GSA Expo 2008 - Quality Partnership Council Meeting

April 22, 2008

1:00 pm to 4:00 pm
Marriott Marquis North
Anaheim, CA
Chairperson:  Peter Dallessandro   

Welcome

· Linda Chero – Assistant Regional Administrator, Mid-Atlantic Region, U.S. General Services Administration
· James Williams – Federal Acquisition Service Commissioner, U.S. General Services Administration
· Peter Dallessandro – Chairperson, QPC
Williams expressed how GSA has a strong commitment to small businesses, and the other themes of the Expo including going green and energy efficient products.  He also said how GSA will continue its strategic partnership with DOD.  

Chero provided an overview of all the activities the Mid-Atlantic Region is working on to make the experience for federal government to work with GSA better.
Dallessandro explained how it would be difficult to cover all of the Furniture Center schedules in one meeting, therefore subcommittee meetings were held earlier in the day for some of the other schedules.  He then introduced the next presenter, Juanita Blassingame of the National Furniture Acquisition Center.   
How to Respond to a Request for Quote (RFQ)

· Juanita Blassingame, Branch Chief, Systems Furniture, National Furniture Acquisition Center, U.S. General Services Administration
Blassingame spoke about receiving RFQ responses for the National Furniture Center’s schedules.  She explained that first there must be authorized bidders or GSA contract holders for Special Item Numbers (SINs) in an RFQ issued through GSA’s e-buy.  Contractors should understand the terms and conditions of the RFQ because that becomes their contract if they are the successful vendor.  She then highlighted on the different pages of a sample RFQ and the various fill-in portions.  She also said that offers were evaluated based upon the quality of the information provided, and that it is important to indicate which items are being offered as well as which items offered are open market.  
State of the Business Line

· Jeffrey Koses, Director, Office of Acquisition Operations, U.S. General Services Administration
Koses explained that he works in Acquisition Operations of the General Supplies and Services (GSS) section of the Federal Acquisition Service (FAS).  He expressed how GSS is doing really well as a business, and that sales are up 8% for fiscal year 2008.  He also explained how there has been a great increase in workload of about 28% for contract administration.  Koses then discussed where the business line is headed.  The GSS is going to continue to grow and innovate across FAS.  Each center is challenged to offer new services, and the demands on these services will grow.  The One GSA initiative will create new opportunities as well as new service offerings.  Currently there is a national team looking at all Solicitations to make them more efficient to meet customer needs, and already 12 service Solicitations were standardized.  He then discussed performance measure items including customer satisfaction, socio-economic opportunities, and contract modifications.  But he stated that contractors should make sure their contract is current and express any new ideas to Bruce Spainhour or Jack Wise.  He concluded by saying that e-surveys were being set-up so that processes can be looked at and so that the business line can strive to improve.  
US Corps of Engineers 

· Alicia Allen- Program Manager, Corps of Engineers
Allen presented for the U.S. Army Corps of Engineering (USACE) and Support Center about installation support/furniture team.  USACE is assisting the Army with procurements and is now involved with Design Build.  USACE is looking for one stop shopping.  They support small business goals by procuring 81% of their products from small businesses.  USACE is re-looking into BPA’s for certain types of procurement.  USACE also utilizes schedules for contract furniture, etc. USACE will maintain the historical data for the Army.  USACE allows vendor marketing visits to Huntsville on Tuesday and Thursday at 1:30 pm.  Vendors are limited to two visits a year, usually manufacturers only. 
Meeting the Challenge: VHA Culture of Care Transformation

· Nancy Abell and Kim Hightower- Interior Designers, Department of Veteran Affairs

Abell and Hightower spoke on Meeting the Challenge: VHA Culture of Care Transformation.  The VA is focusing on nursing homes, which are now referred to as Community Living Centers and Mental Health Care Facilities.  The focus is turning resident centers into nurturing environments to help transform the world of elderly and veteran care.  The VA has significant increases in funding for these facilities especially due to the mental health initiative driven by veterans returning from the war.  The VA is looking for centers to feel more residential so patients can relate to them with open inviting spaces and designs varying by locale.  They need varying multifunction equipment, tables, chairs, systems furniture etc. to help create these nurturing environments for the patients.  The VA utilizes special fabrics to reduce infections and they also need quality furniture as patients may apply large amounts of pressure when standing up.  VA is looking to utilize as much as possible small disadvantaged, service disabled and veteran owned businesses.  

Navy’s Strategic Sourcing Initiatives 
· Jamey Halke- Procurement Analyst, Naval Supply Systems Command

Halke presented a detailed overview on the Navy’s Strategic Sourcing Initiatives and insight into NAVSUP’s contracting mission.  The presentation provided a background for the use of strategic sourcing including the vision and objectives of the Navy.  The vision statement is “to leverage the Department of the Navy’s (DoN) buying power to capture cost savings through a strategic sourcing initiative.”  Seventy-four BPA’s have been awarded thus far for furniture.  The Navy is in the process of collecting granular data but still need more.  FAR 8.4 answers questions on how to use BPA’s.  Halke also presented the Navy’s plan of action and the use of the DON Furniture Solution.[image: image1.png]



