I. Opening/Introduction to September 9, 2004 ITIGC meeting
II. GSA Update

a. Darlena McKnew
i. Agenda Overview
ii. Re-Org.

iii. “Get It Right”

iv. Expo

1. Applications available ≈November 1st 

2. Center has set up a “waiting list for companies wanting to receive in the mail applications to specific points of contact as soon as they are made available. [David Orcutt is POC]
v. Events

b. Patricia Pierson

i. Re-Org. overview

1. Expected to help improve performance

2. Roy will stay until the re-org is complete

3. 2 new division directors

a. 1 for an acquisition division

b. 1 for new acquisition support division

i. Several liaisons

c. Vacancy announcements being prepared

d. Branch Chief structure 

i. Provide better structure

ii. Improve processes and response time 

e. Ed Naro – Has there been an up tick in queries on scope or areas of the new division?
i. Debbie Lague – Yes, both internal and external
ii. Robin Bourne – Up and coming issues and current issues --- we are looking at how to better track these

iii. Bruce Leinster – Looking across the board? --- Yes 

III. Office of Marketing [FM] Presentation

a. Geoff Gilpin

i. Brought members of Office of Marketing leadership

ii. Current focus

1. Last 2 years have trying to re-org. office to re-focus on customer

2. Two goals
a. Schedule message and getting that out

b. Doing a better job at getting customer feedback and refining resources
iii. There’s part of the organization that is 200

1. “Field Officers” that call of Federal customers(80); called Customer Service Directors- CSDs

2. 120 staff who support customer

a. Give training/service

b. Facilitate order taking/process flow

iv. Human Capital Strategy Focus on CSD network
1. Know the customer better

2. Appropriate resources allocated for obtaining feedback

3. Build training programs for CSDs

4. Addressing customers’ needs:  know how people buy and address them appropriately (DoD vs. Civilian)
5. “greater focus on customer, refining resources, addressing marketplace, feeding information back into organization, predicting what agencies might need, using key customer groups to establish trends”

v. Spearhead concept process for more structure for inputs

1. Develop timely marketing plans

a. Secure funding/allocation

b. Tool to guide Centers

c. Guide communication/events to maximize value for the taxpayer dollars

d. Solicit concrete data

e. Are we targeting the right audience?

b. George Price

i. Get It Right

ii. 5 Objectives

1. Communicate Get It Right (internal and external campaign)
a. Not going to blame on vendors

b. It’s here to stay, very strong campaign
c. Re-affirms emphasis

d. Communication of strategy is enterprisewide

e. Lead is David Drabkin’s office

f. FM to take lead for FSS & FTS

g. Talk to GSA associates-much is internally focused
i. Big job/responsibility
ii. Integrity/Honesty in following the rules

h. External Campaign

i. Focus On Federal market

ii. Joint responsibility for all agencies/vendors
iii. Advertisements promoting existence/meaning of program:  a lot of advertisements planned for Sep. and Oct.
iv. Arming field employees with presentations

v. MAS owner’s manual updated
vi. Sch. 70/GWACs treated as one

vii. Markets targeted with message stressing online tools/resources & training

1. DC specific

2. 10 DoD markets [57 bases]

3. Attention and ads online, print, national media, vertical media

4. training for e-tools

i. Bruce Leinster – with SARA – the Center for Services Excellence --- what extent is GSA playing?
i. Roger – everything is directed to Drabkin’s office; FSS hasn’t taken a role

ii. CAO’s office is involved in that

j. Darlena --- role out to Regions and CSDs: what about the Center’s?
i. George – new document/kit will be available for everyone is coming – will direct people to a training site (working with the CIO’s office)

ii. Bruce – available to industry? – Yes, will make available, we won’t produce anything that industry can’t see.
c. Pam Mimes (for Kathy Carson)
i. Three studies

