DOMESTIC SOURCING CONFERENCE, MAY 4, 2004

DEFENSE SUPPLY CENTER PHILADELPHIA

We apologize at this time, as we are not releasing the conference attendees list, however, you may submit a formal written request to receive the attendees list though our FOIA process.  

Paul Zebrowski, Chief, Procurement Management

Mr. Zebrowski opened the Domestic Sourcing Conference with a few remarks and some administrative business.  He explained that the main focus of this conference would be to discuss ways to increase domestic sources.  He briefly explained the schedule of individual presentations by Small Business and Commodity Directorates, then break-out sessions for questions and answers by commodity.

Steven Bernett, Deputy Commander, DSCP

Mr. Bernett welcomed everyone to Philadelphia and the Domestic Sourcing Conference.  He encouraged the contracting community to present their ideas to expand DSCP’s industrial base.  He explained that there have been challenges finding certain products that are entirely domestic.  The purpose of this conference is to develop American sources for these items.  (See speech for more specific information.)

Rick Sacidor, SBA Procurement Center Representative

Mr. Sacidor gave an overview of the services available from the SBA to small businesses to assist them in their dealings with the Federal government.  He described business support activities such as subcontracting opportunities, size issues, surveillance, review of procurement opportunities, and joint ventures/affiliations.  He encouraged the small business attendees to take advantage of such resources as technical assistance centers, small business development centers, and contracting counseling.

Vinnie Rice, Small Business Administration

Mr. Rice discussed PRO-Net, which is part of the Central Contractor Registration (CCR).  PRO-Net is a dynamic small business search that helps locate small business sources.  He also explained SUB-Net, a program where prime contractors post subcontracting opportunities for small businesses.

John Cuorato, Deputy Director, Directorate of Subsistence

Mr. Cuorato stated that the mission of  Subsistence is to manage the food supply chain and be the Federal supplier of choice for food products.  He also mentioned that there are currently 54 Prime Vendor contracts in place, for Food Service, Produce, and Operational Rations.  The Army is their largest customer, but there are increasing numbers of non-traditional customers such as the National Guard and School Lunch Program.  

Subsistence has shifted from managing vendors to managing inventory.  Generation II contracts include Performance Based Distribution Fee and Deployment Zone additions.  National Allowance Pricing Agreement (NAPA) is a feature of every Prime Vendor contract, buying brand name products at a savings.

Mr. Cuorato next described the Electronic Commerce Initiatives used by Subsistence:


Invoicing web site for produce vendors, dairy and bakery;


Receipt reconciliation tool;


STORES – Subsistence Total Order and Receipt Electronic System; and


CFMS - Common Food Management System, the one system used by all the armed services to use one system.

Subsistence faces difficulty procuring several items from domestic sources.  These include all types of fish, juices, coffee, canned mushrooms, and okra.  But food that has been processed in the US, although grown outside the US, meets the Buy American Act.  He concluded with the statement that it is also difficult to provide subsistence support to the warfighters overseas, e.g., the current situation in Iraq, where food convoys are attacked.

Dennis Dudek, Deputy Director, Directorate of Clothing & Textiles (C&T)

Mr. Dudek presented C&T’s mission, which is to provide dress/field uniforms, protective gear, and field gear to the armed forces in peacetime and war.  C&T relies on best value long term contracts – in peacetime 95% and 76% with Operation Iraqi Freedom.  The Berry Amendment restricts DoD to domestic sources; unfortunately the textile industry is increasingly going offshore and imports are rising.  C&T conducted an Industrial Base Study for Congress because of concern over the 65% loss of textile vendors in the past two decades.  Additionally, there is concern over the disappearance of import quotas at the end of 2004.

The items not available domestically for C&T are:


Latex, for rubber gloves,


Rayon yarn, for dress clothing, flags, insignia, and labels,


Polyester tow, for windbreakers, and


Nylon fiber, for parkas, wet weather gear, sleeping bags, field hammocks, etc.

One initiative that C&T has implemented is Virtual Inventory Manager (VIM), which is an application tailored specifically for uniform and clothing manufacturers.  It allows real-time visibility of invoicing, acceptance and payment.  Another is warfighter.net, which is a 24 hour online system for customers to place orders, get status, and track delivery.  A third initiative is Radio Frequency Identification (RFID), an automatic identification and data capture using radio waves to transfer identification data from tags to readers.  It will be used on individual protective equipment first and is expected to increase asset management efficiency.

