Second ITIGC Meeting Minutes

February 19, 2004
1. Welcome

a. Robin Bourne

i. Introduce Tricia Pierson as Special Assistant to Roy

ii. Quickmods- contact C.O. if you haven’t been contacted.
1. Only for SIN 132-8

2. Quickmods are all or none

3. General upload

4. Individual contractors negotiate parameters with CO
5. Differentiate by product line or manufacturer depending upon if you are a manufacturer or a reseller.
6. Skips CORS process and uploads directly to GSA Advantage
7. COs will do spot pricing checks on Advantage.
b. Roy Chisholm

i. Welcome

2. GSA Update

a. Darlena McKnew
i. Offer Review Team

1. Role to be in process streamlining

2. Response time is getting better

3. Haven’t decided whether it will be implemented in other Centers

ii. Tony Matthews- Is e-Buy available for states’ use?—will answer in e-Tools presentation

3. GSA e-Tools Update
a. Chuck Popelka
i. New Structure

	Symbol
	Name
	Director

	FXA
	Acquisition Management Center  [Policy]
	Roger Waldron

	FXC
	Contract Management Center  [Contract Administration]
	Jeff Koses

	FXS
	Systems Management Center  [Acq. System]
	Nancy Goode


b. Mark Graham
i. FXS meant to translate agency needs for implementation into new/existing systems [technology meets processes]

ii. Internal Systems

1. Currently 35 systems are maintained

2. Developing new electronic systems

a. e-Offers

i. Beta tests --- April/May --- Phase 1

b. e-Mods

c. Quick Mods

d. Solicitation Writing System --- Phase 2

e. GSA Advantage --- Phase 2

c. Tim Dempsey
i. External Systems

1. Schedules e-Library

a. Redesigned Homepage

b. More powerful search capabilities

i. GSA database was indexed

c. New “Find a Company” search

d. New Alphabetical Listing of all Schedule contractors

2. GSA Advantage

a. 21% increase over FY02

b. 11,000 vendor catalogs available

c. 115,000 new customers in FY03 [only reflects those who registered, not all who visit/utilize]
d. 5.5 million products & services listed

e. Initiative to attempt to separate products & services, but still under construction

i. Products listed on GSA Advantage?

ii. Services listed on e-Buy

f. Aim for $300M sales FY04

3. e-Buy

a. 30+ enhancements were added Sept. `03
i. RFI’s or Sources Sought will now be tracked

b. Tony Matthews --- State & Local internet extension accepted?

i. System requires validation of who is using the system

1. AAC/DODAC, Gov’t purchase card, .mil, .gov are currently used

ii. Trying to figure out how to accomplish this at State & Local level --- further research is needed

c. FCI

i. Almost 3,500 RFQs last year

ii. About 30% are services related

d. This year’s goals
i. To-date 3,367 RFQs posted as of Feb. 1

ii. 141% increase of FY03

iii. Goal of 40,000 RFQs posted [includes RFIs]

iv. New release in the Summer of `04

1. Contractors with multiple contracts can sign in under 1 user name & password

v. Web cast training

d. Chuck Popelka
i. e-Buy

1. Integrated communications plan

ii. GSA Advantage

1. Electronic categorization [about 19,000 categories of 5.5M products & services]

2. Electronic signatures

3. Develop long-term plan focus [enterprise architecture/business case analysis]

iii. Integrated Acquisition Enrollment [IAE]

1. e-Gov. initiatives of President Bush --- assure GSA compliance

iv. Agency Partnerships --- attempting to build

v. Paul --- What kind of outreach to the outside?

1. Web casts, IGC’s, website, Expo training

4. Industry Update

a. Ed Naro

i. Navy- Section 801

1. Problems understanding degree to which it excludes Schedules.
2. Confusion between Schedules and organic contracting and having another agency do contracting for you.
3. Neal Fox and Tina Burnette are aware, she is POC
4. Should be a forthcoming memo coming out saying “Schedules are good.”

5. Robin Bourne- Ed, have you spoken with David Drabkin?—Drabkin said “They (Navy) won’t fulfill mission if they don’t use Schedules.”