1. IT Market Study- from customer perspective and from organizational perspective
a. Internal and external issues – target/growth in IT world

b. Looking at industry data- INPUT and FSI, using several sources to confirm validity of data

c. Findings discussed at next meeting

2. Federal Procurement Data System (FPDS) Study

a. Delivery

i. Identify data integrity

1. Match NAICS codes with Contract numbers to see if customers had what being bought

2. Scope – 84% of the time customers are getting it right

3. Develop method to address/identify addressable work

a. NAICS code can apply to several schedules

b. Study can’t identify addressable work ; therefore we need to approach market like the customer does and attempt to identify method to target the customer
3. New Emerging Trend Study

a. Focus:  5 years into the future projection and what will affect us and what changes are coming

ii. Conversations

1. Tom – What are you looking to get out of the IT Study?

a. Looking at the Industry through several reports used as resources

i. Focus on what the industry faces

ii. Internally – FTS audits show ↓ of FTS use, which means ↓ schedule 70 use

2. Bruce – Appropriation/Authority bill? To see impact/growth?

a. Depending on the bill? – Included in the study

3. Robin – What FTS vehicles were studied?  Networx?  GWACs?
a. IT Solutions and Network Services

b. Data mining for industry to find customers? – Yes

4. Geoff – was the way to buy or how studied?
a. Both and how to meet procurement requirements; and how we are intertwined with issues

5. Kitty – Are you looking at where we are going (how/if GSA is used)?
a. Several interviews with high level people

b. Robin – Using INPUT data?  Check validity; we ran into a problem with Cooperative Purchasing information that they published that wasn’t correct
6. Ed – We are happy GSA wants to look at how the customer views things
IV. Policy Presentation

a. Roger Waldron - Scope
i. Ed – FSI breakfast – may be useful to address message
ii. Roger – Fundamental issue: if what you offer is in the scope of your contract, if not in the scope it’s a commercial item

iii. Big picture Overview – Get It Right

1. Integrated effort:  “shared responsibility”
2. Make sure culture tries to get it right in contracting efforts to get best value

3. Elements

a. FAR case updating ordering procedures

i. Goal to get ordering procedures into the FAR

1. Issued June 18th
2. Put in the FAR as effective July 19th 

ii. Love to hear feedback on the rule, in writing

b. Contracts online

i. Always going that direction

ii. Industry companies terms and conditions up online
1. Privacy/FOIA:  if T’s and C’s are in pricelist, isn’t it available from FOIA?—still looking into it.
iii. High priority

iv. Done in phases

v. Questions regarding process

vi. Want to work into plans

vii. Robin – generally in the price list?

1. Roger – talking to our lawyers about what’s available 

2. Question is who will be able to see what?

a. Pricing practices 

c. Gathering Info.

i. Finishing self-compliant survey

1. Customer knowledge of services and A & E, Brooks Act
2. Done in July [Gov’t.-wide]

a. Last year: 450 responses

b. This year: over 800 responses

c. DoD is biggest respondent

3. Final report due next week

a. Trying to improve training

b. Focus on specific agencies

ii. Initiative: GSA reviews agency files on cooperating with agencies for lessons learned to target/clarify training

1. Not done by the IG- we are here to help you
2. Want to identify strengths, weaknesses, etc.

d. Governmentwide Training

i. FSS Center of Acquisition for Excellence

ii. Opened up courses online to industry and public

iii. Website courses:  fsstraining.fss.gsa.gov
1. 4200 started

2. 1600 completed 4 courses

a. Cooperative Purchasing

b. How to use the schedules program

c. How to prepare a quality offer

d. Internal Personnel training

3. A few agencies are making training mandatory

iv. Classroom setting

1. Customer course on how to use a schedule

2. Over 1000 have been trained

v. Trying to get Owner’s Manual online

vi. Develop self-assessment tool

1. Can go online

2. How to educate

3. Questions focused to figure out how to better reach/address issues

vii. Updated FAQs-will be online
viii. Slide presentation that updates changes

e. Working with DoD

i. Meets requirements with Dee Lee’s Office

ii. Partners with DAU

1. Performance-Based online

b. Jeff Koses

i. Get it Right is broad
ii. Zero defect tolerance working direction

iii. Weekly calls internally within GSA

iv. Quarterly updating solicitation:  make visible to government customers that you have/have not signed current refresh

v. What does it mean to contractors?

