Roger Waldron’s Millennia GWAC presentation at the Quarterly Program Management Meeting in San Diego, California on April 14, 2004.

Introduction
At a House Government Committee hearing, GSA’s Administrator, Stephen Perry stated that GSA’s plans for improved contract oversight. In terms of governmentwide acquisition contracts (GWACs), GSA seeks to improve performance, eliminate duplication/redundancy, reduce costs, and communicate clearly to customers and industry partners.

Historically, the government has behaved differently from private enterprise, the greatest conceptual differences being that government is not driven by a profit motive.

While federal organizations do not operate with this same kind of bottom-line profit motive perspective, agencies that fail to deal with the changing nature of the marketplace will find themselves ill-equipped to accomplish their missions or, at the very least, will find themselves unable to make efficient use of their ever-shrinking resources -- therefore the ability to maintain a competitive environment is the challenge that you as partners face.

I am here to address your policy concerns, provide an outline of our action items, and inform you of the opportunities that we are currently exploring.

Issues
We are concerned with -what our customers want. How you can help them get there is why we are here today. Our goal is to take better advantage of current technological capability to provide timely, relevant contracts with reliable information. At the same time, we want to address all of our acquisition processes, and contracting tools that support critical agency business decision-making.

GSA recognizes that the policy environment has changed dramatically since the Millennia contracts were first awarded. Now with SARA (Service Acquisition Reform Act), GSA is continually evaluating ways to improving the GWAC vehicles and practices. For example, to effectively integrate today’s federal acquisition practices, maximize buying power through the use of Millennia contacts -- the government must use commercial best practices (e.g. management structure, program review, project management, etc.) that not only interfaces, but mirrors and responds to private sector changes. We also see the need for increased use of competition in the placement of orders under GWACs. At the same time, we understand the concerns that led to the enactment of Section 801.

· Issue 1: Section 801 

Section 801 of the National Defense Authorization Act for Fiscal Year 2002 specifically requires DOD to establish (1) a management structure designed to provide visibility and establish accountability for services contracts, (2) a program review structure for major acquisitions, and (3) an automated system to collect and analyze data to support management decisions in contracting for services.

The aim of Section 801 is to promote the best use of commercial practices, such as centralize key functions; promote strategic orientation; improve personnel skills and capabilities; conduct spending analyses; expand the use of cross-functional, commodity-based teams; achieve savings by reducing purchasing costs and other efficiencies; and improve service contracts performance and outcomes.

Millennia contracts provide a broad range of high-quality information technology (IT) services and enables GSA to continue meeting the federal government’s demand for large system integration and development projects by supporting its clients in a timely and cost-effective manner into the next millennium. Millennia covers all requirements for IT, under the general categories of software engineering, communications, and system integration.

· Policy’s Response 

The recent interim DFARS rule implements section 801(b) of P.L. 107-107 by establishing approval requirements for contracts and task order for services. The rule prohibits the acquisition of services through use of DOD contract or task order that is not performance-based, or through any contract or task order that is awarded by an agency other than DOD, unless certain approval requirements are met.

Just as GSA looked to guidance from DOD in the implementation of Section 803 and subsequently provided guidance in that area, we are currently reviewing how GSA can develop guidance documents focusing on what is to be accomplished, without going into great detail regarding how.

As a member of GSA’s Contract Vehicle Review Board (CVRB), our office had the responsibility for the review of GSA’s IT contracts. The CVRB’s mission was to develop strategic plan to rationalize GSA contracts. The rationalization process included: customer usage, review of revenue and expenses, contract unique features, self-supporting and customer satisfaction. The CVRB developed evaluation criteria to evaluate each contract vehicle’s performance, conducted reviews of each contract, and issued a draft set of recommendations for consideration by the Administrator.

Also, I would like to announce that as part of this office’s expanded policy initiatives we recently hired William Clark, Director of Acquisition Management Division. Mr. Clark was formerly with the Department of Transportation and responsible for the ITOP Program.

· Issue 2: Subcontracting 

On the subject of subcontracting, the question remains, how we can balance the objectives of our procurement systems with today’s existing social programs. Is it possible for these programs to co-exist? Are there equally compelling concerns? Are socio-economic interests more important than saving money, customer satisfaction, etc.?

· Policy’s Response 

SBA and GSA strongly supports the participation of small business concerns under the GWAC program. GSA actively encourages business to expand opportunities for small business concerns. It would therefore be remiss not to acknowledge that the subcontracting element is a critical factor in price determination. Ceiling price rates and indirect handling rates have been determined to be fair and reasonable at the contract level. When determining task order selection, both “lowest-price technically acceptable” and “best value” procedures should be explored to determine which approach will best satisfy the government’s requirements.

