GSA/FSS Services Acquisition and Management Services Centers

Industry Government Council

In Partnership with  The New Mexico GSA Business Council

February 17, 2005 Meeting Notes 

(Prepared by New Mexico GSA Business Council)
Albuquerque, NM

Morning Session: Introductions

1. Welcome by Kim Monti, AchieveIt! Inc. and Kevin Bovee, Apogen, about the NM GSA Business Council.  Created dialog between industry and counterparts, solidified GSA schedule holders.

2. Patty gave a  welcome

3. Ed Naro

Six years ago, met with Jeff to discuss ways for industry/government to work together.  Resulted in services council in acquisition center.  Have to limit number of participants in meetings, limited number of members on council, infinite number of committees and committee members.  Do not having standing committees, rather committees form and function as needed. Format can move to regions, such as New Mexico.  Can participate in the committee as the New Mexico group.  Allows a greater GSA voice.  Need to get the information out to government users.Next challenge, spread to other regions.

4. Jeff  Manthos 

(Slide show)

Slide 1 – Current set-up of Service Centers


Public Buildings Service


Office of Government-wide Policy


Federal Technology Service

Federal Supply Service Center – council focuses MOBIS, AIMS, FAST, Energy Services, Engineering Service, Environmental Service, (+)

May be changing in July 2005

Represents 8 schedules and 2500 business partners.  Industry serves 3 years on business council then rotate out. Now stagger terms so not all leaving at same time.

Council meets 4 times per year.  Fact finding, information gathering, etc. meets as committees in between.

5. One GSA Committee – Skip Derick – Anteon 


Established to standardize information from all GSA committees – have one message – more information this afternoon.

6. Teaming Committee – Joe Pastel – SAIC 


CTA Committee – how to do prime contractor relationship vs teaming relationship.  Many of the issues have already been resolved, such as individual payment to each team member. More information available on website. More information available this afternoon.

7. Overseas Contracting Committee – Bill Keating – Bearingpoint


Increased US prescence overseas, such as Iraq and USAID – more information this afternoon.

8. Training and Education Committee – Sean Allan – LMI

Training on multiple work schedules. Currently inconsistent training, etc.  Working on white paper and putting together training to increase consistency.  Basic recommendations to clean up what you see on multiple work schedules. Language, websites, accuracy, etc.

Website – www.gsa.gov/igc
9. Introduction of attendees.

10. Kim Monti Presentation

· Council formed about a year ago, modeled on Washington group.  We meet monthly, have speakers to discuss topics of relevance.  50 of 70 members are small business.  All schedules and federal supply contracts are represented within membership.  Focus is on NM.  Approximately 6 billion federal dollars enter NM, we’re focused on keeping the majority of that money in NM.  Working towards name brand recognition.  Looking to create depth of resources that we need to support our clients.

· Strategic alignments – educational endeavors, how GSA works, networking, teaming, sharing best practices to best support our clients and promote GSA vehicles.  Developing client tutorial, so they understand why and how to use GSA schedules – that the best price possible has already been negotiated.  Explaining to clients that have best pricing, and the company has been vetted and reviewed by GSA and found to be financially stable. 

· Will have NM GSA website www.grownewmexicobiz.com. Will be providing information on NM businesses.

· Questions for GSA representatives.

11. Alignment/Synergies ( Ed Naro – Northrop Grumman, Jeff Manthos – GSA)

a. Difficult challenge that we don’t DO anything. Involved in the presentation of gray matter.  There are specific laws that deal with federal government regulations and advisory groups – must be very careful to ensure compliance with laws.  Working to solve the problems that can occur within companies/not committees.

b. Having NM council participate in both IGC and IT councils will be invaluable.

c. 70% of schedule holders are small businesses; 33-35% of dollars go to small businesses (does not include subbing, teaming).

d. Anything that is done that reduces the value of the schedules to the customers, directly impacts small businesses.

e. What guidance (Question 3).  Develop strategies and know what to tell customers.  More emphasis forcing the issue of having acquisition planning at the beginning of acquisition process. Be truly successful, help clients by doing the acquisition planning for them, what information do they need to need to submit?

f. Changes in GSA contracting (Question 4). Get involved. Do not allow decisions to be made without your input.  Whenever there is significant change, there is as much potential for good change as bad change.  Industry must participate.

g. Many organizations are involved in the public participation process – find them and get involved.

h. (Questions 6, 7, & 8) How can we support each other. DC industry council created by submitting necessary paperwork. What do you do to represent your invest and make a difference.  Consider membership from NM group applying for participation in IGC and ITC – will provide connection between councils.

i. Feedback/input on money moves colors, changes thresholds to GSA folks.

j. The industry groups provide value to GSA.

k. Recertification issues? Members of industry have been required to recertify size certification during process on a task order level. Perception of inconsistency application of 5 year recertification cycle – and then pass along information to businesses.

l. (Geri Haworth) Gross receipts taxes subject.  If performing business in NM must pay gross receipts tax. GSA representative did not work with this easily, or willingly. Will bring up to appropriate GSA personnel. 