Steve McManus, Director, Directorate of Medical Materiel

Mr. McManus opened by stating Medical’s mission, which is to provide medical materiel support to the military health system, and help health care providers perform their patient care mission.  Medical’s daily challenges are economics in the business of health care, rising costs, and reliable next day support.  In crisis situations, the challenges are to be ready on day one, for varied missions requirements, and to sustain and resupply medical materiel.  

The tenets of customer service include a forward presence, providing the best Federal price, having strategic partnerships, and electronic commerce.  The transition to commercial business practices started with Prime Vendor (PV) Generation I, on to Generation II, and web based ordering – Medical Electronic Catalog (ECAT).

Pharmaceuticals account for the highest percentage of medical items at DSCP.  Pharmaceutical key initiatives are:  Pharmaceutical PV beginning with Generation III; DoD/VA Agreement for joint national catalog with single Federal price; to improve Fleet PV; Nerve Agent Antidote acquisition; and the flu vaccine program management.  Med/Surg key initiatives include:  Medical Pricing Initiative Contract (MEDPIC); Medical/surgical (ECAT); redesign PV support; and improve Fleet PV.  Equipment key initiatives include: Bio Safety Modular Lab; ECAT expansion; and teleradiology – Digital Imaging Network – Picture Archiving and Communications System (DIN-PACS).

Logistics support strategies for Medical Materiel include:  PV/PV surge; Vendor Managed Inventory; Contingency Contracts, and Overseas Support Initiative.  Readiness strategies include:  focus on resupply requirements; investment in contingency material; building intelligence; and investment in Information Technology applications that support readiness.  Commercial support has proved successful in meeting wartime surge requirements in the current Operation Iraqi Freedom.

Neil Kovnat, CBU Chief, General & Industrial Directorate (G&I)

Mr. Kovnat began the presentation with a listing of the major categories managed by G&I, which are construction equipment (Class IV), major end items (Class VII) and weapon systems (Class IX).  Examples of these items are marine lifesaving/diving equipment; fire and emergency services equipment; heavy equipment; containers; wood products; pallets and drums, and metals.

The key initiatives in G&I are Integrated Prime Vendor (IPV); Maintenance Repair Operations (MRO) and MRO Services.  IPV is on-site stock of expendable items used to repair or overhaul weapon systems via supply chain management tailored to individual customers.  MRO covers items such as electrical items, plumbing, heating/air conditioning, paint, lumber, tools, and hardware.  MRO Services covers ventilation, grounds maintenance, renovations, asbestos removal, painting, and other maintenance type work.  

The initiatives above are based on a “push” system versus “pull” requisition driven for managing benchstock locations.  Direct benefits to the warfighter are lower costs and leadtimes, as well as better availability and readiness.  G&I has attained sales growth and customer growth moving from logistics mass to logistics velocity and visibility.  There is a high degree of customer satisfaction, 98% fill rates, and significant savings in inventory.

************************************************************************

SUBSISTENCE BREAK OUT SESSION
 
1. Mr. John Cuorato, Deputy Director
2. Mr. Tom Lydon, Chief Food Service Commodity Business Unit CONUS
3. Mr. Al Calluso, Legal Counsel
4. Ms. Elizabeth Romano, Chief, Subsistence Support Division, Office of Procurement Management

5. Mr. John Steenberge, Chief, National Allowance Program Agreements (NAPA)
6. Mr. James Le Collier, Contracting Officer, Rations Individual Assembly 
7. Mr. Harry Streibich, Contracting Officer, Unitized Group Rations
8. Mr. Rich Golden, Industrial Base Preparedness Specialist
9. Ms. Rosita Carosella, Produce CBU
Opening Remarks delivered by Mr. John Cuorato beginning with introduction of the DSCP staff.  Mr. Tom Lydon assisted Mr. Cuorato and both explained the purpose of the session was to address domestic sourcing topics specific to Subsistence.  Mr. Cuorato opened the floor to questions from the attendees.
1.  The first topic was raised by a domestic supplier of an item identified as an Oxygen Scavenger which is used as a preservative in the MRE retort pouch.  When a new awardee received the contract, the awardee selected a foreign source to purchase this non food component.  The product from the foreign source was lower ($24.00 per thousand vs. $28.00 per thousand from the domestic source.)  Mr. James Le Collier, the Contracting Officer, was fully aware of the situation. Discussion took place between Mr. Calluso, Mr. Cuorato and the domestic supplier, who stated his company was unable to meet the foreign source’s price resulting in lost business.  Mr. Calluso stated that the “Berry Amendment” does not apply to this non food component.  Another point made was DSCP could be put at risk with any one domestic source in the event that company discontinued producing. 
      Recommendation:  Mr. LeCollier will investigate a feasible solution for this supplier by discussing the situation with the current contractor.  Together with Mr. Golden of the Industrial Base Office, the situation will be explored to determine if restricting the origin of this item to the United States will strengthen the industrial base in the event of a national emergency.
2.  How are NAPA items monitored for Berry Compliance?      - Mr. Steenberge discussed the various checks in place under the NAPA program –as follows:
a.  When a NAPA agreement is signed “Compliance” is part of the basic agreement.

