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Government Members Present:				

Name		      Representing											
Chris Miller (Chair)	01					
William Paggi (Chair)	20				
Donna Murphy		22				
Timmy Wiand		01S					
							
Industry Partners Present:

Name		         Representing			Name			Representing		

Brian Miller	         Atlas Technologies		Russell Thurston	M C Dean
Ricardo Riera	         Blackbird Technologies 		Stella Mercado		MERCOM Inc
Rene Castro	         Booz Allen Hamilton		Michael Howard	Qinetiq
Samuel Seymour        Centurum 			James Thigpen		SAIC
Mark Miller	         Chugach				Kathy Mills		Strategic Comm.
Bob Sheaves	         CTI Resource Mgmt		Nathaniel Simmons	Systems Int & Mgmt
Shelly Stubbs	         DQSI Corp			Gary Kessler		Systems Tech Forum
Ray Bellant	         eVenture 				Rebecca Ufkes		UEC Electronics
David Boning	         L-3 Services			Unable to Attend	DRS Systems Inc
Mark Dow	         Lockheed Martin			Unable to Attend	Scientific Research Corp												
       		
Mr. Paggi opened the meeting by welcoming the attendees and defining the membership composition.  Mr. Miller provided introductory comments advising attendees of the importance of hearing from industry leadership regarding what is really going on.  Mr. Miller also advised that industry plays a key role in the Command’s success and it is critical that we are collectively doing all that we can and heading in the same direction.  

The following were the primary discussion areas:  

1.  SSC Atlantic Contracting Strategy:

· Government performance of both inherently governmental and non-inherently governmental work.  Enables SSC Atlantic to maintain appropriate skills and experience levels.
· Small Business is an integral part of SSC Atlantic’s business model
· Pillars and other Command-wide contracts are core to the contract strategy
· Other Niche and 8(a) Business Development efforts will continue as appropriate
· Limited number of requirements are truly “niche”
· Other Federal/DoD contracts will be used as appropriate
· Emergent work
· Work focused on limited number of customers
· Use of ITES contracts will likely discontinue if ordering activities have to pay a charge
· Ensure adequate level of contract ceiling is available
· Gain efficiencies and enhanced competition
· Continuing to evolve
· Need industry’s support and feedback 

2.  Pillar Contract Schedule:

· Industry raised a question regarding the number of awards being made under the pillars.   Recent awards indicate more than 3-5 awards per RFP.  Will that continue?  
· As mentioned in previous Small Business Innovative Outreach Initiative (SBIOI) events, 3-5 awards were the target number; however, if based on the technical and cost/price evaluations there is no clear distinction at that point, additional awards may be made.
· Contract ceiling will be monitored to develop strategy for follow-on pillar acquisitions as needed

3.  Contract Extensions:

· Potential for abuse (extend existing contract to avoid competition) (perception - not SSC Atlantic’s justification)
· Individual requests receive high-level review/approval prior to processing

4.  Best Value Decisions:

· Recent trend appears to be Low Price Technically Acceptable (LPTA)
· Continue to use both LPTA and trade-off approaches
· Cost/Price has always been an important consideration in the award decision process
· LPTA more appropriate in current fiscal environment
· Industry raised a concern regarding the potential for offers to be so low that the work cannot get executed.  
· Government will discuss further through Contracts Industry Council
· Need to work together to prevent and improve
· Past Performance is an evaluation factor and provides an indicator of future performance
· Other areas to consider:  Sample Task, Oral Presentations, etc.
· Industry thoughts on best options for evaluation factors are welcome

5.  Firm-Fixed-Price:

· Continued movement towards Firm-Fixed-Price pricing arrangements
· Provides additional stability in cost, drives out risk and increased confidence in price

6.  Performance Work Statements:

· Need more rigor in requirements definition
· System engineering talent is needed for Performance Work Statement development
· Early engagement in process helps define and improve work statements

7.  Services Court/Tripwires:

· Huge environmental change
· Focus on quality/costs versus speed
· Deficit/Wars have changed the focus
· Services are primary target (50% of DoD spend)
· Increased oversight
· COR roles/responsibilities
· Training
· Appropriate experience and skill levels
· Bid vs Actuals:
· Increased scrutiny in bid versus actual costs
· Need further visibility and controls
· Need to be within a reasonable target range – both government and industry
· Low-balling a proposal to win is poor strategy
· Industry commented that generic scopes often exist at the basic contract level and may lead to higher-level rates for task order execution
·  Government advised that significant cost growth has been noted at the task order level (i.e., task order proposed rates vs task order actual rates)
· If high-level skills are warranted, need to justify
· Other Direct Costs
· Sometime a conscious decision (integral to the service being performed)
· Material MACs in place
· COR monitoring required
· Labor Rates >$250K
· Equivalent to DPIV at SSC Pacific
· Subcontractor Post-Award Adds:
· Justification required
· Not intended to “get to” certain contractor and/or individual
· Increased cost associated with prime fees on top of subcontractor fees

8.  Small Business Subcontracting:

· Industry expressed concern that small businesses were not being used to actually execute the work 
· DCMA assists in this area
· Need additional background if issues in this area persist
· Government should hold contractor accountable if inherent issue

9.  Pillar CONOPS:

· Structured to ensure continued small business involvement / goal attainment
· Fine-tuning MAC process
· Small Business Pillars (and subcategories) require prime to have at least 50% of the cost of personnel.  
· Measured across performance period vs individual task order application
· Task order level monitoring trends to ensure overall compliance
· Industry asked if offerors would be required to bid a minimum of orders in order to maintain eligibility
· Not part of current plan
· Goal is to get multiple offers
· Increased forecasting will help
· Moving towards integrator approach with focus on improving quality (considering quantity/efficiency)
· Multiple pricing arrangements available (CPFF, CPIF, FPI)
· Lean templates may help with proposal submission/evaluation
· Lean Six Sigma processes are being used
· Need repeatable process
· Resources will continue to be realigned to support MAC ordering process
· COR is integral part of the process

In closing, participants were thanked for their attendance and open dialogue.  Feedback was requested for next session (currently estimated for Oct/Nov timeframe).  Topics for future sessions also welcome.  Industry was requested to disseminate information to enhance awareness and understanding of current philosophy and where we are going.  If immediate issues exist, need to bring forward.  Share ideas with Contracts (William Paggi).  
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