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1 PROCEEDI NGS

2 (9:30 a.m)
3 M5. PECK: Good norning. We'd like to
4 open wel cone you to the pre-solicitation neeting
5 for Janitorial and Sanitation or JanSan and

6 Mai nt enance Repair Operations or NMRO

7 And wth that we've got sone opening

8 remar ks before we delve into a full agenda today,
9 so I'mgoing to turn it over to M. Koses.

10 MR. KOSES: Good norning, everyone.

11 Thank you for com ng. Thank you for taking the

12 time today to join us. W see this as your

13 opportunity to give us input, to share -- to talk
14 about what makes sense, what doesn't nmake sense,
15 to wal k you through the draft solicitation, and to
16 put that in context for you.

17 | wll rmake sone opening remarks in a

18 nmonment, but first we have two special speakers who
19 | think you'll be very interested to hear from

20 First up will be Jack Kelley, policy analyst with
21 the Ofice of Federal Procurenent Policy. Al so,

22 ground chanpi on of strategic sourcing. Jack is
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1 going to give you an insider view on what's goi ng
2 on from OVB' s perspective, why have they stood up
3 the challenge to the federal governnent to nove in
4 this direction, and what are the good practices
5 t hat have been energi ng?

6 Jack will then turn it over to Anne

7 Rung, GSA's chief acquisition officer, and

8 chanpi on of strategic sourcing from sone

9 tremendous work she did in the state of

10 Pennsyl vani a.

11 After Jack and Anne have had the chance
12 to talk to you I'"'mgoing to rejoin you to talk a
13 bit nore before we nove into the heart of the

14 program t oday.

15 So, Jack, please.

16 MR, KELLEY: Good norning. | want to
17 join Jeff in thanking you all for comng this

18 nmorning. This is an inportant part of our process
19 to stand up a new set of strategic sourcing

20 vehi cl es.

21 My boss, Joe Jordan, who is the

22 adm ni strator of Federal Procurenent Policy, had

Ander son Court Reporting -- 703-519-7180 -- www. ander sonreporting. net



GSA Pre- Solicitation Meeting Page: 5
1 hoped to join with you today but was unable to be
2 here so he asked ne to speak nicely, so | wll.

3 How many of you have all been in

4 neetings wth ne before? There are a few.

5 Was anyone here -- gosh, what was it,

6 three years ago now when we had the industry day

7 for 0OS2? A few of you were here then. Good.

8 One of the things that we have been

9 doing for the last, gosh, since 2005, is trying to
10 get the federal governnent to engage nore

11 aggressively in strategic sourcing. And what we

12 call strategic sourcing is a little bit different
13 than what the private sector calls it in that

14 we're not | ooking for long-termrelationships wth
15 a few strategic partners. W're |looking to take a
16 strategi c approach toward acquisition. And it's
17 not just a strategic approach toward buying

18 things; it's also a strategic approach towards

19 managi ng the spendi ng that we incur through these
20 different strategic sourcing vehicles. So if you
21 haven't heard al ready, you understand that data is
22 very inportant to us. That's why. Because we
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1 really need to have a deep understandi ng of what
2 we' re buying, what we're paying for it, and in

3 sone cases, how we're using it to the extent that
4 that use drives spending. So we're trying to get
5 a better handle on our costs. W're trying to

6 bring our costs down.

7 Havi ng just gone through ny second

8 furlough day I can tell you that, you know, we in
9 the federal governnent are living wth nuch nore
10 reduced budgets and that has exacerbated the

11 attention that we are paying to cutting costs,

12 which is a driving factor behind why strategic

13 sourcing is so inportant to us.
14 Jeff may talk about a little bit |ater
15 and sone of you all may be famliar with a neno

16 that we put out |ast Decenmber which tal ked about
17 | mprovi ng acquisition through strategic sourcing.
18 It set up a nmuch higher |evel oversight group

19 called the Strategic Sourcing Leadership Council,

20 which in fact is neeting this afternoon, to
21 oversee the policies and the inplenentation
22 related to strategic sourcing. | can tell you
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1 t hat that group, which consists of the agencies

2 t hat have -- the seven agencies that spend the

3 nost noney, |ike 90 percent of all federal noney
4 I s spent by these seven agencies, and they are the
5 peopl e who, along with us, are driving this

6 program So we've gotten a lot of high |evel

7 attention. W've gotten a |lot of high-Ievel

8 engagenent fromthese agencies. And we think

9 we're on a very aggressive and promsing path to
10 engage in strategic sourcing nore effectively.

11 One of the other points | would like to
12 make is how inportant small business is in our

13 strategic sourcing efforts. Increasing snal

14 busi ness participation -- and I'l|l explain what |
15 mean by that in just a second -- has been a

16 cornerstone of what we did starting in 2005 and
17 It's a cornerstone of what we have in our Decenber
18 5th meno. It's inportant to us. Wat we nean is
19 not necessarily spreadi ng nore noney out anong

20 nore smal | business; what we nean is several

21 things. One, making sure that small businesses
22 conpete effectively for the offerings that we have
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1 and maki ng sure that once whatever snall

2 busi nesses wn the conpetitions that they get as

3 much noney as they can legitimately earn by being
4 good providers in that environnent.

5 | mentioned OS2 before because that was
6 a great exanple of how we actively engaged snal

7 business in a neeting just |ike this asking for

8 smal | busi ness feedback on our acquisition

9 strategy and asking small|l business a question that
10 | hope you will be asked later, and that is what
11 can you tell us about the way we do business that
12 can hel p you reduce your costs of doing business
13 Wi th us? Because that's inportant. W want to

14 make sure that we're not putting out requirenents
15 that are hard for you to fulfill or that put you
16 at a conpetitive di sadvant age.

17 In the case of office supplies, we heard
18 two things that really resonated. One was that we
19 had to change our delivery requirenent from
20 overnight to naybe three or four days which was
21 sonething that small businesses could fulfill nore
22 easily, and the other thing was raise the m ni num
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1 order quantity. W did both of those things, and
2 as a consequence of that, when we got the bids
3 back fromsmall businesses |I think -- and | m ght
4 have the order of precedence a |little bit off but
5 it's kind of like this. O the 15 vendors that
6 cane back, the top -- in terns of |ow cost, the
7 top four were small businesses. Then we had one
8 of the big guys, and then |like the next three were
9 smal | busi nesses, and then another big guy. So we

10 were successful in creating a nodel that snal

11 busi ness could cone in and offer |ower costs.

12 Since OS2 has been in effect, an average
13 of 76 percent of the dollars going through OS2

14 have gone to small business. | can tell you that

15 our data sources are a little bit challenging, but
16 as best we can tell, the spending through the GSA
17 schedul es, we noved the bar by about 10 percent in
18 favor of small business schedul e spent. So we

19 think we've done a good thing, making it easier

20 for small business to conpete, |owering the bar

21 for participation, giving small business a chance

22 to be nore conpetitive, and driving a | ot of
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spendi ng through the small busi nesses that won the
conpetition.

What | told this group -- not you, but
the OS2 group several years ago -- was they need
to take it seriously because we | earned sone
things from(OS1l. OS1 was not as successful as we
hoped. (OS2 has been pretty successful, and we're
optimstic that JanSan, MRO, and the other
strategic sourcing initiatives that we're standi ng
up under the Strategic Sourcing Leadership Council
w || be successful, too. And we neasure success
by can we | ower the cost to you, the taxpayers,
and get the governnent's job done better.

So | thank GSA for the opportunity to
share a few words with you. [I'mdelighted to see
you all here and I'm | ooking forward to these
presentati ons.

l"d like to bring up Anne Rung, the
chief acquisition officer of GSA.

M5. RUNG Good norning. How are you
guys? This really does remnd ne of |ike a high

school auditorium
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"' m Anne Rung, the chief acquisition
officer, and it's good to see a |lot of you again.
| think I was here a few nonths ago, so.

Delivering 10 strategically sourced
solutions in two years continues to be one of the
top priorities of our adm nistrator Dan
Tangherlini. W are working in partnership, as
Jack said, with the Strategi c Sourcing Leadership
Counci | conprised of the big spending agenci es,
and the advantage for all of you in this roomis
that that council is designed to ensure upfront
commtnent and dollars to these solutions.

W really don't view these as GSA
contracts, so these are being witten and
devel oped by the other agencies, and we're nerely
provi di ng the acquisition support for these
sol utions, but we do have the SSLC nenbers as part
of the Commodity team hel ping to wite these
solutions for you.

W have six new priorities at GSA
devel oped in partnership with all the enpl oyees at

GSA under the | eadership of Dan Tangherlini. The
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beauty of this strategic sourcing effort is that
we think we can hit many of those priorities
t hrough this project, including delivering better
val ue and savi ngs for the agencies, iIncreasing
smal | business participation, and hitting
sustainability goals. And the real beauty of
JanSan and MRO is that we know we can hit al
three of these. They're not nutually exclusive.
As Jack said, we do have a significant comm t nent
to increasing small business dollars. Dan
Tangherlini takes that very seriously. GSA has
hit an A+ rating for three years in a row and we
know we have a commtnent to hel ping the agencies
achi eve that as well.

Despite the kind of strange setup of
this room we really do want this to be a
di al ogue. Please feel free to speak up. This is
your opportunity to help us really design the best
sol ution possible. Thank you very nuch.

MR. KOSES: |In the roomtoday you have a
| ot of people froma lot of parts of GSA who are

wor ki ng together to build a solution. You have a
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1 nunber of people from other federal agencies who
2 are part of building a solution who are part of
3 the Commodity team established by the Strategic
4 Sour ci ng Leadershi p Council .
5 Can | ask the GSA enpl oyees and the
6 Comodity team nenbers to pl ease stand?
7 | want you to get the sense that this is
8 I ndeed a very serious -- a very significant
9 effort. A lot of resources, a lot of tinme, a lot
10 of noney are being invested in strategic sourcing
11 because we have seen that there are very
12 significant savings to be had.
13 Do we have any press in the roon? Ckay,
14 no, we don't. Need to know.
15 The very purpose of a draft RFP is to
16 get feedback. | hope you' ve seen that we've
17 really been enphasi zing a very open, a very
18 transparent process every step of the way. Sone
19 of you attended a "Listen to Industry Day" a few
20 nont hs back. At that neeting we announced that we
21 were standing up to our Interact pages, to
22 web- based pages to kind of be an open
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comrmuni cation portal. Since then, Al exandra Rouse
and Donna Peck, our two program nanagers, have
been bl oggi ng weekly, have been sharing what's
goi ng on on the progranms, have been putting out
t hought s, have been sharing questions, have been
pushing information to all of you. Through that
site they invited our industry to cone in for a
one-on-one neeting by submtting a white paper as
your ticket in the door, and we had nearly 50
one-on-one neetings wth sone of you in the room
with others in industry sharing thoughts how can
we use this solution to achieve a host of goal s?
How do we ensure soci oeconom c participation? How
do we nmake sure that the vehicle is easy to use?
How do we generate savings? How do we nake sure
that the data capture is right?

W' ve had a very good di al ogue so far.
We see today as the continuation of the dial ogue.
We see the next several days as the continuation
of the dialogue. As you're submtting questions,
as you're submtting clarifications, as you tell

us an itemthat's a problem an item has had a
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1 production point noved, as you tell us a provision
2 that's unclear, keep using that I|Interact page.

3 That's where we're going to be responding. That's
4 how we' | | be addressing the comments because by

5 addressi ng these things that way we mai ntai n our

6 transparency goal all the way through the process.
7 Today, you're going to have our two

8 contracting officers, denda Lanbert and JoAnn

9 Stanl ey, wal k you through the RFQ -- the draft

10 RFQ And as they wal k through each section

11 they're going to pause and they're going to give
12 you tinme to ask questions. Let nme urge you, use
13 that time. Use it wisely. There is no excuse for
14 any one of you to wal k out of the room not

15 under st andi ng exactly what you need to do to be

16 able to say that yes, I'mtechnically qualified or
17 no, I"'mnot going to be qualified and I should not
18 sink the B&P costs into this. W want you to be
19 absolutely able to answer that question to know,
20 yes, | can neet the requirenents and | can advance
21 to the pricing round. W want you to do that. W
22 want you to be conpetitive. But if you' re not
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1 able to neet our technical requirenents we want
2 you to know that today and not nake those
3 I nvest nments.
4 As | said, they wwll have an open
5 gquestion session after each topic where we want to
6 get your questions, your comments, your feedback
7 on that section. At the end of the presentation
8 we' |l have a general open question dial ogue as
9 well for other issues, other things you' d like to
10 bring up and tal k about.
11 Jack talked a little about the office
12 supply acquisition. | want to talk a little bit
13 about that as well, as a springboard into what
14 we're doi ng here today and why. Under the office
15 supplies solution, we went with a savings
16 definition. Wat are agencies spending through
17 the Strategic Sourcing Solution? And conpare that
18 with what they woul d have spent in the absence of
19 t hat sol ution.
20 From June of 2010 through March of 2013,
21 we have seen sal es chopping $183 mllion. Savings
22 of $183 mllion is a very significant savings
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anpunt. It's made up of two nmmj or conponents.

One, direct savings. The actual |owered prices
fromthe 15 contractors conpared with previous
prices. Direct savings on sales of $390 mllion
have been over $85 mllion to date. |Indirect

savi ngs, where we have noved into a dynanmc

mar ket pl ace where we have changed our price

rel ati onship conpared w th whol esal ers has
generated over $100 million in savings in the | ast
two years. Today, if we | ook at our discounts
agai nst the standard whol esale price lists, we are
12 percent nore favorable than we were three years
ago. We have conpressed price variation, the
difference between the | ow and high priced

provi der of the sane itemfrom 250 percent to 10
percent. W have brought federal agencies

t oget her, showi ng that they can all go through a
common-use acqui sition vehicle. W have reduced
contract duplication and enabl ed agencies to focus
their acquisition professionals in other
cost-savi ngs opportunities.

OVB, as Jack said, watched this process
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very carefully, were very deeply involved, and
gave trenendous insight. |In Decenber 2012, they

| ssued a neno under the signature of the deputy
director of OMB on strategic sourcing. It had
several key points that | want to run through that
have sone rel evance to all of you. It established
a Strategic Sourcing Leadership Council that Jack
and Anne both spoke of. These seven hi ghest spend
agencies in the governnent have a senior
representative part of this council, hand sel ected
by OMB to commt the agency, to speak for them to
drive usage of the vehicle. The 24 agencies who
have a chief financial officer all have been
charged to appoint a strategic sourcing account
official, a senior |leader in their agency to again
drive strategic sourcing to ensure usage, to
nonitor it, to achieve savings.

GSA was specifically called out and
directed to establish 10 new strategi c sourcing
solutions -- five in 2013, five in 2014. W have
a | ot of people all across the agency right now

working to neet that goal. W have all five of
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1 the 2013 sol utions well under way and we have a
2 | ot of market research, a |l ot of analysis going
3 into the 2014 solution set. Today in the room
4 we're discussing two of those five solutions --
5 the Janitorial Sanitation supplies, the
6 Mai nt enance Repair and Qperational supplies.
7 There's also | think sonme very inportant
8 di fferences from how we thought about and how we
9 approached office supplies. Let ne spend a couple
10 of m nutes on those.
11 Wth office supplies, we were
12 concentrated and we focused on what we're calling
13 t he purchasi ng channel. The purchasi ng channel
14 meani ng orders typically paid for either with a
15 purchase card or a purchase order or conceivably a
16 conveni ence check. But there are other common
17 means of ordering across the governnent. There is
18 a requisition-based channel and there is a
19 store-based or fourth party | ogistics-based
20 channel .
21 In talking to federal agencies in the
22 Strategi c Sourcing Leadership Council, the nessage
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that we wanted to share with themis however
they're looking to go to nmarket, however they need
to acquire these products or the services that
t hey need, GSA needs to be offering a solution.
Sonet hi ng that accommobdates their busi ness needs.
Sonet hi ng that gives them back the information,
the data that they need to understand and to
anal yze their spend. And so in these two
sol utions you see us taking a full commodity
managenent strategy, not just a purchasing
strategy, but the full commobdity no matter how
agencies |l ook to go to market.

On the surface, this strategy nay sound
really conplicated. Wen we put in the cover
| etter this discussion about three different RFQs,
we recogni ze that could be puzzling. That could
be rather nystifying. And so today I'd like to
take sone of the confusion out of that to try to
better explain what we're doing and why we've
structured it as we have.

