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General Session: Presentation

Ms. Beatrice De Los Santos introduced herself as the contracting Officer for the WERC, otherwise known as the Worldwide Environmental Restoration and Construction.  She welcomed everyone to our industry feedback conference and to San Antonio.  WERC is basically a follow-on to the ENRAC Contract that AFCEE has right now.  When we go out and solicit this formally our solicitation number will be as you see on the slide F41624-03-R-8046.  

Please reference the conference slides as a supplement to these minutes.   Slides are posted on the WERC website:

http://www.afcee.brooks.af.mil/pkv/werc/default.asp

Everyone was provided a conference package with slides and a draft RFP.  The RFP is a draft and there is nothing final here today.  We’re soliciting industry input, we feel that you all have expertise in the area or the requirement that we are trying to acquire, so we are really asking for a lot of your input recommendation, comments and anything that you may have.  We will answer some of the pre-submitted questions that you all have submitted.  We are also going to have small business participation via a presentation from DCAA and Brooks City Base.  After lunch, we will have one-on-one conferences that were scheduled for some of you.  

Bea introduced the WERC team.  

Slide 4 Presenters and Slide #5 Other WERC Team Members.  Reference Slide #9 Ground Rules.  The main objective or the main purpose of this session is basically to obtain early industry involvement.  The advertisement or the actual RFP will not be out for another month  or so.   Everything in the final RFP will take precedence over anything that we discussed today or  anything that you have given us in comments and recommendations.  Another revised draft will be publicized and you will be able to have access to that both through FedBiz Ops and our ABCEE website.  Open discussion and dialogue is encouraged throughout this conference.

Slide 10 WERC Web Site.  Please make sure you are registered on the website.  That way, every time that we post new materials you should get a e-mail notification.  However, we also hold you responsible for checking the website on your own.  We try to update it regularly so that you are kept informed.  

Slide 11 WERC Scope.  The actual scope of work is construction, primarily environmental construction, and we have also added some traditional requirements.  While these are secondary, we just want to make sure that you all know that there is no design work except incidental modification required for construction.  

Slide 12 WERC Strategy.  Our program ceiling is 4 billion dollars.  We plan to use the NAICS Code 562910, which is environmental remediation.  Size standard is 500 employees.  We plan to conduct a partial small business set aside as was done on the previous ENRAC acquisition.  We anticipate 20 awards of which 1 to 8 would be small business set asides and 1 to 3 to be 8A set aside.  Again, we reserve the right to change that as necessary base on the quality of proposal that we receive.  If we receive a whole bunch of wonderful 8A or a whole bunch of wonderful small businesses we do not want to tie ourselves down.  

Slide 14 Contracting.  We are using the same type of contracts that were used under ENRAC, except we added cost plus incentive fee.  We will have multiple awards via IDIQ contracts.  Each contract will have a minimum of $15,000 dollars for the basic contract.  Each TO minimum will be $5,000.  IDIQ contracts basically have all the general requirements that we will be issuing.  Then each task order will identify the specific requirement.  Performance is not initiated until we issue the actual task order and identify the specific requirements.    This is important because we had a lot of questions submitted requesting very specific information to be added to our basic contract.  The basic contract will be kept general and the specifics will be provided at the task order level.  

Slide 15 Contracting.  The ordering period of the WERC contracts will be 5 years with 3 additional years for performance.  The program ceiling is $4 billion and may be adjusted upward to a maximum of $10 billion.

Slide 16 Contracting. Task orders may have options.  A lot of our customers have requirements that go on from year to year so we want to make that available to them.  We are going to award based on a best value decision in accordance with our source selection procedures found in AFARCE 5315.3 and those procedures require us to look at 4 major factors which are mission capabilities, proposal risk, past performance and price.  All those are required to be evaluated.  Right now our RFP response time is 30 days.  We want to avoid delays and this is why we are having all these industry input sessions.  We want you to be familiar with everything so by the time you get our RFP you should have a good idea of what we need from you.

Slide 17 Volume 1.  By 20 awards, we mean 20 prime contractor awards. Each prime  may consist of a number of team members.  We encourage teaming.  We realize that our requirements are various and we want you to gather as much expertise as possible.  When you submit a proposal as a prime, you must identify all your teaming partners.  You must have some type of formal arrangement or arrangements with your team members and the agreements must be submitted as part of your proposal.  Organizational conflict of interest clauses will be in the basic contract.

Slide 18.  Now Diane Glass will discuss proposal requirements.

Slide 19 Proposal Requirements.  Ms. Glass welcomed everyone.  She stressed … if you don’t following the directions, your not going to rate well.  We are trying to make the directions as clear as we can and we want you to provide exactly what we ask for in Section L.  We want you to make it easy for our evaluators to compare what you give us to the criteria in section M.  

Slide 20 Proposal Requirements Continued.  There are no hidden agendas and don’t try to read between the lines in what we have in the RFP – we are trying to be really straight forward.  Just give us what we ask for.  We are not interested in pictures, we are not interested in commercials.  Just give us what we ask for.

Slide 22 Section L General.  We are going to go through the general information in Section L.  We added definitions at the beginning of Section L that apply to L&M.   In section L, we tell you what we want.  In section M, we tell you how we’re going to evaluate what we ask for.  So the RFP should map from L to M.   If we ask for something in L, we should be telling you how we will evaluate it in section M.  Bea DeLosSantos is the sole point of contact for this acquisition.  E-mail is the preferred method of communication.  All of our e-mail addresses are posted on the website.

