GSA SCHEDULE ADMINISTRATIVE INFORMATION
GENERAL SERVICES ADMINISTRATION
Federal Supply Service

Authorized Federal Supply Schedule Price List

Solicitation No. FCXB-F4-020002

Schedule Title and FSC group:  FSC 520, Financial and Business Solutions (FABS)

Contract Number: GS-23F-0119K

For more information on ordering from Federal Supply Schedules, click on the FSS Schedules button at http://www.fss.gsa.gov. 

Contract Period:  March 2, 2000 to March 1, 2005 with two  five-year options.  Currently in five-year option period through February 28, 2015.

CONTRACT ADMINSTRATION

Contractor’s name, address, phone number and Web site:

Bid4Assets, Inc

8757 Georgia Avenue, Suite 520
Silver Spring, Maryland 20910

(301) 650-9193 – Telephone

(301) 562-3435 – Facsimile

www.Bid4Assets.com – Web site address

ATTENTION: Reynell L. Saxon, rsaxon@bid4assets.com, 301-562-3435

Business size: Small Business
CUSTOMER INFORMATION

1a: Awarded special items: SIN 520-2 Transaction Specialist

See page 8 for Bid4Assets Company Overview

1b: Awarded Pricing: See page 4 for pricing

2. Maximum order: $1,000,000 Pricing Bid4Assets Fee Schedule on page 5

3. Minimum order: $300

4. Geographic coverage (delivery area): Worldwide

5. Points of production: 8757 Georgia Avenue, Suite 1330, Silver Spring, MD 20910

6. Discount from list prices or statement of net price: Net price

7. Quantity discounts: See Maximum Order

8. Prompt payment terms: Net 30 Days

9a. Notification that Government purchase cards are accepted below the micropurchase threshold: Accepted

9b. Notification whether Government purchase cards are accepted or not accepted above the micropurchase threshold: Accepted

10. Foreign items: Contractor will provide domestic and overseas delivery

11a. Time of delivery: Not applicable

11b. Expedited Delivery: Items available for expedited delivery are noted in this price list.

11c. Overnight and 2-day delivery: Not applicable

11d. Urgent Requirements:  The Contractor will note in its price list the Urgent Requirements clause (contract clause I-FSS-140-B) of its contract and advise agencies that they can also contact the Contractor’s representative to effect a faster delivery.

12. FOB Points: Destination

13a. Ordering Address:


Bid4Assets, Inc.


8757 Georgia Avenue, Suite 520


Silver Spring, Maryland 20910


(301) 650-9193 – Telephone


(301) 562-3471 – Facsimile


Bid4Assets.com Internet/Email

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:


Bid4Assets, Inc.


8757 Georgia Avenue, Suite 520


Silver Spring, Maryland 20910


(301) 650-9193 – Telephone


(301) 562-3471 – Facsimile


Bid4Assets.com Internet/Email

15. Warranty Provisions: Not Applicable

16. Export Packing Charges: Not applicable

17. Terms and Conditions of Government purchase card acceptance (any thresholds above the micropurchase level): Not applicable

18. Terms and Conditions of rental, maintenance and repair: Not applicable

19: Terms and Conditions of installation (if applicable): Not applicable

20a. Terms and Conditions of repair parts indicating date of parts, price lists and any discounts from list prices (if applicable): Not applicable

20b. Terms and Conditions for any other services (if applicable): Not applicable

21. List of service and distribution points (if applicable): Not applicable

22. List of participating dealers (if applicable): Not applicable

23. Preventative maintenance (if applicable): Not applicable

24a. Environmental attributes, e.g., recycled content, energy efficiency and/or reduced pollutants: Yes – recycle paper

24b. Section 508 compliance information on Electronic and Information Technology (EIT) supplies and services is being developed by the Contractor.  The EIT standards can be found at www.section508.gov/
25. Data Universal Number System number: 10-139-5528

26. Notification regarding registration in Central Contractor Registration (CCR) database: No

BID4ASSETS, INC. GSA FEE SCHEDULE

The following pricing is in effect for the first option period, from 3/1/2010 through 2/28/2015:

OPTION ONE:

Disposition of individual assets.  Includes basis points and posting/showcasing fees.

