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PROCEEDI NGS
(9:02 a.m)

MS. POSKANZER: Al right, I'd like to
wel cone everyone to our Pre-Quotation Conference for
the second generation of the FSSI Ofice Supplies BPA
RFQ M nane is Judy Poskanzer. |'ve been up since
four o' clock comi ng down from New York on the shuttle,
so l'll try to be very coherent.

I'd like to introduce the team we have here,
but first | absolutely would Iike to wel cone you and
gl ad that you vendors and custoners ali ke are here
with us. The team consists, and many of you will know
the teanmates from you know, working on the schedul e
and being on the schedule and dealing with them over
the course of many years, M. Bob Wodside, he's the
lead CO. W have Jeff Lau, whose project nanager
doing a lot of our data. Ed Lew w Il be here |ater
He's our CO. W have M. Jeff Koses, who everybody
knows is the programdirector of the acquisition
operations, which is the MAS, and we have anot her
illustrious speaker, M. Jack Kelly from OVB, who wil|l
be part of our agenda. And we do have, you know,
vendors here. W have comopbdity team nenbers
scattered throughout the roomas well, and |I'm gl ad

t hat everyone cane here today.
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| just want to intro this that | know |I've
heard from many of you the general conment "I wasn't
expecting this." But | want you to realize that this
has been a very coll aborative process and continues to
be so, and that's what FSSI strategic sourcing and
having a commodity teamis all about. You know, we
started last fall, the coompdity team which consists
of about 16 agencies. So all of this, fromwhat we
cone to today, is based on input and di scussions and
neetings with the custoners, the conmodity team and
of course, you the vendor community, and trying to
listen to everyone and coal escent into sonething
that's -- | know good for all because we all have
di fferent needs and desires, but trying to optinize
and make it, you know, work for as many people as
possi bl e, as many stakehol ders as possible. And you
know, it will continue to be a coll aborative,
interactive, and di scussion-rel ated process.

So we did not do this in a vacuum by any
neans, you know, there were a | ot of people over the
course of tinme. And like | said, it will continue to
evol ve. And you know, be mindful that we had a first
generation that wasn't quite as anenable to all of us,
and we took that and we tried with this process and

you know evolve it to where it is now And |ike
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said, it will continue to evol ve.

On the first page or the second page, excuse

me; you'll see the key players and who will be
talking. 1'Il be giving an intro, as |'m doi ng now,
and an overview, and then we will have M. Jack Kelly

from OVMB tal ki ng about agency participation. M. Jeff
Lau will be tal king about sone of the particul ar

i ssues that cane up and how we evolved to where we are
today, try to fit in a break there for you, and then
M. Bob Wodside will be going over the eval uation
process. And then we'll see howtining is when we hit
lunch. There is a restaurant here, just for

adm ni strative points. They have a buffet, but you
can order fromthe nenu. So when we get closer to
that -- unless we're done before noon, but we'l

obvi ously have sonme tine for that.

So as we begin -- and we'll try -- there
were a | ot of questions. Hopefully, or we may answer
many of the questions that you relayed to us,
particularly, in question form so nany of the
guestions may be answered even in the framework of our
presentation. And if they're not, you know, we will
go through questions that were sent to us as well as
open the floor for questions as well. And the bottom

lineis, is that we're still open, you know, and
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consi der things, even during this open -- you know,
open period we -- you know, and we want to hear from
you. You know, if you say this doesn't work, we need
your help as to what could nmake it better, what wll
drive costs down? So nany of you have brought up
certain points and certain questions that we wll
obviously -- we will definitely take into
consi deration because it may, you know, drive the cost
and that is paranount, you know, because we're trying
to all save the governnent noney.

Next slide.

(Slide.)

MS. POSKANZER: These are the topics that
"Il be going over today, just the kind of the
strategic sourcing process, the nore particulars that
we' ve evol ved through and will continue, you know,
post-award. The six overarching goals that got us to
where -- you know, where we are today with the
solicitation and the reason that sone of those things
are in the solicitation, the -- team strategy
decisions, the tinelines are in here, and our role, ny
role as project program manager as well, you know, the
teamas a commodity manager, and then the differences
and the value in the differences between office -- the

first generation, which we're currently in and the
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second generati on.

Ckay, and you know, we gave handouts because

nost -- | can't read this sitting in the audience. |
can barely read it here. |'msure sone of you share
that with nme, with our vision. GCkay, |'mnot going

to, you know, read through the whole thing, but there
is a whole process involved and that's what, you know,
strategic sourcing is about, bringing, as | said, in
all the stakehol ders, the vendor community, the

custoners, the GSA, you know, but | also want you to

realize this is not GSA's procurenent. | nean | see
sone of the commpdity team | see Nelson fromthe VA
| see Vernon from Departnent of Justice. |'msure

there are nore of you that are out there, hopefully.
And | see Deborah Ford. There she is, Ms. Ford from
DHS. So this is not about GSA. This is about the
federal governnent and all the custoners here.

So just starting the process, not to go too
| ong, but you know, we had to identify what we were
going to be procuring. W had key activities. W' ve
had bi -weekly neetings where we'd gather up and have
di scussi ons about requirenents and i ssues and
concerns. | had one-on-one interviews with nost of
the key commodity team nmenbers where we, you know,

started to fornmul ate the needs and desires of the
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custoner side. During this whole tinme, you know,

we' ve done narket anal ysis, |ooking at the spend, and
we still have nore of that to do as we continue al ong.
We had, as you know, the Listen to Industry Day on
January 13 that many of you were at. And then, you
know, continue to take that input fromthe custoners
and vendors and develop the strategy and refine it.

We had a two-day post-lndustry Day, listen to Industry
Day. W had a two-day conmodity team neeting here in
Washington to go over our strategy and to fine-tune
it.

As | said, we continue to talk to all of the
communities as we evolve. W issued the RFQ on 3/8,
tentatively plans to close, although we are looking to
-- you know, many of you have asked for an extension
of that and right now we are tentatively |ooking at
4/ 7. W can have, you know, input, but that's what
we're looking at to extend that and we are hoping and
planning to award on June 1st. And then, of course,
the post-award is very, very involved. W know that
we're asking a lot of data and we want to capture that
data, analyze it. W wll be having a nanagenent
know edge nanagenent portal where that information
will be uploaded and we'll be able to get reports for

the custoners, which is paranount to confirmthe
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savings that the governnent is looking for. W'lI

have a comuni cati ons and marketing strategy that |'m
al ready working on, you know, to |ay out post-award.
There is -- as you see in the RFQ there's, you know,
neetings, quarterly neetings with the commodity
manager and the vendors. There's quarterly neetings
with the commodity team you know, analyzing the core
list, nmaking sure it's up-to-date, you know, anendi ng,
doing nodifications, so there's a |lot of post-award
activity involved to nake this viable. Next.

(Slide.)

MS. POSKANZER: (Okay, the overarching goals
that we're | ooking to devel op our strategy against are
these six main goals, you know, achieve savings, you
know, bottomline very inportant. Capturing the data,
we want to be sure -- you're always hearing, you know,

in this Adninistration we need to save nobney, you

know, this agency is going to save "x" millions of
dol l ars by, you know, strategic sourcing, and being
able to capture that data and report that out becones
very inportant so we can, you know, drive behaviors,
so we can evol ve our procurenent.

W want to drive conpliance with nandat es,
acts and orders. W know we have, you know, TAA

conpliance. W have Ability One conpliance. There
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are a lot of different regulatory issues, which we
want to make sure that we neet. W need to conform
Wi th agency business practices. And bottomline, we
need to nake this easy to use for our custoners. So
we did, you know -- | know Bob is going to go into
nore of the details of these, but just to highlight,
and this is in the RFQ you know, we're |ooking, based
on what we heard, and that can be a point of
di scussion. W heard fromthe vendor comunity and
the custoner community, and you nay say this isn't
what | said, but it's an amal gamation

Ri ght now we're | ooking at seven BPAs across
the three different pools. W have the first pool
which is focused on soci oecononic participation, and
it has all of the categories of itens. Pool two is
focused on just the | owest price with two BPAs, and
pool three is a toner-only BPA, again, having sone
focus -- having focus on socioeconomic as a factor
And there's a comment there about agency
participation, which Jack will be addressing in his
present ation.

Now we go on to the next, and it tal ks about
kind of a top tier, how we're going to evaluate this.
Again, I'mnot going to go into a lot of the details

because Bob Wodside, who is the CO is going to be
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reviewi ng sone of that. But as you read in the
solicitation, for each pool the first one is the ful
product, you know, toners, copier -- not copiers.
Sorry, toners, office supplies and paper, and there
will be a preference for socioeconom c and a
preference for a nmininmum of one SDVOSB, and then after
that the pricing is paranount. Then we go to pool two
and again the focus is on best pricing, neeting al
the Go/No Go factors, and then three is the two BPAs
agai n, focused on socioecononmic with a preference for
SDVOSB wi th having net those Go/No Go factors.

And then, like | said, you know, many
comments that you' ve made, you know, certainly bring
to light ways that we can achi eve sone savings that we
will certainly address sone of the points of why are
we requiring hard copy catal ogs, those kinds of
things, which certainly -- and if there are other
things that you feel would drive savings, and
certainly be, you know, by not having to print up
catal ogs and such, you know, is environnentally
beneficial, you know, there's a |lot of value. W
certainly call -- will and can readdress those.

So achi eve savings. Wat we cane to with,
you know, different input fromdifferent fronts. Sone

of it was, you know, a conpronmise. It was a
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11
consensus. W had parties who wanted rmuch |ower in
this area, which -- and | don't want to bel abor this
because M. Lau is going to talk about how we cane to
these points, so | won't go into how we evolved to
that, but you know, we put out there a $100 m ni mum
that it would also -- you know, we recommend t hat
agenci es do task orders, you know, against the
schedule if they have | arger quantities. The
delivery, you know, is three to four day ground for
nost orders. Sone agenci es have a requirenent for
next day and secure desktops, so we wanted to put that
in there, although that's a separate thing to price
out .

Ri ght now the contract is one year with
three-year options. W thought it wasn't too short
because this is a very tine-consuning and costly
process for us, and for you the vendor conmunity, so
we didn't want it too short. W didn't want it too
| ong because then there mght be -- there can only be
so many vendors on contract and we don't want shut
people out for a terrifically long period of time. W
wanted to allow ordering through different channels.
Sone peopl e have -- sone vendors may have said, you
know, why don't you just nmake it nandatory DoD

advantage or E-Mall, but the custoner comrunity, you
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12
know, wanted a fuller array of ordering touch points,
whether it be agency portals or vendor websites,
phone, fax. Sone people still do that. Cbviously,
it's not the |largest percentage of the ordering, but
there still is that done. And then we included, as
you may have seen, aggregate discount thresholds to
| everage the spend and we had three vol une di scount
levels at 10 mllion, 25 mllion and 50 ml!lion
because we want to push behavior. W want to show you
that we're going to achieve these sal es throughout the
course of the BPA

And then capturing data, data becones
paranount. So you know, we can -- that's what
agencies are looking for. They don't always know what
their spend is. They don't nanage it. The
governnent-at-large wants to know beyond t he custoner
| evel, you know, the aggregate of the governnent is
interested in knowi ng how savings -- you know, this
Adm ni stration, this big push on savings on costs
wi thin agencies, so we feel that getting the Level 3
purchase card data and the ordering data is very
i nportant and the transactional data, and we will, as
| nmentioned, have this know edge managenent portal
which you will be able to feed your data into that and

agencies will be able to have access to that to get
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their spend data and get reports. And it's inportant,
as we say here, start to track with the reporting
requi rements of the EPA, CPG requirenents, which are
beconi ng nore and nore stringent, as you're seeing as
nore executive orders cone out, making nore and nore
requi rements on that |evel

You know, there are sone agencies that were
| ooking nore for price, had nore concerns about price
and there were agencies that had nore concerns about
neeting their socioeconomc goals with this contract
vehicle, so we fornul ated pool one and pool three,
whi ch have a preference for small business and even
nore of a preference for SDVOSB, which is what
agenci es have asked for. It wasn't just sonething
t hat we deci ded, oh, which one of these. You know
that again has becone within this Adm nistration and
current tines, the SDVOSB has becone, you know, top of
mnd and a | ot of agencies need to neet their goals on
that particul ar soci oecononic category and so that's
why we focused on that one.

Ckay, as |'d mentioned in ny overview,
neeting -- you know, having Ability One, have to neet
TAA conpliance, you know, green requirenents, again,
that's beconing nore paranount as within this

Adm nistration, and it just continues to evolve, as
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you know i n your industry nore and nore green and
requi rements.

Conform ng with agency busi ness practices,
you know, initially, we had sone ideas that naybe we
just have a core, focus on core itens in a particular
listing, but we listened to both vendors and custoners
and they wanted the full catal og available, so we're
using the core listing as a base point for evaluating
your offer. Custoners wanted ordering through al
channel s. Sonme needed the desktop and the secure
delivery, so we put that just a requirenent into poo
two, not into all pools. No restriction on paynent

net hods, although we fully expect nobst to be using the

purchase cards. There will be -- each agency will be
havi ng an agency -- dedi cated agency nanager, which
will be relayed to you. You'll be required to offer

training to the custoner, which I'msure if you can
interact with the custonmer, you know, that's great
that you can have that contact with the custoner that
| assune the vendor community would | ove to have that
opportunity. And then, there will be required
neetings with the comodity manager, ourselves as wel
as the custoners who are using you.

Then we go on to the next -- in our

timeline, so we haven't slipped too nuch. W had, you
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know, sone changes. W were going to issue it out
maybe a little bit earlier. W've, you know, had a
| ot of neetings with OVMB. Sone of the things that
canme out in here are discussions, interchanges with
OMB, and we didn't slip too -- nost of it, | think,
was due to the snow and trying to neet with people in
Washi ngt on because New York was okay, up until about
two weeks ago and then we had a bad stormthat you
didn't have, but | was pretty inpressed with your
snow. |'ma girl fromupstate New York. | was in the
Buffalo blizzard of '78, and when | cane down here
was pretty inpressed. You had a lot of snow, | nust
say. You weren't just, you know, cryi ng.

(Laughter.)

MS. POSKANZER: And then here we -- you
know, the 4/07/10 cl osing and award on 6/ 01 and then
you know, inplenentation soon to start after that. So
we' ve been pretty, pretty tight with our deadlines
because we know the custoners have the need for this
requi rement and we've made conmmitnents to such. Ckay,
next slide.

(Slide.)

MS5. POSKANZER: Al right, I"'mnot going to
go over everything that's in there, but | guess this

is what ny teamhas to do once it's awarded. That
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| ooks like a |l ot of stuff, but -- | realized | wasn't
talking into the mke, sorry, but alot of it isto
mai ntain the integrity of the core list, naking sure
it's current and up-to-date, nmking sure that we have
the reporting fromthe vendors because then we have to
report up to the chief acquisition officer's counci
and OMB to report what's going on, our savings, our
sal es, our spend. W will work with, you know,
communi cati on and narketing outreach strategy to the
custoner community. W will be neeting with the
vendors, as well as there's the requirenment in the
solicitation for that. So there's a lot of things,
which bring up kind of -- sone of you said 2 percent
fee. You know, this is -- sonme of the changes we're
maki ng an advantage which we're trying to match the
requi rements we have in the solicitation, so there is,
you know, some cost up front. As you know, we're an
appropriated agency and you know, just be m ndful that
-- we don't get a |lot of appropriation. | see the
shaki ng head. You know, we're industrial funded. So
we need to cover our costs, and just be nindful of
that 2 percent. |It's not 2 percent on top of the IFF

It's another 1.5 percent or .0125, and | know that's
been a point. W certainly -- we're not looking to

nmake nore than to just to cover our costs, so we wll
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definitely constantly assessing that -- that fee and
goi ng down. But there are a lot of costs to this
whol e process. And the bottomline is that if we're
doing this, then other agencies don't have to be
spending all their tinme doing all of this for each
particul ar agency. So when you stop all the agencies
doing all their own BPAs, then you know, it could save
you tinme and noney because you won't be having to
constantly, you know, filling out RFQ proposals. So
it saves you and it saves the governnent by not
repeating the work and that it will be all taken care
of here and that's al so the thought of, you know, we
are saving noney in the long run, even with that fee.

So those are all the requirenents that the
commodi ty manager has to deal with, even post-award,
which is even -- not nore inportant than pre-award
but is a lot of work fromall of us. Ckay, and the
next .

(Slide.)

MS. POSKANZER: Now we cone to generation
one, generation two. You always |learn from sonething
that's transpired, or hopefully we always |earn, you
know, we say that to our kids, if we have kids. Oh,
you learn from-- you know, it's always |earning

It's always evolving. So we know that there were sone
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chal l enges with the first generation, and we were
| ooking to evolve this. Maybe sone of you are not
feeling that that's the perspective, but that's the
way we're trying to cone across here, and Jack, again,
wi |l be speaking nore on the commtnments. | put that
on him

That price will be evaluated as a prinmary
factor, which it wasn't the first go around. So even
wi thin the soci oecononic preference pools, it's stil
-- price is the nost inportant factor. The delivery,
we did raise the nininumorder a bit. Again, sone nay
feel it's too high. Some nay feel it's too low. This
was the point -- the price point or the order point
that we cane up with and limted nunber of awardees.
W feel we can get better pricing with that. Agency
usage, again, nmany agenci es maybe | ooking at to neet
their -- are looking only at price only, so we have an
option for that agency, those agencies. Many are
| ooki ng at soci oecononmic, so that we have sonet hing
for those core agencies that are looking to neet their
soci oecononmic goals with this requirenent. W're
working -- we are evolving a little bit with
advantage, so we're trying to nake it easier on that
perspective, and we're looking to as -- and this may

be a point of discussion, the point of sale to get al
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of the sales that any federal agency would be

spending. W want everyone to get the benefit of this

pricing. And there will be better access to agencies
for data and reports -- you know, you the vendor
community will be having to report that. It will be

avai |l abl e on our know edge managenent portal, and it
will be available to agencies so they can see what
they're spending. So those are sone of the changes
that we brought to this requirement. So with that,
"Il turn it over to Jack.

MR, KELLY: Well, thanks. I'mglad to be
here today. Those of you in the agency community are
famliar with how |l can sonetines rattle on, so ny
boss said, Jack, before you get up to the script |
want you to think over and over less is nore. So with
that in mnd, 1'll try to keep this short.

The agency fol ks who are here have heard ne
say this, but I'"'mnot sure that you all have. 1In the
| ast eight weeks the very senior |level of folks in
OMB, our deputy director for managenent and his
i medi ate staff, including nmy boss, the adninistrator
of OFBP have spent nore tine thinking and talking
about strategic sourcing than took place in OMB in the
| ast eight years. M guys are extrenely interested in

this.
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Sone of you may be aware that the President
i ssued a nmenorandum wi t hi n about 45 days of taking
office that the federal governnent had to save $40
billion over two years. Agencies have had to cone in
and file acquisition savings plans, show ng how t hey
plan to do this. Strategic sourcing is so far is a
very small part of those plans. One of the things we
want to do is make it a bigger part. So as a
consequence of that, there are several things that OVB
is doing and plans to still do along these lines, and
I'"d like to read you sonething that our admni nistrator
Dan Gordon issued yesterday to the agencies, and it
kind of -- it'll give you an idea of what we've been
doing. This went out to the chief acquisition
of ficers and the senior procurenent executives across
t he governnent.

"As you all know, the l|atest strategic
sourcing initiative anong supplies is approaching
another critical mlestone. GSA published a request
for quotations to the office supply vendor community
on GSA e-buy | ast week, March 8th, tonorrow, that's
today, GSA is hosting a pre-quotation conference to
allow interested vendors to ask questions and express
their views on this solicitation. M office has been

in contact with several agencies that participated
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actively in the office supplies combdity team and
that represent substantial |evels of spending on
of fice supplies. Three of those agencies, VA
Treasury and DHS have indicated their willingness to
support the BPAs that result fromthis strategic
sourcing imtative. W have also received sinilar
statenents of support fromlnterior, which, though
not a nenber of the combdity team responded
positively to the strategic sourcing briefing at the
nost recent chief acquisition officers counci
neetings. Together these agencies spend nearly a
quarter of a billion dollars annually on office
supplies, an anount that exceeds the annual office
suppl y spendi ng of any other individual agency.
Accordingly, | would expect vendors to offer |ower
prices in response to this solicitation than other
agenci es would be able to attract on their own.
woul d al so expect to be offered even lower prices if
addi ti onal agencies would join with us.

