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               DANIEL G. MEHNEY

Director, Acquisition Center
      U.S.  Army Tank-automotive and Armaments Command (TACOM)  
Every successful organization operates with a future focus in mind, either with specific goals set forth in a formal document or less informally with a set of goals uppermost in the minds of its leaders.

The TACOM Acquisition Center has always operated with a set of underlying goals, first informally and then formally three years ago through the development of the TACOM Acquisition Center Business Plan.  With input from our workforce, our customers, and our senior managers, the Center established six concrete goals to focus on in the upcoming year with specific actionable items designed to assist us in meeting those goals.  The Center’s goals are set forth below with a short explanation of each.

Customer Focus – The intent of this goal is to continue to improve our relationships with our customers.  We accomplish this by obtaining feedback and exchanging information with our customers, identifying concerns, and implementing corrective actions.  

Contracting Excellence – The focus of this goal is to provide the highest quality contracting products and services through results from internal and external reviews, collaboration across sites on contracting issues and best practices, and the inclusion of our contracting workforce in the development of new policy and procedure.
Workforce Development and Revitalization – The objective of this goal is to recruit, develop, and retain a skilled and experienced workforce.  Maintenance of an annual staffing plan and workforce development strategic plan and strategies to optimize available funding sources are all key elements of this goal.  

Enhance Working Environment – This goal focuses on providing a quality work environment to our workforce.  It includes actionable efforts in the areas of improving communication, recognition, quality of life, and Acquisition Center cohesion and unity among sites.

Improve Business Processes - The objective of this goal is to become more efficient, more effective, and to provide the highest quality products and services.  This is accomplished through the use of Activity Based Costing, Lean/Six Sigma, and other business process techniques.

Institutionalize the Leadership Competencies Desired Traits – This last goal is unique to TACOM and highlights an initiative we undertook several years ago to create a culture that develops and cultivates caring and effective leaders at all levels. The major focus is on training the entire workforce in this initiative and the creation and implementation of activities that continue to reinforce the training conducted.

While we’re not entirely “GREEN” in all these areas, the time, energy, and resources we’ve focused on these goals has reflected positive growth over the years.  We will continue our progress and redefine focus areas as needed allowing us to keep in concert with the needs of our customer, our workforce, and the warfighter.

Daniel G. Mehney is the Director of the TACOM Acquisition Center, a multi-site business group encompassing seven sites.  Mr. Mehney recently returned from Washington, DC after leading the Iraq reconstruction effort and is the recipient of the prestigious 1999 Meritorious Presidential Rank Award.

SNAP  SHOT 
Fort Belvoir, Virginia
In November 2003, HQ U.S. Army Materiel Command physically relocated six miles south to the military base of Fort Belvoir, Virginia.  A vast array of historical landmarks, cities, buildings, and much, much more surrounds the military base.  Like many metropolitans, we knew of the name, its proximity location, and at times, drove by or attended a summer picnic function on the grounds.  Even a few had worked on the base in its bustling days.  We are slowly becoming familiar with our new surroundings and learning a little of the historical site we now occupy.  I would like to share that history with you. 
Fort Belvoir's history is interwoven with the birth of our nation, as well as the founding of the Virginia county it occupies, Fairfax County. The 8,656-acre tract along the Potomac River that is now Fort Belvoir was part of a grant from a 17th century English king.  Control of the land, known as the Northern Neck, was handed down to Thomas, the sixth Lord Fairfax, who, in 1734, persuaded his cousin, Col. William Fairfax, to come to Virginia and oversee the family's holdings. 

In 1741, Col. Fairfax built his home on 2,000 acres of what is now much of the South Post peninsula. The mansion sat on a high bluff overlooking the Potomac. Col. Fairfax named the estate Belvoir, which is French for "beautiful to see".  The Fairfax family made Belvoir a center of culture and aristocratic elegance in the Virginia wilderness, and the family frequently entertained members of colonial Virginia society. George Washington was a frequent guest at Belvoir.  Col. Fairfax died in 1757, and he and his second wife, Deborah, are buried on the estate grounds. 
In 1773, Belvoir was rented until 1783, when it was mostly destroyed by fire. The structure was further damaged by British cannons when U.S. Naval forces on the peninsula engaged British ships leaving Alexandria after the burning of Washington on their way to Fort McHenry in September 1814.  The Philip Otterback family purchased the Belvoir peninsula in the early 1840s and made it one of the largest fisheries on the Potomac River. The District of Columbia purchased 1,500 acres from the Otterback family in 1910 for a proposed prison.  Local citizens objected to the plan, and the land was transferred to the War Department in 1912. 
In 1915, engineer troops from Washington Barracks, now Fort McNair, established "Camp Belvoir" as a rifle range and training camp. The name was changed to Camp A.A. Humphreys Dec. 23, 1917, when the Corps of Engineers began construction of a major camp during an unusually bitter winter to train engineer replacements for World War I.  The post was renamed Fort Humphreys in 1922 to indicate its permanent status. In recognition of its colonial-era significance, it was redesignated Fort Belvoir in 1935. 
More than one-third of the installation's acreage has been preserved as a designated wildlife sanctuary.  The Accotink Bay Wildlife Refuge, established in 1980, includes over 1,300 acres of marsh and hardwood forest in the southwestern corner of the post, in an area formerly used for target ranges.  It is home to a large variety of animals and birds, including the bald eagle.   
From its establishment until 1989, Fort Belvoir was home to the Army's Engineer School, training more than 700,000 officers and enlisted soldiers for service in all major wars and peacekeeping forces worldwide.  In 1988, the post was transferred from the U.S. Army Training and Doctrine Command to the Military District of Washington. In 1989, the last Engineer School class graduated and the school moved to its new home at Fort Leonard Wood, Missouri. The mission of the post then changed from a training to a strategic support mission.  
Today, the appearance, mission, and style of Fort Belvoir is evolving.  Fort Belvoir is unlike any other Army installation in the world with its diverse, modern-day mission of being a strategic sustaining base for America's Armed Forces.  It is a power-projection support installation, providing essential administrative, logistical, and contingency support to the nation's capital.  Fort Belvoir, VA is home to 112 tenant organizations . . . one Army major command headquarters and elements of 10 others, 19 different agencies and direct reporting units of the Department of Army, eight elements of the U.S. Army Reserve and the Army National Guard, 26 DoD agencies, a Marine Corps detachment, a U.S. Air Force activity, and a Department of Treasury agency.  Today, over 21,000 civilians and 4,900 military work at Fort Belvoir. 

