CAPTIONING PROVIDED BY:

 FOLOSM PROJECT FOR

 THE VISUALLY IMPAIRED

>> Mandell: WELL, LET'S SEE

HOW LOUD THIS IS.

GOOD MORNING, EVERYBODY.

>> (audience): GOOD MORNING.

TRY THAT AGAIN. TAKE TWO.

GOOD MORNING, EVERYBODY!

>> (audience): GOOD MORNING!

WOW, THAT'S SO MUCH BETTER.

HOW ARE YOU?

WELL, MAYBE YOU'RE NOT SO GREAT.

YEAH, WELL, I KNOW THAT

WHOLE FURLOUGH THING...

YEAH...

THE SAD THING TO ME WAS

THE ONE DOLLAR I SPENT

ON A LOTTO TICKET ON

MY FURLOUGH FRIDAY.

SOMEBODY UP IN SHASTA GOT

THE WINNING NUMBERS.

BUT, ACTUALLY, IT WAS A CREW

OF TEACHERS AND FOLKS,

SO YOU'VE GOT TO FEEL GOOD

ABOUT THAT, ANYWAY.

SO HERE WE ARE AGAIN.

IT IS FEBRUARY.

IT'S A BEAUTIFUL DAY OUT,

A LITTLE BIT CRISP,

AND WE ARE GLAD YOU'RE HERE.

WE'RE GOING TO HAVE MORE

PEOPLE COMING IN,

BUT THIS IS YET ANOTHER

CUSTOMER FARM.

AND I'M GLAD,

LOOKING OUT ON EVERYBODY HERE,

THAT THIS IS A GOOD LOOKING

GROUP TODAY.

ONE REASON I'M GLAD

ABOUT THAT IS--

BUT NOT ONLY ARE WE

VIDEOTAPING THIS SESSION,

MAYBE THAT'S WHAT SCARRED AWAY

SOME OF THE FOLKS

IN THE MIDDLE SEAT.

BUT THIS IS ALSO THE FIRST ONE

THAT WE ARE WEBCASTING.

SO IT'S GOING OUT

OVER THE WORLDWIDE WEB.

SO IF YOU'RE SITTING THERE,

REMEMBER TO SMILE BECAUSE

YOUR ANCESTORS OR

YOUR RELATIVES OVERSEAS

MIGHT BE TUNING IN ON THIS,

YOU KNOW, IN JAPAN,

POLAND, GERMANY--

WHEREVER WE'RE ALL FROM.

YOU KNOW, SOUTH AFRICA--

WHATEVER IT IS--

THEY MIGHT BE WATCHING YOU.

SO KEEP THAT IN MIND,

AND REMEMBER TO KEEP A SMILE

ON YOUR FACE.

MY NAME, FOR THOSE OF YOU

WHO DON'T KNOW ME,

I'M ERIC MANDELL,

AND I'M THE CHIEF OF

THE OFFICE OF SMALL BUSINESS,

ALSO OUTREACH

AND COMMUNICATIONS FOR DGS

AND THE PROCUREMENT DIVISION;

YOUR DESIGNATED HOST

FOR THIS MORNING.

SO, THOSE OF YOU

WHO HAVE BLACKBERRIES,

THE QUESTION CAME UP BECAUSE

SOME OF YOU KNEW THIS

WAS GOING TO BE WEBCASTED.

ESPECIALLY, WE'RE GOING TO HAVE

SOME OF THE SARA AWARD WINNERS

TALKING HERE.

SO IF THE PEOPLE BACK AT

THE OFFICE WANT TO WATCH THIS,

I'M GOING TO GIVE THIS SLOWLY

A COUPLE OF TIMES.

THIS IS THE WEB ADDRESS:

www.pd.dgs.ca.gov/smbus/ 

customerforum

I KNOW YOU'RE READY

FOR THAT AGAIN, RIGHT?

AND THEN, I'LL ALSO GIVE YOU

A VERBAL SHORTCUT:

www.pd.dgs.ca.gov/smbus/

customerforum

QUICKER WAY TO DO THAT,

YOU TELL THEM TO GO

TO THE PROCUREMENT

DIVISION HOMEPAGE,

CLICK ON SMALL BUSINESS,

AND THEN LOOK FOR

THE CUSTOMER FORUM TAG,

AND THEN THEY CAN WATCH IT.

AND SO, IF YOUR KIDS ARE

AT HOME AND ALL AND THEY WANT

TO SEE MOMMY OR DADDY ON TV,

THEY CAN WATCH YOU.

SO, WITH THAT,

WE HAVE THE ONE LEGAL THING

WE NEED TO DO-- HOPEFULLY,

YOU CAN ALL HEAR ME OUT THERE--

WHICH IS, "WHAT HAPPENS

"IN THE MIDST OF ALL OF THIS

"IF SOMETHING SHOULD GO WRONG

AND THE ALARM SOUNDS?"

AND I WAS GOING TO CALL ON

COLLEEN TO DO IT

BUT I DIDN'T WARN HER OF IT.

SO I WON'T DO THAT TO YOU,

BECAUSE I'M CALLING YOU UP

IN A FEW MINUTES, ANYWAY.

BUT WHAT YOU DO, BASICALLY,

IS ALWAYS YOU REMAIN CALM,

YOU COME TO THE FRONT OF

THE ROOM, YOU GO OUT THE

TWO EXIT DOORS, AND YOU FOLLOW

EVERYBODY ELSE STREAMING OUT OF

THE BUILDING.

YOU GO TO THE WALKWAY ALONG

WHAT WE CALL "THE RIVER WALK."

LOOK FOR SOMEBODY

WITH A BIG SIGN,

WITH A BIG NUMBER ONE ON IT.

AND SO, WE'LL WAIT THERE

AND THEN FIND OUT THAT

SOMEBODY'S POP TART

WAS INCINERATED,

AND THEN THEY CALL YOU BACK.

WE HAD NEVER HAD IT HAPPEN;

WE'RE NOT PLANNING ON IT.

AND, WITH THAT, AGAIN, WELCOME.

WE'RE GOING TO GET

UNDER WAY HERE.

THIS IS A CELEBRATION;

WE HAVE SOME INFORMATIONAL

THINGS THAT WE'RE GOING TO

GO THROUGH.

WE HOPE, AS ALWAYS,

THAT YOU WILL PROVIDE US

FEEDBACK AT THE END.

YOU WERE GIVEN AN

EVALUATION FORM.

THIS IS WHAT SETS THE CONTENT

FOR THESE MEETINGS.

I'LL REMIND YOU PROBABLY FIVE

OR SIX TIMES DURING THIS

THAT YOU NEED TO FILL THAT OUT.

SO WITH THAT, ONE THING WE HEAR

OVER AND OVER AND OVER AGAIN

IS WE WANT TO HEAR FROM

OTHER PEOPLE OTHER THAN DGS.

AND WE'RE HAPPY TO DO THAT

BECAUSE IT MEANS THAT

WE GET TO TALK LESS,

BUT WE ALSO GET TO LEARN

FROM OTHER DEPARTMENTS,

SHARE WITH US BEST PRACTICES.

WHAT ARE DEPARTMENTS DOING IN

THE AREA OF SMALL BUSINESS/DVBE

RECRUITMENT CONTRACTING?

WHAT ARE THEY DOING SO THAT

WE CAN LEARN?

AND WE DON'T WANT TO JUST

HEAR FROM THE BIG DEPARTMENTS,

WE WANT TO HEAR FROM DEPARTMENTS

OF ALL SIZES.

SO THE WAY WE RECOGNIZE FOLKS

WITH THAT IS THE STATE AGENCY

RECOGNITION AWARDS,

WHICH WE HAD IN OCTOBER.

AND, WITH THAT,

IF I COULD ASK US TO ROLL TAPE.

[audience applauding]

>> Mandell: OH, BUT THERE'S 

MORE.

>> MY NAME IS ERIC MANDEL,

CALIFORNIA DEPARTMENT

OF GENERAL SERVICES.

[audience cheering 

and applauding]

NOW WHAT WAS THE OLD LINE,

"HOLD THE APPLAUSE,

JUST SEND MONEY"?

DOES ANYONE REMEMBER?

SO GLAD TO HAVE EVERYONE HERE.

HOW ABOUT THIS FACILITY?!

[audience cheering 

and applauding]

AND THE CATERING?

DID EVERYBODY GET LUNCH?

HOW WAS THE FOOD?

[audience cheering 

and applauding]

DEFINITELY, YOU WANT TO THANK,

ABSOLUTELY, THE CATERING

IN THE FACILITY HERE.

WE OUTGREW THE ONE WE HAD

BACK AT DGS.

BUT THAT'S A TRIBUTE TO

ALL OF YOU BECAUSE OF

THE INTEREST AND COMPETITION

IN THAT.

AND WE COULDN'T DO THAT

WITHOUT A LOT OF HELP,

SO I'M GOING TO START OUT

AND THANK SOME SPONSORS.

FIRST THING,

CALIFORNIA DVBE ALLIANCE,

RICH DRYDEN AND GROUP.

[audience applauding]

ROBERT BROWN.

THE CALIFORNIA SMALL

BUSINESS ASSOCIATION,

BETTY JO TOCCOLI AND OTHERS.

[audience applauding]

SACRAMENTO METRO

CHAMBER OF COMMERCE

WAS ANOTHER ONE.

A COUPLE OF OTHER

CORPORATE FOLKS DID LIKEWISE,

AND THAT'S STAY SAFE

CONSTRUCTION AND TRANSPORT, INC.

[audience applauding]

AND A MERIT.

[audience applauding]

>> Mendall: ONE FINAL CLIP.

>> SO, WITH THAT WE ARE GOING

TO GET UNDERWAY.

THIS IS THE 9TH ANNUAL

STATE AGENCY RECOGNITION AWARDS.

WE'VE BEEN DOING THIS

FOR NINE YEARS, FOLKS.

[audience applauding]

AND I REMEMBER THREE YEARS AGO

WE HAD MAYBE 80 PEOPLE,

AND WE FILLED

THE FIRST FOUR ROWS

OF THE DGS AUDITORIUM,

AND I DON'T THINK THAT

WE HAD DONUTS THAT YEAR.

[audience laughing]

SO I THINK WE'VE GROWN

A LITTLE BIT.

AND BEFORE WE

GET STARTED ON THAT,

I WANT TO SAY A THANK YOU

TO THE STAFF:

TONIA BURGESS, KATRINA BLAIR,

THE DGS FOLKS,

BECAUSE EVERYTHING,

FROM THE STARS IN THE ROOM,

THE BALLOONS,

THIS WHOLE SET-UP--

THEY WORKED ON THAT.

[audience applauding]

YEAH, AND I HAVE TO DO

EVALUATIONS ON ALL OF THEM.

IT'S GOOD TIMING.

[audience laughing]

WITH THAT,

I WANT TO TURN IT OVER

TO ONE OF MY BOSSES,

DIRECTOR OF THE DEPARTMENT

OF GENERAL SERVICES,

AND THAT'S MR. WILL BUSH.

[audience applauding]

>> Bush: THANK YOU, ERIC.

YOU KNOW, WHEN ERIC INVITED

ME HERE TODAY,

HE DIDN'T SAY ANYTHING

ABOUT FOOD.

HE SAID, "SHOW UP AT 1:00."

[audience laughing]

>> Mendall: I STILL HAVE SOME 

LEFT.

[audience laughing]

BUT, GOOD AFTERNOON, EVERYBODY,

AND WELCOME TO THE 9TH ANNUAL

SARA AWARDS.

I LOVE SAYING THAT.

IT'S KIND OF LIKE SAYING

THE GRAMMY'S, OR THE EMMY'S,

BUT THESE ARE THE SARA'S!

BUT, YOU KNOW, AS ERIC SAID,

WHEN I FIRST GOT

INVOLVED IN THIS,

IT WAS AT DGS AND WE FIT INTO

A NICE SMALL AUDITORIUM.

BUT, CLEARLY,

WE'VE OUTGROWN THAT VENUE.

AND WHAT A TERRIFIC, YOU KNOW,

TRIBUTE TO ALL OF YOU THAT HAVE

SHOWN UP HERE TODAY,

AND CERTAINLY TO CSUS--

THANK YOU, CSUS,

FOR PROVIDING US THE VENUE.

WELCOME STATE ADVOCATES

AND PROCUREMENT OFFICIALS,

AND THANK YOU FOR YOUR EFFORTS

IN ASSURING THAT SMALL

AND DISABLED VETERAN

BUSINESS ENTERPRISES

GET CONNECTED WITH THE ROUGHLY

NINE AND A HALF BILLION DOLLARS

WORTH OF STATE GOODS

AND SERVICES THAT ARE PURCHASED

EACH AND EVERY YEAR.

WELCOME TO THE FIRMS

BOTH LARGE AND SMALL

WHO ARE HERE TODAY,

AND CERTAINLY TO THOSE OF YOU

THAT HAVE GONE THROUGH

THE EFFORT TO BE CERTIFIED.

AND I'VE CHATTED WITH

MANY OF YOU IN THE PAST

WHICH IS, IT'S GREAT TO BE

CERTIFIED, BUT WE'VE GOT TO

FIGURE OUT HOW TO GET PEOPLE

THAT ARE CERTIFIED

CONNECTED WITH SMALL BUSINESS

CONTRACTS THAT ARE OUT THERE.

I HOPE THAT YOU FOUND

THIS MORNING'S

NETWORKING SESSION--

HE DID TELL ME THAT THERE WAS

A MORNING SESSION,

AND TO SHOW UP FOR FOOD,

TO BE FAIR, ERIC.

BUT I HOPE THAT YOU DID FIND

THIS MORNING'S SESSIONS

TO BE VALUABLE.

I WANT TO WELCOME SOME OF

THE FOLKS THAT ARE HERE TODAY:

MARTY KELNER.
MY FRIEND AND PARTNER IN CRIME,

FROM THE GOVERNOR'S OFFICE

OF SMALL BUSINESS.

SERVING MARTY DURING

THE SCHWARZENEGGER

ADMINISTRATION,

A COUPLE OF YEARS AGO NOW,

MARTY?

AND HE'S CERTAINLY BECOME

A FORCE TO BE RECKONED WITH

IN THE SMALL BUSINESS COMMUNITY.

SO I WANT TO THANK MARTY.

I WANT TO THANK THE MEMBERS OF

THE DGS SMALL BUSINESS COUNCIL,

WHO HAVE REALLY WORKED

QUITE DILIGENTLY TO IMPROVE

OUR PROGRAM,

THAT WORK WITH OUR SECRETARY,

TOM JOHNSON,

WHO'S IN THE FRONT ROW,

AND THE DEPARTMENT OF

VETERANS AFFAIRS

AND THEIR DVBE ADVISORY COUNCIL.

SO LET'S GIVE THOSE FOLKS

THAT HAVE PARTICIPATED ON THESE

NUMEROUS COUNCILS,

AND HAVE BEEN

REALLY BEHIND THE BACKGROUND

AND HAVE DONE ALL THIS WORK,

A BIG ROUND OF APPLAUSE.

[audience applauding]

>> Mandell: OK. THAT WAS JUST

TO GIVE YOU A FLAVOR OF

THE EVENT AS IT WAS BACK THERE

ON THAT BEAUTIFUL OCTOBER DAY.

AND YOU STAND THERE AND YOU

STARE AT YOURSELF ON A SCREEN,

AND YOUR HEAD IS

EIGHT-FEET-TALL.

I NOW UNDERSTAND WHY

THOSE PEOPLE GO ON OPRAH AND SAY

WHY THEY NEVER WATCH

THEIR OWN MOVIES.

IT'S A, UGH, WEIRD FEELING.

WITH THAT, I'M GOING TO PUT

SOME OTHER PEOPLE ON THE SPOT.

HERE THESE ARE ACTUALLY

THE STARS OF THIS MORNING HERE.

WE'RE GOING TO DO THIS

IN TWO GROUPS.

THESE ARE THE AWARD WINNERS

THAT PICKED UP THEIR AWARDS

FOR THEIR WORK--

THEIR VERY EXCELLENT WORK

BACK THERE IN OCTOBER.

SO LET'S BRING IT TO

THE PRESENT DAY.

WE HAVE TWO GROUPS HERE,

AND I'M GOING TO START WITH

THE CALIFORNIA ARTS COUNCIL.

GOD, I MURDERED YOUR NAME THEN,

PLEASE DON'T LET ME DO IT TODAY.

LUCY--IS IT--MOCHIZUKI?

LUCY, PLEASE COME ON UP.

[audience applauding]

LUCY HAS 17 YEARS

OF STATE SERVICE,

AND 4 IN THE CONTRACT

PROCUREMENT ADMINISTRATOR ROLE.

PRIOR TO STATE SERVICE,

SHE HAD 20 YEARS

IN THE RETAIL BUSINESS.

I THINK YOU'RE GOING TO HAVE TO

COME UP THIS WAY.

WE'RE GOING TO HAVE THEM ALL,

FOUR PEOPLE UP HERE

AT THE PANEL,

AND THEN WE'RE

GOING TO HAVE A Q&A,

FOR QUESTION AND ANSWER.

BECAUSE WE ARE WEBCASTING THIS,

INSTEAD OF CARRYING

THE MICROPHONE OUT,

WE'RE GOING TO ASK PEOPLE

TO ACTUALLY LINE UP HERE.

I'M GOING TO ASK THEM

SOME QUESTIONS,

BUT YOU WILL HAVE QUESTIONS,

SO OPPORTUNITY TO TALK TO THEM.

BUT, ALSO, LUCY, CURRENTLY

FOR THE ARTS COUNCIL,

SHE IS THE SMALL BUSINESS/

DVBE ADVOCATE,

THE CAL-CARD ADMINISTRATOR,

RECORDS MANAGEMENT COORDINATOR,

OUT-OF-STATE COORDINATOR--

BUT THERE'S MORE--

AGENCY REPORT COORDINATOR,

AND THE CONTRACT

AND PROCUREMENT ADMINISTRATOR.

IN HER SPARE TIME

--DO YOU HAVE SPARE TIME?

GAYLE BOHLMANN FROM

THE DEPARTMENT OF PARKS

AND RECREATION.

[audience applauding]

AND GAYLE HAS 30-PLUS YEARS

OF STATE SERVICE.

SO WE ASSUME GAYLE IS MAYBE

RETIRING SOON?

>> Bohlmann: COUPLE MORE YEARS.

>> Mandell: COUPLE MORE YEARS,

YEAH! WITH MANY MORE YEARS

IN PURCHASING AND CONTRACTING.

HERE AT PARKS AND RECREATION,

IT'S DECENTRALIZED

HER OPERATION--

23 DISTRICT OFFICES

TO COORDINATE,

AND GAYLE IS THE MANAGER

OF THE BUSINESS MANAGEMENT

SERVICES SECTION.

ONE THING I DIDN'T MENTION ABOUT

THE ARTS COUNCIL--

THEY GOT A SARA BRONZE AWARD.

PARKS AND RECREATION

IS A SARA SILVER AWARD.

REPRESENTING THE ENVIRONMENTAL

PROTECTION AGENCY--

ACTUALLY WORKS FOR INTEGRATED

WASTE MANAGEMENT BOARD,

AND SOMEBODY THAT'S NO STRANGER

TO US--COLLEEN RUBENS,

PLEASE COME ON UP.

COLLEEN--

15 YEARS OF STATE SERVICE,

10 AT CONSUMER AFFAIRS

CONTRACT UNIT.

AND SHE IS AT INTEGRATED WASTE,

AND THEY'VE RECEIVED

MOST IMPROVED SMALL BUSINESS

PARTICIPATION

FOR A SMALL DEPARTMENT.

AND OUR FINAL PANELIST

FOR THIS GROUP,

AND SHE'S NERVOUS, FOLKS.

EVERYONE UP HERE

SPEAKING IS NERVOUS,

SO WE WANT A WARM

ROUND OF APPLAUSE ONCE WE GET

HER AND EVERYONE UP HERE.

THIS IS LISA KING,

FIRST-TIME AWARD

WINNING DEPARTMENT,

CALIFORNIA GAMBLING

CONTROL COMMISSION.

[audience applauding]

AND YOU WOULDN'T KNOW IT

TO LOOK AT HER,

BUT SHE HAS 21 YEARS

OF STATE SERVICE,

9 YEARS AT THE GAMBLING

CONTROL COMMISSION.

AND THEY RECEIVED MOST IMPROVED

SMALL BUSINESS PARTICIPATION

FOR A MEDIUM DEPARTMENT.

SO A HAND FOR OUR PANELISTS

BEFORE WE PUT THEM ON THE SPOT.

[audience applauding]

OK. THE WAY WE'RE GOING TO ROLL

WITH THIS IS I, YOUR MODERATOR,

WILL START.

I WILL GO ACROSS THE TABLE,

I'LL GIVE THEM EACH

AN OPPORTUNITY TO ASK ONE

OF THE QUESTIONS HERE,

AND THEN WE'LL GIVE YOU

THE OPPORTUNITY.

BUT THE FIRST QUESTION

FOR THE PANEL,

STARTING WITH LUCY

AND THEN MOVING TO HER LEFT,

YOUR RIGHT--FOR 2007-2008,

COULD YOU BRIEFLY DESCRIBE

HOW YOU OBTAINED YOUR

SMALL BUSINESS AND DVBE

PARTICIPATION GOALS?

