
 

S ince 2006, the Federal Aviation 
Administration’s IT community 

has relied on a powerful contracting 
vehicle to acquire hardware products 
and professional services in support 
of its servers, storage systems, 
network devices, personal computing 
devices and peripherals.

Now, recent changes to the 
Strategic Sourcing for the Acquisition 
of Various Equipment and Supplies 
(FAA SAVES) contract has made it 
an even sharper tool for the agency’s 
IT procurement professionals. SAVES 
has undergone modifications in its 
most recent iteration – category 
consolidations and a fee cuts which 
make it more valuable to the FAA 
IT community and a range of 
transportation partners.

The modified contract consolidates 
hardware and clients into a single 
category, a change that should 
benefit end users seeking technology 
innovations. The move mirrors 
a trend toward simplicity and 
streamlining that is advancing 
throughout the federal government.

Prior to the change, SAVES was 
divided into multiple categories, with 
separate contracts for hardware; for 
“clients,” including laptops, desktops 
and printers; and for audio-visual 
and video teleconferencing needs.

“If you look across the rest of 
federal, there is a lot of contract 
consolidation going on,” said Patrick 
Herwig, general manager of civilian 
sales at Iron Bow Technologies, one 
of four recent SAVES awardees. “By 
combining these two categories, they 
are starting to create an environment 
where it is a little less complicated 
for users. What FAA really wants is 
to turn SAVES into a best-in-class 
contract. They want it to be the 
model for other agencies to leverage.”

Another recent innovation of the 
contract vehicle is that SAVES now 
has four awardees. Previously, it had 
generally operated as a sole source 
vehicle. With added competition 
among awardees, the contract offers 
access to more competitive pricing and 
greater flexibility over the long term.

Wide adoption
Valued at more than $482 million, 
the most recent five-year Indefinite 
Delivery/Indefinite Quantity (IDIQ) 
is open to FAA, National Airspace 
System (NAS) and other Department 
of Transportation entities, both 
CONUS and OCONUS.

Use of SAVES is mandatory for 
FAA IT buyers, yet over the years it 
has drawn participation from a range 
of federal users, including the Defense 

Logistics Agency for large equipment 
and other construction requirements; 
the General Services Administration 
for office essentials and maintenance, 
repair and operations and the Office 
of Personnel Management for 
personnel-related services.

Within FAA, the hardware and 
client contracts delivered through 
SAVES total $80 million to $100 
million annually. The contract is 
sufficiently robust and comprehensive 
to meet an ever-expanding range of 
technology needs. “They have access 
to pretty much all the IT products 
they would ever need, and the fees 
are relatively low, down from one 
percent to half a percent in the most 
recent contract,” Herwig said.

The contract was designed for ease 
of use. The contract’s clear guidance 
on pricing and the below-list-price 
discounts help IT managers to get the 
most of IT budgets. In addition to 
hardware, the contract encompasses 
service offerings, thereby simplifying 
acquisitions on big projects. In a 
major network modernization effort, 
for example, it’s possible to use 
SAVES to acquire the product and all 
related implementation services.

The four awardees to the most 
recent contract represent both large 
solution providers and smaller 
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suppliers. Orders for less than 
$150,000 go first to the smaller 
vendors before being rolled over to 
the bigger suppliers if needed. This is 
a boon to agencies seeking to fulfill 
small-business targets or quotas.

As a mandatory vehicle for 
FAA users, SAVES cuts through 
much of the red tape surrounding 
IT acquisitions. “For federal 
procurement, any time you have to 
go outside the norm, it adds time and 
complexity to the process. The beauty 
of the SAVES contract is that, because 
it is mandatory, there is no additional 
level of approvals required. Users can 
simply go out and request what they 
need,” Herwig said.

There is also a degree of timeliness 
built into the contract. Awardees 
have committed to Service Level 
Agreements ensuring they will 
respond to requests promptly. 
Depending on the complexity of the 
quote, this will typically be within 24 
to 48 hours. “They require a very fast 
response time, which enables users 
to make their buying decisions very 
quickly and efficiently,” Herwig said.

Innovation’s edge
Big-picture trends are driving FAA to 
seek fast, reliable access to innovative 
technologies. In the continuing effort 
to effectively manage commercial 
airspace, for example, the agency is 

turning to artificial intelligence to 
help manage big data.

Whether it’s data on traveler 
trends, management of complex flight 
paths, or the intricacies of weather-
tracking, FAA is becoming a data-
driven agency that needs modernized 
solutions to help ingest, analyze and 
manage vast tranches of information. 
At the same time, FAA is in a race 
with other organizations, including 
in the private sector, to recruit and 
retain talented people to operate 
these complex new applications.

“To meet IT challenges, the FAA 
needs to retain and attract new 
talent, and one way to do that is 
to create an environment where 
they feel comfortable, efficient 
and innovative. That includes, for 
example, technologies like unified 
communications, creating an 
environment where folks can work 
remotely and still be connected to the 
people and the data they need to do 
their jobs,” Herwig said.

The SAVES contract helps FAA 
IT managers to meet these varied 
and complex goals. Hardware 
and services ensure FAA remains 
at the cutting edge of data-
driven IT, while audio, video and 
teleconferencing create an attractive 
work environment. “Iron Bow has 
built over 100 new teleconference 
facilities for FAA in the past year 

under SAVES,” Herwig said. “Those 
kinds of things are important both 
to further the mission and to acquire 
talent they need to operate in this 
increasingly technical environment.”

In assessing the four SAVES 
awardees, federal users will want to 
consider price, of course, but they 
should weigh other factors, as well. In 
addition to products, the government 
needs the design and implementation 
services that accompany them.  
Agency IT leaders will likely want to 
find a partner with deep resources 
in the area of IT usage and adoption 
– as well as a vendor with strong 
OEM ties. Iron Bow, for instance, 
collaborates with Cisco, Dell EMC, 
VMware and HP and has a savvy 
technical team dedicated to federal 
implementations.

For agencies seeking to leverage 
the scope and simplicity of the 
SAVES vehicle, FAA has a dedicated 
team that supports the contract and 
provides a range of resources. The 
team also supports industry days to 
promote SAVES.

“Overall, FAA has done a really 
good job of marketing the vehicle. 
They want to make it the go-to 
choice,” Herwig said.

“What FAA really wants is to turn SAVES 
into a best-in-class contract … the model 
for other agencies to leverage.”
 —  PATRICK HERWIG, GENERAL MANAGER OF CIVILIAN SALES AT IRON BOW

For more information visit, 
https://ironbow.com/faa