Christine Alexander, HQ AMC Office of Command Contracting, DSN 656-8230
TROOP  SUPPORT

AMC Supports the Coalition Provisional Authority  

The reconstruction of Iraq is the largest project since the Marshall Plan following World War II.  The Emergency Supplemental Appropriations Act for Defense and for the Reconstruction of Iraq and Afghanistan, 2004, appropriated $18.6 Billion for security, relief, rehabilitation, and reconstruction in Iraq. 
The U.S. Army Materiel Command (AMC) is a major player and in the forefront of this effort by awarding approximately $5 Billion in the first part of 2004. These awards, ten design/build reconstruction contracts, were evaluated and awarded almost simultaneously.  Between 03 Nov 2003 - 31 March 2004, six (6) separate source selection authorities and their supporting source selection evaluation boards were collaboratively established with selected personnel from AMC, the Army Corps of Engineers, the Coalition Provisional Authority (CPA), the Defense Acquisition University, the Defense Logistics Agency, the Defense Contract Management Agency, the Defense Contract Audit Agency, and the Navy Facilities Command.  Mr. Daniel G. Mehney, Director for Acquisition, U.S. Army Tank-automotive and Armaments Command (TACOM) and Mr. Jim Warrington, Executive Director, U.S. Army Research, Development and Engineering Command Headquarters Acquisition Center (RDECOM AC), co-managed the effort.  The U.S. Army Communications-Electronics Command (CECOM) played a prominent role having lead responsibility for one sector and the two source selections and awards associated with it. The TACOM Acquisition Center, HQ AMC Office of the Command Counsel, and the HQ AMC Office of Command Contracting, participated on the Organizing and Coordinating Committee located at Ft. Belvoir, Virginia.  

The AMC major subordinate commands are individually active in supporting CPA requirements.  TACOM has placed 96 solicitations for non-tactical vehicles expected to exceed $500 Million.  As of April 2004, the U.S. Army Field Support Command (AFSC), had over $500 Million towards life support services for the CPA, site preparation, base camp operations, the Federal Deployment Center, and the Iraqi Army Camp.  CECOM’s CPA programs, totaling $140 Million as of April 2004, include the Rapid Response Program, CPA Integrated Security System, Computers/Software, and Communications.  The U.S. Army Aviation and Missile Command (AMCOM) is proceeding with a CPA requirement for an Aerial Surveillance Platform.  The U.S. Army RDECOM Acquisition Center is involved in ramping-up support for the CPA.  

Numerous contracting and logistics personnel from HQ AMC and the major subordinate commands have selflessly and eagerly volunteered for a 6-month to 1-year detail to work at either the Pentagon CPA location or at the Iraqi headquarters.  A number of those who have served time in Iraq felt the need to re-volunteer and return for additional duty.  

The entire AMC community is actively participating in many facets in support of the CPA. With our assistance in the reconstruction of Iraq, AMC is contributing to the country’s stability and helping to reduce dangerous situations confronted by our military, civilian, and contractor personnel. 

Al Saletta, HQ AMC Office of Command Contracting, DSN 656-8232
LOGCAP Supports Our Troops

In December 2001, as a result of a competitive, best value, source selection, a contracting team of the U.S. Army Field Support Command awarded the Logistics Civil Augmentation Program (LOGCAP) umbrella contract to Brown & Root Services, Inc. (BRS) of Houston, Texas, now known as Kellogg, Brown and Root (KBR).  As the world changed September 2001, the impact of that change on this contract has grown to a size and complexity which was previously unimaginable.

LOGCAP is designed to bridge the gap between the current Army logistics force structure and theater logistics requirements and allows soldiers to focus on combat mission rather than combat service support roles.  While the LOGCAP program has been in existence for over a decade supporting American forces in contingency operations around the world, Operation Enduring Freedom and Operation Iraqi Freedom have initiated the largest LOGCAP mission ever.  To date, LOGCAP has established 61 base camps that provide food, shelter, and other life support services for more than 200,000 combat troops, the Coalition Provisional Authority, the Iraqi Survey Group, and the Defense Threat Reduction Agency.  LOGCAP provides key support in several areas, such as facilities management, billeting, laundry services, office and communication equipment, transportation, power generation, sanitation, equipment maintenance, and supply. 

The contract has supported our soldiers by providing more than 50 million meals, processed more than 1 million bundles of laundry, assisted close to 5 million patrons in the Morale, Welfare & Recreation facilities, produced more than 150 million gallons of water and 95 million pounds of ice, collected and disposed of more than 1.5 million cubic meters of trash, and serviced more than 900,000 portable toilets.   With more than 700 trucks on the roads of Kuwait and Iraq at any given time, our contractors drive approximately 3.3 million miles (5.3 million kilometers) per month.  Approximately 30,000 people are deployed/employed in support of Operation Iraqi Freedom and Operation Enduring Freedom.  Currently, LOGCAP provides support to contingency operations in Iraq, Kuwait, Afghanistan, Djibouti, Republic of Georgia, and Uzbekistan while planning for contingency operations in other locations depending on our national security needs. 

In austere operating environments, it is difficult for the Army to insert these critical services for our troops.  The harsh operating environment of Iraq and Afghanistan, the non-linear and non-contiguous operating area, and major infrastructure shortfalls, are among the most difficult and challenging conditions under which to operate on a sustained basis.  To date, KBR has suffered 35 casualties, of which five Americans were killed and 12 wounded as a result of hostile fire while performing these services in support of U.S. military operations.  The environment in which we are applying the skills and services of our LOGCAP contractors is not only harsh, but continues to be highly dangerous.

