           "C.A.R.T."
Contract Administrator’s Round Table

 

In the spirit of growing, sharing and learning, I bring to you, the Contract Professionals of the NCMA Battlefield-Dulles chapter, the Contract Administrator’s Round Table forum.  

The primary objective of the “C.A.R.T.” meeting is to provide you a forum to ask any question, present any situation/problem, share a lesson’s learned, and get an answer or feedback from a variety of viewpoints.   

 

Whether you are brand new in the contracts field or have 20 years of experience, I invite you to share your questions, problems and knowledge with your fellow NCMA members so that we can all learn, grow, and excel in our jobs.  

 

The role of the “Contracts Professional” is changing.  No longer are we just “Administrators” but we are expected to be “Business Managers”!    We all have so much to learn and so little time.  You cannot afford the time or money to attend all of the possible seminars.  Additionally as we all know, in the wonderful world of Contract Management, there are multiple solutions to a single problem and multiple problems created by a single solution.  “C.A.R.T.” will provide to you one venue to give you timely and quality answers through networking, mentorship, and just being able to ask someone your question.

 

Everyone is invited to attend. All that is asked of you is that you bring at least one (1) question, or issue or lesson learned to the table.  It’s that simple.  No question is too dumb, some may be too complicated, and most likely each of has experienced the same problem.  But we will have fun trying to figure it out.  At the “C.A.R.T.”, we are all just family trying to help each other.   No egos, no showmanship, and no worrying we are giving away the company secrets.  

 
The following pages present sample questions.  You should bring a question that will help you solve a real problem for you.  

 

If you would like to host a “C.A.R.T.” meeting, please let me know.  If there is sufficient interest we certainly rotate them around the REGION so that each of you can participate.  They will be kept to an hour and will typically be held in the morning, but can be held noon-time or late afternoon. 

If you have any questions, please contact Brian Greenberg, via email: bgreenberg@esullc.net, or phone: 540-454-3483.    

BATTLEFIELD-DULLES NCMA CART MEETING
SAMPLE TOPICS OF DISCUSSION:

1. Subcontract Consent – when and why are they required and what do I do about third tier subcontracts?
2. Fixed Fee Withholding – Do I withhold 15% of the fee on each invoice or just the last 15% of the total amount?
3. Exporting Liabilities – Who is responsible when the Government directs me to ship hardware overseas?
4. Ordering vs Performance Periods on IDIQ Contracts – Can I modify my task if the performance period goes beyond the ordering period?
5. Performance Specifications vs Inspection and Acceptance Requirements – What happens when both are vague?  I cannot get the Customer to sign off on acceptance.
6. Application of Fee on Subcontractor Costs – Do I have to pay my subcontractors fee out of my fee or is their fee considered a cost to me?
7. Payment withhold provisions on Subcontractors – My prime wants to withhold 10% of all costs on each invoice.  Can they do that?
8. Commercial Price List – What qualifies as a commercial price list?
9. Outsourcing on T&M Contracts – Can I do that? Do I need CO approval?
10. Overtime Premium Payments – My contract does not provide for this but my customer is directing my employees to work overtime.  What do  I do?
11. Warranty Clauses– What takes precedence, when the acceptance date and deployment date are months apart? 
12. Closing out IDIQ Contracts – What is the relationship between the task and the contract?  If I close out each task, is there anything to do at the contract level?
13. Joint Ventures and Size Status Determinations- How is the size status determined when companies form a Joint Venture.  Is there a strategy to maintain the SB status?
14. Interdivisional Transfers- How does pass-through of profit work?
15. Recovering NRE Costs on FFP contracts- How do I price NRE when the RFP requires me to price more units than the Minimum guaranteed amount. 
16. Commercial Pricing and Dual Use Products- Do we qualify for commercial pricing provisions if our product is dual use?
17. Extraordinary Insurance Costs- How do I recover insurance costs for employees going to IRAQ?
18. How to Get a Contracts Manager Job- I am new to the profession with no prior experience.  What is the best path for me to become a Contracts Manager? 
19. IDIQ Task Orders – How do contractors track labor costs?

20. How to handle change in rates after proposal submission but before award 

21. Pre-contract Costs – how to handle gaps in follow-on tasks

22. Advantages of T&M vs. CPFF Subcontracting

23. Flow-down of Pricing requirements to Subcontractors – What is typical?

24. Quick close-out process – why, how and when?
25. How to handle delays in Subcontractor proposal audits by DCAA

26. State Income Tax Costs – Allowable or Unallowable?
27. Commercial vs. Federal Pricing – Requirements for back-up pricing data

28. Subcontracting Flow-down clauses – which ones really matter?
29. “Short-paying” as an incremental funding technique – legal or illegal?
30. Charging commercial FFP prices on CPFF contracts

31. Name Brand Specifications -  impact on Sole Source justifications
32. Utilization of INCO Terms  - impact on logistics of international shipping

33. Utilization of % Complete Payment methods –When and why?
34. Contract bundling – impact on small business

35. Charging of Overtime Premiums – Direct vs Indirect

36. Contract close-out requirements on T&M contracts – what are they?
37. Pro’s and Con’s of segregation of costs between commercial and government contracts

38. Charging extended travel hours when flying overseas -  what are the rules?
39. Collecting on minimum guarantees under IDIQ contracts – it really happened 
40. What flowdown clauses must I accept for a FPLOE contract under a CPFF prime contract?
41. What is new with the Berry Amendment?
42. The ACO’s view of contract close-outs -  sharing lessons learned and providing incentives in the contract
43. What are the new FAR changes for compliance thresholds?
44. What is the difference closing out Task Orders vs BOA orders?
45. How do I price “IP” into my contracts?
46. Cure notices – when is it proper to issue one?
47. Is interest allowed on late payments of progress payment invoices?
48. Termination for Default – When is the effective date for appeals and what is the time frame for appeals?
49. Mitigation Plans for COI

50. Travel policies regarding paying flat per-diem to employees – can we do that?

51. Allocation of unique insurance costs – can I charge the contract?
52. Cure notices – when is it proper to issue one?
53. Is interest allowed on late payments of progress payment invoices?
54. Termination for Default – When is the effective date for appeals and what is the time frame for appeals?
55. Fixed Cost - Fixed Fee T&M Subcontracts – A New Approach

56. Dealing with DCAA Audits – How do I handle a “cranky” auditor?
57. M&S on Award Fee payments to Subcontractors – How do I account and charge and price for this?
58. Contractor Purchasing Obligations vs. Payments vs. Invoicing the Govt.  - when can I bill the government?
59. DCAA Auditing of Subcontractor Prices – What is the process?
60. Title to Property on NIH/FAA Grants – who owns what?
61. Dual Sourcing and Competition- is this the same ?
62. New Guidance on IDIQ and Subcontractor Rates

63. Pro’s and Con’s of Subcontract Types – when should I use what type of subcontract?
64. Obtaining CO Consent on Proposed Subcontractor Teammates – when how and why?
65. Advance Billing and Payments on GSA Contracts – can this be done? My PCO wants me to do this.
66. Pro’s and Con’s of Teaming Agreements vs. Letter Of Intent to Subcontract
67. Quick Closeouts – When and How?
68. Conditional Acceptance of Hardware- Partial Deliveries, Meets 90% of Spec, how can we get paid?
69. Proposal “Clarifications” vs. “Discussions” – We found an error in our estimating, can we submit correction to the CO?
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