To that end, I'minviting those of you that
have not yet expressed your views on this initiative
to express your wllingness or conmmitnent to use the
BPAs that will result fromit. | realize that you
will not be able to provide such a commtnment before

tonorrow s conference; however, because GSA is built a
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reverse auction into the negotiation process there
will be further opportunity to conme on board over the
next two weeks. This should give us sufficient tine
to allow the vendors to consider in their offers any
addi tional commtnment agencies are willing to nmake,"
and then it asked themto respond to ne.

| got an email this norning from anot her
agency, Commerce, that is said that it's going to cone
al ong, and |' m expecting other responses today,

i ncluding one fromDoD. 1In addition to this outreach
to the agencies, and our deputy director for
managenent is going to be contacting sone of the
deputy secretaries urging formal commitnents from
them As this procurenent rolls out, and as agencies
start adopting, you know, the new BPAs, we're going to
be reporting the status of this routinely to the chief
acqui sition officers council, so we're going to know
whose in and whose out, and basically try to get as
many people in as we can.

I want to underscore sonething Judy said,
and that is that we consider ourselves on a path. You
know, we | earned sone | essons fromthe previous
procurenent. | think we have lessons still to learn

"' m hoping that, you know, you all will help us out

today and provide your input on things you think sound
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like they're promising. Things you think that you
don't like. W absolutely recognize that success in
this neans that we have to be doing things that make
sense to you, just like we expect you to do things
that nakes sense to us. So | think this is a great
opportunity for dialogue, and | |look forward to it.

MR. LAU. Good norning everyone. | just
wanted to thank everyone for making it out today, and
| ooking forward to sone interesting dial ogue.

Back in January, we net and |listened with
i ndustry regarding the re-conpete of the strategic
sourcing for office supplies. W've also nmet with
i ndi vi dual agenci es and agencies, as a whole, through
the commodity teamto discuss their needs as well.
Judy previously nentioned the six overarching goals,
and the inportance of these goals is that they were
really the drivers of a lot of the decisions that
we've made in the RFQ |'mgoing to state them again,
achi evi ng savings, capturing data, enabling
achi evenent of socioecononic goals, conpliance with
mandat es, acts and orders as wel|l as ease of use for
agenci es.

I n our discussions, we | ooked at the needs
of both industry and the agencies, and we believe

we've created a solution that addresses the issues and
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concerns of all stakeholders involved. Over the next
several slides, I'"'mgoing to go over several points

t hat have been raised by the stakehol ders, and our
ultimat e deci sion on those points, the first one being
delivery costs and shi pping options.

I ndustry has indicated during Listen to
I ndustry Day that shipping and delivery is one of the
bi ggest ways the governnent can save for office
supplies. W understand that, and we |istened and we
revised the delivery ternms to the standard three to
four business days delivery. Many of you on your base
GSA schedul es have one-day overni ght or two-day
delivery. W're looking for sone savings by extendi ng
the delivery date to three or four business day
standard. There's also going to be pool specific
shi ppi ng options for those agenci es who have nore
specific requirenents, such as expedited delivery,
desktop secure delivery as well as delivery to outside
of the continental U S.

The next point is the m ni num order
threshold. |Industry has indicated that the m nimum
order threshold is another opportunity to drive
savi ngs. Average nininmumorder for existing agency
BPAs range from $25 to $50. We're looking to start at

$100, you know, | know a |lot of custonmers would prefer
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2, $300, but at this point, you know, we're trying to
drive change within, you know, the culture of federa
agenci es, not everyone -- you know, in their mnd they
have enbedded buying small, $25, $50 orders. W're
| ooking to drive change and $100 is a good starting
point. And we | ook forward to opportunities to
i ncrease that, going forward.

W' ve al so included an option for
conveni ence fee to be charged for orders that are
bel ow t he $100 threshold. That excludes additiona
shi pping options that | previously nentioned, you
know, |ike expedited delivery, et cetera.

The next point is point-of-sale. This is
one of the new requirenents under the OSII RFQ This
is something that agencies brought up in discussions
that they would like to have as part of this
procurenent. At Listen to Industry Day, you al
i ndicated that point-of-sale is sonething you either
al ready do or can inplenent into your business
practice. W' re providing industry a six-nonth period
after award to i nplenent point-of-sale for all orders
pl aced using GSA snmart pay card. Basically, this
woul d ensure that if you have a GSA smart pay card
and you use it, whether it's purchasing through

Advant age DoD E-Mal |, fax, phone, or through a store,
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the federal agency buyer holding that card will get
charged the sane price, and that will help ensure
consistency in terns of price across the agencies.

The next point is product offering.

I ndustry has indicated that a full catalog is a
preferred nethod. W' ve listened to industry and
we've -- for this procurenent we're requiring a core
list of, you know, various paper, toner and genera

of fice supply products. In addition to the core list,
a contractor's full approved schedule contract itens
woul d be all owed on contract -- on the BPA, excluding
furniture, janitorial, break roons, and other non-
sust ai nabl e products. The products nmust also be in
conpliance with all acts, nmandates and orders as
previously stated, you know, those are one of our
overarching goals, and also include Ability One
products.

Mar keting and comruni cations is the next
point. W've gotten a |lot of feedback fromindustry,
specifically, vendors who were actually awarded CS
BPAs. They basically said we got the BPAs, you know,
but what happened to GSA? GSA wasn't there to support
and nmarket the BPAs. So as part of this initiative,
we' ve heard industry's concerns and already initiated

tal ks, as Judy nentioned, on a joint effort by the
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FSSI OS -- OS comopdity manager and as well as CGenera
Suppl i es and Services Busi ness Devel oprent Division
and what we're looking to do is market the CSi
vehi cl es to custoner agencies and GSA smart pay card
hol ders as well as nmintain post-award conmuni cations
between all the stakehol ders invol ved.

The next point is the standardization of
part nunbers. W' ve heard industry's concerns
regardi ng, you know, vendors using vendor-specific
part nunbers and you know, it's hard for people to
conpare pricing if you're |looking at a vendor-specific
part nunber. \Wen you | ook on GSA Advantage, there's
not going to be anything you can conpare against. So
for this RFQ we're standardizing or requiring the use
of manufacturer part nunbers versus reseller part
nunbers to nmaintain that consistency. W're going to
al so nmake sure that there's an apples to apples
conpari son when | ooki ng at CEM renmanufactured and
conpati bl e toner cartridges.

I ndustry has indicated that the contract
period needs to be | ong enough so that -- to allow the
contractor tine to obtain a return on their
i nvestnent. W understand, you know, when you're
doing an RFQ it takes a lot of tine and noney at the

vendor |l evel to subnit a proposal. As Judy nentioned,
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and we talked with agencies as well, we're going to
have a one-year base period with three one-year option
periods. The previous OSI vehicle was three years
total. In addition, you know, there's an opportunity
for BPAs to be added, going forward.

Contract award size. |Industry has indicated
that they would prefer a larger pool of BPAs for this
award. Talking with agencies, nmany agencies were
| ooking to do a single or two-vendor award for the
BPAs. So in negotiations, we narrowed that figure
down to seven, and like | said, there are
opportunities for possibly opening up the BPAs at a
later tine to add nore vendors.

RFQ submni ssi on ext ensi on, Judy touched on
this point before. W're going to -- industry has
i ndicated that, you know, nore tine is needed to
submt a package. W' ve extended, and will be issuing
an anendnment to the RFQ to extend the closing date to
April 7th. And as Jack just touched base on regarding
agency conmitnments, we understand, you know, as far as
i ndustry's desire to have sonme kind of conmtnent or
you know, terns from agencies that say they will --
that, you know, you're going to bid on this vehicle
and the governnent will, on a good faith effort, use

the vehicles. So as Jack nentioned, we already have

Heritage Reporting Corporation
(202) 628-4888



© o0 N oo o b~ wWw N PP

N N N N NN PR PR R R R R R R R R
O A W N B O © 0 ~N O O M W N B O

29
support fromthe VA, DHS, Treasury as well as
Interior, and we're | ooking at Commerce and DoD as
well. So | believe we've addressed many of the key
factors raised by the stakehol ders and we're confi dent
that our decisions will benefit all. Thank you.

MR WOODSIDE: Hi. Good norning. M nane
is Robert Wyodside. |'mthe branch chief of the
Adm ni strative Service Branch, and |'mcurrently
working on the FSSI office supplies project that we're
tal ki ng about today. Let ne just give -- can you pul
it up? Thank you. Ckay.

Ckay, today we'd like to discuss for the --
Q review of the subm ssion requirenents, provide
detailed informati on of the technical evaluation
factors, tal k about the pricing and eval uation
net hodol ogy and contact information for additiona
guestions. Hopefully, | will also answer some of your
guestions today with nmy presentation

Once again, you know, I'd like to rem nd you
when we're going through what the requirenents are for
this solicitation, |I'd like to renmind you of the goals
that we're trying to achieve. W're trying to achieve
savings. W're trying to capture data. W're trying
to achi eve soci oeconomic goals. W're trying to

conply with the nandates, acts and orders, conform
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Wi th agency business practices, and be easy to use.
So a lot of the questions you got -- you know, why are
you doing this? Wy are you doing that? Sone of the
things I'll be going through today, what we're asking
you to submt and what, you know, we're eval uating,
you know, please renenber the goals that we're trying
to achieve for the governnent.

Ckay, so due subnission close and tine.
Submit quotes in both hard and soft copies. The
reason why we're asking for eight hard copies is we
need to have copies for the technical evaluation team
to use. So if we didn't have you subnit the copies,
we'd just have to copy it ourselves. So that's why we
are asking for hard copies. W are going to have a
technical evaluation teamthat is going to review
this.

In tab 1, we need the technical quotation
whi ch address all the Go/No Go factors, and attachment
4, which is a cover page, and in tab 2, we want the
full price quotation; and we want it in electronic
format and you al so may submit prices for each pool
So if you want to subnit different prices for pool one
and pool two, you nay do that, being pool two does
have extra requirenents.

In the past performance questionnaires, we
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asked that to be sent to the contracting officer
Edward Lew as soon as possible, but obviously, no
|ater than the closing date and tinme. Right nowit's
March 31st at three o' clock, but |ike Jeff Lau
nmenti oned, we are planning on extending that with an
amendnent .

Ckay, quotations will be evaluated on the
basi s of technical, which includes the sub factors in
the Go/ No Go, socioecononic status for pools one and
three, and price factors. On the Go/No Go, you must
neet all the Go/No Go. Pools one and three have an
added factor of socioecononm c status, which is nore
i mportant than the technical sub factor, and pool two
has sonme additional Go/No Go factors, such as OCONUS
delivery, also, which we didn't put up here, ability

to do desktop and secure desktop delivery, denonstrate

ability to provide buyer's information for Fill or
Kill at the line itemlevel -- nust be able to do Fill
or Kill at the line itemlevel and notify the buyers

of that. And also, for pool two, offers who are a
| arge business, you nust be able to do quarterly
subcontracting reports and al so provide a
subcontracting plan that exceeds your goals in your
regular 75 contract. So we're |ooking for

subcontractor plans for this BPA, if you are a |arge
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busi ness that exceeds what you currently have in your
GSA 75 contract, all factors of Go/No Go and failure
of any of the Go/No Go factors for each of the pools
will find you technically unacceptable.

For pools one and three, a strong preference
for snmall business participation is sought in the
procurenent, achi evenent of soci oecononic objectives
is a clear goal, as | nentioned before. It is going
to be an evaluating factor, and when conbined with
price and non-price factors, is nore inportant. So
for pools one and three, socioecononmc stats will be
the nost inportant evaluation factor. And once again,
we' re going back to, you know, the governnent does
want to achi eve soci oecononi c goal s.

Quotes fromsmall business conpanies wll
recei ve the maxi mum for the soci oecononic factor. And
once again, you know, it is the nost inportant factor
for pools one and three. And in pool one, we would
prefer that at |east one of the offerors that we award
a BPA to be a service disabled veteran-owned snal
business. And in pool three, the toner only pool, we
prefer that both of them be service disabl ed veteran-
owned small business. Once again, going back to the
governnment's desire to achi eve soci oecononi c goal s.

In pool two, we're looking for the two
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| onest price technically acceptable quotes to win the
conpetition. So pool two is -- you know, we're
| ooking for low price, qualified contractors. Ckay,
once again, you know, you nust conply with all the
Go/ No Go factors for whichever pool you choose to
conpete in. And first, the Go/No Go are eval uated and
then we | ook at soci oecononic status and then we | ook
at price. So that's the order. W want to, first of
all, make sure, of course, that you can neet all of
our requirenments. W then | ook at what your
soci oecononmi c status will be, and we will then, you
know, | ook at price for the price evaluation

Okay, now going into the specific Go/No CGo,
for pool one, first of all, we want you to be an
ability certified contractor -- Ability One certified
contractor, so please provide the letter fromAbility
One saying that you are an authorized distributor of
Ability One itens. W may also verify this with
Ability One, but you absolutely nust be an Ability One
certified contractor. You nust denonstrate your
ability to date to neet all the environnentally
preferable requirenents we outlined. You nust be able
to provide 100 percent of the core itens in the
attachnment 1, the quote sheet which we included, and

by the 100 percent itens, we want you to nake sure you
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submt prices on all those itens in the quote sheet,
and al so ensure that, you know, those itens are on
your GSA Schedule 75 contract prior to closing tine.
They nust be on your contract. W will also do random
sanpling to make sure that your nmanufacture part
nunber matches the description. In the attachnent one
we're given descriptions, detail ed descriptions.

We're not saying you nust provide, you know, part
nunber 1, 2, 3. So we are asking you to put down what
the part nunber is, but then we will do random
sanpling to nmake sure, you know, let's say part nunber
1, 2, 3 does match the detail ed description. So you
nmust, you know, provide 100 percent of the core itens
and it nust be those itens we're asking for. Mist be
able to provide real-tine status to GSA Advantage, you
know, basically, describe to us, explain to us how
you're going to upload that so we'll know -- the
custoner will know, for instance, when an item has
been shi pped.

Real i stic plan of acconplishnent, provide
the point-of-sale discount for all BPA orders. W
don't want custoners, you know, to have to know about
this BPA or have to know about your contract. W just
want a customer when they use their smart pay card

that automatically they get the discount w thout ever
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knowi ng that the BPA even exists. So within six
nont hs of award, we want you to be able to do this,
and we want you to show us -- you know, give us a plan
wi th actionable milestones and plan on how you're
going to neet those nilestones, a detailed plan on how
six nmonths after the BPA award you will have this in
place for all orders. So we want to look at that. W
want to look at mlestones. W want to | ook, you

know, at how you're going to acconplish, your plan to

do this.

Agency defined reports at no additiona
costs, you know, please describe how you'll do that.
Sand delivery with -- any of it cones within three to

four business days, you know, please describe, you
know, how you will nake sure you neet that

requi renment. Denpbnstrate a Level 3 transaction data
at the line itemlevel, you know, provide us, you
know, information, you know, possibly from your

nmer chant bank, you know, describe how, you know, your
nmerchant bank will be able to provide this for us or
will be able to provide it to you so you can give it
to us. And satisfactory past perfornmance, once again,
we have an attachnent 7, which we ask you to submt as
soon as possible to the contracting officer, which

your custonmers will rate you on those qualifications.
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And al so, we al so have other information, perhaps,
into your Schedule 75 contracts. And we can al so | ook
at informati on we have on you for your past
performance on your current contracts.

Ckay, pool two has all the sane
requi rements, except for a few additional ones. So
"Il go over the additional requirenents for pool two.

Denonstrate ability to provide desktop delivery and

secure desktop delivery. W will look at how you're
going to do that. How do you plan on providing
desktop delivery and secure desktop delivery? W do
have sone custoners out there who need that, so that
is a requirenent for this pool, and please | et us know
how you will do that.

Ability to deliver to Al aska, Hawaii, Puerto
Rico and international |ocations are OCONUS. W will

eval uate your plan of acconplishnment for how you woul d

do that. How wll you be able to do that? Pl ease |et
us know. Denonstrate ability to offer Fill or Kil
status. W will look at your ability -- your

under st andi ng of the requirenent of the process to
nmake sure you understand what we're tal ki ng about when
we say Fill or Kill, as outlined in the RFQ And
these additional Go/No Go for pool two are on page 31

of the RFQ The ones | went over before for pool one
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are on page 30 of the RFQ So nmake -- please let us
know you understand the Fill or Kill requirenent and
how you will do that, and also your ability to report

subcontracting quarterly and al so, you know, subnit a
subcontracting plan that exceeds the goals of your
current GSA MAS contract if you are an other than
smal | business. |If you're a small business,

obvi ously, you don't need to do this. But if you're a
| arge business, we want you to tell us how you're
going to report the subcontracting quarterly and al so
submt a plan to us that exceeds your goals in your
MAS 75 contract.

Ckay, pool three has all the requirenents of
pool one; with the exception of pool three is for only
toner. So the third line instead of saying,
"denonstrate ability to provide 100 percent of al
core itens," is to provide all the toner itens in
attachnment 1, which | believe is tab 5 of the price
sheet. So all the other requirenents are the sane as
pool one.

Ckay, the governnent will analyze subnmitted
price quotes as called out in attachnent 1. Hassan
can we pull up attachnment 1?

(Slide.)

MR, WOODSI DE: Ckay, it's probably a little
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hard to see, but there are sone things I'd like to
point out is, first of all, in step 4, we do talk
about the fee. | knowthere'll be a lot of questions
on that. It's an additional 1.25 percent, so it's not
an additional 2 percent. |It's an additional 1.25
percent, and that's basically -- you know, GSA has to
recover its costs. W don't get appropriated. As
Judy nentioned, you know, as the sales nove through
the vehicles, if the sales, you know, increase to the
vehi cl e, you know, GSA would definitely, you know,
consi der reducing their fee. You know, right now
that's what it is, you know, but as sales go through
the vehicle, we may reduce that fee. It's also -- we
al so spell out in the RFQ where it is. It's in 5.4.2
of the RFQ So you have your industrial funding fee
of .75 percent and you have the additional 1.25
percent.

Another thing I'd like to point out in Step
5, | think it is. Can we nove on to Step 5?

(Slide.)

MR, WOODSI DE: Okay, for the toner pricing
sheet, if you're just going to conpete in pool three,
so if you're just going to do pool three alone, you
only have to fill out the prices in the toner pricing

sheet. However, as it says right there, vendors --
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third line fromthe top, vendors in all three pools

need to provide itens for the sheet. So if you're in

pool one and pool two, don't forget to fill out the
toner sheet as well. Pool one and pool two, you know,
is for all itenms. So pool one and pool two, fill out

the office supply and paper sheet, which is tab 4,
believe, and also fill out tab 5, which is the toner
sheet. But if you're only going to conpete in poo
three, you could just do the toner sheet.

Ckay. Now let's just -- let nme go through
sone of the -- can you shrink it again, Hassan, maybe
go through sonme of the tabs. GCkay, yeah, so tab 2 is
just the contact info, just basically give us your
contact information. That's pretty clear. Tab 3 is
the definitions, you know, basically, we're saying
there are three nmain categories, paper, toner and
general office supplies, and the discounts you will
provide for the core itens for paper, toner and
general office supplies will carry over to the non-
core itenms in your full catal og, the average
discounts. So it's just define here what is paper
what is toner, what is general supplies. | think
that's fairly straightforward.

Next tab

(Slide.)
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MR, WOODSI DE: kay, this is the genera
of fice supplies, paper pricing tab. As you can see,
you need to fill out the areas in green, so the
manuf acture part nunber, the nmanufacture nane, your
proposed -- okay, your current GSA schedule price in
dol l ars and your proposed bid price in dollars. So
we're not looking in this area for like a discount off
your schedule price. W're actually looking for rea
dollars. We're looking for real prices there.

Ckay, next tab

(Slide.)

MR WOODSIDE: And this is the toner sheet.

Let's go into sonme things. The toner sheet, you

know, has the OEMtoner cartridges. W also have --
don't know. Can we scroll over a little bit, Hassan
let me see if we can -- | nean scroll to the other
side. Youcan't. | knowit's alittle hard to read,
but we al so have an option there where you can put in
conpati bl e and remanufactured toner cartridges, too.
And |'lIl go over how we're going to eval uate the
pricing on that in a few ninutes.

Ckay, go to the next tab, Hassan

(Slide.)

MR, WOODSI DE: Ckay, here's the category

di scount for paper. You know, it will calculate an
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average di scount and that will carry over to your ful
catal og. You know, we have maybe |ike, you know, 600
items on here. | know npbst of you have thousands of
items on your full catalog. So that would carry over
t he average di scount of all your paper itens. It
woul d carry over to your full catalog, the sane with
toner, the sane with general office supplies. W want
to nmake sure you understand that, so we want you to
indicate yes. So you know, where it says vendor
approved, you know, nake sure you indicate yes in al
t hree areas.

Now t he market basket total price what this
is all the evaluations we're doing, including the
eval uation we're going to be doing on toner cartridge
|ater on, we're going to cone up with a nmarket basket
total price. So you know, the whol e val ue of
everything, you know, including the aggregated
di scount rates I'll talk about later, the variations
on toner as far as evaluating prices, |'ll talk about
later. That's going to give a total price right
there, which is $8 mllion, and I'll go back to that
mar ket basket total price later on, but that's where
it is in the gquote sheet.