AND WHAT BEST PRACTICE

OR PRACTICES WORK BEST

FOR YOUR DEPARTMENT?

WE'LL START WITH LUCY.

>> Mochizuki: WELL, FOR MY

DEPARTMENT, I WAS NEW TO THIS

POSITION IN THE FALL OF 2006.

SO, BEING NEW IN CONTRACTS

AND PROCUREMENT,

I ATTENDED A LOT OF CLASSES

AND WORKSHOPS AND MEETINGS,

AND BASICALLY,

FOUND OUT THAT THERE WAS

SMALL BUSINESS/DVBE GOALS

THAT THE STATE HAD PUT

TO MY DEPARTMENT, TO ME.

IN MY DEPARTMENT,

I KNEW NOTHING ABOUT IT.

I LEARNED ABOUT IT

THROUGH TRAINING.

SO, BASICALLY, WHAT I DID WAS

I PUT FORTH A PROPOSAL

TO HAVE A NEW POLICY

PUT INTO PLACE FOR

OUR DEPARTMENT,

BECAUSE WE'RE A SMALL AGENCY.

SO OUR PURCHASING CONTRACT

IS ALWAYS VERY SMALL,

SO IN ORDER TO MEET THOSE GOALS,

WE NEED TO TRY TO PURCHASE ALL

OUR GOODS AND CONTRACTING IN--

ANYWAY, IN ORDER TO MEET

OUR GOALS, WE WOULD HAVE TO TRY

TO PURCHASE AND CONTRACT

WITH AS MANY SMALL BUSINESSES

AND DVBEs AS WE COULD.

SO I PROPOSED THAT WE PUT

A NEW POLICY INTO PLACE

THAT WOULD ALLOW US TO FIRST GO

TO SMALL BUSINESS/DVBEs

VERSUS ANY OTHER VENDOR.

AND, BASICALLY,

THAT'S KIND OF WHAT HELPED

OUR AGENCY TO MEET OUR GOALS,

AND WE MET THEM FOR

THE FIRST TIME THIS YEAR

THAT WE WON THE AWARD.

SO I WOULD SAY THAT

THE NEW POLICY IS WHAT REALLY

HELPED US ACHIEVE IT.

>> Bohlmann: GREAT.

>> Mandell: WELL,

THAT WAS EXCELLENT.

AND, ACTUALLY,

LATER THIS MORNING WE'RE GOING

TO BE SHOWING A PROPOSED

DGS POLICY ALONG A SIMILAR LINE.

SO, GAYLE, SAME QUESTION.

>> Bohlmann: OK.

WHAT HE MENTIONED WAS THAT PARKS

IS DECENTRALIZED,

SO AT HEADQUARTERS WE DO

A SMALL AMOUNT OF PURCHASING,

BUT WE REALLY DON'T OWN

WHETHER WE'RE GOING TO MAKE

THESE GOALS OR NOT.

SO WHAT WE DID IS,

EARLY IN THE YEAR LAST YEAR,

WE RECOGNIZED THAT

THE STAFF AT HEADQUARTERS

HAVE A SMALL PART

IN MEETING THE GOALS--

OH, GOSH, YOU REALLY WANT ME

TO HANDLE THIS?

ANYWAY, AND WE CAME UP WITH THIS

IDEA TO HAVE A SUMMIT.

SO WE CALLED IT OUR

SMALL BUSINESS/DVBE 2008 SUMMIT,

WHERE WE WERE ABLE TO

BRING IN FIELD STAFF,

AND THEN A HANDFUL

OF HEADQUARTER STAFF.

SO WE MET FOR FOUR DAYS OVER AT

THE MARCONI CONFERENCE CENTER.

WE HAD SPEAKERS,

MARTY KELLER CAME,

WE HAD A COUPLE OF OTHER FOLKS

FROM GENERAL SERVICES,

AND EVEN RICH DRIDEN?? CAME.

WE HAD 30 PARTICIPANTS,

15 CLASSIFICATIONS,

WE DID A LITTLE SURVEY,

WE HAD MAINTENANCE FOLKS,

WE HAD LIFE GUARDS,

ADMINISTRATIVE STAFF--

WE HAD 393 YEARS

OF PARKS EXPERIENCE

IN THIS SUMMIT.

SO WE FELT THAT WE HAD

JUST A GREAT GROUP.

AND THESE WERE THE PEOPLE

WHO ACTUALLY DO THE PURCHASES

AND GO OUT THERE

AND FIND THE COMMODITIES

OR ENTER INTO THE CONTRACTS.

SO WE SPENT FOUR DAYS,

WE BRAINSTORMED AND PRIORITIZED,

WE HAD FLIP-CHART PAGES

ALL OVER EVERYWHERE.

WE WENT BETWEEN SMALL

BUSINESS CONTRACTS AND THEN

SMALL BUSINESS PROCUREMENT.

WE HAD DIFFERENT GROUPS

BRAINSTORMING THOSE THINGS,

AND THEN THE SAME THING

WITH THE DVBE.

SO FROM THAT WE'VE CREATED

SOME TOOLS THAT NOW THE STAFF

CAN CARRY AROUND

IN THEIR TRUCKS--

THE MAINTENANCE GUYS

OR THE MECHANIC--

AND WE HAVE CREATED THAT

IN ENGLISH AND IN SPANISH.

WE DID A SURVEY TO FIGURE OUT

WHAT WAS THE MOST PREDOMINATE

SECOND LANGUAGE.

AND WE'VE SENT OUT

INDIVIDUAL DISTRICT STATISTICS

WHERE WE HAD NEVER

DONE THAT BEFORE.

SO NOW, JUST AS OF YESTERDAY,

THEY ALL KNOW,

FOR ALL OF LAST FISCAL YEAR

AND THE FIRST QUARTER

OF THIS YEAR,

OF WHAT THEIR ACTUAL

PARTICIPATION IS BY DISTRICT.

SO ONE OF OUR FUTURE THINGS

IS TO HAVE OUR OWN

DEPARTMENT SARA AWARDS,

SO WE'RE KIND OF

EXCITED ABOUT THAT.

WE HAVE ALSO GOTTEN THE LOCAL

PARK STAFF TO ATTEND

THE OUTREACH EVENTS.

FOR ALL THE TIME

THE HEADQUARTER STAFF WOULD GO,

BUT WE DON'T NEED

THE RELATIONSHIPS WITH

THE VENDORS,

THE PEOPLE OUT THERE

THAT ARE BUYING THE COMMODITIES

OR NEED THAT PLUMBER

OR FOR THOSE CONTRACTS--

THEY'RE THE ONES

THAT NEED THOSE RELATIONSHIPS.

SO THAT'S BEEN A HUGE SUCCESS.

WE'VE GOTTEN SOME

GREAT FEEDBACK BY THAT.

AND ONE OF THE INTERESTING,

UNIQUE THINGS ABOUT PARKS IS

WE HAVE A DISABLED VETERAN

ANNUAL PASS THAT THEY CAN--

IT'S NOT EVEN ANNUAL,

I TAKE IT BACK.

IT'S A LIFETIME PASS--

THAT THEY CAN,

IF YOU'RE A DISABLED VET,

THEY APPLY FOR THAT AND THEN

THEY CAN RECEIVE THIS PASS.

SO WE HAVE A DATABASE

OF ALL OF THOSE NAMES

AND ADDRESSES OF PEOPLE

WHO HAVE THIS PASS.

SO, JUST RECENTLY,

WE'VE FINALIZED A LETTER THAT

WE'RE GOING TO MAIL OUT

TO ALL OF THOSE PEOPLE

WHO HAVE THAT PASS.

SO WE'RE PRETTY EXCITED

ABOUT THAT.

>> Mandell: OVER TO COLLEEN.

>> Rubens: WE'RE VERY SMALL,

AND SO I DON'T HAVE ANYTHING

QUITE AS INVOLVED AS YOU.

>> Bohlmann: OH, NOT AT ALL!

WE'RE SMALL, TOO.

>> Rubens: AND THERE'S A LOT OF

SMALL AGENCIES OUT THERE,

SO WHAT I DO IS VERY SIMPLE.

I MAKE SURE THAT THERE IS

SMALL BUSINESS/DVBE LANGUAGE

TO USE TO CONTRACT TO SMALL

BUSINESSES AND DVBEs

IN ALL OUR CONTRACTS.

WHEN I RECEIVE E-MAILS FROM

ANY VENDOR OR CONTRACTOR,

I MAKE SURE THAT, IMMEDIATELY,

I FORWARD THAT ON TO STAFF

WITHIN OUR DEPARTMENT

WHO WOULD BE ABLE TO UTILIZE

THOSE SERVICES OR PRODUCTS.

AND I INCLUDE THEM IN THE C.C.

TO MAKE SURE THAT THEY KNOW.

AND I GIVE THEM THE STAFF'S

E-MAIL ADDRESS AND...

PHONE NUMBER BECAUSE

I'M NOT ALWAYS INVOLVED

IN SOME OF THE PURCHASES,

ESPECIALLY I.T.,

AND THAT GIVES THEM

A LOT OF INFORMATION

FOR I.T. COMPANIES

THAT ARE OUT THERE

WHO HAVE PRODUCTS AND SERVICES.

WE HAVE PROGRAM LIAISONS,

AND THEY DO ALL OUR $5,000

AND UNDER CAL-CARD PURCHASES,

AND I MAKE SURE THAT

WHEN I'M IN THAT MEETING

THAT I REMIND THEM

AND REMIND THEM THAT THEY HAVE

TO UTILIZE SMALL BUSINESS

AND DVBEs.

AND I CONTACT OTHER ADVOCATES

WHEN I'M HAVING PROBLEMS FINDING

SMALL BUSINESSES AND DVBEs

FOR PRODUCTS OR SERVICES.

>> Mandell: VERY GOOD.

OVER TO LISA.

>> King: WELL, THE GAMBLING

CONTROL COMMISSION IS

 REALLY SMALL, AND I'M THE ONLY

PURCHASER THERE.

SO I DO ALL MY BUSINESS THROUGH

SMALL BUSINESS AND DVBE.

>> Mandell: WE ARE TEMPTING

MURPHY'S LAW EVERY WHICH WAY.

>> King: OCCASIONALLY,

I YELL OVER THE CUBICLE

TO MY CO-WORKER, PEGGY,

THAT HELPS ME OUT A WHOLE LOT.

BUT I'VE JUST MADE IT

MY PRACTICE, WHETHER I'M

ORDERING I.T., OFFICE THINGS--

I GO THROUGH

SMALL BUSINESS/DVBE.

>> Mandell: THANK YOU.

NEXT QUESTION HERE.

THIS IS CRITICAL HERE.

WE FIND THIS IS THE KEY

TO SUCCESS OR FAILURE,

BUT--AND YOU CAN BE HONEST HERE,

EVEN IF THEY MAY BE WATCHING.

DID YOUR EXECUTIVE MANAGEMENT

ASSIST YOU--

YOU CAN ANSWER THIS TRUTHFULLY;

YOU CAN DENY IT LATER,

BUT YES OR NO, AND IF SO, HOW?

AND, LISA, WHY DON'T WE START

WITH YOU ON THAT AND THEN

ROLL BACK THE OTHER WAY.

>> King: YOU KNOW,

I DIDN'T GET MUCH HELP

FROM EXECUTIVE MANAGEMENT.

THE HELP I DID GET WAS, AGAIN,

FROM MY CO-WORKER PEGGY.

SHE ACTUALLY TOOK ME

UNDER HER WING AND SHOWED ME

HOW THE PROCESS--

BECAUSE I CAME FROM EXECUTIVE

ASSISTANT TO PURCHASING.

SO THAT WAS VERY,

VERY DIFFERENT FOR ME.

AND SHE HELPS ME THROUGH

ALL MY QUESTIONS ON, YOU KNOW,

LPA'S, CMAS, WSCA CONTRACTS,

AND SO SHE'S MORE THE PERSON

THAT HELPED ME THROUGH IT

INSTEAD OF MANAGEMENT.

>> Rubens: MANAGEMENT HAS

ALLOWED ME--

AND THEY CAN ASSIST

IN DIFFERENT WAYS,

AND HOW THEY'VE ASSISTED ME,

MAYBE NOT NECESSARILY

IN THE PURCHASING

AND OF PRODUCTS AND SERVICES,

BUT HAVE ALLOWED ME TO ATTEND

MEETINGS AND OTHER

OUTREACH EVENTS,

WHICH I THINK IS REALLY,

REALLY IMPORTANT FOR AN ADVOCATE

TO ATTEND BECAUSE OF

ALL THE NETWORKING.

AND JUST NETWORKING WITH

THE CONTRACTORS AND VENDORS

OUT THERE,

AND ALSO OTHER ADVOCATES

WHO ARE ATTENDING THOSE EVENTS.

I THINK I'M THE FIRST, ACTUALLY,

ADVOCATE WHO'S BEEN

REALLY INVOLVED,

WHO GOES OUT AND IS ACTUALLY

A REAL ADVOCATE.

SO IT'S KIND OF NEW

AND I KIND OF

SET THE PACE FOR THAT,

WHICH HAS BEEN KIND OF FUN.

SO, YEAH, THEY'VE ACTUALLY

BEEN THERE FOR ME.

>> Bohlmann: AND I WOULD SAY YES

FOR OUR EXECUTIVE STAFF.

THEY COMMITTED TO THE FINANCIAL

RESOURCES FOR OUR SUMMIT,

AND EVEN BEING ABLE TO GO

TO THAT CONFERENCE CENTER

FOR THOSE FOUR DAYS.

AND THEN, ALSO,

JUST AT THE DISTRICT LEVEL,

WE HAVE THE BUY-IN

FROM THE SUPERINTENDENTS

AT THE DISTRICT LEVEL

TO SEND THEIR STAFF TO

THE OUTREACH EVENTS AND THINGS.

SO WE'VE ABSOLUTELY BEEN

SUPPORTED BY THEM.

>> Mochizuki: YES, MY MANAGEMENT

AND EXECUTIVE STAFF

ARE VERY SUPPORTIVE

WHEN I APPROACHED MY BOSS

AND EXECUTIVE STAFF WITH

THE INFORMATION THAT I LEARNED

AT ALL THE TRAINING AND

WORKSHOPS THAT I HAD BEEN TO,

ESPECIALLY REGARDING

THE SMALL BUSINESS/DVBE GOALS.

MY EXECUTIVE STAFF IS

APPOINTED BY THE GOVERNOR,

SO THEY REALLY DON'T KNOW

STATE SERVICE OR STATE POLICY.

SO BRINGING TO LIGHT TO THEM

ABOUT THE GOALS THAT WE HADN'T

MET AND HOW WE WERE SUPPOSED

TO MEET THEM, THEN THEY ACTUALLY

APPROVED MY NEW POLICY THAT I

WANTED TO PUT INTO EFFECT,

AND SIGNED OFF ON IT AND MADE

SURE THAT WE DID FOLLOW IT.

>> Mandell: OK. NEXT THING

FOR THE GROUP,

AND WE'LL START WITH GAYLE

ON THIS ONE,

IS WHAT CHALLENGES OR OBSTACLES

DO YOU FACE IN TRYING

TO MAKE YOUR GOALS?

>> Bohlmann: WELL, OUR LARGEST

CHALLENGE IS THE FACT THAT

WE'RE DECENTRALIZED

AND IT'S PRETTY MUCH

OUT OF OUR HANDS AND, SO,

I THINK SHARING THE INFORMATION

WILL BE A HUGE HELP

FOR OUR DISTRICTS.

THE SECOND THING IS,

WE'RE LIKE A LOT OF YOU,

WE'RE IN VERY REMOTE PARTS

OF THE STATE--

CORNER TO CORNER, TOP TO BOTTOM.

AND SO, IT'S HARDER TO FIND

SMALL BUSINESSES AND DVBEs

IN THOSE PLACES.

THE INTERNET HELPS,

BUT WE'RE JUST STILL LOOKING

FOR MORE, CONSTANTLY.

THAT'S OUR BIGGEST CHALLENGE.

>> Mandell: COLLEEN.

AND I'M BEING ASKED

TO MAKE SURE THAT EVERYONE

TALKS INTO THE MIC,

AS NEW AS THAT IS.

>> Rubens: I THINK WE HAVE

THE SAME ISSUES THAT A LOT

OF AGENCIES HAVE--

IS TRYING TO FIND,

IF YOU HAVE SPECIAL CONTRACTS

LIKE HEALTH HAS

THEIR PHARMACEUTICAL,

WHICH MAKES IT VERY DIFFICULT.

WE HAVE OUR ENGINEERING

CONTRACTS WHICH,

WHEN YOU HAVE HUGE CONTRACTS

AND YOU TRY TO MAKE THAT UP

WITH OFFICE SUPPLIES,

IT'S NOT GOING TO GET IT.

SO I'M OUT THERE TRYING

TO MAKE SURE THAT--

WE'RE TRYING TO FIND,

AT LEAST SUB-CONTRACTORS,

AND WE DON'T DO CONSTRUCTION,

SO IT'S REALLY MORE DIFFICULT

FOR OUR CONTRACTS CAUSE

THEY'RE ENGINEERING CONTRACTS.

AND THEY'RE ALSO

ENVIRONMENTAL CONTRACTS,

WHICH ARE PRETTY MUCH BIG

CORPORATIONS OR BIG-BUSINESS

THAT ARE OUT THERE THAT ARE

PROVIDING THOSE SERVICES FOR US.

AND THAT'S THE MAIN THING

FOR US, IS JUST TRYING TO FIND

SMALL BUSINESSES, MAINLY DVBEs.

IT'S VERY DIFFICULT TO FIND

DVBEs WITHIN THOSE CONTRACTS.

>> King: OK. MY CHALLENGES WERE

LIKE I SAID--

I CAME FROM THE EXECUTIVE STAFF

AND WENT TO PURCHASING.

AND YOU DON'T REALLY KNOW

WHAT THEY HAVE TO DO

IN HANDING THAT PAPER DOWN,

SO IT WAS LIKE "WOW!

THIS IS A LOT OF PAPERWORK."

YOU HAVE TO REMEMBER

TO GET EVERYTHING TOGETHER,

MAKE SURE YOU HAVE ALL

THE RIGHT DOCUMENTATION,

MAKE SURE YOU GET EVERYTHING OUT

TO WHAT THE CUSTOMER NEEDS

TO FILL OUT FOR YOU,

AND WHAT YOU NEED TO SEND

TO GENERAL SERVICES.

>> Mandell: SO I TAKE IT THAT

DGS IS, OF COURSE,

ONE OF THOSE CHALLENGES

YOU FACE.

>> King: YES, YOU GUYS ARE.

BUT THAT WAS MY

BIGGEST CHALLENGE,

JUST TRYING TO FIGURE OUT

EVERYTHING I NEEDED TO DO,

AND BY GOING TO THESE MEETINGS

I'VE LEARNED A LOT.

>> Mandell: OK. WE'RE KIND OF

MOVING ALONG HERE.

LUCY. OH, LUCY. SORRY, LUCY.

WAKE UP THE HOST.

>> Mochizuki: THE BIGGEST

CHALLENGE I FACED WAS THE PART

WHERE I HAD TO CONVINCE

AND TRAIN PROGRAM STAFF

TO CONSIDER USING SMALL BUSINESS

OR DVBEs IN PLACE OF OTHER

VENDORS THAT THEY HAD USED

FOR YEARS AND YEARS AND YEARS.

AND SOME STAFF WERE

VERY AGREEABLE AND SOME STAFF

WEREN'T.

BUT, AGAIN, I HAD

EXECUTIVE STAFF TO BACK ME,

SO WE PREVAILED.

>> Mandell: AND IT IS

A CHALLENGE, BELIEVE ME.

I'VE BEEN ON THE ADVOCATE JOB

FOR THREE YEARS,

AND YOU LEARN EVERY DAY.

SO, WITH THAT,

YOU'VE SHARED SOME THINGS HERE.

ARE THERE ANY ADDITIONAL IDEAS

THAT YOU WOULD LIKE TO SHARE

THAT MAY IMPROVE PARTICIPATION

GOALS FOR OTHER DEPARTMENTS?

>> Rubens: ARE WE GOING IN A ROW

OR ARE YOU JUST GOING TO HAVE

PEOPLE SPEAK?

>> Mandell: YEAH, I'M JUST GOING

TO LET YOU JUMP IN ON THAT

'CAUSE YOU MIGHT NOT ALL HAVE

AN ANSWER, BUT ANYBODY WANT

TO SUGGEST SOMETHING?

>> Rubens: I WILL.

I THINK ATTENDING THE EVENTS

AND THE ADVOCATE MEETINGS

IS REALLY IMPORTANT

FOR AN ADVOCATE BECAUSE

YOU HAVE SO MUCH RESOURCES

THERE FROM ADVOCATES

WHO HAVE BEEN DOING THIS

FOR A LONG TIME.

AND THEY REALLY ASSIST ME,

AND THAT WAS REALLY GOOD.

AND WE ALSO MENTOR.

IF YOU'VE BEEN THERE FOR AWHILE,

MARTY WILL ASK IF ANYBODY

WANTS A MENTOR; BOB WILL.

AND WE'LL BE THERE TO HELP

AND ASSIST OTHER ADVOCATES.

SO YOU HAVE A SUPPORT SYSTEM,

WHICH IS REALLY GREAT.