The contract is an indefinite delivery, indefinite quantity (ID/IQ) contract, which allows the government to immediately set requirements within the scope of the contract without further competition.  Task Orders are cost-plus-award fee instruments, often awarded as Unpriced Contractual Actions, as timing is key to all military operations.  The LOGCAP contract is designed to allow the warfighters the ability to place requirements on contract rapidly, to support evolving, dynamic operations.  Combatant commanders or other supported customers, develop requirements for support based upon operational plans.  In urgent circumstances, Task Orders are awarded in 72 hours following receipt of a scope of work.  The ability to meet urgent requirements in such an expedited timeframe is one of the major advantages and benefits of the LOGCAP contract.
Supported combatant commanders and our troops recognize and value the role of LOGCAP.  It has more than met its original intended goals and has proven even greater potential than originally expected of a contingency contracting instrument in providing a flexible means for supporting our logistics requirements.  Our combat operations would not have achieved their outstanding success without the LOGCAP contract.

Charles M. Smith, Contracting, AFSC, DSN 793-3611
FOCUS  ON  INNOVATION 

Army’s Venture Capital Initiative

From 03 - 06 May 2004, the Federal Laboratory Consortium (FLC) and the Department of Energy’s (DoE) Technology Partnerships Working Group (TPWG) held their annual National Meeting in San Diego, California.  This year’s meeting, entitled Mission Driven Partnerships, focused on the role played by federal laboratories in transitioning agency-specific technologies to commercially-based development or production. 

Ms. Nancy Norton, Contract Specialist, proudly represented the U.S. Army Communications-Electronics Command (CECOM) Acquisition Center at this important event and spoke on the Army’s Venture Capital Initiative (AVCI).   Established as part of the 2002 Defense Authorization Act, the goal of the AVCI is to leverage commercial venture capital in order to accelerate technology transition into the Army for use by the individual soldier.  It aims to accomplish this by increasing access to formative, small, growth-oriented companies that pursue new and innovative approaches to power and energy management technologies.   Aside from the Central Intelligence Agency’s (CIA) “In-Q-Tel” Program, the Army is the only other government agency directly utilizing venture capital investing as a technology transition tool.  

Because the concept involves attacking the ever-present problem of technology transition from a completely new perspective, the AVCI was a particularly pertinent topic for the FLC’s National Meeting.  In the past, the government stimulated a supplier base by relying on contractors to follow government technology needs.  For instance, programs such as the Small Business Innovative Research (SBIR) program put technology topics out to industry.  These “topics” may or may not have commercial applications.  Companies address the technology and the business base grows depending on the government’s interest in funding and developing proposed technology approaches.  On the other hand, the AVCI stimulates companies directly and the technology then follows.  For example, direct equity investments are made in promising startup firms that are developing technology of interest to the government through the AVCI.  The intersection of commercial and military market forces then accelerates maturation and, ultimately transition of the technology directly from the drawing board to the warfighter.  

Consider a situation whereby a venture backed company of interest to the Army enters into a testing agreement with a national laboratory.  Via the testing agreement, the laboratory proves out the company’s technology while the company conducts a study in an area of laboratory interest.  The company’s technology is accelerated and the laboratory obtains data applicable to the problem set of another agency while funding its own existence.  This hypothetical situation is only one of multiple possible scenarios that can play out between agencies as we continue to share our core competencies and look for the combined relevancy at every opportunity.  

While the concept of venture capital investing is not new, its use by government agencies is just beginning.  The AVCI presentation was well received by the FLC/TPWG as it represents another means to facilitate technology transition.  The chances of forging closer relationships valuable to all agencies is increased by sharing unique programs like the AVCI at forums offered by the FLC and other government agencies.  A few of the topics discussed at the meeting included arrangements such as Testing Agreements, Intellectual Property Management, and creative use of Cooperative Research and Development Agreements (CRADA).  The opportunity for synergistic business relationships is striking when one considers how layers of tools can be arranged for the maximum benefit of multiple organizations, both public and private.  

Nancy Norton, CECOM Acquisition Center, DSN 992-5557 
‘AMCOM EXPRESS’ Acquisition Strategy 

On 09 October 2003, the Deputy Assistant Secretary of the Army (Policy and Procurement) published the ‘Management and Oversight of Acquisition of Services Process’ requiring all services acquisitions with a total planned value of $500 Million or more to be reviewed at the Department of the Army level by an Army Services Strategy Panel (ASSP) comprised of senior Army leaders.  On 02 March 2004, the U.S. Army Aviation and Missile Command (AMCOM) acquisition strategy for the ‘AMCOM EXPRESS’ (Expedited Professional and Engineering Support Services) was the first proposed AMC strategy slated for review under this new requirement.  

The primary topics of interest explored during the extensive ASSP review included the market research leading to the acquisition strategy, the business implications for small, 8(a), and HUBZone small businesses, and the metrics to be established at various levels within the program.  HQ AMC and AMCOM made advance preparations for the ASSP by reviewing, coordinating, and resolving many issues with the various panel members, particularly the Director, Army Small Business, Ms. Tracey Pinson.  As a result, the ASSP unanimously agreed with the strategy and recommended approval to Ms. Tina Ballard, the Deputy Assistant Secretary of the Army (Policy and Procurement).  Ms. Ballard’s intent to approve the AMCOM EXPRESS strategy was relayed on 01 April 2004 by the Assistant Secretary of the Army (Acquisition, Logistics and Technology), Mr. Claude M. Bolton to the Acting Under Secretary of the Defense (Acquisition, Technology and Logistics), Mr. Michael Wynne.  