In trying to figure out how do we

present this clearly, how do we let you all
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1 under stand what we're doing, how do we |et you
2 focus, where can you be nost conpetitive, where do
3 you have the strongest infrastructure, the
4 greatest ability to offer top-notched pricing, the
5 ri ght support and IT behind you, we said let's
6 break this up into each channel. Let's have a
7 purchasi ng channel and let's be really specific.
8 Design that around the purchase cards. Let's have
9 a requisition-based channel. The
10 requi sition-based channel is going to have
11 differences in requirenents, such as EDI
12 requirements. It wll get into how you're
13 actually going to deal w th packing, shipping,
14 mar ki ng, | abeling itens intended for overseas
15 usage. About 30 to 40 percent of the requisition
16 channel is overseas. Finally, there's going to be
17 a store-based, a fourth-party |ogistics channel at
18 | east within the MRO solution. W thought if we
19 | ssue these serially, sequentially in three
20 different RFQs, it wll sinplify things for you.
21 You can understand, hey, this is where | want to
22 focus, this is where | can be conpetitive, there
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1 Is where | can give you a great price. And hey,
2 this isn't ny business nodel. |'mnot going to
3 worry about this piece.
4 Wthin the purchase channel we further
5 broke it up into what we called in the RFQ five
6 different pools but what we're likely to call
7 going forward five different commodity groupings,
8 five different conponents. W're likely to change
9 the term but regardl ess, what we've tried to do
10 Is to put together the sane types of itens as part
11 of our small business strategy. If we were nerely
12 Interested in top price and going to a limted
13 supplier pool, we could have had one solution for
14 MRO itens, basically a "wi nner take all" approach.
15 We thought if we do that we don't hit our snal
16 busi ness goals. W' re not creating that
17 opportunity.
18 I nstead, we divided it up into five
19 different categories, and we did exactly the sane
20 thing in JanSan. You're eligible to conpete to
21 win as many different categories as you'd like to
22 conpete in. In the purchase card channel -- I'm
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sorry, the purchasing channel, to go from
conpeting in one category to two, three, four,
five, the only difference in your quote will be
t he market basket. You have to respond to each
itemin the market basket for that category,
otherwise, it's the sane. |If you want to further
conpete in the requisition channel, we want you to
conpete. Go for it. If you winin both it's one
BPA that will cover both. |If you win all three
it's one BPA. You know, maybe you're incredibly
conpetitive and you can win all five categories
and requisition and the 4PL channel. That's still
one BPA for MRO That's still one BPA for JanSan.
Regar dl ess of the channel, the spend counts
t owar ds your aggregate discount and total sales.
Regardl ess of the channel, it's all reported, it's
all tracked, it's all part of your solution and
how you go to market.

In building these solutions there's
several different things that we're | ooking for.
We're looking to ensure that we increase the

percent of dollars going to small businesses. As
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Jack spoke to, we're very focused on the dollars
that go to small business. W think we've
conpi l ed the baseline and one of our key neasures
of success is increasing the dollars that go to
smal | business. As we have | ooked at different
potential solutions to neet that five in 2013,
five in 2014, that's one of our fram ng questions.
If we can't assure ourselves that small business
mar ket share will increase, that's a solution that
does not go forward. It gets crossed off at that
point. That doesn't nean that we're not going to
see conpression in the supplier base. There wll
definitely be fewer suppliers but the total smal
busi ness dollars will be the sanme or wll

I ncrease.

Besi des the small business opportunity
we're looking to ensure full regulatory
conpliance. You'll see things like Berry
Amendnent requirenents in MRO to neet the needs of
Departnent of Defense. At the first Commodity
team neeti ng when we tal ked about these sol utions

we got into a good discussion of what's inportant,
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and by the end of the neeting I had witten down
"woul d be easy to use" six different tines.
Cynthia, | think you'll renmenber that
conversation. And she's agreeing. Because that
was really the nmessage fromthe Commodity team
What ever the solution |ooks like, it has to be
easy for the end-user, the purchaser, the
requi sitioner, whoever it is that needs to buy the
product. |t needs to be easy to acquire. If we
make this hard, if we make it confusing, the
sol ution does not work. There's a |lot of folks
out there helping to ensure, to watch the
strategy, to nake sure that the end result wll be
easy to use.

W' re | ooking to achi eve what we think
Is a potential 11 percent savings across four
different savings levels, reducing the prices
paid, narrowi ng price ranges. As | spoke on
office supplies, we had a 250 percent price range
between the | ow and the high price for the sane
item We've now reduced that range to 10 percent.

And we think we can do the sane thing in MRO. W
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1 can do the sane in JanSan. W're looking to
2 rationalize the SKUs through part nunber
3 standardi zation. |'msure you've noticed when it
4 cane to the market-based schedule | think we put
5 in there four or five different tines that we're
6 expecting you to quote with the whol esal er part
7 nunmber or the manufacturer part nunber, not wth
8 uni que different part nunbers. W need to be
9 smart shoppers. W need our ordering users to be
10 able to do a direct conparison, and we need to be
11 able to give you back that data.
12 One of the really helpful things in
13 of fice supplies was collecting that data, sharing
14 It back to the contractor base, many of whomt hen
15 were able to see this is ny price and this is the
16 price of each of ny conpetitors.
17 | see a few of you in the audi ence and
18 you can confirmthat sonme of you went back to your
19 suppliers and were able to get better pricing
20 based on that data. So to be clear, we're
21 expecting that you'll cone in wth the whol esal er
22 or the manufacturing part nunber, and we are going
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to use that data that you provide us to help
manage the price and to keep the pricing
conpetitive throughout the life of the vehicle.

We are going to continue closely
partnering wwth the Commodity team and we're
| ooking for a very close supplier relationship
managenent with our providers. Along the journey
we conmitted to you to a very transparent process,
to a very fair process defined by key roles of
engagenent. Transparency, that was our first key

role. Everything has been shared on the indirect

platform Everything will continue to be shared
on the indirect platform Al questions will be
there, all presentations wll be there, weekly

bl ogs are there. It's our discussion site for

I ssues. It's where we invited you to submt white
papers.

From a fairness standpoint, we are
striving to nmake the evaluation crystal clear. M
call to you, don't let JoAnn | eave the stage if
there's sonething you don't understand in the

eval uation criteri a. Each factor is a Go or
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No- Go. You need to wal k out of here know ng
exactly what it takes to get a pass. That cannot
be anbi guous. You need to be, with certainty,
what are we |ooking for? Wat nerits a pass
rating?

Anyone who does receive a pass qualifies
for the pricing round. And don't let denda | eave
the stage until you fully understand how t he
pricing round is structured, how that's going to
work. Pricing is a process. You see a fairly
detail ed quote sheet. In the final basket we'll
make any necessary corrections. |If there's an
itemthat's wong in there you need to tell us
that now. If there's a problem highlight it.

But G enda is going to take you through the quote
sheet. You need to understand that we're
expecting you to insert a specific nodel nunber,
your schedule price on each item and your BPA

di scounted price. You need to understand that

t hose di scounts then spread out fromthe specific
category to the thousands of other tines that nay

be in your catal ogue. You're not giving us a
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di scount price on the 400 itens in the market
basket; you're giving us a discount price on every
single itemin your catalogue that falls within
the scope of the solution. And you'll have the
chance to review the spreadsheet, to see the
cal cul ation, and be expected to enter yes, this is
the discount I'"'moffering to you across that
cat egory.

You need to understand that we're
| ooking for you to offer aggregate discounts, as
we work hard to push agencies to use the vehicle
when it nmakes sense for them As OMB works to

ensure agencies are giving this vehicle full

consi deration, your sales wll rise. As your
sal es grow, an aggregate discount wll kick in,
and that wll continue through the life of the

vehicle. So once you reach a sales threshold it
doesn't reset the next year, it keeps going. And
once you reach the next threshold and kick in a
further discount. If you win in different
channels, that all counts towards the sales

threshold. So if you wn MRO for paints and
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seal ants and you win requisition, that all goes
t owards your aggregate threshold.

You need to understand that your pricing
has to be inclusive of GSA's fee for operating the
program The fee is both the industrial funding
fee you're used to under your schedul e contract
and the BPA access fee for an additional 1.25
percent. Total fee then is 2 percent that's built
Into your prices. W're expecting you all have
got that, understand that, you've thought that
through in putting your pricing together.

You shoul d understand that GSA may use a
reverse auction process to finish off the pricing
round. If we do, we'll tell you the current | ow
mar ket basket price is X mllion dollars and that
you may have 6 hours, 8 hours, 12 hours to nake
any changes. W may do nultiple rounds. There
will not be a formal call for final proposal
revisions. |If we nove into the reverse auction
process we stop it when we stop seei ng neani ngf ul
changes. |If the order of the wnning firns has

st opped changing, if we're not getting real
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1 reductions, the reverse auction wll stop. If a
2 firmhas noved from nunber 50 to nunber 40, that
3 woul d not be a reason to continue with the reverse
4 auction.
5 You shoul d understand that fully half of
6 the awards are set aside for snmall business, and
7 we anticipate small business may win significantly
8 nore than half of the awards, but every single
9 category specifies how many awards we anti ci pate
10 and how many of those are reserved for snal
11 busi ness. Between MRO and JanSan, there are 10
12 different categories. There are three awards in
13 each category, 30 awards. Fifteen of those 30 are
14 set aside for small business. W expect snall
15 busi ness to do extrenely well. The other 15,
16 | arge business is eligible and snmall business is
17 eligible. |If a |large business conpetes, they need
18 to have enhanced subcontracting goals. |f not,
19 maybe all 30 of those awards go to small business
20 and that's fine if that's the end result.
21 We have a nunber of agencies in the
22 comodity group asking us to take a further | ook
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at soci oecononic status and is there a way that we
can assure a distribution within the small
busi ness categories. That's a conversation we
need to still have with the Commodity team And
SO you nmay or may not see a change in the final
RFQ based on that docunent.

Turning nore into the small business
considerations, |'ve tal ked about how we've
devel oped a transparent and focused process, how
we've tried to ensure that you have a | ot of
opportunity to understand what's going on to
communi cate back. W specifically designed the
categories, the pools, to enable snmall businesses
to conpete. |If we've mssed the boat on that, if
we design themincorrectly, this is your |ast key
chance to let us know that. W invited industry
to one-on-one sessions. W heard them today,
again. W want you to use your tine to ask
guestions, to nmake sure that if there are savings
| evers that we are mssing, if we're adding costs
to you, nake sure that you spell it out so that we

can nmake necessary adjustnents to go froma draft
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1 to a final docunent.
2 Finally, there are sone fol ks who are
3 guestioned and call on GSA to do an econom c
4 | npact analysis. Wat is the inpact of our
5 enphasis on small business? In response, |let ne
6 | ay out a few key points in answering that.
7 First, the Ofice of Managenent and
8 Budget has established strategic sourcing as a
9 priority and has directed GSA to stand up 10
10 solutions. The specific formof an inpact
11 analysis required in the FAR in the Federal
12 Acqui sition Regulation, is actually referred to as
13 a bundling analysis. And what a bundling anal ysis
14 Is is looking to see, one, did bundling happen?
15 So what's the definition? Wat's
16 bundling? Bundling is taking two or nore
17 contracts currently perforned by a small business
18 and putting themtogether in such a way that a
19 smal | business is no longer suitable to perform
20 the work. In other words, to take 2, 3, 5, 100
21 contracts done by small business, put them
22 together in such a way that only a | arge business
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can do the work. Had we been doing that, that
woul d have been bundl i ng.

In this case, we set aside 50 percent of
the awards. W are telling you |l oud and cl ear
smal | business can do this work. W expect snall
busi ness to be wildly successful under this
program By definition, it's not bundling.

But if we go on with the bundling test,
what is the next key elenent? The next key
el ement of the bundling test is we would need to
show a |ikelihood of a 5 percent savings to
justify bundling along with other benefits. Wll,
In this case our projections show that there is an
11 percent savings to be had through strategic
sourcing, so we have nore than doubl ed the FAR
required savings to justify bundling. And through
the data anal ytics, by capturing, by understandi ng
our spend, we drive future savings and several
savings | evers we haven't even touched in this
generation. W can show significant additional
benefit, so we fully neet any bundling test, even

t hough we do not have a bundl ed acquisition, that
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our purchasing channel is fully designed around
smal | busi ness.

The framework, the regul atory franmework
that Jack spoke of, it views small business in
ternms of dollars, in terns of percentage, in terns
of market that goes there, and we are very focused
on neeting exactly those goals.

Finally, let nme enphasize for highly
efficient, for very conpetitive small businesses,
this is an enornous opportunity. Such businesses
have the opportunity to significantly increase
mar ket share, to save the governnment over $170
mllion in MRO, to help us save over $90 mllion
I n JanSan.

| think we're all really pleased to see
so many of you in the audience today, and
hopeful |y you're al so here because you see the
opportunities to grow your business; that you
under stand sone of what's involved in strategic
sourcing; that you recognize that you'll be
passing us significant data; that you'll be part

of saving the governnent over a quarter of a
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1 billion dollars through these solutions, but that
2 it will be good for your business because we want
3 it to be good for your business.

4 So in closing, |let ne urge you, use the
5 time today wisely. Make sure that you understand
6 the goals, you understand the process, and that if
7 there's a problemin the RFQ that you' ve

8 hi ghlighted that. Ask JoAnn, ask d enda | ots of

9 questions about what's in the draft RFQ And what
10 they can't answer today they're still going to

11 hear. You have many nenbers of the Commpbdity team
12 here to listen to you, to understand your

13 perspective. Tonmorrow norning the Commbdity team
14 will be neeting, wll be tal ki ng about what

15 t hey' ve | earned through today's discussion, wll
16 start naki ng deci si ons about changes to the draft
17 based on your i nput.

18 So | can't overstate how i nportant

19 today's conversation is to us, and again, thank
20 you for com ng.

21 Let me now turn it over to your program
22 manager for JanSan, Donna Peck.
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1 M5. PECK: M. Kelley, Ms. Rung, M.
2 Koses, thank you very nuch for your support and
3 for those wel com ng comments.
4 My nane i s Donna Peck, and | amthe
5 program |l ead for JanSan. Wth ne on stage | have
6 Al exandra Rouse, who is the program|lead for MRO
7 On the far left is denda Lanbert, she's the
8 contracting officer for MRO, and next to her is
9 JoAnn Stanley, who is the contracting officer for
10 JanSan.
11 So just to get started wwth a few ground
12 rules for this norning's discussion, as JoAnn and
13 A enda take you through our presentation they're
14 going to stop periodically for questions. For
15 t hose questions we need you to cone to the center
16 aisle and get next to a m crophone. You need to
17 state your nane, your conpany, and then ask your
18 question. And we need that so that we can have
19 that for the transcriptionist. And then at the
20 end we w Il al so have anot her general question and
21 answer period as we wap things up.
22 Pl ease nmake sure that your cell phones
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1 are on silent. And with that, sonme of the things
2 that we're going to be covering today on the
3 agenda are the JanSan and MRO buyi ng channels, the
4 categories and set asides, the market basket
5 overview, the key terns and conditions, and then
6 | ast but not |east, the evaluation factors. So as
7 they've all said, be sure to ask lots of
8 guestions. And with that I'"'mgoing to turn it
9 over to Ms. Stanl ey.

10 M5. STANLEY: Thank you, Donna. [|'m

11 JoAnn Stanley, the contracting officer for the

12 JanSan portion of the acquisition strategy, and

13 |'"'mgoing to be sharing with you this norning sone
14 of the acquisition strategies, the eval uation

15 factors, sone of the things that are critically

16 | nportant when you start to respond to the RFQ

17 The RFQ that we're discussing this norning that's
18 In draft is the first part of the channels, the

19 gover nnent channels that Jeff nentioned earlier,
20 the three portions being the purchasi ng channel,
21 which again is for purchase card use, for purchase
22 orders, orders on GSA Advantage or on the DOD
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EMALL. That is the primary source of acquisition
for us, although there are two ot her channel s that
are inportant as well, and those RFGs will be
comng forward at a later tine. Those are the
requi sition channel, which are orders placed with
GSA through FEDSTRIP or M LSTRIP orders and then
forwarded to a vendor through the global supply
channel .

The third portion is the fourth party
| ogi stics which is set up through GSA. It's a
store on the prem ses of a custoner, usually a
mlitary installation, and it's stocked and
managed by a vendor, and custoners can cone in,
wal k in, nmake a purchase, and | eave with the
purchased itens. At this tine we're only
directing that channel to the MRO. JanSan wi |l |
not participate in the 4PL solution at this tine.

This gives you a graphic description of
how t he purchased channel works. Governnent
custoners purchase directly fromvendors. They
cover traditional purchase nethods. As |

nmentioned, the purchase orders, task orders,
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1 pur chase card purchases, and nost of those buys
2 are done wthin the continental U S. Mny others
3 are placed through an e-comerce sol ution, such as
4 GSA Advant age or DOD EMALL. The | argest of the
5 t hree channels, consisting of 70 to 80 percent of
6 t he addressable spend is done through this
7 channel. This presents an opportunity again for
8 I ncreasing small business goals and smal | busi ness
9 spend.
10 This gives you a description of the GSA
11 requi sition channel. Again, the requisition
12 channel covers nmainly DoD orders that are
13 fulfilled through GSA G obal Supply service,
14 requi sition orders fulfilled requires advanced
15 e-conmerce capabilities and seanl ess integration
16 wth GSA | T systens.
17 And then the third channel again is the
18 4PL that addresses the needs of custoners who
19 require a full on-site store. The 4PL sol ution
20 addresses the requirenents of GSA custoners who
21 operate onsite stores, again, nostly on mlitary
22 I nstall ati ons, and again, applicable to MRO only

Ander son Court Reporting -- 703-519-7180 -- www. ander sonreporting. net



GSA Pre-

Solicitation Meeting Page:

41

10

11

12

13

14

15

16

17

18

19

20

21

22

at this tinme. The custoner agencies provide the
space. GSA sets up a contract arrangenent and the
vendor operates the mni store.

