ITIGC Meeting Notes 

February 23, 2006

GSA Update

1. GSA reorganization not a priority in Congress right now.

2. IT Vendor Meeting will be hopefully held in the afternoon at GSA Expo.

3. Schedule 70 up 1 billion from where we were last year.

4. Patricia Waddell is the Acting Deputy Director.

5. Acquisition Issues 

a. G & A

i. Thought services were fully loaded

ii. One company mentioned that their rates were not fully loaded

iii. Bruce Leinster:  Did they have a CAS accounting standard mentioned?

iv. Pat Conley reported that there is no problem putting it in the contract but must do a mod to put it in the contract, may have to redo that every year.

v. Kitty Klaus:  G & A is not for public disclosure, we need to deal with making this private.

vi. Robin Bourne:  Can we discuss this offline?

vii. An example is that G & A on travel is published.

viii. Needs to be in the contract, if not, the decision needs to be made on the task order level by the individual C.O.

ix. Comment in Federal Register about this!

x. GSAM further clarifies FAR, supplement.

xi. Paul Pitera:  Could this be addressed by FAQs on website?

Industry Update

1. GSA reorganization must be approved by Congress.

2. TAA

a. Tom Davis commented on TAA- wants waiver.

b. Bruce Leinster:  Other councils have asked for commercial item exemption.

c. Sherry Mangas:  Have been working with ITAA

d. Ray Moehler:  Have just been trying to put data together.

e. Bruce Leinster:  If you have problems, why doesn’t the government have a hard time getting them?

3. 1423 Panel

a. 1423 Panel has been extended for 6 months.

b. Paul Pitera has copy of industry comments.

c. Committees are beginning to report out.

d. We get the impression that some people are trying to roll back acquisition reforms.

e. Several testified before panel and submitted comments.

f. They took an hour on Kitty’s presentation.

g. 3 hours on commercial practices.

h. Want to create a definition of commercial service.

i. They want separate definitions for different kinds of services.

j. They got the message that we were upset about what the panel has gone towards.

k. They have asked us to come in for a working session to work with them.

l. They are stuck on services that aren’t commercial.

1. Example:  simulators for airlines

m. Kitty Klaus:  We agreed with recommendations on Performance Based Service Contracting, they wanted to see examples.

n. They want more examples on how commercial practices are.

o. They don’t define what problem they want to fix.

p. They didn’t want information in press before they had a chance to comment.

q. Comments will be back in end of February.

r. If we don’t like what they do, we will go to them

TAA Update- Cynthia Claiborne

1. Check on GSA Advantage to see what countries are listed.

2. Ask violating contractors if they have any substitute items—suggest they put them on.

3. If customers have questions, direct them to Cynthia Claiborne.  Cynthia.Claiborne@gsa.gov
4. There is a representative from every Acquisition Center.

5. Many violations found from competitor complaints.

6. Deborah Lague:  We will not offer extension if your GSA Advantage updates are not current.

7. GSA Advantage will no longer default to ‘USA’ on country of origin.

8. Deborah Lague:  Adding filter, if product is not made in compliant countries, Advantage won’t accept.

9. Solicitation has a web link to countries (industry standard link).

10. Bruce Leinster:  We change our country of origin a lot.

Presentation by Jeff Koses

1. Reorganization

a. GSA cannot spend $ to implement without Congressional approval.

b. What’s planning, what’s implementation?

c. One year into the re-org, but this quarter we will see both positives and negatives come up.

d. More detailed plan to proceed is needed.

e. Acting Administrator is going to go forward- expecting approval in next several days.

f. Will be more specificity in plan to come.

g. Will be more similarities to FSS than FTS.

h. Schedules will continue to cross portfolios.

i. There is a strong push on data.

j. Would like suggestions from council on how to achieve data reporting.  Many vehicles have a lot of data reporting requirements.  We don’t provide that kind of information.  How can we start a kind of transactional reporting versus just reporting by SIN?

2. Transition from “Get it Right” to “Acquisition Excellence”.

3. FTS Client Support Centers audit reports out in March.

4. OFPP is looking at duplication in vehicles.  

a. We want agencies to have to manage fewer vehicles.

b. That is our core competency.