Slide 23 Section L General Continued.  Everything we ask for in the solicitation is mandatory.  You can not just simply state that you understand and intend to comply.  You have to prove that what you’re telling us is valid.  Again.  No commercials.   

Slide 25 Section L Copy Requirements.  In section L, we identify the copies required for your submission.  We changed table 6-2 in the RFP to make it clearer.  We identified the different types of copies that we require.  We want to know if what we’re asking is reasonable.  Or is this a nightmare when you go to Kinko’s to get it reproduced.  The audience agreed that the requests were reasonable.  We are asking for an original, unbound copy punched at the top with a two-hole punch with head to toe format.  This will go directly into our contract file.

Slide 26 Section L Copy Requirements Continued.  We need four hard copies to be used by the evaluators.  These need to be in a standard three-ring binder, with the regular 3-hole punch, two-sided copy.

Slide 27 Section L Copy Requirements Continued.  Electronic copies must be clearly  marked on the CD and the CD case.  We need one CD that has all of the proposal on it, Volumes 1 thru 5.  We will need a separate CD with just the labor rate tables on them.  

Slide 28 and 29 Section L Copy Requirements Continued.  Right now in the solicitation we have DCAA and ACO copies identified.  However, if we use firm fixed prices with competition for evaluation, the DCAA copy may not be required.  That is still under evaluation. 

Slide 31 Section L Page Format Requirements.  We got really specific on the size of font and the margins.  We do want tabs, but no information on tabs except for the text identifying the section. 

Slide 33 Evaluation Critieria.  We can not stress enough to follow the directions in section L.  You must prove what we are asking for.  Do not provide broad statements saying you can meet all the requirements.  You must prove it with hard facts.  Section M identifies the minimum requirements that you have to meet to get a contract.  It is possible to meet the minimum requirements – that will get you a green rating.  It is also possible to exceed those minimum requirements and to get a higher rating.  However, it is important to realize that just merely exceeding the requirement does not mean that you will get a blue rating.  You have to exceed the requirement in a way that is beneficial to the government.  That is critical to understand.   For example, we asked for a minimum of 20 offices.  Just because you may have 50 offices is not necessarily beneficial to the Air Force.  You should strive to exceed the criterion and describe how that exceedance is beneficial to the Government.  

Slide 34 Volume II Technical.  We are grasping for feedback here.  Some of the key questions: do you understand what we are asking for; have we presented it clearly;  do you think the wording in Section M will allow us to distinguish between a good contractor and a great contractor?.  We have to write the criteria so that we cut out people that can’t meet the minimum requirements but then we also have to be able to distinguish between someone who can barely meet the requirements and somebody that can do a really great job for us.  We need your feedback please.

Slide 35 Subfactor 1.1 Resources (a).  Now I am going to go through about 3 examples where I am comparing what we ask for in Section L to how we are going to evaluate it in Section M.   First, Subfactor 1 Resources, (a) asks you to describe the resources that the prime will use to perform tasks.  We will evaluate it to determine if you have sufficient resources (depth and breadth) to implement and manage a WERC contract.  By implementing, we mean to accomplish or execute the full spectrum of requirements without a startup or wrap up period after a award.  Under this criteria, do we mean that the prime has to have resources to do all of the requirements in the WERC contract?  No, that is not our intent.  But the prime has to have the resources to manage the team members to get all of the work done.  That’s really critical.

Slide 36 Subfactor 1.1 Resources (c).  The next example is still under resources.  We ask you to describe the location of team offices.  Distinguish between prime offices and team offices and discuss personnel availability on a regional sense.  The team must have at least 20 offices minimum.  We only gave you 14 of those 20 to be in specific geographic locations.  Out of the 20, 14 of them have to be in Europe, Pacific Rim, and each CONUS time zone.  The remaining 6 can be anywhere.

Slide 37 Subfctor 1.2 Management Capability (a).  The last example is management capabilities.  We are asking you to describe how the prime will manage the proposed teams, the different roles and responsibilities, the experience that you have working together as a team and what portion of the work effort will go to each team member.  We will evaluate your ability to effectively and efficiently manage your team to get the work done.  Now one of the things that we are concerned about is IDIQ contracts.  Can you reasonably forecast work distribution on an IDIQ contract?  

Ms. Glass introduced Capt Silinda Johnson to discuss Past Performance. 

Slide 38 Volume III Past Performance.  We got a lot of questions on past performance from pre-submitted questions.  We are just trying to improve the format so it easier for you to show us how good you did in the past.  We would like the past performance volume 15 days before the proposal is due.  The questionnaires are due by the proposal due date.   You should submit relevant contracts that you have done in the past.   You have to give us what you think is relevant.  We will have a lot of different types of tasks on this contract.  Therefore, if you have a past contract that you did 5 different things (e.g. environmental remediation construction, innovative technologies, etc), that may be more relevant then if you just did one type of task.  Please select your contracts carefully and give us the most highly relevant contracts that you performed really well on.  Performance must be within the last 5 years.

Slide 39 Volume III Past Performance.  For each contract that you turn in, you must show us how it is relevant and how you performed compared to our 3 Sub Factors.  We are trying to develop a good format for this.  We are really open to format suggestion.  Once we finalize the format, it may not be reformatted.  You will also need to submit an organizational structure road map to describe how your office changed or merged so we can identify how past performance information relates to the current situation.  You will also need to submit a summary page to tell us what each of your team members is going to do for you.  This will help to determine relevancy of the contracts submitted based upon the role the team member will be performing.