Basis Points: (note that ‘plus’ means cumulative tiered pricing structure)  

	Gross Sales Proceeds
	Rates

	Up to $2,000
	9% plus

	$2,001 to $25,000 
	7% plus

	$25,001 to $100,000
	6% plus

	$100,001 to $500,000
	5% plus

	$500,001 to $1,000,000
	4% plus

	$1,000,001 to $2,500,000
	3% plus

	$2,500,001 to $5,000,000
	1.65% plus

	$5,000,001 to $10,000,000
	0.8% plus

	$10,000,001 to $50,000,000
	0.6% plus

	$50,000,001 to $100,000,000
	0.4% plus

	$100,000,001 and up
	0.2%


· Sellers pay commissions only after an asset has been sold.  Commissions are based on the final sale price (final value) of an asset.

· Sellers are not charged a commission if there are no bids on an asset, if no sale is consummated, or no bids meet the reserve price.

· Additional services provided (for the buyer):

· Free registration – sign up free of charge

· Free email alert of posted assets – email alerts tailored to interests

· No commissions – in general, buyers do not pay a commission.  Sellers always pay the commissions.  In some special cases, however, a seller may require a ‘buyers premium’.  Note: At this time Bid4Assets is not offering a Buyer’s Premium to GSA. 

· Value added services – through Bid4Assets’ preferred partners, one can receive discounted rates for services such as appraisals, packing and shipping, inspections, and more.

In addition to commission, sellers may incur the following charges for additional services:

Posting/Showcasing Fees:

	Service
	Price

	Listing per asset
	No Charge

	Posting of asset(s) (see Free Document Preparation below)
	First 50pages/photos – No Charge; Subsequent pages at $0.60 per page/photo

	Showcase Auction – Home Page
	$175 per asset per month

	Featured Auction – Home Page
	$85 per asset per month

	Showcase Auction – Category Page
	$275 per asset per month

	Featured Auction – Category Page
	$135 per asset per month


Showcase Auction: Bid4Assets will highlight an auction with a picture of the asset at the top of either the Home page or in the Category page in which the asset is posted.  Showcase auctions on the Category page will attract more targeted buyers that are specifically interested in that category.  

Featured Auction:  Bid4Assets will highlight an auction with a text link listing of the asset at the top of either the Home page or in the Category page in which the asset is posted.  Featured auctions on the category page will attract more targeted buyers that are specifically interested in that category.

Free Document Preparation: Sellers no longer need to fax, mail or overnight information packages to potential bidders.  With Bid4Assets just send the documents once.  Staff will scan all of the pictures and documents to support the online sale.  And it is free for up to 50 pages.  After that we charge only $0.60 per page to scan and post.  Within two business days, on most assets, all documents and photos will be ready for auction. 

OPTION TWO:

Creation of private-labeled website for disposition of assets under government customer branding.  Note: Commission, posting, and showcasing fees for Option Two are the same as in Option One.       

Website Design, hosting, and Maintenance Fees

	Service
	Price

	Set up fee for web site
	Up to $50,000, depending on contract size and level of customization

	Hosting, maintenance, and servicing fee
	$500 - $4,000 per month, depending on contract size, data needs, and level of service required


OTHER PRICING:

Labor Hourly Rates (Due Diligence Consulting)

	Labor Category
	Hourly Rate

	Associate Level
	$63.00

	Manager Level
	$112.50

	Director Level
	$157.50

	Vice President Level
	$225.00

	Senior Vice President Level
	$292.50


Note: Bid4Assets cannot accept task orders under SIN 520 3 Due Diligence & Support Services.  

Flat Rates

	Service
	Rate

	Notice of Sale Advertising (marketing services)
	$500 for three-week period


Services

	Service
	Rate

	Online Deposits/Custodial Services for Transactions (eDeposit)
	0.50% of gross asset sales proceeds

	Buyer Premium
	Up to 10% of gross asset sales proceeds (paid by buyers)

	Marketing Fees
	Up to 2% of estimated gross asset sales proceeds prior to auction


Cumulative Tiered Pricing Structure

	Low Range
	High Range
	Rate

	0
	25,000
	7.50%

	25,001
	100,000
	6.50%

	100,001
	500,000
	5.50%

	500,001
	1,000,000
	3.50%

	1,000,001
	5,000,000
	2.25%

	5,000,001
	100,000,000
	0.75%

	100,000,001
	300,000,000
	0.65%

	300,000,001
	700,000,000
	0.55%

	700,000,001
	+
	0.40%


Client Services – FREE!
Our client services department is available to assist you throughout the entire buying and selling process.    If a seller has a problem with a buyer before the sale is completed, the seller can contact us for assistance.  If a successful online sale does not close offline due to issues with the buyer’s qualification or credibility, Bid4Assets.com will direct the seller to the next most qualified buyer or highest bidder.  Just call us toll-free (US only) at 1-877-4ASSETS (427-7387) or email us at service@bid4assets.com.
Payment Process and Terms – FLEXIBLE!