5. Negatives

a. Have been large loss of revenues

i. Buyouts/early-outs to align staffing with projected income.

b. We will no longer want everybody in the world to get a Schedule contract.

i. Many small businesses don’t have the capabilities to maintain a contract.

ii. These unsuccessful 58% of contracts create a lot of ‘noise’ on the hill and take away from what needs to be done in the Schedules arena.

iii. New common cover letter for all solicitations:  “Here are some of the things to think about to take on this challenge—here are some other suggestions.”

c. Advantage/QuickMod audit

i. Differences in QuickMod vs. Advantage.

ii. Why do we want to be doing business with companies who put us in that situation?

iii. No price above contract price on Advantage.

Industry Update (continued)

1. Centralized direction for T & M subcontractor rates

a. Companies and associations sent letter to CAO.

b. Why does IG set policy?

c. FAR council has proposed rule out.

d. Still unresolved.

e. Why is Region 10 taking a direction that is counter to rules established when a proposed FAR rule is out?

f. Why are they listening to the IG?

g. Robin Bourne:  They just went through an audit—they are wrongly listening to the IG and DCAA.

h. Linda Rodden:  Your region needs your help!

i. Robin Bourne:  A dialogue with Emily Murphy is the best hope you have.

j. Michael Del Colle:  Was suggested to Roger Waldron that they create an interim decision tree.  More credence is being given to the IG than to the Policy office.  The IG is a recommending body.

k. Skip Derick:  All regions have different policies.  We’ve asked for copies of policies and have never gotten them. 

l. Bruce Leinster:  If we don’t hear from Emily, we have to go to Marty Wagner and Dee Lee.

2. Size standards- Is a rumor that IT size standards will be changed substantially.

3. Alliant midsize out yesterday.

Committee Reports

1. Cooperative Purchasing

a. Met January 25- good discussion about expo

b. Want conversation with Dee Lee.

c. Want to get on Dee Lee’s calendar to talk about ODP list.

d. Looking for new members for rest of 06.

e. 2006 DHS grant guidance from DHS discusses Cooperative Purchasing.  Pages 26 and 27.

f. Awards for DHS grants are made in March hoping to hear more from potential customers then.

g. Regional DHS events:  wants us to speak—not sure if they will hold regional events.

h. States have expressed pleasure to DHS to see Schedule 70 info included.

i. Cooperative Purchasing brochure to be printed next week.

j. Cooperative purchasing at expo

i. Hoping to set up government only meeting at expo to start open dialogue with state and local partners.  

ii. Training available twice during the week for vendors and government customers.

k. Cooperative purchasing events

i. FOSE – attendance and presentation

ii. Florida association of public purchasing officers – booth and presentation

iii. NIGP – 2 booths and presentation

2. E-Tools

a. Send an email to Gary Haag (gary.haag@gsa.gov) and Clint Sade (clint.sade@gsa.gov) for e-tools questions.

b. E-Tools Advisory Board- was very technical—need more notice of who will be on call.

c. Tell us who to bring on the call.

d. Tell us what you want us to focus on.

3. Teaming

a. Hard to get anywhere with getting ODCs on Schedule in this environment.

b. GWACs can get them on.

c. Customers feel rules are too hard and take business to GWACs.  

d. Councils should work together.

e. Deborah Lague:  We have open market items and teaming.

f. Michael Del Colle:  GSAM to be issued section by section

i. ODCs given to GSAM pile.

ii. No timeline for completion.

4. Training

a. Send comments on presentation to Paul Pitera.

i. Too long.

ii. Michael Del Colle:  Presentation is being restructured with different tone, will focus more on how government can provide opportunity for greater participation.  

iii. Need good examples of RFPs and RFQs—bad ones too—Submit and they will ‘mask’ them.

iv. Can someone summarize requirements?  Skip Derick can summarize objectives.

v. Mary Taylor Griffith:  May be large things that should be revised.  

vi. Learning objectives would be useful.

b. Expo training information

i. CLP points

ii. Training will be M-TH

iii. CSDs will be available to walk state and local people through booths and floor.

iv. Should there be more space at Expo?

v. Kitty Klaus:  Shouldn’t there be an IT section set-aside?

vi. So many furniture vendors.

vii. Scattered IT vendors.

viii. We don’t want it to be a bad show.

c. E-Tools suggestions

i. E-Buy

1. There are contractors responding to government RFPs with open market items only.  

2. E-Tools committee needs a GSA rep.

Presentation by Floyd Groce, Department of the Navy

· 1998- I started working with DON CIO on enterprise licensing.

· DoD Enterprise Software Initiative (DoD ESI) is establishing process to manage software as an asset throughout its lifecycle.

· “Asset management” is the end goal.

· DoD ESI began in 6/98- continuing to grow.

· We have an Enterprise Software Agreement (ESA) template that we will share with industry, if requested.