Agai n, the vendor owns and nmanages the
onsite inventory and insures delivery. Fromthe
st andpoi nt of FSSI, the cost savings accrue to
vendors from GSA working with themto standardize
their inventory, cost savings accrue to GSA
because GSA does not take title to the
mer chandi se, and to date this work has been
perfornmed by | arge busi nesses given the scale
requirenents.

But fromthis point on we're going to
tal k about the requisition channel. 1'msorry,

t he purchasi ng channel. So the RFQ that's posted
at this time responds to the purchasi ng channel
only.

Are there questions about that? No
questions, so we will nove on to the second
portion of the presentation. JanSan has a total
of five categories proposed as you see here.

Those five categories being cleaning conpounds and
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rel ated di spensers, non-notorized cl eaning
equi pnent and waste col |l ection supplies, paper
products and rel ated di spensers, notorized fl oor
cl eani ng equi pnent, and notorized | aundry cl eani ng
equi pnent. Each of those categories has a
description in the RFQ of what itens are in each
of those categories. Each of the categories wl|l
i ncl ude set asides for small businesses. This is
a breakdown of the category scope, the market
basket categories, total nunber of vendor BPAs,
and total nunber of small business set aside BPAs.
As you can see, snmall business set
asi des represent alnost half of all proposed
JanSan BPAs. And |'ll repeat what Jeff nentioned
earlier, that even though the BPAs have set
asi des, small businesses are eligible to win all
awards if you're capable of doing that. This
hel ps the goal to increase small business
participation conpared to what the status quo is.
So that's a focus for us to increase the snal
busi ness participation.

At this point your feedback on those
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1 Itens, that section. Questions?
2 M5. PECK: There's a mcrophone in the
3 m ddl e of the room
4 MR BIRSCH Yes. |I'mJay Birsch wth
5 Bi rsch I ndustries out of Virginia Beach, Virginia.
6 According to the chart you're only going
7 to rel ease three total BPAs for the whole contract
8 and two will be set aside for small businesses.
9 Is that correct?
10 M5. STANLEY: There are a total of 15
11 BPAs. A total of 15 BPAs are proposed.
12 MR. BIRSCH: (Ckay. And so the set aside
13 will be what for small businesses?
14 M5. STANLEY: In each category, for
15 exanple, in category 1 there will be two BPAs set
16 aside for small business. |In category 2 and 3,
17 two set aside. And in category 4 and 5, one each
18 set asi de.
19 MR. BIRSCH  Ckay. But just to get
20 clear, | understand there's 15 out of the total
21 but on each category the goal is three right now
22 with two set aside for small business in each
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1 cat egory?
2 M5. STANLEY:  Yes.
3 MR. BIRSCH: Ckay. Thank you.
4 M5. STANLEY: NMm hmm
5 MR. HOUSE: Bob House, Beyond Theory
6 Logistics. | guess ny question is you' re breaking
7 It down into these arbitrary categories -- best
8 practice and the industries that all these are
9 used together or many of them are used together.
10 You know, you can go to any nmanufacturer website
11 and see how they're used together. How are you
12 factoring that in in your decisions here? You
13 know, you don't use chem cals separate fromthe
14 products that, you know, you use themtogether and
15 t here have been many standards that have been in
16 pl ace to reduce HII and everything else. So ny
17 guestion is how are you factoring in industry best
18 practices which share all these into these
19 categories that you have? Thank you.
20 M5. STANLEY: Okay. W broke the
21 cat egori es down based on what we felt were |ike
22 items, core itens for each of these based on
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spend. And it's not to say that they're nutually
excl usive of one another. For exanple, you could
be offering cleaning conpounds and notorized fl oor
cl eani ng equi pnent, and nmany of the vendors do
have those. There are sone of the categories
where the vendors that are currently on schedul e
do not cross the line. For exanple, notorized

| aundry cl eani ng equi pnent, the vendors who have
that m ght not have floor nmachines.

MR. HOUSE: No, | guess ny question to
clarify, it's not about us, it's about the users.
The users use these things as part of prograns and
there are many consultants out there that have
great ideas. Daniels Associates is one just
throwi ng a nane out that says if you use these
products in this way, you're going to get the
maxi mum ef fi cacy of your |abor, of the products,
et cetera. | don't really see how that's being
factored into these. This seens to be driven by
how you buy, not how you use. And | think we all
know t hat the kind of industry averages are 85

percent of the total cost of cleaning a facility
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as |l abor, 15 percent is products. This is
oriented towards products. It's the | abor that
all of us in the industry are trying to figure out
how to i nprove the | abor cost. That is a 7X
factor versus the products. But |I'msensing this
I s about how you buy products, not how you use the
products, and whether you're Procter and Ganbl e or
3Mor Ceorgia-Pacific or Kinberly-C ark or anybody
el se. They spent mllions of dollars and nany
years devel opi ng sol utions that reduce | abor, that
| nprove how a product is used, not just the
product cost itself. And |I'mseeing a |ot of
noddi ng here, and | know this is a big discussion
in our industry, and I'mnot quite sure how that's
bei ng addressed here. |If you could clarify that
|'d appreciate it. Thank you.

M5. STANLEY: |I'mnot quite sure howto
address that either.

Walter, can you help ne out here?

MR. ECKBRETH: Yeah, you're very astute.
This is buying products. This is Janitorial

Sanitation products, M ntenance Repair and
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1 Qperational products. W're not tal king services.
2 We're not talking the cleaning portion. W're not
3 tal ki ng construction portion. That part is a
4 separate initiative. Those wll be under the
5 Bui | di ng Mai ntenance Operation services initiative

6 that we're working for 14. So this, yes, this is

7 directly how agenci es buy products.

8 As far as the segnentation, we're also,
9 whil e we could have put themall together, what

10 we've seen is that really limts the potenti al

11 vendor pool. So as Jeff said, we're trying to

12 make sure that we have this set up so that as many
13 smal | busi nesses as possi bl e can conpete.

14 Bundl i ng them together we saw that that's not

15 going to help there.

16 MR. HOUSE: Well, okay, wth all due
17 respect, if you hand your actual usage data to a
18 manuf acturer and you ask themare you -- are we
19 using the products the way you woul d recommend?
20 I nevitably every one of themw || say heck no, or

21 nore enphatically.

22 MR ECKBRETH: This is not about -- this
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I's not about the using of the products. This is
buyi ng products straight --

MR, HOUSE: Ckay. But if you buy them
wong -- | guess I'msaying if people aren't
buyi ng themthe best way possible, then they're
not going to be using themthe right way possible.
That's, | guess, ny point.

MR. ECKBRETH. Ckay.

MR. BORNSTEIN: |'m Professor Sam
Bornstein with Kean University School of Business.

| have two questions. The second one
was j ust brought up.

The first one is you have 15 BPAs.
Appr oxi mat el y how many vendors is that
representing that will be shrunk fromto the 15
BPA vendors?

M5. STANLEY: How many vendors --

MR. BORNSTEIN: How many prospective
vendors will be concluded that will be shrunk down
to the 15 BPAs?

M5. STANLEY: Al of the contractors

that are currently on the nultiple award schedul e
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prograns that relate to these products.

MR. BORNSTEIN. | did a quick analysis
of the SINs and it |ooked |ike close to 1,300 that
wi [l be shrunk down to 15.

MS. STANLEY: Yes.

MR. BORNSTEIN: Ckay. | have sone
experience in researching the office supply OS2
and that was from around 550 down to 15. And in
our Bornstein and Song research we noticed that
quite a bit of damage based on the displacenent of
the smal | businesses and the |loss of jobs. So I'm
very much particularly interested in this JanSan
on that regard as well.

One other point. The aspect of products
versus services. WIIl you require that the
I ndi vi dual s who do the services use these products
under the BPAs?

M5. STANLEY: Are you referring to, for
exanpl e, cleaning services for the public building
services?

MR. BORNSTEIN. Yeah, for an exanple

t hat was nenti oned of the BMDO which | understand
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1 Is one of the five that will be inplenented in
2 fiscal year 2014.
3 M5. STANLEY: That's correct.
4 MR. BORNSTEIN: |I'mcurious as to
5 whet her those rendering services will be required
6 to buy fromthe vendors who supply these supplies
7 t hrough t he BPAs.
8 M5. STANLEY: Not at this tine they
9 won't be required to do that.
10 MR. BORNSTEIN.  Ckay.
11 M5. STANLEY: These BPAs are not
12 mandatory at this tine.
13 MR. BORNSTEIN: Really?
14 M5. STANLEY: We have comm tnent from
15 the agencies that they're going to use these BPAs
16 but they're not nmandatory.
17 MR. BORNSTEIN: | understood that from
18 t he Decenber 5th nmeno from OMB that FSSI is
19 I ntended to be nmandatory and the SSLC i s neeting
20 to make sure that that happens on 90 percent of
21 federal contract spending. That's as | read it.
22 And | think that was the notive, the intent of Joe
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1 Jordan when he enphasi zed the mandat ory aspect and
2 t hat sone busi nesses nmay not be able to do
3 busi ness with the federal governnent because of
4 t he mandatory aspect.

5 M5. STANLEY: Jack is going to address

6 t hat for us.

7 MR. KELLEY: These are great questions.
8 Ri ght now, today, we're only focusing on the

9 supplies. The vehicle that's going to address

10 services is going to be considered as one of the
11 2014 initiatives. | wll tell youif | had ny way
12 -- and | don't always have ny way -- but if | had
13 nmy way we would, in fact, we would nmake -- | woul d
14 make whoever ends up here being the suppliers

15 mandat ory for the service providers because |

16 woul d want to maxi m ze the business going through
17 it.

18 Now, you'll be conforted to know that |
19 don't always get ny way, so who knows what's goi ng
20 to really happen. One point -- the reason we have
21 engagenents like this is to hear these kinds of

22 guestions and to hear the concerns that you all
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1 raise. This is not set in stone. This is a point
2 in time where we've brought sonething to the table
3 and, you know, we want to hear about it. M take,
4 and | wasn't, you know, | sat in on a | ot of
5 commodity team neetings but | certainly haven't
6 been part of the inner discussions, but ny take on
7 why things were organi zed this way was, as we said
8 before, was to naxi m ze the opportunity for snal
9 busi nesses that only offer at this subcategory

10 | evel an opportunity to participate. So it's an
11 honest attenpt to try to maxim ze snmall business
12 opportunities.

13 MR. BORNSTEIN: My problem based on ny
14 research, and this goes back to the initial

15 I nception of FSSI for the office supply is that
16 it's -- unfortunately, it's resulting in a

17 di spl acenent of small businesses and substanti al
18 job | osses, which is causing great harmto that
19 community. In fact, on DOD EMALL, the only

20 contractors who can deal with office supply and
21 DOD EMALL -- and I'mafraid this will be with

22 JanSan as well -- are those 15 that were awarded
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BPAs. And that neans, and everybody shoul d be
aware, that this is a very -- this has to be
approached very carefully. And | am al ways
suggesti ng beyond the small business inpact study
a cost benefit analysis. | don't want to throw
everything at you at once, but there's $182
mllion clains of savings. M question is what
are the costs of those savings -- costs neaning
di spl acenent of small business, jobs |ost --

MR. KELLEY: Yeah. | think this is not
the best place to have that conversation. It's a
very conpl ex issue.

MR. BORNSTEIN:. | would like to at sone
poi nt have that discussion because it's directly
| npacted these people. And |I'd appreciate it,
Jack.

MR. KELLEY: Happy to have those
di scussi ons.

MR. BORNSTEIN: Thank you.

MR. AKI NKUOTU: Thank you. M nane is
Aj ayi Aki nkuotu with WECsys. |'mone of the 13

smal | busi nesses in the 0OS2.
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My question is, you know, how did GSA
get the nunber 15?7 Because when you | ook at we
refer a lot to this OS2 and there are 13 snal
busi nesses and there are 2 | arge busi nesses. |f
you |l ook at the ratio of the small business to
| ar ge busi ness on the JanSan, there are about 6 to
1. Wiy is it that you just have 15 there and 8?
| don't think 8 is generous. You should reverse
these and give us 6 to 1, simlar to what you are
referring to every tine, the OS2. That's ny
conment .

M5. STANLEY: Thank you. W're, again,
taking all of your comrents into consideration,
and we appreciate those coments.

M5. FLANAGAN. Hi, I'msorry. | have
one nore coment. | was just slow to get up.

Lori Flanagan with the International
Sanitary Supply Association. And | just wanted to
associ ate ourselves with the earlier comments for
a nore detailed small business inpact anal ysis
because we've done an informal survey of our own

menber ship and we've seen sone significant snal
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1 busi ness inpacts and we think that further
2 anal ysis could be hel pful. Thanks.
3 M5. STANLEY: Thank you. W are taking
4 that into consideration.
5 MR YUDIS: H. |I'mSteven Yudis, Capp,
6 Inc. How are you?
7 | had a quick question regarding the
8 smal | busi ness sl ot which incorporates two awards
9 and one of those awards, one of the two awards
10 woul d be the veteran-owned or mnority wonan-owned
11 busi ness. M question to that is is it possible
12 that a mnority- or vet-owned business could al so
13 qualify for an award in the strai ght snal
14 busi ness category? O is that small business
15 category for the one award just for a straight
16 smal | business, not a mnority or anything el se?
17 M5. STANLEY: No. They can be --
18 they're qualified to bid in any of the categories
19 that they can supply the products.
20 MR YUDIS: | understand that but |let ne
21 gi ve you a scenari o.
22 If a mnority-owned vendor is given an
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award for let's say pool one and then there is
another mnority or vet-owned vendor that doesn't
get that award but is nore conpetitive than that
smal |l business. |Is it possible for themto get
the award over the straight small business? So in
ot her words, there would be those two slots --
smal | business and set aside. There would
actually be two set aside vet-owned busi nesses
occupyi ng those pool awards. Did | say that --
M5. STANLEY: Yes.
YUDIS: |s that possible?
STANLEY: Yes.

YUDI S: Ckay. Thank you very nuch.

5 % O D

STANLEY: Thank you for your
guesti on.

MR. CLAY: M nane is Frank ay. W
conpany is the Cay Goup. W're a
servi ce-di sabl ed veteran-owned small busi ness.

So |'ve got a few questions to help ne
wth this. The first question is of the agencies
Is the Departnent of Veteran Affairs one of the

seven agenci es?
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M5. STANLEY: The VA is participating,
yes.

MR. CLAY: Al right. The Departnent of
Veteran Affairs has taken years to put together a
program under the Center for Veterans Enterprise
to certify all these veteran busi nesses who have
taken their nonies to mainly focus on doi ng
busi ness with the Departnent of Veteran Affairs.
["'mtrying -- | would like to speak to the
representative fromthe Departnent of Veteran
Affairs who can hel p ne reason why we have a CVE
putting veterans through a certification process
which is very costly only to find out and go
t hrough the GSA schedul e process only to find out
now that all those veterans -- service-di sabl ed
vet erans, veterans, what have you -- wth GSA

schedules, if | understand what you' re saying,

only two -- only one of them-- out of all of them
only one of them-- maybe three will be selected
in this process. |Is that correct?

M5. STANLEY: Yes. Well, any small

business is eligible to participate.
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MR. CLAY: No, ny specific question --
so that whoever the veteran representative in your
commttee has to understand what has been going on

M5. STANLEY: Ckay.

MR. CLAY: -- and |'m speaking for all
t he veterans who have gone through this process.
I'"d like to know how the strategic initiative ties
i n and hel ps the Departnent of Veteran Affairs
neet its small business goals that is going to put
all these veteran businesses out of business.

M5. STANLEY: Ckay.

MR. CLAY: kay?

M5. ROUSEE M. Cay. M. Cay, we're
happy to work with you to address this offline but
we want to keep the topic of conversation strictly
to this RFQ draft. So.