   b.  A few years ago monitoring of the NAPA program was contracted out.  Checks were incorporated into the Prime Vendor’s (810) Electronic Invoice which verifies that the  product delivered to a military customer comes from a DoD approved domestic source.  The invoice also includes the manufacturer’s UPC and SKU numbers.  

As a result of this enhancement, Mr. Steenberge stated there has been a 50% reduction of foreign products getting through to customers.
 
3.  A corporate business manager from World Marketing raised the point that there is nothing on the United States Commerce Department (USCD)  certifications that state raw material is of US Origin.  It is the USCD audits’ intent to identify what product is being procured.  Mr. Steenberge agreed and will follow up with USCD to insure that in the future documents, Berry compliance is indicated.

 
4.  Does DSCP require brand name products?  No, customers need to stay within their Basic Daily Food Allowance and couldn’t afford all brand products.  Many customers find private labels to be more conducive to their needs.  In most cases, customers prefer brand names “out front,” whereas distributor’s private label products are more often used “back in the kitchen.”

5.  A Small Disadvantaged Business owner who is also a 9 year military veteran discussed his desire to supply catfish to military cutomers.  This led to a discussion of subcontracting plans.  The attendees were informed that DCMA administers and monitors all subcontracting plans.  Tom Lydon set up a private meeting with this SDB owner to provide him with additional assistance.  A statement was made by Rosita Carosella, Produce Business Unit, that 90% of produce sales go to Small Business leaving 10% of produce sales to Large Business.

6.  What items in Subsistence are difficult to source domestically?  Tom Lydon responded with the following:


- Canned mushrooms (only 2 CONUS suppliers)


- Juices

- Okra

- All types of fish

- Coffee 
 
7.  Berry Defined:  DSCP Management explained at length the definitions of the Buy American Act and the Berry Amendment (codified into Public Law).  It was explained that the current rule states “processed foods that have been domestically manufactured, regardless of where the ingredients were grown or produced, are Berry compliant.”  However it was explained that fish and seafood are an exception to the stated processed food exception and must be domestic.

 
8.  Processing Defined:  Some significant transformation of product needs to be done domestically, i.e., does not mean repackaging.

Items to be added to the list at FAR 25.104(a):  Three years ago Rations personnel began the process of adding three items (Bamboo Shoots, Grapefruit Sections and Water Chestnuts) and although a proposed rule was published in the Federal Register on September 15, 2003, the items are not yet listed in the FAR. 

  
Wrap Up Statements:

1.  Management was questioned about DSCP’s “intent” in having the conference.  Mr. Lydon stated certain issues originated in the C&T Commodity, and further explained its significance as domestic availability is an issue DoD deals with every day.  He made the point that compliance is mandatory under Public Law.
2.      Mr. Jim Le Collier expanded his statement by saying that, “We are attempting to locate any “UNKNOWN” domestic sources out there” and explained that there is a requirement to conduct market research even when items are listed as nonavailable in FAR 25.104(a).  
 

************************************************************************

CLOTHING & TEXTILE BREAKOUT SESSION 

Dennis Dudek hosted the breakout session.  A cadre of a dozen or more C&T personnel and perhaps five or six personnel from various Contracting Support Teams also participated and supported the meeting.  The informal approach coupled with personal anecdotes and some funny quips, most were relevant to the subject at hand, made the 2.5 hour session fly by.  The total attendance of both government and non-government personnel was well in excess of 100 attendees; and probably closer to 125.  

All five of C&T’s concerns were discussed.  Potentially, there are new resources for the polyester tow,  modacrylic fiber,  and 210 denier nylon (as well as other denier nylon fiber compositions available).  The rayon issue has been partially resolved as there has been an agreement to change the requirement to polyester.  However, there was a supplier of acetate fabric who presented his view that acetate is a "better” alternative to polyester.  This supplier stated it is a natural fiber (cousin to rayon) and significantly more resistant to perspiration odor than polyester.  