Slide 40 Volume III Past Performance.  The past performance information sheet  format is still draft.  There is not enough room to show us how relevant a contract is and how well you performed.   Is two blank pages enough for you to show us how a contract is relevant and how it applies to the Sub Factors?  Please send suggestions.  Is 5 past performance contracts per prime and 3 for each subcontractor team member enough?  More or less?  We are open to suggestions.

You must send out the Past performance questionnaires to your customers for completion.   We will give you the format, you send it to the customer, they send it back directly to us.  They must be sent to somebody who knows what went on in the project.  We don’t need comments from the new contracting specialist that knows nothing about the past performance.  

Slide 41 Volume III Past Performance.  Each team member must submit a consent letter in the proposal package.  This will authorize the Government to discuss any adverse past performance with the prime contractor instead of with the team member.  Each prime contractor and team member must submit a client authorization letter for each commercial client submitted as a past performance reference.  This will authorize release of past performance information to the Government.  

Slide 42 Volume III Past Performance.  Each team will be assigned an overall confidence assessment rating.  You just get one rating at the end.  Everything you give us will be combined into one rating.   Those contracts that you give us that are most highly relevant, and that you did a good job on, will be worth more than anything less relevant.  We are not smart enough to figure out whether your partners are going to do 10%  or 20 or 30.  Therefore, all of your partners will count about equal.  

Slide 43 Volume III Past Performance.  We can get past performance information on our own also.  It is not just the people that you send the questionnaires to.  We will gather as much information as we can from other sources.   If you have adverse information that comes in, we would like to see how you fixed it.  So please don’t try to screen out and look for some job that is less relevant.  We will also look at the small business utilization, and how you met your goals.  If you do not have any past performance information, you will receive a neutral rating. 

Slide 44 Volume IV Price.  Bea De Los Santos identified that price is under evaluation. For ENRAC, cost type evaluation factors were used.  When we issue cost type task orders the prime is required to have an adequate accounting system.  In the draft RFP, we ask for firm fixed prices in terms of fully burdened labor rates for use through the duration of the contract period.  We will use a formula to allow us to determine a fair and reasonable price.   We will make a fair and reasonable determination based on adequate price competition.  Please provide your suggestions in this area.   

Slide 45 Small Business Participation.  Large business are required to submit a subcontracting plan and also address the criteria in the RFP.  We have a list of everything that we like to see for our small business office to evaluate.  We are also going to look at the small businesses and see what kinds of plans they have.  We have listed some desirables that we would like to see in their responses.  Its not required, however as much as you can submit to show us how well you could meet some of these small business goals that we have would really be appreciated and highly desirable.  Otherwise small business pretty much meet this small business participation factor.  Right now, this is all we have in this area, any recommendation that you give us  would also be appreciated.  

Slide 47 Approximate WERC Contracting Milestones.  We have some estimated milestones for contracting.  One of the things that we would like to know is if 30 days is sufficient to respond to our R FP.  If you make a note of that we’ll go back to that in one of our question and answer sessions.  

Slides 49 through 82.  The team discussed the pre-submitted questions and the answers.  Q&A are provided on the slides.  

General Session: Question and Answer Session

WORKLOAD

Mr. Russell provided insight into AFCEE workload.  In 1995, AFCEE did 250 million dollars worth of work.  Today we have 5.5 billion dollars worth of work on the way.  You can do the math and figure out the growth.  Last year, we executed over 760 million dollars worth of new work - far exceeding anything that we projected.  We are kind of operating here on a “build it and they will come” scenario.  That is the reason we have gone to these term contracts.  Thank goodness the acquisition community made that happen for us instead of the hard ceiling contracts.  It is very difficult to project how much is going to come.   We have a business level that we expect on this acquisition of 4 billion dollars.  But because of the “build it and they will come” scenario we’re going to be able to multiply that by 250% to give us the potential total project value of 10 billion dollars.  So those are the kind of provisions that we’re putting in place.  To try and help project the “build it and they will come” scenario.  Now, two years ago, we were not doing very much traditional civil engineer work in the far east, probably zero.  Last year we did 50 million dollars, looks like this year we may do 100 million dollars.  So is that going to continue ramping up?  I just wanted to give you some understanding that we’re not sure where the growth is.  The Germans are regulating our environmental activities, the Italians are regulating our environmental activies, the Japanese are starting to do that, the Koreans are starting to do that.  In the past were have not had a very robust environmental program.  We weren’t part of the regulated community.  We’re being brought into that community now.  And so, we certainly see a robust program starting to develop.  So, how much is it going to be?  It could be up to 2 billion dollars.  

Mr. Russell continued.  I was asked a question out in the hall during the break again about this thing we call “end state contracting”.  The real thing for us is how we’re going to answer the mail from higher headquarters and DOD, on how much of the work that we do at the AFCEE is End-State Contracting.  I not necessarily too concerned about whether it fits exactly the definition that we may come up with in this acquisition.  Inherently in an IDIQ process we’re driven to end-state contracting.  We provide the statement of objectives and you figure out how to do it.  I just wanted to throw those ideas out and we’re interested in your feedback.