MR. CLAY: Well, thisis what -- this is
very direct to this because I'mtrying to
understand, to help you understand, to give you
f eedback, how are you hel ping small busi nesses by

going to one when one of your mmjor agencies has
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1 -- who is the second -- has the second spend is
2 chanpi oni ng veterans who served this country -- is
3 chanpioning a strategy that is going to reduce it
4 and we've still got people working to be certified
5 and get GSA schedul es.
6 M5. ROUSE: Understood. But we want to
7 focus on the content of the RFQ because we have a
8 | ot of information that we would |ike to share
9 Wi th you today.
10 MR. CLAY: This is ny opportunity. Let
11 me finish. Because the other part of it in the
12 No- Go qualification is now you' re nmaking it
13 AbilityOne as one of the first qualifiers. That's
14 AbilityOne certification. Because | need to just
15 wal k out if you just tell nme that if |I'mnot
16 AbilityOne then | can't participate in this
17 process. And ny point is that we have spent a | ot
18 of tinme being certified through the Center for
19 Vet erans Admi nistration to be STOB certified and
20 now you're putting a block in place that | have to
21 go through AbilityOne certification to participate
22 and sell to the Departnent of Veterans Affairs.
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1 MR. KELLEY: | appreciate your comments
2 and your input. Let ne ask you a question.

3 So is this commopdity the only thing that
4 veterans sell to the governnent? 1Is it the only
5 schedul e that you're on?

6 MR. CLAY: |Is -- say that again?

7 MR, KELLEY: Ckay. You nentioned a

8 process that VA has to certify service-di sabl ed

9 vet eran- owned snmall busi nesses.

10 MR. CLAY: Correct.

11 MR. KELLEY: Right. Oay. 1Is this the
12 only thing that service-disabled veteran-owned

13 smal | busi nesses sell to the governnent?

14 MR CLAY: No.

15 MR. KELLEY: Ckay. So whatever we do
16 here we're not, you know, foreclosing any

17 opportunities that you and your coll eagues have
18 for other things that you sell to the federal

19 governnent; right?

20 MR. CLAY: Wit a minute, wait a m nute.
21 MR. KELLEY: Help ne understand that

22 because 1'd |ike to.
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1 MR. CLAY: M whole thing here is to
2 speak for the veterans and give you a flavor of

3 what's goi ng on.

4 MR. KELLEY: No, | appreciate that.
5 MR. CLAY: And to give the feedback. |
6 know you've got to followit, but I have ny own

7 opportunity to say what | have to say.

8 MR. KELLEY: No, listen, | appreciate
9 hearing it. Let ne ask you --
10 MR. CLAY: And | think |I have good

11 grounds to say that. So what |'m asking the fol ks

12 to dois to go back and lift the AbilityOne

13 requirenents.

14 MR. KELLEY: That's actually --

15 MR. CLAY: And allow veterans who have
16 been certified to at | east be able to participate
17 I n the process of the seven agencies of which the
18 second spend is the Departnent of Veterans

19 Affairs. That to ne would be fair in the

20 strategic initiative.
21 MR. KELLEY: | appreciate you raising
22 the AbilityOne question. |In fact, | appreciate
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1 your comments all over.
2 But AbilityOne is a requirenent that
3 Congress put on us along with a nunber of other
4 requirenents. So it's not |ike we can just
5 arbitrarily decide to waive a statutory
6 requirement. That's what Congress said we had to
7 do.
8 MR. CLAY: |It's also a public | aw
9 kay? So when we go to the statutory requirenents
10 and you |l ook at the FAR the FAR says you need to
11 foll ow the FAR, except where there's a law. And
12 there's a law that says that you shoul d support
13 the Veterans Administration. So I think that we
14 shoul d have nore inclusion and not excl usion.
15 MR. KELLEY: Thank you for pointing that
16 out. We'Il go back and take a | ook and see if
17 that | aw supersedes the |aw that says we have to
18 use AbilityOne.
19 MR. CLAY: They both do.
20 MR. KELLEY: Al we can do is sort of
21 try to sort it out and let the |lawers sort it
22 out. But thank you for raising the point.
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M5. STANLEY: If | could ask you to hold
your question until the end, we need to nove to
the next section. And I'mgoing to bring d enda
up here to nove to the next section, and then
we'll take your questions at the end of the
session. Thank you.

M5. LAMBERT: Good norning. M nane is
A enda Lanbert and | amthe contracting officer
for MRO

SPEAKER: W can't hear you.

M5. LAMBERT: M nane is d enda Lanbert
and | amthe contracting officer for MRO

We al so have it broken down into five
cat egori es covering hardware, tools and tool
cabi nets, paints and finishes, portable heating
and cooling, and the fifth is electrical and
power. And we do have -- we do plan on also
havi ng sone soci oecononm c set asi des.

In the hardware category you would find
t hi ngs you would find in a hardware store or a
home i nprovenent store used for repair or

alterations, and these woul d be things such as
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1 storage cabinets, lifts, drills, drill bits,
2 wel di ng equi pnent, |adders, that type of thing.
3 The second category, tools and t ool
4 cabi nets, covers power tools, hand tools, and
5 storage for those types of tools. So in this area
6 you woul d find your wenches, screwdrivers,
7 shears, scissors, hamers, drills, and also the
8 cabinets and then the parts for the cabinets.
9 The third category, paints and finishes,
10 woul d cover anything -- any chem cal substance
11 that can be used as a paint or an adhesive or a
12 seal ant, so that would be things |ike paints,
13 seal ants, and paint or roller covers and roller
14 franes. So it would be the small equi pnent that
15 goes al ong for painting.
16 The fourth category of portable heating
17 and cooling, we have used the word "portable" in
18 there specifically to let you know that it's
19 t hi ngs that can be easily noved around. This does
20 not include large chillers, rooftop chillers, or
21 air conditioners that are centralized. This would
22 be portable air conditioners, portable heaters,
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hum di fiers, dehumdifiers, or tower fans, that
ki nd of product.

And then in the electrical area we have
el ectrical and power equi pnment and rel ated
conponents, power and |lighting, punps and notors,
batteries, battery chargers, lanterns, extension
cords, anything to do with power or electrical.

Now, the itens that |I've nentioned are
just a sanple. In the RFQ there is an attachnent
call ed JanSan Supplies Quote List -- Quote Sheet
or MRO Quote Sheet. And that wll have the
speci fic nunber of itens spelled out exactly what
we want in each of those pools. So please pay
special attention to that.

Now, if you are |ooking through those
categories and you find things that you have
guestions about or that you believe shouldn't be
in there, we do ask that you send that to us at
our website, which is FSSI. MRO@sSA. gov or in the
case of JanSan it woul d be FSSI.JANSAN@SESA. gov.

We al so plan on having a maxi nrum of 15

bl anket purchase agreenents against this. As you
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can see in categories 1, 2, 4, and 5, we would
like to have two of those set aside for
soci oeconom ¢ busi nesses, and in the third
category we would Ii ke to have one set aside.

Now, both JanSan and MRO teans are
wor king closely with the Small Busi ness
Adm nistration at this nonent to get individual
wai vers for the non-manufacturer rule. So this
woul d al l ow a small business to be awarded the BPA
or establish a BPA with a small business but they
woul d be able to get the products froml arge
busi nesses.

Are there any questions? Yes, please
cone out to the m crophones for the questions.

M5. WOOLLEY: Hello, Aubrey Wolley with
the Coalition for Governnent Procurenent.

| just had a question about the total
nunber of vendor BPAs and | suppose that this also
relates to the JanSan. How you all decided to
award it looks like three in each category, you
know, considering task order, conpetition, and the

pricing objectives that you want to achi eve over
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time. For exanple, and | understand this is a
totally separate contract vehicle, but under
OQASI S, for exanple, within each pool GSA
determ ned that they were going to award 40-pl us
vendors in each pool. And within this contract it
| ooks |ike you' ve decided to award three. So if
you could just explain the justification for that
smal | nunber that would be greatly appreciated.

M5. LAMBERT: Wen we first started out
Wi th the pools we had nore pools than that, and as
we went through and eval uated the product that
shoul d be included versus ones that couldn't be
i ncl uded, three is the nunber that we canme up
with. Now, again, this is a draft RFQ so we are
| ooking for input fromindustry. So if you had
ot her suggestions we would | ook forward to hearing
from you.

M5. WOOLLEY: Thank you very nuch.

MR. AKINKUOTU: This is Ajayi again. |Is
it possible that on the screen up there you have
15 BPA for large conpany? |Is it possible that you

can, as a small conpany, be as a |l arge conpany?
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1 O do you have to have the 15 | arge conpany award?
2 M5. LAMBERT: Well, small business can
3 participate in anything that a | arge business can.
4 W were just trying to set aside for
5 soci oeconom c. But as a small business you could
6 al so participate or conpete with the | arge
7 busi nesses.

8 MR. AKINKUOTU: So it's possible for you
9 to award smal |l busi nesses and nine | arge

10 busi nesses in the end, but do you have to have 15
11 | ar ge busi nesses in this award?

12 M5. LAMBERT: Yeah, | nean, it is

13 potentially possible for the small businesses to
14 get nore than the nine that we plan on setting

15 asi de.

16 MR. AKI NKUOTU: Ckay, thank you.

17 M5. LAMBERT: Okay.

18 MR YUDIS: Hi, Linda. Steve Yudis,

19 Capp, Inc. Again.

20 | had a quick question regarding the

21 st andardi zati on of manufacturers' part nunbers on
22 the RFQ specifically the market basket. How wi ||
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you go about choosing one manufacturer's part
nunber over another? So in other words, if one
contractor puts a Proto wench part nunber 123 in
that sl ot and anot her manufacturer puts the sane
wrench but it's manufactured by Klein, how wll
you di stingui sh which one to go with because there
could be possibly up to, in ny exanple, too, but
up to 10 conpeting manufacturers' part nunbers in
a given slot, whether they be hand tools or
flashlights or whatever. So how woul d you
determ ne that -- which one to standardi ze on that
| S?

M5. LAMBERT: The part nunber
standardi zation is sonething that we would want to
use, and it's sonething that we are going to be
wor ki ng through as we go through these RF(s
because we need to be able to see the dollar spend
on the product and by the agency.

MR YUDIS: | see.

M5. LAMBERT: Walter, did you want to --

MR. ECKBRETH: Yeah. So on the bid

sheets, we're not going to standardi ze on a
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si ngul ar brand across the governnent. W want to
see the manufacturer part nunber so that if two of
t he vendors have -- so that the custoners | ooking
at pricing, they can |l ook and conpare Proto to
Proto, they can conpare Stanley to Stanley. As
for pricing, it's a straight pricing conpetition.
We're not dictating what brands you sell when we
say -- if we say a 3/8-inch drive ratchet wench,
It's your decision as to what you put in there
that neets that category, but it's a straight
price conpetition.

MR YUDIS: Okay. So regardless of the
brand, as long as it's an equal to one anot her,
It's just going to be based on bottomline price?

MR ECKBRETH:. Yes.

MR. YUDI S: Ckay, great. Thanks a |ot.

MR. FORMAN. Good norning. Charles
For man, | ndependent Stationers.

|'"ve got a couple of questions and sone
of themare nore tactical in nature and nmaybe
sonething you're going to cover a little later so

| apol ogi ze, but | didn't want to mss the
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opportunity to ask them

In the office supply category there was
a noratorium placed on Schedule 75. |Is there
intent to put a noratoriumon the correspondi ng
schedul es for MRO or JanSan?

M5. LAMBERT: No.

MR. FORMAN. Ckay. And you're referring
to this draft RFQ already. Wsat is the tineline
for us being able to see that or the actual RFQ
hitting the streets and bei ng due and thi ngs of
that nature? Has that been determ ned?

M5. LAMBERT: Wiich RFQ were you --

MR. FORMAN: JanSan, specifically.

M5. LAMBERT: Oh, the plan for both
JanSan and MROis to get themissued by m d-June.

MR. FORVAN:. M d-June with a submttal
of a nonth after that or what kind of tinefrane?

M5. LAMBERT: M d-July, yes.

MR. FORMAN. M d-July. GCkay. And
originally fromthe last industry day the award
t hen woul d be in August?

MS. LAMBERT: Correct.
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MR. FORMAN. Ckay. And there's been a
| ot of discussion about small business and
participation of small business. | was just
wondering, and | spoke to GSA and a nunber of us
in the office supply industry have spoke to GSA on
a nunber of occasi ons about the consideration of
the consortia nodel, you know, such as
deal er-owned co-ops, things of that nature as a
means to create greater opportunity for small
busi ness to participate in |arger nunbers but
under one BPA. |Is there any consideration in the
awards or is it just being | ooked at under the
smal | busi ness category?

M5. LAMBERT: W're looking at it under
a socioeconom c category. It hasn't been -- we're
still 1l ooking at other socioeconomc factors or
categories, not just small business but that is
still under review

Jeff, did you want to --

MR. KOSES: Yeah, Charles, | wanted to
go back to your first question. 1In the office

supply sol ution once the governnent-w de FSSI was
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1 set up we decided we don't want to award conpeting
2 contracts or to entice nore folks to get a

3 schedul ed contract which we don't think is likely

4 to be used.

5 In the case of JanSan and MRO, there

6 woul d not be a full schedule that would be

7 I ndi vi dual special item nunbers. Once again, once
8 we award this we're not going to then be awardi ng
9 conflicting or duplicate contracts, so that woul d
10 not be an entire schedul e but there woul d be

11 certain special item nunbers where we woul d not

12 make further awards.

13 MR. FORMAN. Ckay, so in theory then for
14 t hose special itemnunbers within that category
15 there would be a freeze on additional contracts.

16 Did | understand that correctly?

17 MR. KELLEY: That's correct.

18 MR. FORMAN. Ckay. And | guess ny | ast
19 guestion then is as it pertains to the JanSan FSSI
20 BPA there was -- it's ny understandi ng there was
21 consideration for Schedule holders to be able to
22 respond to that bid, and is that still the case?
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M5. PECK: Schedul e 75-85, the restroom
products, is included in JanSan.

MR. FORMAN. Ckay, great. Thank you.

M5. LAMBERT: GCkay. Wy don't we nove
on to --

MR. BORNSTEIN: Just one |ast question.
This is Professor Bornstein from Kean University
School of Busi ness.

In the industry they nentioned Schedul e
56. |'mwondering on these SINS there were no --
nothing related to Schedule 56. WII| that be
I ncl uded i n any JanSan NMRO?

M5. LAMBERT: The MRO RFQ is from
Schedul e 56 and Schedule 51(b v), specific special
I t em nunbers.

MR. BORNSTEIN. Ckay. Ckay, very good.
Thank you.

M5. LAMBERT: GCkay. Al right. If we
could nove on to this next slide. This just tells
about our market basket was created and it was
designed to represent federal high dollar spend.

And then there will be other additional
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representative itens that could be added at a
later tine.

Mar ket basket itens are categorized into
categories and vendors need to submt this
I nformati on on a quote sheet. The quote sheets
were created for the market basket itens within
each category. Under nunber 2, we have vendors
submt quotes on categories. There are several
technical Go and No-Go factors that will be
eval uated, and JoAnn wi |l speak to us about that
In just a nonent. The vendor prices wll be
col l ected on these data sheets or the quote
sheets, and they nust be provided on that. And
you can fill it out for any category that you
choose.

On nunber 3, pathway to BPA
establishnment, after a BPA is established with a
vendor there wll be an average discount that wll
cone fromthe quote sheet which we'll look at in
just a nonent, and that average di scount will be
applied to all of the other catal ogue products

that will be added to the vendors' BPA.
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1 And pricing for this should be upl oaded
2 I nto GSA Advant age and DOD EMALL.

3 Are there any questions?

4 M5. WJCI ECHOWBKI : Hi, |'m Gai

5 Wj chi echowski with Stephens O fice Supply and

6 we're one of the present FSSI holders for office
7 suppl i es.

8 The concept of applying the average

9 mar ket basket discount to all other categories,
10 you are neking the assunption that we have the

11 sane mark-up for all products and we do not

12 because whol esal ers and manufacturers do not

13 provide us with list-down pricing. They do give
14 us cost pricing and we all have different markups
15 with different categories according to the

16 commodity categories. So | think that's kind of a
17 flaw in the concept that you're expecting that

18 sanme di scount because when whol esal ers and

19 manuf acturers provide us with pricing, they start
20 out by | ooking at what you're requiring in the

21 mar ket basket to make us conpetitive. FSSI for
22 of fice products, we were all asked to give
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1 category discounts, |ike paper office products,
2 toner, what have you, and by category we could
3 of fer flat discounts off of our existing schedul e
4 prices, not applying average narket basket prices
5 because it's just not feasible really.
6 M5. LAMBERT: Okay. W will take that
7 I nto consideration and nmaybe the next slide wll
8 help a little bit with that al so.
9 MR. KAUFFMAN: Hi, Andy Kauff man,
10 Kauf f man Conpany.
11 If you get awarded this G BPA and you
12 see it's getting |loaded up to your GSA Advant age,
13 are you going to have two schedul es, two runni ng
14 schedul es for the sane itens?
15 M5. LAMBERT: No. Everything would be
16 goi ng through t he BPA
17 MR. KAUFFMAN:  So everything currently
18 on ny MAS woul d be taken off and put on this BPA?
19 M5. LAMBERT: Yes. Well, yes, if it's
20 within the scope of the BPA. So there could be
21 Itens that would cone off your contract to go to
22 the BPA, but you still nay have sone things on
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your other contract that are not covered by the
BPA.