12. Mark Hoyland – Marine Corps Systems Command

Commercial Enterprise Omnibus Support Services (CEOss)

Marine Corp S. Command ( MCSC) – why spending money, with up to 15% surcharge and how can we get more for less money.  Services that were being provided by other DoD services, rolled back up into MCSC.

Very few restrictions on teaming relationships.

Domains: Specialty Engineering, Business & Analytical, Acquisition, Logistics & Admin, Engineering and Scientific

Challenges and Constraints: What do your customers need & what is of interest to industry or industry won’t participate. Must set up equitable competition.  All provided by GSA schedules.

Expedited Award Process: MCSC operates as service center

1 – 5 days Intake and Assessment – requirements definition generate draft documents

5 days – vendor Q & A, Revisions, Post Final RFQ

5 days – Vendors prepare and submit 14 page proposal

1 – 5 days Source Selection – Evaluation and award, done on-line.

WAWF – Wide Area Work Flow – invoices certified and paid within 34 days. Traceable on-line.

ACSS Interfaces – long-term relationship based upon work performance. Not base plus 4.

MCSC looking for range of products and services for a range of pricing.

Extracting business intelligence from past awards. Willing to share with industry to help refine process, getting better services for better prices.

Selection teams average 3 people, moves quickly to make solution. Approximately 60% of time, do not award to the lowest price.

Closeout time generally under 90 days on existing task orders.

Enterprise Procurement Protocol EP2  http://www.marcorsyscom.usmc.mil/sites/acss/default.asp
Afternoon: IGC Meeting

A. Ed Naro – Industry Update

Guidance for DoD, Air Force, and Navy on what is needed for them to use GSA. Will be e-mailed by NM GSA. 

Industry needs to be the eyes and ears of GSA to help train customers so they can use GSA vehicles correctly. This is especially at this time where negative perceptions of GSA have been spread. Recommend customers use e-buy.

GSA management is working with high levels of DoD to identify DoD units that require training.

e-buy is being tied into DoD so that DoD will not need to duplicate input.  Can also be used by Prime Contractors, not just government.  New tools are being installed that will help customer, includes acquisition planning checklist.

Get it Right Program: Currently underway. Has a need for GSA schedule holder participation.

Coalition for Government Procurement: Seeking improved methods of communicating. Finding better methods for pushing information out.  Training has been scheduled, similar to the information that is being provided to the top 100.  Sandy Bates agreed to send new policies and procedures to coalition.

Sandy Bates will produce single paper on GSA letterhead, listing 11 regions and the pricing model that will be used in each region. It is forthcoming.

IT Fund, serious problems resulting in over 1 billion dollars that will need to be returned by the customers to the treasury.  Part of the negative GSA conversation.

Changes in teaming agreements are forthcoming to resolve areas of conflicting answers.  Will be able to use subs and team-mates. 

California has just passed requirement that each monitor entering state must pay $10 fee.

DoD is looking for improved ways to perform corporate contracting for logistic contracts. 

Every year go through reconfirmation.  Washington D.C. firms fight the battle alone.  Now is the time to broaden the battle through various state representatives.  Pay particular attention to committee members.

B.  Gerri Watson & Len Pinkey – GSA Update

Not a lot new on schedules.  Working more on refining.  

New GWAC for small, disabled veterans.  Working on encouraging contracting for disabled vets.

Integrations, GWAC-type multi-service contract. Concept from Region 7, multiple award contract vehicle, multi-faceted contract services.

Innovative Process Teams (IPTs) what does the customer want, what is the future of the customer. Looking at future contract vehicle needs. 

FM commissioned study on Emerging Trends, what are the emerging trends in business and where does GSA fit? Is GSA meeting the needs of customers?

FTS is being merged with FSS. Consequences are not known, will be in place by end of budget year. Financial, Acquisition, Systems groups currently underway.

Working on electronic mods, electronic whoppers, physical magnitude of files. Should reduce paperwork.

Study – length of time to get task order in place.  Should show value to customer.

ODC issue: put out draft acquisition letter is being circulated.  Once finalized, then guidance will be issued. 

C.  Mark Hoyland – Marine Corps System Command (MCSC)

CEOss – reviewed slides.

Scorecard is posted on EP2. Allows forecasting. Can be used by industry. 32% of money goes to small business, 44% if include subs and teams. 

Based upon the statistics, the Cubs will eventually win the series.