· There are five Executive Agents for working Enterprise Software Agreements under DoD ESI  - Army, Navy, AF, DLA, DISA.

· DoD ESI Working Group approves business cases and monitors workload and helps to maintain consistency.

· Contracting is done by the contracting offices that support the DoD ESI Software Product Managers used by Air Force, Army, Navy, DISA and DLA.

· In 2002, scope was broadened to IT hardware and IT services.

· Proceeding deliberately in these areas, are monitoring commodity councils.

· Are primarily using BPAs under GSA Schedules.

· Paul Pitera:  Competitive or Single Source BPAs?

· Floyd Groce:  It depends.

· We try to adapt to the publisher’s channel for their products.

· We have Deputy DOD CIO level Steering Group.

· We also have 5-10 minutes in front of the DOD CIOs at the DoD CIO Executive Board for periodic updates on the DoD ESI.

· ESI Working Group has been empowered to act and to manage ESI.

· If we can’t reach consensus in the ESI Working Group we go to the Steering Group (SG).

· Only 6-7 SG meetings since inception of ESI.

· Best practices listed on site:  www.esi.mil
· The ESI Working Group hosts our Software Product Managers and contracting officers for approximately 10 meetings per year.

· We review our workload and template, share lessons learned and other knowledge/information on Enterprise Licensing.

· Roger Waldron and other GSA representatives working with GSA Federal Supply Schedules have come to meetings to talk about GSA Schedule changes/issues, as has the SmartBUY PM and his staff in our partnership to support Enterprise Licensing.

· New DoD SmartBUY policy—ESI is implementation for SmartBUY in the DoD.

· SmartBUY is an OMB initiative for federal-wide software licensing.

· ESI was part of SmartBUY launch team.

· DoD issued first SmartBUY policy in Sep. 03.

· DoD SmartBUY policy updated in Dec 05.

· Close collaboration is continuing, we call it “cobranding”.

· In support of SmartBUY, DoD ESI is providing contract management for SmartBUY for several agreements (Oracle, WinZip, ProSight).

· Regarding our DoD ESI mission of Software Asset Management (SAM), it is more than an inventory of products.

· We started building the framework for SAM early in our DoD ESI agreements by incorporating terms and conditions such as transfer rights to software purchased through DoD ESI agreements.

· We are trying to position ourselves in DoD to be able to manage software assets agency-wide.

· Transactional data (including fee breakdown/fee sharing structure) is required from our ESA holders in reports of sales under the ESA.

· Best practices- we talk with publisher- what are incentives?  What are the motivations?  What is your channel?  How do you sell to Federal?

· How do we avoid vendors selling around our agreements (“leakage”)?

· We need incentives of sales teams to be aligned effectively.

· Trying for publishers to not have to go outside normal channels.

· No “one size fits all”.

· We have focused agreements with software vendors or their resellers (no mixing of software publishers on a single agreement).  It has been a good approach.

· Need ability to appeal to a broad customer base.

· Robin Bourne:  Are you opening this to state and local governments?

· Floyd Groce:  We would evaluate on a case-by-case basis.  Depends on how receptive vendors are.

· Robin Bourne:  I know it was in the works a few years ago but went away.

· Floyd Groce:  If asked by customer we will discuss and then approach vendors.

· Paul Pitera:  Any idea on savings as a result of this program?

· Floyd Groce:  Right now we are tracking cost avoidance based on what the customer would have paid using GSA Schedule prices.  Current cost avoidance is estimated at $2.5B.   One of our identified best practices is ”benchmark, benchmark, benchmark”.  We try to benchmark prices to show benefits and results.  

· DoD ESI doesn’t have a large infrastructure; we use existing resources of Executive Agents.

· Tony Matthews:  Any hardware developments?

· Floyd Groce:  We decided to “pilot” the AF IT commodity council process and monitor its progress and its acceptance/success and now are encouraging/facilitating information sharing among the major IT hardware buying initiatives.

· Linda Rodden:  Are you interested in customer feedback regarding comparisons of the different buying processes?

· Floyd Groce:  Yes.  I am always interested in customer feedback.  There are different approaches and positives and negatives of each, depending on the approach.

· Tony Matthews:  Have you brought in tools to facilitate a faster integration to facilitate the learning process?  Software tutorial with tests?  For more rapid implementation.

· Floyd Groce:  No, haven’t thought about it lately.  Although we have looked to improve IA workforce training efforts in the DoD.

· Tony Matthews:  Tutorial/testing could be bundled around it to quicken implementation.