MR. CLAY: Frank Cay wth the d ay
Group. Question concerning what was just spoken
to. So right now, if you go to GSA Advant age,

everything that's on ny Schedule 73 cones up.

G ven the award, the BPA itens wll sonehow be
changed by GSA and be reflected -- or we have to
do that -- will be changed, and everybody can see

what they can currently see now mnus the stuff
that's on the BPA which will be | oaded up with
that price?

SPEAKER: How does - -

MR. CLAY: | think they said we have to
do it.

M5. LAMBERT: You would |l oad the prices
of the BPA in GSA Advant age; yes.

MR. CLAY: But | have -- but | have a
GSA schedul ed nunber right now, and right now if |
have a BPA, | have a BPA nunber. So when people
are looking for prices off nmy GSA schedul e, they

| ook at the GSA nunber. |I'mtrying to figure out
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1 how we -- this is distinguished between the BPA
2 bucket itens and the rest of the things that are
3 on ny schedule. How is that going to be done?

4 M5. LAMBERT: They woul d have to be

5 entered separately. | nean, you've got your

6 contract but if you -- if there's sonething on

7 your contract that then is awarded under the BPA,
8 the BPA price will supersede the contract price.
9 MR. CLAY: (kay.

10 MR. FAUCETT: Bill Faucett, Flagship
11 Logistics. | concur with Frank. I1'ma certified
12 servi ce-di sabl ed veteran-owned small busi ness.

13 Don't try to be all things to all people, but we
14 have a very specific product line that we

15 represent and support based on what our core

16 conpetencies are. And if we | ook at that, what
17 you're telling -- what I'mtaking fromthis is if
18 |'"ve got a specific product under one of ny

19 schedul es and that SIN nunber is picked up on a
20 BPA, then I'mgoing to lose the ability to

21 continue to hold those products under that SIN
22 nunber on ny schedul e?
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M5. LAMBERT: No. No, if you're not the
successful BPA hol der, your contract will just
continue on as it is.

MR. FAUCETT: But | need to back up. |
nmean, that vehicle was already in place for the
federal governnent to procure products and
services that | provide, as well as any other
schedul e hol der.

M5. LAMBERT: Correct.

MR. FAUCETT: That to ne is nothing nore
than a license to hunt. So |I've got to go out now
and |'ve got to sell ny product and services and
|'"ve got to justify the val ue added because |I can
tell you and guarantee you that there are a | ot of
products that are | ess expensive of a |like type.
But if you look at a floor finish, a floor finish
could be 3 percent solid content or it could be 50
percent solid content. Were is the val ue added?
|'"ve got to use 22 coats of a 3 percent product to
get the sane result that | can do with two coats
of a higher brand or a better brand product. It

just doesn't make sense because we don't get
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there. W're not selling envel opes. W're not
selling Post-its. These products are different.
So I'mnot sure, | nean, nops and buckets,
wringers, they're all the sanme; right? They're a
commodity. But there are certain products within
these SINs that are specialty itenms. Floor
machi nes, notors on a stick. | don't know that
there's any manufacturer today that builds a fl oor
machine in the US. And if they are assenbling
themin the U S., they have Chi nese gear boxes.
But under the GSA -- scope of the GSA, we can't
put a product on our schedule that's not
manuf actured here or doesn't have that criteria.
So you've only got two or three nmanufacturers on
GSA of a floor machine. But yet there are other
products out there that are equally as good or
better or supported by factor warranties, service,
back-up support that you're not going to get.

M5. LAMBERT: Okay. Now, the products
that will be on these BPAs are already on a
mul tiple award schedul e contract. These BPAs are

bei ng pl aced against nultiple award schedul e
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1 contracts. So you've got the requirenents for TAA
2 conpliance. You' ve got all the regulatory
3 conpliance for your schedule, it's just that this
4 w I | be agai nst those schedul es.

5 MR. FAUCETT: It's a hard pill to

6 swal low, | can tell you.

7 MR. ECKBRETH. Sir, can |, just so |

8 under stand, on the market basket, | understand

9 what you're saying, the notors on sticks versus
10 sone products that do have salient characteristic
11 differences. | guess what the request fromus is
12 as you | ook at the nmarket baskets that were

13 included in the draft RFQ if you see that there
14 are itens in that nmarket basket that there are

15 really, really, really broad differences in what
16 they are, that's the kind of feedback we're

17 | ooking to see, if we've got the wong itens in
18 t he mar ket basket.

19 As far as if it's just -- | don't

20 remenber on the JanSan if we had -- if we had down
21 to the floor finish. For sonme reason in ny mnd |
22 woul d think that that wouldn't be a high spend
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1 | tem because there's a | ot of other higher dollar
2 itenms in there, but if we have that in there and
3 there are really, really, really big differences
4 bet ween products, |et us know that so we can
5 understand if we need to adjust the itens in the
6 mar ket basket .

7 MR. FAUCETT: And that stands true with
8 a vacuumcl eaner. If you |look at a vacuum

9 cl eaner, a 12-inch w de vacuum cl eaner, there are
10 probably 35 different 12-inch vacuum cl eaners t hat
11 you coul d buy.

12 MR. ECKBRETH. Right.

13 MR. FAUCETT: Versus with bags, w thout
14 bags, and all of those things.

15 But again, you look at quality, and if
16 you | ook at GSA Advantage, if you search the SIN
17 nunber and you | ook by vendor of what the sales
18 are, | can tell you there's probably one

19 manuf acturer that | eads the pack in high-end

20 gual ity vacuum cl eaners. They've done so for

21 years because they have the best of the best.

22 Custoners realize that. They | ook at that val ue
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added and they're willing to pay 5-1/2 -- 550
bucks for it versus an $89 Sanitaire. You have
not addressed that.

MR. ECKBRETH: |f you can go through the
mar ket basket and give us -- we've asked for the
f eedback -- specific things in the market basket
that we need to go back and | ook at agai n.

MR. FAUCETT: Not a problem Say thanks
for the plug, Cory.

SPEAKER: Thanks for the plug.

M5. BRADLEY: Hi, I'm N kki Bradley with
American Product Distributors.

| just want to nake sure that |
understand the whol e correl ati on between the BPA
and existing GSA schedules. So are you saying
that all the itens that are included in the BPA,
I f sonmeone has an existing GSA schedule and is not
awarded a BPA, those itens in the BPA will then
need to be renoved from soneone's GSA schedul e and
they can't sell those to the governnent?

MS. LAMBERT: No.

M5. BRADLEY: No.
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M5. LAMBERT: No, if you have a schedul e
contract but you are not a successful BPA hol der,
your contract will just continue on.

M5. BRADLEY: Ckay.

M5. LAMBERT: Nothing will be com ng off
of your contract.

M5. BRADLEY: kay. And al so, when
we' re tal king about the BPA, we've tal ked about
the market basket itens and then you al so tal ked
about applying the average discount to | guess
what woul d be consi dered the nonmar ket basket
itens. Can you just talk a little bit nore about
that? | know we had a question about it earlier.
| just want to nmake sure | understand that as
wel | .

M5. LAMBERT: It's the next slide.

M5. BRADLEY: kay, great. Thank you.

MR. CLAY: Frank Cay wwth the C ay
G oup. To follow up to that question, if we're
not awarded the -- one of the three or 15, then we
can keep our GSA schedul e.

M5. LAMBERT: Yes.
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MR. CLAY: That's what you just said.

M5. LAMBERT: Yes.

MR. CLAY: The question is -- the real
question is will the agencies be allowed to buy
t hose products from our schedul e?

M5. LAMBERT: Yes, because as we stated
earlier, this is not mandatory. W hope that
agencies wll be purchasing fromthe BPAs but it
I's not mandatory. So yes, they still could buy
from your schedul e.

MR. CLAY: So if | heard you said
clearly -- you said that --

MR. KOSES: Let ne add to that. GSA
does not nake the vehicle mandatory. Each agency
w |l establish their owm policy. You should
assunme that sone agencies may make it nmandatory,
sone may nake it a first consideration vehicle.
That's part of why the Strategi c Sourcing
Leadership Council will be issuing letters of
intent, letters which becone part of the RFQ so
you can see what the nmjor agencies are saying

their policy will be.
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1 MR. CLAY: Yeah, | think that's fair

2 because if we have volunme comm tnents then that

3 can drive a proper response. And just for all of

4 us who may not -- the thousand who won't have the

5 busi ness, you know, we spend a | ot of noney

6 mai nt ai ni ng those contracts, and so we real ly have

7 to determ ne the value of those contracts as a

8 result of the strategic initiative.

9 My next question has to do with current
10 BPAs that we have in place. Howis that going to
11 be handl ed? If we have a current BPA in place, is
12 t he governnment going to honor those BPAs or are
13 t hey going to be cancel ed?

14 M5. LAMBERT: They should just stay in
15 pl ace because these are new BPAs; they're not

16 super sedi ng sonet hing you' ve already got in place.
17 MR. CLAY: ay. So if | have a current
18 BPA and | have to work hard to be aggressive and
19 have all these different fees and work all that

20 out, do | have to adjust -- is GSA going to

21 require us or the contracting officer going to

22 require us to adjust our current BPAs to match the
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1 price of the BPA award?
2 MS. LAMBERT: No. Your current BPA,
3 your current schedule, everything would stay in
4 place as it is. These BPAs woul d stand al one.
5 MR. BYLEN:: John Bylen, Jinx, Inc.
6 What is the vehicle in which people are going to
7 be purchasing off the BPA? WIIl it be GSA
8 Advant age?
9 M5. LAMBERT: It will be purchase cards,
10 GSA Advant age.
11 MR. BYLEN.: : How are they going to
12 see the prices? Excuse ne, how are they going to
13 know t hese products are on the BPA, and what the
14 price is, and howw ||l they place the order? WII
15 It be through GSA Advant age or anot her vehicle?
16 M5. LAMBERT: They can buy it through
17 purchase cards. They can go through GSA
18 Advantage. They can go through DOD EMALL.
19 MR. BYLEN.: : Ckay. Then how does the
20 governnment justify telling an agency to buy
21 sonething that's on the BPA that, in fact, may be
22 at a higher price that sonebody el se on the
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schedul e may be offering it? Your assunption is
that you have a basket of products. The person
who is going to wn is going to have the | owest
price of every item That, in fact, is not going

to be the case.

M5. LAMBERT: Okay. | think, if I'm
heari ng your question correctly, | think that this
next slide wll help that.

MR. BYLEN:: : GCkay. I1'll wait.

M5. LAMBERT: kay. Al right. This is
a small exanple fromthe quote sheet that is part
of the RFQ For the JanSan it is attachnent 1.
For the MRO RFQ it's attachnent 2.

Now, this is -- there are a lot of --
there's a lot of information in this quote sheet
that you need to pay special attention to. There
are a lot of tabs at the bottom |It's got one
that's full of instructions. Then it's got the
definition of all the market baskets. And again,
both for JanSan and MRO. It's got a validation
sheet where you go in and you nmake sure that

everything has been filled out correctly and you
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1 validate it. It's got contact information that

2 must be filled out so that we know who we're

3 dealing with at each conpany. |It's got category

4 description. Now, that wll be broken down into

5 five because every one of the market baskets wll
6 have the description of everything that's in

7 there. There are category discounts which include
8 t he aggregate discounts that we'll get to in just
9 a fewmnutes. And then it'll have additi onal

10 pricing. So it is a pretty conplex -- not conpl ex
11 as in difficult but there's just a |ot of

12 i nformation in there.

13 So in our exanple here we have XYZ

14 Conpany. For the hamrer their schedule price is
15 $12.41. Their quote price for that product is

16 $11.29. So the way this quote sheet is set up,

17 the calculation is done automatically fromthe

18 schedul e price to the quote price and it reflects
19 a discount of 9 percent fromthe schedul e price.
20 That is done for each and every itemin each
21 mar ket basket. Now, once those are all
22 cal cul ated, that's where the average di scount
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1 cones from It's the average di scount based on
2 all of the discounts fromthe quote sheet. Now,
3 t he average di scount would then be applied to all
4 the other catalogue itens that would be added to
5 t he BPA that you have on contract as |ong as they
6 were within the scope and under the SIN.
7 Now, this, again, is an abbreviated
8 version of the sheet. There's a lot nore
9 i nformation on it. It's got the manufacturer
10 nane; then the standard, whol esaler, or part
11 nunber; the UPC-A if available; and country of
12 origin to again show that everything is in
13 conpliance with the Trade Agreenents Act.
14 Now, when those average di scounts are
15 calculated that will be applied to the nonmarket
16 basket itens, there is a specific page in the
17 guote sheet for that. And you will have to go
18 down and verify that you agree wth those average
19 di scounts.
20 Do you have any questions on that? D d
21 t hat answer your question at all?
22 MR. BYLEN.: : No. It raised one. But
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1 go ahead.
2 (Laught er)
3 MR. FRAZIER. Eric Frazier with United
4 Labor at ori es.
5 So in essence what's going to happen is
6 every ot her product that we've got on the GSA
7 Advant age page is going to be discounted by that
8 aver age di scount?
9 M5. LAMBERT: Yes, as long as it's in
10 the category and under the SIN
11 MR. FRAZIER. Ckay. That doesn't work
12 -- I'"Il explain to you -- I'll give you an exanple
13 because it was used when we were here last. The
14 | ast tinme we used DeValt as an exanple. DeWlt
15 sells power tools and they sell drill bits. Ckay,
16 the discount on the power tools, if it was 30
17 percent we'd be tickled. The discount on a dril
18 bit is a keystone. So it's alnost double. So how
19 are you going to -- if you take a look at this, we
20 don't buy things at the sane percentage even from
21 t he sane manufacturer. So when you cone up and
22 say, oh, well, you have to take this discount off
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of everything that applies here, on a per item
basis --

Let me go back to ny original point. |
hope you caught that one. Wen you go from
manuf acturer -- even inside of a manufacturer
you're going to have different rates of discounts.
But goi ng back, by maki ng these baskets so | arge
you have ensured that the governnent is not going
to pay the lowest price. Now, it nmakes it easy
for you to cone up with a figure, but in fact,
what you are doing is you're putting a nunber of
Itens together and you're saying we're going to
award it to a certain conpany on their average
cost, when on specific itens other vendors may be
dramatically cheaper. And a particul ar agency or
a particular field office may use a nunber of
products or use a product which is rather high on
your list in conparison to where they could have
gotten it from sonebody el se. The Bureau of Land
Managenent in the mddl e of Wom ng, perhaps they
use a certain type of hamer on fences to put up

fences. Ckay, so that is offered at a di scount
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which is, you know, not as low as if they were
buyi ng that hanmmer just thenselves. So what
you' ve done is you're creating a nmarketpl ace.
You' ve said we don't care the way that the United
States does business. What we want to do is we're
going to tell you what a narketplace | ooks |ike.

GSA Advant age, | understand you want all
your vendors to kind of be the sane when they
approach the governnent. GSA Advantage achi eves
that. There's inprovenents that you could nake
I nside of it by making everybody put their
products up, put their PUC code in so that buyers
can actually see. But when you arbitrarily group
products together inside of a certain basket
you're ensuring that there will be agencies and
there will be offices that will be paying a higher
price than what they woul d have been doi ng bef ore,
especi ally when you nake it nmandatory.

M5. LAMBERT: Okay. Al right. Well,
we will take that into consideration.

MR, KELLEY: If you don't mnd, let ne

take a crack. These are -- | |ove these coments.
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1 The mar ket basket is intended -- it's

2 not just selected randomy. The market basket

3 represents the nost comonly purchased itens that
4 are purchased in the largest qualities. So when

5 we do it right, the market basket -- you know, and
6 we don't, you know, we're still |earning how to do
7 this but when we do it right the market basket

8 represents, you know, 50 to 70 percent of the

9 spending for this conmmodity. So it's all about

10 reducing the prices that are nost commonly paid.
11 It's not about reducing the price on every single
12 Item sold by every single vendor in every single
13 | ocation across the country. |It's let's get a

14 hol d of the | argest anmount of the spend and let's
15 see if we can't bring that down.

16 Jeff -- sonebody nade a point that --

17 Jeff made the point that each agency inplenents

18 policies to use these vehicles in the ways that

19 make nost sense to it. So an agency could say use
20 the FSSI vehicle except if you can find a better
21 price on sonething else. | nean, sone agencies
22 have taken that approach. And you know sonet hi ng?
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That's fine. You know, at the end of the day
we're trying to save noney. W're not trying to
just force people to use a vehicle just because we
| ove to do that. W're trying to save noney.

The other thing we're trying to do is
get visibility into our spend. Right now, you
know, everybody here is doing business with the
federal governnent. W have no clue what we're
buyi ng. We have no clue what we're paying.