The AMCOM EXPRESS acquisition strategy provides for establishment of a Blanket Purchase Agreement (BPA) program based upon the use of GSA Federal Supply Schedules for the acquisition of advisory and assistance services.  A minimum of 16 BPAs will be awarded with at least 12 BPAs reserved for small and 8(a) prime team leaders. Four domains, i.e., Logistics, Programmatic, Technical, and Business/Analytical, have been established based on the requirements of AMCOM and its customers.  The Business/Analytical domain will be reserved for small business prime team leaders to support the achievement of small business goals.  The Logistics, Programmatic, and Technical domains will be open to both large and small business prime team leaders with the preponderance of BPA awards reserved for small business or 8(a) prime team leaders.  
A Request for Information (RFI) will be issued to survey the commercial services market for potential prime team leaders with an interest in providing advisory and assistance services.  Each prime team leader will be required to hold at least one applicable GSA schedule.  Based on the evaluation of RFI responses, selected contractors will be given the opportunity to respond with a complete team approach to the Request for Quotation (RFQ).  After a best value analysis of the RFQ responses, multiple BPA awards will be made within each of the four domains. 

Each task order exceeding $100,000 will be competed between all BPA holders within the applicable domain unless one of the circumstances described at FAR 16.505(b)(2)(i) through (iii) applies or a statute expressly authorizes or requires that the purchase be made from a specified source.  Task orders will be performance based, unless otherwise approved.  Task order competitions will utilize best value evaluation criteria and “trade-off” analysis.  

The quality of performance by each BPA holder will be assessed at the end of each performance year to determine if it is in the best interest of the Government to continue with the BPA relationship.  Additionally, the program will be reviewed annually to determine whether it would be appropriate to issue a solicitation for the purpose of adding additional BPA holders to existing domains and/or to new domains.  AMCOM may conduct an open season competition to add additional BPA holders if determined to be in the best interest of the Government. 
Kathy B. Ray, AMCOM Acquisition Center, DSN 746-3368   
ACQUISITION  RELATED  TOPICS
Fort Rucker Support Contract

“The rest of the story”

The December 2003 issue of ‘ACQ-TION News’ contained an article highlighting the 01 October 2003 contract award to Army Fleet Support to provide logistics support (helicopter maintenance) at Fort Rucker, Alabama.  The contract contained award fee and award term incentives.  

This contract has now been in full performance since December 2003.  As the resource management officer for the Aviation Center Logistics Command (ACLC), I would like to provide you an update from the user’s perspective of the impact a well constructed contract can have on mission performance and cost control.    ACLC provides contract surveillance and interface between the aviation school, the logistics community, and the maintenance contractor.  During the past six months, I have seen mission performance increase and costs fall.  Many dedicated people and a variety of factors have contributed to this success, but much of the success can be attributed to a contract that rewards cost management without relaxing mission performance requirements. 

From my perspective, the most significant success driver is the contract provision for cost sharing.  How significant has this proven?  Current projections estimate FY 04 cost savings of over 20% of the target cost.  That’s more than $40 million.  The contractor was given the incentive to manage costs, knowing that for every dollar saved, they would get to keep 50 cents.  

Cost, however, is only part of the equation.  Mission performance cannot be permitted to suffer in an effort to save a dime.  The contract addressed that issue with an incentive plan requiring the contractor to meet a high level of performance (as opposed to a minimum level) before ANY performance incentives are payable.  Finally, by also tying performance to the award of option years, the contractor is encouraged to consider the long term impact of cost and performance initiatives.

As a resource steward, I would like to extend my congratulations to the AMCOM Acquisition Center for a job well done and issue a challenge to the AMC acquisition community to see how these practices could be adopted in their acquisition efforts.  And now you know the rest of the story.
Martin Roggio, Aviation Center Logistics Command, DSN 558-9157
Joint Common Missile Weapon System

The Joint Common Missile (JCM) Team at the U.S. Army Aviation and Missile Command awarded a $53M System Development and Demonstration (SDD) cost-plus-incentive fee contract on 05 May 2004 to Lockheed Martin Corporation, Orlando, Florida, for development of the Joint Common Missile Weapon System.  The SDD contract covers four years and will be executed in two phases.  Phase I will be a 14-month risk mitigation effort and Phase II will complete the system integration/demonstration requirements of SDD.  The SDD contract also contains options for two consecutive low-rate initial production (LRIP) phases.  
The JCM represents the next generation of an extended range, advanced technology, air-to-surface, multiple-sensor missile system for deployment on rotary-wing and fixed-wing platforms.  The multi-mode weapon (precision point targeting, fire-and-forget, lock on before/after launch) can be employed against targets in day or night, operate under obscure battlefield conditions, or in adverse weather. 
The Department of the Army is lead service for the JCM program, managed by the Common Missile Project Office, of the Program Executive Office for Tactical Missiles.  Development of the JCM weapon system will be conducted as a joint program with the Department of the Navy and a cooperative program with the United Kingdom.  

Carol Cooper, AMCOM Acquisition Center, DSN 746-8406
LEGAL  BRIEFS
Exchange of Information

An Overview

The Federal Acquisition Regulation (FAR) permits only three types of exchanges of information after receipt of proposals:  clarifications, communications, and negotiations.  FAR 15.306. 

Clarifications are limited exchanges of information that may occur when award without discussions is contemplated. FAR 15.306(a).  This type of exchange is limited to giving the offerors the opportunity to clarify certain aspects of proposals or to resolve minor or clerical errors.  FAR 15.306(a)(2).
Communications are exchanges of information that have a broader scope than clarifications.  They occur after receipt of proposals but before the establishment of the competitive range.  This type of exchange of information “(m)ay be conducted to enhance …understanding of proposals; allow reasonable interpretation of the proposals; or facilitate the…evaluation process.”  FAR 15.306(b)(2) and “(a)re for the purpose of addressing issues that must be explored to determine whether a proposal should be placed in the competitive range.”  FAR 15.306(b)(3).  Although broader than clarifications, the scope of communications is also limited.  Communications cannot be used to cure proposal deficiencies or otherwise revise the proposals.  FAR 15.306(b)(2) & (3).  In addition, since the purpose of communications is to aid in the establishment of the competitive range, and a competitive range determination would only take place if discussions are to be conducted (see FAR 15.306(c)(1)), communications should not occur if award without discussions is to be made.