The Rubber glove issue was not resolved.  There were several dealers/manufacturers present.  Ultimately one of the two remaining manufacturers pointed out that DSCP did not “buy” enough to sustain domestic production for the types of rubber gloves in question.  The other manufacturer, who we recently found out, owns two Mexican glove factories, has pricing significantly higher than foreign made rubber gloves.  This is an issue that the government continues to have concerns about.  C&T promised to fully investigate the issues and circumstances involved.

Many of the members requested that they be notified of the results of the actions that C&T intended to take to answer some of the questions.  Also the attendees requested a listing of the names and telephone numbers of all the government attendees and points of contact for various inquiries.  Mr. Dudek requests that a list of all the C&T attendee’s e-mail addresses be provided  to him so that the Directorate could send out both overall and personal responses to questions asked.  Minimally a telephone number for each C&T attendee was requested in the event the attendees did not provide an e-mail address.  

Items/questions discussed  (well over 25 with both group and individual dialogue)

Aside from the specific five items listed by C&T as domestic sourcing concerns at this time, there were a number of other “contracting issues/concerns,” raised by the audience.  Mr. Dudek, C&T personnel and various Support personnel; the Armed Services, Legal, Policy, SBA, Natick research, et al; provided answers or promises to answer.  On issues that could not be directly answered at this time, there was a commitment to answer/resolve/look into specific concerns.  Some of the issues/concerns are:


1.  A textile manufacturer asked how he could sell his product to end item suppliers of military products.


2.  Another cloth manufacturer stated he could not compete with UNICOR labor pricing.


3.  A number of attendees complained about how untimely it  is to get specifications and also “Tech changes.”  The comment was made that it is difficult to get this information and in many cases impossible to react with confidence and/or correct pricing in a timely manner, because all the information is not readily available.


4.  The unavailability or inadequacy of the quantity of sample yardage for some items.


5.  Several contractors expressed ire in that they have helped the U.S. Army Soldier Systems Command (located in Natick, MA) design products and nothing has come of them in 3 to 5 year periods of development time.


6.  What will DSCP and/or the Government do when demand drops off, to protect/preserve the contractors?  The effects of the massive/rapid build up followed by the equally massive drop off of contracts resulting in loss of suppliers and devastating results for the survivors, were raised.

7.  The question as to what kind of programs the DoD or government has in place or should have in place to maintain an Industrial Base was raised.

8.  How long will the current level of spending last was discussed.

9.  How does the government go about or insure that they indeed do receive products and materials that are produced domestically.

10.  Sub contractors asked how they could contact or let prime contractors know that they wish to participate in government contracts.

11.  The comment that the individual Armed Services, buy “off the GSA schedule,” but there are known product(s) that have not been domestically produced or made from domestic available products, was questioned.

12.  A comment was made that Homeland Security and the GSA were not bound by DoD rules and regulations.

13.  A question was raised about how one goes about reporting off-shore product delivered to the government.

14.  The subject of Radio Frequency Identification tagging was brought up and discussed.  

The meeting was closed with Mr. Dudek explaining how this is an ever changing world.  He then described a test program in its infancy.  His example used a situation where a soldier in Iraq in need of a Battle Dress Uniform (BDU) coat:  would be able to order a garment by his size (with his name tag, patches sewn on) and it would be personally delivered to him; just like a UPS commercial package is handled; all within 7 days or less.

************************************************************************

MEDICAL BREAKOUT SESSION

John Charalabidis, Medical/Surgical Distribution and Pricing Agreement (DAPA) Program Manager, Medical/Surgical CBU

Mr. Charalabidis provided an overview of the Medical/Surgical PV Program, including the Regional Standardization initiative.  He explained that being a (DAPA) holder is the way to be a supplier under the program.  As a DAPA Holder, the Government will provide software, technical assistance, and DoD Points of Contact.  He stressed the importance of marketing items to our customers.  He also gave a brief overview of the Medical ECAT program.

Michael Medora, Commodity Logistics Specialist, Readiness CBU

Mr. Medora gave an overview of Medical's Readiness Program.  He described the Vendor Managed Inventory (VMI) and Corporate Exigency Contract (CEC) Programs.  VMI contracts are generally partnerships with distributors and can give the Government access to, potentially, a wide range of items.  CEC contracts, on the other hand, are partnerships with manufacturers that give the Government access to a greater depth of items.  Mr. Medora also discussed the Medical Contingency Items List, which is the Services "go to war" requirements.  He also touched on the fact that there are surge clauses in Medical's Prime Vendor (PV) contracts.