Go back to -- next tab, Hassan

(Slide.)
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MR, WOODSI DE: Ckay, nhow here's additiona
di scount. The aggregate BPA di scounts, what we're
asking for is, you know, what additional discount --
what additional volune discount will you offer us

once, you know, the orders on your contract go above

t hese levels. So above 25 million, above 50 mllion
above 75 mllion, and above 100 mllion, what
addi tional discount will you offer us. And we're

going to weight this, when we rate the prices, this
will be weighed at 20 percent each. So 20 percent at
the base price and then 20 percent all these
addi tional discounts, and that's also spelled out in
the instructions, the tab 1 on the price sheet. It's
al so spelled out in the RFQ as well.

Sone additional options, pricing, next
busi ness day fee, desktop delivery fee, secure desktop
and convenience fee, we will be looking at that for
fair and reasonable. W' re not directly wei ghing
those in the evaluation, but we're going to | ook at
that. W're going to obviously nake sure that, you
know, that the governnment is being given a fair price.

So we'll look at that for fair and reasonable

pricing.

Ckay, | think that covers nobst of the

spreadsheet. Can we shrink that down, Hassan, and go
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back to the -- okay, go to -- just nove a little -- go
pass all that because we covered that already. GCkay,

I mentioned this before. | think we covered that with
t he spreadsheet. You can go beyond that. Ckay. So
once again, that thing | showed you, the expected

mar ket basket costs, we'll be looking at that. W
will calculate that as a total sheet in that tab, in
the tab where we had total market price, we'll

calculate that at |ike one dollar value, so like it

woul d be Iike $8 nillion, you know, with all the
different variations it'll have.
And pricing for toner will be evaluated --

will be weighed with OEM and non- CEM and conpati bl e
The reason why we're doing that -- the reason why
we're allowing you to offer conpatible and al so
remanuf actured i s because, you know, once again, the
goal is, you know, we want to reduce costs, so we'l

be able -- by being able to allow you to offer reman
and conpatible, you nay reduce cost to the governnent,
and also we want to be greener. W want to be nore
environnentally friendly. So we're having it as an
option where you can offer that -- can offer, you
know, in additional to the OEMtoner cartridge, you
can offer the renmans and you can offer the conpatible.

You don't have to, but that's an option you have to,
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you know, possibly, you know, win this conpetition
So just going over this, where only the CEM
itemis offer, the BPA price will be that of the OCEM
item By the way, the prices you offer will be the
prices that will be awarded, if you receive the award
I nmean we're tal king about different weights as far

as 25 percent, 50 percent. That's just how we're

weighting it for an effective price. | know there was
a question about, you know, what will the actual price
be? The actual price will be the awarded price, but

we're using these weights to deternine, you know,
who's going to be the wi nner, basically.

So where an OEM and a conpatible non-CEM i s
offered, it'll be 75 percent the OEM and 25 percent
the conpatible, the sanme thing with the reman. |[|f an
CEM and a renman is offered, it will be 75 percent of
the CEM and 25 percent of the reman. |If you are going
to offer the CEM the non-OEM conpati ble and a renan
then it's 50 percent at the OEM 25 percent at the
non- CEM and 25 percent at the reman, and this is for,
you know, deternining who the | owest price vendors
are. That's what this is, you know, to come up with
an effective price. And this will calculate into the
cal cul ated price, which | showed you previously on the

tab for the price sheet.
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You know, once again, these are the weights,

the weights we'll be doing at the various threshol ds.
W tal ked about the base price and this 20 percent,
the $25 million level is at 20 percent, the $50
mllion level is at 20 percent, 75 nillion is 20
percent and 100 million is 20 percent. So give us,
you know, what your price will be or you know, your

di scount structure will be for each of those aggregate
di scount tiers, and we will weight it this way. It
will be one fifth for each of them so they will be
equal | y wei ght ed.

Ckay, pricing for non-core itens are not

going to be directly evaluated. It's going to be

cal cul ated, as | showed you in the pricing sheet
previously where, you know, let's say there's 30 paper
items on there and 100 office supply itens or
whatever. It'll cone up with an average discount. So
as a 100 -- well, actually, it's nore, but let's say
there's 300 office supply itenms. Qut of the 300
office supply itens, what's the average, you know, you
gi ve a discount, you know, in all different itens, you
know, 5 percent on your schedule, 7 percent on your
schedul e, maybe 15 percent off your schedul e price,
you know, we will do those automatic cal cul ations for

you. In tab 4, you just need to fill out those areas
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in green, but we will calculate what the discount is.
So you have to -- since we're calculating what the

di scount is, we want to nake sure you indicate
agreenent with that. So if the average discount for
all the core office supply itens conmes out to like 33
percent, if that's the average di scount under, you
know, 300 office supply itens, let's say, on the core
list it's 33 percent, that will carry over to your

ot her, you know, 5,000 itens in your full catalog. So
that is how we're going to evaluate non-core, and you
just need to indicate, yes, you agree to that. So
we're going to evaluate at the core itens. W're
going to determne the | ow bidder at the core itens,
but the average discounts will carry over to non-core
because, of course, we want the governnent to get the
benefit of your full catalog. W want the government
to be able to not just buy 600 itens, but to buy, you

know, the thousands of itens you have in your ful

catalog. But at the sane tine, we want to it -- nake
sure we get a discount for those items as well. The
idea is to drive as many federal agencies -- you know,

hopefully, all federal agencies to use this vehicle,
and therefore we need to have the | argest
conprehensive list of itens possible. So we want to

get your non-core itens, but we also want to nake sure
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we get a discount for it.

AUDI ENCE MEMBER 1: Are you entertaining
guestions at this point?

MR WOODSIDE: | think we're going to take
guestions after the break. W're going to have a
break and take questions at that point, but thank you.

Go back for a second, Hassan

(Slide.)

MR, WOODSI DE: Okay, we're not sinply
eval uating option your pricing and pricing for -- as |
nmenti oned before, pricing for a secure desktop
delivery, express deliver and OCONUS wi |l be eval uated
for price reasonabl eness. That's not actually going
to factor into our evaluated price, but we are going
to check that for price reasonabl eness.

Next slide.

(Slide.)

MR, WOODSIDE: Ckay, now |l'd like to -- |
think there may be sone confusion about, you know,
about doing the price evaluations and how we're goi ng
to start it with pool two. | know there were sone
guestions about -- there were sone concerns that we
were going to reveal the identity of conpanies' prices
and so forth, but we're definitely not going to do

that. This is howwe're going to do it, but
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basically, the way it's going to work, and maybe if |

explainit, it'll be alittle clearer. W're going to
conme out -- you know, we're going to do this first for
pool two. So | don't know. |Is there any way you can

pull up that Excel spreadsheet again to that -- |
don't want to go back and forth. OCkay, yeah, go to

that -- yeah, OS pricing. ©Ch no, go to the next one.
Sorry. Category discounts. Category discounts tab

Ckay, so that nmarket basket total price. So you

know, let's say it's $8 million. So we're going to
get that market basket total price of $8 mllion. So
what we will do is we will |et everybody know, okay,

this is the low price right now, the low price, the

| ow nmar ket basket total price is $8 nmillion. So you
know, Conpany A, we will tell Conpany A, okay, this is
the low price right now, $8 nmillion. And by the way,
Conmpany A, this is what your price is. Your price is,
you know, $8.7 nillion. Now the reason we're going to
tell you what your price is -- | nmean you could
obviously figure it out yourself, but we want to nake
sure, you know, you did it correctly. You know, |
know there's a lot of different weights in here with

t he aggregate discounts, with the toner cartridges,
with, you know, the CEM the non-CEM the

remanuf actured. So we just want to nake sure, you
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know, you know where you are just in case you
calculate it wong. So we would say Conpany A, you
know, the low price right now, the narket basket total
price is $8 million and you're at $8.7 mllion. So
we'll let you know what your price is -- what your
mar ket basket price is and what the low price is right
now, and that's all. W're not going to give any --
no other information. W' re not going to, you know,
nmention who the conpany is. W're not going to
nmention about individual itemprices that, you know,
the price on, you know, this toner cartridge is, you
know, $13.25. W're not going to say that. W're
just going to give those two nunbers, the narket
basket total price for the | ow bidder, and not
identify the | ow bidder, obviously, and al so what
yours is. So that's how we're going to do it with
pool two. |'mgoing to start with pool two, you know,
it will be determ ned by the contractor as to how many
rounds we nay do that. You can go back to the
Power Poi nt now. Thank you.

(Slide.)

MR, WOODSI DE: kay. And once the price of
a pool two has been established, we will then go to
pools one and three and tell them you know, what that

is. So once we nake the award for pool two, you know,
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we can then |l et everybody know that. It is then
anticipated only one revised price submi ssion will be
committed at this juncture. So we'll basically go out

to pools one and three and say, okay, here's what the
pool two price is, you know, you can now resubmt your
prices and you know, this is sonething that you could
see that you could, you know, try to beat or try to
match or try to get closer to. So you know, we
anticipate only one round, however, we do reserve the
right to do additional rounds if we feel that would
result in |ower pricing.

One thing, too, is, you know, we do want to
rem nd you that we may decide to award initial quotes.

Cbviously, if we feel we have very good prices up

front, and it's to the governnment's interest to make
the award now, we may not do this. So this is just an
option as far as, you know, asking for additiona
rounds of pricing. |It's not sonething that we're
prom sing that's going to happen, and we may do it.
W may not do it. So the point is here is to please
submt your best prices up front, you know, try to
submt your best prices up front because we may award
at initial prices.

And yeah, there will be tine for questions

and answers. Next sli de.
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(Slide.)

MR WOODSIDE: 1'd like to give -- I'd like
to give, you know, our contact information. Judy
Poskanzer who spoke before is the program nanager.
I'"'mthe senior contracting officer. Edward Lew, who's
in the room is a contracting officer, and Jeffrey
Lau, who presented before is a project manager. So
t hank you very nuch for your tine.

MS. POSKANZER: Thank you. | think we can
all use and desire a break, so let's do that before we
get too negative.

(Wher eupon, a short recess was taken.)

MS. POCSKANZER: Al right, we've got two
things before we start the QQA. One, M. Wodside
would like to make a little correction to his -- first
of all, I'd like to put it out there to any of our
commodity team nmenbers if you'd like to cone up and
speak, you're nore than wel cone to cone up and speak
and then we're going to have -- | want to get his
title correct, M. Ken Brennan, he's in the Ofice of
the Assistant Secretary of the Navy, and he's in
strategic sourcing, deputy director. |If | msstated
that, he'll correct ne. Bob?

MR, WOODSI DE: Yeah, thank you. Just

quickly, | just want to nmake a clarification. Wen
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we' re tal king about the spreadsheet before, especially
tab 6, where it has the nmarket basket total price like
that would be like the price | was tal king about, the
$8 nmllion price, and | said, you know, we would
provide you your price as well as the | owest price.

In reality, we don't have to really provide you your
price because you'll be able to calculate yourself.
Using the attachnent 1, the spreadsheet, you'll be
abl e to cal cul ate your own nmarket basket total price

That's a fairly new field we put in right now, so

you'll be able to calculate where you are. So we
really just need to provide you the low price. | just
wanted to clarify that that you will be able to figure

out what your price is. Ckay. Thank you.

MR. BRENNAN. Good norning everyone. |
appreci ate Judy naking the offer to have ne speak rea
quickly, and it will be very quickly because what |
have to add is really just an endorsenent of the FSSI
and the Ofice Supply's effort. Judy, you got ny
title right. | amwith the Departnent of the Navy.
amthe strategic sourcing lead in the assistant
secretary's office for Research, Devel opnent and
Acquisition. RDA is the senior acquisition executive
for all procurenent and acquisition within DON, which

is Navy and Marine Corps. W' ve been active, and
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would like to especially thank Jam e Hawk as our team
nmenber and |lead for DON on office supplies and ot her
strategic sourcing initiatives that have really been
chanpi oned over about the last three years. W have
really been using office supplies to the best of our
ability and have generated sone significant spend and
sone significant savings that really to be kind of
honest has actually made ne | ook good in front of the
bosses. So thanks to everyone that had a hand in
that, especially Jame.

The OSII, we are on board with and fully
supportive. W are beginning to take a nore corporate
| ook at the effort within the Departnent of Defense,
and | defer to Stewart Haslet in the Defense
Procurenent and Policy shop, DEPAP, and we are working
on aligning our policy with them and our conmtnent,
and that still has not been published yet, but we are
wor ki ng through that. W are very supportive, and we
plan on taking the sane policy with sonme mnor tweaks
fromGSl in or participation, and rolling it into
CSll. So keep up the good work. |If anybody has any
guestions, |'lIl be around during breaks, and the work
that's here, the supply capabilities, the data m ning,
t he savings, the m ssion needs being net are very

important, and it translates throughout DON, and we're
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appreciative of it and look forward to inplenenting
this fully under the auspices of both strategic
sourcing FSSI and then under DoD s participation
Thank you.

MS5. POSKANZER: | think I'mgoing to take
this on the ground here. Hello. Because |l will not
necessarily be answering all the questions by nyself
because | have a whole teamhere, so | want to be able
to hand off the mike when | do that. So what we're
going to do is | have pretty much all the questions
that we got asked. We will try to get through nost of
them W wll also publish, and any tine |'m saying
sonet hing wong, just give ne a -- one of you guys,
that's not right, Judy.

W will publish them-- you know, we will
either anmend the RFQ or just post the answers on RFQ
because sone of these are just kind of clarification
versus any changes we need to nmake or corrections. So
that will all be done, you know, through E-Buy as it
was i ssued and we nmay even i ssue one tonorrow, you
know, with sone of the mmjor things that we know we
are changing and we'll continue.

Did any other custoners want to speak before
| get started?

(No response.)
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MS. POSKANZER: Ckay. | don't want to -- if
any tinme during the QA, you feel you'd like to, fee
free. GCkay, I'll try not to nove around. |'ve been
told that's annoying, okay, when | was in public
speaking class. | like to wonder. All right, | think
many of the questions were answered in the
presentations, and sone of them | may quickly go over
just to nake sure that it was done so. And while
we' re goi ng through these, you know, we can broach or
brook sone questions, if it's not being answered
correctly.

The first one, Jack, was -- it's not for
you, but the question referred to, you know, the
conmitrment letters and commitrment. And as Jack had
nenti oned, agencies are providing that to us and we
will -- when we do get them we will issue themout to
you, so you -- you know, as attachnment A indicates,
they will be posted on E-Buy.

Ckay, can the total nunber of BPAs be

i ncreased? W've addressed that. W can, through the

course of the solicitation -- or excuse ne, the
contract period we will be | ooking to increase the
nunbers as -- you know, as we see the vol une

i ncreasi ng.

Can you submit nmultiple proposals to
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multiple pools for the RF@s? Yes, it says that very
clearly in the RFQ W' ve extended the bid tine to
April 7th. |I'mnot sure -- if there are any questions
as we go along, you know, just raise your hand on
that. Chris?

AUDI ENCE MEMBER 2: | think our perspective
on the question of when and the strength of the
commtnents is inportant because that obviously
affects, at least, short-termvolune at this point.

So do you have nore of a date certain on that or you
know, can we take the four, five or six agencies that
were nentioned here today as firmstarting point?

MS5. POSKANZER: | nmean | would say that we -
- Jack maybe you'd be able to address that.

MR, KELLY: One of the things -- | nean
there are a nunber of things we haven't figured out
yet. | haven't figured out. | know that there are
agenci es that have BPAs in place that are going to run
for a certain period of tinme. Qur presunption is that
when those BPAs get to an option renewal point and the
agency is conmitted to cone onto the new BPAs that the
options won't be renewed and they'll cone on. So
exactly what the tinmngis, | don't really know, but
when | hear an agency nake a conmmitnent it's that we

will -- either we are able right now, as soon as the
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new BPAs, you know, becone available to start using
t hose BPAs, or we are conmitted to sonething el se.
But as soon as that conmmitnent is over, we'll then
convert. So how all that works out froma timng
standpoint, | couldn't tell you. | don't know how
many BPAs are in place now and whose got them

MR. KOSES: One of the things that Jack
spoke about earlier was that Dan Gordon, the
adm ni strator of OFPP had asked the agencies for a
witten commitnment over the next two weeks. Some of
those letters, as | understand, are in draft form and
on their way to OFPP. Each agency is likely to word
their commitnent in slightly different ways, but as
COFPP is receiving themthey'll be turning themover to
GSA, and in turn, we will be posting themas part of
attachnment 8. So you nay see sone of the early ones
over the next few days. It may be a couple of weeks
before sone of the other agencies have worked all the

way through the process. But our intent, very

clearly, is you will see what the agency has said.
Sone of themw |l talk about timeframes and when
they're looking to transition. Sone wll talk about

t he i nportance of seeing how good the pricing is.
Sonme will talk about not starting new acquisitions,

but really being focused on getting that taxpayer
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deal. Regardless of howthey're wording it, we agree,
you need to see those letters. And as we receive them
fromOFPP, we'll be posting themand filing them al
under that attachment 8.

MS. POSKANZER: Thank you. And then, of
course, there is the inplenentation within the
agencies, which will, you know, even when they have
commtted, filtering that or inplenenting it
t hroughout their agency will be also an evolution in
process. So it may not be the first day, being
facetious, but many of these are |arge agencies that,
obviously, take a long tine to roll out through their

organi zations. So there's that aspect of it.

Ckay, there were sone questions about -- and
just be -- sone people were using the word "set
aside." This is not a set aside. It is a preference.

Be mindful that, you know, we're using that
terminology. That is the correct term nology on a
schedul e, nentioning -- | had nentioned how it was the
custoner preference for having the SDVOSB, which is,
you know, under this Administration, the past one has
becone of prine inportance for a nunber of agencies
and that goal is difficult to attain, so that's -- oh
sorry.

AUDI ENCE MEMBER 3: | understand that you
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have these goals that you have to neet and the
agenci es have to neet them but you're only awarding
seven BPAs. Three of themare intended to go to
service disabled. Howis that fair to everybody el se?

MS. POSKANZER: Well, the first -- in pool
one, that is the preference. It may not end up being
to the SDVOSB, but that is a preference.

AUDI ENCE MEMBER 3: Well, have the goals
changed, because two out seven or three out of seven
is still a big nunber, okay, considering all the
vendors that are not service disabl ed.

M5. POSKANZER:  Uh-hum  Pardon?

MR, WOODSIDE: | think this was, you know,
talking to our custonmers. CQur custoners had requested
that. | think, you know, SDVOSB goals are difficult
to neet. Cbviously, with two wars going on currently,
you know, federal agencies need to neet that. You
know, we can talk to our customers about that, but you
know, our custoner agencies, you know, had told us
that it was very inportant we send sone business to
the SDVCSB, and that is a preference, and in pool one
it's just one out of three. But basically, this cane
fromthe custoners.

AUDI ENCE MEMBER 3: Currently. Right now,

you' re awardi ng
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MR, WOODSI DE: Right now W may down the
road award nore, as time goes on.

AUDI ENCE MEMBER 3: | nean pool two is a
little ridiculous for snmall business anyway. So we're
really looking at two or three out of five.

AUDI ENCE MEMBER 4: Just to follow up, on
pool two, you probably have two wi nners, Staples and
O fice Depot, okay, because Max probably won't bid
because this price would drive down their other
profitable contracts. So really out of pool two you
have 100 percent of that vendor comunity al nost
guaranteed to get an award, okay, that's how it | ooks.

Pool three -- I'msorry, pool one | don't
know how nmany schedul e holders there are. |'ve heard
a coupl e of nunbers, 450, 500 small businesses and you
say we're going to get two. So what do we have, a
hal f percent representation out of that pool where the
| ar ge busi ness has 100 percent representation, okay?
And the fact that you might add sonme BPAs down the
road that's not really hel pful, okay, because what's a
vendor going to do? |If there's a |ot of agency
participation, that vendor that has current agency
business is going to drop that down to zero. Well
what's he going to do? He's going to cut payroll

He's going to cut this. He's going to cut that, or
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he's going to go out of business. And then for GSA to
call himup after he's done all that and say, gee,
woul d you like a PEA? Well, you know, ny conpany
isn't focused on the governnent any nore. You're not
a reliable custoner. GCkay, so seven BPAs, of which
you pair that down to say we're going to give naybe a
half a point waiting to the snall business community,
| nmean it's disproportionate. There's a 100 percent
waiting to publicly owned conpanies, in essences,
okay, practically, okay. And | know you're not
guaranteeing it, but in practical stakes, okay.