As with communications, negotiations are not permissible if award without discussions is to be made.  By definition, if negotiations take place, then discussions have taken place as well.  Negotiations are exchanges of information that occur after the establishment of the competitive range.  FAR 15.306(d).  In contrast to the other two types of exchanges, which occur before the establishment of the competitive range, negotiations are exchanges with the express intent of allowing the offerors to revise their proposals.  FAR 15.306(d).  Note that FAR 15.306(d) defines negotiations that are conducted in a competitive acquisition as “discussions.”  Therefore, in competitive acquisitions conducted pursuant to the FAR, the terms “negotiations” and “discussions” are interchangeable.  Negotiations are clearly the broadest in scope of the three types of exchanges of information.  They are required to cover significant weaknesses, deficiencies, and other aspects of the proposals, such as cost/price, technical approach past performance and terms and conditions, that could, in the opinion of the Contracting Officer, be altered or explained to enhance materially the proposal’s potential for award and may include “bargaining.”  “Bargaining” includes persuasion, alteration of assumptions and positions, give-and-take, and may apply to price, schedule, technical requirements, type of contract, or other terms of a proposed contract.  FAR 15.306(d).
When engaging in exchanges of information between the Government and the offerors after receipt of proposals in a competitive acquisition, it is critical to understand the difference between engaging in a clarification and engaging in discussions. If we hold discussions with one offeror, we must hold discussions with all offerors whose proposals are in the competitive range, whereas clarifications may be requested from just one offeror.  FAR 15.306(d)(1).  If discussions are held, they must be “meaningful”.  It is also important to understand that it is the actions of the parties that determine whether discussions have been held and not merely the characterization of the exchanges by the agency.  Therefore, an agency, by its actions in conducting an exchange of information with an offeror after the receipt of proposals, could inadvertently initiate discussions with that offeror.  This would have the effect of requiring the agency to then conduct full and meaningful discussions with all offerors still remaining in the competitive range at that time.  This would be especially damaging if the agency’s intent was to make an award without discussions.

Lea Duerinck, DSN 992-1388 and Thomas Carroll, DSN 992-9805, CECOM General Counsel 
Clarifications vs Discussions

The Acid Test

The ‘acid test’ for deciding whether discussions have been held is whether it can be said that an offeror was provided with the opportunity to revise or modify its proposal.  Exchanges of information about the relevancy of the offeror’s past performance or about adverse past performance information that the offeror has not previously had the opportunity to respond to are considered clarifications.  FAR 15.306(a)(2).  The General Accounting Office (GAO) has found that where we send out evaluation notices which require offerors to include, as part of a description of their past performance, a description of each subcontractor’s contribution, this exchange of information is a clarification and not discussions.  Another example of a clarification is where we were unsure whether an offeror’s cost proposal contained all of the costs for which we would be liable and we requested information from the offeror as to whether the proposals did, in fact, contain all of those costs.

In contrast, where an offeror took exception to material requirements and stated that it thought that it was impossible to produce an item without deviating from the requirements, the GAO concluded that, if we asked the offeror if it intended to comply with the requirements or allowed the offeror to cure the material defects of its proposal, we would have had discussions.

An offeror’s proposal initially failed to provide course descriptions for thirteen line items.  We would not allow the offeror to furnish information even though the offeror claimed it was a clarification.  The information was required to determine whether the proposal was acceptable and a clarification may not be used to furnish information required to determine the technical acceptability of a proposal.  To allow the offeror to furnish information would constitute an improper proposal revision where the solicitation called for award without discussions.

Where the solicitation required proposals to include transition plans, an offeror’s transition plan which provided more than 10 task completion dates that were at least 5 years earlier than we would have expected to see, were not typographical errors. The offeror alleged that these dates were typographical errors that it should have been allowed to clarify.  The GAO did not agree that these dates could be considered a minor or clerical error because they occurred more than 10 times within the proposal.  

Where our exchanges of information with one offeror after submission of final proposal revisions required the offeror to replace unacceptable personnel and provide other proposal revisions, which entailed an increase in its proposed costs, the GAO found that our actions clearly constituted discussions rather than clarifications.

Where the issue was whether the exchange of information between us and an offeror during an oral presentation was discussions or clarifications, the GAO found that the exchanges were discussions even though we characterized them as clarifications.  We allowed offerors to revise their quotations based on our questions during the oral presentations.

Where offerors must submit product or descriptive literature to demonstrate compliance and award without discussions will be made, an offeror that submits literature which indicates non-compliance may be eliminated as technically unacceptable. The GAO concluded that if we had informed the offeror that its quotation was technically unacceptable and provided the firm with an opportunity to submit information to make its quotation acceptable, we would have conducted discussions, not clarifications.  

In summary, the exchange of information known as clarifications is very limited.  If award without discussions is planned, the only exchange of information permitted is clarifications.  Exchanges that go beyond clarifications will result in a requirement to conduct discussions with all offerors and the establishment of a competitive range prior to making any award.  

Lea Duerinck, DSN 992-1388 and Thomas Carroll, DSN 992-9805, CECOM General Counsel 
SMALL  BUSINESS  HIGHLIGHTS
AMC Small Business Award for FY03

In FY95, HQ U.S. Army Materiel Command (AMC) Small Business Office instituted the ‘AMC Small Business Award’ to recognize AMC acquisition personnel who demonstrate measurable achievement(s) in the AMC Small Business Program through their initiatives and resourcefulness.  The award recognizes AMC civilian and military personnel of all grades/ranks and organizational levels.  Nominations can be submitted for either the Individual or Group award category.     

General Paul J. Kern, Commanding General, formally announced the FY03 AMC Small Business Award winners in his memorandum dated 12 May 2004 to the MSC Commanders.    

In recognizing the achievement of the individual winner, General Kern stated “I am very pleased to announce that Mr. Richard J. Benney of the Natick Soldier Center, U.S. Army Research, Development and Engineering Command, was selected as the individual award recipient.  Mr. Benney is commended for his outstanding contributions to the AMC Small Business Program by awarding contracts to small businesses in emerging airdrop technology.  These partnerships have resulted in significant technological breakthroughs, enhanced the capabilities of the military to conduct airborne missions, and expanded the U.S. industrial base”. 
Mr. Benney is an Aerospace Engineer and Team Leader in the Airdrop/Aerial Delivery Directorate.  He has played a significant role in establishing excellent working relationships with and among numerous small businesses and instrumental in bringing new small businesses into the airdrop field.  Mr. Benney has had several contracts awarded under both a Broad Agency Announcement and the Small Business Innovative Research Program.  

