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Greater Baltimore Hosts 

Lt. Gov. Rutherford 

 

 

 

 

 

 

 

 
 

by Aubrey Williams 

The Greater Baltimore Chapter of NCMA 

was honored to host the State of Maryland, 

Lt. Governor Boyd K. Rutherford at their 

latest Chapter event on September 1st at 

the Yellowfin Restaurant in Edgewater.  The 

discussion was focused on regulatory 

reform and the challenges facing 

businesses.  The Lt. Governor Rutherford 

opened the discussion up with the message 

that “Maryland is Open for Business.”  Since 

the new administration has been elected, 

they have identified the obstacles that have 

hurt business in the State and formulated a 

plan for improvement to the regulatory 

environment.  The negative business 

attitude with the “gotcha” mentality, 40 

increased taxes and fees, and an antiquated 

regulatory environment were specific areas 

identified as room for improvement.    

 

Procurement modernization was one of the 

focuses that Lt. Governor Rutherford was 

looking to the NCMA community members 

and their respective organizations for help. 

The best practices that we have identified in 

our organizations are instrumental to 

overcoming the challenges they are facing.  

An example of one such challenge is the 

importance of separation between user and 

buyer in the acquisition environment.  As 

many of us know, the biggest challenge any 

organization faces when implementing 

change is the pushback from complacent 

and uninterested parties.  This is where Lt. 

Governor explained that good Project 

Management and oversight in 

implementation is most important.  The 

insight Lt. Governor Rutherford shared with 

the audience was interesting and 

informative and the future of better 

business in Maryland sounds promising! 
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                    Nomination                                                                                            
             Deadlines  

 
 
 

NCMA has several awards to recognize many 
outstanding efforts of members, non-members, 
and chapters. Below is a brief description of 
awards with upcoming nomination/application 
deadlines. Applications and evaluation criteria 
are available and can be found at 
http://www.ncmahq.org/discover-our-
profession/awards.  
 
If you would like to apply or nominate another 
contract management professional for one of 
these awards, or if you have any questions, 
please contact GBC's Awards Co-chairs, Steffani 
Oberdalhoff (soberdalhoff@qed-sys.com) and 
Sarah Siler (sarah.siler@cbifederalservices.com). 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
The W. Gregor Macfarlan Excellence in Contract 
Management Research and Writing Program 
Deadline: January 15, 2016 
 

Papers may be submitted for consideration in 
one of three categories: graduate research, 
professional research, and undergraduate paper 
writing. Theoretical and empirical papers relevant 
to the practice of contract management are 
welcome. Papers may be presented from a 
variety of basic disciplines, such as business, 
finance, marketing, management, accounting, 
management information systems, public 
administration, economics, business education, 
and related fields, as long as the research is 
relevant to the contract management field. One 
first-place winner will be selected for each 
category (papers may be considered in only one 
category each). The first-place winners in 
graduate research and professional research 
categories will be awarded a $2,500 prize, have 
their papers published in the Journal of Contract 
Management, and will be invited to present their 
papers at World Congress. The winner in the 
undergraduate writing category will be awarded a 
$500 prize and will be considered for publication 
in Contract Management Magazine. 
 

NCMA Dinner picture 
courtesy of Executive 
Office of the Governor 
pictured L to R: Cheryl 
Gildea, Aaron Besser, 
Aubrey Williams, 
Stephanie Oberdalhoff, 
Crystal Davis, Pamela 
Bernard, Lt. Governor 
Rutherford, Kristen 
Miller, Bobbie Lohr, 
Stacia Roesler, Tori 
Heath, and Courtney 
Dickant. 
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Best Contract Management Magazine Article 
Deadline: January 31, 2016 
 

This award recognizes the best articles 
published in NCMA’s Contract Management 
magazine. It was established in 1971 by NCMA 
Life Member and Fellow Norman Singer to 
provide an added incentive to NCMA members 
to submit well-written, relevant articles for 
publication in Contract Management magazine. 
All NCMA members who have submitted and 
published an article or articles in Contract 
Management magazine during the calendar 
year are eligible to receive this award. 
Nominations may be made by any NCMA 
chapter or individual members. Self-
nominations are also allowed. NCMA’s 
Executive Director and Editor in Chief may 
make additional nominations based on positive 
reader feedback. After issuance of the 
December edition of Contract Management 
nomination of articles appearing in any issue of 
that calendar year may be made to the 
National Office. The award will be presented at 
one of NCMA live events. Winners will be 
responsible for paying for any travel costs 
associated with receiving the award. Winner(s) 
will receive a plaque and recognition in the 
Contract Management magazine. 
 
Certification Support Award 
Deadline: January 31, 2016 
 

The Certification Support Award recognizes 
organizations that encourage professional 
development and education through 
certification. Any organization that has gone 
above and beyond to support employees in 
obtaining an NCMA certification. Nominations 
may be made by the organization itself. The 
award will be presented at one of NCMA live 
events. The winner(s) will be responsible for 
paying for any travel costs associated with 
receiving the award. Winner(s) will receive a 
plaque and recognition in the Contract 
Management magazine. 
 
Contract Management Education Award 
Deadline: February 1, 2016 
 

The Contract Management Education Award is 
designed to recognize colleges and universities 
whose contract management education 
exemplifies NCMA’s mission, vision, and value. 
 

Any college or university with that provides 
undergraduate degree program, graduate 
degree program, or graduate level certificate 
program in contract management, acquisition, 
or procurement. Colleges and universities may 
self-nominate. Individual members or non-
members may also nominate a school or 
university. The award will be presented at one 
of NCMA's live events or at the 
college/university. The winner will be 
responsible for paying any travel costs 
associated with receiving the award. The 
winner will receive a plaque and recognition in 
the Contract Management magazine. 
 