AND BOB AND STEWART,

THEY HAVE A GREAT WEBSITE

AT THE VETERANS BOARD

TO HELP ADVOCATES.

SO THERE'S A LOT OF PEOPLE

OUT THERE TRYING TO HELP YOU

AND ASSIST YOU IN THAT.

SO THE MEETINGS

ARE REALLY IMPORTANT.

AND GOING TO THE EVENTS

AND HAVING A BOOTH OR A TABLE,

'CAUSE YOU'RE OUT THERE

AND YOU'RE MEETING OTHER

SMALL BUSINESSES AND DVBEs,

WHICH IS REALLY GREAT.

AND, PLUS,

TO ME IT'S REALLY FUN.

I LIKE DOING THAT

KIND OF STUFF,

SO I'M KIND OF LIKE IN MY ARENA,

AND THAT'S REALLY FUN TO ME.

BUT IT'S ALWAYS A GREAT WAY

TO FIND MAYBE SOME UNIQUE

CONTRACTOR OR VENDOR OUT THERE

THAT YOU CAN USE

WITHIN YOUR DEPARTMENT.

>> Mandell: OK. ANYBODY ELSE

HAVE THAT? GAYLE?

>> Bohlmann: I ACTUALLY DO.

I WAS JUST GOING TO SAY THAT,

ONE OF THE OTHER THINGS THAT

CAME OUT OF THE SUMMIT

JUST AS A BY-PRODUCT

IS THAT WE NOW HAVE

A SMALL BUSINESS/DVBE NEWS.

SO IT'S A LITTLE NEWSLETTER

THAT WE SEND OUT WHENEVER

SOMETHING COMES UP,

SO IT'S INCLUDED--

LIKE THE FACT THAT WE WERE

UP FOR THE AWARD

AND THAT WE HAD GOT THE AWARD.

WE HAD A HISTORY OF A CONTRACTOR

THAT THE FIRST CONTRACT

THAT WE AWARDED TO THEM,

THEY DID THE GOOD-FAITH EFFORT.

THE SECOND ONE,

THEY DID THE GOOD-FAITH EFFORT

AND ACTUALLY FOUND A DVBE

TO PARTNER WITH.

SO THE THIRD TIME THEY

CONTRACTED WITH US,

THEY JUST PARTNERED.

SO JUST SOME THINGS LIKE THAT,

BUT JUST KEEPING IT OUT

IN FRONT OF THE PEOPLE

MORE OFTEN HAS JUST BEEN

A BIG DEAL FOR US BECAUSE

WE ARE SPREAD OUT ALL OVER,

AND WE JUST HAVE THE EXPECTATION

THAT THE WHOLE DEPARTMENT IS

GOING TO GET ON BOARD

WITH THIS.

SO THAT'S BEEN GOOD FOR US.

>> Mandell: EXCELLENT.

AND NOW LISA AND LUCY.

>> Mochizuke: ONE OF THE THINGS

I MENTIONED EARLIER,

AND I THINK IT'S VERY IMPORTANT,

ESPECIALLY IF YOU HAVE

NEW STAFF COMING ON BOARD,

IS TO ATTEND THE TRAINING

AT CAL-PCA.

THE TRAINING IS VERY GOOD.

I MEAN, THAT'S WHERE I LEARNED

HOW TO DO MY JOB THE MOST.

AND LIKE EVERYONE ELSE

HAS MENTIONED, IS THE MEETINGS,

ATTENDING ANY MEETINGS

REGARDING CONTRACTING,

PROCUREMENT AND SMALL BUSINESS.

BUT I THINK THOSE TWO THINGS

ARE VERY IMPORTANT.

>> Mandell: OK. LISA.

>> King: I'M WITH LUCY.

[all laughing]

>> Mandell: AND ALONG THAT LINE,

A LITTLE LATER THIS MORNING

YOU'RE GOING TO HEAR ABOUT

ePROCUREMENT AND THE TRAINING

THAT'S COMING THERE.

SO I WILL DITTO ACROSS THE BOARD

ON THE TRAINING.

THIS ONE'S OUR SOFTBALL QUESTION

OF THE MORNING WHICH IS--GAYLE,

ARE YOU THE ADVOCATE NOW FOR--

>> Mochizuki: KATHY CRAWLEY

LEFT OUR DEPARTMENT,

SO WE'RE FIGURING THAT OUT.

BUT WE HAVE MIKE MILLER WHO'S

BACK IN THE BACK OF THE ROOM.

>> Mandell: MIKE, WAVE

YOUR HAND.

HI, MIKE.

>> Mochizuki: HE'S OUR

ONE ADVOCATE, SO WE'RE WORKING

THAT OUT RIGHT NOW.

>> Mandell: SO AS--

WE'RE GOING TO LET YOU

TALK ABOUT THIS AS IF YOU

ARE THE ADVOCATE,

OR MAYBE MIKE CAN ANSWER THIS.

WHAT IS THE BEST PART

OF YOUR POSITION?

WHAT DO YOU ENJOY THE MOST?

AND WE'RE GOING TO LET LISA

START WITH THAT ONE.

>> King: OH, THANK YOU, ERIC.

[all laughing]

UM, YOU KNOW WHAT?

THE MOST REWARDING PART OF IT

IS TO ACTUALLY SPEAK TO

SMALL BUSINESS/DVBE

EMPLOYEES AND OWNERS,

BECAUSE THEY DO COME

TO THE OFFICE

AND THEY DO DELIVER SUPPLIES.

AND GETTING TO KNOW THEM

AND PUTTING MONEY BACK

INTO THE COMMUNITY.

AND I REALLY ENJOY THAT

BECAUSE THEY'RE SO APPRECIATIVE.

THEY ALWAYS ASK,

"HOW DID YOU FIND US?"

"DGS's WEBSITE?"

AND THEY'RE VERY THANKFUL

AND VERY GRATEFUL.

>> Mandell: I SEE A BIG SMILE

ON LUCY'S FACE LIKE YOU'RE DYING

TO ANSWER THIS NEXT. LUCY.

>> Mochizuki: WELL,

I AGREE WITH LISA, BUT ALSO,

ONE OF THE THINGS THAT I KIND OF

LEARNED FROM PAST WINNERS

WAS THE FACT THAT YOU COULD

OUTREACH TO A COMPANY

OR ORGANIZATION AND WALK THEM

THROUGH THE PROCESS TO BECOME

A SMALL BUSINESS OR A DVBE.

WHICH, ACTUALLY,

THAT'S WHAT I DID,

IS ONE OF MY BIG CONTRACTS

LAST YEAR,

THEY BECAME A SMALL BUSINESS

AND THEY ACTUALLY WON THE BID

FOR THAT CONTRACT.

SO I ENJOY THAT.

I ENJOY DOING THAT.

>> Mandell: OK. GAYLE.

>> Bohlmann: JUST MAKING

A DIFFERENCE IN THE LIVES

OF THE SMALL BUSINESS

AND DVBE OWNERS IS GREAT.

IT'S AWESOME.

>> Mandell: OK.

>> Rubens: DITTO ON EVERYTHING

EVERYONE ELSE HAS SAID.

BUT I LOVE THE EVENTS;

I LIKE THE INTERACTING WITH ALL

THE ADVOCATES.

BUT I DO WANT TO SAY, FOR US TO

BE GOOD ADVOCATES,

THAT WE REALLY HAVE PEOPLE THERE

WHO REALLY STAND BEHIND US--

REALLY IN FRONT OF US,

AND THEY ASSIST US--IS ERIC

AND ALL HIS STAFF AT DGS;

MICHAEL AND MARTY

AT THE OFFICE OF SMALL BUSINESS,

AT THE GOVERNOR'S OFFICE.

I MEAN, SINCE MARTY AND MICHAEL

HAVE COME ON BOARD,

THEY'VE BEEN A GREAT ASSET.

WE'VE NEVER HAD SOMEBODY FROM

THE GOVERNOR'S OFFICE

REALLY STANDING BEHIND US

AND ASSISTING US.

AND ALSO, WE COULDN'T DO WITHOUT

BOB AND STEWART

AT THE VETERANS BOARD.

I MEAN, THEY PUT TOGETHER

OUR MEETINGS EVERY--

ALL OUR ADVOCATE MEETINGS,

AND THERE'S A LOT OF WORK

THAT GOES BEHIND THAT.

AND WE JUST HAVE SO MUCH

SUPPORT AND HELP.

I THINK IT'S GREAT WHEN

I HAVE TO CALL A BUSINESS

OR A SMALL BUSINESS OR A DVBE,

ESPECIALLY A DVBE,

BECAUSE IT'S SO MUCH HARDER

FOR THEM.

THEY'RE REALLY APPRECIATIVE

THAT WE'RE CALLING

AND TRYING TO GET THEM.

THEY MIGHT AT LEAST KNOW THAT

WE'RE LOOKING FOR THEM.

THAT'S REALLY REWARDING, ALSO.

Mandell: WELL,

I WANTED TO SAY THANK YOU,

BUT WE'RE NOT DONE

WITH THESE PEOPLE, YET,

AND WE HAVE THE NEXT

GROUP COMING.

BUT FIRST LET ME INTRODUCE

EARL WASHINGTON.

HE'S THE MAN WITH

THE MICROPHONE,

SO MANY OF YOU KNOW EARL.

[audience applauding]

THIS IS LIKE THE FOUNDING FATHER

OF SMALL BUSINESS OUTREACH,

GOING BACK...

ANYBODY HAVE QUESTIONS

FOR OUR PANELISTS?

OH, COME ON.

WELL, AT LEAST SPEAK VERY LOUDLY

BECAUSE WE'RE DOING A WEBCAST.

>> Man: PARKS AND RECREATION--

YOU PROBABLY SET THE RECORD

FOR HAVING CAL-CARDS DISPERSED

ALL OVER THE STATE

OF CALIFORNIA.

HOW ARE YOU CURRENTLY CAPTURING

YOUR SMALL BUSINESS AND DVBE

EXPENSE ALL WITH YOUR CAL-CARD?

>> Bohlmann: OH, UNFORTUNATELY,

WE DO IT MANUALLY.

THE REPORT THAT COMES FROM

THE BANK HAS NOT BEEN VERY

USER-FRIENDLY FOR US,

AND IF SOMEBODY HAS A GOOD

EXAMPLE OF THAT,

I WOULD LOVE TO HEAR IT.

SO WE ACTUALLY DO THAT MANUALLY.

EVERY SINGLE MONTH,

WE HAVE SOMEONE GO THROUGH

THE PURCHASES OFF THE CAL-CARD,

GO TO THE DGS SITE,

MATCH THOSE UP--

IT'S JUST VERY INTENSE.

THE GOOD NEWS IS THAT,

NOW THAT WE'RE SENDING OUT

THE QUARTERLY STATS,

WE'RE DOING IT MORE OFTEN

BECAUSE WE HAVE TO DO IT

EVERY SINGLE MONTH,

SO IT IS IN SMALLER CHUNKS.

JULY AND AUGUST WERE GREAT

BECAUSE THE CAL-CARDS

WERE BASICALLY CUT OFF.

[all laughing]

BUT WHEN WE WERE GOING TO--

IT WAS MUCH LESS TIME-CONSUMING,

I SHOULD SAY.

BUT IT IS DONE MANUALLY,

AND WE ACTUALLY HAVE

SOME COMMUNICATION--

OUR CAL-CARD MANAGER HAS

COMMUNICATION INTO DGS,

BECAUSE THAT'S A HUGE

PROBLEM FOR US.

AND WE KNOW WE'RE

MISSING THINGS,

BUT WE DON'T TRUST

THE CAL-CARD REPORT,

AND SO WE'RE STILL

DOING IT MANUALLY.

Mandell: OK. ANYBODY ELSE,

QUESTIONS FOR THE GROUP?

THEY'RE GOING, "PLEASE LET US

OFF THE HOOK."

AND WITH THAT, I WANT TO THANK

OUR FIRST GROUP OF PANELISTS,

EVERYONE.

[audience applauding]

NOT EASY TO GET UP THERE

IN FRONT OF PEOPLE AND TALK.

THAT IS, AS WE KNOW,

AMERICA'S GREATEST FEAR--

SPEAKING IN PUBLIC;

DEATH IS NUMBER TWO.

AND NUMBER THREE, ALSO,

INVOLVES DEATH WHILE

SPEAKING IN PUBLIC.

[all laughing]

SO WITH THAT, WE'RE GOING

TO PUT OUR NEXT FOLKS THROUGH

THE ORDEAL HERE--EXCUSE ME,

GIVE THEM A CHANCE TO SHARE.

AND THESE ARE SOME BIG-TIME

SARA AWARD WINNERS.

THIS IS A PANEL OF THREE FOLKS.

SO, FIRST IS SHIRLEY HERE.

SHIRLEY TRICE,

DEPARTMENT OF SOCIAL SERVICES.

TWENTY-SIX YEARS

OF STATE SERVICE, 13 AT DSS,

6 YEARS AT DGS ACCOUNTING.

[audience applauding]

SO SHE SIGNED A LOT OF CHECKS.

AND THIS DEPARTMENT,

SOCIAL SERVICES--

MOST IMPROVED DVBE PARTICIPATION

FOR A LARGE DEPARTMENT.

OK. DEPARTMENT OF HOUSING

AND COMMUNITY DEVELOPMENT.

AND THEY WON A SPECIAL

LEADERSHIP AWARD

FROM SECRETARY ROSARIO MARIN.

THIS IS MR. DENNIS MONTGOMERY.

DENNIS, COME ON UP.

DENNIS HAS OVER 30 YEARS

OF STATE SERVICE.

[audience applauding]

CURRENTLY, HE WEARS MANY HATS,

ALTHOUGH HE'S NOT WEARING

A HAT THIS MORNING, I NOTICE.

MANAGER AND SB/DVBE ADVOCATE--

LOT'S OF STUFF, DENNIS.

AND FINALLY,

SOMEBODY WHO WON THIS WHILE

WORKING AT ANOTHER DEPARTMENT--

CONSUMER AFFAIRS--

THAT I'M HAPPY NOW WORKS FOR ME

HERE AT DGS.

SOMEBODY MANY OF US KNOW--

MAUREEN MOSS.

MAUREEN, COME ON UP.

[audience applauding]

TWENTY-FIVE YEARS

OF STATE SERVICE,

AND SHE CAME TO US RECENTLY.

MAUREEN, WAS ALL THE REST

OF THAT WITH CONSUMER AFFAIRS?

MAUREEN?

MAUREEN'S FOCUSED, FOLKS.

>> Moss: IT'S NOT MY TURN

TO TALK YET.

>> Mandell: WAS IT ALL AT DCA,

YOUR 25 YEARS?

>> Moss: NO.

>> Mandell: WHERE ELSE WERE YOU?

>> Montgomery: IT WAS SO

LONG AGO.

>> Moss: I BEGAN WITH

BOARD OF EQUALIZATION.

>> Mandell: YOU WENT FROM

B.O.E. HERE?

>> Moss: FROM THERE I MOVED

INTO THE OFFICE OF

EMERGENCY SERVICES.

>> Mandell: O.E.S.

>> Moss: FROM THERE I MOVED TO

CONSUMER AFFAIRS,

AND NOW TO THE DEPARTMENT

OF GENERAL SERVICES.

>> Mandell: SO, WELCOME AGAIN

TO ALL OUR FOLKS--

SHIRLEY, DENNIS AND MAUREEN.

SAME DRILL.

WE'RE GOING TO START

WITH SHIRLEY.

AND SHIRLEY, IN YOUR AREA,

ESPECIALLY AS FAR AS DVBE,

YOU DID EXCEPTIONALLY WELL.

SO, FOR THE PAST YEAR,

COULD YOU BRIEFLY DESCRIBE

HOW YOU OBTAINED YOUR

PARTICIPATION GOALS?

WHAT PRACTICE

OR PRACTICES WORKED FOR YOU

AND YOUR DEPARTMENT?

>> Trice: AM I TALKING

INTO THIS?

>> Mandell: AND WE'RE GOING TO

ASK EVERYONE AGAIN

TO TALK INTO THE MICROPHONE.

IT'S GOING OUT TO THE WORLD.

DON'T GET NERVOUS.

>> Trice: I THINK I HAVE TO

GO BACK TO 2004

WHEN I WAS REDIRECTED

TO TAKE OVER THE BUREAU

THAT INCLUDED PURCHASING

AND A LOT OF OTHER THINGS.

AND WHEN I TOOK OVER THAT AREA,

WE WERE, I THINK THAT

PARTICULAR YEAR,

I DIDN'T EVEN KNOW WHAT

A SMALL BUSINESS/DVBE REPORT WAS

BECAUSE I WASN'T

THE MANAGER OVER THAT.

BUT WHEN I TOOK OVER,

I THINK WE WERE IN SUCH

DEEP TROUBLE THAT WE DIDN'T

EVEN MEET 2%, OR MEET ANY OF

THE GOALS, PERIOD.

SO I HAVE TWO BUYERS.

THEY HANDLE 59 FACILITIES.

THEY HANDLE A STAFF OF

59 FACILITIES

UP AND DOWN NORTHERN

AND SOUTHERN CALIFORNIA;

THERE ARE 400 CAL-CARD HOLDERS.

SO, BASICALLY, WHAT WE HAD

TO DO WAS WE HAD TO PUT IN

A IMPROVEMENT PLAN TOGETHER,

AND ANY CASE, SOME THINGS

THAT WE WERE GOING TO DO.

BUT NOT JUST SAY WE WERE GOING

TO DO THEM AND NOT DO THEM.

WE ACTUALLY TOOK STEPS

TO DO WHAT WE SAY WE WERE

GOING TO DO.

AND ONE OF THE BIGGEST THINGS

THAT WE DID WAS,

WE HAD TO FIGURE OUT

FOR OUR AGENCY

WHAT COMMODITIES DO WE BUY?

BECAUSE NOT ALL SMALL

BUSINESS/DVBE VENDORS

COULD ACCOMMODATE US BECAUSE

WE BUY CERTAIN COMMODITIES.

ONE OF THE BIGGEST COMMODITIES

WE BUY IS OFFICE PRODUCTS.

AND SO, WE TRY TO MATCH

SMALL BUSINESSES

AND ANY DVBE VENDORS THERE ARE

IN THE DIFFERENT CITIES

THAT OUR FACILITIES ARE AT WHERE

WE COULD DO BUSINESS WITH THEM.

AND THEN, THE BIGGEST THING

FOR US I TURNED AROUND WAS,

BACK IN 2004, WE STOPPED LEASING

ALL OUR PC EQUIPMENT,

AND WE STARTED PURCHASING THEM.

WHEN THE CSSI CONTRACTS

CAME OUT,

THAT REALLY HELPED US A LOT,

BECAUSE YOU EITHER COULD USE

YOUR PURCHASING DELEGATION

AUTHORITY FOR THE SMALL

BUSINESS/DVBE OPTION,

OR YOU COULD GO THROUGH

THE CSSI CONTRACT,

IN WHICH YOU COULD USE

THE OPTION FOR A PASS-THROUGH

TO A SMALL BUSINESS

AND STILL GET CREDIT FOR THAT.

SO OUR PC PURCHASES ARE

PRETTY MUCH LUMPED TOGETHER.

AND I MIGHT BE APPLYING FOR

A GS SMART LOAN

THROUGH THE DEPARTMENT

OF GENERAL SERVICE

FOR ABOUT $400,000-$500,000

AT A TIME WORTH OF PC EQUIPMENT.

WE REFRESH OUR EQUIPMENT

EVERY 36 MONTHS.

SO THAT'S REALLY HELPED US

A LOT, BECAUSE WE DID FIND

A DVBE VENDOR.

AND WHEN YOU ADD UP

THOSE DOLLARS,

THAT REALLY ADDS UP TO A LOT,

WHICH WILL HELP YOU

MEET YOUR GOALS.

>> Mandell: VERY GOOD.

MOVING OVER TO DENNIS.

>> Montgomery: I HAD THIS

PREPARED TEXT,

BUT WE'LL DO YOUR FORMAT

INSTEAD OF MINE.

I WANTED TO SAY SOMETHING

THAT THE MONTAGE--

>> Mandell: YOU TALK INTO

THE MIC.

>> Montgomery: TALK INTO

THE MIC?

IS IT ON?

ALRIGHT.

USUALLY I DON'T HAVE TROUBLE

TALKING INTO A MIC.

BUT ANYWAY,

I WANTED TO SAY THE MONTAGE

WAS WELL PUT TOGETHER.

IT WAS QUITE NICE.

AND ALSO, GETTING THE AWARD,

FOLLOWING YOUR STEPS,

I GOT TO HUG

THE AGENCY SECRETARY.

[audience laughing]

OURS IS SECRETARY BONNER,

I DON'T THINK IT WOULD WORK OUT.

BUT THAT WAS REALLY FUN.

ACTUALLY, THE WAY WE MET--

OUR GOALS WAS,

WE'VE BEEN ABLE TO AS MUCH

AS OTHER DEPARTMENTS,

IN THAT WE CAN USE

SMALL BUSINESS OR DV

AS A CONDUIT TO PURCHASE

FOR THE MASTER CONTRACTS.

PRIOR TO THAT, IT WAS JUST HARD

BECAUSE IT WAS--

WE DON'T HAVE A LOT OF MONEY.

AND SO, THE LOWEST BID

WAS A REAL KEY ISSUE

TO THE DEPARTMENT.

NOW...