And you know, one of the things that makes
that practical is those publicly owned conpani es are
really good at bidding. Conpeting, you know, we're
probably really good at conpeting and delivering best
val ue to the custoner because we beat them everyday,
okay. But at producing a bid that | ooks good on
paper, they're pretty good at making it | ook good, but
maybe not follow ng through on that, okay, driving
prices -- so it's just disproportionate. You know, it
just doesn't nmmke sense. |'mtrying to figure out.
Ckay, | understand what GSA did in saying, well, our
custoners, our agencies really wanted one and you guys
negotiated themup to seven. | think that was good

intent. So ny question is | don't know that your
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agency custoners really know how to drive val ue.
nmean |'ve crunched nunbers on where ny vol une and ny
costs return on investnent is peaked, okay, and it's
certainly well below the quarter billion dollars
di vided by seven. So | don't know that your agency
custoners are really asking for the right thing. |
know they're not asking for the right thing that's
hel pful for this industry.

MR, WOODSIDE: Well, could you |et us know -
- you know, you could, you know, email it to us, if we
increased it beyond seven how that woul d reduce costs?

| nmean the idea was to reduce costs, so you know, one

obviously is too snall, but, you know, a hundred woul d
probably be too big, right, because we want to get | ow
prices. So if you could let us know, you know, what
you feel the right nunber is and how that would hel p
us, you know, increasing it fromseven to whatever
nunber, how that would reduce prices. W want to nake
sure we can, you know, keep low prices. |If you can
just let us know, that we could talk to our custoners
about that.

AUDI ENCE MEMBER 4: Ckay.

MS5. POSKANZER: Yes. | think -- oh, sorry.

AUDI ENCE MEMBER 5: Wth the snal

di sadvant age busi ness set aside, | agree with that
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totally.

M5. POSKANZER: Not set aside.

AUDI ENCE MEMBER 5: |'msorry, preference
I'"'msorry, the veteran-owned. Qur conpany has three
enpl oyees. One has a husband and two nen have sons
that are now serving. You know, that's not taken into
consideration in a way, but | bet in this roomthe
majority of the conpani es here do enpl oyee either
veteran-owned or fanilies of veterans today, and
think that's not been taken into consideration at all
that if we have to lay off people because we don't,
you know, win this, you know, these fanilies are
affected. So it's not just veteran-owned conpanies
that have veteran participation here. And also, |
think you do need to expand fromthe two slots for
smal | businesses to approximately five, and | think
that could be a good cost savings.

MS. POSKANZER: Sone of these points that
you bring up are points for discussion that we can
have anot her discussion with our conmodity teamto
consi der.

AUDI ENCE MEMBER 6: Just to add to this
guestion is that how did you cone up to this nunber of
seven BPAs only because they're right that only three

conpani es are going to be service-disabled. There's a
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soci oecononi ¢ goal over here. Soci oecononic goa
neans wonen-owned, snmall business, mnority business.

You can nane it. | mean there should be at |east 70
or 80 BPAs being awarded. |s the governnment trying to
get rid of small business or keep snmall business in
busi ness?

M5. POSKANZER: No, not at all.

AUDI ENCE MEMBER 6: |'mstill confused

M5. POSKANZER: Well, it was based on the
first generation, which had about 13 vendors and we
found that the pricing wasn't conpetitive and the
custoners weren't using it. So this was evol ution
that. That was where we -- you know, it wasn't hard
and fast, but that was what we figured in all the
pool s that would be valuable to bring the
soci oecononi ¢ and have the pricing at a good point.

AUDI ENCE MEMBER 6: Here's ny question to
you, based on the first BPA, first generation of the
BPA, 320 million -- | renenber the nunber very well

M5. POSKANZER | know.

AUDI ENCE MEMBER 6: GSA had comitted it
woul d be there, not even 30 mllion has been done on
that. Conpani es spend noney to nmintain those sites,
to maintain those requirenments what you need. Wn't

it be nice of you to add additional conpanies to the
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second generation? Keep the first 13 conpanies or the
12 conpanies already there and at |east give everybody
an opportunity to recover some noney. M conpany is
there who is already on the first generation

MB. POSKANZER:  Uh- hum

AUDI ENCE MEMBER 6: And we have | ost noney.

Every hundred dollars we get it's a | osing
proposition for us.

M5. POSKANZER: Well, it has to be re-
conpeted. You can't just add the guys fromthe | ast
time.

AUDI ENCE MEMBER 6: | understand. But keep
this under consideration that --

MS. POSKANZER: Ckay.

AUDI ENCE MEMBER 6: -- you know, give
everybody a chance. | just want to say that. Thank
you.

MS. POSKANZER: Thank you. If it's related
to that, | nean | think we've heard, you know, what

you have to say, but if there's --

AUDI ENCE MEMBER 7: It's actually related to
what your expectations of cost savings is.

MS. POSKANZER: Ckay.

AUDI ENCE MEMBER 7: Because as an industry,

| think we've conme aboard, both small and | arge
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busi ness, to extrapolate costs out of the supply chain
al r eady.

MS. POSKANZER:  Uh- hum

AUDI ENCE MEMBER 7: You know, we streanlined
E- Cormer ce, delivery --

MS. POSKANZER: Right.

AUDI ENCE MEMBER 7: You know, just in tine
delivery no longer the old nmind set of econony is the
scal e where you had to purchase a thousand itens, put
themin a warehouse, nove it through

MS. POSKANZER: Right.

AUDI ENCE MEMBER 7: Now we do it at a, you
know, very efficient, cost effective all the way
t hrough the channel, so ny question is how nmuch nore
cost savings the governnent really expecting? | nean
how -- literally, we've taken a |lot of cost out. W
di scount. W negotiate off our comercial pricing, so
how nuch -- what's a good feeling that you're | ooking
for, other than, you know, just give ne a dollar and
i f sonmebody charges two dollars that's not good?

MS. POSKANZER: Well, | think this --
everybody has different -- you know, we see that. W
see that everybody has different BPAs and they have
all different prices, so this will -- whatever the

best price you would feel for this aggregation of
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sales, and in the first generation, yes, we did
i ndi cate, you know, a certain volune and we didn't
realize that. | think we're coning to the table with
a bit nmore commtnent, as Jack had i ndicated. The
deputy director of OVMB has issued this letter -- these
requirements to deputy secretaries, so |'mnot sure
can tell you that it's a certain percentage because,
you know, a certain percentage off the first
generation, off what you're already offering to other

peopl e, other custonmers. But | think, you know, we

cone to this -- at least conpared to the first
generation, | think that's really what we're | ooking
at, and other agencies. And one of the -- you know,

the quote sheets or excuse nme, prices to beat our
custoners have said to us | don't want to pay nore
than |'malready paying on ny current, you know, BPA
You know why would | come to you when |'ve already
got a better deal kind of thing? So maybe it just
woul d even be whatever the best is across the board
and we all get the sane. So | don't know that we're
| ooki ng, you know, |ike you say 2 percent or 5
percent, you know. WAs sonebody next here? Ckay.
AUDI ENCE MEMBER 8: | was just wondering is
service -- the custoner service |level going to be

considered at all because we have custoners that say,

Heritage Reporting Corporation
(202) 628-4888



© 00 N oo o b~ w N PP

N NN N NN PR B R R R R R R R R
o0 A W N BP O © 0O ~N ©o© O M W N B O

68

you know, we have a contract with Staples or Corporate
Express who can't deliver as quickly as you can. Your
prices are very conpetitive to them but because you
don't have a BPA we can't order from you, but your
service is, you know, outstanding. |s that at al
going to be taken into consideration with nmaking the
deci si on?

M5. POSKANZER: Well, when we nmke the
award, the factors are what they are. But then at the
custoner |evel, you know, certain things nay be nore
i mportant to themthan others, and you know, they nay
be tending towards -- and with the BPA you're not
necessarily going to be using only one, but they may
be focusing on different things. D fferent agencies
may have a different focus and that custoner service
aspect can be, you know, paranpount to them when
they' re focusing their agency's dollars towards a
particul ar vendor

AUDI ENCE MEMBER 9: (kay, | have a question
on the pricing. |If you're awarded this BPA wll the
pricing on this BPAwill it supersede any other BPA
you may have? For exanple, it states in the RFQ that
the GSA snart pay card is the trigger. So if any
custoner calls up and they're utilizing their

governnment credit card, you've automatically got to
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extend this FSSI price into them Wat if | already
have an Arny BPA or an Air Force BPA and then those
people call in or fax in or ennil the order, do | give
them FSSI pricing or can | still entertain nmy BPA
pricing that | have with themcurrently?

MR. KOSES: The |anguage in the RFQ tal ks
that the point-of-sale price is what applies, unless
t he agency has another contract instrunent already in
place. So if there's an existing BPA that's there,
that applies. But over tine, we're |ooking for the
agencies to start nmigrating into this. But no, this
wi |l not supersede an existing relationship.

AUDI ENCE MEMBER 9: Ckay. That's what |
wanted to make sure of, but any other custoner that
orders through whatever portal, whatever sal es channe
the credit card's the trigger for that --

MS. POSKANZER: Right.

AUDI ENCE MEMBER 9: -- FSSI pri cing.

MS. PCSKANZER: For an agency that doesn't
have those BPAs.

AUDI ENCE MEMBER 10: | understand that the
obj ective, of course, is for you to drive the cost
down to the governnent, in general. But howis GSA
confident that they're going to get the best overal

price -- overall for, what, 30 to 50,000 itens when
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they' re basing the award on a narket basket of only a
coupl e hundred itens? Wat do you think the vendors
are going to do with the remaining itens on their
contract? | nmean this is sonething that the
gover nnment keeps repeating and over, and in ny book
maki ng a mistake. As a vendor, |'mjust being honest,
as a taxpayer, too, that if you're basing it on a
mar ket basket price, the corporate -- the | arger
corporations | mean they effectively can do a buy-in.
They can price these couple hundred itens at cost,
near cost or bel ow cost, knowi ng they're going to nake
up for it. They night be your high volune itens --

MS. POSKANZER: Right.

AUDI ENCE MEMBER 10: -- in terns quantity,
but if you add the remmining itens that governnent
custoners buy, | nmean how -- | don't understand how
you think that's going to drive your overall cost
down. That's ny first comment.

MS. POSKANZER: So what woul d you suggest
t hen?

AUDI ENCE MEMBER 10: Well, on the first
FSSI, it was based on one whol esaler's catal og and al
TAA and acceptable itens, which were 15,000 sorme odd
items, okay. So across the board, it was | ooked at

what was your price. So if make that narket basket
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smaller, | nean it's easy to do. The power channels
| ove it when you do this because it's a no-brainer for
them They can do that because they are the power
channel. They stock these products. They buy them
direct fromthe manufacturers. Small businesses we
don't have nega warehouses where we're stocking these
core itenms. So that's why we |ose, and the statenents
that we can conpete and we out service the power
channel is absolutely correct, but when it cones to
how t hey present, they can present and give you better
nunbers because of the sheer nunber

AUDI ENCE MEMBER 11: The power channel does
not nind chargi ng any custoner, including the
governnment custoner, way over list price, and that's
denonstrated in ny custoners. | have specific
exanpl es, black and white exanpl es where they wll
come in lowon the itens that are | ooked at, and on
those other itens, they're way over list price. So
their average profit, and they go to Wall Street with
this, their average profit is pretty healthy, but on
their up front bid that | ooks very, very conpetitive.
And i ndependents kind of have a phil osophical problem
with charging over a |list price right now because we
think, well, if that's list price we're not doing a

fair job for the custonmer by charging double |ist
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price when they're not |ooking or by varying our
prices when they're not looking on the itens that are
of f contract.

We have a problemw th subbing off contracts
when the custoner ordered contract items. W have
problens with subbing a cheaper itemthan what the
custoner ordered, but billing themfor what they
ordered. There's a lot of ways to drive profit, and |
guess what we're begging the governnent to do is don't
nmake us do that because we would |ike to deal honestly
with you. But if you linmt that to just a few nunber
of vendors and base it on price alone and not |et
conpetition play a role in the award over the course
of tinme. So ny viewis | think the best thing for the
governnment is to award to a | arger pool of vendors
that will get out and conpete with thensel ves so the
custoners can determine, you know, are we getting best
val ue, and they can select the vendor out of a |larger
pool. And you're going to need a dozen or nore
vendors to have that |arger pool across the agenci es,
okay. Because out of each agency you may have one
smal | business that is very conpetitive in a ngjor
| ocation, okay. And that vendor night be able to be
super conpetitive in major governnent |ocation where

others might not be. So a |larger pool is your answer
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-- the final answer and how you're going to drive
savings is to keep ongoing conpetition during the
course of this contract and not linmt it to what's on
a piece of paper pre-award, and then after that it's
what ever the vendor wants to do to nmaxim ze pricing

MS. POSKANZER: So you don't feel that up
front the pricing would be good?

AUDI ENCE MEMBER 11: No.

M5. POSKANZER: That doesn't drive the
conpetition right off the bat?

AUDI ENCE MEMBER 11: Yeah, | don't think --
up front pricing doesn't guarantee the governnent's
going to get what they're asking for. | think you're
asking for all the right things, but you know -- and
t he i ndependents |l earned this after enployees left the
power channel and cane over to our side. The power
channel says the bid only natters once, and
unfortunately, that's the case. And if you're going
tolimt that group to half a percent for the snal
busi nesses of the GSA schedul e hol ders, you know, do
you want us to do that? That's the question we have
to ask. Do you want us to play price ganes with you?

I would prefer not to. | would prefer to play
strai ght, but you have to give ne a bid that | play

straight with. If you give ne a bid that | have to
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play price ganes, | have to decide do | want to stay
in this business with the government or do | want to
get out of it.

M. POSKANZER: Right. | nean part of the
feeling is that also that it would drive prices of the
non -- you know BPA vendors prices because they would
see that your prices are better

AUDI ENCE MEMBER 11: The reverse auction
just encourages price games because, again, the
vendors | ook and they say, okay, |'ve lost. So what
am| going to do? |'mgoing to lower ny price, if |
want to play.

MS. POSKANZER: Right.

AUDI ENCE MEMBER 11: So ny decision is do

want to play or do | want to get out, okay. And that

vendor says, well, | can always play and see how it
goes, and if | start -- if nmy bank bal ance starts
goi ng down, 1'Il have to nmake changes and | don't know

what those changes are going to be today, but 'l
figure that out in three nmonths or 1'Il tell the
governnment |'mgoing to withdraw. It's just the
reverse auction for an ongoing variable size order
don't think works. For nmaybe a one-tinme, |large vol une
purchase, the reverse auction m ght work.

MS. PCSKANZER: Well, we're not doing
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reverse auctions at the ordering point.

AUDI ENCE MEMBER 11: No, but when you're
going to do the award point, you'll say, all right,
the low bid is $8 mllion and you are 8 and 1/ 2.

Ckay, that's going to be the reverse auction

MS. POSKANZER: Right. Correct.

AUDI ENCE MEMBER 11: Right. So what you're
going to get is you're going to get artificial price
reductions, and those artificial price reductions are
going to have to be nade up for during the course of
that contract. So the question's how? Well, 'l
just charge over list price for everything that's not
on contract, and |I'll do whatever | can to encourage
my custoners to buy off contract itens, whether they
know it or not, or I'Il deliver cheaper itens than
what they ordered and they probably won't conplain
because it's 80 percent dysfunctional

M5. POSKANZER: Well, the itens that are not
the core should al so be on contract, though, under
schedul i ng.

AUDI ENCE MEMBER 11: But what a vendor puts
in the box and ships is totally different fromwhat's
on contract and what's on the paperwork, okay. So a
vendor, if they want, can take an order for a

particular list of office products, which could
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i nclude TAA-conpliant itens, but what they deliver to
t he custoner nmay be what happened to be cheapest for
that vendor to put in the box and ship, regarding of
TAA or not.

M. POSKANZER: Ch, so they're not -- so
you're telling ne you're not going to conply with --

(Multiple voices.)

MS. POSKANZER: You're going to ship --

AUDI ENCE MEMBER 11: No, independents don't
-- as a general rule, independents do not play
di shonest ganes. Qur business is based on
relationship and honesty. But again, the big boxes
are great at driving profit, and they'll do whatever
they can to drive profit. So just a comment on the
reverse auction, you know, | don't think it's going to
achi eve what the governnent wants.

MR WOODSIDE: | know before it was
nmenti oned about, you know, we're |ooking at |ike say
400 itens or so. Yeah, those are the 400 itens the
governnment buys the nost of, so we're doing that for
eval uation purposes. But as | nentioned, in tab 6 of
the price sheet, you know, all your paper itens, or
your toner items, or your general office supply itens
those are the three big categories, we're going to

take -- so if there's, you know, 300 office supply
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items we'll take the average di scount, so to say 33
percent. That applies to your other 3,000 itens in
your full catalog. So we will have you full catal og
on contract, and we will get discounts. | nean it's
just inpossible to, you know, put up a quote sheet for
like 10,000 itens. So we're basing the price on the
core itens, but the categories will carry over to your
full catalog. So we will get discounts and we will
get all your itens on contract. Ckay, you want to
clarify that.

AUDI ENCE MEMBER 12: How are you going to
ensure that, relative to seeking what the nunbers are?

Li ke if one conpany says, you know, we're going to
gi ve 15 percent off our GSA prices and another one
says, well, we're only going to give you 5 percent off
GSA price, how are you going to --

MR WOODSIDE: But it's an automatic
cal cul ati on.

AUDI ENCE MEMBER 12: O f of the other
unpt een t housand itens.

MR. WOODSIDE: So let's say there's, you
know, a hundred office supply itens, and your average
di scount is 33 percent. Automatically, that 33
percent discount applies to your 8,000 office supply

items in your full catalog. The calculationis
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aut omati c.

AUDI ENCE MEMBER 12: Right. But are you al
going to have a cal cul ation outside of the narket
basket ?

MR WOODSI DE: That's outside of the narket
basket. That will apply to your -- that will apply to
the non-core itenms. That's outside the market basket.

The mar ket basket is the 400 or so nobst popul ar
items, and then we use, you know, that tab 6 to
calculate to your non-core full catalog itens. So
we'll have all your itens on contract and have a
di scount agai nst all your itens.

AUDI ENCE MEMBER 12: So you are going to
have a separate calculation for the relativity for al
the other itens that are non-core itens?

MR WOODSI DE:  Yeah.

AUDI ENCE MEMBER 12: Ckay.

M5. WOODSIDE: And that's that tab 6 |
di scussed in ny presentation

AUDI ENCE MEMBER 12: Ckay. | had anot her
guestion, too, while | have this thing.

MS. POSKANZER: Sorry, because | thought
that was explained and there was a mi sconmuni cati on

AUDI ENCE MEMBER 13: Well, |'ve got another

guestion. In terms of -- to answer Bob's question
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about conpetition before, with the electronic nediuns
that we use, E-Mall, Advantage, websites, you have to
be foolish to think we don't know what each other is
pricing, okay. W know it every day. W look at it
every day, and we adjust accordingly. So if you're
t hi nki ng the governnent isn't getting the best price,
| think you're a little shortsighted with that.

MS. POSKANZER: You nean because people are
changing their prices with --

AUDI ENCE MEMBER 13: O course, we do.

MS. POSKANZER: Yeah. Yeah. Right.

AUDI ENCE MEMBER 13: We'Il put them on sale.

MS. POSKANZER: Right.

AUDI ENCE MEMBER 13: W'l do what we have
to do.

MS. POSKANZER: Right.

AUDI ENCE MEMBER 13: Because we know | ow
price wins, okay. So you're going through all these
gyrations to come up with the best price, when, in
effect, put nore people on there. W all see what
each other is doing, and we all jockey for position
nunber one. That's a given. That's conpetition

MS. POSKANZER:  Yes.

AUDI ENCE MEMBER 13: Ckay. So all this

other stuff is, quite frankly, irrelevant. | don't
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know why you have to go through all of this.

AUDI ENCE MEMBER 14: You know, because the
governnment is supposed to be spending a certain anopunt
of noney towards ot her sized conpanies, snal
busi ness, 8-A firns, having not even nentioned 8-A
firnms, how are they going to be spending that nopney
towards an 8-A firm which they're required to do
because our President signed.

MS. POSKANZER: Right.

AUDI ENCE MEMBER 14: So how are they doing

t hat ?

MS. POSKANZER: And they can do that through
ot her nmeans. | nean there are --

AUDI ENCE MEMBER 14: I|I'msorry. | didn't
hear him

M5. POSKANZER: Ch, the 8-A firmcould win
as well in pool one. Dexter, I'msorry. You're
right.

AUDI ENCE MEMBER 15: |I'msorry. | say if
you look in this roomthere's not nany snal
busi nesses that showed up this tine for one reason
the FSSI doesn't nmeke sense to a lot of snal
busi nesses because it cuts through their bottomline.
Even for us, we have to do cutbacks. To give you a

better price, we have to cut nmanpower down. W rely
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on service to give you good service. Wy should we
even waste our tinme doing this?