· Ray Moehler:  Have you expanded to stand-alone or BPA for selected services?

· Floyd Groce:  Stand alone?  We haven’t just jumped in to doing agreements for services; we are proceeding deliberately so we can show we are bringing value to the process.  We have five enterprise agreements for COTS Systems Integration.  They are tied very closely to implementation methodologies of implementing commercial software.  They facilitate fixed price performance-based task orders and are not just discounted labor hour agreements.  

· Sean Allan:  Is “FedTEDS” related?

· Floyd Groce:  No.

· Floyd Groce:  We will meet with vendors and explain the process.  

· Robin Bourne:  Follow up with joining council, fairly significant customer.

· Sherry Stauffer:  Are you involved with the commodity council overall group?  Do you give them guidance?

· Floyd Groce:  We are considered an initiative for strategic sourcing of software in DOD.  

Presentation by David Cheplick, Department of Veteran Affairs

· VA- CIO’s Office.

· Current approach, view of GSA.

· VA has been undergoing a reorganization related to acquisition.

· October- decision was made to move acquisition to the Austin Automation Center.

· Put issues specific to CIO’s initiatives.

· Has been hard to accomplish business that has been done.

· IT Acquisition office called “Center of Excellence.”

· Bring new set of Acquisition Officers on board.

· Take advantage of all contracts in marketplace.

· GSA, Peaches, socioeconomic interested contracts.

· 28% acquisition through socioeconomic vehicles.

· Responsible for achievements at different levels for socioeconomic contracts.

· You will see VA using a tiered approach.  First--Own contracts, GITS, Peaches.  Second— Socioeconomic requirements- what is available.  Third—GSA Contracts.

· We want our C.O.’s to buy off these already made contracts.

· Fair competition evaluations—make us advertise when, where, and how we are going to make acquisitions.

· Give them (businesses) an opportunity to hear what we are going to be doing.

· Intent is to get information out.

· Broadcast approach.

· Incumbent upon vendors to respond.

· We want to move acquisition through our office 75% of the time within 45 days—max of 60 days.  

· Acquisition requests have to be in “IT tracker” so CIO can review in 5 days for Enterprise Architecture and other programs, then 5 days more.

· Then 45-60 days.

· If the procurement is over $5m, there is a ‘business review’ at the VA of the procurement.

· This is to make sure that the acquisition meets all regulations.

· IDIQ- 70% of contracts completed in 30 days.  60 days max.  

· For open market contracts- 75% of contracts completed in 90 days, 150 days max.

· Paul Pitera:  What do these days include?

· David Cheplick:  Solicitation to award.

· Michael Del Colle:  Do you use RFIs aggressively?

· David Cheplick:  Interesting question.  Departments were doing own market research.  Austin wants to do market research.  RFIs are not very prevalent right now.  Peaches is large, may find in VHA.  May remain in VHA, stay tuned.

· Targets CIO has for use of Austin:  $100-150m

· Fees- 2% for contracts that are going to use GSA, 3% for making own contract.  If the metrics are met, Austin will back off by 75%--pretty cheap internal charge.

· Michael Del Colle:  Same fee Austin is using externally?

· David Cheplick:  Yes.  The FBI is using Austin.

· Paul Woolverton:  Same on Peaches or GETS?

· David Cheplick:  Yes, I think.

· Michael Del Colle:  No project management?

· David Cheplick:  Correct, just acquisition.

· Paul Woolverton:  Is this program for all regions?

· David Cheplick:  Right now just for CIO, will wait and see for where else.

· VA intends to use Networx for telecom when awarded.  Certainly will replace for FTS 2001 contract—approximately $60m.

· I intend to push other offices to include any other network services—am looking at cellular services.

· Telecommunications support system.

· Begin to rationalize how business is done throughout the VA.

· CIO would like to get a better handle on this.

·  Peaches has served VA well.  CIO is not happy that it has been used as a ‘pass through’.

· Will see what Peaches 3 looks like.

· Services – GITS or other GSA services.

· GSA contracts serve well when we need them.

· We have a large staff and have been relatively satisfied.  How will align regions and nationwide parts?

· Contracts need to support how we run our agency.

· Michael Del Colle:  At $5m threshold- what is the timeframe?

· David Cheplick:  Exceeds $5m- business review- no timeframe.  No metrics to measure.

· Deborah Lague:  Have you considered Schedule 70 for wireless services?

· Vendors are talking about this.  Wireless has sprouted up with a life of its own.  

· Is a growing factor at a growing rate.  

