Industry Government Council 
February 3, 2003

Meeting Notes

GSA Update

Patrick Conley of the Federal Supply Service’s Office of Acquisition Policy provided an update on “cooperative purchasing”, multiple award schedule clause for maximum order limitations (MOL), 2002 DOD Authorization Act Section 803, and e-Buy. 

Currently, state and local purchases from GSA schedules are limited to schedule Group 70 for Information Technology products and services. The final rule has not been approved. FSS will probably retain the maximum order provision clause in the multiple award schedule contracts with some revisions, as of now there is no date for the completion of revisions. GSA may finally have special ordering procedures for services inserted into the FAR as a general revision to section 8.4. Section 803 went into affect in November and was published in DFAR 8.404.17. Sole Source justifications are still allowed by following FAR part 17 rules for one source or natural follow-on. Potential for follow-on work should be in the original statement of work (SOW), and the original requirement should be competed. To date, there have been over 3000 e-Buy quotes with the majority being for information technology and general products. Comments from the Council included the suggestion of allowing for schedule contractors to submit a no-bid response with brief comments of why. This would allow GSA to collect significant data on how and why bids come in and this data could prove useful in responding to congressional requests for information on the MAS and e-Buy program. Another Council member commented that he has seen a lot of requests for information (RFI) posted. 

Mr. Conley responded to questions regarding small business programs and it was suggested that there be away to receive small business credit for the use of small business subcontractors. Another comment suggested that the focus should be on the amount or volume of small business sales rather than the documentation of such sales. An additional Council comment suggested that submitted forms 284/295s be collected into a database. 

Industry Update

Ed Naro, the IGC Industry Chair provided an update from Industry’s perspective. The Coalition for Government Procurement recently discussed innovative ways to market GSA schedules that could complement both government and industry, mindful of the fact that there cannot be co-mingling of government (GSA) and industry funds. GSA officials present at the Coalition meeting emphasized that any approach would need to be based on good market research that would allow for “surgically” strategic marketing versus “broadcast” marketing. Additionally, Ed emphasized that there is still a need for “good news” GSA MAS success stories, however, industry has remained reluctant to share their successes.

Ed stated that although Cooperative Purchasing is originally for IT services and products, it may be rolled out to other areas, particularly once the new Homeland Security Agency becomes more active.

After Section 803 was implemented, there was an initial “chilling” felt by industry but this has since passed.

CY 2003 IGC Objectives Validation

Todd Posey with the FSS Management Services Center provided an overview of the Federal Supply Service’s Commercial Acquisition Business line corporate goals in order to establish the framework for validating the IGC’s CY 2003 objectives. Todd mentioned that the Commercial Acquisition business line’s goals trickle down from the President’s Management Agenda .

The IGC selected the following five objectives to address this calendar year:

1. Provide industry/customer perspectives, feedback and suggestions for improvement on outstanding E-Buy issues

2. Provide Industry/Customer perspectives and suggestions for improving “Service” acquisition through GSA Schedules (includes parts: a,b,c,d of draft CY 2003 objectives)

      3   Provide Industry and Customer perspectives, feedback and recommendations for           

             improving PPIRS (OFPP) and CAsI (GSA's contractor assessment initiative).

4 Provide Industry and Customer perspectives and recommendations for    

      competitive positional statement “branding issues” RE: MAS

5.   Provide Industry and Customer perspectives and recommendations for improving    

    “Option/Refresh/Renewal processes at the end of contract base periods to include    

     submission requirements, timely notifications and strategies to accommodate the 

     need for continuity on long term task orders and/or BPAs 

Homeland Security

A discussion was held on what was the best way to portray how GSA schedules can be used to support homeland security issues. A decision was previously made by the business line not to create a homeland security schedule, instead the various products and services that are available on existing schedules will be promoted through outreach and training as a “virtual schedule”. 

A suggestion was made by a Council member to establish a “technologist” that would sort out the needs for homeland security and translate it into schedules services. A similar suggestion was made to support acquisition management with a focus on homeland security by assigning/locating a GSA associate knowledgeable of GSA homeland related security solutions with the appropriate agencies. Another suggested creation a GSA web page solely for homeland security products and services.

Open Discussion

New Council member Mark Hoyland of the Marine Corps Systems Command briefed the IGC on their recently established Commercial Enterprise Omnibus support services (CEOss) business model. CEOss consists of four separate GSA BPAs comprised of GSA schedule contractor teams, organized into separate domains. The four domains are: Specialty Engineering; Business & Analytical; Engineering & Scientific; and Acquisition, Logistics & Administrative. To date (February 3), task orders for  $41M have been awarded with an average turn around time of 17 days.

Adjourn  