THE DOLLAR IS PRETTY MUCH SET,

IT'S THE BEST PRICE,

AND WE CONDUIT THROUGH

A DV OR SMALL BUSINESS.

AND I'M GOING BY NUMBERS.

>> Mandell: AND I'LL MENTION,

THIS IS A DEPARTMENT THAT

HAS CONSISTENTLY DONE REALLY,

REALLY WELL IN THE NUMBERS.

SO THEY WERE HONORED FOR,

IT'S ALMOST A LIFETIME

ACHIEVEMENT.

NICE JOB ON THAT.

WE'LL BE DRAWING MORE OUT OF YOU

IN A FEW MINUTES HERE.

BUT MAUREEN, NOW TALKING ABOUT

HER LIFE AT CONSUMER AFFAIRS

AND THE SUCCESSES THERE.

AGAIN, THIS IS LIKE

A LIFETIME ACHIEVEMENT.

>> Moss: GOOD MORNING.

AS THE ADVOCATE OF

THE DEPARTMENT OF

CONSUMER AFFAIRS,

I DID A MONTHLY REPORT

FOR EACH DIVISION,

IF YOU'LL CALL IT,

OR A PROGRAM, OR AN OFFICE.

AND THEN I DID THE REPORT FOR

THE ENTIRE DEPARTMENT.

WE COULD SEE AT A GLANCE

THE LEVEL OF

THE PARTICIPATION GOALS.

SO THIS MIGHT BE SOMETHING THAT

YOU CAN TAKE BACK HOME,

AND IT MIGHT WORK FOR YOUR

AGENCY OR DEPARTMENT.

WHEN ORDERS DID NOT IDENTIFY

A CERTIFIED SB/DVBE VENDOR,

A FORM THAT IS ENTITLED

"REQUEST FOR EXEMPTION"

WAS USED.

AND IF YOU'RE INTERESTED

IN ADDITIONAL INFORMATION

ON WHAT THAT FORM CONTAINS,

WHAT IT LOOKS LIKE,

I'D BE HAPPY TO TALK WITH YOU

OFF-LINE.

AS AN ADVOCATE,

COMMUNICATION IS

A KEY INGREDIENT.

SO WORKING WITH

THE NUMEROUS DIVISIONS,

INCLUDING ADVISING THEM WITH

THE STATUS OF THEIR GOALS,

ANY ASSISTANCE IN LOCATING

CERTIFIED VENDORS,

IN ADDITION TO RECOGNIZE

AND ACKNOWLEDGE WITH

A CERTIFICATE,

THE EFFORTS AND ACHIEVEMENTS

MADE BY EACH DIVISION

WITHIN THE DEPARTMENT.

THIS IS WHAT HELPED DEPARTMENT

OF CONSUMER AFFAIRS.

THANK YOU.

>> Mandell: YEAH, YOU DID

A FEW OF THESE, RIGHT?

MY QUESTION TO YOU:

HOW MANY SARA AWARDS

HAVE YOU WON IN YOUR CAREER?

>> Moss: EIGHT.

>> Mandell: SO I WANT TO LEARN

FROM YOU, TOO.

THAT'S ONE REASON I HIRED YOU.

OK. ANOTHER THING

THAT I WANT TO KNOW,

AND I'M GOING TO START WITH

MAUREEN ON THAT,

AND YOU CAN EVEN ANSWER

TRUTHFULLY ABOUT OVER HERE,

BUT SPECIFICALLY ABOUT

EXECUTIVE MANAGEMENT SUPPORT

AND HOW THAT PLAYED

INTO YOUR SUCCESSES.

WE'LL START WITH MAUREEN,

AND THEN WE'LL GO TO DENNIS

AND THEN OVER TO SHIRLEY.

>> Moss: IN ASKING IF EXECUTIVE

MANAGEMENT AT DEPARTMENT

OF CONSUMER AFFAIRS

GAVE ASSISTANCE:

EVERYONE HAS THEIR GOOD DAYS,

AND THEN THERE ARE DAYS WHEN

WE JUST NEED A LITTLE EXTRA.

WELL, ONE DAY I WAS DOING

THE MONTHLY REPORT

FOR THE DEPARTMENT,

AND IT WAS CLEAR THE REQUIRED

PARTICIPATION GOALS WERE NOT

GOING TO BE STRONG ENOUGH

TO MAKE IT THROUGH

THE SECOND HALF OF THE YEAR.

I NEEDED MORE.

I ADVISED MANAGEMENT,

AND AN AGREEMENT TO DEVELOP

A DEPARTMENTAL MEMO INDICATING

ALL DIVISIONS MUST FIRST GIVE

CONSIDERATION TO A CERTIFIED

DVBE VENDOR;

SECOND, TO A CERTIFIED SBMB.

AND IF A NON-CERTIFIED VENDOR

WAS TO RECEIVE AN ORDER,

THEY MUST GIVE A DETAILED

EXPLANATION OF WHY.

WHAT PROCESS DID THEY TRY TO USE

TO DETERMINE THAT AN SB/DVBE

COULD NOT BE AWARDED.

I AM PROUD TO SAY THE DEPARTMENT

OF CONSUMER AFFAIRS

TOP EXECUTIVE MANAGEMENT LEVEL

AND ALL THE WAY DOWN,

YES, DID SUPPORT THE MEMO,

AND THE PARTICIPATION 

GOALS IMPROVED.

THANK YOU.

>> Montgomery: ACTUALLY,

WITH THE DIRECTION

OF DIRECTOR LYNNE JACOBS,

AND THE SUPPORT OF THE ENTIRE

EXECUTIVE STAFF TEAM,

WE HAVE EXCEEDED OUR GOALS

OF 25% SB, AND 3%,

FOR A COUPLE OF YEARS,

THREE OR FOUR.

AND ALSO, I THINK,

REAL SIGNIFICANTLY,

THE EXECUTIVE STAFF IS

AN EXTENSION OF THE DIRECTOR,

SUPPORTS OUR EFFORTS IN

THE APPROPRIATE PROCEDURES

FOR PROCUREMENT,

WHICH KIND OF FOLLOWS YOURS.

WE REALLY TRY VERY HARD

TO HIT THE DB'S AND SB'S FIRST.

AND, BY THAT, THERE WAS SOME

ADJUSTMENTS IN THE WAY

THE DEPARTMENT MADE ITS ORDERS

IN ORDER TO MEET ITS GOALS,

AND IT'S BEEN FAIRLY SUCCESSFUL.

>> Mandell: I'M CALLING

LUCY BACK AND SHE'S GOING, HUH?

DENNIS, DID I CUT YOU OFF?

SORRY.

>> Montgomery: NO, YOU DIDN'T.

>> Mandell: I'M KNOWN

FOR DOING THAT.

>> Montgomery: IN OTHER WORDS,

MY EXECUTIVE STAFF TOTALLY

SUPPORTS THE ACTIONS

OF THE ADVOCATE OF WHICH I'VE,

JUST ABOUT 5%.

>> Mandell: SHIRLEY.

>> Trice: WELL, OUR AGENCY

IS PRETTY LARGE,

SO I WOULD HONESTLY HAVE TO SAY

THAT OUR EXECUTIVE MANAGEMENT

REALLY DOES NOT PLAY A BIG PART

IN WHAT WE DO.

THEY DO SUPPORT US AS FAR AS

HAVING FAITH IN US,

AND TRUST THAT WE ARE

THE SUBJECT-MATTER EXPERTS

AND THAT WE KNOW

WHAT WE'RE DOING,

AND WHAT GOALS WE NEED TO MEET

FOR THE DEPARTMENT.

AND SOMETIMES THEY

WOULD ASK US--

WHEN THEY GET THE LETTER

FROM DGS OR SOMETHING,

OR THEY WERE JUST REALLY SHOCKED

WHEN WE EVEN GOT AN AWARD,

AND WANTED TO KNOW WHAT

THE AWARD WAS FOR.

SO THAT WAS REALLY EXCITING

BECAUSE WE HAVE A NEW DIRECTOR,

HE'S ONLY BEEN IN

FOR ABOUT A YEAR.

AND SO, HE WAS REALLY

THRILLED ABOUT IT,

AND IT'S SITTING ON THEIR

LITTLE GLASS CASE

ON THE EXEC OFFICE NOW.

>> Mandell: THAT'S NICE TO HAVE 

THOSE TROPHIES THERE.

EVERYONE THINKS THEY'RE CORNY,

BUT WHEN YOU GET THEM THE BOSS

ALWAYS THINKS IT'S REALLY COOL.

AND IT HELPS;

IT'S A GOOD THING TO HAVE.

ALSO, AMAZINGLY ENOUGH,

IT SEEMS THAT THE MORE

YOU WIN OF THOSE,

THE MORE YOU GET SUPPORTED.

I WONDER WHY?

THEY GO TO THE CABINET

AND THE GOVERNOR SEES THE AWARD.

AMAZING HOW THAT WORKS.

BUT FACING THAT, THERE ARE ALSO

CHALLENGES AND OBSTACLES.

AND SO, WE'RE GOING TO

START WITH YOU, DENNIS.

OTHER THAN MY BROTHER

OVER THERE,

WHAT'S YOUR BIGGEST CHALLENGE

AND OBSTACLE?

>> Montgomery: YOUR BROTHER

IS NOT AN OBSTACLE, ERIC.

HE'S BEEN VERY SUPPORTIVE.

ACTUALLY, A COUPLE OF THINGS

THAT WE HAVE THAT'S

A LITTLE BIT TOUGH IS OUR

PURCHASING IS DECENTRALIZED.

I SIGN ALL THE P.O.'S,

AND I CAN SEE WHERE

WE'RE BUYING,

BUT I DON'T ACTUALLY BUY STUFF.

SO WHAT I TRY TO DO IS,

WHEN I GET, PARTICULARLY

A SOLICITATION FROM

A SMALL BUSINESS,

I TRY TO E-MAIL THAT OUT

TO THE VARIOUS FOLKS

THAT DO THE BUYING,

SO THAT THEY'RE AWARE

OF THE VENDOR

AND WHAT THE VENDOR PROVIDES.

AND THEN, WHEN I GET THE P.O.,

I CHECK. 

THE SECOND ONE,

AND IT SETS UP BRIEFLY,

AND IT'S VERY DIFFICULT,

PARTICULARLY WITH A CAL-CARD,

BUT YOU WANT TO

CAREFULLY CHECK--

AGAIN, WE'RE A SMALL DEPARTMENT,

IT'S TOTALLY MANUAL.

I DO IT ON AN EXCEL SPREADSHEET,

BUT YOU WANT TO CHECK

VERY CAREFULLY THE DENOMINATOR

OR THE ACTUAL TOTAL AMOUNT

YOU'VE SPENT FOR GOODS

AND SERVICES AND I.T. STUFF,

BECAUSE SOME THINGS

YOU CAN EXCLUDE.

AND IF YOU GO OVER IT,

YOU CAN DROP OUT

THE STATE PRINTER,

YOU CAN DROP OUT PIA

AND SOME OTHERS,

SO THAT MAKES YOUR

DENOMINATOR SMALLER.

'CAUSE THAT'S WHAT KILLS ME

IN CERTAIN YEARS.

IF WE DO A LARGE CONTRACT,

THE DENOMINATOR IS

JUST EXPLODED.

AND EVEN THOUGH

I HAVE GOOD NUMBERS,

THE BASE IS SO HIGH

IT DOESN'T SHOW.

RELATED TO THAT IS WHEN I GO

THROUGH AND CHECK MY VENDORS.

I SORT BY VENDOR NAME BECAUSE,

BASICALLY, ON THIS WORKSHEET,

WE PUT A LITTLE X BY SB,

WE PUT A LITTLE X BY DV,

AND THEN WE SORT.

SO, IF STAFF FORGET

TO PUT THE X,

AND I'M IN A HURRY,

I DON'T GET THE NUMBERS.

ON THE CAL-CARD,

WHAT WE'VE RECENTLY DONE WAS

WE NOW HAVE A PERSON WHO BUYS,

ESSENTIALLY,

ALL THE OFFICE EQUIPMENT.

WE BUY IT FROM A DV,

AND HE USES THAT CARD

FOR THOSE PURCHASES

SO WE DON'T HAVE TO

MIX PURCHASES AND ATTEMPT TO

GO THROUGH AND PICK THOSE OUT,

WHICH IS VERY TIME-CONSUMING.

AND WITH THOSE THREE THINGS,

IT'S MADE A REAL

SIGNIFICANT DIFFERENCE.

>> Mandell: OK. BOY,

I APPRECIATE THAT,

AND I THINK IT'S ONE OF

THOSE THINGS WHERE

IT'S VERY SYSTEMATIC.

SHIRLEY, WE'LL TAKE YOU NEXT.

>> Trice: ACTUALLY,

THERE ARE PROBABLY TWO

CHALLENGES THAT WE HAVE.

ONE--WELL, IT'S AN OBSTACLE,

ACTUALLY.

OUR CONTRACT UNIT

AND OUR PURCHASING UNIT

ARE IN DIFFERENT BRANCHES

UNDER DIFFERENT MANAGEMENT,

SO IT'S KIND OF HARD TO KNOW

WHAT CONTRACTS IS DOING,

WHETHER THEY'RE MEETING

OR PRACTICING

WHAT WE'RE PRACTICING.

SO WHEN THE TIME COMES

TO PUT A REPORT TOGETHER,

WE GET INFORMATION FROM THEM

AS FAR AS NUMBERS AND STUFF,

BUT REALLY DON'T

HAVE THE AUTHORITY

TO MANAGE THAT PART,

AND IT'S SORT OF HARD.

THEY HAVE THE BIGGER DOLLARS

THAN WE DO AS FAR AS

COMMODITIES,

AND IT SORT OF BRINGS

OUR PERCENTAGES DOWN.

SO THAT'S REALLY A BIG OBSTACLE.

SO WE HAVE TO PROBABLY HAVE

TO TRY TO WORK TOGETHER

A LITTLE MORE AND TALK TO THEM

ABOUT WHAT THEY'RE DOING.

AND THEN, THE BIGGEST CHALLENGE

THAT I'VE HAD IS WHEN

WE STARTED EXERCISING OUR

SMALL BUSINESS/DVBE RIGHTS,

OPTIONS TO PURCHASE

THIS PC EQUIPMENT.

OF COURSE, THAT BROUGHT A LOT

OF ATTENTION FROM DGS

PROCUREMENT BECAUSE THEY'RE

WONDERING HOW COME YOU'RE

NOT USING THE CSSI CONTRACTS?

SO WE WENT AROUND AND AROUND,

HAD A LOT OF MEETINGS OVER

JUST ONE BIG PURCHASE WE MADE,

AND IT'S SORT OF KIND OF

DISCOURAGING BECAUSE, YOU KNOW,

DO YOU WANT TO DO THAT

ANYMORE BECAUSE, YOU KNOW,

PEOPLE START ASKING

A WHOLE BUNCH OF QUESTIONS.

YOU HAVE TO SHOW THIS.

WHY YOU JUSTIFY.

WHY YOU DID THAT.

WELL, YOU KNOW WHAT?

MY MANAGEMENT WENT WITH ME.

WE STOOD OUR GROUND AND WE JUST

CONTINUED TO STILL USE

OUR OPTION BECAUSE HOW ELSE

AM I SUPPOSED TO MEET MY GOALS

IF I DON'T HAVE THAT OPTION?

>> Mandell: AGREED. YOU KNOW,

THAT'S A CULTURE CHANGE

THAT'S UNDERGOING HERE,

BUT IT DOESN'T HAPPEN OVERNIGHT.

THANK YOU FOR RAISING THAT UP.

MAUREEN.

BATTLE LIFE-FIGHT EVERYDAY.

MAUREEN, ON CONSUMER AFFAIRS

OBSTACLES AND CHALLENGES.

>> Moss: WITH A SHOW OF HANDS,

HOW MANY OF YOU IN THE AUDIENCE

ARE FAMILIAR WITH THE STRATEGIC

SOURCING CONTRACTS?

THOSE OF YOU THAT RAISED

YOUR HANDS MIGHT FIND THIS

DOWN MEMORY LANE:

THE STRATEGIC SOURCING CONTRACTS

WAS ONE OBSTACLE I HAD

AS WORKING WITH THE DEPARTMENT

OF CONSUMER AFFAIRS.

NOT ALL OF THESE CONTRACTS

INDICATED THE SB

AND DVBE PARTICIPATION.

OTHERS, YOU HAD TO CONTINUE

WITH NUMEROUS ATTEMPTS

TO TRY TO RECEIVE

THE INFORMATION FROM THE VENDOR.

THIS WAS DEFINITELY AN OBSTACLE.

MOVING ON TO

THE SECOND OBSTACLE:

HAVING THE LARGE-DOLLAR-AMOUNT

CONTRACTS OR ORDERS

THAT COULD NOT SUPPORT

A CERTIFIED SB AND DVBE.

WITH THESE CHALLENGES,

IT MADE MY PERSEVERANCE

AND DETERMINATION

THAT MUCH STRONGER

TO OBTAIN THE END RESULT

WITH THE REQUIRED

PARTICIPATION GOALS.

>> Mandell: THANK YOU.

AND THE NEXT ONE,

I'M GOING TO START WITH YOU,

CONTINUING ON, WHICH IS,

ARE THERE ADDITIONAL THINGS:

INFORMATION, SUGGESTIONS, IDEAS,

THOUGHTS, JOKES--

ANYTHING YOU WANT TO SHARE

WITH THE GROUP?

>> Moss: WELL, IF I TELL YOU 

ALL A SECRET,

WE'D ALL LIKE TO HEAR IT, RIGHT?

BUT IF I TELL YOU THE SECRET,

THEN WHOEVER'S SITTING 

NEXT TO YOU IS ALSO GOING 

TO HEAR THE SECRET,

SO THEN IT WON'T BE A SECRET.

SO I'D LIKE TO SHARE SOME

INGREDIENTS WITH YOU.

AGAIN, YOU CAN TAKE THEM BACK

TO YOUR OFFICE

AND SEE IF THEY WORK FOR YOU.

SOME THINGS THAT MIGHT HELP

IN IMPROVING YOUR GOALS:

ATTENDING THE VARIOUS

OUTREACH EVENTS AND MEETINGS,

SCHEDULE ONE-ON-ONE MEETINGS

WITH VENDORS;

THINK ABOUT CREATING A BROCHURE,

A DEPARTMENT HAND-OUT,

FOR VENDORS TO MAKE A CONNECTION

WITH YOUR DEPARTMENT;

ATTEND BIDDER'S CONFERENCES,

AND EXPLAIN THE STEPS

OF OBTAINING A CERTIFIED

SUB-VENDOR;

TRACK THE SUB-VENDOR,

THE CONTRACT AGREEMENTS

AND THE PARTICIPATION;

USE THE SB AND DVBE OPTION,

AND THE DVBE INCENTIVE.

PERHAPS YOU COULD CONSIDER

CREATING AN ANTICIPATED PLAN

OF EXPENDITURES.

THIS WOULD SHOW WHICH CERTIFIED 

VENDORS ARE BEING INTENDED ON 

USE ON FUTURE ORDERS.

COMMUNICATE WITH YOUR OFFICES,

BECAUSE THIS TAKES A TEAM--

IT'S NOT JUST ONE INDIVIDUAL--

TO OBTAIN THESE GOALS.

THANK YOU.

>> Mandell: VERY HELPFUL.

DENNIS.

>> Montgomery: I'M GOING TO

REMINISCE A LITTLE BIT.

BACK IN MY COLLEGE DAYS

I WAS GOING TO GET

MY MASTERS DEGREE

AND BECOME A CONSULTANT

TO SMALL BUSINESSES.

THIS IS 30 YEARS AGO.

I BELIEVE THAT A NUMBER

OF SMALL BUSINESSES,

BECAUSE THEY DON'T GET

THE SALES--GENERALLY,

THEY'RE TRADESMAN THAT KIND OF

MOVE IN TO BEING BUSINESSMAN

AND IT DOESN'T WORK OUT,

SO THEY LOSE THE HOUSE;

THEY DON'T DO IT.

IT GENERALLY REQUIRES

A MASTERS DEGREE.

AND SO, MY FIRST JOB

WAS WITH THE STATE,

AND IT WAS GOING TO BE TEMPORARY

BECAUSE I GOING TO GO BACK

FOR MY MASTERS,

BUT SOMETHING CALLED A BABY,

AND MAKING MONEY...

MY FIRST JOB HAS BEEN

MY ONLY JOB.

DIFFERENT DEPARTMENTS.

AND NOW I'M GOING TO HAVE AN

OPPORTUNITY TO WORK WITH

SMALL BUSINESSES.

AND LIFE SOMETIMES TAKES

STRANGE TWISTS.

>> Mandell: WOW. I CAN SEE

A LOT OF HEADS NODDING 

OUT THERE.

SHIRLEY.

>> Trice: I THINK THAT

FOR OUR AGENCY--

WHAT I ONLY HAVE TWO BUYERS

AND A CAL-CARD.

ONE PERSON HANDLES 400 CAL-CARDS

AS COORDINATOR.

LIKE I SAID BEFORE,

THERE ARE 59 FACILITIES WHERE

EVERYBODY IS BUYING SOMETHING

FROM ALL FACILITIES.

WE ARE A CENTRALIZED

PURCHASING UNIT.