We offer two billing options for Bid4Assets.com services:

1) Detailed invoice with all fees and commissions.  For bankruptcy sales, this invoice is sent along with a court-ready Report of Sale that includes all fees and commissions associated with the sale.

2) Provide a credit card, and we will bill you at the completion of the sale.

Bid4Assets Corporate Overview

Full-service Asset Disposition and Advisory Services

Public auctions, from government agencies, bankruptcy, corporate restructuring and private industry, generate approximately $300 billion per year in the U.S. economy.  Assets sold are as wide-ranging as the sellers: real estate, computer equipment, industrial equipment, financial instruments and vehicles find their way into auctioneers’ hands.  However, today’s marketplace for these types of assets is myopic and lacks customized attention to the asset being sold.  The result is an arbitrary approach to finding relevant buyers, with many assets selling for a fraction of their real worth.
Forgoing Traditional Auctions with the Internet
Bid4Assets, Inc. is a full-service asset disposition and advisory services company that helps clients maximize assets recovery by providing a customized sales solution tailored to each client’s needs.  Bid4Assets provides both traditional on-location auctions online auctions and offers a full range of advisory services such as appraisal, valuation, inventory, audit, shipping, logistics, marketing and settlement.  This means a company will get customized marketing for all the assets they have to sell, whether it is a computer network, a telephone system or a domain name.

Based on an in-depth audit of a company’s needs, Bid4Assets provides both online and traditional on-location auctions as well as a full range of advisory services such as appraisal, valuation, inventory, audit, shipping, logistics, marketing and settlement.  The result is companies get their assets sold, many times faster and at the higher return than through other means.

Key Market Opportunites
The market for high-value assets from government and public sector companies, restructurings, and bankruptcies and corporations is dynamic in good economic cycles and bad.  Bid4Assets focuses on three main practice groups:

Public Sector and Government

Federal, state and local governments dispose of a wide range of seized and surplus assets such as real estate, personal property and financial instruments.

Restructuring and Bankruptcy

Bid4Assets helps companies sell assets as a result of a corporate restructuring or downsizing such as computer equipment and office furniture.  Bid4Assets also works with both Chapter 7 liquidations and Chapter 11 reorganizations, where assets can include the entire company inventory.

Corporate Sales
In these economic times of stringent corporate fiscal responsibility, many companies auction their excess or surplus inventory to improve the company’s bottom line.  This includes assets such as idle or surplus inventory, computer and office equipment and real estate leases.
Bid4Assets Services

Bid4Assets analyzes a company’s assets, location, time constraints and recovery expectations to determine the most effective sale method for a company’s needs.  Auction methods include:

· Traditional, on-location Auctions for tangible assets with mass-market appeal

· Online Auctions suited for hard-to-sell assets, and quick sale turnarounds

· Simulcast Auctions combines the best of online and on-location auctions

· Buy Deals Purchased assets directly from clients who need immediate cash

· Sealed Bid Sales ideal for assets with a limited market

· Negotiated Sales effective for strict cash and/or time constraints, Bid4Assets can broker assets through its network of buyers

· Notice of Sale serves as an online advertisement to preview assets for sale

Proactive Marketing

Bid4Assets marketing team drives real buyers to sales through direct mail, advertising, telemarketing, public relations and Internet marketing.

Bid4Assets History

Bid4Assets was started in 1999 by long time auction professionals Norman Understein, Rick Zitleman and Jay French, who, out of frustration over time consuming and inefficient process of buying and selling, combined the traditional auction approach with more efficient strategies of Internet sales and marketing.  Within months of starting the business, the company was able to reduce an assets sale time to days instead of months and increase the return an average of 30 percent over the sellers asking price.

Key Personnel
Matthew D Baker – Chief Executive Officer
Matthew D. Baker is Chief Executive Officer and Vice Chairman of the Board; he is active in all aspects of the day-to-day operations of Bid4Assets and in dealings with strategic partners and investors.  Prior to Bid4Assets, he has launched and been involved in managing several companies and raising over $300M from top-tier venture capital, institutional, and strategic investors and has sat on a number of corporate Boards.  Prior to Bid4Assets, Mr. Baker founded kajeet, a nationwide mobile and wireless network operator cell phones, internet applications, interactive media and messaging services, and games to teens and tweens.  At kajeet, Mr. Baker ran early operations, wrote the business plans and developed the financial model and architected the major systems.  Kajeet has won awards internationally for its systems and marketing.  Additionally, Mr. Baker managed sales and marketing and negotiated distribution agreements with major national partners including Best Buy, Target, Wal-Mart, Rite-Aid, CVS and others.

