
R&DA’s recent fall meeting and its upcoming 68th 
Annual Spring Meeting & Exhibition, May 21 to 23 at 
Omni Amelia Island Plantation Resort, Amelia Island, 
Fla., bring the government together with its vendor 
partners to work together on solutions for supporting 
warfighters and overcome shared challenges.

DLA is responding to what Shapiro called a “cul-
ture of judiciousness” that is widespread in the 
military, and plans to reach its goal by reviewing its 
purchasing processes, including decreasing direct 
material costs, reducing overhead and improving 
customer service.

In contracting, for example, DLA expects to achieve 
savings by reducing manual transaction time 65 per-
cent and processing time 35 percent on contracts of 
$150,000 or less.

Also, contract-award time for large, one-time tacti-
cal buys will be reduced by 60 percent while the time 
to award long-term contracts will be shortened to 140 
days from 400 days.

PRIME VENDOR PROGRAMS
DLA Troop Support also is 

looking at changes it can make 
to get manufacturer best pric-
ing in its prime vendor pro-
grams for the continental 
United States (CONUS), as 
well as outside the continen-
tal United States (OCONUS).

In the workshop, “Prime 
Vendor Pricing,” Tom Daley, 
deputy director of subsistence, 
DLA Troop Support, said DLA 
faces unique concerns when 
it comes to compliance with 
each program.

OCONUS, it is concerned 
that participating vendors com-

ply with terms of the Manufacturer Pric-

D efense Logistics Agency (DLA) is asking its indus-
try partners to help it achieve $13 billion in cost 

savings over the next six years on purchases of $14.5 
billion annually of supplies that support warfighters.

DLA realizes that cooperation from its vendor part-
ners is essential to succeeding with its “13-in-6” strat-
egy. “We need your big ideas,” said Brig. Gen. Steven 
Shapiro, USA, commander of DLA Troop Support.

Shapiro explained DLA’s “13-in-6” strategy as part 
of a keynote presentation 
he gave last month, 
“Defense Logistics 
Agency: Effective, Ef-
ficient Logistics Solu-
tions,” at the Research 
and Development As-
sociates for Military 
Food and Packaging 
(R&DA) annual fall 
meeting in Atlantic 
City, N.J.
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ing Agreement (MPA), including requirements for 
national price and Freight On Board (FOB) origin, 
consolidation/transportation costs and following 
manufacturer rebates/discounts.

For OCONUS, unit price is calculated by adding 
product price and distribution price. FOB origin pricing 
from the manufacturer does not include transporta-
tion, and nationally priced items can be exceptions. 
All rebates/discounts are to be provided to the gov-
ernment, early payment discount does not exceed 2 
percent for 10 days and documentation verifies actual 
manufacturer price.

DLA Troop Support has 95 companies participating 
in the MPA program with 3,000 items available and is 
working toward the goal of 75 percent of dollar value 
purchased through it.

For all OCONUS 
contracts, as of Septem-
ber 2013, 25 percent of 
items on the DLA cata-
log were covered under 
the MPA program, ac-
counting for 34 percent 
of the dollar volume. 
For OCONUS contracts 
excluding Afghanistan, 
Southwest Asia and 
Guam, 25 percent of 
items on the DLA cata-
log were covered under 
the MPA program, ac-
counting for 45 percent 
of the dollar volume.

Manufacturer pric-
ing in the MPA pro-
gram is being reviewed as well. Under consideration 
are removing higher-price items and consolidating 
multiple options into a single choice, Daley explained.

Part of the plan is to remove non-MPA items and 
replace them with choices available through the pro-
gram, as well as to reset the prices based on increased 
volume. Monthly updates would ensure pricing is fair 
and reasonable.

CONUS
For CONUS, he said, DLA has an entirely different 

set of concerns, such as consolidators, manufacturer 
deviations and price build-up.

 “When we do our audit, we will look to see if that 
consolidator adds value,” Daley said.

For CONUS, unit price is the sum of the delivered 
price and the distribution price. Transportation may 
be included in the manufacturer price, the prime 
vendor may retain some rebates/discounts and the 

early payment discount is limited to 2 percent for 
10 days. Documentation verifies actual manufac-
turer price.

Through the National Allowance Pricing Agreement 
(NAPA) program, DLA Troop Support had 12,344 active 
items with 244 vendors in fiscal 2013.

Under the NAPA program in fiscal 2013, DLA Troop 
Support received $10.4 million in allowances, or 3.5 
percent, on purchases it made of $296.2 million.