SO I THINK WHAT'S REALLY HELPED

IS THAT TO BEGIN A PURCHASE,

YOU KNOW, WHEN PEOPLE WANT

TO PURCHASE SOMETHING

WE HAVE A REQUISITION THAT EACH

FACILITY HAS TO COMPLETE.

AND WE ACTUALLY HAVE

LET THEM GO OUT.

YOU GO GET THE THREE BIDS.

AND SO, IN DOING THAT

THEY HAD TO LEARN EXACTLY WHAT

TO DO TO REACH THE DIFFERENCE

BETWEEN SMALL BUSINESS,

THE DOLLAR AMOUNTS,

THE LIMITATIONS.

AND ALL THAT IS DONE,

SO WHEN IT COMES INTO

THE CENTRAL PURCHASING AREA

THEY DEVELOP A PURCHASE ORDER,

AND AT THE SAME TIME,

IT'S EDUCATING OUR STAFF

OUT WITHIN THE OUT-STATIONS.

THE OTHER THING THAT I THINK

IS IMPORTANT IS EACH DEPARTMENT

HAS ONE SMALL BUSINESS/DVBE

ADVOCATE AND THEN

THE DEPARTMENT ONE.

I THINK IT'S REALLY IMPORTANT

WHEN THERE IS FARES

AND JOB SEMINARS,

OR ANYTHING LIKE THAT,

DEALING WITH PROCUREMENT

THAT THOSE BUYERS WHO WORK

DIRECTLY WITH THE WORK

SHOULD BE ATTENDING THOSE TOO,

BECAUSE THEY GET EDUCATED.

ONE OF THE THINGS

MY TWO BUYERS HAVE BEEN,

AND IN THE DEPARTMENT SO LONG,

AND THEY LIKE, "WHY DO WE

HAVE TO GO?

WE DON'T WANT TO GO TO THAT."

WHEN YOU HAVE THEM GO TO ONE

THEN THEY START GETTING MORE

INTERESTED AND THEY LEARN A LOT.

>> Mandell: OKAY, THESES ARE

ALL GREAT THOUGHTS.

NOW, THERE'S THE LAST ONE.

THIS IS THE SOFTBALL,

AS WE CALL IT, WHICH IS--

AS THE ADVOCATE,

OR PERFORMING THAT FUNCTION,

WHAT IS THE BEST PART

ABOUT WHAT YOU DO?

SHIRLEY, I'M GOING TO GO

BACK TO YOU.

>> Trice: WHAT I LIKE

THE MOST ABOUT ACTING AS A

SMALL BUSINESS/DVBE ADVOCATE

IS MY INVOLVEMENT.

I HAVE A BUSY SCHEDULE,

I'M A MANAGER, BUT I AM REALLY

INVOLVED WITH THE DAILY

FUNCTIONS, AND GETTING TO KNOW

A LOT OF SMALL VENDORS

AND SMALL BUSINESS/DVBE

VENDORS.

YOU NOT ONLY USE THEM

AS VENDORS, AND THAT IS NOT

THE ONLY--IT'S SORT OF LIKE

A NETWORK.

YOU REALLY GET TO KNOW THEM

REALLY GOOD AND WHAT THEY

CAN DO FOR YOU.

THERE ARE SOME TIMES WHEN

SOMEBODY WANTED SOMETHING

YESTERDAY AND IT'S AN EMERGENCY,

AND YOU KNOW, IF YOU ESTABLISH

A REPORT WITH THESE VENDORS

YOU CAN GO TO THEM AND SAY,

"HEY, I'M IN A JAM.

CAN I GET THIS TOMORROW?"

AND THEY GO, "SURE, NO PROBLEM,

I'LL DO THAT FOR YOU."

SO IT'S REALLY IMPORTANT,

AND THAT'S THE PART

I ENJOY THE MOST.

I'LL TELL YOU, I HAVE NEVER--

YOU CAN GO TO SOME OF

THE FACILITIES, OR WHATEVER.

LIKE I WENT TO SEE HOW

TONER CARTRIDGES WHERE

REFURBISHED FROM A DVBE VENDOR.

I MEAN, I NEVER KNEW HOW

THEY WERE DONE BEFORE.

SO THAT'S THE PART

I LIKE THE MOST.

>> Mandell: COOL. DENNIS.

>> Montgomery: YEAH, AS I KIND

OF MENTIONED IN MY LAST

STATEMENT, I REALLY LIKE TO SEE

PEOPLE SUCCEED, AND I LIKE

TO PLAY A REALLY INTRICAL PART

IN THAT.

AND BY DIRECTING OUR PURCHASES

TOWARDS SMALL BUSINESSES,

AS WELL AS DVBEs,

THEY SUCCEED.

I THINK THERE COULD BE

NO GREATER REWARD THAN HELPING

SOMEBODY SUCCEED.

>> Mandell: THANK YOU. MAUREEN.

>> Moss: SB/DVBE PROGRAM IS 

A PASSION FOR ME,

AND THERE ARE TWO AREAS THAT

I ENJOY THE MOST.

SO VERY QUICKLY BEFORE OUR TIME

RUNS OUT, THE FIRST AREA IS

THE CERTIFIED VENDORS;

ATTENDING THE SB AND DVBE

NETWORK MEETINGS; GIVING THEM

THE ASSISTANCE TO GET STARTED TO

DOING BUSINESS WITH THE VARIOUS

CALIFORNIA STATE DEPARTMENTS.

THAT'S ONE ITEM.

THE SECOND ITEM IS WORKING WITH

THE DEPARTMENT ADVOCATES;

TO MENTOR THESE ADVOCATES

AND BE A RESOURCE TOOL;

TO SHARE THE OUTREACH EVENTS

AND WORKING AS A TEAM WITH

THE VARIOUS ADVOCATES AS WE ALL

SHARE THE SAME GOAL--

TO REACH THE 3 AND 25.

AND IN CONCLUSION, IN MY EYES,

WE ARE ALL GOLD STAR ADVOCATES.

AND IT'S BEEN A PLEASURE WORKING

WITH ALL OF YOU.

THANK YOU.

>> Mandell: WELL, HOW DO YOU

TOP THAT? THANK YOU.

LET ME ASK--ACTUALLY ASK AGAIN

THE MAN WITH THE MICROPHONE,

DOES ANYBODY HAVE QUESTIONS

FOR THIS GROUP?

OKAY, COLLEEN HAS A COMMENT.

INTO THE MICROPHONE.

>> Rubens: AS MOST ADVOCATES

KNOW--I DON'T KNOW IF A LOT OF

PEOPLE ARE INFORMED HERE,

BUT WE HAVE SO MANY DIFFERENT

JOBS THAT WE DO

AND ARE WHAT WE DOING

AND ONE OF THEM IS JUST BEING

AN ADVOCATE.

I'M A CONTRACT ANALYST,

OTHER PEOPLE ARE DOING

PURCHASING.

I MEAN, I'M A MEDIUM PLANNER.

I WEAR A LOT OF DIFFERENT HATS.

SO YOU'RE REALLY PULLED

AND TO BE ABLE TO GO OUT THERE

AND STILL TRY TO DO 100%

OR REALLY TRY TO DO 100%;

SOMETIMES IT'S REALLY DIFFICULT

AS AN ADVOCATE.

DO YOU GUYS FIND THAT

ALSO PRETTY DIFFICULT?

>> Mandell: YEAH, SHE WAS ASKING

IF YOU COULD TALK INTO THE MIC.

>> Rubens: OH, OKAY.

DID YOU HEAR WHAT I SAID?

>> Montgomery: I DID.

I CERTAINLY AM ONE OF THOSE

THAT DOES WEAR THE 100 HATS.

I'M OVER OUR BUSINESS SERVICES

UNIT WHICH IS PROCUREMENT,

AS WELL AS COMPLAINTS,

AS WELL AS COMPLAINTS,

AS WELL AS COMPLAINTS,

AND PRINTING OCCASIONALLY.

THEN I ALSO HAVE ANOTHER UNIT

THAT DOES LOAN SERVICING BECAUSE

DEPARTMENT OF HOUSING MAKES

LOANS, AND PEOPLE PAY US BACK.

IN DEALING WITH THOSE FOLKS

AND VERY HYPER ESCROW OFFICERS,

IT TAKES A LOT OF TIME.

AND LIKE I'VE SAID

WE'RE A SMALL DEPARTMENT,

SO DESPITE OF EVERYTHING WE DO,

PARTICULARLY IN THIS AREA IS

EXTREMELY MANUAL.

BUT YOU KNOW IT'S IMPORTANT

TO ME.

AND I ALWAYS HAVE TIME TO TALK

TO SMALL BUSINESSES.

OFTEN THEY THINK HOUSING 

DOES SICK BUILD.

WE DON'T.

WE'RE A LENDING INSTITUTION

PRIMARILY.

CONTRACTORS AND CONTRACTORS

CALL US UP, YOU KNOW,

WE DON'T BUILD ANYTHING,

WE JUST FUND IT.

AND I REALLY DON'T KNOW ANYBODY

IN THE STATE THAT DOES

THE BUILDING.

I AGREE WITH YOU.

I WISH THE STATE WAS IN

A BETTER SITUATION,

AT LEAST, SMALLER DEPARTMENTS

TO ALLOCATE MORE TIME TO THEIR

SMALL BUSINESS ADVOCATE.

>> Mandell: IN THE CONCLUDING

WITH SHIRLEY ON THAT QUESTION

OR COMMENT.

>> Trice: I AGREE WITH YOU,

FOR A LARGE AGENCY,

AND I HAVE A BUREAU TOO,

I HAVE, I DON'T KNOW,

FIVE, SIX DIFFERENT FUNCTIONS

UNDER ME, BUT YOU KNOW WHAT,

I MAKE THE TIME NO MATTER WHAT

BECAUSE ITS IMPORTANT AND

I HAVE SMALL BUSINESS VENDORS,

DVBE VENDORS E-MAILING ME

ALL THE TIME, CALLING ME.

AND YOU KNOW WHAT I TELL THEM,

I GO, "THAT'S GREAT.

SEND ME A BROCHURE OF WHAT

YOU HAVE, AND HERE'S MY BUYERS

NAMES AND THEIR PHONE NUMBERS,

AND WE'LL PUT YOU ON THE LIST."

AND YOU KNOW, THEY ASK,

"CAN WE GET IN TOUCH WITH YOU,

A COUPLE WEEKS LATER.

SEE IF YOU'VE GOTTEN

THE CATALOGS."

"FINE. NO PROBLEM." YOU KNOW.

SO, IT'S HARD, BUT YOU HAVE

TO MAKE THE TIME AND PUT IN

THE EFFORT, BECAUSE IF YOU DON'T

YOU WON'T EVEN BE ABLE

TO COMPILE A LIST,

WHICH IS ONE OF OUR BIGGEST

PROBLEMS BEFORE.

>> Mandell: ANY OTHER QUESTIONS

OR COMMENTS FROM THE AUDIENCE.

I'M GOING TO MAKE ONE BEFORE WE

TAKE OUR BREAK BECAUSE I'M ALSO

OFFICIALLY THE ADVOCATE,

AND IT'S ALSO ONE OF MAYBE

10 HATS I WEAR AROUND DGS,

YOU KNOW, I'M DRIVING

THE WHOLE DEPARTMENT AND

THE PROCUREMENT DIVISION.

AND IT IS, IT'S A CHALLENGE.

WE IN THIS DEPARTMENT--DGS--

ARE SUPPORTED AND NOT ALL

OF YOU ARE.

MICHAEL GONZALEZ IS IN THE BACK

OF THE ROOM.

AND WE KNOW THAT THROUGH THE

DGS SMALL BUSINESS COUNCIL

AND MARTY KELLER, AND OTHERS,

THERE ARE DISCUSSIONS GOING ON

AT VERY HIGH LEVELS ABOUT

WHAT COULD BE DONE--

I DON'T KNOW IF WE CAN MANDATE,

BUT HOW DO WE STRONGLY ENCOURAGE

DEPARTMENTS TO GIVE THIS

VERY CRITICAL FUNCTION

THE SUPPORT AND THE STATUS

THAT IT DESERVES.

I MEAN THIS THING IS PROBABLY

GOING TO BE, WHILE I'M HERE,

MY LIFETIME PROJECT.

BUT EVERYBODY IS DOING THIS.

THERE IS A PHRASE BEING TOSSED

AROUND WASHINGTON,

AROUND THE STATE;

IT'S CALLED ECONOMIC STIMULUS.

EVERY ONE OF YOU IN HERE IS PART

OF THAT STIMULUS.

THE STATE SPENDS JUST UNDER

$10 BILLION A YEAR.

AND IF PLACED PROPERLY WITH

FIRMS THAT ARE IN CALIFORNIA,

WHEREVER POSSIBLE THAT ARE

SMALL, THAT CAN GROW;

EACH OF YOU IS DIRECTLY

CONNECTED TO GROWING OUR ECONOMY

SO WE'RE NOT--I MENTIONED

FURLOUGH DAYS EARLIER.

WE ALL DO OUR JOBS WELL.

THERE IS A PERSONAL MOTIVATION

WHERE WE CAN TO GROWING FIRMS

SO THEY PAY MORE TAXES,

AND WE GROW.

AND WITH THAT, I THINK IT'S

PROBABLY A GOOD TIME

FOR A BREAK.

WE ARE GOING TO COME BACK ON

THE OTHER SIDE OF THE BREAK

IN 15 MINUTES.

WE ARE GOING TO COVER

ePROCUREMENT; SOME OF THE

ACCOUNTING ISSUES ON TRAINING;

A LITTLE BIT ABOUT A DGS

SB/DVBE FIRST POLICY.

SO A SHORT BREAK.

THANK YOU TO OUR PANELIST,

ALL OF THEM.

GOOD ROUND OF APPLAUSE.

[audience applauding]

>> Mandell: APPLAUSE FOR

THE PANELIST THIS MORNING.

[audience applauding]

THAT WAS A SAMPLING OF

THIS YEAR'S AWARD WINNERS,

AND I'M LOOKING OUT AT

THE FACES THERE THAT I WANT TO

SEE UP HERE NEXT YEAR.

SO WHAT I WANT TO TELL YOU IS

DON'T LET YOUR FEAR OF PUBLIC

SPEAKING KEEP YOU FROM GOING

FOR AN AWARD.

WE WANT TO SEE YOU DO THAT.

WE HAVE SOME INSTRUCTIONS

FROM THE FOLKS FROM THE

WEBCAST/VIDEO BOOTH.

ONE WAS FOR THOSE ASKING

QUESTIONS; BECAUSE WE ARE

WEBCASTING WE'RE ASKING YOU TO

BE A LITTLE COURAGEOUS,

SO WHEN YOU ASK ONE PLEASE

STAND UP.

PRETEND YOU'RE THE MC

AND LOOK AROUND, AND MAYBE EVEN

INTRODUCE YOURSELF.

SO I PROBABLY JUST SCARED

EVERYBODY IN THE ROOM FROM

ASKING ANYTHING.

THE OTHER DIRECTION WAS TO ME,

TO BACK OFF THE MIC.

SO I'LL BE DOING THAT

MOMENTARILY.

THEY TOLD ME, MY VOICE HAS

NO TROUBLE CARRYING.

AND I KNOW THAT, THAT USED TO

GET ME IN TROUBLE IN SCHOOL.

SO THE OTHER THING IS,

IT'S FROM THE HANDY BLACK BERRY

BREAKING NEWS THAT THERE IS AN

ATTENTIVE BUDGET DEAL.

[audience applauding]

OH, DON'T APPLAUD UNTIL YOU

SEE WHAT THEY DO TO US.

[audience laughing]

BUT THAT IS THE LATEST.

SUPPOSEDLY THEY'RE IRONING OUT

SOME DETAILS AND THEY'LL BRING

THAT FORWARD.

SO WITH THAT, SOMETHING ALSO

VERY SIGNIFICANT TO EVERYBODY

IN THIS REALM IS THE MYSTERIOUS.

WE'RE GOING TO WORK TO DEMYSTIFY

THAT ePROCUREMENT.

MR. CARL WEST IS HERE TO TALK

ABOUT LATEST DEVELOPMENTS.

MANY OF YOU HAVE PROBABLY

ALREADY BEEN CONTACTED ABOUT

TRAINING.

BUT MR. CARL WEST IS HERE TO

TALK ABOUT ePROCUREMENT.

CARL.

[audience applauding]

>> West: GOOD MORNING.

HOW ARE YOU?

ALRIGHT, WELL I DO KNOW THAT

THE PROCUREMENT HAS BEEN

A MYSTERY TO A LOT.

THAT'S ONE OF THE THINGS THAT,

AT LEAST, IT'S ONE OF OUR TASKS

THAT WE HAVE PROBABLY SHORTED

MOST OF THE STATE BUYERS,

INCLUDING OUR CUSTOMERS,

SUPPLIERS IN TERMS WITH

THE INFORMATION THAT WE'VE

PROVIDED TO YOU.

SO THIS IS A GOOD OPPORTUNITY

TO TALK TO YOU ABOUT,

RIGHT ABOUT NOW, WHAT WE'RE

ACTUALLY DOING.

WE HAVE IT COMING OUT

FAIRLY SOON.

YOU DO UNDERSTAND THAT AS

PROCUREMENT DIVISION,

WE ARE THE STATE'S CENTRAL

PURCHASING DEPARTMENT.

WE ADMINISTER, OF COURSE,

THE PURCHASES THROUGHOUT

THE STATE OVER OTHER

STATE AGENCIES.

TO DO THOSE SERVICES,

TO PROVIDE THOSE, WE HAVE AT

TIMES BEEN CHALLENGED WITH OUR

CURRENT DATABASES.

NOW FUNCTIONALLY,

THE SMALL BUSINESS QUARRIES THAT

YOU UTILIZE, THE SEARCH OPTIONS,

AND THE TOOLS THAT YOU USE--

THE C.S.C.R. ADVERTISEMENT TOOLS

THAT YOU USE TO POST YOUR ADS--

MAY HAVE EXTERNALLY

THEY'VE WORKED FOR YOU.

THEY'VE GONE THROUGH--AND I'M

SURE THERE HAVE BEEN TIMES THAT

HAVE CHALLENGED TO WORK FOR YOU.

BUT THEY'VE WORKED FOR YOU,

THEY'VE BEEN FUNCTIONAL.

BUT INTERNAL, I CAN TELL YOU,

WE HAVE HAD OUR OWN CHALLENGES

OF KEEPING THEM AFLOAT,

MAKING THEM.

WE'RE AT OFFICIALLY CONSTANTLY

MAKING THEM AVAILABLE TO YOU,

WHICH IS WHY WE HAVE DEVELOPED

THE ePROCUREMENT SYSTEM.

AND SO I WORK WITHIN AN

E-SECTION WITHIN THE

PROCUREMENT DIVISION.

IT'S CALLED ePROCUREMENT

STRATEGY SECTION.

WE GO BY E.P.S.S. AS THE ACRONYM

FOR OUR UNIT.

THIS, WE'VE BEEN TASKED FOR

THE DEVELOPING STRATEGIC

SOLUTIONS TO HELP FACILITATE

THE PURCHASING AND BUYING

PROCESS WITH THE STATE.

AND OUR ePROCUREMENT IS OUR

FIRST ROLE-OUT OF SUCH TYPE

OF SOLUTION.

SO I WOULD LIKE TO GIVE,

ACTUALLY GIVE YOU AN

INTRODUCTION TO WHAT IT'S GOING

TO LOOK LIKE--A LOOK AND FEEL.

THIS IS NOT A TRAINING CLASS,

SO I'M NOT GOING TO BE ABLE TO

TRAIN YOU ON HOW TO USE IT.

WE HAVE THOSE GOING ON

RIGHT NOW, AND I'LL TALK ABOUT

THAT TOWARDS THE END,

BUT I WOULD LIKE TO AT LEAST

GIVE YOU A LITTLE INTRODUCTION

OF IT; LET YOU SEE WHAT IT

LOOKS LIKE.

WE'RE STILL IN DEVELOPMENT,

SO THIS A TEST AND

TRAINING SITE.

SO BARE IN MIND THERE ARE SOME

CHANGES STILL TO COME,

BUT I WOULD LIKE TO SHOW YOU

WHAT IT'S ABOUT.

FIRST OFF, HOW MANY PEOPLE HAVE

HEARD OF THE ePROCUREMENT?

GREAT. GREAT.

THAT'S REALLY--I'M REALLY HAPPY

TO SEE THAT, BECAUSE WE HAVE,

AGAIN, BEEN CHALLENGED WITH

GETTING THE WORD OUT.

ONE OF THE THINGS WE HAVE BEEN

DOING MORE RECENTLY IS SENDING

MORE E-BLASTS TO THE VARIOUS

DEPARTMENTS AND TRYING TO GET

PEOPLE ON BOARD TO GIVE US

WHAT WE CALL A SYSTEM

ADMINISTRATOR TO CONTACT US,

AND WE WILL HAVE THEM BE

THE CENTRAL FOCAL POINT--

THE CENTRAL COMMUNICATION

FOR THE DEPARTMENT.

AND SO, ONE OF THE THINGS WE'RE

TRYING TO DO IS STILL GET THOSE

SYSTEM ADMINISTRATORS IN FROM

THE DIFFERENT DEPARTMENTS,

SO I'M GLAD TO SEE THAT

YOU AT LEAST KNOW ABOUT IT

AT THIS POINT.