Prior to founding kajeet, Mr. Baker helped found and developed the original business plan and product strategies for iBAHN (fka: STSN, Inc.).  iBHAN was at the time and remains the leading global provider of wired and wireless (WiFi) high-speed data communications services to the hospitality industry with solutions for secure, easy-to-use, wireless broadband services and high-speed wired connectivity for hotel guestrooms, meeting rooms and convention facilities.  At the time, Mr. Baker left iBAHN, it was cash flow-positive, and it was the largest provider of those Internet access and network services in North America and UK/Western Europe.  It retains that position today.

At iBAHN, Mr. Baker was responsible for corporate strategy, business development, alliances and market entry, product roadmap strategies, product and service development, including the development and execution of the initial business plan.  He also managed the sales force and marketing efforts which primarily targeted large hotel owners and managers and large corporate accounts such as Fortune 200 Companies including corporate business travel and convention planners.

Prior to joining iBAHN, Mr. Baker was Vice President of Technology Strategy & Ventures for Marriott International, Inc.  In that role, Mr. Baker was responsible for developing new products and services for Marriott’s customers and hotels and for evaluating and managing venture investments and business development.  He also had other responsibilities in more than 14 years with Marriott, including enterprise-wide strategy for technology, IT applications and emerging technology.  Mr. Baker was responsible for Marriott’s early internet development and e-commerce services, including the first three generations of Marriott’s website (www.marriott.com), online distribution channels, web-based procurement/B2B services and Intranet services.  At Marriott, Mr. Baker also pioneered and developed systems delivering on-demand hotel guest room movies and interactive media services setting the industry standards for those services.

Mr. Baker holds a B.A. degree from McDaniel College and an M.B.A. from the Wharton School at the University of Pennsylvania.

Christina Osberg  - Chief Operating Officer

Christina Osberg was appointed Chief Operating Officer of Bid4Assets in October 2009. She had previously served as interim CEO, working with the Board of Directors to recruit strategic partners and a new CEO.  In her time with the Company, Ms. Osberg has worked closely with all areas of the organization to implement technology improvements, streamline business processes, and develop and maintain client relationships.
Prior to working for Bid4Assts, Ms. Osberg contributed to the product and technology development efforts of Booz Allen and Hamilton, Stanford University and Nexus Systems as an analyst and project manager.

Ms. Osberg holds a B.S. in Commerce from the University of Virginia.

Rick Hatch – Chief Marketing Officer

Rick Hatch, Chief Marketing Officer since December 2007 has worked in marketing and advertising for 38 years and brings a wide range of experience to Bid4Assets.  Previously he has worked in account management at Leo Burnett in Chicago on the development of national campaigns for Pillsbury Biscuits and Kentucky Fried Chicken.

Over 14 years at Earle Palmer Brown in Bethesda, MD, Mr. Hatch was part of the management team that grew the agency from $12 million of annual revenue to over $400 million.  While at EPB he managed accounts that included Pute Homes, the National Association of Home Builders, Dun and Bradstreet, Sheraton Hotels, Marriot restaurants and American Security Bank.  In 1990, a campaign he conceived and managed, to introduce Airbus aircraft into the United States market, won a top national award from the Direct Marketing Association of America.

Mr. Hatch later worked as VP of Marketing for TLC Eye Centers overseeing the development of international and local marketing strategies and campaigns that helped grow this North American company to the worlds’ largest provider of LASIK eye surgery.  From 2002 through 2006, Mr. Hatch was VP of Sales and Marketing for Open Advanced MRI, a group of 23 imaging centers in the Midwest and Pacific Northwest.  

Mr. Hatch holds both a B.A and M.S. degrees from Northwestern University.

Jessie D. Loomis – Vice President, Business Development, Real Estate

Jesse Loomis is Vice President of Business Development and is responsible for overseeing Bid4Assets’ Private real estate business, including client relations, strategic partnerships, and management of the business development team.  Mr. Loomis primarily works with REO portfolio buyers to liquidate lower-end properties via Bid4Assets’ online auction platform.

