ITIGC NOTES
November 2006 Meeting
Pat Brooks- Introduction and GSA Update
· Reorganization

· Reorganization was signed and IT Center is officially reporting to John Johnson

· Internal Reorganization will continue to take place

· 30 Day challenge-pathways to success requirement to new sessions Dec 5/Jan 11
· Vendors must take and pass this course prior to participating in 30 day challenge

· HPDS-12

· No delay in getting HSPD awards done

· HSPD-12 Agencies expanding requirements since 10/27/06

· Suggestion that those with seat and labor categories are being asked 2nd time for past performance –vendors say GSA is asking for same things twice

· (P.B)- No delays in getting awards out –trigger teams still in effect reinforce clarification

· Agencies are going to be purchasing HSPD so it is in the vendors best interest to get it on schedule
· Software Maintenance

· Calls from agencies that vendors are not providing maintenance the way it is expected

· Services for maintenance are not the same as subscription services
· Software maintenance should be included in the price of subscription services
· GSA Position- we cannot pre-pay for it with current statutes and requirements since maintenance must not be comparable with to subscription

· Vendor can bill on a monthly basis but we cannot allow upfront payment

· To small businesses-   Under FAR you can do subscription of advance payment
· Gen Council position is maintenance is not subscription Service

· Commercial World- if it is prepaid cost goes up schedule revenue goes up

· (P.B.) –submit to General council for Jan/Fen meeting
· Fiscal year reporting

· Year end numbers are reported in October immediately following end of fiscal year, b/c of this, the fiscal year figures are  do not include the current years last quarters but does include the 4th quarter from the prior fiscal year.  In otherwords, the reporting lags 1 quarter.
· Consistency of contracts

· Stabilize contracts-current contracts to have negotiated T&C. Will GSA honor negotiate T&Cs? GSA locate @ mode-when options arise negotiate at audit time
· PB – Do not see getting everyone to a set of “vanilla” or exactly the same T&Cs, but we would like to be aware of the T&Cs that are different.

· No current initiation to make everything vanilla
· When vendor get solicitation refresh-if you accept overrides pre-negotiated T&Cs.

· Current suggestion is do not accept electronic refresh changes

· After rejecting online modification, go to CO and refresh contract but ask for exception stating that this refresh does not change the previously negotiated exceptions to the solicitation
· Vendors need to understand variances in contract to be able to explain to customers
· Consolidated scheduled –it is not being updates on the same timeframe

· Expo booth sign up November 15th
· Expo UPDATE:  Expo booth space sold out in 3 hours!

· No complaints in regards to online registration system.  Application process went smoothly

· MC-2 has processed most of the applications, and is assigning booths, calling the company if their choices are gone by the time their number is up. 

· MC-2 is working to keep on schedule and complete the notification to your vendors, yeah or nay, within the designated 30 days; Friday December 15th. If your vendors have not heard by then, please let me know. 
· ITIGC Turnover

· Membership-application closed, members chosen.  

· Next meeting membership ceremony in February

·  9 new members chosen and accepted

	Company Name
	Representative names

	General Dynamics Information Technology
	Skip Derick

	Booz Allen Hamilton
	Bill Hilsman

	DLT Solutions, Inc.
	Craig Adler

	LMI
	Sean Allan

	AEEC, LC
	Raj Patil

	Video and Telecommunications Inc
	Peter Bianchetta

	Knowledge Consulting Group, Inc
	Maryann Hirsch

	Environmental Systems Research Institute Inc
	Jason Brouillette

	WOOD Consulting Services, Inc
	Dr. Margaret W. Wood


Industry Update – notes in addition to Industry update 
· Subcontracting and EPA clause

· Can IT Center put out guidance to IG

· Sub-K discount to GSA vendor in conjunction  with RFQ response to Government customer can trigger price reduction

· Spot pricing allows pricing to drop so that it will not trigger price reduction for total contract but instead lower price only for individual tasks

· In this case, the end user is the Government, so why does it trigger the clause

· If this is the case it will make it more expensive for the Government b/c prime’s will be less likely to sub-contract

· PR response:  Privity of contract in prime/sub relationship lies with the prime.  Prime/sub relationship is considered commercial customer relationship b/c Privity of contract with the government is only with the prime and therefore if sub-k offers discount or GSA pricing it can trigger price reduction clause depending on what the price reduction clause negotiations were predicated on in the GSA contract.
· Marty alluded to a blended rate, prepaid rule entailed by DCAA

· Peter Levine will have negative effect on using sub contractors making vendors less competitive 

· T&M rule-Congress/DOD recommended limited use
· “Non Economy Act Orders”
· Establishes framework to deal with orders process through acquisition services fund

· DOD lead initiative

· New small business news

· New release on final rule published in the Federal Register 

· Small businesses must recertify after 5 years of long term contract or anytime business is bought, acquired, or merged with another business

· Waiver, non-manufacturer rule (brand specific issue)
· No waiver for using only large manufacturers to supply computers

· IFF and IOA issue

· Contractors are being asked to pay IFF where schedules are not being used

· Burden of proof on the vendor to prove beyond a doubt that every government sale of products and services that they have on schedule is NOT a GSA sale.  If vendor does not have specific documentation stating otherwise then it is considered a GSA sale and vendor must pay IFF 

· Problem at both Federal and state and local level
Subcommittee reports

Teaming/Subcontracting

· Need to work on education

· Open Market-Do IFF fees apply?

