaching outline and determine client-specific instructional methods such as individual 

training, group instruction, lecturers, demonstrations, conferences, meetings, and workshops 
• Coordinate training schedule based on internal and external client needs 
• Select or develop teaching aids such as training handbooks, demonstration models, multimedia 

visual aids, computer tutorials, and reference works 
• Administer testing to trainees to measure progress and to evaluate effectiveness of training 
• Develop strong relationships with external clients to develop course materials and receive 

feedback 
 
 
Position Training Manager 
Education Bachelor’s degree in education or related field; PMP certification preferred 
Experience Minimum of 10 years of experience with 5 years of experience in training and group 

facilitation (Experience may be substituted for education) 
Responsibility 

• Prepare training budget for department or organization 
• Evaluate instructor performance and the effectiveness of training programs, providing 

recommendations for improvement 
• Analyze training needs to develop new training programs or modify and improve existing 

programs 
• Conduct or arrange for ongoing technical training and personal development classes for staff 

members 
• Plan, develop, and provide training and staff development programs, using knowledge of the 

effectiveness of methods such as classroom training, demonstrations, on-the-job training, 
meetings, conferences, and workshops 

• Conduct orientation sessions and arrange on-the-job training for new hires 
• Confer with management and conduct surveys to identify training needs based on projected 

production processes, changes, and other factors 
• Train instructors and supervisors in techniques and skills for training and dealing with employees 
• Develop and organize training manuals, multimedia visual aids, and other educational materials 
• Develop testing and evaluation procedures 
• Manage training team 

 
 
Position Training Project Manager 
Education Bachelor’s degree in communications, education, or related field; PMP certification 

preferred 
Experience Minimum of 7 years of experience with 2 years of experience in training and group 

facilitation (Experience may be substituted for education) 
Responsibility 

• Leads training project(s) to ensure project is delivered on schedule and within budget, while 
satisfying requirements and specifications within project scope 

• Assemble and direct project team, assign individual responsibilities, identify appropriate project 
resources, and provide guidance and direction to project team members 

• Ensure the appropriateness, quality, and timeliness of all aspects project 
• Prepare and present project plans and status reports to organizational leadership, project teams, 

and client / customer groups 
• Design, plan, organize, or direct orientation and training programs for employees or customers. 
• Obtain, organize, or develop training procedure manuals, guides, or course materials, such as 

handouts or visual materials 
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• Monitor, evaluate, or record training activities and program effectiveness 
• Develop alternative training methods if expected improvements are not seen 
• Evaluate training materials prepared by instructors, such as outlines, text, or handouts 
• Evaluate modes of training delivery, such as in-person or virtual to optimize training effectiveness, 

training costs, or environmental impacts 
• May manage a small project team 

 
 
 
Position Training Consultant 
Education Bachelor’s degree in communications, education or related field.  
Experience Minimum of  5 years of experience with 3 years of experience in training and group 

facilitation (Experience may be substituted for education) 
Responsibility 

• Partner with / provide support to Training Manager and Instructors on various training initiatives  
• Develop both one-on-one and small group training sessions 
• Formulate teaching outline and determine client-specific instructional methods such as individual 

training, group instruction, lecturers, demonstrations, conferences, meetings, and workshops 
• Select or develop teaching aids such as training handbooks, demonstration models, multimedia 

visual aids, computer tutorials, and reference works 
• Administer testing to trainees to measure progress and to evaluate effectiveness of training 
• Plan, direct, coordinate, and report project management activities to accomplish goals of project in 

accordance with the project management methodologies, policies, and standards 
• Ensure the appropriateness, quality, and timeliness of all aspects project 
• Prepare and present training project plans and status reports to organizational leadership, project 

teams, and client / customer groups 
• Assess training needs through surveys, interviews with employees, focus groups, or consultation 

with managers, instructors, or customer representatives 
• Design, plan, organize, or direct orientation and training programs for employees or customers 

 
 
 
Position Senior Applications SA / Programmer 
Education Bachelor’s degree in computer science or information technology. 
Experience Minimum of 7 years of experience in applications programming and/or computer 

programming (Experience may be substituted for education) 
Responsibility 

• Design and test program logic, code programs, manage program documentation, and preparation 
of programs for computer operations 

• Codes, tests, and debugs documents and installs modified and new programs 
• Uses coding methods for specific programming language to enhance or initiate efficient program 

execution and performance to reach optimum hardware use 
• Monitors production programs for expected performance and responds to errors and emergency 

problems 
• Works within specifications provided to meet programming assignment goals and objectives in a 

timely and accurate manner 
• Takes independent action to correct problems encountered during systems operations within 

authority level  
• Maintains integrity of program logic and coding, and establishes required checks and balances for 

operational controls 
• Assists in studying and analyzing data processing functions, methods and procedures, and makes 

recommendations concerning the feasibility of revising existing programs or adapting new 
applications to data processing operations  

• Produces procedural documentation as required 
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Position Senior Consultant 
Education Bachelor’s degree in related area. 
Experience Minimum of 10 years of experience in related field; Previous consulting experience a plus 

(Experience may be substituted for education) 
Responsibility 

• Provide direction and consultation related to project 
• Consult on the design, development, and implementation of project deliverables 
• Plan, develop, coordinate, execute, and report project activities 
• Provide guidance on  the development of the project plan and schedule, milestones, and progress 
• Responsible for project outcomes through effective project planning, task definition, scope 

management, resources allocation and negotiations, risk mitigation, cost management, and 
stakeholder communication 

• Prepare and present project plans and deliverables to organizational leadership, project teams, and 
client / customer groups 

 
 
Position Subject Matter Expert (SME) 
Education Bachelor’s degree in related field; Graduate degree in related field preferred. 
Experience Minimum of 10 years of experience in related field; Demonstrated authority and expertise 

in related field (Experience may be substituted for education) 
Responsibility 

• Provide subject matter expertise (e.g., insights, thought leadership, practical application, and 
historical context) in assigned topic area 

• Provide direction and consultation to  project on related field/subject of expertise 
• Prepare recommendations / guidance on tools, resources, processes, and procedures 
• Provide leadership and direction to fellow team members working on the same project 
• May be assigned instructional / training duties in related area of expertise 
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