SO WHAT IS THE ePROCUREMENT

GOING TO REPLACE?

IT'S GOING TO REPLACE FOUR KEY

AREA SERVICES THAT YOU UTILIZE

RIGHT NOW WITHIN THE PROCUREMENT

DIVISION.

THOSE FOUR ARE THE LEVERAGE

PROCUREMENT AGREEMENTS.

WE'RE GOING TO CHANGE

THE LOCATION.

WE'RE GOING TO PUT IT IN

THE ePROCUREMENT SYSTEM.

SO THOSE WEB PAGES THAT YOU ARE

USED TO GOING TO YOU RIGHT NOW,

UNDER THE PURCHASING TABS ON

THE P.D. HOME SITE,

THEY'RE GOING TO BE REDIRECTED

AND EVENTUALLY GO AWAY TO

THE ePROCUREMENT SYSTEM.

SO YOU'LL BE LOCATING YOUR

LEVERAGE PROCUREMENTS WITHIN OUR

ePROCUREMENT SYSTEM.

THE SMALL BUSINESS AND DVBE

QUARRIES, THOSE ARE THE THINGS

THAT YOU USE OBVIOUSLY TO

VALIDATE THEIR CERTIFICATION FOR

PREFERENCES ON SMALL BUSINESS

OR PARTICIPATION IN DVBE FIRMS;

THOSE QUARRIES WILL BE HOUSED

IN THE ePROCUREMENT SYSTEM.

SO AGAIN, THEY'LL BE

REDIRECTIONS FROM THOSE PAGES

THAT YOU CURRENTLY USE NOW

INTO EP.

THE CALIFORNIA STATE'S CONTRACT

REGISTER, YOU GO UP THERE NOW

TO POST YOUR ADS.

THERE'S AN ADMIN SECTION THAT

YOU HAVE TO GO IN AND POST

YOUR ADS; THAT ADMIN FUNCTION

WILL BE HOUSED WITHIN

THE ePROCUREMENT SYSTEM,

AS WELL AS, THE PUBLIC VIEW

OF THOSE ADS, SO THE SUPPLIERS

THEMSELVES WILL ALSO GO TO

ePROCUREMENT TO VIEW

YOUR ADS.

AND FINALLY THE SCPRS--

THE STATE CONTRACTING AND

PURCHASING REGISTRATION SYSTEM--

WHERE YOU'RE REPORTING YOUR

CONTRACT WAR DOLLARS;

THAT WILL BE HOUSED IN

THE ePROCUREMENT SYSTEM.

AND SO, AGAIN YOU'LL BE

GOING THERE TO MAKE THOSE

CONTRACT AWARD DOLLAR PURCHASES

NOTICE INTO THE SYSTEM.

ONE OF THE THINGS THAT I WANT

TO STRESS ON THIS IS THAT

WE'RE NOT CHANGING POLICY.

AT THIS POINT WE'RE STILL--

THE POLICIES THAT REQUIRE

YOU TO POST INTO CSCR

OR THE POLICIES WHERE YOU

PURCHASE ANYTHING OVER

$4,000-$5,000 GOES TO THE

SCPRS; THOSE TYPES OF

POLICIES DO NOT CHANGE.

IT'S JUST A MATTER OF

WHAT FUNCTION, WHAT SERVICE,

WHAT DATABASE YOU'RE GOING

TO USE AND WHERE TO FIND IT

THAT'S WHAT'S GOING TO CHANGE.

SO THE LOOK AND FEEL

IS GOING TO CHANGE,

NOT THE POLICIES GOVERNING

HOW YOU DO IT.

WE'RE NOT CHANGING HOW

THE FIRMS GET CERTIFIED.

WE'RE JUST CHANGING

THE PROCESS--THE FUNCTION--

MAYBE A NEW ON-LINE APPLICATION

AND THE PLACE WHERE

YOU LOCATE THEM.

SO THOSE ARE THE FOUR KEY AREAS

THAT WE ARE GOING TO BE

REPLACING AND HOPEFULLY YOU'LL

KNOW TO GO THERE.

AND WE'RE ACTUALLY GOING TO BE

PROVIDING YOU A LITTLE

BUFFING PAGE AS YOU GO TO THESE

CURRENT SERVICES RIGHT NOW

TO GIVE YOU NOTICE THAT

THESE THINGS ARE GOING TO BE

GOING AWAY, AND I'LL GIVE YOU

A LITTLE DEMONSTRATION OF THAT

AS WELL.

SO WITH THAT, LET ME GO AHEAD

AND GET INTO GIVING YOU

A KIND OF A LOOK

AND FEEL QUICK REVIEW OF WHAT

THE ePROCUREMENT SYSTEMS ABOUT.

WE'LL HAVE QUESTIONS AT THE END,

SO PLEASE REFRAIN--AS YOU SEE

THERE MIGHT BE THINGS THAT

JUMP OUT TO YOU--PLEASE HOLD

THOSE QUESTIONS UNTIL THE END

AND I'LL GIVE YOU A LITTLE

OPPORTUNITY TO ANSWER SOME

QUESTIONS TOWARDS THE END.

ALRIGHT?

TRY TO GET THIS HERE.

THE TRAINING SITE IS--

BASICALLY, YOU'RE GOING

TO BE GOING INTO

THE BIG SCENES SYSTEM.

YOU'LL PROBABLY LOOK AT

THE SAME PAGE THAT I'M GOING

TO BE GOING INTO NOW,

AND THEN YOU'LL BE LOGGING IN.

SO THERE IS GOING TO BE

A REGISTRATION AND USER NAME

PASSWORD REQUIRED TO USE IT.

YOU WANT TO TRACK

WHAT YOU'RE DOING,

IN TERMS OF THE PURCHASES

THAT YOU'RE MAKING;

IF YOU'RE MAKING LPA CONTRACTS.

WE WANT TO TRACK THE PROCESS

AND WORKFLOWS THAT YOU'RE USING.

SO THOSE ARE THAT THINGS THAT

WE'RE GOING TO HAVE

TO HAVE YOU REGISTER

TO LOG ON TO USE THE SYSTEM.

SOME OF THE VIEWS WILL NOT BE

REQUIRED TO LOG ON,

FOR INSTANCE,

SMALL BUSINESS QUARRIES

OR THE VIEWING OF

LPA's THEMSELVES,

WILL NOT REQUIRE YOU TO LOG ON.

AT THIS POINT, I'M GOING TO

LOG ON AND SHOW YOU

IF YOU WERE TO LOG ON

WHAT YOU WOULD SEE.

OKAY, SO IF YOU WERE TO--

IF YOU ACTUALLY HAD GOT

YOUR LOG IN, YOUR PASSWORD,

THAT MEANS YOUR SYSTEM

ADMINISTRATOR'S BEEN CONTACTED.

WE'VE CONTACTED AN ASSISTANT

ADMINISTRATOR WITH YOU.

THEY SET YOU UP WITH

A USER NAME PASSWORD,

YOU WOULD GO IN TO THE TRAINING

OR YOU WOULD ACTUALLY GO IN

TO THE BIDSYNC WEBSITE

AND YOU WOULD LOG ON WITH YOUR

USER NAME PASSWORD,

AND YOU WOULD GET A PAGE THAT'S

SIMILAR TO THIS.

FIRST, I'M GOING TO POINT OUT

IS THAT THERE'S A LOT OF

OPTIONS ACROSS THE TOP,

AND WE HAVE CONTRACTED

WITH AN OFF THE SHELF SOLUTION.

SO, REALLY CAN'T MAKE A LOT OF

CHANGES TO THEIR ACTUAL

STRUCTURES.

WHAT WE ACTUALLY HAVE ASKED FOR

IS WHAT WE CALL "QUICK NAB."

THIS IS UNIQUE TO THE

STATE OF CALIFORNIA.

SO I'M GOING TO GUIDE YOU HERE

BECAUSE MOST OF THE TIME--

AND I ASSUME ALMOST

ALL OF THE TIME--YOU'D PROBABLY

GOING HERE TO GENERATE OR LOOK

AT THOSE SERVICES THAT

WE'RE PROVIDING THROUGH

PROCUREMENT DIVISION.

ALTHOUGH YOU CAN UTILIZE

THESE BUTTONS.

THEY'RE NOT GOING TO MAKE

AS MUCH SENSE TO YOU OUTSIDE OF

THE BIDS AS THESE QUICK NABS

WILL BE.

THESE ARE MORE--BASICALLY, THEY

GET YOU TO THESE PAGES HERE.

SO I'M GOING TO GO THROUGH

WHAT'S AVAILABLE; HOW YOU GO

ABOUT UTILIZING THE QUICK NAB,

AND THEN I'LL JUST GIVE YOU

A QUICK SCREEN SHOT OF

ALL OF THEM AGAIN.

I'M ON SHORT TIME, SO I CAN'T

REALLY GO IN TOO DEEP.

FIRST THING IS A CONTRACT,

SEARCH, AND PURCHASE PAGE.

THIS IS WHERE WE'RE HAVING

OUR CATALOG ITEMS FROM

OUR CONTRACTS.

SO THE LETTER OF PROCUREMENT

AGREEMENTS, THE CMAS,

THE MASTERS, THE SLP's;

THOSE TYPES OF CONTRACTS,

THEY'RE GOING TO BE HOUSED

WITHIN THIS PARTICULAR FUNCTION.

AND SO, IF YOU'RE SEARCHING

FOR A CONTRACT,

UTILIZE THAT ONE.

IF YOU WANT TO PURCHASE FROM IT,

YOU'LL HAVE TO FIND IT FIRST,

AND THEN YOU'LL CHOOSE ITEMS

FROM THAT CONTRACT

AND MAKE YOUR PURCHASES.

AND ON THAT NOT--AGAIN, THERE'S

GOING TO BE A LOT OF QUESTIONS

BECAUSE THAT MORE DETAIL

I GIVE YOU, I'M SURE THE MORE

QUESTIONS I WILL RECEIVE

OR YOU'LL HAVE.

WE AREN'T ASKING FOR YOU TO MAKE

PURCHASES THROUGH THIS SYSTEM.

HOWEVER, FOR MOST OF

THE DEPARTMENTS GOING FORWARD,

RIGHT NOW, YOU'LL JUST BE

FINDING THEM AS YOU DO NOW

AND CONDUCTING YOUR PAPERWORK

OFF-LINE.

JUST LIKE YOU DO NOW.

YOU'RE JUST GOING TO SEARCH

FOR THEM AND FIND THEM,

AND THEN PULL THOSE ITEMS,

AND ACTUALLY ENTER THEM

ON YOUR PURCHASE ORDER;

OR IF YOU'RE DOING A CONTRACT,

DO IT THAT WAY AND DO AN RFP,

AND SO FORTH.

SO ALL THAT STUFF IS STILL

GOING TO BE HANDLED OFF-LINE;

ALTHOUGH, THE TOOL DOES ALLOW

YOU TO MAKE PURCHASES THROUGH

THE SYSTEM.

WE'LL HAVE THAT FOR FUTURE

FUNCTIONALITY GOING FORWARD,

AND WE'LL WORK WITH INDIVIDUAL

DEPARTMENTS TO SET THAT UP.

I JUST WANT TO GIVE YOU ANOTHER

QUICK SHOT OF IT.

I'M GOING TO GO INTO ALL

THE DETAIL ON EACH PAGE.

BUT YOU'LL SEE THAT THERE IS

A SEARCH OPTION BY TITLE AND

DESCRIPTION FOR ANY CONTRACT.

IF YOU KNOW THE NUMBER,

YOU CAN SEARCH THAT WAY.

THE USER, BEING THE PERSON THAT

CREATED THE CONTRACT,

THE SUPPLIER ON THE CONTRACT--

THESE ARE SEARCH OPTIONS--

WHAT TYPE OF CONTRACT IS IT.

AGAIN, THEY'RE STANDARD,

THERE'S STATE WIDE,

THERE'S CMAS--

THOSE DIFFERENT TYPES.

AND THAT'S CURRENTLY ON OUR

P.D. WEB PAGE RIGHT NOW.

THE DEPARTMENT ITSELF IS US,

BUT ACTUALLY, WE WILL ALLOW--

GOING FORWARD INTO THE FUTURE--

OTHER DEPARTMENTS TO POST THEIR

OWN CONTRACTS THAT THEY HAVE

AND THEY'LL INDIVIDUALLY

BE SET TO THEM, AND YOU CAN

CHOOSE BY A DEPARTMENT FOR THAT

AS WELL.

THE DATA, IF IT'S EXPIRING

BETWEEN A CERTAIN PERIOD--

THESE ARE ALL FILTERS.

AND A BIG SIGNIFICANT CHANGER

HERE IS THE UNSPFC.

WE'RE GOING TO UTILIZE

UNSPFC CODES TO CLASSIFY ALL

OUR PURCHASES WITH THE STATE,

AS FAR AS GOING THROUGH

ePROCUREMENT OR

PROCUREMENT DIVISION.

SO ALL OUR STATEWIDE OR LPA's

WILL HAVE A UNSPFC CODE

ATTACHED TO IT.

OUR SUPPLIERS,

WHEN THEY REGISTER NOW,

THEY'RE GOING TO BE REGISTERING

WITH A UNSPFC CODE.

THE UNSPFC STANDS FOR

UNITED NATIONS STANDARD PRODUCTS

AND SERVICE CODES.

IT'S A DIFFERENT CLASSIFICATION

THAT WE'VE USED IN

SMALL BUSINESS.

IF YOU'RE FAMILIAR WITH ANYTHING

SEARCHING SMALL BUSINESSES,

YOU WOULD HAVE KNOWN THE

SIC CODES OR THE NEICS CODES,

BUT NOW WE'RE ACTUALLY UTILIZING

UNSPFC CODES.

SO THAT'S A SIGNIFICANT CHANGE

FROM WHAT WE HAVE BEEN DOING.

AND THAT INCLUDES THE CALIFORNIA

STATE CONTRACTS REGISTER,

BECAUSE YOU HAVE CATEGORIES,

LIKE 20 OF THEM,

AND THEN SO MANY SUB CATEGORIES.

WE'RE NOW GOING TO CLASSIFY

OUR ADS THE SAME WAY,

SO THAT AS SUPPLIERS REGISTER

WITH THE UNSPFC CODE,

THEY'LL KNOW WHAT UNSPFC CODE

IS SEARCHED FOR ADVERTISEMENTS

OR BIDS.

AND THEN WHEN YOU MAKE

A PURCHASE, YOU'LL PUT THAT SAME

UNSPFC CODE DOWN ON

BID SOLICITATIONS ON WHAT YOU'RE

LOOKING FOR.

AND THEN WHEN YOU ACTUALLY MAKE

A PURCHASE OFF A CATALOG,

YOU'LL BE PURCHASING OFF AGAIN

UNSPFC CODES.

SO WE'RE CLASSIFYING SO WE CAN

REPORT AT THE END OF THE YEAR

WHAT WE REALLY BOUGHT.

IT'S TOUGH TO MAKE A REPORT

WHEN WE DON'T HAVE

A UNIFORM COATING OF WHAT

WE'RE PURCHASING.

AND IT'S STILL GOING TO BE

DIFFICULT.

THERE'S NO CODE SYSTEM

THAT'S PERFECT.

THERE'S GOING TO BE SOME

LIMITATIONS WHERE YOU CAN'T FIND

SOMETHING THAT MATCHES UP--

YOU CALL US FOR THAT REASON.

THEY'LL BE SOME THAT THERE'S

SO MANY OF THEM YOU'RE NOT SURE

EXACTLY WHICH ONE THAT YOU USE.

YOU CAN WORK THROUGH THOSE

PROBLEMS AND ISSUES

AS THEY COME UP.

BUT IT'S SUFFICE TO SAY THAT

WE HAVE A NEW CODING SYSTEM,

AND THAT'S A MAJOR CHANGE

GOING FORWARD.

AGAIN, THIS WILL COME OUT

IN TRAINING WHEN YOU GO THROUGH

YOUR TRAINING CLASS.

WELL, ANYTIME YOU GO THROUGH

AND SEARCH THROUGH ANY OF THESE

CONTRACTS YOU'LL GET A LISTING.

WE HAVE CMAS HERE BECAUSE

WE HAVE A TON OF CONTRACTS

THAT WE ARE ABLE TO IMPORT

FROM CMAS.

THAT'S ONE OF THE FEW CONTRACT

DATABASES WE HAVE.

OUR STATEWIDES AND OTHER

CONTRACTS ARE HOUSED ON AN

EXCEL SHEET AND SO FORTH.

SO IT WAS A LITTLE BIT TOUGHER

TO GET THOSE IN,

BUT WE'RE STILL WORKING ON

DEVELOPING THAT.

THAT'S WHY YOU SEE

SO MANY CMAS CONTRACTS

LISTED IMMEDIATELY.

BUT IF YOU FILTER IT THROUGH--

AND THERE MIGHT BE A FEW--

I'LL TRY HERE.

THERE'S A FEW HERE

FOR SOFTWARE LICENSE.

SO IF YOU FILTER THAT

YOU'D GET THESE CONTRACTS,

AND IF YOU OPENED UP

ANY MORE DETAIL, YOU'D GET

THE INFORMATION ABOUT IT.

AND THIS IS ACTUALLY

A MADE UP ONE BECAUSE

I SEE MY NAME ON IT,

AND I DON'T DO CONTRACTING.

SO THIS IS ONE THAT WAS

DEFINANTEY A TEST.

ALRIGHT, SO SEARCHING FOR

CONTRACTS, AGAIN CATALOG ITEMS,

THAT'S WHERE YOU'RE GOING.

IF YOU'RE CREATING

A SOLICITATION--

WE CALL IT CREATE

A SOLICITATION/CSCR,

BECAUSE IT'S THE SAME PROCESS.

FOR YOU, YOU'RE CREATING

SOLICITATION; YOU'RE THINKING

I' M DOING A BIG PACKAGE--

A WHOLE BUNCH OF DOCUMENTS.

FOR US, CREATING A SOLICITATION

IS JUST AN ENTRY INTO THE CSCR--

YOU'RE CREATING AN AD.

AS YOU GO FORWARD,

AGAIN IN THE FUTURE,

YOU'LL HAVE OPTIONS

TO DO OTHER THINGS.

YOU'LL HAVE A PRIVATE OPTION

OR A PUBLIC OPTIONS,

MEANING IT'S GOING OUT

TO THE CSCR OR IT'S PRIVATE,

MEANING YOU WANT TO SEND IT

TO US SUPPLIER WITHIN

THE ePROCUREMENT SYSTEM

WITHOUT HAVING TO DO YOUR

E-MAILS, FOR INSTANCE, IF YOU'RE

USING CMAS OR YOU'RE DOING

A SMALL BUSINESS/DVBE OPTION,

YOU MIGHT DO AN INFORMAL QUOTE

AND SEND AN E-MAIL.

YOU CAN DO THAT THOUGH

THIS PROCESS AS WELL,

SENDING IT OUT THROUGH

THE ePROCUREMENT SYSTEM,

AND THEN YOU JUST MARK IT

PRIVATE AND IT WILL ONLY GO TO

THE SUPPLIERS YOU DESIGNATE.

BUT ONE OF THE CHANGES WE'RE

HAVING ON THE CSCR ARE

THE SOLICITATION PROCESSES IS

WE ARE ASKING FOR A LOT MORE

INFORMATION TO CREATE AN AD

IN THE PAST.

AND THE REASON WHY WE ARE

DOING THAT IS BECAUSE ONE OF

THE SELLING POINTS WITH

THE ePROCUREMENT IS THAT

YOU WILL BE ABLE TO--IF YOU 

UTILIZE THE SYSTEM FULLY;

THAT MEANS YOU PROCESSED 

ALL YOUR CONTRACTS THROUGH 

OUR SYSTEM, WE WILL CAPTURE 

ALL THE DATA THAT'S REQUIRED 

TO MAKE YOUR REPORT AT THE 

END OF THE YEAR.

AND THAT USUALLY IS GOING INTO

THE STANDARD 10's AND

THE CONSULTING SERVICES,

BUT WE'RE STILL WORKING ON

DEVELOPING THAT.

BUT THAT'S WHY YOU'LL SEE

MORE QUESTIONS.

SO WE'RE ASKING FOR YOU

TO CLASSIFY, OF COURSE,

I.T., NON I.T.--

YOU ACTUALLY JUST GO HERE.

ANOTHER THING THAT

WE'RE CHECKING ON YOU

IS A DELEGATED PURCHASE

AUTHORITY FOR YOUR DIFFERENT

DEPARTMENTS.

WE'VE PROGRAMMED THAT IN,

SO THAT IF YOU SHOULD EXCEED IT,

IT WILL TELL YOU THAT YOU HAVE

EXCEEDED YOUR AUTHORITY TO MAKE

A PURCHASE IN THIS PARTICULAR

PROCESS.

A LITTLE FORMAL COMPETATIVE.

I'M GOING TO LEAVE IT AT

GENERAL SERVICES.

BUDGET AMOUNT IS JUST SOMETHING

FOR YOUR OWN INFORMATION.

IT SAYS RIGHT HERE, IT'LL NEVER

BE SHOWN TO SUPPLIERS,

BUT ITS REQUIRED, BECAUSE THIS

IS WHAT WE ARE GOING TO CHECK

AGAINST FOR YOUR DELEGATED

PURCHASING AUTHORITY.