6. Coalition for Gov’t Procurement is attempting to bring some clarity

7. In order to buy off of Schedule, they need to get permission from high levels

8. Kitty Klaus- Navy didn’t know you could go directly to Schedules. They thought you had to go to FTS with a fee.

9. NAVSEA will mandate use of NAVSEA contracting.  Program Managers aren’t getting what they need in-house and are going to FTS.
10. Industry has responsibility to customers to educate.

11. Ultimately, when you use the Schedules program you aren’t using another agency’s procurement vehicle, as with other GWACs

ii. PSX

1. Hosted by Post Newsweek.

2. Training and focus on performance based service contracting.

a. Executive, Management, & Contracting tracks

3. Scaling PBSC for services under Schedules (tailored to high speed agility that Schedules provide).

4. Ed Naro has contact with Advisory Groups

a. He would like to put together panel on performance based contracting for scaling $500K<x<$3M as a subset

b. Contact him if interested

5. Glenn Baer

a. Navy push for contracting pressures --- he has draft memo regarding Perf. Based >$50K

6. Ed Naro

a. Need for greater understanding & time for cultural shift --- training in the future

iii. Movement for U.I.D. tags to be put on equipment, maybe radio frequency tag capabilities
1. Radio frequency tags to help with electronic inventory checks.

a. High price

b. Unique Identifier

c. Lots of pressure for use in DOD

d. Who will pay for it?

e. Glenn Baer --- requirements follow funding

f. Paul --- Would require a Mod

g. Glenn --- far reaching --- recurring costs [readers/printers to support]

2. Mod necessary for all contracts to include guidance and requirements for bar codes and tagging? (Jan ’05)

iv. SARA 2-impact in services --- trying to finished what was left out of SARA 1

v. Teaming- What is it?  How do you use it?  
vi. ODCs are an issue.
1. Continue to be issues in Regions [IG looking into it]

2. Task Orders --- additions that aren’t part of schedule

3. Worked with USAID

a. Have array of OCD’s treated as cost issues & guidance [body guards, etc.]

4. Robin Bourne --- Most items involved can go on another schedule?

a. Ed --- yes to a point, some are too specialized/unique

vii. Leasing- anti-deficiency act requirements/conformance 
1. Lawyer in Philadelphia is adamant about it being illegal

2. Essentially revisitiation of an old issue

3. Letter explains lawyer’s intentions of taking to court

viii. Movement to allow waiver for TAA/Buy America for COTs

ix. Robin Bourne

1. SBA recertification?

2. 8A credit off Schedule to be renewed?

a. MOU with SBA was established and now it seems that SBA doesn’t encourage the use of Schedules.

b. No $1,000,000 set-aside

x. Mary Griffith- SBA to change size standards when?  Offers reviewed from small businesses, when turned back, hurts them.  Depending on timing (with year end fiscal considerations) when the offer goes through, it can make a difference in size certificiation.

xi. Linda Rodden- How to market to DHS --- interesting contracting
xii. Tricia Pierson- There has been one single approach to DHS from central office GSA—GSA has worked with TSA and trained procurement people.  Very political approach(decisions being made at high levels) to use DOD e-mall.  

xiii. Want to try and get FM at next meeting to address issue

xiv. To date DHS is known to have made large agreement with Microsoft [Kevin Adams]

5. Training, Education, and Communications Committee Report (see power point presentation)

a. Have held three meetings

b. Ken Martinez

i. Disciplined approach --- from nothing to something

ii. Model has 5 phases

iii. 1st phase has already been completed

6. e-Tools Committee Report

a. Why is Chuck’s organization in business?

i. To increase market share using IT

ii. To marry supplier with customer --- to make a market

iii. To help make the process of doing business easier and more efficient.

iv. To enable speed of need procurement that is both easy and legitimate, efficient, and quick
v. As consumers we like web-enabled business --- bring convenience used at home to business life  

b. What changes that they (the Contract Management department) discussed will have biggest effect and impact?

i. Linking the current ITSS system to e-buy to marry what you’ve proposed in e-buy to what is coming out in ITSS.

ii. Electronic Signatures.  It creates a more efficient supply chain.

iii. Market maker with supplier

iv. User-ability to improve/enhance search tools/capabilities.

v. Building foundation to how to provide tool sets to state and local.