General Kern also acknowledged the group award winner achievement in stating “The FY 2003 AMC group award goes to the U.S. Army Tank-automotive and Armaments Command (TACOM) Set, Kits, Outfits (SKO) Acquisition Integrated Product Team (IPT).  In October 2001, TACOM’s Tools and Training Systems Product Integration Directorate chartered a multifunctional IPT with the mission to better support the U.S. Army’s continuing need for modernized SKOs.  These consist of various tools and equipment essential to Combat Service and Combat Service Support units.  The SKO team is credited with establishing a 10-year multiple award Indefinite-Delivery-Indefinite-Quantity contract that maximizes small business participation and competition. Utilizing best value techniques, this contract will significantly shorten lead times and reduce technical risk”.
The SKO IPT was instrumental in and contributed to the successful design, execution, and implementation of this acquisition.  The collective diverse group, totaling 41 individuals, consisted of:  Wayne J. Schaaf, Joseph Picchiotti, Douglas Heritage, Deborah Struck, Lynn E. DeRoche, Kenneth Musgrove, Pat Schlue, Elias Pizano, Michael P. Richard, Steve Morford, Dale Holland, Steve Marriott, Donna L. Webb, Cean Hartleben, Steven Perry, Linda T. Hultman, Kim Jones, Lawrence Negaard, Brian Ray, Christine Murphy, Jackie Hixson, Steven McNinch, Marvin LaGarde, Kathleen Stone, Robert Brown, Loren Neuleib, David Myers, James Cronk, Ronald Harlan, Sue Legros, Lynnette Eisenbacher, John Christiansen, Vincent Runco, Donald Stewart, Judith Windham, Sally Mendoza, Deb Armstrong, Donita Grell, Lori Leebold, Daniel Stark, and Christopher Calhoun.   
In conclusion, General Kern expressed his appreciation in the efforts of all the award winners along with the many other dedicated AMC civilian and military personnel who have contributed to the success of the AMC Small Business Program.  

An engraved plaque will be presented to Mr. Benney and to the TACOM group as a whole in addition to all receiving a Certificate of Achievement.  The remaining nominees will receive a Certificate of Recognition for their efforts and they are:  Mirta Padro (AFSC), Kathy Ray (AMCOM), Danielle Anderson and Andre Senecal (RDECOM APG), and Kathy Harvey, Melanie Keith, and Dorothy Riese (TACOM).        
Richard Bailey, HQ AMC Small Business Office, DSN 656-9140
New Small Business Program 

A new small business program was created by the U.S. Small Business Administration (SBA) to boost contracting opportunities for service-disabled veterans.  An interim rule was published in the Federal Register 05 May 2004 making the new program “Service-Disabled Veteran-Owned Small Business (SDVOSB) Program” effective immediately.  This action implements Section 308 of PL 108-183, the Veterans Benefit Act of 2003.  

The new rule allows contracting officers to restrict contract awards to SDVOSB when there is a reasonable expectation that two or more SDVOSBs will submit bids at a fair market price.  It also allows awards of sole-source contracts to SDVOSBs when there is not a reasonable expectation that two or more SDVOSBs will submit bids and the anticipated contract price does not exceed $3 million, with the exception of manufacturing contracts where the contracting threshold is $5 million. In addition, the SDVOSBs are permitted to self-certify their business with no minimum percentage disability requirement stipulated. 

To quote the SBA Administrator, Hector V. Barreto, "President Bush has made it a priority to reach out to all of America's entrepreneurs, and we have a special responsibility to make an effort for those who sacrificed for our safety and freedom.  We have made a strong effort to do precisely that. Federal contract dollars to service-disabled veterans increased from $298 million in FY2002 to $510 million in FY2003.  But we want to do more.  The regulations being issued today will ensure that those great Americans who served our country proudly continue to have fair and open access to contracting opportunities." 

SBA has established an informational program guide in a Q&A format accessible at http://www.sba.gov/vets/procurement/procurement-pref.pdf  The guide thoroughly and clearly explains the program requirements lending assistance to veteran businesses and the contracting community.  

At the beginning of June 2004, the General Services Administration (GSA) announced the expansion of $260 million in federal contract dollars for disabled veterans under a new GSA program.  As a major federal acquisition agency, GSA is leading the effort to expand opportunities for SDVOSBs to compete for contracts with federal government agencies. GSA has developed partnerships with the Small Business Administration, the Department of Veterans Affairs, the Department of Defense, and the Defense Logistics Agency.  GSA Office of Small Business Utilization "Welcome to GSA's Service-Disabled Veteran" is accessible from GSA's homepage at http://www.gsa.gov   

Contractual procedures as they pertain to this program are contained within federal procurement regulations under Part 19.14.  As to the small business order of precedence, SDVOSB set-asides follow SBA 8(a) and HUBZone procurement consideration.     

The SDVOSB Program will provide much welcomed assistance to government agencies in their struggle to make progress towards reaching the assigned 3% national goal.  

You are encouraged to contact the specialists at your agency Small Business Office for more information regarding this program or any issue pertaining to the small business program. 

Jana Tull, HQ AMC Small Business Office Deputy Director, DSN 656-9186
SPECIAL  RECOGNITION 
AMC Besson Award Recognizes Procurement Excellence

Top honors for the 2003 U.S. Army Materiel Command (AMC) Frank S. Besson Award for Procurement Excellence went to three AMC contracting professionals for individual accomplishments demonstrating technical expertise and implementation of innovative procurement-related ideas or processes in support of AMC missions.  

The award was established January 1986 in honor of GEN Frank S. Besson, AMC's first Commander, for his lifelong achievements in acquisition.  The Besson Award is an honorary award program recognizing outstanding individual achievements of procurement excellence.  This annual award is presented exclusively to those nominated from the AMC contracting workforce in three categories, i.e., civilian intern, civilian careerist, and a military officer.    