I DID THAT TO SHOW YOU

THAT THIS IS WHAT WE'RE

TALKING ABOUT.

SO IT SAYS HERE IN THE AREA

AT THE TOP--IT SAYS THAT

THE DEPARTMENT OF DPA LIMIT

IS EXCEEDED.

YOUR TRANSACTION OF $50 MILLION

IS OVER YOUR LIMIT OF $200,000.

SO YOU'RE GOING TO HAVE TO

COME BACK AND CHANGE THAT NUMBER

AND COME UP WITH SOMETHING

BECAUSE WE'RE GOING TO CHECK

AGAINST THAT.

THAT'S WHY WE'RE ASKING FOR

THIS INFORMATION.

ONCE YOU'VE ENTERED

THIS INFORMATION HERE,

THEN YOU'RE BASICALLY GETTING

THE SAME KIND OF ENTRY

INFORMATION.

YOU'RE GETTING THE SAME

QUESTIONS THAT YOU HAVE TO

COMPLETE RIGHT NOW IN

THE CALIFORNIA STATE CONTRACT

REGISTER TO CREATE AN AD.

IT'S THE SAME THING.

THERE'S A BID DURATION,

THE PRE-BID CONFERENCE.

THE CLASSIFICATION IS

A LITTLE DIFFERENT, OF COURSE.

UNSFPC CODES--THAT'S DOWN HERE.

BUT WE ALREADY PRE-POPULATE

WHAT THIS IS.

YOU ALREADY CHOSE I.T. SERVICES,

YOU CHOSE FORMAL COMPETITIVE.

YOUR BUILDING CODES WILL

OF COURSE CHARGE YOU FOR THE AD.

WHILE THE SYSTEM IS FREE TO USE,

WE'RE NOT CHANGING THE FEES THAT

ARE ASSOCIATED WITH THE LPA's,

THE FEES THAT ARE ASSOCIATED

WITH DOING ADS.

THOSE THINGS REMAIN.

BUT WE'RE STILL ASKING YOU TO--

REGISTRATION IS NOT A FEE BASED

REGISTRATION.

YOU CAN REGISTER.

YOU CAN EVEN USE

A SYSTEM COMPLETE.

YOU COULD EVEN DEVELOP YOUR

WORKFLOW TO USE YOUR SYSTEM.

BUT ALL THIS CURRENT FEES

THAT WE CHARGE REMAIN INTACT.

SO WE'LL NEED YOUR BILLING CODE

AND ALL THE OTHER INFORMATION

THAT APPLIES HERE.

DOWN TOWARDS THE BOTTOM IS WHERE

YOU CHOOSE YOUR CLASSIFICATION

CODES FOR UNSPFC.

THERE'S A TOOL FOR THAT.

THERE'S EVEN A HINT OPTION.

AND THEN WHAT I WAS TALKING

ABOUT HERE, IT'S AUTOMATICALLY

DEFAULTED TO PUBLIC.

BUT IF THERE IS SOME THINGS,

FOR INSTANCE, 

IF IT'S AN EXEMPTION, 

IF IT'S A PRIVATE BID, 

AND YOU ONLY WANT TO GO OUT

TO THREE SUPPLIERS,

THEN YOU WOULD MARK THAT.

IT MEANS IF IT'S NOT REQUIRED

TO GO INTO THE CSCR

THEN YOU WOULD HAVE THE OPTION

FOR PRIVATE.

AND SO THOSE ARE THE THINGS.

SO THE OTHER THREE OPTIONS HERE

ARE BASICALLY TO--

AGAIN, YOU'RE EDITING YOUR CSCR;

YOU'RE CREATING A NEW SCPRS

ENTRY GOING INTO THAT.

AND THIS IS AN OPTION

THAT COMES UP.

IF YOU'RE ACTUALLY WORKING

ON SOMETHING IN THE PAST

AND IN CASE YOU LEFT YOUR DESK

OR YOU TURNED OFF YOUR MACHINE

OR POWERED OUT, IT GIVES YOU

AN OPPORTUNITY TO RESTORE

THAT WORK.

AND THAT'S WHAT THIS IS

OFFERING THEM RIGHT NOW.

I'M STARTING FRESH.

SO THIS IS THE SCREEN

FOR SCPRS.

SO THAT'S--AGAIN, A LOT OF

THE SAME ENTRY POINTS.

WE ADDED A FEW OTHER THINGS

THAT WILL COME OUT IN TRAINING

OF WHAT WE ADDED.

THEN WE HAVE THE SB/DVBE SEARCH.

SIMILAR SEARCH OPTIONS.

WE ACTUALLY ADDED A FEW OTHERS,

BUT AGAIN THERE'S OPTIONS FOR

SEARCHING FOR SMALL BUSINESS,

MICRO BUSINESS.

NON-PROFIT AND NDSA WEREN'T

PRINTING OUT SEARCH OPTIONS.

THEY ARE NOW.

SUPPLIERS SEARCH BEYOND SMALL

BUSINESS AND DVBEs--

THERE'S SUPPLIERS SEARCHES

IN GENERAL.

THERE'S A LOT OF SUPPLIERS

THAT WE HAVE.

WE HAVE LOADED ALL OF OUR

SUPPLIERS FOR CMAS,

ALL OF OUR SUPPLIERS FOR

OUR STATEWIDE.

SO IF YOU HAVE A SUPPLIER THAT

YOU ARE IN INTERESTED IN,

YOU CAN SEARCH FOR THEM

THIS WAY.

OF COURSE, THERE IS ANOTHER

FILTER FOR SMALL BUSINESSES

AS WELL.

BUT THESE ARE GENERAL

SUPPLIER SEARCH.

AND FINALLY,

ASSISTANT ADMINISTRATOR,

FOR THOSE WHO ARE ACTUALLY

GETTING ON TO BE ASSISTANT

ADMINISTRATOR YOU'LL HAVE A TOOL

TO GO IN AND SET UP USING

PASSWORDS AND AD NEW USERS FOR

YOUR DEPARTMENT.

SO WE DID PUT OUR BANNER UP TOP.

WE DID TRY TO GIVE

THE LOOK AND FEEL.

WE WANTED OUR SUPPLIERS,

AS WELL AS YOU GUYS,

TO UNDERSTAND THAT THIS IS

OUR INSTANCE AND OUR

ePROCUREMENT SYSTEM.

IT'S NOT THE COMPANIES THAT

WE CONTRACTED WITH SYSTEM.

THEY HAVE MADE CHANGES

TO REFLECT OUR PROCESSES--

OUR WORKFLOWS.

SO THAT IS OUR STUFF.

I WANTED TO GIVE YOU THAT VIEW.

BUT I ALSO WANT TO SAY,

FOR ALL THE THINGS THAT WE HAVE,

WE ACTUALLY DO STILL HAVE A

ePROCUREMENT PAGE.

AND SO, WHAT WE ARE ASKING

FOR YOU NOW IS TO LET US KNOW

IF YOU HAVEN'T BEEN IN TRAINING

TO CONTACT US.

WE CAN GIVE YOU THE CLASS

SCHEDULES THAT WE HAVE NOW.

WE CAN TRY TO SIGN YOU UP.

WE CAN GIVE YOU THE NAMES

OF YOUR ASSISTANT ADMINISTRATOR

FOR YOUR DEPARTMENT.

SO YOU'LL JUST HAVE TO 

CONTACT US AND LET US KNOW.

WE'RE GOING TO GO TO OUR

WEB PAGE TO GIVE YOU

THAT INFORMATION.

OKAY, THIS IS OUR HOME PAGE

FOR ePROCUREMENT.

IT'S: www.eprocure.dgs.ca.gov

WE HAVE INFORMATION

FOR SUPPLIERS.

WE HAVE INFORMATION FOR

THE STATE AND LOCAL BUYERS.

WE HAVE F.A.Q., AND WE HAVE

A "CONTACT US."

AND YOU'LL SEE MY NAME THERE.

THE OTHER TWO CORE MEMBERS

ON HERE IS ROBIN BORDEN

AND LAUREN ABRISCOE.

SO ANY QUESTIONS THAT YOU HAVE,

YOU CAN GO HERE

FOR MORE INFORMATION

ABOUT THE ePROCUREMENT,

BUT ANY QUESTIONS

YOU HAVE BEYOND THAT,

PLEASE GIVE US A CALL,

E-MAIL US.

WE WILL BE HAPPY TO DISCUSS ANY

OF YOUR CONCERNS OR QUESTIONS.

AND OF COURSE, WE REALLY WANT TO

SIGN YOU UP FOR TRAINING.

SO WITH THAT, I'VE GOT MAYBE

A MINUTE TO ANSWER MAYBE

A FEW QUESTIONS.

>> Mandell: STAND UP AND EARL

WILL BRING YOU THE MICROPHONE.

>> West: VERY GOOD QUESTION.

ACTUALLY, IT'S MARCH 16th,

IS THE ROLE-OUT DATE.

WE ACTUALLY HAD TALKED ABOUT

FEBRUARY 2nd, FOR A LONG TIME,

AND ACTUALLY WE'VE MOVED IT.

SO IT'S MARCH 16th.

WHAT THAT MEANS--ROLE-OUT WISE--

IT MEANS THE PILOTS WE HAVE--

SHE MENTIONED PILOTS--

IN CASE YOU DON'T KNOW THERE ARE

THREE DEPARTMENT AGENCIES THAT

WE ARE WORKING WITH:

CHP, CONSUMER AFFAIRS,

AND CALTRANS.

THOSE ARE GOING TO BE USING IT

FOR FULL FUNCTIONALITY.

WE'RE GOING TO WORK WITH THEM

TO TRY TO MAKE SURE WE HAVE

A GOOD SYSTEM IN PLACE FOR FULL

FUNCTIONALITY BEFORE WE GO LIVE

OFFERING IT TO YOU.

IN THE MEANTIME,

WHAT YOU'LL BE OFFERED,

IF YOU'RE NOT ONE OF THOSE

DEPARTMENTS, IS THE FOUR THAT

I'VE TALKED ABOUT--

THE FOUR THINGS YOU'LL STILL

BE ABLE TO DO THE CSCR, SCPRS,

SMALL BUSINESS QUARRIES, 

AND LPA SEARCHES.

BUT MARCH 16th, IS FOR EVERYONE

ON THOSE FOUR THINGS,

AND FOR THE PILOTS,

THEY'LL ALSO HAVE MARCH 16th.

>> Mandell: ANY OTHER QUESTIONS

FOR CARL?

WE HAVE COLLEEN DOWN FRONT.

AND WE'LL WAIT TILL WE

WEAR OUT EARL.

[audience laughing]

>> Rubens: EXACTLY WHAT DUTIES

ARE GOING TO BE FOR

THE ADMINISTRATOR?

WHAT ARE THEIR POSITIONS

GOING TO BE, BECAUSE IT ADDS

ANOTHER RESPONSIBILITY?

I THINK A LOT OF THE ADVOCATES--

I'M GOING TO BE DOING THAT--

ALONG WITH EVERYTHING ELSE,

AND I KNOW OTHER ADVOCATES

ARE TOO, SO WHAT ARE THE

RESPONSIBILITIES OR WHAT IS

GOING TO ENTAIL TO BE

THE ADMINISTRATOR.

>> West: THE ADMINISTRATOR'S

ARE OUR CONTACT FOR

THE DEPARTMENT.

SO ePROCUREMENT IS GOING TO

HAVE QUESTIONS AS WE GO FORWARD

AND OFFER YOU WORKFLOW

OPPORTUNITIES TO INCREASE YOUR

SERVICES YOU'D WANT TO USE

ePROCUREMENT; WE'RE GOING TO

NEED TO KNOW MORE ABOUT

YOUR DEPARTMENT.

SO THAT'S OUR CONTACT TO

THE DEPARTMENT.

OTHER THAN THAT, THE BIGGEST

FUNCTION THEY'LL HAVE IS

THEY'LL BE THE ONES THAT ARE

RESPONSIBLE FOR SETTING UP

USER NAMES AND PASSWORDS WITHIN

YOUR DEPARTMENT.

WE DON'T WANT EVERY--

CAUSE THERE'S GOING TO BE

PLENTY OF USERS, OBVIOUSLY;

EVERYONE'S GOING TO HAVE

TO USE IT FOR THOSE THINGS.

SO WE DON'T WANT TO HAVE TO BE

THE ONES THAT WILL OVERLOAD

OUR FOUR, THREE PEOPLE THAT WE

HAVE TO HAVE EVERY DEPARTMENT

USER COME TO US.

SO WE'RE ASKING FOR ASSISTANT

ADMINISTRATOR TO HANDLE

THE FUNCTIONS OF SETTING UP

USER NAMES, PASSWORDS;

AND THEN BE THE FACILITATOR OR

COMMUNICATION BETWEEN WORKFLOWS

AND SUPPLIERS THAT YOU MAY HAVE

THAT YOU WANT TO UPLOAD

IN THE SYSTEM.

>> Mandell: FOR THE EASE

OF EARL, WE'LL START UP FRONT.

>> Cruz: LORI CRUZ, DEPARTMENT

OF COOPERATION'S, GROUP ONE,

WHAT IS YOUR PHONE NUMBER?

>> West: PHONE NUMBER?

WHY'D YOU ASK THAT QUESTION?

>> Cruz: BECAUSE YOU OFFERED

TO HAVE US CALL OR E-MAIL.

I HAVE ANOTHER QUESTION

AFTER THIS.

>> West: SURE, MY PHONE NUMBER

IS (916) 375-4645.

>> Cruz: THANK YOU.

MY OTHER QUESTION IS--

I'M SORRY I DIDN'T QUITE

UNDERSTAND THE ANSWER TO

PARKS AND REC'S QUESTION.

MARCH 16th, THESE FOUR OPTIONS

ARE GOING TO BE AVAILABLE FOR

ALL OF US, ARE THE PILOTS

DOING SOMETHING NOW?

>> West: NO, THE PILOTS ARE ALSO

AS YOU SAID THE FOUR THAT

WHAT I HAVE SPOKEN OF ARE GOING

TO BE AVAILABLE MARCH 16th,

FOR EVERYONE, INCLUDING PILOTS.

ADDITIONALLY, ON MARCH 16th,

PILOTS WILL BE ROLLING FORWARD

WITH ADDITIONAL OPPORTUNITIES,

ADDITIONAL SERVICES THAT

WE'RE GOING TO PROVIDE FOR THEM.

THEY ARE GOING TO USE IT

FULL FUNCTIONALITY.

THAT MEANS THEY'RE GOING

TO PROVIDE BIDDING.

THEY'RE GOING TO ACTUALLY

CONDUCT THEIR BIDS

ELECTRONICALLY.

THEY'RE NOT GOING TO TAKE

A BID SOLICITATION,

POST IT ON THE CSCR,

AND THEN RESPOND--HAVE PEOPLE

SEND STUFF IN BY MAIL.

THEY'RE GOING TO USE IT FOR

FULL FUNCTIONALITY.

I THINK THIS IS THE LAST

QUESTION I HAVE.

>> Schlicker: OH, BOY.

I'M GOING TO MAKE IT

NICE AND LONG.

MY NAME IS PEGGY SCHLICKER,

AND I WORK WITH CALTRANS.

MY QUESTION--WELL, MY CONCERN IS

THE SIC CODES THAT WE WERE

PREVIOUSLY USING AND NOW THERE

IS A DIFFERENT ACRONYM,

AND I DON'T KNOW,

I DIDN'T FIND THE SIC CODES

TO BE THAT USER FRIENDLY

AND VERY HARD TO FIND A VENDOR

USING THAT, BECAUSE I DON'T KNOW

NOW WHO'S GOING TO PROVIDE

THE CODE TO THE VENDORS?

ARE THE VENDORS GOING TO TELL

YOU WHERE THEY FIT IN THAT

OR IS DGS GOING TO BE THE ONE

TO IDENTIFY THEM BY CODE?

>> West: OKAY.

>> Schlicker: I MEAN GIVE THEM

THE CODE?

>> West: SURE, GREAT QUESTION.

THE SUPPLIERS ARE GOING

TO SELF MANAGE THEIR PROFILE;

THAT INCLUDES THEIR

UNSPFC CODES.

SO WE ARE GOING TO ALLOW THEM

TO CONTROL THEIR ADDRESS,

THEIR CONTACT INFORMATION,

THEIR UNSPFC CODES.

THE SIC CODES, THEMSELVES,

WE DO HAVE A CONVERTER,

SO IF YOU GO IN THERE

AND TYPE IN AN SIC CODE

YOU CAN GET THE CORRESPONDING

UNSPFC CODE TO MATCH UP TO

WHAT YOU'RE CURRENTLY USING NOW.

SO THAT INCLUDES NEICS CODES

AS WELL.

SO THOSE ARE TWO OPTIONS THAT

YOU CAN UTILIZE AS FAR AS

CONVERTING OVER YOUR

CODING SYSTEM.

BUT THEY ARE GOING TO SELF

MANAGE THEIR OWN UNSPFC CODES.

>> Schlicker: I'M SORRY,

AND MAYBE I DIDN'T ASK THAT

VERY GOOD. 

WHEN THEIR CATEGORIZED 

AND PUT IN THAT CODE

BY THE DESCRIPTION OF WORK

THAT THEY PROVIDE--YOU KNOW,

CALTRANS, WE DO OUR DBE

AND WE CERTIFY THE DBE's,

AND THAT HAS BEEN A REAL--

IT'S BEEN DIFFICULT;

THE SAME AS SIC CODES.

SO IF I'M UNDERSTANDING YOU

CORRECTLY, YOU'RE SAYING THAT

WHEN THEY PROVIDE YOU WITH THEIR

DESCRIPTION OF WORK THAT THEY DO

THEN YOU'RE GOING TO GIVE THEM

THE CODE THAT THEY FIT IN?

>> West: NO.

>> Schlicker: THE VENDORS ARE

GOING TO DO IT?

>> West: I'M SAYING THEY ARE

GOING TO GO IN AND THEY'RE GOING

TO REGISTER WITH OUR SYSTEM,

AND AS THEY REGISTER,

PART OF THAT REGISTRATION

PROCESS IS TO DECLARE WHAT

UNSPFC CODES THEY CAN PROVIDE,

WORK UNDER.

THIS IS NOT A VALIDATION TOOL

FOR HOW GREAT THEY ARE OR

WHETHER THEY ACTUALLY CAN

PROVIDE THOSE SERVICES,

THAT'S STILL UP TO YOU

WHEN YOU MAKE YOUR PURCHASES.

IT'S STILL THE SAME THING THAT

YOU DO NOW.

YOU GO THROUGH, YOU VALIDATE,

YOU MAKE SURE THAT THE BIDDER

HAS MADE ALL THE QUALIFICATIONS.

THAT'S NOT SOMETHING THAT'S

REPLACING THAT.

THIS IS A SELF REGISTRATION

TOOL.

IT'S THE SAME THING THEY DO

RIGHT NOW FOR THEIR S.O.S.

NOTIFICATIONS.

THEY GO IN AND SAY WHAT

CATEGORIES THEY WANT ADS FROM.

THEY'RE GOING TO SAY THIS IS

WHAT I DO.

THERE'S ALSO A KEY WORD SEARCH

TO FURTHER ADD TO THAT,

SO IF YOU WANT TO SEARCH

FOR THEM BY KEY WORDS

THEY HAVE THAT OPTION.

YOU HAVE THAT OPTION AS WELL.

BUT THEY'LL SET UP

THEIR KEY WORDS.

THEY'LL SET UP THE UNSPFC CODES.

THOSE ARE THE THINGS THAT ARE

ALL SELF MANAGED.

IF YOU'RE LOOKING FOR THEM,

IF YOU WANT TO CONTACT THEM

AND SAY DO YOU REALLY DO

THESE THINGS, THEN THAT'S

THE WORK THAT YOU'LL HAVE TO DO

BECAUSE THEY'RE GOING TO CONTROL

THAT ASPECT.

ANY FURTHER CLARITY ON THAT ONE?

OKAY.

I THINK I'M OUT OF TIME,

SO THANK YOU FOR YOUR

OPPORTUNITY HERE TODAY

TO TELL YOU MORE ABOUT THIS.

PLEASE CONTACT US FOR ANY

TRAINING YOU NEED FOR

THE ePROCUREMENT.

THANK YOU.

[audience applauding]

>> Mandell: WELL, THANK YOU

TO CARL.

WE'RE JUST ON OUR LAST

ITEM HERE.

SO YOU GUYS HAVE SAT THROUGH

A LOT, SO GIVE YOURSELF A HAND.

[audience applauding]

OUR NEXT PRESENTER WOULD RATHER

PROBABLY BE TALKING ABOUT

A RECENT VACATION TO MEXICO.

BUT DID YOU GUYS EVER SEE

THE MOVIE "TEN?"

WE'RE OUTDATING OURSELVES HERE.

THEY'VE REDONE THIS RESORT

AND MAYBE GLORIA WILL TALK

A LITTLE BIT ABOUT WHERE

SHE STAYED.

BUT THERE IS A SCARY HEADING

ON THE AGENDA HERE THAT SAID

NEW DGS POLICY.

DOES THAT SCARE ANYONE

BESIDES ME?

[audience laughing]

IT'S NOT THAT BAD.