1. 8 overall initiatives, 2 for contractors

a. Contracts Online

i. Phased process to full visibility

ii. Nov. `05 target date

iii. Nov. `04 date first target

1. Make T’s and C’s visible [FAR/GSAR/FSS clauses]

iv. Get all IT contracts up to date to Refresh 14

v. Presently there are 42 different Schedules and CPAS

vi. Need to get process in place to keep current T’s and C’s:  customers don’t know what they are
vii. Mass mods

viii. Template to draw all to current

1. Then posted on e-Library [vendor support center]

ix. Can expect periodic notices from ACO’s, probably 4 times a year

x. Phase 1:  Getting everyone current

xi. Phase 2:  Get it Right with contractor report card

b. Contractor Report Card [generally occurs twice in contract cycle]
i. Between Years 2-3 of contract
ii. 6-9 months before the end of the five year period

1. 15% Doing very well

2. 80% doing well

3. Only 5% have multiple problems, 85% of those did not have options exercised

iii. As part of Contracts online: Do we post report card results?

1. 23 elements: may add new ones

2. TAA added to report cards- compliance

3. Bruce- VARs putting noncompliant products on Schedule, there is a presumption that all contractors have the same t’s and c’s
4. Roger- software agreements are sometimes different, yes.

a. New question on scope

i. Polling sampling of SOWs

ii. Conducted by IOAs [COTRs]

iii. 1st set of scope reviews done in August

iv. problems with use of MOBIS

iv. 3rd addition to Report Performance

1. Record performance on Subcontracting plan

a. What GSA expects from you:  how accountable

b. Not becoming the procurement police

c. You have responsibility to use contract appropriately

d. Do we have to many Schedules?  

2. FCI delegated to ACOs

a. ACO contact vendors

b. Ask to fill out online

vi. Scope Reviews
1. What GSA expects

2. Shared responsibility

3. How far/deep is accountability

4. Not looking for vendor to become police

a. Vendors do have responsibility to ensure proper use, but how?

i. Know/understand contract scope

ii. Know rules and limitations

iii. Have internal process in place

iv. Educate sales force, business development, etc.

v. What’s area of play [scope]

vi. Recognize that not all revenue is good revenue

1. Can notify agency via letter

2. Add product/services

3. teaming arrangements

vii. Your responsibility if someone places an order with you is to tell them the work is not in the scope of the contract.

vii. Robin – What’s happening with ODC’s, esp. GWACs

1. Bruce – can we define

2. Roger – Working on Acquisition letter for internal guidance to better define and categorize

a. Whether ancillary

b. Acquired at cost

c. How are they defined?

3. Roger – Sent letter to IG/CIO’s office and Centers

a. Reconcile and develop\ guidance

b. FAR case opened to include ODCs

i. Bruce – To enable to include in IT buys?

ii. Roger – Don’t know yet; wants to develop clear apth; get handle on purpose of FAR case

iii. Robin – wants to see treated as _____

iv. Roger – SARA gives authority for time and mat./labor hours to allow for commercial items; plan of notice of intent coming

4. Robin – On FAR case, why limit to 8.4 when GWACs, issue not to be dealt with in isolation
5. Roger – case by case basis – if not commercial items contract

6. Jeff – Knowing FAR case is open = greater level of attention

a. ODC = non-schedule items = open market items

b. Need to be careful how ODC’s are used

i. People using to get special product, not purpose of line item

c. Sheryl – If Agency wants hardware and majority is non-TAA [memory] with PC – rules say they have to compete if over $2500 – nothing says a % value

i. States 8.4 has to be followed – application of procurement regulations

ii. When you have an opportunity – CO says all GSA or not; do not want that situation

iii. Follow applicable regs for open market items

d. ODCs not ok as 90% of contract

i. Sheryl-  no %?

ii. Roger- open market items following applicable procurement rules –no % question

e. When ODCs are used to get products using Schedules just to get something fast when you don’t really need the service, ODC is a line item to support a service

f. For large business open market-has to be given to small business under 100K

viii. Jeff – One invoice/one payment:  teaming:  expo presentation, Steps for Success
1. Shared objectives of GSA/Industry/Customer

a. Hard to get “team lead” to submit one invoice for payment

b. Legal authority for payment

2. Info. on website used to say why we don’t have legal authority

3. Nothing in regulations against single invoice, single payment.  Pay team lead who pays rest of team.  Everyone is a prime so everyone can file a claim with the government.