· Subcontracting at task order level is being considered an ODC and being billed at Prime contract rates, does this make subs open market purchases (limited in most cases to $2500)
· This ODC issue affects IFF reporting and creates questions

· If a subcontractor sells to prime then that sale is considered a commercial sale even though it is for a gov’t contract
E-tools

· COs are rejecting modifications submitted electronically right before performance measure date, to avoid having modifications open too long.  They then require vendors to resubmit.
· Solution:  Can rejections be captured in e-Mods

· In teaming relationships government customer loses SB credits when using different schedule numbers
· FPDS is not showing sales when two contract numbers are used 

Policy Issues/Quick Wins

· EPA
· GSA contracts need to follow commercial practices if vendors are offering commercial products and services
· Customers suffer when arbitrary rules force changes in vendor commercial practices when selling to the government
· The market sets a competitive tone 
· TAA
· We live and work in a global environment 
· GSA needs to catch up with this universal world especially when offering commercial products and services
· TAA recommendations made every year to exempt commercial products and soon services will be an issue too.  
FEDBID Presentation
· Business Profile

· Sixth year in business

· $300M in commodities and simple services in FY’ 06

· Projected $1B in FY ‘07

· Buyer sets terms of requirement and FedBid does not process payments on behalf of customer

· Charges customers 1-3% for services

· Any vendors can see the opportunity for free

· Opportunity can be fed into FedBizOpps and then in the opportunity it directs you back to FedBid.

· FAS region 4 and 6 are using FedBid

· No fee if it shows no savings to customer

· Average purchase under $100K

· System made for mostly commodity and simple service buys

· System has “time” and “cost” savings for the customer
· Cost savings vs. GSA list price
· Dept. of State: Used this system since day 1

· 70% increase of transactions but staffing has not increased

· Buyer’s responsibility to check for inconsistencies
· Sales: 35% non-GSA, 40% GSA, rest goes to GWACs

· Clear system problems

· Vendor bids raise to top bid price before necessary in bid process
· Customer ends up paying more going through this process than through conventional process or using current vendor/customer relationships  

Jeff Koses – Acquisition Management Update
· 833 Recovery 2007 Def. Authority Act: GSA to open all state and local for all schedules for disaster recovery (Only happens when president declares disaster) 
· Interim rule: rule speaks to pre-positioning-because disaster recovery starts before the disasters hit

· 833 Questions and obstacles
· What will we do to control abuse?

· How will GSA report back? (Continued Transactional Data question)
· What will the usage amount to-congress will want transactional date

· GSA had 30 days to implement as of date of meeting
· Fed gov will not guarantee payment

· Interim rule set to come out early December
· DHS must list products and services-they must/should sign off on all schedules

· Must establish new SINS (for emergency) 

· No special Sins for 1122

· Coop Purchasing: What were obstacles to sales for COOP purchasing for the last 3 years?
· 30 Day challenge
· Doan talked about this at the confirmation hearing and is at the top of her priorities

· What does this mean to existing Contractors?
· Kickoff of program is in mid January

· In order to go through express you will have to take pathway to success and receive a completion certificate
· Takes us from 120 days to 45 until eoffer can be fixed  

· Current contract stats
· 47% of offers are rejected 

· 40% of awarded contracts have no sales

· In overview of 2700 Contracts, 1500 with sales

· 270 CO2’s-20K contractor mods to 20% for 2007

· 5 Schedules (with selected SINs)are being used as test for 30 day program
· No service SINs are eligible
· 8A firms can get on schedules 7 days after getting in the 8 A program

· Please see presentation for timeline of process
· Role of IG and CO in regards to Audits (need to make this more consistent)
· 20% Test base for 30 Day challenge

Subcommittee Annual Re-evaluation
Reminder of the purpose of the Council and committees (from the Charter):

Educate.  Educate our customers, commercial partners and other GSA centers, councils and staff.

Research & Development.  Assist GSA with the development of new products and services and identify future trends in the industry.

Promote and Market Schedules.  Promote and market GSA Schedules to create new business opportunities for commercial partners and GSA. 

Best Practices.  Develop policies, processes and procedures to evaluate current business practices and business lines.  Provide recommendations, suggestions and ideas for aligning IT Center practices with commercial and government best practices.

Open Communication.  Develop a forum for open communication and feedback for customers, commercial partners, and GSA that provides a forum for representation for all parties.

Committee Operating Procedures: 
Such committees shall report their results to the Council.  Committees will operate under the same guidelines as the Information Technology Industry Government Council as established by the Information Technology Industry Government Council Charter.  In addition, each committee may establish operating procedures and roles and responsibilities for the committee members or adopt the operating procedures and roles and responsibilities of the Council.  The committee chair will communicate with the Council chair and members about the progress and status of committee projects/issues.  The committee will report recommendations to the Council and the Council will decide on the matter of forwarding recommendations to the IT Center Director.  The Council will then forward final recommendations to the IT Center Director for GSA decisions and implementation actions as deemed appropriate.

Current Subcommittees

1. Cooperative Purchasing/833

2. Training and Education

3. Teaming and Subcontracting

4. Policy issues or “quick wins”

Subcommittee action items;

· Select Council Chair who volunteered, not who is volunteered

· Get a list of other council volunteers to sit on each committee
· Write down clear objectives for each committee
· Set a committee goal for calendar year 2007 
**Subcommittee chairs and members list attached in Excel spreadsheet
Meeting wrap-up

· Expo meeting

· Prefer dinner Monday night, Meeting starting and ending earlier on Tuesday.  

· Joint session early and ending mid/late morning.

· During joint session have industry update and speakers

· Next quarterly meeting

· February  7, 2007 in Arlington, VA

Happy Holidays to everyone!  Travel safe and enjoy!

