Industry Government Council

August 1, 2002

Meeting Notes

GSA Update

Pat Conley of the General Services Administration (GSA) began the August 1, 2002 meeting with an update on the FY03 Defense Authorization Act’s section 803 (regarding rules for DOD agencies’ purchase of services over $100k). The Office of Federal Procurement Policy (OFPP) has requested an extension from publishing the final rule that was due June 27th. A critical issue regarding section 803 has been OFPP’s insistence on mandating that schedule buys have to be firm fixed price.

Pat stated that GSA would be aggressively marketing to agencies the latest version of E-Buy, GSA’s electronic request for quotes system hosted on GSA Advantage, beginning with a “kick-off” press conference on August 7th. Ed Naro, the Council’s Industry Chairman suggested that industry will have to be involved in “selling” E-Buy to the agencies. E-Buy’s structure will facilitate the additional competition required under section 803 for DOD schedule buys and it was suggested that some type of message be put on GSA Advantage about how using E-Buy can satisfy the competition requirements therein.

Pat also informed the group that there is now language in the Federal Acquisition Regulations (FAR) about the GAO ruling in the Pyxis case. In affect, the language says that you can add non- schedule items to GSA schedule orders for administrative convenience, but that they must be identified as open market items.  

Industry Update

Ed Naro, provided an industry update and discussed the need to shine a light on the positive aspects of the multiple award schedule program. He identified several valuable aspects worth emphasizing: small businesses receive one third of the schedule sales, and this has remained constant even as the volume of sales has increased; customer preference for using the system; and defined and consistent rules that will facilitate compliance with section 803 for a rapidly declining DOD acquisition workforce. 

Areas of concern were: from industry’s perspective it appears that the best aspects of government procurement reform are being dismantled, even if that was not the intent of recent “rule making” initiatives; the Chambliss Act, an attempt to redefine   system integration into core agency work, will ultimately drive this type of work to the depot level and consequently, un-contractible; there is a potential new “803” that will limit the maximum number of years that a contract can be in place to five years for a single award and ten years for a multiple award contract, this could mean the end of evergreen contracting at GSA. Ed closed with the idea that there is much more that government and industry can do to convey the good news that is not self –serving and that E-Buy can be the vehicle to convey that news.

Committee Reports

Ed Naro spoke for Phil Dodderidge of the Other Direct Costs (ODC) Committee and prefaced his comments by stating that the ODC committee had written the ODC “white paper” before the Pyxis case language was incorporated into the FAR.  With some suggested changes, the Council recommended sending the ODC committees’ recommendations to the Director of the Services Acquisition (FCX). The ODC white paper will be posted on the Industry Government Council website. A summary of the recommendations follow:

Recommendations: 

1) GSA should re-examine the applicability of the Pyxsis decision to FSS Services Schedules with respect to the inclusion of ODCs to support the services contracted.  

2) As a result of this re-examination GSA should clearly define the difference between “incidentals” and ODCs.

3) GSA should include in their ordering procedures for Services that if it is not practical to have all ODCs priced in a FSS schedule, the user agency may include in its evaluation the requirement for a contractor to detail how it will acquire ODCs in a FAR compliant manner.

4) GSA include in its ordering procedures that where it is not practical to have ODCs priced as part of a contractor’s FSS schedule, the user agency may consider ODC price reasonableness as part of its “best value” award criteria/determination.  

5) GSA should provide process and procedures (and training in their use) for contracting officers to include and evaluate ODCs within their best value award criteria.

Bill Grunnenwald and Victor Balch reported on the Mentor-Protégé committee’s efforts. The Council also recommended that the committee’s recommendations listed below be submitted to the FCX Center Director.

1) GSA FSS should evaluate what benefit would be realized by the services schedule program and its 

customers through a mentor –protégé program.

2) If the expected value is significant, GSA FSS should launch a pilot program.

3) Use pilot program results as a basis for deciding to make the program permanent.

Market Share

The Services Acquisition Center’s Shanna Smith led a discussion on the market share of FCX schedule contracts.  Currently, based on Federal Procurement Data System data, the Marketing, Media and Public Information Services Schedule (738 I) has 1% of sales for similar services, Financial and Business Information Services Schedule (520) 3%, and Professional Engineering Services Schedule (871) 8%, leaving plenty of room for growth for each of these three schedules.  Shanna also expressed concern about the declining trend of GSA commercial partners that offer services to exhibit at GSA sponsored events such as the annual Products and Services Expo, the inaugural Professional Services Expo and Outreach Europe.  Several reasons for this trend were offered by the Council, including not reaching the right audience or market segment, e.g. space industry, and that typically services companies don’t necessarily get sales from exhibiting

Option Renewal Process

FXC Deputy Director Len Pinkey described the process GSA will use when renewing the option period on schedule contracts. GSA will look at past performance, sales, market conditions, and pricing before renewing options, in essence, basic market research. Concern was expressed about what guidance to give to agency customers that have or are thinking about issuing task orders that extend into the GSA option period and the Council suggests that GSA publish guidelines on how to handle pricing until the option period is exercised. It was also suggested that GSA send a letter to each of its schedule contractors describing how and when GSA will renew options, and that this process should begin within a year of the original contract period of performance expiration date, in accordance with a GSA Procurement Information Bulletin (PIB).

Present Performance Program

Tiffany Thompson and Maura Kortlang of GSA’s Office of Contract Quality provided a briefing on their efforts to develop a Present Performance Program.  The vision of the program is to enhance on-line present performance information on Multiple Award Schedule contractors.  Components of the Present Performance Program are: Administrative/Internal compliance, is the contractor in compliance with the terms and conditions of the contract; and Customer Dialogue, are recent customers satisfied with the contractor’s product/service/delivery. Tiffany and Maura envision that the Present Performance Program will strengthen the Multiple Award Schedule program, provide visibility on current performance, enhance global marketing opportunities and open lines of communication.  For more information view the Present Performance website at http://vsc.gsa.gov/
Expanding the Industry Government Council (IGC)

Since its existence, the IGC has served solely as the Services Acquisition Center’s (FCX) government/industry partnership entity.  However, most of the issues discussed by the Council are relevant to and crosscut issues faced by other GSA Acquisition Centers, particularly, the Management Services Center (MSC), which like FCX, only awards services schedule contracts. Barbara Petersen, Business Manager with the MSC expressed the MSCs interests in expanding the IGC to include their Acquisition Center.

After discussing the pros and cons of expanding the IGC to represent the MSC, it was concluded that the advantages of having the IGC represent the interests of the MSC and their commercial partners and customers, far outweigh any programmatic, logistical or administrative challenges. The Council agreed to expand the IGC to include the Management Services Center, effective at the next meeting.

Action Items

Develop letters that will be sent to schedule contractors regarding exercising option years.

Draft cover letter for committee recommendations.

Develop how to market “your corporate contract” strategy.

Review IGC Charter.

Recruitment of MSC Council members.

Update IGC website and create links.

Update on future E-Buy training.

Adjourn. 

