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Program Synopsis
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Program Origin 2006 National Enterprise Collaboration Model
Transformation to shape a 21 Locations / 12 different Federal, Contractor
“one business” supply chain, states; ~$4B annual spend; and Supplier

including strategic sourcing 30,000+ suppliers
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Small Business Acquisition Effectiveness SCMC Objective
Increase the role small Desire to improve supply chain Enable Prime
businesses play within the efficiencies and value through Contractor acquisition

enterprise commercial practices funding to go farther




Tools and Services

Program Tool - | Designed to help
= _  ‘ N\‘ %%%% ‘ Contractors o
& /:; Fut sy ,, . . Err:)r::aer;c;iscurrent acquisition

» Create an effective, efficient
and strategically driven
Sourcing / Procurement
function

* Enable leveraging of the
e e e aggregate spend across the
il S enterprise for cost

| containment

to NNSA
Eo0UIcing

eSourcing
A




Small Business Impact Nationwide

Overall

« 21 DOE locations across 12 states
» $4.2B annual site invoice spend

« 30,000+ enterprise suppliers

Commodity Agreements
« 57 agreements across 22 states
- 24 small business awards

« $364M annual award value (~8% of total $4.2B spend)
- $231M small business annual award value (64%)

SCMC supports and provides enhanced growth for small businesses



Levels of Small Business Partnership

Suppliers welcome to express interest in General

_ Si@e site-specific and SCMC opportunities Supplier
Criteria

Suppliers invited to bid on
site-specific procurements

_ Sites recommend best-in-class
Strategic suppliers for multi-site Site
Partner Criteria opportunities Supplier

SCMC multi-site
agreement proposer
consideration

Potential
partners
selected

SCMC Multi-Site
Strategic Partner

Suppliers matched to solicitation requirements / needs



SCMC Strategic Sourcing Process

Opportunity

Assessment

Assess and
rank
agreement
opportunity
and obtain
site buy-in

* %

-

Profile
Commodity

Define
commodity,
conduct
spend
analysis,
assess
customer
requirements,
and review
existing
available
agreements

1 <>

Market
Analysis

Analysis
considers
suppliers who
are potential
strategic
partners

i

Define
Strategy

Identify
sourcing
objectives,
develop
sourcing
strategies,
and obtain
site approval

RFP & Award
Determination

Issue
solicitation,
review
proposals,
obtain
approvals,
and award
agreement

Implementation

Post-award
management;
communication
of agreement to
site to facilitate
utilization

SCMC follows approved commercial best practice methodologies



Characteristics of a Strategic Partner
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NNSA / DOE
Bg ‘Experience >
Familiarity with NNSA / DOE Ability / stafflng for barcoding, eSourcing ability, eCatalog

Contractors’ diverse, unique JIT, handling extensive capability to meet varying item
and extensive requirements customer service needs, etc. and interface requirements

Performan Footprint /s

Sup(_erior PO execution f_or Regional footprint with
quality & delivery; exceptional  expansion capability; strategic
order history reporting alliances / national consortium




A way to be considered for opportunities

« SCMC Website

(www.thescmcgroup.com)

Our Vision

Our Mission

Focus Areas

Our Clients
Agreements

Strategic Tools
Highlights

Potential Partnerships
Contact

Annual Spend of $4 Billion

Contact Us

Genersl Information

First name:

BusinessiOrganization Name:

Add your homegage:

Industry Information
T

[ Hardware

0 Sofware

[ Telecommunications
[ Computer Services

Travel
[ #irline:

[ Rental Car

O Homl

[ Travel Senvices

[ Frocurement / Travel Card Services

Agdditional Information

Enter your primary NAICS eade:

Comments/Qusstions:

(Maimum eharacters: 200] You have | 200

Last name:

Telephone:

Are you currentiy 2 Supplier to any of our clients? show

OYes OMNo
Transportation & Logistics
[ Bulk Gas
[ Patkaged Gas
O Fusl

[ Frofessicnal Senices
O Repair and Maintenance
O Vtilties

characters left.

Operating Supplies

[ Industrial Supplies

[ Lab Supglies

[ Electricsl Products

[ Instruments.

01 Furniture, Hospitalty & Food Senice

[ Office Supplies

[ Office Fumiture & Fumishings

[ Electronic Components

[ Elecironics & Appiances

0 Frinting, Photographic, AV Producs
(PRAY)

[ Office Equigment
[ Medical Suppiies
[ Fublished Products

Submit | | Resat

OurClients  Agreements

Please join us!
Information Moeting for Small Businesses

Supply Chain Management Center (SCMC)

The Supply Cham Management Center (SCMC) s 2 service organization managed by Honeywel
that works ciosely wih Depariment of Energy (DOE) contractors o leverage $48 of annual spend
10 yieks lower prices and opfinize business SySIems, providing cost SavIngs and vaiue fo our
cusiomer, he DOE. Our success i afibuted o our close working felatonships Wt contractor
Jocatons. a5 well our focus on achewing the Mission & vision, whie measuring performance to
estadisned goals

Qur Vision

To add value fo the coniractor acquisition processes, by crealing a siralegically ariven function
leveraging the combined contractor Spend Gollars across the COMMUNRIES.

Our Mission

To work closely wilh the National Securty Enferprise and Environmental Management contractor
sites to implement, maintain and continuously IMprove a common enterprise system 1o leverage
procurement spend and lower the total cost of acquisiton

Focus Areas

+ ePlatforms - Strategic sourcing processes and 100l

+ Chent In-depth needs

What the

« An Enterprise-wide sourcing system
leveraging EM ana National Nuclear
Securtty Adminsstration spend

- Astructured, dedicated. funded
approach to acquistion cost savings

« Commodey leams responsile for data
collection. commodty strategy.
reporting and detverng savings

- A commercial best practice which
Includes acquistion tools and data
anaitcs

~ Contract for other Federal
agenciesidepartments

= Shift procurement budgets o buying
from Individual sites

- Replace local purchasing organizations.

Strategk Tools | Highights

Become Our Partner

www.thescmcgroup.com



http://www.thescmcgroup.com/

Demo Website

www.thescmcgroup.com



http://www.thescmcgroup.com/

Frequently Asked Questions

Why does the SCMC not publish specific
agreement holder information on the website?

Does the SCMC follow federal procurement
rules and regulations?

Are sites required to use SCMC agreements?
Does the SCMC have a small business goal?

Are SCMC agreements always awarded based
upon lowest price?

Does the SCMC provide debriefings to
proposers who are not awarded SCMC
agreements?

What happens to the information | submit
through the SCMC website?




Conclusion

* The SCMC leverages commercial best practices
for strategic sourcing, which is different than the
Federal Procurement System

* The SCMC supports small businesses and
provides an opportunity for business growth

« The SCMC is dedicated to continuously improving
Its approach and communications

« There are many ways for suppliers to become
Involved with the SCMC as well as the rest of the
NNSA and EM contractor locations

Thank you for your time and attention!
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Looking forward to your questions

(7] Supply Chain
e N "S"Ji Management Center