AUDI ENCE MEMBER 16: That's the point |
wanted to make earlier, too, is that this is going to
be devastating to other very good conpetitors in this
i ndustry, other good GSA contract hol ders, other
i ndi vidual s that have proven on other BPAs that while
they nmay not be 10 cents cheaper, overall the best
val ue to the governnent has been tantanmpbunt. So the
guestion is, if you continue to limt the
accessibility and the availability for small business
to do business with the governnent, which this does,
this singles out probably 300 very good, active GSA
contract holders in this category. And so, this is
going to be devastating to our independent channel
It really is, especially, if you' re |ooking at mmjor
agencies |like the DoD, which have included smal
business in their previous BPAs, |like the Arny, the
Air Force, the Navy -- well, the Navy's transitioned
to the FSSI.

MS. POSKANZER: Right.

AUDI ENCE MEMBER 16: So when you | ook at the
| ar gest spending agency in the federal governnment, in
addition to already conpeting with stores on nilitary

bases, this is just going to decimate the smal
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business in this industry.

M5. POSKANZER: Well, | would think when we
continue to, you know, get the spend through this or
we do that we would add quite a few nore to handl e al
t he business that could go through this.

AUDI ENCE MEMBER 17: Judy, over the last two
years, we have done a few studi es, have people conpare
our FSSI -- our pricing to the global supply EDD
pricing, and they could match up only about 1,500
appl es to apples products. And out of those products,
gl obal supply did have a better price on about close
to 60 percent. But of 40 sone percent of that gl oba
supply had better pricing out on FSSI. Wen is that
EDD gl obal supply BPA going to be over and that also
GSA drops a lot of their custoners, too, that globa
supply website. That is total opposite of what you're
trying to acconplish here today with FSSI

MS. POSKANZER: We are cogni zant, you know,
and we have had those discussions with OB and you
know, DoD that we know that they're national -- we
call gl obal supply the national supply program that
is very inportant to their mission. And when they
nmake these commtnents, that they know their supply
chain. They know their requirenents that they will,

you know, continue to foster that use of that because
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that is another, you know, supply chain that they need
to have and that we have to foster. But as to the --
| don't know. Jeff, can you answer the EDDYDVD. [|I'm
putting you on the spot?

MR, KOSES: Judy's point is absolutely
right. Right, GSA does operate a global supply
program as part of the national supply system And
yes, there are other office supply acquisitions that
are runni ng through that channel that are currently
under eval uation. W've ensured that we've had
ongoi ng di al ogue with the fol ks who run that side of
the house to nmake sure that we're not building two
duplicative prograns, but rather to recognize the
needs of the requisition conmunity, the overseas
needs, sonme of the areas where we think we'll see the
focus on the EDD side of the house as conpared with
this one really geared at the civilian, the donestic
community, who is not |ooking for the requisition-base
sol ution, who's not |ooking for the full turn-key
sol ution.

| also, though, want to go back to the
conversation that you all have just gone over, over
the | ast several mnutes, and the nunber of awards and
on the pools. Let nme urge that we expect to see

strong conpetition in pool two. |'ve heard from snal
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businesses. | think we're going to see sone rea

smal | business conpetition in pool two. The question
that Bob had asked you was tell us the benefits if we
were to increase fromseven to a higher nunber of

total awardees, and | heard several of you articulate
sone things. Sone things that | think are very valid
basis for us to continue those conversations with the
commodi ty council.

Your questions -- other things that cane in
advance al so dealt with other cost savings
opportunities. Let's recognize that we'll continue to
have the conversations with the comodity council

That's part of why they're in the roomtoday, and so

that we can consider -- we can think about those types
of points and reach a conclusion. |If we decide to
change it, we would change that in an anendnent. |If

we decide that the initial requirenents were accurate,
we would informyou of that, and the basis for that
deci si on.

MS. POSKANZER:  Yes.

AUDI ENCE MEMBER 18: M question is this.
The sales, if you | ook at active participation of the
smal | business, you don't need to go far. You | ook at
GSA, | FF, or FSSI sales, and you can | ook at the

active participation of small business. There are a
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| ot of snall business whose price we're assuni ng that
t he buyers know what they do when they buy, and we see
a lot of those snmall business now who sales are
gr owi ng.

MS. POSKANZER:  Yes.

AUDI ENCE MEMBER 18: And when you | ook at
the participation and the percentage of those, you say
you only giving five out of seven, you know, and two
for the large business, you know, the percentage
doesn't work out well. You need to at |east | ook at
nore, giving nore small business, you know, that are
selling on GSA, nore nunbers than you are al ready
gi ving, you know, two, three or seven.

MS. POSKANZER: Well, as we said, you know,
we will -- we look to hear fromyou, you know, what
woul d be a correct nunber, an optinmal nunber in your
m nd, you know, based on your know edge of the
i ndustry.

AUDI ENCE MEMBER 18: (Away from m crophone.)

MB. POSKANZER: Well, like | said, we -- you
know, | think you're seeing rmuch nore of a commtnent
this go around, and we will be getting sone of that
information out to you once it's, you know, signed off
by the agencies. So there is that conmitnent that was

not necessarily there in the first generation
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AUDI ENCE MEMBER 19: O is the quarter
billion a hoped for nunber?
M5. POSKANZER: Well, that was based on
dol l ars that have been indicated by agencies that have
al ready commtted, such as VA --

AUDI ENCE MEMBER 19: Ckay.

M5. POSKANZER: -- and DHS and so on
Again, | would say the first year would not be -- it
may -- you know, the first year might start off slow

because sone agencies, as they've said, their
comm tnent will be when their current one runs out,
then they will mgrate, and there will be certain --
in that letter they should presunmably indicate dates
because t hey know when their contracts or their BPAs
expires.

AUDI ENCE MEMBER 19: Right. Ckay.

MS. POSKANZER: And you will see, you know,
a mgration. So | would presune that the first year,
and just even agencies that have conmitted it takes
sone work to nove these ships.

AUDI ENCE MEMBER 19: Yeah. Right.

MS. POSKANZER: You know, figuratively.

AUDI ENCE MEMBER 20: Changing gears a little
bit.

MB. POSKANZER: Ckay.
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AUDI ENCE MEMBER 20: On the pricing, there
was a statenent early in the bid about requiring
prices to be held for a year when all our federa
supply schedul e have an econonic price agreenents
cl ause.

MS. POSKANZER: Yeah. | think we -- you
know, we've had sone internal discussions about that.
Interestingly, that was what was the first FSSI in the
first vehicle, so | believe we need to have sone
di scussions around that. | think there was sone
desire to show the agencies that they would stand firm
so it wouldn't be a noving target kind of thing with
the pricing, and that was part of the idea behind the
year. So would everybody -- | nean we may not cone to
a total neeting of the minds on this, but you would
like to see what the schedule is. W night like to
see -- you know, the custoners would like to see a
commtnment up to -- at a certain point, whether it's
six nonths, so that's definitely is sonething that we
will tal k about.

AUDI ENCE MEMBER 20: Yeah, the problemwe
have as dealer distributors is we have no control over
our costs, so the whol esal ers, the nmanufacturers can
all raise our costs with 30 days notice, or less. And

nost of us do quarterly price adjustnents, so to some

Heritage Reporting Corporation
(202) 628-4888



© o0 N oo o b~ w N PP

N NN N NN PR P R R R R R R R R
o0 A W N P O © 0O ~N o O M W N B O

88
extent we try and absorb and Iimt how often we do
nods, but a year or even six nonths is way out of
line.

MS. POSKANZER: Ckay.

AUDI ENCE MEMBER 20: And then one ot her
thing was the issue with the paper catal ogs that you
wanted printed in ten days.

MS5. POSKANZER: No, that certainly, | think
as | nentioned up front and Bob -- excuse nme, |'m
| ooking at Jeff and calling him Bob, and Jeff
nmentioned. You know, definitely anything we can do to
save cost, save the environnent, you know, sone of
t hose things, you know, have been previously in
there -- you know, having to print up catal ogs or
provi di ng catal ogs may not necessarily be the right
requi rement. We could, you know, change those kinds of
things. There were sone other things in here, and
t hat people had -- you know, people had nentioned
about there needs to be quarterly neetings with the

program nanager. Do they have to be face-to-face?

You know, the thought is maybe -- sonetines neeting
face-to-face you do have -- it's better than, you
know, on a conference call. Maybe it could be one

face-to-face and the others could be conference calls,

things |ike that. The printing of the catalogs is
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another thing that we certainly could change. Again,
it drives price and the environnental aspect is also -

AUDI ENCE MEMBER 20: Thank you.

AUDI ENCE MEMBER 21: Judy, has GSA made a
sale conmmitnent or a price commtnent |ike the other
federal agencies?

MR. KOSES: Qur senior procurenent executive
has just returned, and so we're trying to hear from
the acting gentleman in the role, but | don't think
we've heard an official position cone in yet. But GSA
is being asked just like the other agenci es.

MS. POSKANZER: And | know they were on the
Commodity Team the CAO Council, excuse me, RCAO s
O fice was on the Conmodity Teamas well. Pardon?

PARTI Cl PANT: (Away from m cr ophone.)

M5. POSKANZER: Yeah, | think we haven't
signed on the dotted line.

PARTI Cl PANT: Ckay.

PARTI CI PANT: Ckay, | have two things.

MS. POSKANZER: Yes.

PARTI CI PANT: The office supply discount that
you have, that you said we would price out the core
items and then that discount would go across the

cat al ogue.
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MS. POSKANZER: Right, the average --
PARTI CI PANT: And go across on the average

of fice supply, and can you tell what an office supply

i s.

MS. POSKANZER: All right, Bob

MR, WOODSI DE: Ckay, well, the definitions,
you know, | went over the definitions on one of the

attachnments. Actually one of the tabs on Attachnent

1. So we have what is a paper item what is a toner
and what is a general supply itemif you |ook at tab 3
in Attachnment 1, it defines what that is. And then
you know, so like | said, let's go to general office
supplies. Let's say there's 300 itens on the core
list of the general office supplies, and let's say
sone itens on that core list you're given 5 percent

di scounts, sonme get even 14 percent discounts, you
know, what ever.

And let's say the average w nds up being 33
percent. The average of the 300 itens, that would
carry over to your 10,000 itens on your ful
cat al ogue.

PARTI Cl PANT: Now the full -- but out of that
10,000 itens, what is considered an office supply?

MR, WOODSI DE: Wl | --

PARTI Cl PANT: Are we expected to give a
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vacuum cl eaner or a CD hol der as an office supply?

MR WOODSIDE: It's defined in tab 3. So
what we consider office supplies in tab 3 is defined
t here.

PARTI Cl PANT: Okay. And the other thing is
about how many suppliers you should put on this. Most
smal | busi nesses use one or two whol esalers and that's
S. P. Richards and United, and S. P. has a USA Express
Delivery, and United has a MEDS Program which is
National Trust Delivery Service. That's anywhere from
9 to 15 percent of our profit to ship nationally. So
if you were to ask nme how many suppliers we shoul d
have on there, we should have two per state or two per
maj or city because if | can deliver the D.C., the
Maryl and and the Northern Virginia area, | save 15
percent on ny delivery costs by us doing it oursel ves.
If I'"mservicing, say, California, right on the top of
my profit is 15 percent delivery charges, and that's
if it's just a basic delivery, nothing that has to be
UPS. If sonebody orders 40 cases of paper fromne, ny
cost is going to be higher.

So if | can deliver to Baltinore being a
smal | business, the Baltinore, Washington or Northern
Virginia area, boomright off the top it's 15 percent.

So if you were asking ne how nmany suppliers should be
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on this FSSI, it should be two per either state or
major city and allow small business to be able to
mai ntai n and service that area

MR, WOODSIDE: Right. But that's what you
have to currently do on your current nultiple list GSA
contract, right. You have to deliver CONUS

PARTI Cl PANT: Correct, but we're not out in
California pursuing and going after buyers and
encouraging themto order. They're only going on GSA
Advant age and seeing that we have a cheaper price and
buying it fromus. There's still a 15 percent or 12
percent charge on that order when we deliver it to
them So we have to take that in consideration when
we do our pricing.

If you're telling ne that | can submt this
bid and | can pick nmy region, |'mknocking 15 percent
off the price. There's your savings. So add two
people per either state or mpgjor city and allow us to
go in and actually give local service to those areas
and |l et us deliver ourselves because ny cost isn't 15
percent of deliver. But if | do it through the
whol esaler, it is. If | have to use UPS, it is. So
now i nstead of getting all your orders UPS, | live in
Aberdeen. | can deliver with my own trucks, you know.

NSA, our trucks go there every day. Fort Dietrich in
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Frederick, our trucks are there every day. So there's
your overall savings.

MR, WOODSI DE: Ckay, well, yeah, so you're
basically saying you could deliver |ower prices at
different locations. You know, | think --

MS. POSKANZER: And | think we're cognizant
of that. This is the scenario we have that nmaybe we
woul d evolve to that, and then who's delivering to
Montana. You're raising your hand? | nean those
t hi ngs have been brought up, a regional awards, you
know, state by state. But we are cogni zant that we
don't do it that way, and that the pricing would
reflect such. And you know, currently you do have to
deliver to, you know, so we don't expect that 15
percent cut necessarily because, you know, and there
are ways, you're right, that we could, you know,
squeeze it down and down and that could be one of the
ways. Right now our nodel is this, and we could
evol ve, you know, in the third generation. But |
appreciate the input. Yes. Ch, wait a mnute.

PARTI Cl PANT: Yeah. On the total value of
this BPA is about $250 million. Myst of agency have
projected this. Wat was the actual purchase from al
this agency |last year and the year before. The

problemis that if we have this commtnent, if we --
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and it happened in many RSQ and we say, okay, it is
$100 million or $10 nmillion and we go out to solicit
prices and at the end | believe that's what happened
in generation one. Only a third of this can GSA
publish the actual sales of last year fromthis agency
so we know what we are up agai nst.

MS. POCSKANZER: So you were saying can we
give out the sales -- pardon?

PARTI Cl PANT: (Away from m cr ophone.)

MS. POSKANZER: Yeah, there was -- right.

PARTI Cl PANT: |s that the actual ?

MR. WOODSI DE: Those are estimtes fromthe
i ndi vi dual agenci es.

PARTI CI PANT: Why don't you get the actual ?

M5. POSKANZER | nean because sonetinmes the
agenci es don't know what their total is. You know,
t hey know that they have the purchase cardhol ders here
and they have the requisitioners here, and that's part
of what this is all about. Sonetinmes the actual is --
| nean they could probably get it with some work. But
we took some of these -- this was based on I|ike
Advant age and EMUL.

MR, WOODSI DE: From t he agency.

MS. POSKANZER: Ch, fromthe agencies

t hensel ves that they provided to us. So that's what
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that cones from

PARTI Cl PANT: How accurate is that? How --
did only these prices -- you know, what is the
percentage that we can | ook at when we're trying to
project this actual sales? |If this |ast generation
one is going to be $100 million -- sorry. In
generation one, they have an estimate and that's what
all those people went out, and they found out that
they're not. And the agencies were | ooking at about
half a billion dollar savings, and they got about, you
know, $30, 000 savi ngs because the actual sale wasn't
there. You know, if we can get a little bit concrete
i nformati on, everybody have what they have |ast year
you know. And in office supply like HHS have office
supply estimted savings. But they don't give us the
actual purchase of two or three years before, and they
have those. And this is the sane projection that we
have in this BPA

M5. POSKANZER: Well, this is -- | don't know
what was used in the previous one. But | do know,
like | said, you know, it was delineated by the -- it
was cal cul ated based on the nunbers that people at
SBA, sorry, Vince, looking at you -- you know, the
nunbers that they have addressed that they woul d put

through this RFQ And that's just sone of the core
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agenci es that have, you know, comritted, and that's
what we based it on. W try not to base it on, you
know, the totality of, you know, governnent spend
because that isn't necessarily even though we're
| ooking to get that commitnent, you know, with the
work that OMB is doing, right now we base it on nore a
bird in the hand that they gave us. The accuracy,
they're giving it tous, | know W didn't go and say
can you guarantee or you know sign exactly what that
was from But that was based on their past spend and
probably their budget for the future.

PARTI CI PANT: Judy, as you know, one of the
maj or concerns that our organization and our nenbers
have had have been about the grow ng use of pass-

t hrough busi nesses. You're |ooking for nore concrete
proposals and plans that are -- we'll say nore fixed
and defined upfront for the pull to. Can you talk a
little bit nore about that? Wat kind of due
diligence the agency's in a position to conduct both
kind of pre-award as well as going forward thereafter
to nake sure those plans are truly inplenented in the
ways that are anti ci pated.

MS. POSKANZER: Wl 1, naybe we weren't --
|'ve been out of the schedul e arena, you know, not

di rect invol venent but nmaybe naively so how nmuch we

Heritage Reporting Corporation
(202) 628-4888



© o0 N o o b~ wWw N PP

N NN N NN R PR R R R R R R R R
O A W N P O © 0O ~N ©o O M W N B O

97

were aware of it at the contract level. | think |ike
you said, by having to prepare the detailed RFQ the
way they have to that you have to be doing the work in
order to project sone of these things. | think it's
sonmewhat |ike the TAA conpliance, you know. Sonetines
we need your input and your insight fromwhat's going
on in the industry, and we do try to follow up on
things. |If you have -- again, if you have suggestions
how we coul d, you know, be aware of these situations,
you know, we do try to, like we said, the TAA the
Ability One. W do try to foster conpliance as is our
requirenment. W are a handful of people in an office
with like you said 500 contracts. And so it is a
chall enge. But we do try and want to do the right
thing. So if there's any gui dance you can give us,
we'd appreciate it.

MR, WOODSIDE: | just wanted to go back to
the comment the gentl eman was naki ng about the agency
spend and, you know, what we feel how rmuch noney do we
actually think is going to go through this. | nean
actually that's the point of why we have the vol une
threshold tiers. Like you know, you can put different
wei ghts on the base price above $25 nillion, above $50
mllion, above $75 nmillion, above $100 mllion.

So you know, if you can give us a great
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price, you know, if you get $100 million in business,
| nmean that's sonmething you can consider. So that's
t he whol e reason we have that in there is you can use
those to state -- give us better prices, you know, for
better vol une.

PARTI CI PANT: Isn't it true, though, that you
guys are saying $250 million, isn't it true that nost
of that's going to cone fromthe nultiple award
schedul e anyway? So it's really not additiona
business. It's just shifting the business from one
pl ace that we do business to another one. So howis
that really beneficial to us? R ght now, that
business is out there for us to get anyway, and al
we're doing is lowering prices to shift it fromone
schedul e to anot her.

M5. POSKANZER: No, it's true --

MR. KOSES: Sone of the business definitely
will come fromthe schedule. Sonme of the business is
currently not being spent through the schedule at all
We have agencies who are centrally managi ng office
supplies who are looking at it and who are going to
actively try and drive their P-Cardholders to use this
as the standard instrunent. So you need to |ook at,
yes, a good percentage is current schedul e business.

But there's also a good share that's currently not
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goi ng through the schedule at all.

MS. POSKANZER: She's keeping track of who's
next. Ckay. Thank you.

PARTI CI PANT: Do you have any information
that you could share with us on the expected average
order size?

MS. POSKANZER: Well, that's an interesting
guestion. This has been back and forth. It was, you
know, a challenge and a discussi on bet ween what
i ndustry would |ike and what the custonmer conmunity
would like. | know we've had nunbers from Advant age
on the average order. Pardon? About 320 -- $320.

PARTI CI PANT: Three hundred and twenty?

MS. POSKANZER: Well, that's -- let nme put it
this way. Through our ordering vehicle through
Advant age, that's what we got from our tech people
when they did an analysis that it was $325 on average
t hrough Advantage. That is a big, you know, ordering
entity for, you know, GSA. But with that said, the
custoner community was not confortable with raising it
to that level or higher. It was sort of -- and there
were still sonme agencies who would still like to see
it lower, and that's why we have the additional fee,
is that what it's called, for -- pardon?

PARTI Cl PANT: (Away from m cr ophone.)
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M5. POSKANZER: Yeah, or if it's under 100.
The conveni ence, thank you very nuch

PARTI Cl PANT: So would it be safe to assune
that you're trying to get your arns around mcro
purchases with this initiative?

M5. POSKANZER: Ch, a lot of it does
certainly -- alot of it is mcro purchases, certainly
through this. Ch, sorry.

MR, KELLY: You guys are asking sone great
guestions, and | wish | had sone of the answers. On
the date on what agencies do, what's really
interesting is that there seemto be anong the
commodity team nmenbers there was quite a variety of
di fferent approaches that agencies took to buying
of fice supplies. Sone agencies -- and |like, for
exanpl e, ny agency, each office has its supply
cabinet. And so, you know, the admi nistrative person
every once in a while places an order to fill up the
things that are in that supply cabinet.

IRS is -- what they've done is they've taken
a look at their own business process and they're
trying to elimnate supply cabinets. So they want --
when they tal k about secure desktop delivery, they
want, you know, Sally's stuff comng to Sally's desk.