· If we don’t tackle it, it will become an unmanaged expenditure.

· GSA may be part of the solution.

· Paul Pitera:  Are you participating in strategic sourcing?

· David Cheplick:  Can’t speak for acquisition department- I would expect that we are participating.

· Michael Del Colle:  Any talk about EVMS?

· David Cheplick:  Don’t apply where not appropriate.  My office is trying to give EVMS on projects.  In early stages of doing this.  What is the balance on where we are going to use EVMS?

· Kitty Klaus:  How are outside agencies viewing GSA today?

· David Cheplick:  GSA has a responsibility to get in step with what other agencies are doing and with what their requirements are.

· Need to allow to take quick changeover of technologies.

· Networx will be a testament to what GSA can do.  Hopefully in 2007.  

· GSA reorganization is a necessary step.

· Always a challenge between regions and the national level.

· Hopefully leadership will step up.

· Tumultuous change of leadership.

· I hope GSA does its job—government needs an agency with an across the board devotion to contracting.

· We have a disconnect between our CAO and CIO.

· Paul Woolverton:  Will C.O.’s get support to be a more intelligent purchaser of IT?  Will Austin support?

· David Cheplick:  Telestrategies.  Colleague’s most enlightening moment is using EA first.  Don’t build first.  No reason VA can’t get there.  NASA does it.  Deliver healthcare as close to the patient level as possible, everything will follow.

· Some VSNs are building good tech strategies of the future.  I don’t know if it will happen.  VA reorganization is a deciding factor.  

· If you’ve been to one VA, you’ve been to one VA.

· Contact information:  David Cheplick, Office of IT Operations, Director, Telecommunications Operations Management, Office of CIO, david.cheplick@va.gov, 202-273-9469.

Open Session

1. EPA

2. Make comment to GSAM re: EPA.

3. Quickmod- audit.

Presentation by Jeff Koses (continued)

1. If Quickmod- no cap.

2. Linda Rodden:  EPA clause should be taken off across the board.

3. Ron Segal:  Basis of negotiation should vary with market.

4. Jeff Koses:  Long way from taking EPA clause out.

5. Ron Segal:  Loophole exists.

6. Linda Rodden:  If no abuse in Quickmod, apply across board.

7. Deborah Lague:  Audit of Quickmod due in March.

8. Jeff Koses:  I want audit report not to say close Quickmod.

9. EPA clause needs to be discussed at FC level.

10. Michael Del Colle:  GSA can’t keep putting things off.

11. Jeff Koses:  Do we have inconsistent application of a clause?

12. Council:  Yes!

13. Deborah Lague:  EPA says 10% per year for the marketplace.  Should be revised.

14. Robin Bourne:  Range of opinion between C.O.’s.

15. Sheryl McCurnin:  Does this need to be updated (EPA white paper)?  Will send out to whole council before getting to Jeff.

16. Ron Segal:  When do I use FSS, not FAS?

17. Jeff Koses:  Use FSS until abolished by order.

18. Sheryl McCurnin:  Advantage needs to update designated countries list.  

19. Send email to Deborah Lague concerning this issue.  Deborah.Lague@gsa.gov
20. Mass mods still overwrite basic negotiating.  Decline mod, go to C.O.

21. Any extenuating circumstances requiring post award audits?

a. Not that I am aware of.

b. Robin Bourne:  Case by case basis.

22. Michael Del Colle:  Staffing shortfalls for renewals.  

23. Jeff Koses:  We are looking at beefing up Schedules with 1102’s.  FTS has less C.O.’s than you think.  Not predominant occupation in FTS.

24. Patricia Pierson:  100 new offers per month.  Workload increasing, currently 50-60 C.O.’s.  Lost 15 during reorganization.  Workload has grown for C.O.

25. Jeff Koses:  40% of contractors do not have sales.

26. Michael Del Colle: More discipline to adding to Schedule?  

27. Patricia Pierson:  Raising bar will help.  Still huge workload.

28. Ray Moehler:  Data?

29. GWACs collect a lot of info.  This gives us a lot of marketing leverage.

Open Session/Administrative

1. Currently, Schedules silent on EVMS.  Done at task order level.

a. Nothing specific in Schedule.

2. New members- will need people to step down but can still participate on committee level.  

a. If no volunteers, we will have to randomly select departures.

3. Will be IGC dinner at expo,

4. Requests for next meeting

a. Attendance/briefing by Roger Waldron or Emily Murphy.

b. Contact Govworks rep. to join council.

c. More time on TAA.