A Bid4Assets veteran, Mr. Loomis has held multiple positions in marketing, business development and real estate.  Previously Mr. Loomis held positions at Discovery Communications, Inc where he was responsible for supplying regional networks with market data and analysis.  

Mr. Loomis has earned several certificates in real estate and holds a B.A. in economics and psychology from the University of Maryland and an M.B.A. in marketing and corporate strategy at the R.H. Smith School of Business at the University of Maryland.

Aaron Weinberg – Director, Information Technology

Aaron Weinberg is responsible for all aspects of Bid4Assets network operations and information systems.  He plans, directs and implements information technology resources and their supporting infrastructure; oversees software development for the Bid4Assets websites and information network, including managing the data centers that run them.

Prior to joining Bid4Assets, Mr. Weinberg worked as the Vice President of Information Technology for a government security contractor.   In this capacity, Mr. Weinberg managed the company’s information systems infrastructure, remote access solutions and created policies to streamline procedures.  Before that, Mr. Weinberg worked as the Director of Information Systems for a global business intelligence market research firm.  In this position, Mr. Weinberg managed the company’s functions; led training sessions on new systems; and managed software audits.  

Mr. Weinberg holds a B.S. in Information Systems Management from the University of Maryland.

Jodi Jacobs – Controller

Jodi Jacobs was appointed the position of Controller in 2007.  Her responsibilities include the management of our Finance and Human Resource Departments. She has over twenty years experience in public and non-profit accounting and an extensive background in management. 
Before joining Bid4Assets she owned and operated a general contracting business and a successful interior design group. 

Bid4Assets Case Study: United States Marshals Service

Bid4Assets has provided exceptional service and achieved extraordinary results for the U.S. Marshals Service.

Situation

The United States Marshals Service, the oldest federal law enforcement agency in the United States, conducted the first federal government online auction at Bid4Assets when it auctioned six seized promissory notes in January.  Pleased with the success of this initial auction the Marshals have listed multiple assets including real estate, personal property and portfolios of financial instruments.

In the past, the U.S. Marshals Service attempted to liquidate seized property via brokers and live auctions with limited success and at large expense.  After exhausting their traditional methods of asset liquidation, they turned to Bid4Assets to maximize the return on their holdings.

Solution

The asset listing process begins with a review of existing due diligence materials.  Bid4Assets then makes specific recommendations regarding additional required material and targeted marketing.  Assets are then placed online in a preview period to generate interest among Bid4Assets’ Buyer Network and allow interested buyers to conduct their own due diligence.

Bid4Assets’ marketing team identifies potential buyers of similar financial instruments and implements campaigns to drive them to the auction.  The marketing efforts include targeted emails and faxes to potential buyers, as well as advertising in key publications online and offline.

Conclusion

Bid4Assets has been able to increase the number of potential buyers for the U.S. Marshals Service and realize significantly higher returns sometimes as high as 70 percent over the expected sales price for individual assets.  The online auction format fosters competition to generate higher prices.  Assets sold have included commercial and residential real estate, unimproved land, planes, boats, automobiles and financial instruments.

Bid4Assets Case Study: Department of Energy
Many federal, state and local governments are beginning to harness the power of the Internet to maximize the sale of their seized and surplus assets.  And they are turning to Bid4Assets because of the convenience of an end-to-end solution with one resource.
Situation

The Department of Energy (DOE) recently enlisted the services of Bid4Assets to sell 4.5 tons of pure nickel in plug form that was part of a surplus supply from its weapons safety program.  The DOE believed that the online auction venue could provide a competitive environment that would surpass that of traditional sales methods.

Solution

The DOE worked closely with Bid4Assets client services professional to place the surplus nickel online for auction.  Due diligence materials were collected, such as photographs, specifications of the metal and verified statements attesting to the origin and use of the metal.  Simultaneously, the asset was placed in an online preview period to generate interest from Bid4Assets’ sophisticated pool of buyers.

 Bid4Assets’ pro-active marketing team conducted a targeted marketing campaign to identify an extensive pool of potential buyers and drive them to the auction.  The campaign included aggressive telemarketing, email and faxes to potential buyers, as well as advertising in specialized Web sites geared towards the metals marketplace.

Conclusion

Bid4Assets was able to increase the number of potential buyers for the DOE’s surplus nickel and sold it in less than two weeks for $40,800, 98% of the London Metal Exchange’s spot market value for nickel that day.  The online auction venue allowed DOE to reach a broader market of buyers and realize the true value for their asset.
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