That compares with $9.7 million in allowances, or 
3.4 percent, on purchases it made during fiscal 2012 
of $281.7 million. A year earlier, DLA Troop Support 
received an allowance of $9.1 million (3.2 percent) on 
$282.2 million in purchases it made.

The problem is DLA Troop Support considers the 

allowance it receives on purchases made through the 
NAPA program to be a consistently small percentage 
of the cost and not growing at a rate it considers ac-
ceptable.

Consequently, DLA Troop Support is evaluating the 
NAPA program to see if it can get better discounts, and 
then will decide the next step to take.

“This is where we need industry to help,” Daley 
said, asking managers to sharpen their pencils, give 
a lower price and boost the allowance into the $50 
million range. “I’m going to count on the industry to 
respond to this request.”

PURCHASE CONSOLIDATION
Another approach DLA Troop Support is taking 

to reduce costs for outside the continental U.S. is 
central contracts that consolidate purchases so that 

r&dA’s recent fall meeting was oct. 22 to 24 at caesars Atlantic 
City in Atlantic City, N.J.
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utilization and lower overhead costs for labor, utilities 
and other expenses, by reducing the number of active 
dining facilities needed per installation.

“It gives the soldier the ability to get what he wants, 
when he wants it,” said CW5 David Longstaff, USA, 
Army food advisor, in the session “Modernizing the 
Army Food Program.”

What began in April 2011 with a review of how 
the Army could modernize its food program to meet 

future operation requirements cul-
minated with the release in October 
2012 of a white paper containing 15 
recommendations to improve food 
quality and dining experience while 
also creating cost efficiencies.

Recommendations include imple-
menting successful concepts being 
employed within collegiate foodser-
vice operations and to institutionalize 
selected elements within the other 
services’ food programs.

When complete, the Army envi-
sions a foodservice program that sup-
plements traditional dining facilities 
with expanded meal-serving venues 
and service times, plus increased con-
venience and specialized meal-serving 
stations.

Additional meal plan options 
are G-Stores, where soldiers can get 

Provision on Demand (POD), and/or 
kiosk stations. POD features grab-n-go options any 
time of the day, including freshly prepared breakfast 
sandwiches, burritos, wraps, sushi and salads, as well 
as fresh produce, bakery and coffee selections, along 
with traditional convenience store essentials.

Installations manage dining facilities, including 
work assignment and scheduling for Army cooks and 
attendants. Centralized kitchens would support PODs 
and kiosk operations.

Plans also allow soldiers to use meal plan cards not 
only at traditional dining facilities, but at the G-Stores 
and kiosk stations as well. Soldiers are making deci-
sions to go elsewhere rather than use money given to 
them for the purpose of buying in the dining facility.

To make the plan a reality and a success, ACES 
OD sees an opportunity to work with vendors and 
incorporate their ideas. “We need the help from you 
guys,” Longstaff said.

ACES OD is set to start a six- to 12-month pilot 
program to evaluate the plan in October 2014 at six 
locations. It could be rolled out to as many as 25 
CONUS installations with projections for 25 G-Stores 
and 50 to 75 kiosks. —GFS

one or more manufacturers are the sole suppliers 
of a specific item or group of items. DLA is looking 
to see if there is some benefit to using the strategy 
within CONUS.

DLA expects to achieve the lowest prices from a 
vendor that is selected to be sole supplier and given 
a guaranteed volume, but is trying the strategy again 
after having little success with it in the past.

Responses for the chicken category are under evalu-

ation. A decision is due on awarding two contracts, 
one set aside for small business, covering 30 items 
over three years and valued at $363 million.

A solicitation for beef due to close this month in-
volves 67 items over three years and is valued at $200 
million. It has three contracts, two set aside for small 
business.

The next categories selected for central contracts 
are pork and turkey.

Recognizing that industry is an ally that can help 
DLA in reducing cost, Daley closed his presentation 
by asking companies for their cooperation. “We need 
your help,” he said. “We need your help to reduce cost, 
we need your help to select the right item.”

How successfully DLA is able to reduce costs de-
pends on the support it receives from its manufacturer 
partners, he said, adding: “We have a big target to 
reduce price; we are not going to do it without you.”

GARRISON FEEDING
A new campus-style garrison feeding strategy being 

prepared by the Army Center of Excellence Subsistence, 
Operations Directorate (ACES OD) anticipates stronger 

CW5 David Longstaff, USA, Army food advisor.
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