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Questions & Answers

Q1:  
When do you anticipate stopping taking orders on Networx?
A1:  
When a service order is placed within the telecommunications system, it goes through a process and service is delivered.  Once that service is turned on, an annuity of service is created.  GSA has not yet discussed “how and when” that service will be turned off.  At some point, a determination must be made to halt contract modifications on Networx and accommodate new requests on EIS.  GSA will be developing a policy to address this in the coming months.  The decision is complicated, depending on what and when the requested service is required.  GSA will work with affected agencies and suppliers to ensure that clear policy provides a speedy transition.  From FTS2001 experience, we understand the need for this.  The peak business volume on FTS2001 actually occurred in 2009, two years after the award of the Networx contract.  

Q2:  
Agencies take a long time to make their award decisions for fear of protests.  How can we help NS2020 get past the protesting of awards and prevent “holding back” the government from moving forward?  How can we help to mitigate the impact of protests?  How do we get around the “red tape” and make progress?
A2:
GSA must meet the requirements set forth under the Federal Acquisition Regulation (FAR) Part 16.505.  Additionally, the Defense Appropriations Act allows for the ability to protest task order awards.  GSA intends to provide consultants who are trained by the EIS Program Office and contracting staff to help the agencies with executing the Fair Opportunity (FO) process for EIS task orders.  This will shorten the learning curve on how to conduct task order awards and facilitate the development of consistent, even flowing solicitations that follow the FAR requirements and alleviate the opportunity for protest.  The key is being prepared for evaluations and applying consistent award criteria.  Another point to consider:  the more FO decisions made, the greater the potential quantity for protest; with more bundling, less FO decisions are made but the impact of a protest is much greater.  For example, is a FO decision for something like long distance voice necessary for every agency customer?  With bundling, one to two FO decisions for long distance voice could be made for the entire federal government, but a protest would then delay transition for all of the agencies involved.

Q3:  
Per GSA, long distance voice is roughly 2.7% of the purchases through Networx and declining.  But adding voice traffic from the LSAs and WITS will cause this number to grow.  When will there be a strategy released to industry on how GSA plans to integrate the LSAs (including WITS) into the EIS program?  
A3:
GSA is currently working with industry to discuss approaches for handling the transition of regional services and working with the Regional Directors to gather and analyze data for each LSA (e.g., services included, expiration date, business volume).  These discussions are helping GSA examine the factors, assumptions, risks, constraints, and consequences of any strategy that is put in place.  Voice is a mandatory service for vendors to propose on EIS.  Adding voice traffic from the LSAs and WITS will initially make the business volume of that service within EIS to approximately 10%, but the demand for long distance voice service is declining.  Agencies are likely to be transformational and voice will become an application in the stack delivered across a broadband network.

Q4:
GSA is doing a great job being transparent and interacting with industry—providing information, listening, and responding.  What can GSA do to provide similar transparency for the upcoming task order and FO competitions?  
A4:  
The agency transition plan is the first step.  The agencies need to identify how they are going to do their transitions and the kinds and numbers of FOs they are going to make.  EIS will provide a delegation of procurement authority to an agency contracting officer.  It is up to the individual agency on how they want to pursue their second level acquisition.  As a recommendation, the agencies can follow what GSA has done and be as transparent as possible, but GSA does not dictate acquisition policy to the agencies.  GSA will be meeting with the Chief Information Officers (CIOs) of the top 10 to 15 customer agencies to discuss transition and will emphasize the importance of the agency’s transition plan.  Regarding transparency, there is complexity to consider.  For example, at the last industry meeting, GSA was asked to share sample Statements of Work (SOWs) from Networx.  We wonder about the utility of providing SOWs on an expiring contract.  We are going through the process to do that, but there is a cost to GSA to review and redact any information that might be construed as sensitive, depending on the agency (e.g., locations, routes, serving wire centers).  

Q5:   
If the agencies transition “like for like” and transform years later, they will be paying twice for some type of transition.  They need to understand that the transition period can also be a transformation period.  What can GSA do to encourage the agencies to use the transition period as a time to be transformational?  
A5:
The key is the contractors’ proposals in response to the agencies’ FO solicitations.   If an agency chooses to transform, GSA wants to meet their demand to make the transformation.  But if an agency chooses to continue “like for like” for some reason (e.g., timing, priorities), GSA will meet that demand as well.  Industry commonly asks, “Will you help us discontinue a service line?” or “Will you help us create a demand for a particular technology?” and the answer is “no.”  GSA’s primary role is to meet demand, rather than create demand.  For example, GSA recognizes that TDM technology is going away, but is there a demand for it?  Yes, so it is included in the EIS Request for Proposals (RFP) as an optional service that vendors may bid.
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