Mr. Charalabidis, Mr. Medora, and DSCP's Office of Counsel representative, Ms. Deirdre Stallworth, fielded a number of questions from the audience.  Mr. Charlabidis indicated that if a question could not be answered at the breakout session, it would be referred back to the technical expert at DSCP.  The following is a sampling of questions and discussion points.  

1.  One person asked how they could get their item, a refrigerator, in the Government's Supply system.  After some discussion, it was agreed that the item should be referred to the Joint Readiness Clinical Advisory Board.  Mr. Medora indicated he would provide this person with a telephone number.  

2.  Another person asked about Federal Supply Schedules(FSS) and DAPAs and whether all pricing would be merged into DAPAs.  Mr. Charlabidis indicated that when there is FSS pricing for items under the Medical PV program, FSS pricing will be loaded on the DAPA systems.

3.  Someone asked a question regarding latex gloves sales through PV and other more traditional contracts.  Ms. Stallworth suggested the contractor visit Medical's website for information.  She also indicated that if he wanted official Government records, he might have to come in under a Freedom Of Information Act request.  The contractor's name and number were given to the Medical/Surgical CBU Chief. 

4.  The same contractor inquired whether the PV could substitute items.  Mr. Charalabidis indicated that it could not without the customer's permission.

5.  Finally, this contractor asked what would happen if DoD could not get gloves because all are being made overseas.  Mr. Charlabidis indicated that glove manufacturers are plentiful and it is doubtful that we would not be able to get gloves from someone.

6.  A surgical instruments manufacturer questioned some small dollar awards DSCP made.  He said the awarded items were manufactured in a nonqualifying country.  Ms. Stallworth advised the gentlemen to send in a letter to the Contracting Officer explaining his concerns.  

7.  The same surgical instruments manufacturer will submit of list of its items to Mr. Medora who will check to see if any of them could be candidates for a Readiness contract.

8.  A medical drug repackager asked how she could find out about solicitations on the street.  Mr. Medora suggested FedBizOpps.  During this same conversation, it became apparent that there was some confusion about the terms “kitting” and “prepacs.”  Mr. Medora explained the difference between kitting, as it relates to Medical’s Assembly mission, and prepacs that some of the Prime Vendors provide. The vendor was interested in finding out what type of prepacs Medical requires and asked to be notified when a solicitation is released involving prepacs.  The vendor agreed to provide Mr Medora with information on the different types of repackaging that they can provide and then move forward from there.

9.  A contractor had some questions on Radio Frequency Identification (RFID) including whether there were vendors who could help DoD contractors get ready for RFID requirements.  Mr. Medora indicated that he would have Medical's packaging specialist, the RFID point of contact, contact the contractor.     

10.  Mr. Medora received two inquiries on Nerve Agent Antidotes.  He indicated he would have someone from DSCP familiar with the program contact the interested parties.  

************************************************************************

GENERAL & INDUSTRIAL (G&I) BREAKOUT SESSION

Neil Kovnat, Facilities Maintenance

Chris Cosfol, Contracting Support Team

Joe McHenry, Containers

Tom Lauersen, Facilities Maintenance

Tony Armentani, Lighting

Neil Kovnat opened the session with a discussion of the items that G&I cannot obtain domestically: tiny lights such as LEDs, steel shipping containers and liners.  Questions and issues discussed were as follows:


1.  A Contractor asked if DSCP has a list of G&I items that we need produced domestically.  What products do we buy most?  Mr. Kovnat replied that the contractors should look at FedBizOpps to see what is open.  Check DSCP G&I’s website for a listing of the 500 lamps and lighting that are bought most often.  If we have a problem on an item, contracting officers should publish a sources sought notice in FedBizOpps.  The new Weapons System ICP may result in a new/unified method of publicizing such needs.


2.   A contractor asked if there was any other method to access information instead of FOIA. The contractor would like to access information concerning Prime Vendor (PV) responsibilities so, distributors can approach them in order to determine which commodities are dealing with his items.  Mr. Evanitsky explained that PV information is covered on the MRO PV website.  Distributors then can access the names of PV contractors.  PVs may not be aware of which commodities the contractoroffer.

3.  Mr. Cosfol explained that instead of FOIA, DSCP could expand information on PVs.  The G&I website lists the range of products bought by MRO/Services.  If there are gray areas contractors should contact the applicable contracting officer. 