RFP RESPONSE TIME

Bea De Los Santos started the question and answer session.  The response time for the RFP is currently 30 days.  Can we have your input?  Does anybody have any ideas?  Is 30 days enough?  We took a vote of the audience and 45 days was the overwhelming preferred response.

PRICING

Does anyone have any comments on reducing audits, addressing the pricing factor, or the price evaluation factor?  

Audience:  The work OCONUS is hard to define as far as the price and I think this is going to be a key player between price and what we can provide for OCONUS work versus price in overseas and going to Iraq or somewhere else, so obviously you may want to consider separating the cost by region.

LABOR CATEGORIES

Audience:  My comment is the labor category themselves appear to be more engineering related than construction related.  I didn’t know if your considering a change.

The draft RFP has what was asked for in the ENRAC RFP right now.  We will be changing it and will consider construction categories.  Davis Bacon categories will not be included in the RFP.

Any other ideas on the pricing, evaluating the price factor?  Feedback is not limited to today.  If you have any input, please provide feedback to us.  You can go to the feedback section on our website.  If you click on that link it will automatically address your e-mail to all of us.

DFAS/DCMA

Another area that I just wanted to let you know about is the DFAS, or the DCMA offices.  A lot of contractors may have various DFAS or DCMA offices.  If you want to know exactly who yours is, you can go into the DCMA website which is www.dcma.mail 

TEAMING

Audience:  I wanted to clarify the question on primes teaming with analytical laboratory and especially on the past experience.  Will the prime contractors be able to name the laboratory as a teaming partner?  Will laboratory rates be included in the contract?

Well as far as teaming is concerned, we consider the choice or the selection of team members the primes responsibility.  As of right now, we don’t plan on limiting the teaming.  A question during the break was asked, “are you going to limit how many times you can team?  We will not put any limitations on teaming.  The one thing that we would recommend that you don’t over extend your resources.  That is a corporate decision.  As far as including the laboratory rates for specific analytical, we can consider this when we develop our pricing factor.

UXO

Audience:  Can you somehow quantify how much  UXO work might be involved in this contract work?  Can you somehow quantify that or hint or otherwise comment?

Well, obviously right now the situation we don’t really understand what we might be called on for in the current contingency operations.  But that said, there is a program that is migrating its way through the government that is called Munition Response Program.  There are some program targets very similar over time to those that we have had under the environmental restoration program.  Right now air staff has it, and they are trying to make their argument through the Air Force Board, DOD Board Process, and on congress about how much money we’re going to need for FY05 and beyond.

This year we’re getting about 3 million dollars, but that’s all programmatic.  Right now, our primary customer is the air staff.  So, I think you’ll see something similar to what we started 20 plus years ago under the ERA Program, and how it grew.  Stand by to stand by.  I think you’ll see a transition from ERA to Munition Response.  As ERA ramps down Munition Response will ramp up. 

We are leaning towards adding UXO and Fuels to the RFP but have not made the final decision.

EXPERIENCE.  

Audience:  I guess that also tags on to another question about requiring x-number of projects per teaming partner?  

The RFP requires for the team to submit that number of projects.  It is not per teaming partner but for the team as a whole.

PAST PERFORMANCE.

Audience: So lets say we have a specialty contractor for UXO.  In past performance, if each team member is required three projects, even though they may be doing a very small part of the scope, they will still need as many projects as say somebody that’s going to cover 80% of the scope.

That’s a good point.  We will take it under consideration. 

Audience.  Maybe the suggestion for that would be not to prescribe how many projects are required for each team member, but let the prime or the proposal writing folks decide what the appropriate number of past performance projects to submit for each team member based upon their role.

So a maximum might be more appropriate then a minimum, 

UXO.

Audience.  I’d just like to add to that, maybe from an evaluation criteria, via the teaming arrangement, a subcontractor is identified as a specialty subcontractor like a laboratory or  UXO, that they would also be evaluated for that requirement

Yes, that is how we plan to evaluate.  If you have specialty subcontractors and they submit projects, then they will be evaluated for the projects that they submit.  So your UXO guy would submit a UXO project and that is what he’d be evaluated for.  Your field guy would submit a field project etc.

BONDING.

Audience.  Is there going to be some work with respect to bonding versus insurance?  So there is not quite so much overlap for the end-state contracts?  

We will make the bonding and insurance requirements TO specific.   We will not have a bonding or insurance requirement at the contract level other than the standard liability insurance.  Some projects that are end-state projects are so well characterized that you don’t need any insurance at all.  So we don’t want to drive the cost of a project by requiring cost cap insurance, or the other types of policies…..we don’t want the broad assumption that every project we do is going to have some level of insurance attached to it.

PAGE LIMITATIONS.

I have a question:  In our table 6-2 that is in your draft RFP we have our page limits on there and we’re very interested in what you think about the page limits that we have out there right now.  Now I will tell you that were expecting a pretty large response for this acquisition, so we have a phenomenal job in front of us to evaluate all of the proposals.  We are trying to streamline the process as much as we can.  We want as little information as we can get from you to still determine if you can meet our requirements.  One of the most important page limit is in the technical volume.  Right now we’re looking at 40 pages to address the mission capabilities criteria for resources, experience, and management capabilities.  We’ve taken all the small business criteria and put it in volume 5, that way we can take volume 5 and give it to our small business office and say here, evaluate this for us.  We have all the contracting information in volume 1, and then the resources, experience and management capabilities information that our technical evaluators will do is in Volume 2.  Is forty pages enough to address those evaluation criteria?  For those 3 sub factors?  And its really important that you know you need to get the number right, but we don’t want excessive information, but we want to give you enough room to address the criteria

Audience.  General response was that 40 pages is sufficient.  Moving the small business component to another volume provides more than enough page count to cover everything required.

