1.  What are commercial best practices the government is not
using?

Make-to-Stock Orders  - Military Orders are Make-to-Order
Calendar Year Orders (Single Order Placement of Annual Consumables)
Inventory Control
Ownership and Operating Cost Control 
Designated USAF Buyer for Each Supplier
Accurate Configuration Control and Technical Orders

RFP releases could contain more clearly stated requirements.  Often

set unrealistic schedules.

We would modify some of the criteria’s on how you approve new sources of supply. We would add a plant visit to your criteria, stricter adherence to a quality system (ISO 9001, AS9100 etc.). and create family of parts for approval. Similar parts submitted for SAR declined based on small material difference (7075 & 7076 aluminum - 4340 & 300M) would not be declined if the company could demonstrate that it has previous experience in working with these.

We would suggest that Small Business Set asides apply to Canadian companies This would allow USAF to develop a more solid and competitive North American defense supply base to meet its needs.  

Electronic Data Interchange (EDI)-Current Source Approval, Request for Quotes and the approval process for repairs are submitted on paper, manually logged into a system and then evaluated.  Approvals take months.  Time adds cost on both ends of the equation.  Submittal and responses via EDI would make it easier and less costly on the requestor and speed the process up, reducing the cycle time for these processes.
Manage for the end result-Focus on the customer and the end product or service required.  Control should be maintained through the use of the performance specification, giving the contractors the freedom for design innovation.

Open lines of communication, advance forecasting, scheduled deliveries.


Customers have established quantity & delivery requirements

in broad terms over a several year period.  They then use a kanban 

system to pull inventory on a monthly basis.

For the most part, the government is using a transaction based supply chain concept.  Each time a requirement is needed, it is individually competed and put on contract.  The government should move toward long term supply chain relationships whereby a long-term contractual vehicle is in place and when a requirement is needed, the government simply orders it or has the contractor monitor usage and automatically assures requirements are available.  The government is slowly moving toward this, but not quickly enough.
The government should allow credit for business to small or disadvantage business when a large contractor uses these businesses as their suppliers.  Contracts can specify that a large contractor must use small and disadvantaged businesses by some percent and measure this toward meeting the government's goals.
Many times the government too narrowly views justification and approval for sole source--government should try to view J&A from a strategic perspective that encompasses the entire business proposal that is being worked, not just the contract at hand.
Multiple sources

Asking contractors for ideas, developing the idea and then competing that

idea discourages the sharing of information.  If a contract results for the

contractor that developed the idea it is worth our while.  What incentive is

there to be creative and develop new concepts if the idea is competed?  Why

not an interim award for a year or two before competing?  Prototypes are

allowed.

Following on the previous point, developing partnerships being an Air Force

initiative is really restricted to OEMs with sole source material.  How can

distributors get involved with partnerships?  Managing parts for multiple

OEMs accomplishes the gov't. objective but that larger group of parts ends

up being competed.  Why not a winner take all competition.  Fewer contracts,

less admin, one belly button for all delivery issues.

Authorize a purchase of forgings to hold for future use.  Then you have a bank that releases can be made from.


3.  What are your primary cost drivers and how can we change our
business relationship to reduce them and lower your costs to us?

Accurate Forecast of Your Requirements 
Better Communication
Obsolescence and Engineering Change Management to Incorporate Product Upgrades

Cost drivers for us are normally driven by the type of contract selected, I.E., FFP, CPFF, Etc. and the completeness of the data and requirements conveyed to us through RFOPs , etc. The degree of risk levied on contractors will normally be passed on in the form of higher prices.

Biggest cost drivers are purchase requirements for forgings particularly when a low quantity is involved.

Tooling is the main cost driver. Longer term contracts with forecasts of 3 years.