4. New FAR case opened for single payment

5. Concerns:  Will team lead pay?  Consequences if they don’t?

6. Mary- Classified 3 different ways on different Schedules under small business sizes, agency can specify which Schedule for socio credit.  Answer—we are aware and will work on the issue.

7. Ron – Update on status of small business rule:  lots of buzz on the hill
8. Is it ok to team IT and MOBIS?  Yes, as long as both are used properly.

9. Good relationships/turn down bad business

V. e-Systems Update [e-Tools Committee] Given by Nancy Goode
a. Recent and Future releases

i. Advantage categorization was introduced in August
1. Automated tool

2. Using UN classification

3. call Advantage helpdesk for problems/mis-classification [haven’t received many calls yet]

ii. Virtual Stores

1. Help set up

2. Done for VA and USDA

iii. e-Buy

1. New release in Aug.

2. Single login for multiple contracts and multiple POCs

iv. e-Mods

1. All schedules-Available in July

2. Slow to take off

3. Requirements digital certificate

4. Website describe how to get certificate-takes 2 weeks
v. Receipts for online tracking – time stamps

vi. e-Catalog (SIP)
1. What we should do with it

2. Will do focus groups

3. Developing a business case for what we should do

vii. Solicitation writing system

1. Developing a writing requirement

2. Developing electronically, post on FedBizOpps, roll out e-offers

viii. Conversation

1. Ed – last week issue with e-Buy – customer was advised to post under Corp., but all who had capability to perform not put up for view with non-Corp. schedule holders
a. Need to build crosswalk back, but can’t give a timeline to fix it right now

2. Sheryl – the software tool?  The ability to pull down an order

a. Be able to use with a single login and download purchase order and email out? -  there’s not an automated way to know, etc.; force to use program but it doesn’t work

b. Be able to upload status – causing a large funding issue

i. Company has an e-commerce dept. that is responsible for this already, and internally hard to change process

c. Nancy – will check with her people on all of the above

VI. Industry Update

a. Slides reviewed came from a presentation given to the Fairfax Chamber of Commerce on Get It Right

b. Fundamental change with how GSA does business – GSA will supervise

c. FTS restructure CSC’s to provide

i. Better/Accurate use of schedules/GWACs

ii. Multi-discipline teams for assisted procurement

iii. Ask “why” to fix problems

iv. Program “insight”

d. DoD

i. More supervision and reviews for Services Acquisition

ii. Processes taking longer during implementation

iii. Rules follow money [sect. 801, 2002] regarding color of the year – affects General and IT funds, David Drabkin said “don’t worry about Clinger Cohen for this year”  Will change next year?
1. Region 6 is not taking any new business

2. NCR is taking 90 days and it is not expected by customers

3. While they are getting the pieces to unfold it is hard to explain to customers, no management of expectations

4. Regulatory language, NAVSEA won’t use Schedules without a 3 star.  They think this means you can’t use Schedules or GWACs.  

5. Grace- Will FY04 $ moved to IT fund still be FY04 $?  We will see!

iv. 803 determines that each of the CSCs will not have the same problem caused by systemic failure, DoD can’t send them work unless CSC is certified.  

1. trying to move to 180 days after enactment

v. 815- FTS needs to shut down unless they charge less than or equal to 1%

1. Suggested to Sandy Bates that they make a canned pricing analysis accounting breakdown for each region.  Changes will be rolling out at the end of the FY.

e. Customers are confused

i. Difference between assisted and direct order- direct bill not understood.

ii. Do not understand Get it Right campaign

iii. Schedule has not been declared an outside vehicle.

iv. Trying to get industry to relay info to customers

v. Office of Marketing still doesn’t know where it is going.