Audience.  I have a quick question.  The 1.5 line spacing is there, with a 40 page limitation.  Everyone who doesn’t get into the production mode may not realize that is really only about 25 pages of text.  Going to single line spacing, is it a possibility?  It’s actually easier to read.

We will take it under consideration.

PAGE FORMAT.  

Is the format and how we broke out the volume is that clear to all and do you understand what we did and why we did it that way ?

Audience.  General response yes.

Thank you.

DRAFT RFP.

Audience.  Today you’ve referred to the RFP that we’ve seen so far as a rough draft instead of the draft RFP.  We know that there will be a final RFP.  Can you comment when there may be what you will call draft RFP thing.

This was a super, super rough draft.  After we finish doing all the market research, all the request for industry input, we will let you know that the released draft is pretty much it.   We have to get through our strategy panel and get act plan approved in all of those things so, we have a lot of issues to work and once the strategy is approved, then we will be able to release a draft May 03 at the earliest.

SCHEDULE.

Audience.  In light of what you told us about the super super draft and the acquisition plan and acquisition strategy, how likely is it that you see any slippage at all in your milestone?

Very likely.  Hopefully, as little as possible, but a lot of issues have to be worked before we can finalize this, and so we hope to keep it close, at least within about a month, hopefully.

COMMUNICATION.

Sometimes I feel like I’m bombarding you with e-mails.

Audience.  Likes the emails. 

WORLDWIDE vs REGIONAL CONTRACTS.

Audience.  What drives this to be a worldwide contract other than its easier for you to administer, versus a regional approach, that is being done with design build where you basically split it up between CONUS, Pacific Rim and European area?

We did some regional contracts years ago and they ended up being hollow contracts.  And one of the things that we promised industry is we’re not going to have hollow contracts at AFCEE.  So we drive it to be worldwide, because we are an agency that operates worldwide.  Are there some contractors that operate regionally?  Yes there are.  They have their customer base in that region, and their customer base demand their services.  By the same token, we have contractors that are operating in a worldwide sense, not only do they have CONUS but OCONUS work.  We want to make sure that as we build these contract vehicles and ask you to invest in this process that you get payback.  And so, we have worldwide customers, we have worldwide missions and the worldwide aspects of the contracts fit our mission.  Going back, we did have regional contracts at one time and a lot of effort went into those regional contracts by our contractor community and then we couldn’t deliver.  We can’t go back there.  We made that decision and we can’t go back.  We want you to understand that if you win a contract your going to get work.  Now if you don’t perform, that can fizzle out.  But we want you to know that if you win a contract your going to get work, and how much work you get, depends on how well you perform.

EVALUATIONS

We’re anticipating that we are going to get overwhelmed with this giant pile of proposals whenever the due date comes around.   Our resources are very limited.  So we’re researching ways to streamline the process, and one of the things that were looking into right know is can be do a first cut, can we do a preliminary review on the proposals and cut out those contractors that don’t have a reasonable chance of winning.  And then do a full review on the proposals that are left that do have a reasonable chance of winning.  What do you all think about, what do you think about that? 

There would still be only one submittal.  You can do that if you spell out in your RFP up front but you have to be real specific with what your criteria are, so that everybody knows when they submit their proposals there’s going to be a first cut and that all has to be spelled out and real clear in the RFP, what the criteria are to make it pass that go/ no go decision.

We are researching to determine how we can effectively draw that line.

Audience.  The navy has recently  done this on a 2-step procurement process.  The  1st phase was a qualification phase, that they went through, did the evaluation and short listed, then for the 2nd phase that included some additional management approach as well as cost.  The very nice thing about that from the industry prospective is you submit your 1st phase you don’t have the entire proposal submittal cost that you end up bearing.

If you have a specific contract reference would be able to e-mail that to us?

Audience.  That is what I was going to say.  There is an Air Force Activity that did this exact type of process, and what they did volume that involved the technical and said we’ll use that , we’ll evaluate the technical if you make the cut line on the technical, then we will go on and do the full evaluation .  And I will e-mail you the specific.

Wonderful.  Thank you

Audience.  The Army Corp of Engineer also, the Louiville district specifically utilizes 2 phase approach.  They limit the first submittal to 25 pages and then they went through a review.  Send letter out saying what contracts have a reasonable chance.  They did not limit anybody from submittal but they told them ahead of time whether they felt they had a reasonable chance.  I believe that M calls procurement had component similar to that one too.  So you may want to look into that one.

Thank you.  

FINANCIAL STATEMENTS

Audience:  On section 6-4 you have a section that I don’t believe is in the ENRAC about financial statements for the company.  I understand you would want to see that information.  That’s going to be different for a private versus public companies.  Private companies don’t necessarily have audited financial statements available.   2nd how will that be evaluated?  Are there going to be standard financial ratio debt to asset that you would expect a company to have?  And if they don’t have it, that will somehow effect their selection or not?

We haven’t finalized that yet, but would like your input on that, because were having our pricing area also help us with that.  I know we get Dunn and Bradstreet Reports, we can also get technical or financial pre-ward surveys that available to us.  So if you have any input in how to make that determination, we’ll definitely consider it.  But we already have two areas that we can use.  This is your chance.