Time-Expand use of EDI, give us an advanced forecast with little change, simplify acquisition procedures, reduce the time required to issue delivery orders, process funds and purchase requests and reduce logistics response time

Quality-Limit the use of military specifications and standards eliminate non-value added requirements, minimize government unique terms and conditions, use past performance as a key factor in evaluation of offers and use performance oriented specifications

Costs associated with manufacturing and processing.   Placement or larger orders with scheduled deliveries.

Gov. Tooling - not being able to use equivalent tooling 
Maintaining a skilled work force with erratic Gov. needs.

Allowing additional sets of dies to be manufactured when it is cost

effective, could save the government lots of money.

Transactional business is expensive--move toward long-term supply chain management with contractors

Long term commitment to a family of parts.  Better tooling & equipment lower cost & turnaround time – reduce inventory.
The G009 form is something not done in the overhaul of commercial aircraft components.

Color of money issues needs resolution.  Going to a single color of money

which is being discussed takes away the inability of a user to get the

material necessary to accomplish their required tasks.  

Having government people being a little more candid in their actions would

go a long way towards building confidence in the system and processes that

we deal with.  Often it is one sided, contractor giving info and the Gov't.

just takes.

One large cost driver is when a question arises or an action is required by the government (waivers, deviations, first articles) it can take months to get an answer.  During this time our inventory and dollars are tied up.

Raw and manufactured material (in this case, foundry and castings) and labor.  Improved planning lead-times and early funding commitments.


4.  If applicable, what are the cost drivers unique to your
products?

Cost drivers to us will be desired quantities of the items required, special fixture requirements, necessary inspection requirements and specialized test equipment required.

Forges, casting with long lead-time.

They can become quite extensive, especially if new tooling or forgings are required.

The Praxair D-gun Coating has a proven record to last at least three time longer on various Gov. parts than the traditional chrome plating that is commonly used on various Gov. parts. Could save the Gov. big dollars, and the process is environmentally friendly.


Forgings and special plating processes.


5.  To what extent are quantity discounts/economies of scale
applicable in the items you sell to us?

Quantity Discounts/Economies of Scales are very applicable.


The quantity the more price are lower..........the more we know future quantities in advance the more price are lower


Start up costs such as tooling, learning, engineering, must be allocated over contracts.  Set-up times effect the cost of forgings and machining.

On R&O items, reduced freight via improved logistics, plus the improved set up costs for processing units

The cost and lead-time of forgings.


6.  What are the issues critical to your doing business with us?

Volatile Annual Production Volume Changes 

Growth 
Government Regulations and Specifications
Second-Sourcing
Obsolescence
Each Service is Developing their Own PSCM - ABSC sells to all branches of the government.  


Full TDP on solicitation day


J&A justification--need to view this broader   

We really need an “open door” relationship with purchasing, engineering, and quality.

Assumption of financial risk.

Having actual requirements that match projections and expectations presented during the proposal phase.

7.  Is the government restricting your use of technologies or
practices that would improve your capabilities?

 The Government does restrict us in our use of some qualified

foreign companies that may be producing the same, or similar assets for

foreign aircraft fleets, i.e., I.E.I who produces, modifies, and repairs

landing gear, etc. for  Israelis aircraft and other foreign governments.

It would be advantageous if the Air Force has the ability to let supplier work with O.E.M.S.

8.  Do you have capacity issues?  Is our demand too low to make
continued support of an item economically unfeasible?  Is our demand too
high?  Is our demand too erratic?

No capacity issues. Your demand is not too low or high. It is very erratic and difficult to plan for in terms of labor and resources

Smoothing your demand would benefit the vendor base in the long run.

Your demand is too erratic.  Leveling requirements through use of available allocation methods and techniques.


9.  How can we help you:
- Improve your cash flow
- Lower production costs
          - Improve lead times

Make-to-Stock Orders  - Military Orders are Make-to-Order
Calendar Year Orders
Inventory Control
Designated USAF Buyers for Each Supplier
Accurate Configuration Control and Technical Orders


Smooth and spread out deliveries.