vi. Robin-Doesn’t Dee Lee acknowledge the burden doesn’t completely fall on industry?  Ed-  industry still has some responsibility

f. Scope

i. Compliance added to scorecard

ii. “Real Abuse” vs. “Gray Area”

iii. Roger-Scope issue not meant to be a “gotcha”, goal of campaign is to do it better, smarter, we want to provide training, assistance, abuse will occur, the idea of the program is not to attack contractors.  It is a work in progress.
g. Converging issues causing chilling process – January

h. Conversation

i. Roger – please give feedback on scope in writing

ii. Sheryl- Don’t want to turn away opportunity but want to suggest different scope

1. Robin- notify association

2. Ed- CO decides scope

3. Paul W-terrible time going back to CO

4. Robin- help contracting community not to get debarred

5. Roger-  We need to address these issues of companies doing work outside scope of contract.  There are subtleties in dealing with COs.  Articulate concerns to Roger.

iii. Mary – Do you think in the future BPAs are going to fall apart because of scope?

1. Ed – resides at the task order level, scope will be measure there

iv. Roger – Schedules overlap, but scope need to reside on that schedule, by rules they have to always be in scope
v. Tony- e-buy takes relationship away

vi. Roger- what would you feel comfortable raising to the CO?  Schedules try to create a marketplace for dialogue.

vii. Ed- Dee Lee asked at meeting –who will you call when you see out scope?  Protest is not where we want to go.  
viii. Kitty- COs want to learn.  They enjoy learning from mistakes.

ix. Tom- More responsibility on contractor to second guess COs

x. Ron- no way for us to know every rule and reg-if its egregious, we will know.  We aren’t accountable for more than that.

xi. Ed-  The IT Center needs to ramp up internal understanding.  

VII. Cooperative Purchasing Committee

a. Glenn Baer & Bruce Leinster have been out to mtgs.

b. Effective Oct. 2005 – Maryland has no limit for buying IT [250K disappeared]

c. States concerned about small businesses, competitiveness determination, but receptive to program

d. Perhaps leverage schedules with DHS funds on local level

e. Met with Tom Davis’ office

f. Trying to meet with Fairfax county, etc.
i. Virginia counties autonomous? (Robin)

1. Not sure, possibly semi-autonomous

g. Informal outreach from Council members regarding experiences with cooperative purchasing

i. Want to develop profile to better understand issues with vendors & local
1. Trade agreements issues

a. One public sector pricing

b. Barriers to success

2. Reporting

a. Differentiate GSA sales to Federal vs. state

b. Some companies not participation

3. At state/local

a. Policy & lack of education

h. Goals

i. Mtgs. With state/local level

ii. Work on messaging with training committee

iii. Engage NIGP – Nick Economou agreed to participate 
iv. Database feedback

i. Robin – Pockets of local interest at state level at the NCMA conference

j. Cheryl – Higher ed. picking up [Troy State]

k. Seems to be autonomous [higher ed.]

VIII. Teaming/Subcontracting Committee  
a. Did not meet during this quarter

b. All concerns have been quelled

c. DCAA still confused

i. Robin-  can you tackle that?  Can teaming committee tackle this issue?

d. Good initial meeting with GSA officials, Jeff Koses

i. Wanted to change the FAQs, and that happened

e. Ed – might want to recognize Jeff Koses and how sensitive he was to groups message

i. Kitty – possible nomination to the Coalition [EIP – Nov. 7th]

f. Would like Dee Lee at next meeting.

IX. Training Committee

a. See handout

b. Had 3 meetings

c. Goals

i. “Steps”

1. Handed out publication to 500-700 vendors at Expo

2. Marydel Kemp from GSA who puts together pub. Said we could enter articles for each publication.

3. Place in newsletter

X. “Real-Time Issues”

a. GSA Preferred [brought up by ARINC]

i. Next generation replacement for ITSS/3GS
ii. Had first meeting with Industry in Dec. 2003

iii. Tracking/funding/mods in system 

1. DoD could do spend analysis

iv. System access/use not thought out very well

1. Wanted to use off-the-shelf, like SAP

v. Implementation in Region 3 and 8

1. Ghost copy made and migrated for Region 2

a. Info. was lost in ether

b. Days-of-sale-outstanding couldn’t be obtained

c. Backlog of 1200 invoices

i. Found out large companies hadn’t been migrated

ii. Wrong contract holders info. went out

vi. Sources sought on e-Buy don’t fulfill 803 requirements

b. FTS Contracted business (Kitty)
i. Deals leave CIOSP, FTS directives are too restrictive, customers are not comfortable moving within FTS.