The recipients were recognized at an award ceremony held 27 April 2004 at HQ, U.S. Army Materiel Command, Fort Belvoir, Virginia.  Each honoree was presented with a prestigious award plaque presented by LTG Richard A. Hack, HQ AMC Deputy Commanding General.  The plaque contains Commander’s Coins from HQ AMC, each MSC, and OPM SANG.   

The honored individuals in their respective category were: Ms. Suzanne L. Tilton (intern recipient), Contract Specialist, U.S. Army Communications-Electronics Command (CECOM);  Ms. Dorothy A. Anderson (careerist recipient), Contracting Officer, U.S. Army Aviation and Missile Command (AMCOM); and LTC Teresa L. Ortiz (military recipient), Contracting Officer, U.S. Army Aviation and Missile Command (AMCOM).  
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From left to right:  LTG Richard Hack (HQ AMC Deputy Commanding General), Edward Elgart (CECOM Acquisition Center Director), Suzanne Tilton, Dorothy Anderson, LTC Teresa Ortiz, Marlene Cruze (AMCOM Acquisition Center Director), and Jeffrey Parsons (HQ AMC Director of Contracting)

Malinda Richmond, HQ AMC Office of Command Contracting, DSN 656-8227
Kudos to CECOM Graduates
The U.S. Army Communications-Electronics Command is pleased to announce the graduation of the following Acquisition Center personnel.

Mr. Michael Neeb and Ms. Kristina Weaver successfully completed the Darden Business School “Commercial Business Environment – A Primer for Department of Defense Managers” program on 02 February 2004.  

Ms. Suzanne Anderson and Ms. Kristina Weaver both attended the Brookings Institute “Program for Emerging Public Leaders” which they successfully completed on 05 March 2004.

Ms. Linda College, Ms. Gail Jablonski, and Mr. Michael “Ric” Kelemen are Army Management Staff College graduates of the Class of 04-1 by successfully completing the “Sustaining Base Leadership Management” (SBLM) resident program.  The formal commencement ceremony was held at the College’s Fort Belvoir, Virginia campus on 02 April 2004.

Bob Tiedeman, CECOM Acquisition Center, DSN 992-3818
TRAINING  OPPORTUNITIES 

CECOM Acquisition Center Intern Institute 
“…Hits The Road Running!”

Shortly after the beginning of fiscal year 2004 and following the retirement of a significant number of “veteran” employees, the U.S. Army Communications-Electronics Command (CECOM) Acquisition Center was authorized to hire new personnel to fill its diminished ranks.  Forty-four (44) new interns were brought on board as potential “CP-14” careerists in mid-November 2003.  While clearly enthusiastic, these new interns were nonetheless woefully unequipped and unschooled in the processes and practices of the government’s acquisition business.

This situation gave immediate rise to an experience gap that was further exacerbated by an on-going “brain drain” of experienced careerists, those very careerists who might have otherwise provided guidance and training to the new interns.  In view of this reality, the CECOM Acquisition Center established an Integrated Process Team (IPT) to assess this potentially critical situation.  A situation that the Center’s leadership deemed so critical that, were it left unattended, could have had an adverse impact upon the Center’s ability to meet its important mission responsibilities over both the short and the long term.  As a result of the IPT’s deliberations, the CECOM Acquisition Center Intern Institute was established.  

The new CECOM Acquisition Center Intern Institute, although “ad hoc” in nature, assessed the challenge, developed an executable plan, and set out to achieve an important goal that is critical to the CECOM mission.  The IPT, working with the Institute’s designated “core teachers,” developed a curriculum that would be representative of the breadth and scope of the government’s acquisition business processes and practices. They prepared briefings, handouts, and made presentations over a period of over two months. 

This new intern training that might otherwise have required several months or years was condensed into just three months.  Three months of succinct and concise instruction conducted by recognized experts who, through dint of their efforts, served as an important and positive motivating force for these new personnel.   More importantly, these new and enthusiastic interns were able to “hit the road running!”  Following their basic orientation, the interns reported to the Institute on 22 November 2003.  All forty-four individuals were presented with a solid curriculum that consisted of “Contracting Basics,” “Contract Administration,” “Acquisition Business Processes,” “Information Tools and Techniques,” “Market Research,” “Competition Requirements,” “Small Business Considerations,” “Program Management,” “Fiscal Law,” “Contract Law Basics”, and “Professionalism and Ethics.”

The training was conducted in a collegial and supportive environment that recognized the disparate backgrounds and differing educational experiences of all involved.  This initiative represents a continuous process improvement and serves as a solid foundation for the new interns’ further training and formal education.  More importantly, the success of the new CECOM Acquisition Center Intern Institute serves as a positive motivator and inspiration to other personnel to become more actively involved in efforts to improve the quality, productivity, and operation impact of their assigned work.  The curriculum developed for this specific training will be institutionalized as it will be used as a training module whenever new personnel or new interns are assessed into the acquisition career field.

The IPT helped to accelerate the development of these new interns and provide them with the confidence to confront the challenges occasioned by the Army’s ongoing transformation efforts.  The CECOM Acquisition Center proudly recognizes those members who gave of their time and contributed to this important training endeavor . . .  Gail Clements, Karen Conti, Seth Custer, Nelson Duncan, Betsy Fee, John Frencer, Lawrence Hagany, Christopher Heim, Mary Patricia Kofron, Kim Kolb, Stephen Lascelles, Athena Loesch, Kenneth Macfarlane, Thomas McConnell, Debra Myers, Debbie Moretti, Nancy O’Brien, Andrew O’Rourke, Michael Palmisano, CPT Stevens, Rich Weingarten, Dr. Ashgar Syed, Patrick Terranova, Theodore Chupein, Marla Flack, Kevin Loesch, David Morrissey, Edward Kofron, Laura Conway, Francesco De Santis, Laurel Rodrick, Michael Brady, and Archie Ackley.   