Well, Sally's not going to order a lot. And so IRS
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for them in order to have that kind of business
nodel, they want a | ower order quantity because that's
what fits them

Now what troubles nme about a lot of this
stuff is none of us -- and that includes ne -- haven't
real ly thought holistically about this whole supply
chain issue. For exanple, you | ook at GSA Advant age or
DOD EMUL right now, they're set up to hel p people buy,
you know, find the cheapest cost per line item So
you go to check out, you order ten line items. You
m ght have ten different orders placing from check
out. So any savings that you m ght have achi eved on
one line item you are blowing out on the total -- on
all those orders on the adm n cost to process them

So part of what we as a comunity in the
federal governnent need to do a better job of is think
about those kinds of costs because those are costs for
us, they're costs for you, and we intend to do that.
We're going to think about those things. W're going
to work with the folks that own these two portals.
W're going to try to help drive better behavior

And a lot of the comments that |'m hearing
fromyou all are giving ne insights into sone of the
behavi or we could drive, too. So | really appreciate

them But you know, | told you earlier on we have not

Heritage Reporting Corporation
(202) 628-4888



© o0 N oo o b~ wWw N PP

N NN N NN PR PR R R R R R R R R
O A W N P O © 0O ~N © O M W N R O

102
got this figured out yet. W want to figure it out.
W want it to be better, and we're not trying to --
our notive is not to cause bad things for you. But we
realize that if we drive |lower prices and that's what
we are conmitted to try to do and | wish | had a
better way to neasure sone of the non-price
perfornmance things. And if you all have ways to do
that, 1'd love to know t hem

I'"mvery concerned to hear the allegation
that there are people out there who will ship
sonething different than what we order. | would |ove
to catch people like that because that's kind of a
shocking thing, quite frankly. And maybe |'measily

shocked or |'mjust naive. But that doesn't -- |

nean, | can tell you if | order sonething froma store
and | get sonething different than what | order, I'm
going to raise hell about it. But anyway | just

wanted to share a couple of those things with you.
Yes sir?

PARTI Cl PANT: (Away from m crophone.)

MR, KELLY: But we heard that at industry.
We're asking for manufacturers part nunber. W're
trying to nmake it clearer not only on your end but to
our end as to what we've actually ordered.

PARTI Cl PANT: (Away from m cr ophone.)
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MR, KELLY: One of the things -- |I'msorry.
One of the things we've tal ked about as part of the
commodity teamis that the coomodity teamis not going
to just, you know, be stood up for this procurenent
and then go away. Wiat we intend to do is naintain
the group together over the life of these contracts so
that we can hear things |ike that and we can react to
them And you know, we are interested as a government
to nmanage this area of spending better

PARTI Cl PANT: (Away from m cr ophone.)

MR, KELLY: | sure am

PARTI CI PANT: If you're interested, | mean
part of ny conpany -- custoners really deal with some
of these specific things is that we have --

MR. KELLY: Yeah, 1'd be delighted to learn
nore about it.

PARTI CI PANT: Before you nake your award
whil e you' re doing your due diligence, will you
require a site visit because | think that's critical

On your | ast award, you awarded one of the vendors is
basically a two-person office, and a |ot of the
service disabled are out selling their service
di sabled for three, four or five points and they're a
one-person office. So if you're going to award, you

know, a contract, | think it's inportant you do a site
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visit.

M5. POSKANZER: Well, nost of the -- or all
of the vendors that will be awarded woul d al ready have
a schedul e contract, and we've done -- to get on the

base contract and get confirmation from our
contracting people here is that they had to do sone
financial and technical reviews.

PARTI CI PANT: You can have a one- person
of fice, two-person office that are on the GSA
schedul e. There's custoners out there all day |ong.
There are offices |like custonmers that are one and two-

person conpani es that on the GSA schedul e right now.

MR. WOODSIDE: Well, | don't think there's
anything illegal about the nunber of enployees, you
know. | nean what we're basically |ooking at to make

sure they're do either go or no go. So | would think
a one-person office would have a difficult tine doing
all that. Wat we want to do is we want to nake sure
they can neet the requirenents. They have to be able
to neet the go, no-goes and all the requirenents that
are entailed in there. And we're going to look to
make sure they can do that. But we don't have li ke,
you know, a set m ni nrum nunber of enpl oyees they need
to have in the office. | nean we have custoner

service requirenments and things such as that. But you
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know, that's the main thing. W just want to nmake
sure they're able to performthe duties in the goes
and no- goes.

PARTI Cl PANT: Excuse ne. M comment is |'m
not sure if you have all of your price and paraneters
together to evaluate the pricing nethod that you'll be
usi ng because you got to set sone kind of normto dea
with and to assess whether a list price is involved or
a cost plus. And if you're just basing it upon what
each one of us present to you and then coning out with
a wei ghted average, you won't have what the product
actually costs in the narketplace. So you need to be
able to start with a cost and actual manufacturer's
list price. You requested a nanufacturer's nunber
So request the manufacturer's suggested list price,
and then use that as a part of your evaluation. But
if you just use soneone else's suggested list, you're
going to have nunbers floating all across the board.

MS. POSKANZER: No, but we're using --

MR, WOODSI DE: W're asking you to submt
your GSA schedule price in dollars and your bid price
in dollars because we want to look at real prices. |
thi nk, you know, to say here's S.P. Richards price and
give us a discount off that or, you know, just

eval uate this based on your schedul e price al one and
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give us a discount on that, | nean we actually want to
|l ook at real prices like $1.34 or sonething. This way
we' re conparing apples to apples, and everybody's in
the sane field.

If you say, okay, |I'mgoing to give you a 30
percent discount off nmy schedule price and sonmebody
el se is going to give you a 33 percent office, well,
yeah, the guy giving 33 percent off might be giving
you a better deal, but his schedule prices may be
different. So that's why we want to | ook at actua
prices in dollars and cal cul ate that way.

PARTI Cl PANT: There's a coment in the
solicitation in regards to custoner service 8:00 to
5: 00 Pacific Standard Ti ne.

MB. POSKANZER: Yeabh.

PARTI Cl PANT: How does that affect the East
Coast conpani es?

M5. POSKANZER: 1t's 8:00 Eastern Tine to
5:00 p.m for the Pacific tine. So that would nean
that everybody has the sane. So if you're --
already figured this one out. No, but if -- so the
West Coast people have to be up at 5:00 a.m because
that's -- so it's from5:00 a.m Pacific Time to 8:00
p.m Pacific Tine, or it's 8:00 a.m Eastern Tine to

8:00 p.m Pacific Tine -- excuse ne, Eastern Tine.
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PARTI Cl PANT: (Away from m cr ophone.)

M5. POSKANZER: No, it's -- well, let ne --
can sonebody | ook quickly? | thought it was Eastern
in there. | know sonebody had asked this. [1'Il try

not to take too nuch time at this nonent. But |
thought | had -- it took nme about ten mnutes to
figure that one out on ny own. Five point three point
four.

PARTI CI PANT: You're trying to drive costs
down. So you're asking us to keep enpl oyees | onger

M5. POSKANZER: Well, one of it was our
commodity team wanting custoner service. But you
know, like | said, any of these things. It does say
Eastern Tine in there. Yes, okay. So everybody's on
the sane playing field at least. Wether that's a
good playing field, that's another story. GCkay, so
that is another point that you're bringing to us, you
know. A lot of tinmes, you know, we have what you
said. W have what the combdity teamand they're
like, well, we're the ones that want the stuff. So it
was a matter of having a discussion to cone to a
better answer. W want everything. But this is the
poi nt, you know.

PARTI Cl PANT: (Away from m cr ophone.)

MS. POSKANZER: Ckay. Yeah. Right. And this
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is something, you know, something we can bring to the
commodity team | nean | certainly have had
di scussions and we've all had di scussions when it was
around, as Jeff nentioned, when it was around the
hundred dol l ar ordering point. You know, sonetines we
are trying to change behavior, you know, and we as the
federal governnent maybe do need in certain cases to
drive behavior. Maybe there's sone agencies that need
that secure desktop as |IRS. But other agencies, is
there a way to drive behavior to save costs? | nean
yeah, | may want ny pen today. But do | need ny pen
today. |I'mbeing a little facetious, but you know,
can you wait until tonorrow or borrow a pen or plan
better, you know. W all need to plan better. You
know, it costs noney when we don't plan well, you
know, and these are sone behaviors that sone agencies
that want it higher, they are going to focus their
enpl oyees in their agency to do that, to change
behavi or in ways that can save nobney. So it's a give
and take, and that's certainly sonething we can | ook
at .

PARTI Cl PANT: (Away from m cr ophone.)

MS. POCSKANZER: Yeah, no, obviously, you need
to do that. You know, we probably need to cone to

sone decisions in the next literally couple of days to
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gather up with the conference call. Sonme of the
things, we may just, you know, with sone of our
teammates. Sone things we can agree anpbngst ourselves
to change, and we know that you have that requirenent
or you need to start pricing things out so you can get
your bid in on tine. W' re cognizant of that.

PARTI CI PANT: | was going to go back to the
geographi c location. Actually, when the gentlenan was
bringing up the two per state.

MB. POSKANZER: Yeabh.

PARTI CI PANT: That woul d be a maj or advant age
to the governnent in savings. Plus, when we're going
back to the tine, Pacific Tinme/Eastern Tine, there you
go. That would be your savings right there. O you
can bring it up to four conpanies per state giving a
mnority a chance, a small veteran disabl ed busi ness.
You can have the four categories. | nean if you could
wite that way, it would be a | ot easier, nore
conpetitive

MB. POSKANZER: So sinply those are things to
consider. | don't knowin this evolution or this
generation at this point whether we're able to do
that. And we are cognizant that you are required to
deliver, you know, from wherever you are all across

the country. So we're cognizant that that plays a
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part.

PARTI Cl PANT: But the first FSSI, | nean
when you had the questions, we brought that up before.

MS. POSKANZER: Yes.

PARTI CI PANT: And not hi ng was ever brought
up. It was just basically put out there. Us as a
smal | busi ness, when the Navy started using FSSI, our
busi ness went down al nost 45 percent overnight, and
can speak for everybody here that's a snmall business.
It was critical. W had to cut back. |'m sure that
the people that bid on the FSSI gave you guys the
| onest price and held it for a long tine. So they
were | osing noney just trying to stay on it. And then
you got the big bucks, Staples, Ofice Depot, they
crush us because they have war ehouses.

MS. POSKANZER: Actual ly, nost of the spend
has gone through small businesses on this, or there's
been sone snml| businesses with a | arge anount of
spend through it.

PARTI Cl PANT: A question for you. |'m
interested in pool three and being a small mnority
busi ness, I'mkind of at the back of the bus since two
of themare going to be delivered. The only two are
going to be delivered to service disabled. |s teamnng

arrangenents with a service disabl ed conpany a
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possibility for a small business in order to be
conpetitive and nove to the front of the bus for poo
t hr ee?

M5. POSKANZER: How woul d t hat work?

PARTI CI PANT: That's the only way it could
be done for all these small businesses in here.

MR WOODSIDE: | nmean | think we have a
preference for SDVOSB. |It's not guarant eed.

PARTI CI PANT: Right. But that neans |'mat a
di sadvantage if you already have a preference.

MR, WOODSI DE: Ah, right. W have a

preference. | nean you could definitely team ng
arrangenents, although it's going to be -- the
soci oeconomic test will be determ ned by the

contractor. So that would give you the preference

But | think also, you know, |ike we nentioned, we're
going to talk to the Cormpdity Council Team about a
possi bl e increase in nunbers in the small business
area. W're going to talk about that. And also, you
know, like | said, it's a preference. W nmy not get,
you know, possibly all the SDVOSBs we want. So it's a
pr ef erence.

PARTI Cl PANT: Well, I'msure you'll find two.
| nean that's going to be -- I"'msure you'll find

t wo.
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MR WOODSI DE: But | nean we have a |l ot of
other factors, too. W have the go, no-goes. You
know, we do have price. So that's not the only thing
we' re | ooking at.

PARTI Cl PANT: Okay. The second part of that,
now there's the .75 percent for industrial funding
f ee.

MR, WOODSI DE:  Yes.

PARTI Cl PANT: Then there's another 1.25 for
your fee which now we're up to 2 percent which no
one's expl ained how you cane up with the 1.25 percent.

Then we have a 2.5 to 3 percent for credit card
processing fees. So nowwe're up to 5 percent. |If we
have to set up a teami ng arrangenent, that's another
.5 to 1 percent. So you're nowyou're at 5.5 to 6
percent cost before we even start to play. Gkay, you
need to be very cogni zant of that because that doesn't
i ncl ude our overheads. And if you think small business
has a huge margin, you're crazy. And so you're
already at 5.5 to 6 percent before we even get
start ed.

MR, WOODSIDE: Right. Well, because the
credit card fee you have in your regul ar schedul e,
correct?

PARTI CI PANT: That's 2.5 to 3 percent
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aut omati c.

MR, WOODSI DE: Right. But that's on your
normal MS-75 contract.

PARTI CI PANT: Yeah. But how did you just cone
up with the 1.25 on top of everything?

MR. WOODSIDE: Well, the 1.25 is the fee that
GSA doesn't get appropriated funds. W have to cover
our costs.

PARTI Cl PANT: What's the .75?

MR. WOODSIDE: The .75 -- well, that's the
i ndustrial funding fee for the schedul e.

PARTI Cl PANT: For GSA

MR, WOODSI DE: Right, for GSA. But as |
nmentioned, if the volune does go through this vehicle
as we fully expect it will, you know, we will be
| ooking to lower the 1.25 percent fee. So, you know,
if we do $800 nmillion in volune, this is what we put
in the RFQ obviously we would, you know, | ook to
| ower that fee

PARTI CI PANT: So do you have any targets with
timng or nunbers that you're going to start | owering
it by?

MR. WOODSIDE: | don't think we have any hard
targets right now. But | nean obviously, you know,

seni or managenent, | nean a | evel nmuch above ne, you
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know, if we get to these hundreds of nillions of
doll ars of volume, you know, | do believe we would
lower the fee. But | don't knowif it's set out in
stone right now

PARTI CI PANT: But you need to be rea
cogni zant on how nmuch cost it takes to be in business
t oday.

MR. WOODSI DE: Yes, | under st and.

MR, KOSES:. kay, let's hit the fee question
then. As Bob suggested, right nowthere's a 1.25
percent fee. That's the cost of setting up running
t he Program Managenent Office, all of the systens
changes, all of the nmarketing organization in running
this. That's based on the current estimate.

W' re polishing the business case, |ooking
where and how we can cut that fee as we're seeing the
greater agency participation. Judy went over severa
times that we're going to see a phase-in as agencies
start using this vehicle. As we're getting towards a
year or two years into this, we're getting closer to
that $200 nmillion a year, we have room The 1.25 is
going to carry us through the first year as we're
starting to bring agencies into that gane. And over
the next few weeks, we'll polish that and that will be

a direct cost reduction in future years that we'l
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tell you to take off the top so that we are able to
charge the federal agencies |ess.

MS. POSKANZER: Ri ght, and the agencies are
cogni zant of this also. How about if we take |ike one
nore question and then break for lunch unless you want
to go -- do we have like lots of questions that we
just want to finish this? Does anybody?

PARTI CI PANT: | just want to ask you a quick
guesti on.

MS. POSKANZER: Ckay.

PARTI Cl PANT: You know, we understand what
you guys are trying to do to help the governnent save
noney, and we want to hel p our governnent also. But
our governnent need to help us also, you know. It need
to be a two-way street here. And just like the
gentl eman was saying up here earlier, when the Navy
noved over to that schedule, he lost 45 percent of his
busi ness and that's what's happening to | ot of us.
Through these | ast couple of years, these two years of
this bare econony, | nean it has eaten up everything
just about that us small businesses have. Sonme of us
now wor ki ng on bank's line of credit to stay in
busi ness. And all we need is another blow |like this,
you know, to where our business goes away. W cone to

our government with good product, with good pricing,
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wor ki ng hard to keep our businesses going, to keep our
people enployed. But this thing, it seens kind of
one-sided. | nean, even in this room if seven people
in this roomgot those BPAs, then the rest of us are
shot. You know, what |'m saying, you have sone
criterias here that we have to neet. W need to have
a GSA schedul e.

MB. POSKANZER: Ri ght.

PARTI CI PANT: Have ability one, have good
past perfornmance, have good pricing. |If we qualify
for that, why don't we get a BPA? |f we have those
criterias and our pricing is in a certain range, why
woul dn't you just award us all the BPA? W qualify
for it. These are the qualifications you have, and we
neet those qualifications, why don't we have a BPA?

Li ke the, you know, because what our GSA schedul es, as
this thing progress, if this goes the way you're
planning it and as it progresses over the years, GSA
schedul es are no good because everybody's going to buy
off of this BPA. So the noneys that we spend over the
years to get BPA -- to GSA schedul es done, get that
pricing done, get it upl oaded, paying to get these
certifications, junping through all these hoops, al
this noney that we've spent and effort that we put

forward is gone -- is totally wasted. And we don't
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have -- and |like | said, we conme to our governnment to
say help us. W're going to help you. Help us, you
know, and | think that's the way it need to be. The
way this is going right now, it is one-sided for the
governnment. And with seven BPAs, |'ve never seen an
i nci dent where you save noney by cutting the
conpetition froma roomfull of people to seven
people. You won't get this pricing that way.

MS. POSKANZER: So you're not going to price
it well to be one of those seven, you're saying that's
not goi ng to happen

PARTI CI PANT: So backing up to his statenent,
you know, what you can do is give this BPA to naxi mum
conpani es who have the GSA schedul e because of the
contract requirenents it's reporting, conpanies are
very diligent in reporting -- small businesses |like us
because we're very consci ous of what we have to do and
what we have to subnit. What you can do is give this
contract to maxi mum small businesses with all the
associ ate noney goals, everybody gets a chance. The
strategy is that every snall business who gets a
contract hires one person in addition to the current
enpl oyees they have. |If you award this to, let's say,
300 snall businesses, |et the buyers conpete from

where they want to buy. You have created 300 jobs
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mninmum |If you award it to | arge busi nesses, they
wi || squeeze those enpl oyees and they will not hire
any new people. |If the President wants us to create

nore jobs, this is one way of doing it and hel ping a
smal | business. GSA is asking for 2 percent? No, a 3
percent. W'Il give you 3 percent. Gyve the 1
percent to the agency who's going to use this BPA

MS. POSKANZER: So what you're really saying
is not to have a BPA at all -- just keep the schedul e.

PARTI Cl PANT: No, have a BPA. Create a BPA,
get the additional pricing, get the discounted
pricing, take 3 percent from us.

M5. POSKANZER: But then have |ike an
infinite nunber or basically everyone that's on
schedul e.

PARTI Cl PANT: Award it to small -- maxi num
smal | busi nesses. Everyone can do it. And guys are
smal | business. W are here to serve you. W
understand the concept. The econony is bad. But this
way we can create jobs.

MS. POSKANZER: Well, before we go out, |
t hi nk you' ve been raising your hand for a long, |ong
time. Do you want to -- and then naybe we should --

PARTI CI PANT: | just wanted to clarify one

thing for everybody's benefit in the room because
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think there's been sone ni sunderstandi ng about this.
| f people have a GSA Snmart Pay Card, they
automatically get this pricing whether they ask for it
or not. That's what it states in here. That's what |
want to know. |If sonebody faxes ne or they email ne
and they want to place an order whether they know
about this contract or not, if I'ma FSSI contract
hol der, | automatically extend this pricing to them
whet her the agency has signed on or not. That's what
it says here. It's forcing you to extend this to
everybody. It says, "Contractor shall agree to accept
the GSA Snall Pay Card as the nethod of paynent for
orders under the BPA. Paynent via GSA Small Pay Card
shal |l automatically trigger BPA pricing wthout
separate request regardless of the sales channel. The
cardhol der shall not be required to ask for the
di scount, reference the BPA or contract nunber and
al so shall not be required to sign up for a loyalty
card program" You have to give this -- according to
this, you have to give this pricing to everybody in
t he federal governnent.

MS. POSKANZER: Ri ght, because it's a
strategi c sourcing vehicle.

PARTI CI PANT: They may not even know about
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PARTI Cl PANT: Exactly. You still have to
give it to them based on this says.

PARTI CI PANT: And who gets the GSA pricing?

MR, WOODSI DE: But actually I'mnot sure. In
5.3.5 of the RFQ which is page 13, it says, okay, it
says, "Point of such discount shall apply to al
partici pants covered by the BPA except when you order
an agency to specify that it's using another
acqui sition vehicle."

PARTI CI PANT: Right, like if they're using
the Arny BPO, the Air Force BPA

MR, WOODSI DE: Ri ght.

PARTI CI PANT: But then | ook on page 17 at
5.6.4. Yeah.

M5. POSKANZER: Yeah, it's true that that's -
- because what happens is unless you have to quote
sonet hing or you had to have an account or you had to
do sonething special to get this. But if the agency's
federal governnent is available, then --

PARTI Cl PANT: We have to extend it.

MS. POSKANZER: Qur feelings are that they
shoul d get that discount.