IN FACT, AT THIS POINT

IT DOESN'T AFFECT ANY OF THE

REST OF YOU WHO AREN'T IN DGS,

BUT WE WANT TO TALK TO YOU

ABOUT SOMETHING WE'RE 

STEALING FROM SOME OTHER 

DEPARTMENTS WE LIKE.

WE HOPE WILL BE IN PLACE SOON,

AND TO COVER THAT

GLORIA ANDERSON.

[audience applauding]

>> Anderson: GOOD MORNING.

I DID JUST RETURN FROM MEXICO,

AND IT WAS GREAT.

IT WAS 85 DEGREES EVERYDAY,

AND I ACTUALLY SWAM IN A POOL

THAT HAD AN IGUANA IN IT.

IT WAS A PRETTY FUN TIME.

I AM EXCITED TO TELL YOU ABOUT

THE PROPOSED NEW DGS

SMALL BUSINESS AND DVBE POLICY.

I'VE BEEN WITH THE OFFICE OF

SMALL BUSINESS AND DVBE SERVICES

FOR NINE YEARS, IN MAY.

SO WE HAVE A REAL COMMITMENT

TO HELPING YOU ALL ACHIEVE YOUR

SMALL BUSINESS AND DVBE GOALS.

IT'S REALLY FUN WHEN YOU GET

TO GO OUT AND TAKE AN IDEA THAT

REALLY CAME FROM--

IS FRANCHISE TAX BOARD HERE?

TRACY WAGNER?

THERE SHE IS BACK THERE.

HOW ABOUT DCA, CONSUMER AFFAIRS,

KEVIN ARIA?

HE'S OVER THERE.

HOW ABOUT DEPARTMENT OF

MENTAL HEALTH, DOROTHY STEER

OR DARLA CARNES?

I UNDERSTAND ALL THREE OF THESE

DEPARTMENTS HAVE IMPLEMENTED

THIS VERY SAME POLICY QUITE

SUCCESSFULLY.

SO WE'RE GOING TO BE TAKING

THE BEST FROM EACH ONE OF THOSE

AND TRYING TO GET IT

ROLLED OUT HERE AT DGS WITHIN

THE NEXT COUPLE OF MONTHS.

I UNDERSTAND--I'VE BEEN

CONTACTED BY SANDRA BRADLEY,

WITH HIGHWAY PATROL.

IS SANDRA HERE?

SHE HAS BEEN WORKING TO ADOPT

A SIMILAR POLICY,

AS HAS CALTRANS.

MICHELLE NEWMARK, ARE YOU HERE?

SHE WAS ACTUALLY WANTING A COPY

OF MY DRAFT.

I DON'T KNOW IF I CAN RELEASE

MY DRAFT POLICY YET?

BUT JUST TO LET YOU KNOW

YOUR OWN DEPARTMENT

CAN GO AHEAD AND PROCEED

WITH A SIMILAR POLICY.

YOU DON'T HAVE TO WAIT.

ONCE WE ROLL OURS OUT,

WE WILL BE MARKETING IT

AS A REALLY GREAT TOOL.

AND WE'LL KEEP REMINDING YOU

THAT IT ALREADY HAS BEEN

TESTED AND TRIED.

FRANCHISE TAX BOARD DOES

AN EXCELLENT JOB ACHIEVING

THEIR GOALS; AS DOES CONSUMER

AFFAIRS, AND MENTAL HEALTH HAS

MADE SOME GREAT STRIDES.

THE OBJECTIVE OF THIS NEW

SMALL BUSINESS AND DVBE POLICY

IS TO INCREASE THE LEVEL

OF SMALL BUSINESS AND DVBE

PARTICIPATION FOR DGS

TO CONSISTENTLY ACHIEVE THE

MINIMUM 25% SMALL BUSINESS GOAL,

AND THE MINIMUM 3% DVBE GOAL.

AND THE SCOPE IS I WANT TO

MAKE SURE THAT YOU UNDERSTAND

IT WILL APPLY TO THE DGS BUYERS;

JUST LIKE CARL WAS SHOWING YOU

THE ePROCUREMENT.

THEY ARE A PART OF THE PILOT.

AND WHEN THEY GO IN

THEY'LL BE SELECTING

PRIMARILY THE PRIVATE BUTTON,

BECAUSE WE'RE GOING TO

TRAIN THEM TO THINK FIRST--

SMALL BUSINESS AND DVBE.

THEY'RE ONLY GOING TO

SEND THE OPPORTUNITIES

TO CERTIFIED FIRMS.

AND IT WILL ALSO APPLY

TO THE TRANSACTIONS THAT

THE DGS BUYERS ARE DOING

ON THE BEHALF OF THE CLIENTS

STATE AGENCIES.

SO, IF YOU'RE HAVING DGS

PROCUREMENT DIVISION MAKE THAT

BUY FOR YOU, WE'RE HOPING THAT

YOU'LL SEE THE PARTICIPATION

THAT YOU GET TO REPORT GO UP,

BECAUSE WE'RE GOING TO DO

A BETTER JOB OF FINDING

SMALL BUSINESSES AND RECRUITING

SMALL BUSINESSES AND DVBEs.

WE'RE GOING TO REQUIRE THAT

ALL PURCHASES UNDER $100,000 OR

$147,000 IF IT'S A PUBLIC WORKS,

BUT THOSE ARE THE THRESHOLDS

UNDER THE GOVERNMENT CODE:

14838.5 AND 14838.7 FOR THE

SB/DVBE OPTION.

WE'RE GOING TO REQUIRE THAT

ALL OF THOSE BUYS BE AWARDED

TO A CERTIFIED FIRM.

IF THEY'RE NOT, THEN THEY HAVE

TO DO A WAIVER AND IT HAS TO BE

SENT TO OUR OFFICE.

AND WE'LL REVIEW IT

TO MAKE SURE THAT THEY DID

ALL THE RECOMMENDED STEPS

TO LOCATE POTENTIAL 

SMALL BUSINESSES AND DVBEs;

RECRUIT THEM AND OFFER THIS

OPPORTUNITY TO THIS 

SMALL BUSINESSES AND DVBEs.

WE'RE USING A PHASED-IN

APPROACH.

I WORK VERY CLOSELY WITH

ROBIN AND CARL.

I'VE HAD THE PRIVILEGE OF

WORKING WITH THEM IN MY OFFICE

FOR OVER FIVE YEARS,

SO WE'RE WORKING IN TANDEM WITH

THE ePROCUREMENT FOLKS.

SO INITIALLY, WE'LL BE DOING

AN ADMINISTRATIVE ORDER FOR OUR

DGS BUYERS, LETTING THEM KNOW

THAT THIS IS GOING TO BE

THE NEW DGS POLICY.

TRAINING IS GOING TO BE

CRITICAL.

MY OFFICE--WE WILL BE APPROVING

THE WAIVERS, BUT WE CAN'T TRAIN

EVERY BUYER, AND WE CAN'T

HELP THEM WITH EVERY WAIVER,

AND ANSWER ALL THEIR QUESTIONS.

SO WE WILL BE TRAINING

A DIVISION AND AN OFFICE

SMALL BUSINESS/DVBE ADVOCATE

FOR EVERY OFFICE MAJOR DIVISION

WITHIN DGS.

AND THEN THOSE ADVOCATES WILL

WORK WITH THEIR BUYERS

AND HELP THEM LOCATE, RECRUIT,

AND INCLUDE CERTIFIED FIRMS

IN THEIR OPPORTUNITIES WITHIN

THOSE THRESHOLDS.

I ALSO WANTED TO MENTION THAT

THE THRESHOLDS ARE CURRENTLY

THE $100,000 AND THE $147,000

IF IT'S A PUBLIC WORKS.

IF YOU LOOK AT ASSEMBLY BILL 31,

THAT IS A BILL THAT'S PROPOSED--

IF IT WERE TO PASS THIS YEAR--

IT WOULD INCREASE THOSE

THRESHOLDS TO $250,000 FOR THE

NON I.T. GOODS AND SERVICES.

THE PUBLIC WORKS WOULD CHANGE,

I BELIEVE IT'S NEXT YEAR,

BECAUSE THAT'S TIED TO A

CONSUMER PRICE INDEX.

SO OUR POLICY, THE DRAFT POLICY,

HAS A CLAUSE RIGHT IN IT THAT

IF THE THRESHOLD IS INCREASED

UNDER THE GOVERNMENT CODE,

THEN OUR POLICY WOULD

AUTOMATICALLY INCREASE TO MATCH

THE CHANGE IN THE CODE.

WE ARE REALLY--I'M EXCITED.

MAUREEN'S OFFERED TO 

HELP US TRAIN, AS HAS TANYA.

THEY'RE SUCH GREAT ADVOCATES

TO HELP OUR BUYERS AND TO

UNDERSTAND THAT THEY PUT ON

THE SMALL BUSINESS/DVBE HAT,

AND THEY THINK SMALL BUSINESS

AND DVBE FIRST.

WE WILL BE PROVIDING THEM

WITH A TEMPLATE THAT MY OFFICE

HAS AVAILABLE NOW.

IF YOU'RE LOOKING AT DOING

A SMALL BUSINESS/DVBE OPTION--

BUT LET'S SAY YOU COULD ONLY

FIND ONE SMALL BUSINESS

OR YOU CAN'T FIND ANY,

BUT YOU GO TO A WEBSITE

AND YOU DO YOUR SEARCH IN

THE PHONEBOOK AND YOU FIND OUT

THERE'S A HALF DOZEN

SMALL BUSINESSES, DVBEs,

OR SMALL BUSINESSES AND

POTENTIAL DVBEs IN YOUR AREA,

WE HAVE A TEMPLATE THAT YOU CAN

RECRUIT TO THEM, AND SAY,

"PLEASE GO ON-LINE.

HERE'S THE ON-LINE LINK FOR

SMALL BUSINESS CERTIFICATION."

GET CERTIFIED, COME BACK TO YOU,

AND THEN YOU'LL GIVE THEM

THAT OPPORTUNITY FOR A QUOTE

UP TO $100,000.

SO WE HAVE THAT PROCESS

ALL WORKED OUT AS WELL.

THEN THEY'VE WORKED WITH THEIR

DEPARTMENT, THEIR DIVISION,

OR THEIR OFFICE ADVOCATE;

THEY BELIEVE THEY'VE DONE

EVERYTHING, THEY JUST CANNOT

FIND, YOU KNOW, THERE'S NO

GOAT HERDERS TO GO OUT AND EAT

THE WEEDS IN REDDING AREA

THAT BELONG TO A SMALL BUSINESS.

SO THEY'RE GOING TO COME IN

AND THEIR GOING TO FILL OUT

THEIR WAIVER.

OUR OFFICE WILL LOOK AT THAT.

IF WE BELIEVE THAT THEY HAVE

DONE ALL THE STEPS

AND REALLY TRIED,

THEN WE WILL APPROVE

THAT WAIVER.

IF WE DO OUR SEARCH--

AND WE'LL BE HELPING PEOPLE

BECAUSE IT'S GOING TO BE TOUGH

WITH THIS UNSP CONVERSION,

AND SOMETIMES THE KEY WORDS

DON'T ALWAYS MATCH UP.

BUT WE WILL BE HELPING.

THE BEAUTY OF THE

ePROCUREMENT SYSTEM IS

I BELIEVE YOU CAN GO IN

AND YOU CAN SEARCH TO SEE

WHO ELSE JUST BOUGHT THAT SAME

UNSPFC CODE ITEM,

AND SEE WHO THEY USED.

AND YOU CAN SEE WHAT

SMALL BUSINESSES THEY WERE

USING.

THE OTHER BEAUTY OF

ePROCUREMENT IS--RIGHT NOW,

YOU HAVE TO FIGURE OUT

IF YOU'RE GOING TO MAIL IT

TO FIVE PEOPLE, AND THEN GETTING

ALL THOSE ADDRESSES IN

AND GETTING IT MAILED OUT--

WITH ePROCUREMENT YOU'LL JUST

CLICK THE COMPANIES THAT YOU

WANT TO RECEIVE IT,

AND IT'LL AUTOMATICALLY

BE SENT VIA E-MAIL.

SO WE'RE REALLY LOOKING FORWARD

TO THIS PROCESS; GETTING ALL THE

BUGS WORKED OUT AND MAKING IT

JUST SO EASY.

AND WE'RE GOING TO GROW

THE NUMBER OF CERTIFIED SMALL

BUSINESSES AND DVBEs

THAT PROVIDE THE GOODS AND

SERVICES THAT THE STATE NEEDS.

WE'RE GOING TO WORK WITH OUR

FRIENDS AT FRANCHISE TAX BOARD,

CONSUMER AFFAIRS, MENTAL HEALTH,

AND ANYONE ELSE THAT WANTS TO

REALLY JOIN IN THIS EFFORT.

AM I OKAY WITH TIME? OKAY.

I CALL IT PHASE TWO 

WHEN ePROCUREMENT IS READY

TO WORK WITH US.

WE WILL BE PILOTING AN AUTOMATED

WAIVER PROCESS.

INITIALLY, IT'S GOING TO

HAVE TO BE THEY E-MAIL OR

FAX THE WAIVER THROUGH.

AND THAT'S LABOR INTENSIVE.

SO WE WILL BE PILOTING SOMETIME

WITHIN THE NEXT REMAINDER OF

THIS YEAR TO HAVE AN AUTOMATED

WAIVER PROCESS THROUGH

ePROCUREMENT.

WE ALSO WANT TO WORK

TO MAKE SURE THAT WHEN

DGS AWARDS A CONTRACT

ON YOUR BEHALF, THAT IF IT GOES

TO A SMALL BUSINESS,

YOU GET CREDITED FOR THAT

PARTICIPATION THROUGH 

ePROCUREMENT.

WE ALSO WANT TO WORK IF IT'S

A SMALL BUSINESS AND A DVBE,

THAT YOU GET CREDITED FOR

PARTICIPATION IN BOTH OF

THOSE PROGRAMS.

AND THEN FINALLY,

THIS WAS KEVIN'S IDEA.

KEVIN SAID, "GLORIA CAN THE

SYSTEM TELL US WHICH

UNSPFC CODES, WHICH SERVICES

WE'RE ALWAYS DOING A WAIVER ON,

SO THAT WE CAN MAYBE GET OUR

OUTREACH FOLKS AND REALLY GET

SOME SMALL BUSINESSES AND DVBEs

FOCUSED ON THOSE THINGS

THAT ARE TOUGH TO FIND."

SO I WANT TO WORK WITH

ePROCUREMENT. 

AND ONCE WE HAVE THAT 

AUTOMATED WAIVER PROCESS

THEN WE ALL BEGIN TO KNOW

WHERE WE COULD FIND MORE

SMALL BUSINESSES AND DVBEs.

PRACTICES.

UNDER $5,000 WITH THIS 

WAIVER SYSTEM, 

YOU'RE GOING TO USE

THE FAIR AND REASONABLE CRITERIA

JUST LIKE YOU DO TODAY.

FOR THE SB/DVBE OPTION,

WE'VE TALKED ABOUT

THE THRESHOLDS UNDER THAT.

WE WANT TO MAKE THE PROCESS

EASY, SO WE GOT A FEW EXEMPTIONS

TO FILLING OUT A WAIVER.

WE WON'T ASK YOU TO FILL OUT

A WAIVER IF YOU'RE A DGS BUYER

AND YOU'RE DOING AN INTERAGENCY

AGREEMENT, OR CONTRACT WITH

THE FEDERAL GOVERNMENT OR

JPA AUTHORITIES, OR THE

PRISON INDUSTRIES AUTHORITIES,

OR ANY OF THE UNIVERSITIES,

CONCESSIONS, NON-COMPETITIVE

BIDS.

YOU KNOW, IT'S ONLY THOSE

COMPETITIVE OPPORTUNITIES WHERE

WE WANT ALL THE BUYERS TO THINK

ABOUT THIS IS THE TIME;

LET'S GET THESE TO SMALL

BUSINESSES AND DVBEs.

TO MAKE SURE THAT THE PROCESS

WORKS WELL, THE WAIVERS DO HAVE

INSTRUCTIONS AND STEPS

TO DOCUMENT CLEARLY THAT

YOU HAVE TAKEN THE STEPS

AND DONE THE RESEARCH

TO SUFFICIENTLY JUSTIFY 

THAT THERE REALLY ARE NO 

SMALL BUSINESSES AND DVBEs.

AND THEN THE APPROVED WAIVER

BECOMES PART OF THE PROCUREMENT

FILE AND IT STAYS RIGHT WITH

THE FILE.

OUR TIMELINE TO ROLE THIS OUT

IS APRIL 1st--IF WE CAN GET

THE ADMINISTRATIVE ORDER

APPROVED.

AND IT WOULD TAKE AFFECT 30 DAYS

AFTER THE APPROVAL OF

THE ADMINISTRATIVE ORDER

THAT IMPACTS DGS BUYERS.

>> Mandell: BEFORE GLORIA

RUNS OFF, ANY QUESTIONS ON THIS?

I HAVE A FEW MORE COMMENTS.

MAYBE I SHOULD MAKE THOSE FIRST

ON THIS.

FIRST OFF, GLORIA BEING THE

PIONEER WHO WORKED WITH

THE FOLKS TO DRAFT THAT HERE.

IT'S SIGNIFICANT WE HAD BEEN

HEARING, "HEY, YOU KNOW,

ALL THESE OTHER DEPARTMENTS

ARE DOING IT.

THOUGHT IT'D MIGHT BE NICE IF

DGS TOOK A WHACK."

WE'D BUY A FEW THINGS.

THE IDEA ON THIS ACTUALLY--

TALK ABOUT EXECUTIVE SUPPORT--

I WAS STANDING AT A COCKTAIL

PARTY WITH OUR DIRECTOR

WILL BUSH.

HE SAYS, "COULD YOU GET ME

A POLICY ON THIS?"

WE'RE GONNA HAVE TO SELL SOME OF

OUR DEPUTIES AND ALL THAT.

WE ALREADY KNOW THE DIRECTOR

SUPPORTS IT.

SO IT'S ENCOURAGING WHEN YOU CAN

GO FROM THAT.

THE IDEA HERE IS

LET'S TRY THIS OUT HERE.

AND THEN WE MAY BE VISITING UPON

YOU OUR DELEGATION HOLDERS--

SIMILAR THINGS.

BUT THAT'S JUST TO START

A BUZZ AND RUMORS FOR LATER--

FOR NOW.

WITH THAT, ANY QUESTIONS

FOR GLORIA?

OKAY, DOWN FRONT,

AND WAIT FOR EARL.

>> Robinson: PAM ROBINSON,

WITH THE DEPARTMENT OF

DEVELOPMENTAL SERVICES.

ONE OF OUR BIG ISSUES ARE

THE MANDATORY CONTRACTS,

AND WE'RE TALKING LARGE TICKET--

THE PHARMACEUTICAL CONTRACTS--

FOR WHICH WE GET ABSOLUTELY NO

CREDIT FOR SMALL BUSINESS/DVBE.

ARE THE BUYERS GOING TO BE

ENCOURAGED TO--THAT WHEN THEY

LET THE NEW BIDS THAT

THE CONTRACTORS--

THE CONTRACTORS ARE GONNA DO

MORE THAN THE FAIR GOOD FAITH

EFFORT, YOU KNOW, BECAUSE THAT'S

A BIG CHALLENGE FOR US

TO MEET OUR GOALS.

>> Mandell: LET ME ANSWER

THAT ONE, WHICH IS--

WE TALKED ABOUT EARLIER

A CONSCIOUSNESS RAISING.

THERE IS THE CHALLENGE IN

THE PHARMECUTICAL FIELD.

BUT YES, WHEN THEY'RE DEVELOPING

THEIR NEW BIDS THEY'RE ACTUALLY

GOING TO BE WORKING WITH

OUR OFFICES TO SEE ABOUT--

DO THINGS GO OUT,

BUNDLED AS THEY'VE BEEN--

ARE THERE WAYS TO UN-BUNDLE;

ARE THERE AVENUES WITHIN

THE COMPONENTS OF THE CONTRACT.

AM I PROMISING YOU

A MIRACLE CURE? NO.

BUT AT LEAST, PEOPLE ARE

DISCUSSING THE SUBJECT

WHICH IS A BIG MOVE FORWARD.

ANY OTHER QUESTION IN THE ROOM?

WELL, HEARING NONE, I WANT TO

ALSO ENCOURAGE YOU TO PLEASE

FILL OUT THE EVALUATION FORM.

IT'S HOW WE DETERMINE WHAT

GOES ON AT FUTURE MEETINGS.

I WANT TO ROUND OF APPLAUSE

FOR ALL OF THE SPEAKERS.

[audience applauding]

A LOT OF THE SARA AWARDS--

THINGS ARE THOSE ON THE WEBSITE.

BUT WE'RE GOING TO CONTINUE

TO POST THINGS AS WELL AS

HANDOUTS AND LINKS.

IF THERE WAS SOMETHING THAT WAS

MENTIONED TODAY YOU WOULD LIKE

TO SEE THAT MAYBE WE OVERLOOKED,

IF YOU WOULD E-MAIL BACK TO US

WE'LL MAKE SURE WHATEVER LINKS

WE CAN PROVIDE ARE ON THERE.

A HAND FOR YOURSELF.

IT'S BEEN A LONG MEETING,

AND WE GOT THINGS TO DO.

[audience applauding]

BIGGER THAN THAT.

[audience applauding]

AND THANK YOU.

WE ARE ADJOURNED.
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