1. Baseline of information.

vi. Changes in richness of interaction and feedback to customers has helped

*** If Amazon.com is a 10 then GSA Advantage  is a 2 or 3

c. What is the biggest challenge facing the contract management/e-tools team?

i. Model that says industry need to send all information to GSA is broken --- model needs to be more complete
1. IBM refreshes two times a day

2. Data in GSA system isn’t current --- b/c GSA’s system can’t handle needs

ii. Training

1. There is still a huge Q and A line every time there is training given on e-buy --- allow more time
2. Enhance and continue training --- latent demand
iii. Recognize that some things are sunk cost

iv. Stepping into integrated systems

*** Gaining or loosing market share?  

· Loosing

· Not in the same business 

· Agencies don’t now what to search on for quality data --- cannot accurately categorize everything

v. Advantage sales up, but lots of people using it to browse.  It would be a disadvantage to shut it down b/c it’s a tool that is used, not just necessarily to buy.

*** Describe IFF as economic profit 

· What is cash flow? --- $150M last year, some of which goes to Chuck’s organization
· Sales were $15B --- Industry econ. Profit WACC/Gross Margin maybe 10% = $1.5B

· Could lead to shift in economic burden
vi. Shift commerce burden (i.e. shipping tracking) from Chuck’s group to industry.

1. Currently order status is not tracked once buy is made.

2. Priorities

a. Facilitate more education.

b. Get involved in business case development and enterprise architecture.

c. Suggestions

i. Get distributors to test it out (pilot) and set up capabilities.

ii. Too expensive for individual companies to set up the system, but maybe GSA could set up a generic system and take the lead.  

vii. Easier to maintain Advantage if less standard (repetitive) information is put into the system.

viii. Eventually Advantage will stop and people will just go direct to vendors. 

ix. Advantage tries to do everything for everybody and it cannot.    

x. Get involved in Business Case Development

1. Want to find someone in the distribution business w/ back-office supply chains & they can act as a pilot to use to actually conduct program

a. Ron – Could be hard/impossible for small businesses --- high costs

i. Would be willing to contribute money to a system that all can use/interact so long as software is standard

ii. Wants GSA to take a leadership role & some could use a punch-through system

b. Ed – What exists how requires what is in the contract to be replicated, which may not be needed in Marketing Research phase
i. Use Advantage for Marketing Research instead of way to buy [could reduce cost, workload, labor intensity]

ii. Greater integration/linking --- only enter info. once

iii. Often problems with Advantage occur after CO okayed input 

c. Matthew – Small business, large consideration

i. Will be market driven

ii. Helpful if emails with suggestions are sent to team to be collected and sent to Chuck for business case analysis consideration/recommendation

d. Debbie – when Advantage is used 1% of sales falls to IT, more use in commodities

e. Robin – Pilots are flexible
f. Ed – Establish variable adds

i. Can reduce what’s not needed

ii. Attempt to better use

iii. Don’t need to be all things to all people

g. Linda – Shift resources
7. Teaming and Subcontracting Committee Report (see power point presentation)

a. Group purpose

i. Advisory

ii. Information sounding board

b. Issues

i. CASI report cards make it necessary to repeat information, warranties, etc. in teaming agreements that is already in schedule terms and conditions of solicitation.

ii. Differences between subcontracting and teaming are confusing.

iii. No “one size fits all.”  Each teaming arrangement has different stakes and liabilities for each member.  

iv. Some contract performance is intertwined.

v. How do you get credit?

vi. Partners in IT have a basic understanding, but other schedule holders do not.

vii. Question about claims sub-contractor can make to the Government if not paid by the prime.   

viii. Teaming for a solution can often entail some commercial contracting

ix. Multiple considerations – non-disclosure – looking for guidance from GSA

x. Robin – need for a written agreement

xi. Kevin – have been approached by services small businesses who want to do solutions-teaming --- has to spend a great deal of time educating
xii. Need to get more guidance from Roger/Jeff – maybe get for Expo to delineate between teaming and sub-contracting & reality vs. situations

xiii. Ed – Mentoring between large and small businesses

1. Expo/PSX training sessions, perhaps share some experiences

2. Develop mechanism for regions regarding teaming

xiv. Contractor report card states what must be addresses

8. Performance Measures

a. Linda Hauenstein

i. Pass along contacts for customer survey to Darlena and her staff.