GAG ORDER.

We have not sent out gag letter, I always call it the shut up letter, where we tell everybody source selection started, you can’t talk to anybody but us.  That has not been issued yet, so feel free to ask anything you want to anybody you.  When the letter goes out, you can only contact the team

COMMUNICATION.

Audience.  In respect to some standard question that are discussed do you plan to share those with all participants?

Yes Sir. That is why we’re recording it so we can document all of this so we can post it on the web, so that those that if someone could not make it today, they will still have this information.

SMALL BUSINESS.

Audience.  On the subcontracting plan for small business, if you’re a small business that sub factor is automatically met.  If you do everything that large business is required to do for that sub factor is that how you can become a blue?

Yes.  It is desirable to do those criteria that we have listed in the RFP for the small business and that is how they can exceed.

RATINGS.

Audience.  So when something is desirable that takes you from the green to the blue?

Correct, but ONLY if it’s beneficial to the government.

SMALL BUSINESS

Audience.  I didn’t see it, maybe it’s there and I missed it, but I know in the 3P A-E contract and again in the ENRAC contract there was a set aside for small business.  $30M on the 3P A-E and $100M on the ENRAC.  I didn’t see that kind of limitation or set aside for small business and the work.  Have you considered that?

Yes, and we are planning on having a certain amount set aside for small business.  We don’t have the final numbers yet but that’s definitely something we’re looking at.

Thank you.  Large businesses were finished.  Small businesses were invited to stay for the small business sessions.  The one-on-one sessions will start at 1:00.

Bea De Los Santos introduced Mr. Fred Lagunas, from the Brooks City-Base Small Business office.  

SMALL BUSINESS SESSION I

Good morning.  My name is Fred Lagunas.  I’m with the small business office at Brooks City-Base.

Mr. Lagunas discussed his agenda.  I’ll talk a little bit about our office, who we are, who our customers are, what we do according to the small business policy, subcontract goals, summary and questions.

Slide 3 Brooks City-Base Small Business Office.  This is how our office is structured.  You were introduced earlier to Ms. Mary Urey, our director.  

Reference slides 4 through 9 for information discussed.  

Slide 10 Small Business Goals.  These are the government-wide statutory goals.  These are not the subcontracting goals for this particular project.  Those haven’t been established yet.  Once they are developed, the contracting office will put those out for your information.  These are the government-wide stat goals.  

Slide 11 Subcontract Goals.  These goals are not to be looked at as destination or ceiling, but rather mile markers or floors.  We don’t know whether the subcontracting goals for this project are going to be higher or lower but, again, the goals I just stated should be looked as mile markers and floors.  In the WERC Scenario, more is always better.

Slide 12 Important Websites.  These are just some important web sites for your information.  One thing that I stress is make sure that the AFSBED and the pro-net web sites, when you go into to do your profile, be sure they are updated periodically.  I see a lot of NAICS codes that are left out from some of the profiles and that kind of deters buyers looking at a company and deciding to use you as one of there sources.  

Slide 13 Words to the Wise.  I talked to a gentleman earlier during one of our breaks and he said all the information being given to him was a little overwhelming, a little intimidating.  Don’t get scared by all this information that is being given to you.  The DCAA person later will talk about a training that’s going to be happening on the 23rd of April.  Try to attend that training session.  It will kind of explain to you what the RFP means, what it’s asking for, but don’t be intimidated by all this information.  We want small businesses to perform, we want small businesses to participate.  At the same time, we don’t want you to go into a project and not perform for whatever reasons.  We want you to be successful.  

Any questions, comments, suggestions?  

Q:  What percentage did AFCEE meet with regard to Hub zone utilization last year?

A:  I don’t have those numbers with me.  You can e-mail me.  I’ll be sure to furnish those to you.  I don’t remember it at the time.  It was low.  We didn’t meet the goal, but we’re striving to try to meet that goal.  I just don’t recall what it was at the moment.

Q:  I’m going to bring this up in an e-mail to the young lady to my right, but if we’re a small emerging 8A SDB and when you talk about past projects and past experience, we may be in existence for under two years or under three years and don’t have the potpourri of major government contracts that a larger company would have, yet I hear that’s one of the areas that you plan and put a lot of credence in.  We may on the other hand have people who have outstanding experience as far as individuals, years and years with in the industry.  How do we play one against the other and then let me take that one step further into the teaming arrangements.  Most of us can take and tailor any kind of teaming arrangement to specific contracts so we’ll bring the right kinds of player to that specific contract.  We may not have 40 years of teaming experience on projects, we may be looking more for the strength of a large firm who is well known, has a great repertoire but again, we haven’t had a lot of projects that we could put into the portfolio.  So how do we then be competitive in this environment that you are characterizing?

A: The team as a whole has to meet the requirements for the experience.  So if you choose your team members properly, you should meet those requirements.  The main thing we’re looking at on the prime, and we’re trying to make that clear in the selection criteria, prime has to do this.  It is mostly in the management capability.  So you have to show us as a small business, you have the resources and the experience to manage your team member.  Again, you don’t have to do all the work yourself as the prime, but you have to show us you can manage everything.

Q: If I can ask one more question?  We have mentor-protégé arrangement which means that we are also teamed with a very large company with great experience.  So we have some of that strength that is brought in part of the agreement, as you are well aware, and the mentor-protégé is the commitment by the mentor to provide resources                expertise etc.  Is this going to play in your evaluation also to the fact who we bring to the table both the team as well as the possibility of the mentor mentor-protégé.