That's got to stop. W've got to have visibility
I nto what we're buying, what we're paying, so we
can manage those things smarter. That's one of
the requirenents of the BPAs. | amsensitive to
people who feel like we're putting requirenents in
the BPAs that they don't |ike. Sonme of those
requi renents are because we have to neet certain

| aws. Not everybody out in the field understands
t hose conpliance requirenents that we have to
neet. W want to create vehicles that are easy.
If they use them they're going to be obeying the
law. That's what we want to do. So we need to --

obvi ously we need to understand what the law is,
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and nmaybe we think we do but if we need to
understand it better, help us do that. So that's
what we're trying to do. W're not trying to get
to every single itemand every single vendor.
W're trying to get a hold of the bulk of the
noney, see if we can't manage that better and get
better prices.

MR BYLEN.: : Sir, | don't believe
you' ve heard anybody speak as to regul ations or
what you're making us do. | think nost of the
conplaints that you've heard here, if not all of
them are on restriction of the marketpl ace.

MR. KOSES: W had a couple of coments
now on the category discount. A couple of
suggestions that as designed at this point it's
not going to work. | have not heard sone
al ternative suggesti ons.

What we' ve seen on many contracts i s you
get a great price on the market basket and you end
up grossly overpaying on everything else. Qur
concern is, yeah, we'll get a great price on a

core list of itens, but there are thousands of
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other itens where there are tens of mllions of
dollars in spend. So if we have not designed the
mar ket basket or the categories correctly, tell us
what we should change. W' re also | ooking at
what's another way to ensure that we get good
pricing on the nonnarket basket itens if indeed
there's a flaw in the category di scount concept?

MR, HOUSE: Well, | guess that's a great
segue into ny comment.

Bob House, Beyond Theory Logi stics
again. GOccams Razor. The sinple answer is
usually the right one. This is going to nmake
conplexity in the bidding, the review ng, the
pricing, and God knows that poor person naking
$30, 000 a year who has to approve an invoice,
right, because that's what their job is. This is
not going to make their job easier. How do you
address discounts? Very sinply. Because | don't
know i f you all have | ooked at how these invoices
-- they've got discounts. D scounts, sonetines
they're identified, sonetines they're not. |['ve

| ooked at di scounts. Custoners have | ooked at
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di scounts and they're frustrated because they
don't even know how to audit if it's correct. So
how do you sinply answer your question?
Transparent pricing.

| would argue that you do know about
this. It was posted on Interact being the only
posting on Interact, and it was sumarily
di sm ssed as we've |ooked at it but we're not
I nterested. W factored it in. So I'mgoing to
bring this up again. Transparent pricing. That's
how you support small business because the vol une
buyi ng of the governnment should be shared by
everybody instead of the G aingers, the Fastenals,
and the MSCs of the world. |If you don't do that,
then just hand themthe whol e damm book. We
really don't care because it's really not going to
make a difference.

( Appl ause)

MR. HOUSE: The second thing is that
that's how you invite innovation; right? Because
many of us here have innovative conpanies. W're

not conpeting with the big players, be it
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1 manuf acturing or distribution. W're trying to
2 find something that's different, innovative. W
3 |isten to custoners. |f you want to hear that you
4 have to enable us to provide you a solution and a
5 busi ness care for listening to that. You're not.
6 You're saying this is what you're going to do.
7 You're going to bid on these and then we're going
8 to decide on whether we think you're a low price
9 or not. But that's not what we're conpeting on.
10 W'l | never conpete with the big players. That's
11 not our busi ness.
12 The third thing is that's how you're
13 going to get the best price possible. | would not
14 want to be that person at GSA that has to go up in
15 front of another Claire MCaskill, Senator
16 McCaskill's Senate Conm ttee and explain why there
17 was an abject failure on conpliance of a DoD
18 contract to rebate the -- well, it's refunds and
19 rebates -- that distributors were forced to
20 acknow edge, report right back to the Depart nent
21 of Defense or GSA. They didn't do it and they
22 said we have no intention of doing it. That
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1 | etter -- | assune you all got a copy of it -- was
2 sent to the acting director of OVB the date before
3 you announced this group. | can't inmagine that
4 she woul d think or anybody on that commttee would
5 think that this conplex pricing is going to | ead
6 to vol unme di scounts, best pricing, a sinpler way
7 of doi ng business, |ower total cost of ownership,
8 best practice. | can't imgine they're going to
9 think this is going to help achieve that goal.

10 And you heard sone cl apping here and a
11 | ot of people nodding. Everybody wants the

12 ability to conpete on a level playing field. |If
13 you take the single biggest advantage of this

14 contract, which is volunme buying, and you hand it
15 to the majors, then what are we left with? W're
16 |l eft wwth scraps. W're left with trying to fit
17 I nto what everybody el se thinks is our business
18 nodel , and we're just kind of frustrated in a

19 vari ety of things.

20 What are you going to do about that? It
21 was posted on Interact. Cearly, there was a --
22 nobody was really interested in answering the
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guestion, and |'ve got to say that |I'mthe one
that posted it and you ousted ne. You
specifically used ny nane, so clearly |I know ot her
peopl e that wanted to post were pissed off and
said I|'mnot going to post anything on there
because it's not anonynous. | don't have the
ability to have a free form exchange of ideas
because you are now going to single ne out.

So the sinple answer is transparent
pricing. | think you need to look at it. And
you' re asking what do we do? That's your answer.
You can choose to do sonething about it or you can

choose not to do sonething about it. But that's

all -- | guess that's your responsibility.
( Appl ause)
MR. KOSES: | don't know that many of us

under stood portions of that. Transparent pricing
Is a big piece of the answer that we absolutely
agree wwth. And there are a nunber of things that
we have been designed to try and create and to
nove towards. Wat you're calling transparent

pricing, what we're calling a dynam c pricing
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1 environnent. That's the exact reason that you're
2 seeing requirenents |like the part nunber
3 st andar di zat i on.

4 In terns of the assunption that this is
5 bei ng geared towards | arge businesses, let ne

6 strongly reject that piece of the statenent. |

7 think we are going to trenendous lengths to try

8 and ensure that there are ways that snal

9 busi nesses can conpete. Fortunately, we've got --
10 MR HOUSE: |'msorry, but to clarify ny
11 point, transparent pricing as we're defining it on
12 this side of the table is that the manufacturer

13 price sans di scounts and rebates and vol une, that
14 t hose are disclosed so there's no rebates and

15 prebat es and co-marketing and everything el se

16 that's used to incent and favor one distributor

17 over another -- i.e., favor the bigs over those of
18 us who are fighting. So when we say transparent,
19 we're not tal king the sanme | anguage. We, on this
20 side, all have an idea of what transparent pricing
21 Is. You all on that side don't seemto get that
22 there's a difference in the definition. Sorry.
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1 MR KOSES: |I'mnot -- still not sure

2 where you were going with rebates and freebates

3 and everything else. W are, | think, very

4 clearly laying out a goal that we want to be able
5 to publicize what is the item what is the price
6 to be tal king the sane | anguage.

7 In our earlier session a couple nonths
8 back we showed you a slide with one big box of

9 paper towels nmaking the point that there are 185
10 different vendors, 26 different part nunbers, and
11 pricing anywhere from $32 to $116 for the exact
12 sanme item and that that is all about confusion.
13 That's all about obfuscation in the marketpl ace.
14 That's exactly the transparency issue that we're
15 after.

16 MR. BORNSTEIN: This is Professor Sam
17 Bor nstei n, Kean University again.

18 Wth regard to the word "mandatory," |'m
19 very nmuch hung up on that term because it's been
20 used in the Decenber 5, 2012 OVB neno. Mandatory
21 Is the direction that the OVMB and GSA i s going
22 for. M concern is that soneone expressed, let's
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say an agency wants to purchase sonet hing and
finds a cheaper price on let's say another vehicle
rat her than through the BPA. | have specific
reference to an agency. | believe it was USDA
where they were frequently asked questions. The
guestion was phrased, "If we find sonething
cheaper under another vehicle nmust we use the
BPA?" And the answer was, "Yes, you nust."

"' mvery nmuch concerned. |'ve seen this
happen in the office supplies OS2 environnent. As
a matter of fact, a Navy contract corridor
specifically nentions if you're purchasing office
supplies it's only fromthose 15 awarded BPAs on
office supplies. And this is causing great
torment for those Schedule 75 office supply
contacts who don't have BPAs. |'m concerned that
the sanme will happen to JanSan and MRO. And if
you can give assurances that the term nmandatory
does not nean that it will only be restricted to
t hose 15 JanSan or 15 MROs, then |I'm conforted.

But ny concern is that this will follow the sane

path as the office supply contract BPAs, 15 out of
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560. Now it will be 30 out of 1,200-1, 300.
That's my concern.

M5. LAMBERT: Well --

MR KELLEY: W're concerned, too. So
the point | nade earlier is each agency deci des
what nekes sense to it. So if agriculture has
decided that it nmakes |ife easier for its
procurenment people to be limted to 15 vendors
because then it's a sinpler decision for them
t hey can nmake the decision quicker, they can nove
on, then they've made that decision. Now, what |
can tell you, you know, we have -- although we
care a | ot about adoption, you know, we neke a
commtnent to the vendors who win the
conpetitions, that we are going to do whatever we
can to give business to them That's the basis of
the conpetition.

MR. BORNSTEIN: That nakes sense.

MR. KELLEY: So we're not doing our job
if we're not fulfilling that obligation. And I
think in OS2 we've certainly done, you know, we've

certainly nade sone progress in it.

Ander son Court Reporting -- 703-519-7180 -- www. ander sonreporting. net



GSA Pre-

Solicitation Meeting Page:

107

1

2

10

11

12

13

14

15

16

17

18

19

20

21

22

Can | tell you that we have 100 percent
of the office supply sales going through OS2? W
do not. We'd love to have it but we don't have
It. The reality is that we nove as nmuch of the
mar ket as we can through the vehicles to which
we've made a conmtnent to do that and, you know,
the rest just, it happens.

MR. BORNSTEIN: And by doing so, we
shrink the base of small business contractors and
vendors and result in --

MR. KELLEY: Let's have this
conversation offline because we're not the only
peopl e who buy fromsnall businesses. It's a big
econony out there. Let's talk about this
separately. You' ve nmade your point over and over
and over. W've heard it over and over and over.

MR. BORNSTEIN: One | ast point.
Strategi c Sourcing Leadership Council had net.

There are seven nmj or agencies which
account for 90 percent of the total governnent
spendi ng of 500 and sone odd billion. And their

I ntent was to nmandate strategi c sourcing through
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1 t hat vehicl e.
2 MR. KELLEY: So, let ne tell you the
3 exact sentence which | wote in that says that the
4 Strategi c Sourcing Leadership Council is to -- it
5 roughly says this -- it's to devel op vehicles
6 whi ch, you know, are devel oped in such a way that
7 they could be mandated. There's not an autonmatic
8 mandate. W want to -- we think we're doing the
9 right thing. Now, you all are hel ping us
10 under stand areas where nmaybe we haven't thought
11 t hi ngs through enough and that's critical, but we
12 think we're doing the right thing. W think we're
13 going to save the taxpayers' noney. W think
14 we're going to give the agencies better choi ces.
15 So these kinds of neetings are inportant for us to
16 hear where we're on the wong track, and | really
17 value that. But we're not trying to do bad
18 things. You know.
19 MR. BORNSTEIN: No, | understand. And I
20 al so understand the need to funnel the business to
21 t he BPA-awarded contractors and vendors. That |
22 understand. But what |'m suggesting is that there
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1 Is a mddle ground which will increase conpetition
2 and not limt it to only a few contractors who
3 will be the so-called wi nners because there wl|
4 be many nonwi nners. But there is a way and |I'm
5 hopi ng that GSA and OMB wi I | consider that.

6 MR. KELLEY: Well, please share. |

7 nmean, | don't want to take up tine here.

8 MR. BORNSTEI N:  Anot her tine.

9 MR. KELLEY: We'd |love to hear those.

10 Any ideas you have about doing that --

11 MR. BORNSTEIN. 1'd be happy to share
12 wth you.

13 MR. KELLEY: We'd |ove to hear them

14 MR. BORNSTEIN: Ckay. Thank you.

15 MR. FRAZIER. FEric Frazier with the

16 Uni ted Laboratori es.

17 You had asked for a suggestion regarding
18 this discount. Here's a scenario. | could see a
19 situation where a conpany may have the cheapest or
20 the ability to create and to nanufacture and

21 devel op and sell under this programthe cheapest,
22 al | - purpose cleaner, for exanple. But they're not
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1 going to risk putting that on this bid if they
2 know that all of their GSA Advantage products are
3 going to be discounted by that sane discount. So
4 you woul d have a situation where that conpany that
5 may have the | owest price pulls out and doesn't
6 even bid because they don't want all their other
7 GSA products to be discounted. In that situation,
8 you're only getting the | owest price fromthose
9 peopl e who partici pat ed.
10 MR. KELLEY: | think, and I'd have to
11 defer to ny GSA coll eagues on this, but | think
12 the way the discount works is if you offer that
13 | ow price as your schedule price, it's already in
14 t he schedul e and you decide you want to | ower the
15 price alittle bit nore to win the BPA, then it's
16 t he di scount from your schedule price. 1t's not
17 sone di scount fromwhol esale price. This is what
18 you bid before. Now, if you're going to |ower
19 those prices, you know, in the nmarket basket, then
20 we want you to |ower the prices against what you
21 put on the schedule before. That's -- | think
22 that's the concept, isn't it?

Ander son Court Reporting -- 703-519-7180 -- www. ander sonreporting. net



GSA Pre-

Solicitation Meeting Page:

111

1

2

10

11

12

13

14

15

16

17

18

19

20

21

22

VWhat | can tell you is we think the
of fice supply solution, which is nodel ed very nuch
like this, we think it works.

M5. LAMBERT: Ckay. Well, let's nove on
to the slide on aggregate discounts. You'll find
this in your quote sheet under the Additional
Pricing tab.

Up until $6 mllion for JanSan or $12.5
mllion for MRO the discount would be just the
basi ¢ di scounts that you offered for the BPA
Once you hit the $6 mllion | evel for JanSan or
$12.5 mllion for MRO, whatever discount --
addi tional aggregate discount you offer the
governnent would go into place. For instance, the
previ ous one we | ooked at said average di scount
was 9 percent. If you offered -- exanpl e purposes
only -- a 1 percent under that first tier
category, then we woul d be doing a straight
arithnmetic where it would be the 9 percent
di scount plus the 1 percent aggregate di scount.

So you woul d now be offering the governnent a 10

percent discount. Those would stay in place until
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you got to the next tier, and whatever was offered
as an additional discount at that second tier
woul d go into place.

Now, on this sanme sheet where you find
t he aggregate discounts, | do want to point out
that there are a couple other things. You can
also tell us if you can deliver to Al aska, Hawaii,
Puerto Rico, and the U S. Territories, or if you
can do OCONUS or international deliveries. That's
a yes or a no. W know that there are a | ot of
ext enuating circunstances based on shi ppi ng
overseas or non-CONUS. So we just want to know
t hat yes, you have that capability.

Al so, on the sanme sheet you can tell us
I f you want to charge a convenience fee for orders
bet ween $25 and $99 -- so under the m ni mum order
-- and how much that would be. And also, if
there's a delivery charge upgrade for next
busi ness day shipping. So you'll see all these
t hi ngs on the sane sheet but aggregate discount is
the main one at the top.

So what questions do we have on the
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1 aggregate? All right. Well, at this tine I'd
2 like to hand it back to JoAnn. She has a little
3 nore information to share wth you all.
4 M5. STANLEY: Ckay. |I'mgoing to share
5 Wi th you sone key terns and conditions that are
6 currently in the RFQ draft. W'd |ike to have
7 your feedback on those as well, but | highly
8 encourage you when you get the final RFQ to read
9 It carefully and nmake sure that you're responding
10 appropriately.
11 Let's go over the key terns and
12 conditions. The first being the period of
13 perfornmance. W' re proposing one base year with
14 four one-year options. In terns of delivery days,
15 we're proposing three to four business days.
16 M ni num order, $100, and delivery terns, FOB
17 destination. These apply to both JanSan and MRO
18 Are there questions on those? Yes, sir.
19 MR. KAUFFMAN:  Yeah, Andy Kauff nman
20 agai n. Shi ppi ng sonething coast-to-coast in three
21 to four days is not feasible if you're using a
22 ground service. |If | have to ship a hammer from
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Massachusetts to California it's a seven-day | ead
time. So three to four days is just not
realistic.

M5. STANLEY: Ckay. So you're
pr oposi ng?

VMR, KAUFFMAN: Seven to 10.

M5. STANLEY: Seven to 10. Ckay. We'll
take that into consideration.