4.  Mr. Cosfol discussed the General Services administration (GSA).  GSA appears to be in competition with contractors but they are not covered by the Berry Amendment.  It only applies to DoD.  GSA might have to fall back on DSCP to find domestic sources.

5.  A contractor asked how to get their part number on the approved supplier’s list.  The solicitation names a specific company and national distributor.  The contractor sells the part but the national distributor does not have the same part number.  The company buys the part from “ABC Company” and it is less money than the other offeror but lower offer does not have an approved product.  Mr. Cosfol explained that the actual Original Equipment Manufacturer (OEM) has design rights.  A contractor’s product must get approved.  Live acquisitions allow contractors to submit an alternate offer package.  Alternate offers for weapon systems must go to other activities.  It might take a long time to complete the process in order to get the product approved.  In the past the product request was sent for review and approval to Mr. Cosfol who serves as the Competition Advocate.  Then for future solicitations, the contractor’s newly approved part number should be available.  Commercial products will not take long to get approved.

6.  A contractor asked whether or not DSCP will have a viewable bailment program or a reverse engineering program.  Mr. Cosfol replied that there is no longer a lot of attention for reverse engineering.  It is difficult to reverse engineer weapon systems.  Mr. Kovnat added that even when we have a part available for reverse engineering we cannot provide proprietary data.  DSCP has to be careful because we should not encourage people to produce something if it is not a definite requirement.

7.  A contractor mentioned that they were buying same part as the OEM/approved sources but their product is not listed as approved in the item description.  Mr. Cosfol explained that the OEM revises their parts but they still have proprietary rights.  DSCP may not be able to approve a source.  The OEM must update as appropriate and alter the design if necessary.  

8.  A contractor asked how to get in touch with another point of contact in case the buyer is on vacation.  The contractor had a discrepancy in their contract.  One section of the contract listed Inspection at Acceptance and another section listed Inspection at Origin.  Mr. Cosfol replied that the contractor can find the buyer’s supervisor via the Internet.  In the near future new technology will allow contractors to print out shipping labels or at least request that labels be faxed.  The new internet system is Distribution Management Planning System (DPMS).

9.  A contractor asked if DSCP combines multiple items on long-term contracts.  Mr. Cosfol replied that DSCP is very receptive.  In fact, contracting officer Ms. Brucks has 5,342 items on long-term contracts at this point.

10.  A contractor asked if there is any way to indicate to the buyers that the contractor has 250 parts in stock.  Even though the solicitation only requests 200 parts, the contractor would like to make extra parts available to DSCP.  The Internet Quoting System (IQS) does not allow remarks concerning extra parts.  Soon IQS will be obsolete and DLA Internet Bulletin Board System (DIBBS) will be the new quoting system.  Mr. Cosfol mentioned that those issues will be discussed with the systems people.  He replied that the contractor can email the buyer if he wants to provide extra parts to DSCP.

11.  A contractor asked what methods need to be followed in order for contractors to provide an acceptable product to DSCP.  The contractor claimed that as soon as they send their proposal to technical the solicitation is closed because the process takes so long. Mr. Cosfol explained that the drawings may be obsolete if they are old.  MILSPEC may also be discontinued or old.  Commercial specification may be available and the technical folks must be notified.  Altering procurement descriptions may take a long time.  

12.  A contractor discussed their problems with one solicitation for plexiglass housing items.  Another contractor quoted a price lower than any of the qualified product list (QPL) suppliers.  The material could not be from the QPL, so the first contractor protested.  The contractor did the legwork - there were only 3 QPLs, and DSCP awarded to a vendor not on the qualified product list, at a price lower than any of the QPL sources.  Therefore, the awardee misrepresented who was providing them with material for the plexiglass.  Mr. Cosfol reiterated that protesting is the right step if a dishonest company was awarded a contract, or another contract under a new cage code.

13.  A contractor had an issue relating to a low Automated Best Value System (ABVS) rating for late deliveries that were not their fault. The Distributors had problems concerning metal fasteners because Economic Price Adjustment (EPA) clauses hit their ceiling.  Mr. Cosfol suggested that the contractor should adjust their prices in order to follow the consumer price index or forecasting.  Contractors should also notify DSCP as soon as possible if any problems occur concerning delivery. It has been more prevalent on sheet metals.  Fasteners usually do not experience high price increases.  Mr. Cosfol will inform the buyers concerning price related issues for fasteners and sheet metals.
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