ii. Ed Naro- FTS has customer management system

iii. Price Competitiveness- company’s price on Schedule vs. price on GWAC.

iv. Ed Naro

1. Cross-train employees with industry. 

a. Linda Hauenstein worked with National Industry of Supply Management

2. Have GSA employees [CO’s] go work with customer agencies/private industry to see how they work.

3. Train customers when asked to come in to speak and have somebody from industry to speak to how it works in industry.  NAVSEA could be addressed. 

9. Cooperative Purchasing Committee Report

a. Main point-inconsistent message.

b. March 1st meeting with Tom Davis (primary sponsor of bill) -thanks to Tom DeWitt.

i. Hope to get some contacts within MD and VA to possibly join council.

c. Next meeting on April 22nd
d. NIGP and NCMA involvement.

e. Linda Rodden- State legislation is very different, if it doesn’t say I can, then I can’t.

f. Paul Woolverton- We would like a single public sector pricing strategy.

g. Would like info on time frames to award contracts on Schedules vs. other methods.

h. Paul Pitera of Training Committee to get together with Peter Schwartz.

10. Ad-hoc committees

11. Customer Recruitment

a. If we have worked with agencies in helping them, they could return the favor.

b. Bring in program managers or contract personnel who really know how it works—Major schedule customers. 

c. Invite customers to sit in on committees or one council meeting and see if they stay on council.   

d. Marine Corp CEOSS BPA

e. SSG in Montgomery

f. SCB in Ft. Monmouth, NJ

g. Former GSA employees at agencies.

h. Tom DeWitt- Have people come in for a specific topic but don’t require them to be a standing member.

i. Include an SBA representative.

12. Open Session

a. SARA – Perhaps have a policy update every meeting?
b. Follow up with Roger Waldron about when final rule for Cooperative Purchasing is coming out – date?
c. IFF reduction- may be a rebate to DOD

13. Administrative/Wrap-up

a. Action Items

i. Requesting Expo badges- 8 people attending expo not exhibiting

ii. Policy POCs for cooperative purchasing

iii. Access to new cooperative purchasing brochure electronically/website
iv. U-MAS new URL

v. Customer recruitment

vi. % breakdown of sales vs. services for cooperative purchasing

vii. Vendor survey results

viii. Request FM briefing on HLS issues at Expo

ix. 8 (a)/GSA/SBA status

b. May 10th Agenda

i. GSA update

ii. Industry update

iii. Committee updates

iv. Customer update

c. Positives

i. Facilitation

ii. Room and location

iii. # of topics

iv. FCI preparation
d. Changes needed

i. More time for committee reports

ii. More interaction

iii. Copy of attendance list

iv. Name placards

v. Company name on badges

14. Attendance list

a. Darlena McKnew, GSA

b. Robin Bourne, GSA

c. Roy Chisholm, GSA

d. Tom DeWitt, SNVC

e. Patricia Pierson, GSA

f. Glenn Baer, ARINC

g. Andre Sheppard, GSA

h. Kevin Adams, CDWG

i. Tracy Hill, OUTSOURCE Consulting

j. Mary Griffith, Analytical Services, Inc.

k. Peter Schwartz, EC America

l. Linda Rodden, Dell Computer

m. Sherry Stauffer, IBM

n. Ron Segal, Spectrum Systems

o. Deborah Lague, GSA

p. Kitty Klaus, EDS

q. Paul Pitera, SAIC

r. Paul Woolverton, Vector ESP

s. Tony Matthews, CompTIA

t. Grace Dittmar, Trusted Mission Solutions

u. Ed Naro, Northrop Grumman IT

v. Sherry Mangas, NEC Mitsubishi

w. Scott Needleman, Immix Group

x. Lindsay Levine, GSA

y. Patricia Reed, GSA

z. Shannon Wheeler, GSA

aa. Linda Hauenstein, GSA

ab. David Orcutt, GSA

ac. Matthew Chelap, ASG Federal

ad. Andrea Wagner, ARINC

