Sprinkle Pilot- meeting 2/13/02- Demo Group -

Objective: Outline Contract Format/Direction/Highlights
1) Use new 2400-6 as Base Contract. Why?
a) Have already developed two Pilots with service contract - we want to try another approach, utilizing timber sale contracting officer as authority for trading goods for services.

b) Familiarity/comfort level with timber sale contracts for Purchaser/Bidder pool is much higher.

c) Opportunities for government to share risks with bidder, i.e., liability for fire, market risks (escalation, MRCTA).

d) Wider competition- procurement set aside for small business as general rule.

e) Type of work we are accomplishing, (product removal, road work/obliterations, slash work, thinning, etc.), is all traditional woods work purchasers & logging contractors are familiar with.

f) First step towards a new type of Integrated Resource Contract.

2) Bid Format - Stumpage bidding will be on sawlog only. Included material in A2 will consist of both saw & a portion of the nonsaw. The amount of nonsaw in A2 will be determined by resource needs (fuels treatment/economics/smoke emissions.

Break service work items into the following groups that will become separate            Bid items. We will build specs/end result objectives for each, prepare government cost estimate for each group, and tie to “C Provisions”. Build safeguards into costing bid items, i.e., put top $ cap that we will accept for each service bid item, or state that government may delete any bid items we feel are not acceptable, or both. The idea here is to prevent/minimize bidder from playing games with stumpage bidding/offsetting service work, i.e., we want them to bid true stumpage values & true service values with their proposal.

                                    SERVICE WORK BID ITEMS  

a) All vegetation treatment activities within Harvest units that do not include material in A2, could comprise any combination of slash treatments, i.e., grapple pile, cut skid deck, precommercial thinning & cleaning, whole tree yarding, cut to length & place in trails, or lopping. The concept here is for Forest Service to group like units with similar conditions & describe end result objectives for each grouping of units. Each group would become a separate bid item & be tied to C6.74. Bidders would describe how they will treat/perform/accomplish work to meet our objectives, and bid the cost for each bid item. The treatment proposal will become part of the contract provision for the selected bidder.

b) Grapple piling outside harvest units-446 acres- tie to C6.74

c)  All Road obliterations/closures-17 miles- tie to C5.4’s could develop ‘T” spec? tied to C5.43#?

d) Down Wood distribution-70 acres- tie to C6.74

e) Precommercial thinning outside harvest units-267 acres tie to C6.74

f) Stand cleaning outside harvest units- 22 acres- tie to C6.74 (may be able to lump these acres with (d)).

g) All Subsoiling. Tie to C6.6#

h) All Seeding- Tie to C6.6#

i) All Fireline construction- Tie to C6.74

3) Sell sawlogs by the ton-weight scale. Sell non-sawlog by the ton-flat rate or lump sum (per acre material). Why?
a) Sawtimber is always a “Good”- nonsaw can both be both a “Service” & a “Good” depending on markets/economics. 

b)  Bidding will take care of any potential conversion estimate concerns just like it does with cruise estimate concerns.

c) Designation by Description/Prescription precludes “lump sum” due to variability in which trees will be cut—not a black & white choice- more than one right answer. End Results will be the key.

d) Both parties receive value/benefits of 100% scaled (weight) products at a much lower cost than rollout scale. 

e) Tons as a unit of measure is common in the industry. Local industry prefers we sell by the ton vs. CCF.    

4) Provide for Escalation/ Market Risk- Why?
a) To share market fluctuations for both saw & nonsaw material. Sawlog covered with C3.2 Escalation. Nonsaw material could be handled thru pre-determined alternatives, i.e., market availability within a set haul distance and delivered price would require removal of material, if market is not available within these parameters, alternatives to treating this material could already be in place contractually. We will need to talk to Industry to get their input/ideas on what could work here, e.g., Dodge/Michels/BCC/Chuck Burley.

5) Use “Restoration Credits” to pay for stumpage & or cash return from TSSA.  Why?
a) To help us monitor the true value of stumpage (Goods) and costs of   services.

b)  Utilizes existing system (TSSA) to handle cash flow/payments and is the means for trading goods for services. 

6) Designation by Description Units- Don’t require purchaser to mark units, but set sideboards for paint colors to use if they so desire- Appraise/cost for in TEA. Why?
a) To test end results of Purchaser selection on resource objectives.

b) Sharing ownership to achieve resource objectives.

c) Cost saving of appropriated dollars (marking).

d) Reduced exposure to paint hazards.

7) Use non-traditional timelines for advertisement/bidding, for example, - advertise  10/02, prebid meeting/show me trip 11/02, bid proposals 3/02.  Why? 

             a) To address concerns from previous pilot projects that bidders did not have adequate time to prepare proposals.  

8) Capture “Best Value” by: 

a) Service costing/Stumpage bidding.

b) Technical Approach -Utilization vs. alternative treatment options- based on bidders proposals to meet end result objectives.

c) Past performance of bidder.

d) Benefits to the economy of Northeast Oregon communities.