This applies to improving lead times as well.


Lowering production cost could also be achieved by using long-term contracts with incentives to keep reducing costs over the period of the contract. This would then also reduce lead times.

Apply principles of Lean Manufacturing and Value Stream Mapping to the processes mentioned in the questions above

Conduct more two-way communication sessions and opportunities

Our Company combines data from multiple sources to create an accurate analysis of customer usage and market requirements.  This includes working closely with individual customers to assess and project requirements, remaining apprised of other sources of supply, reviewing historical usage data, and developing and maintaining usage requirements databases which serve as guides to developing future usage projections.

Our Company’s databases identify the lead-time of active parts.  In addition, the Company performs research on parts with future demand to determine when the manufacturing process should be initiated to meet a scheduled demand.  Our Company has established relationships with forging and casting houses to expedite the process as required, and it encourages a high level of communication and data exchange with customers to identify long lead-time items as early as possible.

Accurate forecasting. 
D.O. coverage and reps available at the same time. 
Be receptive to equivalent tooling. 
Renegotiate follow on contracts before ordering period ends on current contracts. 
Process all DD Form 250 in a timely manner.

Our company utilizes progress payments which are critical to support cash flow on large contracts.  Competition lowers production costs and improves lead times.  Your better vendors are constantly working on these items for you and our other customers.

Through the use of progress and milestone payments.

By making some or all improvements identified.

By improving requirement projections and potential spread or allocation of needed quantities evenly by month or quarter.


If we could change anything in the way we do business with you, what would it be and why?

ABSC would recommend changing the adversarial relationship between the buyer and seller in the military supply chain.  Teamwork is required to reduce cost and support the warfighter.

The use of "quarterly" orders for our repair contracts has been a major problem for our business for several reasons:
 

1)  Quarterly orders with widely varying requirements reduce our ability to conduct the production planning necessary to complete Air Force contracts by making it more difficult to:

 

    a)    hire & train appropriate levels of skilled employees

 

    b)    ensure adequate staffing levels to meet production deadlines

 

    c)    purchase long lead replacement parts to support our overhaul activities.  Many of the parts purchased have 6-12 month lead times and are purchased far in advance of the contract delivery order

 

2)  Quarterly orders place an increased financial burden on small businesses by:

 

    a)    making it impossible to reliably amortize tooling & special test equipment costs

 

    b)    making it difficult to predictably recoup overheads and fixed costs

 

    c)    increasing working capital requirements

 

 

Within the framework imposed by congressional funding, longer-term contracts would help to make the Air Force's industrial partners more efficient and better able to hold down costs.  Quarterly orders likely solve a short-term budgeting problem, but they clearly raise the Air Force's long-term costs of doing business.

This is a perfect example where competition has been thrown out the window in favor of the OEM.
 

Another problem is also in the engineering support.  Qualification packages are evaluated in a completely different manner, depending on the individual engineer. It is very obvious that the F-15 engineer is doing all he can to put the work back in the hands of Goodrich.
 

The buying side of the house will not stand up to engineering, no matter how good of a track record your company may have.  As a major competition to Goodrich, I do not understand why OO-ALC want to pay more for a part, not get it on time, (Goodrich is notoriously late) and get no better quality than with a highly qualified small business.
 

DLA generates hundreds of purchase requests, but they only buy a about 50% of their PR's.  There appears to be a lack of coordination between DLA and the end user.
I know there are funding questions but the IM's at DLA seem to be working from a different page than the end user.
 

Why does it take so long to have qualification packages reviewed at OO-ALC that are sent from DLA?  This long evaluation period only slows the procurement process.
 

Our company has just added 3000 square feet to out production area and bought a new 300M Mazak lathe.  This will enable us to better serve our customers, Boeing, Lockheed Martin and DOD, but it is very frustrating to be treated in a differential manner by the engineers at OO-ALC.
