Wolfe, Marcella


Problem Statement:  DLA must reduce the number of contracting actions to properly administer active contracts and manage contractor performance. 
Discussion:  Defense Logistics Agency (DLA) manages millions of parts for various weapon systems across all Federal Stock Classes (FSCs).  Defense Supply Center, Columbus (DSCC), one of DLA’s three product centers, issued over 800,000 contracting actions (long-term contracts, purchase requests, etc) in 2002 to more than 5,000 contractors.  However, 500 contractors accounted for 80% of the total dollars purchased.  
Alternatives:

1. Continue on the same path.  

· Continued outsourcing to Virtual Prime Vendors, large distributors (ex: SPS), increased cost of items (layers), management and delivery of items (expediting), thin workforce (too much work—so little time)
2. DLA could group the items into manageable packages for solicitation award again
· Culture issues with centers (maybe one center versus two wouldn’t have issues?), contractors already on contract, thin workforce
3. Business Systems Modernization (BSM) could save manpower by using automatic solicitation/award processes
· Lack of current viable direction and results, still thousands of contracts to manage but system may help with managing (supply function versus focus on contracts) items

4. DLA could work with DoD and the centers to develop one acquisition strategy (solicitation and award document) for all items (by FSC or by class)
· Large coordination strategy between center and departments,  buy-in, tight control on solicitation/documentation needed, BSM needs to include supporting strategy, customer/supplier focused teams,  contracts are by supplier (CAGE), manage supplier not supplies—culture issues

Recommendation:

DLA should develop one acquisition strategy by developing a standing solicitation/award document covering broad scope of items 
· Same terms for all contracts and contractors allows items to be added
· Central control of documents / viewed by all / items added by all 

· One contract number per CAGE (current restricted to 5 year contract—waiver?)

· Items added as they are solicited/evaluated/awarded

· Specific incentives written in the document to reward contractors for overall percent on-time delivery 

· Currently developing MOUs outside the contract with large businesses   
· Each solicitation against the standing ‘solicitation’ would be called an advertisement; each advertisement synopsized individually
·  Items advertised, evaluated and awarded NSN by NSN to eliminate bundling issues; however groupings can/should be large to maximize process

· Contractors may support no/low demand items with one contract  

· Training small business how to participate and manage contracts issued  
· Training contracting officers/buyers how to solicit / award 