A: Yes that will be taken under consideration and we haven’t decided exactly how we’re going to deal with mentor-protégé or joint ventures.  So we’re still evaluating that to determine you know exactly how the criteria would be applied in those different scenarios.

Q: We got in the goal for the program that you highlighted and the presentation.  The entire goal for the entire business concern community is that 23% and then I have some following question.

A: For the small business program, again this is government not for this particular project, the government statuatary goal for small business is 23%.

Q: And when you say a small business under that your defining small business, disadvantaged for the norm and so forth that is 23% the goal.

A: A small business again has a certain goal which is 23% and all the other programs have separate goals, that the government has to meet also.

Q: The following question, if you happen to subcontract with a firm that is women owned it’s a minority individual so qualifies as a disadvantage and happens to be in a Hub zone and when you accounting for meeting those goals, do you double count in each one of the categories that that firm.

A: Yes, you’ll get credit for all those other different preferences.  Hub zone, the SDV, the woman owned.

Q: In this particular type of acquisition, what do you expect the contract to read for the 8A has to perform what percent with their own forces.

A:  Whatever the FAR says, we are not sure of the exact number but think it is 15%.

Q: Is it possible to give some weight in the evalution criteria to the length and credability of excellence as long as the leadership that has managed the firm is unchanged a spreading the work around.  Will the work be spread a lot more around or just a few companies will receive a lot of work and some may not receive any work.

A: Business set aside allows small business to also get a chunk of the work or get a good chunk of the work and we have the 8A set aside.  But I think were going toward that goal we want to be able to also evaluate everyone on the same playing field, we want to make sure that we’ve got quality contractors and contractors that have the expertise, the experience, and everything necessary.  

Q: The RFP shows ranges for a small business up to 9 awards or 8 awards I believe, in a range of up to 3 awards in the 8A competition.  I was wondering why there is not a range up to 9 awards, and you assume that you will find 9 large companies.  I want to point out in the ENRAC competition there was one small business who received a large contract award, last time around.  So my suggestion is, why not use the same language for the large?

A: We can do that, I mean we can go ahead and look at it and look at the number of awards that would probably give us a greater number of small business awards, we’re still looking at that also.  The only thing that we have to work on is past history like ENRAC but it all depends also on what kind of results we get.  Like you said , there was one small business that was able to compete in the large business or with the full and open then we definitely consider increasing, and we don’t want to tie ourselves down to number either which is why we put estimates.

SMALL BUSINESS.

I am Mary Urey, and on the 7th of April I’m going to be the Director of the Small Business Office.  It is extremely likely that you can be a blue under Sub Factor 1.4 if you do what the larger business are required to do and address the Small Business criteria in the RFP.  If you are a small business, you are automatically green.  So there is no way to get a yellow or red on that Sub Factor.  If you have a blue and no one else has a blue, you’re going to stand out.    So look at Sub Factor 1.4 a real foot stomper.  I know that you are not required to address those elements, but that might be the discriminating point.  So please consider doing that and just don’t blow off that Sub Factor because you’ve already met it automatically.

SMALL BUSINESS SESSION II

Our next presenter is from DCAA.  She comes from DCAA at Randolph.  They are also doing a program or a training session with the Air Force Outreach Office, and she is going to cover that area.

My name is Lori Schnettler, I’ve been with DCAA a number of years, first as a auditor and then a Financial Liaison Advisor.  Which the Financial Liaison Advisor position are auditor that were selected to go work at the commands with the contracting officers on –site and try and provide them advice on different issues that come up related to finance and accounting.  I actually, I used to be at Randolph and now I’m at Fort Sam Houston with the Medical Command there, the contracting office.  

Slide 2 Agenda.  Here are the topics that I am going to go over.  

Slide 3 History and Responsibilities.  DCAA was established in 1965.  It was setup to be the single audit organization for doing contract audit with the Department of Defense.  DCAA reports to the DOD comptroller and they also provide accounting of financial services to contracting and acquisition personnel.  This same type of services are also provided to Non-DOD Agencies, but they reimburse us for the services.  

Slide 4 Commitment to Excellence.  This is our commitment to excellence.  

Slide 5 DCAA.  Our current staff size is approximately 4,000, 43% are auditors, 37% of those are CPA’s and there are 125 financial liaison advisors.  

Slide 6 Small Business Initiatives.  These are some of the small business initiatives that DCAA has undertaken.  The last bullet is Partnering with the Air Force Outreach Program Office and what they have actually done is there was a colonel from the AFOPO that came to a DCAA meeting and he challenged the management and the FLAs to try and find a way that they can support the small businesses programs at the different commands.  So one of the thing that has happened is there actually a FLA that  works with the Outreach Office on a full time basis and he helps them with their training program and providing ongoing training to small business.  

Slide 7 Financial Capability Reviews.  Another type of preaward audit that they are doing is financial capability and this is some of the things that they look at, is, how the financial capabilities audits are done is really a 2 stages.  The first is a risk assessment, and they look at your financial statement, they look at industry averages and the check to see if there are any indicators of risk.  If the find risk indicators, they continue on the audit, they look at the cash flow statement, compliance, loan agreements, and the aging, and then make a determination as to whether you are able to perform out of contract.  If the initial risk assessment does not reveal any risk, then the quite the audit at that point and issue a memo to the contracting auditors.  The contracting officer saying that there is no risk indicated base on their review.  