PARTI CI PANT: Ri ght, whet her they know about
it or not. And that was one of the things that they

want ed everybody to get consistent pricing across the
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entire federal governnent because | know there's sone
m sunderstanding in this roomabout this that, you
know.

MR, WOODSIDE: Well, if |like the Arny deci des
to keep their BPA until the end of the year

PARTI CI PANT: Right, right.

MR, WOODSI DE: For Arny orders, it would go
with their BPA

PARTI CI PANT: Right, exactly. But let's say
alittle Bureau of Land Managenent calls ne up and
they don't know anything about this and they say, oh
I need these binders, |'ve got a special project going
on. | automatically have to give themthis contract
pricing even though they don't know a thing about it.

MR. WOODSI DE: Unl ess they have a different
vehi cl e.

PARTI Cl PANT: Unh? No, you don't. You have
to give themFSSI pricing. 1t states here. Yes.

PARTI Cl PANT: (Away from m cr ophone.)

MS. POSKANZER: Right. But that's not what
t hey' re sayi ng here.

MR. WOODSI DE: Your BPO is. Yeah, unless
it's a different vehicle, unless it's an Arny BPA or
sonething like that or Air Force BPA. If you're a

BPA, then you would give themthe BPA pri ce.
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MS. POSKANZER: Ri ght, exactly.

PARTI Cl PANT: (Away from m cr ophone.)

MS. POSKANZER: Yeah, exactly. That's
exactly what you want.

MR, WOODSIDE: |f you're a BPA hol der, you
woul d give the BPA price

PARTI CI PANT: Right. But if you're not, it
kills all BPA pricing.

MB. POSKANZER: Exactly.

MR, WOODSI DE: W' re not prohibiting people
fromusing other non-BPAs. | nean ot her agencies may
still go to non-BPA hol ders.

PARTI Cl PANT: But the question is if it's not
speci fying a BPA, soneone is calling up to order XYZ
wi dget, you have to give them FSSI pricing.

MS. POSKANZER: Ri ght.

PARTI CI PANT: So in other words, it does away
wi th GSA pri cing.

MS. POSKANZER: Wth your regul ar GSA
schedul e, exactly.

MR. WOODSIDE: |f you're a BPA wi nner, if you
wi n the BPA

MS. POSKANZER: |f you win the PBA

PARTI CI PANT: But if the agency hasn't agreed

to use the FSSI and have that support of that whole
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agency and the sales fromthat whol e agency, then you
shoul dn't have to give the little gal at BLM for
bi nders that pricing.

MS. POSKANZER: Well, this is a strategic
sourcing and it becones available to the federa
governnment. That's what the power behind this -

PARTI CI PANT: But then the BLM peopl e have to
buy into that strategic sourcing, and | tell you that
they don't always do that.

PARTI Cl PANT: Well, they don't have to.

MS. POSKANZER: Ri ght, but they don't have to
because if they're with the federal governnent and
they're being on their credit card, they should be
availed at the pricing. Now you're saying they
shoul dn't. You're saying they shouldn't because they
haven't comitted?

PARTICI PANT: |I'msaying if we're a contract
and managenent directors that --

MS. POSKANZER: Right. So if managenent
hasn't said so, then they shouldn't get it. There are
agenci es that has --

PARTI Cl PANT: (Away from m cr ophone.)

MS. POSKANZER: Well, strategic sourcing is
supposed to be the pricing for the federal governnent.

So the vendors that get the BPA are to nmake that
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avail ed to everyone.

PARTI Cl PANT: (Away from m cr ophone.)

MS. POSKANZER: Jack, did you --

PARTI CI PANT: (Away from m cr ophone.)

MS. POSKANZER: Yeah, and that's the point of
sal e.

PARTI CI PANT: Are you saying if | have an
order EDI from GSA Advantage, to ne | have to di scount
that. | use the price for a FSSI

M5. POSKANZER Jack? An EDI is not --

MR KELLY: | don't know about EDI. All
we're saying -- we're saying first of all | anticipate
-- we're going to try to get as nmany agencies to sign
on this programon this programas we can. Do we
think we're going to get everybody? No. But we're
going to try to get as many as can and who find this
programattractive. There are still going to be folks
who, you know, have relationships that they're going
to want to keep with whoever they've got those
relationships with. That's fine. But for people who
decide to participate in this BPA and who win, the
rules are exactly as you said. So if you -- you know,
that's what you're signing up to. |If you want to win,
t hen everybody who uses that Snart Pay Card, wherever

they are, you know. See, there's two ways to think
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about that, and | think | have an idea of how you al

are thinking about it. The way we're thinking about

it is that gives you -- that recogni zes greater vol une
because nowit's going to show up. It's not going to
be hidden any nore. It's going to be greater vol une

t hrough the BPA. W' ve asked that we get vol unme

di scounts which is we think a nornmal business
practice. So we're trying to rationalize the way
we're doing this. Right now, as ny boss said, it's
the Wid West. They don't like the Wld West. They
woul d |i ke sonet hing that nakes nore sense so that
people -- it's predictable prices around the country
for people participating in the program You know, if
sonebody gets a good price, everybody ought to get a
good price. |It's kind of a sinple concept. And so
that's what we're trying to do.

PARTI CI PANT: -- when you' re droppi ng those
supplies off, when you're dropping on Marine Corps --
away from FSSI and away fromthe GSA fanily. You all
have got to conmit -- excuse ne, but you've got to
conmit to this also.

MR, KELLY: What we've learned -- |I'mso glad
you rai sed that because we have had conversations
about this. But what we've learned is there are --

agenci es have di fferent business nodels. What gl oba
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supply offers is a, you know, full service -- you
pl ace the order with us, you pay us, we'll manage any
probl ens you have

PARTI Cl PANT: Well, what's different about
that than what we do? What's different?

MR. KELLY: From a vendor perspective,
don't know. Froma custoner, from an agency
perspective, if | order all through the BPA, |I'm
dealing with the vendor through the BPA directly. |If
| order from d obal Supply, |I'mdealing with GSA
directly. GSA deals with the vendor

PARTI Cl PANT: But they're the sane products
and the sanme services being provided. | don't think
you even need that vehicle if you' ve got us. Wy do
you need that vehicle?

MR KELLY: It's a different business node
that works well for sone agencies but not other
agenci es.

PARTI Cl PANT: Well, we ship worldwi de. So
nmean | can't inmagi ne what needs --

M5. POSKANZER | don't think it's so nuch
fromyour end, although that's definitely a part of
it. But dobal Supply has the requisitioning which
that is a different neans to get to you. Some

agenci es just want to use a purchase card. They don't
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know fromrequi sitions. But as we know, DOD

PARTI Cl PANT: Ri ght.

MS. POSKANZER: Even though they have
committed using this, there are certain parts of their
agenci es that presumably, you know, we've had sone
little discussions. |'mnot going to speak for them
in totality. But you know, that that is the neans by
whi ch, you know, requisitioning MIstrip, Fedstrip,
that is the way that they cone to busi ness, and that
is their nmodel. So --

PARTI CI PANT: Wel |, what about separate
portals dedicated FSSI portal or website, either one.

M5. POSKANZER There is -- |'mnot sure what
you're saying. | nmean on Advantage, there is a BPA
portal .

PARTI Cl PANT: There's a corridor there. But
it throws themal so back into the regular GSA
Advantage. |It's sort of mxed. But | nmean our
dedi cated website for this just |ike www d obal Suppl Yy,
wwv. f edgov. FSSI. | nean what -- MB. POSKANZER
| know we are evolving with Advantage in working with
them Right now, we are not that nodel. That's food
for thought.

PARTI Cl PANT: But is that possible? 1Is that

a possibility?
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Ms. POSKANZER: Yeah, | nean that is, you
know, there could potentially be that. | think we are
doi ng sone changes to Advantage to hopefully be able
to do sone of the things we have on this RFQ you
know. So they are nmmking changes, and it wll
continue to be evolving. | know OVB has been very
cogni zant of that and is |ooking at Advantage in
trying to evolve to where it needs to be, you know,
along different service lines. So you know, all those
things, are they tonorrow but not, but those are in
consideration. And this brings up, you know, the
possibility or thoughts about it.

PARTI CI PANT: What are we as vendors going to
get in exchange for this 1.25 percent we're having to
pay to fund the cost because that's a | ot of npney
over $800 mllion

M5. POSKANZER: Well, that's what we're
saying is that, you know, we're not going to -- if it
gets to that point, we're not going to keep that.

PARTI Cl PANT: Ri ght, or even over $200
mllion, let's say, you know you explode it right out
t he gate.

M5. POSKANZER: Well, we could even -- if it
expl oded out the gate, we could even drop it right

away. | nean, first of all it is in the price and the
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custoners are cogni zant of that.

PARTI CI PANT: And how nany people is your
office going to hire to support this effort?

MS. POSKANZER: | know right now |'mdoing a
couple of jobs. | nmean Bob's doing a couple of jobs.
Jeff's doing a couple of jobs. | nean we do need
sone dedi cat ed peopl e because there is a lot of, you
know, there are a lot of requirenments, you know. W
don't want to have a big overbl own governnent, you

know, just to support this. But you know, this does

fund sone of the changes to Advantage. It funds
system changes, the programitself. But it will, you
know, yeah, if it's $800 mllion -- if that happens in

the first six nonths, we'd change it right away.

nean it's not like, oh, we'll wait a couple years and
see howit is. W don't want to be seen as nmki ng al
this noney. So.

PARTI Cl PANT: Yeah, | think the sentinment in
the roomis there needs to be nore balance in this
RFQ You're tal king about going to a system where you
have a | ot of vendors, approximtely 500 who are
selling in varying quantities to individual agencies.

They have that busi ness because they service those
accounts where they live or where they operate well

better than anybody el se, and they're price
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conpetitive. You're noving fromthat environnent to
one where you basically have a one-tine or once every
year junp ball and you have seven people total who wn
that. Many of themare not going to be in a position
to provide that sanme |evel of service nationw de as
that prior structure you had where you had 500 peopl e
conpeting to do that every day froma strong | oca
base. The other thing I'd Iike to nake reference,
Jack said sonething. Perhaps we haven't taken enough
of a holistic approach on this. | think the other
nessage that |'ve been hearing at least is that there
-- if the overall economic goal is to create jobs,
this is ajob killer the way it's structured now

(Appl ause.)

PARTI CI PANT: | just have a procedura
guestion about the additional fee. Currently, wth
GSA, you know, we start with our npbst favored. W
negotiate the GSA pricing and then add on the industry
fundi ng fee.

MS. PCSKANZER: Right, right.

PARTI CI PANT: So as far as the process, we
will negotiate on this RFQ where we di scount, give you
a 5 percent discount off of our current GSA then add
back on the 2 percent? |Is that howit's going to be

anal yzed, contracting people? Because that's howit's
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currently done with | FF.

MR, KELLY: Well, | nmean | would think it
will be the sane.

PARTI Cl PANT: Yeah, it would be the sane. |
just want to concur. Yeah, okay, so when you're
| ooking at the overall pricing, you' re not factoring
in. W don't need to give our prices with that 2
percent. W'I|l be able to negotiate a dollar, 90
cents, then add on 2 cents.

MR, WOODSI DE: No, but you need to -- the
price on the bid sheet that you subnmt, |like you
submt $1.34 for the first part nunber, that's al
inclusive. So include the IFF, include the 1.25. So
that price you give --

PARTI Cl PANT: Ch.

MR, WOODSI DE: Just like with the -- you put
in GSA Advantage included in the IFF, right?

PARTI CI PANT: But when we negotiate on GSA,
we negotiate at a different level. W negotiate nost

favored di scount then add on, and that's the fina

pri ce.
MR, WOODSI DE: Wl |, yeah, that's how the
mat h goes. But the awarded price is all inclusive.
PARTI Cl PANT: Well, but here for this
analyzing this bid, |I just want to nake sure how to --
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MR, WOODSI DE: So when you submit your price
in the quote sheet, nmake sure it's all inclusive. It
i ncl udes everyt hi ng.

PARTICI PANT: | think the FSSI, if this goes
t hrough, the other GSA -- actually the other vendors
that are trying to get on GSA schedules will not do
it. Wiy get a Schedule 75 if FSSI goes into place?
Because it's going to deter the small business from
approachi ng the governnent trying to sell office
supplies. W're all doing it here because we're al
selling to you all now. Wat about the new guys that
are on the waiting list? They're not going to do it.

PARTI CI PANT: That m ght have better
t echnol ogi es, that m ght have better --

PARTI Cl PANT: Exactly.

MS. POSKANZER: | nean we're never going to
get 100 percent of the sales or spend through this
BPA. So there is other opportunity.

PARTI CI PANT: Fi ndi ng those opportunities for
smal | business --

PARTI CI PANT: Is very difficult. |It's very
difficult.

PARTI CI PANT: Judy, just as a suggestion
excuse ne, GSA has a lot of tools in its marketing

t ool box. You might want to consider putting together
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a plan of how that you could present with all of us
how you're going to use the CSDs, market tips. A
letter of endorsenent fromthe President | think would
be a big step and his cabi net nmenbers, you know.
There's a lot of things out there that could help this
get a great |aunch through the door, but | haven't
hear d.

M5. POSKANZER: No, we do have -- | nean |'ve
al ready started. That's one of the jobs of the
proj ect nanager and, you know, the project office is |
have started neetings with the busi ness nmanagenent
di vi sion of, you know, GCeneral Supplies and Services
and coming up with a -- we do have a standard |ike
bring to market strategy, even though this has been at
the market once in a different vein. They do have
when they bring other schedul es or other different
things to market, there's a whole plan that we've
started on and it involves, excuse ne, interna
communi cati ons, external conmunications. You know, |
do have that.

PARTI CI PANT: Smart Pay is one | nentioned.

M5. POSKANZER: Pardon?

PARTI CI PANT: Smart Pay is one | nentioned,
t 00.

MS. POSKANZER: Ch, okay. So you know,
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Qutreach CSD networks. | nean sone of you are nmaybe
not as cogni zant of the full array of outreach that
GSA does. WMany of you are. But we do have a whol e
canpai gn of conmunication marketing strategy that we
are starting to put together, you know, to get this
out to market. FEric?

PARTI CI PANT: Just one last thing. | know we
touched on it on the pre-conference, and | know Jack
and | went back and forth a little bit that, you know,
a lot of small businesses felt |ike the GSA schedul e
and | don't want to bel abor the point of opportunity.

But we thought the GSA schedul e was going to be our
opportunity, and we've proven that. You know, if you
| ook at the volune and you anal yze where the volune is
wi thin the GSA Schedul e, the 60/40, 60 percent the
smal |, 40 percent the large. One of ny questions
would be is a limter of conpetition the right way to
go. |Is there still just not any way we can enhance
t he GSA Schedul e where you offer better discounts, you
reward i nmedi ately a volune discount to a client. You
reward, you know, whatever you want to do. | nean
however. So | don't know why we keep goi ng down to
limt conpetition instead of ensuring that the
i ndi viduals that have invested -- not only small but

| arge -- because | arge business has been shut out of
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sone BPAs also. | nean it hasn't al ways been good for
themeither with the Arny and sone ot her things. So
the question is that, you know, it just seens like
we're continually trying to make the solution to get a
better value to the governnment by liniting
opportunities with full and open conpetition

M5. POSKANZER | nean that has been a
chal | enge, you know. There's the MAS Bl ue Ri bbon
Panel and all these kinds of groups that are com ng
together to try to optim ze what the schedul e brings,
and that -- and we know we've heard it a lot. The
Schedul e, oh, you know, that's not very good pricing.

We hear that, you know

PARTI Cl PANT: You have to discount all these
other BPAs. | nean, you know --

MS. POSKANZER: And that's why we're trying
to, you know, that's why we foster this BPA so that
custoners aren't having to look all different places
because we constantly get, oh, that's not the best
price. GCh, GSA doesn't get good pricing. So, you
know, this was one neans to foster that good pricing.

PARTICIPANT: | think it's a follow up on the
ot her questions. For those seven people that are
going to be awarded if it's seven or eight, those

i ndi vi dual conpany have to give up the right to al
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BPA, all GSA Advantage? |s that what they're saying?

Because you have to use the sane price for everybody
because, you know, it doesn't matter when sonebody go
to GSA Advantage to place an order for a pen or GSA
cones to ne on ny contract. It's seven dollars. And
on this contract, naybe it's $6.90. Do | have to
di scount that because they're using Smart Card? You
know, that's a horrendous --

MR, WOODSI DE: Wl |, you have to discount it.

But like it says in the RFQ Section 5.3.5, except
when the order agency specifies another acquisition
vehicle. So if you have a BPA with Social Security
and they want to keep that and they place an order
with you and say we want you to go with the Soci al
Security BPA, until that expires, until they tell you
ot herwi se, keep doing that, and that's on page 13 of
the RFQ |If soneone out of the blue just orders
sonet hi ng fromyou, though, and you win the BPA --
you're the wi nner, then, yes, you do have to do that.

But if they order sonething fromyou and they say we
want you to use the BPA we have with you that's in
effect now, then you would go with the BPA that's in
effect now So you don't have to give anything up
It's up to the agency to decide if they want to give

it up.
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PARTICI PANT: | think the thing we're
struggling with is are every agency's going to be
participating on the BPA. So we have to keep the
standard GSA price out there on Advantage as well as
the FSSI. So let's say a participating agency
i nadvertently orders on the standard GSA price, are we
going to be held accountable for not giving themthe
BPA pri ce.

MS. POSKANZER: If it's purchase card at the
poi nt of sale, yeah.

PARTI Cl PANT: But how do we nanage that? The
custoner's placing the order

MS. POSKANZER: Because by the bin nunber you
know it's a federal custoner fromtheir purchase card

PARTI CI PANT: To Al's point earlier, it's
EDI. It goes automatically into our systemfor
ful fillnent.

PARTI CI PANT: (Away from m cr ophone.)

PARTICI PANT: I1t's not like we're taking a
hard copy PO and saying, oh, this is IRS, we've got to
give themthe FSSI pricing.

MS. POSKANZER: Yeah, with Advantage, yeah

PARTI Cl PANT: W can't do what's bei ng asked.

M5. POSKANZER: Pardon?

PARTI CI PANT: It can be done froma tel ephone
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or wal k in.

MB. POSKANZER: Yeabh.

PARTI CI PANT: That's a pretty interesting
conment because --

MS. POSKANZER: So you get it electronically
like we get the purchase cards. | know, of course,
you can't even buy without a purchase card through
Advant age because -- when it first started, you coul d.

But you could use your DODAC. But it's like they
didn't get paid. So we get the purchase card. You're
just not -- | guess we just have to informyou sonehow
that it was purchased by purchase card because you
just get a fax or you get electronic data interchange
about the --

PARTI Cl PANT: We can get credit card nunbers.

MS. POSKANZER: Ri ght.

PARTI CI PANT: You can charge them But when
it comes to dealing with Advantage, it cones through
el ectronically. It goes into an el ectronic process.
It's not like we're getting a hard copy and sayi ng,
oh, okay, this is a GSA Snart Pay Card. So instead of
giving thema price of $6.90, |'ve got to drop it down
to --

MS. POSKANZER: Ckay.

PARTI CI PANT: (Away from mi crophone.)
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MS. POSKANZER: Ckay, right.

PARTI CI PANT: (Away from mi crophone.)

PARTI Cl PANT: So then when you charge them a
| ower price and they're reconciling their statenent,
they're going to call nme up and say, hey, we've got a
problemhere. | entered ny order at, you know, $102
and on ny statenment | was charged $100. Why?

MS. POSKANZER: | guess we have to see that
they get a -- when they order it, whether they get a
noti ce of how much they've paid right then and there.

| nmean |I'msure they' Il be happy to get charged | ess.

PARTI CI PANT: See, they're not going to get
charged until after you ship and bill it. So they're
going to get a confirmation back from GSA at the
anount they entered that order. So then when they get
charged sonething differently, a flag goes up whether
it's high or |ow or whatever. Wat they were charged
on their credit card has to match the transaction

MS5. POSKANZER: No, | realize that. GCkay.

PARTI Cl PANT: Excuse ne. Does this also
apply to the base store if you have a base store, if
the order thinks it's a base store. You have to use
this price?

M5. POSKANZER: Well | don't know at the base

stores if you're using purchase cards or sonetines
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t hey have --

PARTI Cl PANT: They do.

MS. POSKANZER: They have their own cards.

PARTICI PANT: | think if you have the FSSI --
this BPA and there's a contract for it, you award it
to people, let people buy fromthat, you know.
Anybody can | ook around based on the relationship
val ue and decide to go to GSA or buy at their prices,
you know. If the only thing they're looking for is
price, they can go to the BPA and pull out the price.

But don't forget people already establish

rel ationshi p.

MS. PCSKANZER: Right. That's true.