GSA recognizes when adopting a strategic, best-practice approach as part of the changing procurement business process it is important to continually develop a spend analysis. If an agency does not understand what it spends in detail, then the opportunities for cost savings and increased supply value can never be realized. This also allows us to examine purchasing patterns to see who is buying what, and from whom. By arming ourselves with this knowledge, we can identify opportunities to leverage our buying power, reduce costs, and at the same time encourage better management from our suppliers.

In order to reap maximum benefits, GSA is developing a number of action items. We hope these initiatives will address the concerns of our industry partners.

Action Items - Roadmap to Implementation
First, the key to optimizing results-oriented, long-term relationships is to embrace business practices and partnerships in order to produce desired business results.

Secondly, adopt a business-based approach to policy guidance. Being able to talk with your customers about how they are addressing their acquisition planning requirements is critical to understanding, identifying and implementing acquisition related initiatives to reap the maximum benefit.

Lastly, place greater reliance on commercial best practices through meetings with industry representatives to solicit their views on recommendations and to begin identifying specific improvement opportunities.

In order to create long term relationships and embrace practices, we are adopting a business based approach, and placing a greater reliance on commercial best practices, these include the following.

· Outreach Initiatives 

· Website 

Currently, GSA is reviewing the implementation of a website to make basic information about GWAC contracts accessible through a central website that will also serve as an online source of information on these vehicles. 

The website would be one step towards providing the type of insight that might help both agencies and partners to better ensure that these vehicles are established and operated in the best interest of the taxpayer. 

The intent of the website is to help customers during the acquisition planning phase and market research to more easily identify whether there may be suitable existing federal contracts that can satisfy their needs. It is our desire that the website be another mechanism to serve agencies to reinforce the keys to effectively structure, compete, and price orders.

· Customer Education 

We have upgraded the FSS Center for Acquisition Excellence.  Currently the self-paced courses cover a variety of subjects, which we plan to expand into other topics. We recognize the continuing need for training and proficiency with the acquisition workforce, and at the same time are emphasizing the need for agency responsibility to document the basis for their decision (including the rationale for any tradeoffs among cost or price and non-cost considerations in awarding the task order).

Agencies should also examine customer activities, in terms of the fair opportunity process, order structuring, and awards to small businesses, etc. We are looking at specific opportunities.

· New Opportunities 

· Veterans Benefits Act of 2003 

In December 2003, P.L. 108-183 the Veterans Benefits Act of 2003 was passed. This law combined a marketing focus and entrepreneurial outreach initiative. GSA is empowered to offer greater opportunities to service disabled veterans business (SDVB’s) and its customers.  The two major points of the law are that it allows:

a) federal agencies to restrict certain contracts to SDVB’s if at least two such concerns are qualified to offer on the contract; and b) federal agencies to create “sole-source” contracts for SDVB’s up to $5.0M for manufacturing contract awards, and up to $3.0M for non-manufacturing contract awards.

· Alliant – “Creating Partnerships with Common Goals”
The next-generation GWAC vehicle being developed will be known as “ALLIANT.” The name change was prompted by a desire to convey that the new GWAC will not only replace GSA’s highly successful ANSWER and Millennia contracts, but will incorporate the very best features of all GSA’s existing GWACs.  (FAST and HUBZone GWACs will be retained.)

ALLIANT is currently in the early stages of development; therefore specific details regarding the procurement are not yet releasable. Forums are planned to solicit input from industry and government to assure ALLIANT becomes GSA’s preeminent IT contract vehicle. The scheduling of the forums will be well publicized and located throughout the country to encourage maximum participation. An ALLIANT webpage is planned for introduction in the near future to provide a location to post information regarding the acquisition.

Conclusion
Our customers want convenience, ease and services that produce results. Our ability to achieve good overall results also requires that acquisition processes take a balanced approach among all of the basic building blocks of acquisition – this includes sound planning, consistent use of competition, well structured contracts designed to produce cost-effective quality performance from GWAC partners, and solid contract management. 

These activities must take place in an environment that fosters fairness and integrity. 
In recent years, GWACs have enabled agencies to use greatly simplified contracting procedures without sacrificing the precepts of full and open competition. GSA believes that similar procedures can and should be adopted to allow agencies to establish effective, efficient, long-term relationships with suppliers.

Proponents of GWAC’s assert, and GSA agrees, that because they maintain a competitive environment throughout the life of the contract (at the task or delivery order level), their utilization results in decreased prices, increased quality, better performance, and increased flexibility for the agency. This in turn creates robust competition. Furthermore, adherence to these values, and policies that promote them, will gain public confidence and help to encourage participation in federal procurement by contractors small and large. 

It is my hope that the issues and initiatives that I have discussed will help satisfy the current concerns of our GWAC industry partners, and continue to augment the foundation of a healthy industry-government partnership. At the same time we must challenge ourselves to remain vigilant in:

· Providing businesses fair opportunity to participate in government opportunities 

· Emphasizing socio-economic goals and small business participation 

· Emphasizing maximizing competition to greatest extent possible; and 

· Working together to leverage commercially available solutions to meet mutual business needs. 