Ckay. O her questions? GCkay. Al
right. We'll nove on to the next slide which is
the key requirenents slide. And we discussed this
alittle bit but we are requiring the
manuf acturer's part nunber or a standard
whol esal er part nunber. |In addition, we want
Uni versal Product Code UPC- A where that's
applicable. And in terns of reporting
requi renments we're asking for Level II1 data,
poi nt of sale information, and program | evel
nonthly reporting. So let ne go over that just a
little bit.

Agai n, the key objective of this is to

reduce price points. One way that we feel that
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that is possible is through the part nunber
standardi zation. The RFQw Il require the
manuf acturer's part nunber and UPC- A infornmation.
Anot her key area is reporting. Data analysis is
I nportant to the success of managing pricing, So
we W ll require the Level II1 data, the
poi nt - of -sal e di scounts, and program | evel nonthly
reporting. The level |1l data, we need the data
for every single transaction, so we want to nake
sure that we get all of the data that's requested
in the RFQ for every single transaction. The
poi nt-of-sale, we want to ensure that no matter
how t he order cones to you as a vendor -- by
credit card, GSA Advantage, EMALL, purchase order
-- however that cones, we want to guarantee that
t he agency gets the BPA price. So we need to have
you be able to ensure us that you can capture that
poi nt of sale discount.

Program | evel nonth reporting. Exanples
of this would include specific information to
total spend vol une, purchase by custoner, by

channel , by paynent nethod, and purchases of
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1 sust ai nabl e products. That type of blind item
2 | evel dat a.
3 kay. Questions?
4 MR. CLAY: Yes, Frank Cay with the O ay
5 G oup. M question pertains to the last slide
6 where we tal ked about three to four business days.
7 Since one of ny primary custoners is the VA
8 Medi cal Centers, many of the VA Medical Centers
9 don't have a lot of inventory space and they
10 really enjoy one to two day shipnents for whatever
11 reason. How can we incorporate the one or two day
12 requi renments and be given credit for naybe sone
13 addi tional charges for doing that?
14 M5. STANLEY: Okay. Additional credit?
15 MR. CLAY: W can build in a higher
16 price if the VA wants us to ship in one to two
17 days. If you just say three to four it's this
18 price but one to two.
19 M5. STANLEY: In the quote sheet, if the
20 ordering agency is asking for specific expedited
21 delivery --
22 MR CLAY: Right.
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1 M5. STANLEY: -- there is a place to
2 address that in the quote sheet, that you will do
3 it but you will allow-- there will be additional
4 charges for it.
5 VR, CLAY: kay.
6 MS. STANLEY:  Yes.
7 M5. BRILL: Kelly Brill, Mrning Star
8 I ndustries. |If our current GSA MAS contract terns
9 are origin and you want destination pricing, how
10 do you suggest we work with our current contract
11 terns?
12 M5. STANLEY: We're going to ask that
13 you nodi fy your current contract and nmake those
14 itens that are specific to your subm ssion of the
15 BPA be nodified to be destination itens.
16 M5. BRILL: GCkay. Wuld that also allow
17 for sonme price increases?
18 M5. STANLEY: Yes. To acconmmopdate the
19 shi ppi ng char ges.
20 M5. BRILL: Ckay, great. M/ second
21 guestion is do all the products in the market
22 basket have a UPC code?
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M5. STANLEY: Not all products will have
UPC codes.

M5. BRILL: Ckay, great. And ny | ast
question is several of our products that are
currently on the schedul e may not have the exact
manuf acturer part nunber that you're |ooking for,
maybe it's coded differently, maybe there m ght be
a quantity attached, but it is the actual product
you're looking for. Do we need to nodify the part
nunber or will there be sone all owances for that?

M5. STANLEY: On your GSA MAS schedul e
contract, yes, you would need to nodify again
t hose products that you intend to submt as part
of your response to the RFQto be the actual
manuf acturer's part nunber or a standardi zed
whol esal er part nunber.

M5. BRILL: And | also have to concur
that three to four seens |like a tight delivery
schedule. If 7 to 14 is too high, maybe sonewhere
in the mddle there would be m ddl e ground. Thank
you.

M5. STANLEY: Okay. We'll take that
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i nto consideration. Thank you.

MR. HOUSE: Bob House, Beyond Theory
Logi stics agai n.

Not hi ng that you're doing here is
revolutionary. | nean, many of these things are
I n existence in many contracts that are already
out there. Have you |ooked at what those results
are to see what clearly is going to be the result
of this? There's no unintended consequences here.
I nmean, we kind of know where this is going. |If
you | ook at |ike the WSCA contracts or U S
Communities or sone of these other large contracts
like this you' ve seen a |ot of frustration on the
side of small business that really didn't get the
opportunity that they thought or were hoping for
or were expecting. A lot of prom ses were nade
but there literally wasn't nuch foll owthrough on
It. Many custoners are not happy. | nean,
there's a state that has a mandatory contract, 13
percent conpliance. Wen you ask the custoners,

t he agenci es, the purchasi ng managers why aren't

you doing it and they are sinple answers. | nean,
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there's many of them but one of the nbst common
answers is we spent it like it's our noney and we
don't want to spend our noney this way. This is
j ust bad.

So | guess ny question is you tal k about
t he one-on-ones and the white papers and all these
academ c things, but have you consi dered that
research? Have you gone out and talked to the
custoners? Have you tal ked to, you know, | ooked
at how these are being inplenented? Because |
think that is really going to foretell what we all
know is going to happen. And, like |I said, there
really are no uni ntended consequences in here.

You ki nd of know what you're getting or you're
choosing to not really acknow edge it. So I']|
kind of leave it with that. Thank you.

M5. STANLEY: Thank you.

MR. KELLEY: Let ne try. So | talked
about OS1. OSl1, you know, we nmade the comm tnent.
W went through all the notions we thought were
I nportant to go through. And it didn't work so

well. We learned a lot of |lessons fromthat. And
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' mtal ki ng about | essons that we | earned from
things we do. You know, if sone state does a poor
job in trying to do a strategic sourcing
initiative and their custoners don't like it,
well, you know, too bad for them That's what we
did, the first generation of OS1. So we |earned
| essons and we applied those |lessons to O52. (OS2,
as far as we can all tell, is working pretty well.
The agencies tell us that it's working better than
what they had before. So our custoners are
telling us that OS2 is, you know, it's getting
better prices and getting them what they need.
Now, |'m not saying that every place in the
country woul d say that, but the people who are
part of our Commobdity team who we asked to
participate give us that feedback. So we reach
out to federal comunity and we ask them what they
need. W have a Coommopdity team Many people are
here fromthe Commodity team

MR. HOUSE: Sure. Wth all due respect
that's kind of isolationist. Sonebody pointed out

that there's a difference between buying an
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1 envel ope and buying chemcals that need to be used
2 in a particul ar way.

3 MR KELLEY: Right.

4 MR. HOUSE: Acknow edge that there is a

5 difference. Talk to the people that have

6 acknow edged that difference. And |I'm assun ng

7 you' re not discounting that the WSCA contract used

8 by 41 states, which is nmuch larger than this --

9 MR, KELLEY: I'mnot famliar with it.
10 MR. HOUSE: Well, | would recomend that
11 you do. | nean, these are data points. |'m not
12 sure what research you're doing if you' re not
13 | ooki ng at where these things are being
14 | npl enented and what the positives and negati ves,
15 because you're handing the contracts -- the
16 maj ors, the Gaingers, Fastenals, MSCs, et cetera.
17 You're handing themthe vast mgjority. W all
18 know. You're handing themthe vast majority of
19 the spend and you're going to get exactly the sane
20 answer s, business nodel issues. You can choose to
21 address themand be famliar with what's goi ng on
22 or you can choose not to. But again, that's your
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1 choice. And |I'mKkind of concerned -- | think we
2 all are -- that you're discounting what isn't
3 bei ng done wthin FSSI or your own group.

4 MR, KELLEY: | don't think we're

5 di scounti ng anyt hi ng.

6 MR, HOUSE: Well, you just said | don't
7 care if the state's not doing it right.

8 MR. KELLEY: That's why we're having

9 this neeting to listen to you. So, | nean, this
10 I s good input for us.

11 | don't -- I'll leave it up to ny

12 col l eagues to do the research on that particular
13 contract. W want to learn the | essons that other
14 peopl e have gone through. W' ve been successf ul
15 so far building on | essons that people who paid a
16 | ot of attention to this have learned. So this is
17 a new area for us. Hopefully, there are sone

18 fol ks out there we can learn from

19 | want to respond to one ot her comrent
20 you made earlier and | thought it was a great

21 comment about buying the right product. That's
22 probably going to cone up nore in the services
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1 piece then it's going to cone up in this piece.
2 What's inportant in this piece is nmaking sure that
3 the sanme products, the sane itens fromthe sane
4 manuf acturers, with the sane capabilities, are
5 I dentified unanbi guously. And then we can conpare
6 prices for the sanme thing. That's what we're
7 trying to do.
8 MR. HOUSE: You're thinking the wong
9 things are inportant. You're really not thinking
10 about the right things.
11 If I run an agency and there's
12 absol utely nothing on the market basket that |
13 buy, then the market basket determ nation is
14 conpl etely usel ess for ne.
15 MR KELLEY: Correct. But you're
16 presum ng that we're not going to -- we haven't
17 asked the agenci es what they've bought, and we
18 have.
19 MR. HOUSE: Again, we've heard all this
20 before. Show us wth the data. Show us what's
21 going on. You're telling us all these things.
22 We've heard it repeatedly. The data says
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sonething that's conpletely different than what
you' re saying, and | hope you guys are prepared to
show data because | think we're all -- we all know
what we're shipping, and we all know that if you
tell us sonmething is on the market basket and it's
really inportant and we know that we're really not
shipping it, you' re not asking us to validate it.

MR. KELLEY: Maybe we shoul d.

MR. HOUSE: Maybe you shoul d.

MR KELLEY: W should first ask the
agenci es who actually do the buying. So if
there's a way to kind of conpare what they tell us
Wi th what you have, why not do that? W'IIl go
back and see if we can't figure out a way to
address that.

M5. STANLEY: Okay. |If that's all the
guestions we'll nove on to the technical
eval uation factors. These are Go/ No-CGo factors.
So these are critical as you respond to the RFQto
be sure that you supply the data or the
docunentation that we're asking for because this

IS the area where you're response to the RFQ wi ||
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1 stop and not go to the pricing part if you haven't
2 met these. And as Jeff said, it's critically
3 | nportant to look at these. And if you can't
4 respond, if you're not able to respond in these
5 areas, then don't -- look at these and know
6 whet her or not you' re capable of neeting all of
7 t hese Go/ No- Go factors.

8 The first one is the AbilityOne

9 reseller. You nust have an authorization letter
10 show ng that you're an AbilityOne reseller. You
11 have to provide 100 percent of the core itens in
12 each category with the manufacturer's part nunber
13 or the standard whol esal er part nunber and the
14 UPC-A if applicable. So you need to be able to
15 respond to all of the core itens.

16 You need to denonstrate the ability to
17 provi de 100 percent of the core itens in each

18 category you quote for. You need to denonstrate
19 the ability to provide order status to GSA

20 Advant age. Provide plan of acconplishnent

21 addressi ng the point of sale docunents for all BPA
22 orders. In other words, show us in a narrative
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how you' re going to ensure the discount is applied
to every order. You need to provide the
agency-defined reports at no additional cost. You
need to give us a narrative of how you intend to
do that. Ensure standard delivery anywhere CONUS
within three to four business days, and we're

t aki ng your comrents about three to four under
consideration. So whatever the RFQ requires, we
need you to ensure that standard delivery can be
done in that tinefrane. W need you to
denonstrate the ability to neet all environnental
preferable requirenents, to provi de OCONUS
delivery. Now, that doesn't nean that you
necessarily will have to ship directly overseas
but you have to have the correct narking,

| abel i ng, and packaging to be sent to a
containerization point. So you need to
denonstrate that ability. You need to denonstrate
Level I1l transactional data at the line item

| evel . A sanple report would be good at that

point to give us that information. You need to

denonstrate the ability to offer Fill or Kil
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status of an order.

For the MRO only, you need to provide a
narrative denonstrating your know edge of the
Berry Anmendnent, and there's a limtation on the
nunmber of pages, so pay attention to those. Wen
you're doing a narrative, pay attention to the
limtations required in the RFQ You need to
provi de representati on regardi ng unpai d del i nquent
federal tax liabilities or felony convictions. W
need denonstration of conpliance with TAA a
one- page statenent. Country of origin needs to be
on your quote sheet so that we can determ ne that
the TAA requirenents have been net.

GSA w || be eval uati ng past performance
and we wll do that through the system for award
managenent. The Federal Awardee Perfornmance and
Integrity Information System Past Perfornmance
I nformation Retrieval System as well as the
GSA- generated CAV reports and report cards that
are done on your NMAS schedul e contract on a
regul ar basis.

And one additional evaluation factor for
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| ar ge busi nesses only is that you nust fulfill
addi tional subcontracting plan requirenents, a new
subcontracting plan with higher goals to support
smal | busi ness than you have on your current MAS
contract. And thisis alittle bit nore
I nformation on that -- provide the new
subcontracti ng plan, goals greater than existing
MAS contract, and submit a copy of your current
approved subcontracting pl an.

kay. Questions on the evaluation?
No- Go -- Go/No-Go factors?

MR. BORNSTEIN:. One qui ck question.

MS. STANLEY: Sure.

MR. BORNSTEIN: This is Professor
Bornstei n, Kean University again.

Just curious. This mght not be a very
good sanpl e but how many in the audi ence are
Abi lityOne resellers?

Ckay. Well, again, this may not be
representative but within the OS2 uni verse there
were only 40. And that was anong the 560-sone odd

contractors of OS2. And that's why as | renenber
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there was only 47 who applied for the BPA and 15
were awarded. So | think that should be
recogni zed.

MB. STANLEY: Ckay.

MR. CAULFI ELD: Not a question but |

woul d i ke to nake a comment that | disagree that

M5. STANLEY: Sir, could -- excuse ne,
could you state your nanme and your conpany nane,
pl ease?

MR. CAULFIELD: My nane is Art
Caul field. M conpany is FedPro, Inc.

M5. STANLEY: Thank you.

VMR, CAULFI ELD: And |'ve been working in
schedules for a long tine. | know there's at
| east one person in the roomthat will renmenber
the nanme Al Lanbert, and at his retirenent party
he said, "I love this program" talking about the
schedul es program And | thought, "What's there
to |l ove about a purchasing programlike the
schedul es progranf”

It has grown from about $3 billion at

Ander son Court Reporting -- 703-519-7180 -- www. ander sonreporting. net



GSA Pre- Solicitation Meeting Page: 131
1 that time to al nost $40 now, and for good reason,
2 because it serves the needs of the agencies. |It's
3 been done through diversification,

4 decentralization, and the neeting of needs. The
5 pursuit of co-nodification and |ow price takes

6 away, erodes all of the benefits of the schedul es
7 program | put that in a one-page letter to Joe
8 Jordan sone tine ago, and | don't expect all of

9 you to change your whole orientation, but the

10 schedul es program does need protecting. And

11 I nstead of giving greater success to four or five
12 smal | businesses, it is nice to give opportunity
13 to hundreds and thousands. And that's all | have
14 to say.

15 MS. STANLEY: Thank you.

16 MR. CLAY: Frank Cay, the day G oup,
17 servi ce- disabled veteran-owned small busi ness.
18 First, | want to say | respect all the
19 Abi lityOne distributors, and particularly those
20 who are AbilityOne and veteran-owned, but | can't
21 understand why that is the top requirenent of

22 No- Go woul d exclude the rest of the distributors
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1 who currently provide value to the governnent. |
2 see no reason for that. | don't think the FAR
3 states that everybody has to be AbilityOne. |
4 don't think that was the intent of the FAR |
5 think the intent of the FAR was to take care of
6 t he peopl e who were hindered because they're blind
7 and things of that nature.

8 | also think that the Veterans

9 Adm ni stration saw the concern about veterans and
10 that they al so needed hel p, and so they put

11 together a public |law and they put together an

12 executive order that encouraged contracting to use
13 vet eran-owned smal | business, and we have this

14 whol e big thing with certification.

15 So seven years ago when Walter Reed in
16 this city was in the newspaper and | was an

17 ex- headquarter battery conmander, know ng how bad
18 the restroons were, | went to ny supplier and got
19 a programtoget her and we' ve been supporting the
20 Vet erans Administration Hospitals. And if you go
21 I nto them today, those of you who are veterans,
22 you know that the restroons are drastically
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| nproved because we have al ready achi eved nuch of
what FSSI is about. W have achieved
standardi zati on. W have achi eved | evel pricing.
We have achi eved better service. W give one- to
two-day with ny business nodel and ny partners,
one- to two-day shipping which beats what you
have. So | don't understand. The only thing I
have to do is neet your goal of reducing price and
wWith the volunme commtnents then there's a nodel
for that and I1'lIl take that to ny partners and
we'll work on that. But | shouldn't be excluded
because I'mnot AbilityOne. And | think that
whoever is on the conmttee that's with the
Departnment of Veterans Affairs, you guys need to
stand up and nake that playing field a little bit
| evel because as a veteran | think that that's not
the way to go about it. W' ve done too nmuch to
get to this point to be just shut off because
there's a preference for AbilityOne.