PARTI CI PANT: | ndi vi dual agencies, and this
is the best price including enploynent, including when
you can get and where you can take it away and al
kind of stuff, you know. But why bring in all the
order contract that is in existence including the Air
Force BPA, Arny BPA, all the other agencies because we
really have this. A lot of us have between 400 to 500
orders a day and a minimumline itemof 3. So how am
I going to see and 90 percent of GSA Advantage is
credit cards, Smart card.

MS. POSKANZER: Ri ght.

PARTI Cl PANT: How am | going to differentiate
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between these. And the |ady said when you send credit
card, you receive the credit card. It goes to
Authorize.net. It's only billed at -- if you bil
less than it, we error out, you know. So you have
about 200 people to 100 people or 50 people every day,
you know, because you win this contract.

MB. POSKANZER: Ckay, we'll definitely have
to ook at that. But going back to |ike Jack said,

t he higher |evels of government are |ooking at this
and saying why are all these things out there. Wy is
everybody getting a different price? W're all the
sane government. And a lot of it is going back to
that saying there's all these vehicles and all these
prices, but we're the U S. governnent.

MR. KELLY: And the other thing is you al
have told us that it's really costly to you to have to
deal with all these different BPAs. So | nean it's
like, you know, we're trying -- pardon ne?

PARTI CI PANT: (Away from mi crophone.)

MR, KELLY: What we have heard fromyou al
is that the fact that we constantly -- all of our
little offices around the country cone out to all of
you every once in a while and ask you to play yet
again and another -- you have to do nore work. You

got to cone in. So there's a cost to you for the way
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we' ve been doi ng business, too, that you all have
brought to our attention. And so we're trying to

t hi nk, okay, well, so what can we do to help that. You
guys have nmade some great points here. You've given
us a lot to think about. [It's not a sinple thing.
There are a |lot of noving parts. So you know, |'m
glad you took the tine to do this, and we're going to
take a | ot of what you said back and we're going to
rethink through sone of these things. But | think you
understand what we're trying to do. It's really
pretty sinple. W're trying to be better buyers. Sir?

PARTI Cl PANT: But with hundreds of BPAs, if
we can't play, there's no gane.

MR. KELLY: Well, | understand that. But |
actually was tal king about a different point which is
that individual vendors are having to respond to
different BPAs fromlots of different places. So
you're absolutely right. | nmean if at the end of the
day whether you get to play on a single BPA or not is
one of the questions that we have. Again, you've al
given us great input and a lot to think about. And
we're going to think about it and try to do the best
we can.

MS. POSKANZER: Ckay. Wth that said, |

think we definitely get the tone and what you're
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trying to tell us. | know we have a | ot of other
guestions. But | think sone of those are very
detail ed, and probably you' ve asked the big questions
that need discussion. There are other questions that
| think we can just answer through how we usually do
it. W ask you like all these questions we have, we
need to address themthat have been posed to us. So
we put it -- either we issue themas part of an
anmendnent. If it changes sonething or we just pose
t he question and the answer through e-Buy, correct,
you know, because sone of them don't change the
solicitation. They're just clarifications, or maybe
sonebody didn't understand like the recycling this or
the tone of that. So, you know, we are required to do
that. So do we think you' ve asked all the questions
that naybe we haven't answered to you so liking. But
if there's just maybe a few nore -- a coupl e questions
and then | don't want to cut you off, and you can
al wvays pose them you know, through enail at that FSSI
emai | address. But we hear what you're saying.

PARTI CI PANT: In this equation, what do you
consider 8-A funds fitting in the total equation in
terns of an award and also in terns of future entry
into this initiative.

PARTI Cl PANT: That's a -- | had the sane
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guestion. |s the 8-A under this socioecononic --

MB. POSKANZER: Ri ght.

PARTI CI PANT: -- RFQ That's the question.

M5. POSKANZER: And it is, correct?

MR, KELLY: Presently, it gives the
appearance that we are showing a preference to
SDVOSBs. But general ly speaking, we are probably --
if we're going to allow for that subset of
soci oeconom ¢ status, we would certainly also
entertain 8As as well, too. Ckay.

PARTI CI PANT: |s that all owance bei ng made
during the award period, or is that subsequent to --

MR, KELLY: Well, right now, having heard

your concerns and | guess your push back, we're going

to relook it and we'll be considering a further
di scussion. But it will definitely be considered,
okay. W're not shutting it out. It will be under

di scussion as a matter subsequent to this neeting.

PARTI Cl PANT: Thank you.

MR, KELLY: Ckay.

PARTI CI PANT: | have a question. | swear
this is actually a go/no-go question. On the 100
percent core itemcriteria, is there any way you'd
entertain 90 percent, 95? Because what happens if you

have 100 or you have 599 itens, you don't have that
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one item are you now not able to play?

MR, KELLY: Well, 1've seen that question

PARTI Cl PANT: Yeah, or we have to scurry
around to get nods in and do all that kind of stuff.

MR, KELLY: W envision that you fol ks would
have to provide that on contract because we base --
that core itens based on the highest volune spent.

PARTI CI PANT: But not everybody's GSA
schedul e is identical

MR. KELLY: That's true, and that's the
fallacy of the marketplace. And you know, what we're
trying to do is that we nmay adjust it. But again this
has been agreed to after continuous di scussions and
agreenents with the various agencies. So | nean, are
we going to look at it? Yes. Are we going to nmake
any changes? | cannot tell you that at the nonent.
Yeah?

M5. POSKANZER: | nean we're aware that
there, you know, in talking to those of you who know
Susan Chen who oversees the schedul e.

PARTI CI PANT: Yes, they're going to be
i nundated with | aw

MS. POSKANZER: This gets back into
contracting and due -- no. So we will -- | would

suggest - -
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PARTI CI PANT: (Away from mi crophone.)

MS. POSKANZER: Yeah, you know, when you want
to put in a nod, suggest -- you nentioned that it's
for the FSSI and Susan and her team are aware that
they will be seeing nods in this period of tine nost
likely for this situation

MR. KELLY: And let ne add to that, and
know you' re worried about having the ability to have
that nod affected in time. Know ng that, the date and
you'll see that in the answers in the amendnent that
the date is not -- yes, it's not set in stone. So
that's subject to fluctuation. So if you need tine to
have that nodified in your contract, we will take into
account extending the due date, okay.

PARTI CI PANT: (Away from mi crophone.)

MR. KELLY: Yes. However, we will |ook at the
volune, and we'll nmake -- we're seeing a lot. | nean
that noves it. So it's a cause and effect, okay.
Yeah? It has to be, okay, we have to | evel the
playing field. But we will allow for adjustnents for
t hat, okay.

PARTI CI PANT: So | have one quick question
So what we're hearing, though, you guys are going to
be encouragi ng the agencies to go to the BPA and not

use the GSA Schedul e Advant age.
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MR, KELLY: | don't -- well, we encourage it.
But there's no -- we can't nandate it. Again,

Attachnent 8 says it's a commitnent, not an
obl i gation.

MS. POSKANZER: You know, the agenci es,
t hough, that are commtting, they will be very nmuch a
part of the outreach to their respective agencies
because sone of them are going to quote unquote
mandate it. So they will also have their own
communi cati on and narketing strategy to their own
internal custoners. So we will put this vehicle out
there and, you know, the agencies that are signed up
as it were, they will do that. W know that there are
other things out there. So we've put it all out to
t he market .

PARTI Cl PANT: So are you guys going to, you
know, support the GSA Schedules at all?

MS. POSKANZER: No.

PARTI Cl PANT: O Advantage? Are you going --
or eventually will they just practically go away?

M5. POSKANZER: We market. W have outreach

canpai gn strategies on all our vehicles. | nean that's
one of the things -- we do have different channels to
get to market, and many people will say they disagree

with each other. But we have different people want
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different things, and so we're trying to be all things
to all people. This is just one of them

PARTI CI PANT: On the core itens, how will you
treat brand nane versus because you have
manuf acturers. You keep sayi ng nmanufacturer, but
there's Sparkle, there's Universal, there's Ofice
Depot. How do you deal with the pricing because
they're different? Are you going to have a specific
manuf act urer that everybody bid on?

MS. POSKANZER: No.

MR, WOODSI DE: Ch, yeah, well, in the core
list inthe Attachnent 1, we're asking -- we have a
detail ed product description, and then we're asking
you to put the nmanufacturer nanme and the part nunber

So, you know, whatever the description, you mnust

mat ch t he description, and we're going to do -- as |
nentioned, we're going to do random sanpling to nmatch
the description. But you neet the description. You
tell us who the manufacturer is and the brand nane or
t he manufacturer nane, but you still need the
description. That's all.

PARTICIPANT: So if | go out and buy it, you
know -- and | say it's manufactured by this person
GSA will buy it.

MR. WOODSIDE: Well, it has to neet the

Heritage Reporting Corporation
(202) 628-4888



© 00 N oo o b~ w N PP

N N N N NN PR P R R R R R R R R
O A W N P O © 0 ~N O O M W N B O

149
description, though. | nean | think -- | think we
have pretty detail ed descriptions. And you know,
toner we have the OCEMtoner cartridges. But it's --

PARTI CI PANT: (Away from mi crophone.)

MR, WOODSI DE: Ri ght.

PARTI CI PANT: Unless it's a specific part
nunber that everybody deals, you know, whether
whol esal er with their big boxes or independent, they
have either United or -- catal ogs that everybody --

MR. WOODSIDE: Well, we don't want to tel
you |i ke everybody nust apply the big ten. W're
trying to -- you know, first of all you guys are the
experts in the office supply industry and also we're
trying to drive down costs. So you know, we're givVing
a detail ed description of what we want, and then we're
just looking to neet that description. W don't want
to specify it's got to be this, it's got to be that.
It's got to neet the description. That's what we're
trying to do.

MR. LEW You see, the price list provides a
description, and the description identifies the
specific specs of the itemyou would propose. Wen we
ask you to propose, you will propose your part nunber

However, this is not a -- you don't have to nandate

that we have to buy just that there. The government
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cannot tell you in an office supply arena what we want
you to propose. Like say we want you to propose spec.

No, we can tell you specifically under specifications
what we like. So that's why we only put a
description. But we allow you to populate the field
for a manufacturer's part nunber, okay. So there's no
restrictions. W provide no restrictions for that.

PARTI Cl PANT: But it has to be a --

MR. LEW Well, you have to followthe
mandates -- the regul atory nmandates regardl ess.

PARTI CI PANT: Okay, | have a question
regardi ng the deliverables and part of the go/no go.
In here, it states that GSA Snart Cardholders in the
40 contiguous United States, Al aska, Hawaii, Puerto
Rico and international |ocations my use the BPA for
purchase of office supplies, okay. Then in deliveries
Pool 1, it's only required to do standard delivery
anywhere in the continental United States in three to
four business days. Pool 2, it says that you have to
deliver to Puerto Rico, Hawaii and international
That's a requirenent of Pool 2. Ckay, if we're
guoting in Pool 1 but yet we have to extend this
pricing to them or can we opt out of that not to do
t he non-contiguous United States?

MS. POSKANZER: | n Pool 2, you nean?
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PARTI Cl PANT: No, in Pool 1 because it
contradicts itself. In here, it says that you have to
extend it to international. But then if you're
guoting in Pool 1, it says standard delivery anywhere
con. U S

MS. POSKANZER: But in Pool 2, you can add
instructions to that.

PARTI Cl PANT: Yeah.

MR. LEW Well, | think what we were thinking
if someone wants to direct delivery, let's say, to
Germany, you know, they probably would be using the
Pool 2 vendors. | nean usually what happens is they
do consolidation points |like they send it to Sharp or
sonething |like that.

PARTI Cl PANT: Ri ght.

MR. LEW But you know, we could take a
further look at it if we need to clarify any | anguage
in there. But that was the idea. W nade
i nternational delivery --

PARTI CI PANT: Because usually for
international they'll give us a point of exit that we
ship to.

MR. LEW Right, right. And that's why I
t hi nk, you know, that's what nost of it would be, and

| think we were thinking they would use a Pool 2
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vendor if they want direct delivery like in the Mddle
East or sonething. But if we need to clarify sone
| anguage, we can take a | ook at that.

PARTI CI PANT: Yeah, okay. Good.

PARTI CI PANT: Back to the specifically of
clarifying the part nunbers, why would you want a
vendor to supply a part nunber for a product that the
custoner isn't buying? For exanple, if we put on our
list a generic pen versus that Bic pen, if the
governnment by default has been buying the Bic pen, how
are you saving the governnment noney if they're going
to continue to buy the Bic pen but for basis of award
you were basing it off of XYZ pen?

MS. POSKANZER: Because again we didn't want
to delineate, you know --

PARTI Cl PANT: But by default, you are. They
are because custoners deterni ne what product they buy,
and you all already have that data. You know they're
buyi ng that Sharpi e pen, not the Universal brand pen

So if we quote the Universal brand pen, it doesn't
matter in the long run because when the BPA s awarded,
the custoner's still going to buy that Sharpie pen

MS. POSKANZER: Well, it depends. It
depends. Sone are going to nore focus their --

PARTI CI PANT: They will know. They'll key in

Heritage Reporting Corporation
(202) 628-4888



© 00 N o o b~ w N PP

N N N N NN R PR R R R R R R R R
O A W N P O © 0O ~N ©o O M W N B O

153
the part nunber fromall the catal ogs, and it's not
going to pull up the Universal

MS. POSKANZER: -- the indices may require
just to allow the core lists. Sone of themmay start
| ooking at what is the itemthat was bid, and they're
not going to allow their agencies to buy the other
t hi ngs.

PARTI Cl PANT: But on the custoner end --

MS. POSKANZER: |'mtal ki ng custoner end.
There's sone agenci es here who are going to focus on
those itens in the core list, and they don't want just
because the custoner wants --

PARTI Cl PANT: There's that custoner behavi or
again. |Is that going to really happen?

MS. POSKANZER: Yeah. Sone of the agencies
are not going to manage this as centrally as others,
and sone are going to be very aggressive in what
they're allowing their custoners to have access to.

PARTI Cl PANT: But on a basis for award, it's
going to be easier to do it on --

MS. POSKANZER: The part nunber usually ties
into a brand. So we don't want to --

MR WOODSI DE: W don't want involved in
brand nane --

MS. POSKANZER: Right, that's the concern
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that we don't want brand nane or equal

MR, WOODSI DE: And different agencies award
di fferent brands.

PARTI Cl PANT: But you're doing that with
comments? You've got HC on there.

M5. POSKANZER: Well, you have to have them
fit the machine. | nean if, you know, paper is paper
is paper is paper. But --

PARTI CI PANT: (Away from mi crophone.)

MS. POSKANZER: Yeah, we've been talking to
themfor a long tinme. But | nean, you know, the toner
cartridge for X nachine won't, you know --

PARTI CI PANT: (Away from mi crophone.)

MB. POSKANZER: Yeabh.

PARTI CI PANT: -- that's the sane description

Doesn't it bother the governnent that if | propose --

MS. POSKANZER: No, we're not talking
printers. W're talking the toners.

PARTI CI PANT: No, |'mtal king about brand
nane.

MB. POSKANZER: Okay, okay.

PARTI CI PANT: -- what you need specifically
and | et everybody give you that, you know. Because if
you -- they go from $50 to $60, okay.

MS. POSKANZER: Ckay, the cartridge, yeah
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okay. Printer cartridge, okay.

PARTI CI PANT: (Away from mi crophone.)

MB. POSKANZER: So you're saying we should do
what we do with the other commpdities, we should do
with the toners -- not allow for the OEM and j ust
all ow for whatever fits that toner whatever it m ght
happen to be. Ckay.

PARTI CI PANT: (Away from mi crophone.)

M5. POSKANZER: That's true.

PARTI CI PANT: (Away from mi crophone.)

MS. POSKANZER: Ckay. Do we have any nore
guestions?

PARTI CI PANT: Yeah, actually, they both
touched on sonething | was going to bring up

MS. POSKANZER: Ckay.

PARTI CI PANT: And the question | had is |
want ed your description for conpatible because we're a
toner dealer. W sell brand nane. W sell recycled.
We sell conpatible. W also have conpati bl e non-TAA
conpliant and conpliant. The non-conpliant would go
out to our comercial custoner. The governnent gets
the TAA conpliant. |If we have to bid on all the toner
and say we don't have a conpatible for an HP but we do
have the remanufactured, if we | eave that space bl ank

so we're out of the gane, or do we have to give you
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everyt hi ng?

MR, WOODSI DE: No. On the toner sheet, you
could just sinply bid the OEM and not hing el se, and
then you could bid a reman and a conpatible. |It's an
option. So if all you have is the CEM just bid CEM
It's just an additional option you have.

PARTI CI PANT: Right. | understand. And then

the conpatible -- oh, | forgot what | was going to

say.
M5. POSKANZER: You were the --
PARTI CI PANT: Yeah, the conpatibles. | nean
we sell a lot of conpatibles. So we can still do the

conpati ble and the original manufacturer?

MR. WOODSI DE: Yeah, you can do the OEM and
the conpatible, correct.

PARTI Cl PANT: Ckay.

MR, WOODSIDE: And it would be worded the way
| nmentioned it in ny presentation. One thing also
didn't cover in ny presentation which | should have.
think this slide m ght have gotten deleted is we're
al so going to look at yields. So let's just say the
CEM has a yield of a thousand sheets and your
conpatible is 750 sheets. Again, we're trying to
| oner costs. W're trying to be nore environnental

So we're going to calculate it for a calculated price
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W're going to weight it based on that because
obvi ously we save a couple of pennies buying the
conpatible, but it only does three-quarters of the
sheets, it's not environnental. It's not saving cost.
So that will be an extra calculation, too, |ooking at
yield that | didn't really cover in ny presentation,
think, you know. Trying to consolidate, that m ght
have got deleted. That's why. But that is another
good point | wanted to bring up. But you can just
sinply bid the CEM You can bid the OEM and
conpatible. You can bid the OEM and renan. You know,
those are just additional options -- the reman and
non-conpati bl e additi onal options you could use.

PARTI Cl PANT: Thank you.

PARTI Cl PANT: What is -- | don't need the
m ke. Wiy do you have a different --

MS. POSKANZER: Well, the only pool that had
the fill or kill was Pool 2. So they had nore
requi rements.

MR WOODSIDE: It's an additiona
requi renment. There were four additional requirenents
for pool 2.

PARTI CI PANT: (Away from mi crophone.)

MR. WOODSI DE: Yeah, | nean it's an

addi tional requirenent to get back to the custoner. |
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nean we see this as an additional requirenent -- that
whole fill or kill requirenent.

PARTI CI PANT: (Away from mi crophone.)

MR. WOODSIDE: | nean, obviously if it's
sonet hi ng you can do, we would |like you to continue
doing it. But this is a requirenent. Like fill or
kill is a requirenment for pool 2, and we have to be
satisfied with their plan to do it. W're not saying
that pool, one of the pools we can't do it. But this
is like an extra requirenent we're going to be | ooking
at .

PARTI CI PANT: (Away from mi crophone.)

MR, WOODSI DE: Ri ght. The whol e
communi cati on process, right, we're going to verify
that that's good. But if you can do it for pool 1,
that's great. But it's sonething we're going to | ook
at for pool 2 to make sure it conpli es.

MS. POSKANZER: Yeah, in the RFQ it does say
that. You can bid on any --

PARTI CI PANT: (Away from mi crophone.)

MS. POSKANZER: Ckay. Any other questions?
| nmean you will still --

PARTI CI PANT: (Away from mi crophone.)

MS. POSKANZER: W're in the wong shoes.

Usual ly, it's good.
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PARTI CI PANT: There's one. Are we guarant eed
or is there any agreenent that these BPA will be
awarded this year?

MS. POSKANZER: They are.

PARTI Cl PANT: Yeah, because we have -- |ike
we' ve been tal king, we have BVD, EDD, HHS, all these
stuff, you know.

MB. POSKANZER: Ri ght.

PARTI Cl PANT: And we all went through these
neetings, and I'mtrying to see because we put effort
especially for small business.

MS. POSKANZER: Well, | know. | know you put
in effort. | know you put in effort.

PARTI CI PANT: And | say this to say June 1st,
you know, at |east sonething.

M5. POSKANZER: Yeah, and we know that the
current contracts expire August 1st. So we certainly
want to have sonething in place before that happens.
So that's our target date right now Al right. If
nothing else, like | said, | know that there were sone
guestions that we didn't discuss out. But | think we
di scussed the major points, and we will address those
-- all the questions as we are required to do. And
you know, feel free to cone have nore questions. You

can either email themto that FSSI enmi| address which
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is good because then we can all see them That's the
optimal, and we keep track of themthere or call. So
you have all of our information, and | thank you. W
got a lot of good input. And you know, some of the
di scussion points -- | wasn't talking into the nike
If there was sone discussion points that | asked you
that you could recomend sone things, you know, please
feel free to do so. And if | could ask the Combdity
Team the agencies to stay here so we can di scuss some
of this, we'd appreciate it.

So thank you for your tine. It was good
seeing you all. Thanks.

(Whereupon, at 1:01 p.m, the conference in
t he above-entitled matter was concl uded.)
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