Re-certify status annually. Looking for balance, but no hard numbers currently exist.

Season starts in June, closes in September.

D.  Skip Derick – One GSA Committee

Reviewed slides

Settled on one focus area:  Conflicting Communication/conflicting information & behavior

Recommendations

Create a centralized point of contact, one voice, one source, consistent and fast.

Standardize contracting procedures and instructions

Establish above into Training (both internal and external)

Institutionalize “30 second elevator speech”

E.  Joe Pastel - Contractor Teaming Arrangements

White paper has been drafted. Review text on contract teaming arrangements on GSA website.  Has changed within past several weeks based upon work of committee.  Committee is considering whether or not a white paper is now needed.

If you are offering products and services to the government under the primes schedule, make sure that the pricing DOES NOT exceed the published schedule.

Customers seem not to understand the difference between sub-contracting and teaming.

F.  Sean Allan – Training and Education

Branding is at issue.

Website is not easy to maneuver through.

Needs to have plan language on how to do sole source.
Legal issue was not current, most current 2001, many links are not active.

List of things to do:


MAS living document

Suggested conclusions:

Address misconceptions and misunderstandings on website.

Timely removal of dated information and inactive links.

Ability to get an answer to a question.

Interactive website would be useful.

More monetary investment from GSA.

G.  Involvement of Industry Councils in FSS/FTS Merger

· Industry would like to participate.  Currently writing white papers that may not be relevant after papers.

· GSA is considering avenues to involve industry in conversation.

H. Open Session

· GSA Leadership Champions – it seems that at times were competing against other contracting vehicles.  Is there a leader to help?  Organizationally have regional service manager, each acquisition center has business development staff or account manager. There is a customer service network that can help.

· Sales origination – who are the top 100 buyers. Federal Procurement Data Center, and perform searches by NAICS, to see who the largest GSA and open procurement users are, also use contracting office, and service centers.

· Local council who is the local customer base. National Laboratories – Sandia and Los Alamos, WHIPP, Military installations – Kirkland, Alamogordo, White Sands, Holiman Air Force Bases. Still need to educate buyers/customers. State of New Mexico can use IT schedule to buy but they don’t.

· Many contracting officers who question legality of GSA schedules.  Who are they with? Los Alamos, military buyer, DOE and DoD, NSA Service Center.  Please send list to IGC and they will follow-up to get DoD people in to educate buyers. This will be done anonymously.  
· Can we put together a timeline/template for DoD contracting officers? Was scheduled, may be reactivated.
· Industry Day June 21st in Washington D.C. Bring lead contracting officers for each of the schedules, break-out sessions in the afternoon. Have invited Policy and Systems personnel in morning.  Still accepting ideas for topics.
I.  Rick Figard -e-Commerce Committee

Primarily deferred report out to San Diego meeting.

e-mod – adding/deleting services, name changes, vendor 

5000 free digital e-certificates currently available from GSA. Must be listed on CCR and have valid DUNS number. Can obtain 2 digital certificates per DUNS number, can only enter 1 certificate per computer. http://vsc.gsa.gov. 

Can register for digital certificates.  Good website to check consistently.

Brian Dougherty brian.Dougherty@gsa.gov 703-872-8607 Communication Director can address any concerns you have about security on websites.

Certificates apply to e-mods.

SIP is being replaced by e-offer and e-mod. Not certain when it will be implemented.

J. Ed Nare is retiring. 

Stepping down from IGC. This is his last meeting.  Thanks to Jeff, Sue, Gerri, Geri, Len, for assisting, supporting, facilitating. Council will need to select a new chairperson.

Wish you all “Fair winds and following seas”.  Have enjoyed working with everyone, it’s been a passion.

K. Debrief

Next meeting is the first combined meeting, held in conjunction with Expo in San Diego.

	POSTIVES
	NEGATIVES

	Meeting in Albuquerque
	Remember that those outside of the beltway don’t know the language.

	Great facilitation by Jeff and Kim
	Short changed on committee report out time.

	Great group dynamics
	No ice in the ice tea

	Amount of new information received by NM GSA Council
	Ed resigned.

	Pre-prepared question list supplied by NM GSA 
	

	Having “customers” input – i.e. Mark Hoyland
	

	Very comfortable set-up, thank you Kim
	

	Room set-up worked for style of group.
	

	The entire day allowed significant exchange of information and resolution of issues.
	

	Plenty of opportunities for networking.
	


Next steps:

1. Developing linkages between groups.

2. NM GSA Need to apply for participation in council. Both in IGC and ITC.

3. Follow-up on states that have unique local taxes.

4. Looking for committee members.

5. Link GSA and NM GSA websites.

6. How maintain communication between two councils – stay connected.

Date for