ii. Govworks is still in good place-they are a viable place to go.  They are not impacted by and created by the act that established FTS.  Not limited to IT.

iii. Primarily in the heartland currently

iv. Due to audit results, Region 7 acting in a very restrictive manner

1. Customers are leaving the schedules program, concern

v. Auburn in Region 10 is getting it right:  they put out good teaming language
c. Networx overlap (Robin)

i. Separate telecom out of Accenture study

ii. Add voice telecom to Schedules.

iii. ARINC, SAIC, Northrop Grumman to meet for Networx discussion

d. EPA clause  [Sheryl]
i. Price is based on the market

ii. Clause only allows for changes three times per year no to exceed 10% for the year after product has been around for one year, and you have to fight to get that; this is a self-policing entity 

1. What’s the reason for this?

2. Towards services, not products?
3. If services, can we pull the language from the solicitation?

iii. Currently, customer/sales people get upset because if product takes off the price changes, exceeding clause requirements and companies are forced to take product off of the schedule.

iv. Ron – Originally in IT prices went in one direction, now the converse happens

v. Ed – Can we do a market study survey to change current policy?

vi. Robin – Make a case that the old approach was reasonable – deal with on a case by case basis

vii. Cheryl – regular basis for occurrence of removal

viii. Ed -  for the next meeting let’s make a case to recommend a change to this policy [Participants: Sheryl, Ron, Tony, Paul?]  Sheryl’s new contact info.: 703-621-8241, email still the same

1. Involve Pat Conley from Policy as soon as possible in discussion

e. TAA clause (Peter)
i. Revenues would go up

ii. Legislation is in draft mode

iii. Ed – ITAA need to be engaged, who work on the Hill about issues

iv. Could fit in the context of supporting war

XI. Wrap Up

a. Next Meeting’s Agenda
i. Meeting to be possibly held first week in December

ii. Possibly held in Annapolis at ARINC

iii. Agenda items

1. Teaming committee report on DCAA

2. Someone from SBA to discuss NAICS codes and how they apply- possible Gary Jackson

3. GSA Update

4. Dee Lee

5. One year committee recommendations and summary

a. Each committee will include one slide with recommendations to make report

6. Attendance from Office of Marketing and report back on findings of study

b. Positive Points/Changes

i. Positive

1. Center leadership was present all day:  issues are really being heard
2. GSA participation has been great at this meeting

3. Nice that agenda is fluid and flexible, not tied down

ii. Changes

1. Air conditioning

2. More customer particitipation

3. Maybe have a mtg. out of town, possible ARINC in Annapolis

c. Attendance
i. Bruce Leinster

ii. Kitty Klaus

iii. Sheryl McCurnin
iv. Mary Taylor Griffith
v. Ron Segal
vi. Glenn Baer

vii. Tony Matthews

viii. Tom DeWitt

ix. Peter Schwartz

x. Paul Woolverton

xi. Grace Dittmar

xii. Ed Naro

xiii. Patrick Flynn (ARINC)

xiv. Roy Chisholm

xv. Patricia Pierson

xvi. Robin Bourne

xvii. Darlena McKnew

xviii. Lindsay Levine

xix. Debbie Lague

xx. David Orcutt

xxi. Tricia Reed

xxii. Shannon Wheeler

xxiii. Roger Waldron [Policy]

xxiv. Jeff Koses [Policy]

xxv. Geoff Gilpin [Office of Marketing]

xxvi. George Price [Office of Marketing]
xxvii. Pam Mimes [Office of Marketing]

xxviii. Nancy Goode [Systems]

xxix. Keonia Cobbins (Systems)

xxx. Jeff Manthos [Services Acquisition Center]