Bob Tiedeman, CECOM Acquisition Center, DSN 992-3818
The Naval Postgraduate School 

Graduate School of Business and Public Policy

The Naval Postgraduate School’s Graduate School of Business and Public Policy, located at Monterey, California, has a solid reputation for delivering the highest caliber of graduate-level education.  The value of a quality graduate education is well recognized by senior leaders in the Army and other agencies.  The Army’s long-range vision and strategic plans, by necessity, call for leaders with the education and skill sets designed to meet the challenges which will face our future leaders, both military and civilian.   

The Naval Postgraduate School offers four graduate education master programs (Business Administration or Science), and one certificate program (Advanced Acquisition), designed to meet the challenges facing future leaders and practitioners in the acquisition, contracting, program management disciplines.   

· MBA - Acquisition & Contract Management (815 curriculum)

· MBA - Systems Acquisition Management (816 curriculum)

· MS - Contract Management (835 curriculum)

· MS - Program Management (836 curriculum)

· Certificate - Program Management (211 curriculum)

The programs are open to both DoD civilian and military personnel and provides for DAWIA Level III certification. 
All curricula provide students with the intellectual tools and capacity to maximize their effectiveness in the future through graduate education programs integrating teaching and research, capitalizing on teacher and student involvement, and focusing on the unique nature of acquisition, contracting, program management in the ever-changing world of the Department of Defense.  

The Naval Postgraduate School’s Graduate School of Business and Public Policy takes pride in being one of the only graduate-level institutions nation-wide to offer triple accreditation for its Master’s level programs.  The school is accredited by the Western Association of Schools and Colleges (Senior Level designation), the Association to Advance Collegiate Schools of Business, and the National Association of Schools of Public Affairs and Administration.  

Information related to these programs can be accessed at http://www.nps.navy.mil/gsbpp  Additional information can be obtained by contacting CDR Yoder (USN) for 815 and 835 Programs, Professor Naegle for 816 and 836 Programs, or Professor Dillard for the 211 Certificate Program.

E. Cory Yoder, ecyoder@nps.edu ,DSN 756-3619; Brad Naegle, bnaegle@nps.edu , DSN 756-3620; John Dillard, jtdillar@nps.edu , DSN 756-2650  
WEBSITES
Tribute to the Armed Forces

Our Armed Forces  -  http://home.insightbb.com/~armedforcestribute/     (sound - video)

Buried Iraqi Jets  - http://xpda.com/junkmail/junk155/buriedJets.htm        (slide show)
 

Adopt A Platoon Photo Gallery of Deployed Troops  -  http://www.adoptaplatoon.org/galleries/ 
 

TRIVIA

The famed Alcatraz prison in San Francisco was first used as a prison by the U.S. Army during the Civil War.

In World War I, women served as either nurses or telephone operators.  By May 2000, there were 10,505 female officers and 59,650 enlisted.

Since 1992, the United States has exported more than $142 Billion worth of weaponry. 

The Coleman company’s most valuable contribution to the military during World War II, producing more than one million, was the “GI Pocket Stove”, a lightweight one-burner stove that burned for two hours on a cup of the same fuel used in a jeep or a plane. 

In 1969, the Navy spent $375,000 on an "aerodynamic analysis of the self-suspended flare." The study's conclusion was that the ‘frisbee’ was not feasible as military hardware.

At the Pentagon, there are 17.5 miles of corridors, 131 stairways, 284 restrooms, 691 drinking fountains, and 7,754 windows.  Each day, more than 250 light bulbs are replaced. 

France took over all the taxi cabs in Paris to get soldiers to the front, so they arrived by taxi to fight the Battle of Marne in World War I.   

The very peak of the Washington Monument is not stone, but a 100-ounce solid aluminum pyramid, constructed as part of the monument's lightning protection system.  It was the largest piece of aluminum of its day, and was such a novelty that it was displayed at Tiffany's jewelry store before it was placed atop the structure. 
Instant replay was featured in a 1963 telecast of an Army-Navy football game. In 1964, it became a standard technique on television.

The Federal Reserve shreds 7,000 tons of worn out currency each year.

In 1917, during World War I, the very famous recruitment poster that depicted Uncle Sam pointing with the words "I want YOU!" was created.  The term "Uncle Sam" can be used as a synonym for ‘America’, and especially the ‘U.S. government’.   

The present gold holdings at Fort Knox are 147.3 million ounces. This weight would remain the same whether the gold was in a melted or solid state.  A standard gold bar is 7”x 3-5/8” x 1-3/4”and weighs approximately 400 ounces or 27.5 pounds.  

Britain developed the first Tanks for use during World War I. The word "Tank" was used because it didn't mean anything, and didn't give the Germans a clue as to its possible use. 
EDITOR’S  NOTE

“ACQ-TION News”, established in July 2002, is a publication of the U.S. Army Materiel Command (AMC).  Through this AMC-wide acquisition newsletter, AMC Major Subordinate Commands (MSCs) and their field offices share brief descriptions of the latest policy changes/initiatives, success stories, or other items of interest with the acquisition community. This newsletter is not intended to replace or be the sole depository for established individual command newsletters.  “ACQ-TION News” is published biannual, i.e., July and December, and made electronically accessible.

“ACQ-TION News” Editorial Staff:  

Chief Editor/Publisher:  Christine M. Alexander, HQAMC 

MSC Staff Members - July 2004 Issue:

Ed Jackson, AFSC 

Robert Lucas, AMCOM

Robert Tiedeman, CECOM

Dennis Longo, RDECOM AC

Mary-Louise McCarroll, TACOM

Disclaimer:

By submission of an article, the author grants HQAMC to publish their name, organization, and duty phone number in the article to be posted on the HQAMC Acquisition Policy Resource website.

Articles may identify individuals other than the author, but such identification must be limited to name and organization only.  Articles contained in this publication do not represent the official position of the United States Government or any of its agencies and are published for informational purposes only.  External hyperlinks within an article may be included. The appearance of hyperlinks does not constitute endorsement by the U.S. Army Materiel Command of the information, products, or services contained therein. 

HQ, U.S. Army Materiel Command

Office of Command Contracting, AMCCP

9301 Chapek Road

Fort Belvoir, Virginia  22060-5527

- - END - - 
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