MR. ECKBRETH: So let me -- | can answer
your question real sinply as to why there's the

requirement for AbilityOne. 1In sone of these
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segnents, commobdity segnents, sone of the products
that are required to be provided are AbilityOne
products. So any of the vendors, to be eligible
you've got to be an AbilityOne reseller. Real
sinple. So if you don't want to supply the
AbilityOne required source itens, then you can't
partici pate.

MR. CLAY: It's not that sinple.

MR. ECKBRETH: As far as becom ng
AbilityOne certified, ny friends at AbilityOne
have been telling us that they've had people
comng in doing applications.

MR. CLAY: It's not that sinple because
nmy supplier doesn't want to be AbilityQOne.

MR. ECKBRETH: That's a deci sion that
you nmake, sir.

MR. CLAY: But ny product brings val ue
to the governnent.

MR. ECKBRETH. As Jack said, there are
statutory requirenents. There are A-list
AbilityOne itens that the governnent is required

to procure.
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1 MR. CLAY: But there's no reason why you
2 can't have AbilityOne in one of your categories
3 and still |eave another standal one. You can neet
4 your requirenents. | have no problemwth
5 AbilityOne. But you can also, and I'mhere to
6 give input to say the solution is | eave room for
7 peopl e who are not AbilityOne. And let ne go
8 t hrough this process and see how ny val ue hel ps
9 you neet your federal strategic goal. Don't cut

10 me out. Don't |limt conpetition.

11 MR. ECKBRETH. W can't change the

12 statute. W can't change the statute. | guess
13 your suggestion is we change the market basket so
14 that the AbilityOne are sonewhere el se.

15 MR. CLAY: You know, you probably know
16 nore about that. |'mjust saying right off the
17 bat | cannot participate because |'m not

18 Abi | ityOne.

19 MR. ECKBRETH. You can get AbilityOne.
20 You can go through the process and becone an

21 AbilityOne vendor. There is no restriction on
22 that, sir. That's a business decision that you
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make. You can go right to the website and --

MR. CLAY: The whole premse is --

MR. ECKBRETH: -- they'|ll wal k you
through it.

MR. CLAY: -- it's very restricting.
Wiy does everybody -- | nean, the intent of the

FAR is not -- when the FAR -- everybody has had
the FAR for years. That neans everybody shoul d be
AbilityOne. Every spend, every federal supply --
every Strategic Sourcing Initiative -- everybody
woul d be AbilityOne. And | don't think that's the
I ntent.

Now, if you want to read the FAR, the
FAR says that you follow all these things in |ine
unl ess there is a public law that needs to be
recogni zed. And there is a public law. And so
because there is a public | aw and executive orders
t hat shoul d be given sone wei ght and hel p nove
into the qualification valid since you have
Departnent of Veterans Affairs on your committee
that we have equal -- not equal or parity in the

gqualifications just to see the value so that we
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1 can hel p you neet your goals. W think that we
2 can do that with our business nodel. AbilityOne
3 has a busi ness nodel. At the end of the day you
4 woul dn't have AbilityOne unless it was going to
5 drive costs and inprove efficiencies. But to your
6 point, you' re asking for solutions. WlIl, you
7 have one. Ckay, but we can't enter into the gane
8 with this restriction. It's too restrictive.
9 M5. BRADLEY: Hi, this is N kki Bradley
10 again from Aneri can Product D stributors.
11 | had a question about the format of the
12 RFQ and responses. |If there are ways that we can
13 provi de additional savings and val ue for you
14 outside of the prices of the itens in the nmarket
15 basket, the discounts including the aggregate
16 vol une di scounts, will there be sone type of
17 format where we can include information about
18 t hose ot her val ue-adds that we can provi de savi ngs
19 for you?
20 MR. KOSES: G ve us sonme suggestions now
21 at the draft stage on what we m ght want to change
22 on the RFQ so that you can do that.
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1 M5. BRADLEY: Well, | think what |'ve

2 seen in other RFQ and RFP processes is just the

3 ability to have sone type of free format where you
4 can put a narrative, you know, sonething brief

5 t hat just explains what your conpetitive

6 advant ages are, that can provide cost savings

7 outside of the structure of the RFP.

8 M5. STANLEY: And woul d you be able to

9 give us evaluation factors for those additi onal

10 concepts?

11 M5. BRADLEY: Yeah, | think so. | think
12 the suppliers have to be specific as far as what
13 t he savings are and how you achi eve them and then
14 you just calculate that into what the overall

15 savings are of that bid. That's what |'ve seen in
16 ot her RFPs.

17 M5. STANLEY: We'll take that under

18 consi deration. Thank you.

19 MR. ONCKEN: H . M nane is Frank
20 Oncken with Cavalier, Inc.
21 | have a question you may or may nhot
22 have the answer to. It nmay cone off as nore of a
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1 suggestion, but ny questionis -- and this is kind
2 of in atotally different direction but | think
3 it's relevant -- sonewhat points to the statenents
4 made by the passionate gentleman earlier. Have
5 there been any attenpts within GSA to sort of
6 connect the dots internally regarding recently
7 there's a report released by GSA and the GSA G een
8 Bui l ding Comnmttee the endorsed LEED and LEED
9 facilities for all of its buildings. And within

10 LEED there are green cleaning requirenents or

11 green cleaning criteria, sone of which are

12 dilution control, which a lot of people in this

13 room know a | ot about, but in your market basket
14 there is -- | nmean, there's nothing -- everything
15 that is asked for is a ready-to-use product for

16 the nost part. And so ny question is FSSI in the
17 true node of trying to produce significant savings
18 for the governnent, are you |l ooking into things

19 li ke that? Are you trying to teamup internally
20 to follow LEED requirenents and, you know,

21 I npl enment things like dilution control which saves
22 hundr eds and hundreds of percent versus
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1 ready-to-use products? | nean, |'ve got a product
2 that | brought right here and I'mnot going to
3 pull it out because | don't want to sl ander any
4 products but it's a ready-to-use product. The
5 cheapest | could find it, it's a ready-to-use
6 mul ti-purpose cl eaner, 32-ounce trigger spray.

7 The cheapest | could find it on GSAright nowis

8 in the $2 range but there are ultra concentrated

9 products and super concentrated products where you
10 can get 128 bottles out of one 32-ounce bottle.

11 And so ny question is are you attenpting to

12 connect those dots internally?

13 M5. STANLEY: Jeff, can you address that
14 one, please?

15 MR. KOSES: Sure. Short answer is yes.
16 We have several folks on the Coomodity team from
17 the environnental community, fromthe public

18 buil di ng service all looking for that. It's also
19 t hough a chance to address the market basket a bit
20 nore. The market basket was based on the high

21 spend itens as captured through the GSA Snart Pay
22 credit card, as captured through our DOD EMALL, as
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captured through GSA Advantage, then shared with
the federal agencies to add or subtract as
recommended. This is also though an ideal tine
for industry to weigh in. Tell us what we're

m ssing fromthe market basket or what's there

t hat we should not have there.

MR. ONCKEN: Right. So, you know,
that's kind of where it really is becom ng a
suggestion nore than a question. You know, GSA
has basically endorsed LEED as a buil ding standard
and a way to achieve sustainability and if you
apply that to FSSI and the product requirenents
wi thin LEED, you know, you really can achieve sone
real savings.

MR. KOSES: And let nme ask you to give
us sonet hing nore specific through Interact, and
to all of you who have been neki ng suggesti ons
t oday, where we can neke it actual and specific
t hrough Interact, we do want to see that. W want
to share that with the Commodity teamto hel p us
make sone final decisions.

MR. ONCKEN: Ckay, thank you.
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M5. STANLEY: Thank you.

MR, AKI NKUOTU: Ajayi wth WECsys agai n.
There's a | ot of throwback about AbilityOne,
either with the vendors, wth the agencies, and |
think if there's any opportunity this is it.
There's a ot of AbilityOne rep here. | think
they should conme in and tell us why the advantage
and the process each vendor goes through to be
AbilityOne certified.

M5. STANLEY: kay, thank you.

MR. YUDI S: Steve Yudis, Capp, Inc.
Again. On the JanSan draft on page 32, there's a
statenent that reads "quotes that receive a No-CGo
rating will nove to the second technical review"
So | want to confirm nunmber one, this is a
mul ti-part question. Nunber one, wll there be --

Is there actually a second technical review as

st at ed?

M5. LAMBERT: The answer is yes. The
first -- sonebody will look at it for the
technical. Sonebody on the evaluation board. |If

it receives a No-Go fromthem another person wll
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1 | ook at it because we want to nake sure that, you
2 know, just the decision isn't nmade by one person.
3 MR. YUDI S: Ckay, great. Now, here's
4 the other part of the question, and | speak for a
5 nunmber of contractors regarding this. And it's
6 specifically dealing with past perfornance.

7 Does this nmean that if a contractor gets
8 a No- Go on past perfornmance, for whatever reason,
9 whet her it's through FAPIIS or SAM or PPI RS, what
10 have you, would that be considered for a second

11 review? And the reason | ask you that is because
12 on any GSA solicitation for any schedule for the
13 nost part, when a contracting officer conmes to

14 past performance, if there's any hitches or

15 glitches in there, he or she will issue a

16 clarification, you know, unless it's a terrible

17 bl ack mark regardi ng past performance. And he or
18 she as a CO does and shoul d question any types of
19 probl ens with past performance, contract defaults,
20 what have you. And if that's the case, | want you
21 to strongly consider adding to that Go/ No-CGo

22 section for past performance that if a second
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technical reviewis considered for that, that you
wi Il conme back to the contractor and ask for
witten clarification about the situation. That's
a very inportant thing because normally -- and |
know for a fact that in a couple instances wth
GSA, Kansas City and Crystal Gty have found
contractors with -- I'"mnot going to say sub past
performance but, you know, small inefficiencies
al ong the way. And they've questioned it through
clarification, as they should, and they've
accepted many of the clarifications positively and
have awar ded schedul ed contracts based upon those
clarifications.

So the ruling body, GSA, has actually
set precedence. However, with this year, JoAnn,
it looks like it's a dead-end street, so | would
really like you to consider, nunber one, extending
the second technical review as well as a
clarification for this. And | wanted to get your
t houghts on this.

M5. STANLEY: W'l certainly take that

under consi derati on.
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1 MR. YUDI S: Ckay. Thank you.
2 M5. STANLEY: kay. |If that's all the
3 guestions on the technical factors we'll nove to
4 the next slide which concerns On Ranping and O f
5 Ranpi ng. On Ranping, there will be additional
6 BPAs or there is the potential of additional BPAs
7 for simlar requirenents if they're needed. And
8 froman off-ranpi ng standpoint, the governnent
9 reserves the right to cancel a BPA. And the
10 governnent reserves the right not to exercise
11 option peri ods.
12 Questions about that? Gay. |If there
13 are no nore specific questions | will turn the
14 m ke over to Al ex for concl usion.
15 M5. ROUSE: Hi, everyone. |[|'m Al exandra
16 Rouse. |I'mthe programlead for MRO and | wanted
17 to thank you very nmuch for com ng out today and
18 having a very good di al ogue with us. W
19 definitely have captured a |l ot of additional itens
20 that we're going to take a further | ook at, so
21 t hank you very much for your candor. W do really
22 appreciate it.
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And just to kind of recap, we went over
the procuring channels for JanSan and MRO W
tal ked about our acquisition strategies and the
eval uation factors that we're considering right
now. And we covered the quote sheet that we're
going to be sending out. W are going to revisit
that as well. W do ask that you take a | ook very
carefully at the itens within the nmarket basket
and the terns and conditions that we're proposing
in the draft.

|"d like to highlight again that this is
a draft and we really do appreciate any nore
f eedback that you m ght have. W' re taking
comments through 5 p.m on Friday, and we al so
encourage you to |l ook at our Interact pages and to
continue the dial ogue through our e-mail boxes at
FSSI . MRO@SSA. gov and the simlar one for JanSan.

So with that being said, we have a
couple of mnutes left so |l'd like to open the
floor to fol ks who haven't had an opportunity yet
to ask any additional questions as it relates to

this RFQ draft.
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Al right. D d you have any cl osing?
Al right. WlIl -- oh, hi, Aubrey.

M5. WOOLLEY: Aubrey Wolley again with
the Coalition for Governnment Procurenent.

Just one question. Gven all of the
f eedback that you' ve received and all the issues
that have cone up in this industry day, first,
when are you planning on posting the slides from

M5. ROUSE: We'll have this slide deck
posted within the week. W probably wll be a
little bit later wwth posting conments that we've
recei ved against this draft so far because we want
to do a conpilation of all the information and
f eedback that we get back but then we'll be
posting it on our Interact pages as well.

M5. WOOLLEY: kay. Just on the draft
RFQ, given that it was just rel eased | ast Thursday
night, are you all considering at all extending
the draft RFQ period? Because | think a |ot of
clarifications were nade today that fol ks that are

provi di ng conment would |ike to consider in
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providing the witten comments to the draft RFQ

M5. ROUSE: Ckay.

M5. WOOLLEY: G ven that today, you
know, it's Wdnesday at noon. The current
deadline is COB on Friday. Wuld you at all
consi der an extension of that deadline?

M5. ROUSE: We woul d consider that, and
any notification of that kind we will post on the
I nt eract page.

M5. WOOLLEY: kay. Thank you.

M5. ROUSE: You're welcone. Ckay.

M5. WOICI ECHOMNBKI :  Hi, Gail wth
St ephens Ofice Supply again.

A question. In both of these draft RF(s
you have that no price increases will be
entertained for the first year of the BPA
Honestly, | think that's an unreasonabl e request
because what you're doing is you are basically,
all the suppliers, the vendors in this roomare
bearing the risk because the suppliers and the
manuf acturers and the wholesalers will not conmt

to us for one year -- for prices being held for

Ander son Court Reporting -- 703-519-7180 -- www. ander sonreporting. net



GSA Pre- Solicitation Meeting Page: 149
1 one year.
2 M5. ROUSE: Do you have a period of
3 recomendation for price increases? | nean, can
4 you give us sonething that we can entertain?
5 M5. WQJCI ECHOWSKI : Wl |, in the
6 existing FSSI for supplies, |I nean, they went --
7 we went al nost two years at one point with no
8 price increases on market basket itens only.
9 M5. ROUSE: NMm hmm
10 M5. WOICI ECHOWSKI : | think, you know,
11 maybe the market basket would be a little bit nore
12 reasonabl e, that there would be no increases on
13 mar ket basket itens, but the whol e schedule, there
14 are so many unknown factors in the course of a
15 year, | nean, price of steel, fuel, what have you,
16 that would inpact us. You basically could put the
17 vendors out of business because the manufacturers
18 and the suppliers, they're not going to hold their
19 pricing. So we're the ones bearing all the risk.
20 M5. ROUSE: So what kind of tine period
21 are you recomendi ng that we shoul d consi der?
22 M5. WOICI ECHOWSKI : Wl I, right now, |
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1 mean, under regular MAS schedul es we can apply for
2 price increases quarterly with the imtation of
3 10 percent unless nmarket conditions prevail. And
4 | know part of the reason is to prevent a buy-in,
5 and | can appreciate that even as a vendor. But |
6 think it also has to be reasonabl e based on what
7 manuf acturers and whol esal ers are doing as well.

8 So if we could provide whatever required

9 I nformation that you would require to justify a
10 price increase, be it at the manufacturer |evel or
11 whol esaler level, | really think we need to have
12 that entertai ned.

13 M5. ROUSE: Thank you for your conmment.
14 We'll add that to our list.

15 Al right. Wll, with no further

16 comment |'ll just close out this neeting for

17 today. Again, we really appreciate your honest
18 f eedback, and thank you for taking your tinme and
19 sharing your norning with us. Thank you.

20 (Whereupon, at 12:17 p.m, the

21 PROCEEDI NGS wer e adj our ned.)

29 *  x % x %
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CERTI FI CATE OF NOTARY PUBLI C
DI STRICT OF COLUMBI A

|, Christine Allen, notary public in and
for the District of Colunbia, do hereby certify
that the forgoi ng PROCEEDI NG was duly recorded and
thereafter reduced to print under ny direction;
that the witnesses were sworn to tell the truth
under penalty of perjury; that said transcript is a
true record of the testinony given by w tnesses;
that | am neither counsel for, related to, nor
enpl oyed by any of the parties to the action in
whi ch this proceeding was call ed; and, furthernore,
that | amnot a relative or enpl oyee of any
attorney or counsel enployed by the parties hereto,
nor financially or otherwise interested in the

outcone of this action.

(Signature and Seal on File)

Notary Public, in and for the District of Colunbia

My Comm ssion Expires: January 14, 2017
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