Slide 8 Accouting System Reviews.  You can get your accounting system pre-approved by DCAA.  You can have DCAA auditors come out and look at your system and verify that you have a system that is adequate to accumulate cost on government contracts.  The accounting system reviews are performed by a field auditor and they will come out to the company and look through your books and records and verify that your system is capable of accumulating costs, that you identify costs by cost objective, that you’re accumulating or excluding non-allowable costs.  They will issue a report and include a recommendation for ways to improve your system, if they find any problems.  

It used to be that the pre-award audits were not requested until you were actually bidding on a specific contract, but that is one of the thing that were trying to do to support small business is to say that you can request a pre-award audit of your system before you submit a proposal.  It doesn’t have to be in connection with any specific procurement.  

Slide 9 DCAA Pre-award Audits.  One of the things that does have to happen now is contractors can’t request the audit themselves, you have to go through a contracting officer and have a contracting officer request the audits from DCAA.  For contractors that have government contracts these audits are done in accordance with the audits to records clauses that are in the contract but if you don’t have a government contract, it’s a voluntary review that you volunteer to participate knowing that there is no guarantee that your are going to get a government contract but that it may, once you get a contract you will have less problems and you’re not going to have any accounting system problems.  These DCAA audits don’t cost anything for you, they are free and like I said the reports will give you information about things to do to improve your system.  

Slide 10 Website.  This is the DCAA web site and there are a couple of things on there that provide some good information.  

Slide 11 Audit Office Locator.  The 1st is the Audit Office Locator, you have to put in you zip code of your company or another company that will tell you which audit office is cognizant, and it gives you the address and phone number of somebody that you can contact if you have question.  

Slide 12 Information for Contractors.  The next is the information for contractor pamphlet and this pamphlet was prepared by DCAA and it provides a lot of good information and it was prepared to help you better understand what an audit is going to involve and what the requirement are for contracting with the government.  It has a lot of good information in it, it talks about pre-word audit, accounting system reviews, the features that do say what to look at in the accounting system, its got some stuff on putting a proposal together, cost accounting standards, there incur cost proposals, there are a lot of different things in there.  

Slide 13 Websites for Government Contractors.  These are some web sites that have some good information for contractors that haven’t had a lot of government experience when putting proposal together.  

Slide 14 Small Business Training Opportunity.  The Air Force Outreach Program Office is going to conduct a 3 hour training session on April 23 and its going to provide an overview of FAR, adequate accounting and labor charging systems, and its going to go into some detail information on how to put a proposal together.  The training is geared toward small business with 5 or less years of government experience.  If you have more than that, it will probable cover a lot of stuff that you already know.  But, it provides a lot of detailed information.  Attendees should include somebody from your finance accounting group because they are actually putting the proposal together.  The other thing is that you bring us a sample timesheet but you don’t have to show it to anybody else.  They just want to be able to give you some suggestions on improvement that could be made.  The training is going to be at Brooks, at the Air Force Outreach Program Office.  

Slide 15 Small Business Training Opportunity.  This is how to register, go to the WERC web site and click on the small business School and the registration is there.  

Slide 16 FAR Overview.  This is the FAR overview what that section is going to cover.  It will go over Cost allowability, Allocability and Reasonableness, Unallowable Costs, Selected Costs,(FAR31.205) How you treat different cause where the are unallowable, how to account for them, direct and indirect cost, and final cost objectives.  

Slide 17 Adequate Accounting & Labor Chargine Systems.  The Adequate Accounting system is basically going to go over the standard your system is going to have to meet to be acceptable,  what they are looking for and what kind of internal controls you should have.  It will cover your time card preparation in that session.  

Slide 18 Preparing Proposals.  The last session will be on preparing a proposal.  There are some detailed examples on how to put you G&A Rate together, how to compute an overhead rate, how to account for unallowable cause and how to exclude them from you proposal, some common proposal deficiencies and what you need to do to be prepared for an audit.  

Slide 19 Summary.  Again the training session is going to be at the Air Force Outreach Office which is on April 23.

Slide 20  Presenter’s Information.  And there is my information: Lori Schnettler, CPA

(210) 295-4805, loir.schnettler@dcaa.mil or lori.schnettle @cen.amedd.army.mil.  Questions?

Q: Lori, are you going to be personally involved in this training?

A: Probably not.  There is another Financial Liaison Advisor that works at 
Brooks all the time with the Outreach Office.  It could end up that I am, but he is scheduled to do it, Pete Gonzalez, he’s actually at a small business seminar today in California giving the presentation and he has gone all over the place give them to a lot of different small business groups.

Q: Is there a limit on how many people per company can attend?

A: No.  If there gets to be more than 40 people they will split up into two groups.

Q: How can we reach Mr. Gonzalez?

A:  I’ll give you his e-mail address and you can e-mail him.  He travels quite a bit.  Pete does pretty much the same presentation at all the locations

petegonzalez@dcaa.mil.

Q: In the previous morning session, there was a question about splitting it up and doing a 1st  cut and for a small business its more likely that team members are much more important then large business and perhaps the teams would be a little bit larger for a small business to handle for such a contract.  Going through a 1st cut I’m hoping that the criteria will be team orientated as opposed to just the prime.  

A:  If it is split into a 2 phase process, the team will be evaluated as described in the RFP.  