Innovation in Contracting Award 
Deadline: February 15, 2016 
 

The Innovation in Contracting Award 
recognizes successful applications of innovative 
or leading edge contract management 
practices in ways not previously demonstrated 
to achieve mission or organizational goals and 
results. The purpose of the Innovation in 
Contracting Awards is threefold: 
1. To recognize those who design and/or 
conceive innovative contract management 
solutions for business or operational problems 
through the practical application of contract 
management concepts, strategies, and 
practices. 
2. To communicate innovative contract 
management solutions for other NCMA 
members and the contracting community at 
large. 
3. To highlight innovative contract 
management solutions for associated 
professionals, groups, organizations, 
companies, and professional societies. 
NCMA members and nonmembers are eligible 
for this award. Nominations may be made by 
any NCMA members or nonmembers. Self-
nominations are also allowed. The award will 
be presented at one of NCMA’s live events. The 
winner(s) will be responsible for paying for any 
travel costs associated with receiving the 
award. Winner(s) will receive a plaque and 
recognition in the Contract Management 
magazine. 
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The ‘P’ in Procurement 
Isn’t Just for Price,  
It’s for People Too 

 

 
 
 
by Staci L. Redmon 
Retrieved from govexec.com, Nov 27, 2015  

 
Is the federal government moving away from 
lowest price, technically acceptable 
procurements? Contractors that are in the 
people business can only hope so. 
 
When I say “people” business, I mean providing 
the government with people who exceed 
expectations in delivering operations, 
technology and facilities management services. 
In LPTA procurements, competitions in which 
the government selects the lowest-priced 
proposal that meets a minimum set of 
technical requirements, contractors are not 
rewarded, or even encouraged, for exceeding 
these minimum standards. This approach is not 
compatible with a corporate philosophy that 
stresses excellence in service delivery by 
people who are best qualified to do the job. 
 
On March 4, 2015, Frank Kendall, 
undersecretary of Defense for acquisition, 
technology, and logistics, issued a 
memorandum detailing the role that LPTA 
procurements should play in the Defense 
Department’s acquisition process. According to 
the Kendall memorandum, use of LPTA is 
appropriate “only when there are well-defined 
requirements, the risk of unsuccessful contract 
performance is minimal, price is a significant 
factor in the source selection, and there is 
neither value, need, nor willingness to pay for 
higher performance.” 

 
The Kendall memorandum states that LPTA has 
“a clear but limited place” in source selection. 
The memorandum warns that if LPTA is not 
used appropriately, DOD “can miss an 
opportunity to secure an innovative, cost-
effective solution to meet warfighter needs 
and to help maintain our technical advantage.”  
Yet we continue to see startling examples of 
LPTA being used in highly questionable 
circumstances. For example, we recently saw 
two LPTA procurements being solicited by a 
major military hospital in the Washington 
metro area for emergency room and oncology 
registered nurses. What message does this 
send to our warfighters and their families who 
are going to the emergency room or who need 
cancer treatment? Would the acquisition 
specialist who wrote this procurement or the 
contracting Officer who approved it want to be 
treated by lowest price, technically acceptable 
medical personnel? In this situation the risk of 
unsuccessful performance is 
certainly not minimal. 
 
We have also seen another Defense agency 
using LPTA to procure cybersecurity experts. 
These are professionals who must have the 
highest-level clearances for work that is 
mission-critical for the security of some of our 
nation’s most sensitive assets. It is another 
situation in which the LPTA approach clearly 
does not make sense. 
 
The reality of LPTA procurements is that 
contractors are spending a lot of time and 
money to deliver high-quality technical 
proposals that may never be read. Here is how 
the process works in the real world of 
government acquisition: Once all of the 
proposals are in, the government contracting 
officer opens the bids and looks at the price 
proposal only. He or she then puts the price 
proposals in order from lowest to highest price. 
The technical proposal of the lowest bidder is 
then opened and compared against a checklist 
of the solicitation’s technical requirements. If 
that lowest price proposal meets all of the 
requirements and it is considered technically 
acceptable, that contractor can be awarded the 
contract. The contracting officer does not even 
have to look at the other technical proposals. 
 
Of course, this approach may be considered 
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more efficient from the government’s 
standpoint. No need to put together full 
selection boards. Not as many meetings have 
to be held. But what about the contractors who 
make a good faith effort to deliver a high-
quality technical proposal?  
 
The LPTA method may work when the 
government is buying pens, toilet paper, or 
office supplies, but not when it comes to 
buying people and their skills. As Kendall 
affirmed in his memorandum, the LPTA 
approach should be used only when technical 
requirements are well-defined. As is the case 
with many professional services procurements, 
requirements are very rarely well-defined.  
 
When the government is using LPTA, any 
proposal that exceeds the minimum is not 
rewarded. That makes it hard to motivate 
people who are committed to developing or 
delivering an excellent product or service. 
Moreover, if your company’s core value is 
people exceeding expectations, how do you 
convince employees that you care about them 
and their families when you are willing to 
gouge their salaries?  
 
For companies in the people business, LPTA 
creates a death spiral. If your company is 
known for devaluing salaries, you cannot 
attract qualified people. You cannot motivate 
the people you do attract, because there is no 
incentive for them to perform at an exceptional 
level. Since there are no government rewards 
for exceeding expectations, employees cannot 
be rewarded. Ultimately, you cannot retain 
them. 
 
If agencies actually implemented and followed 
the criteria in the Kendall memorandum, there 
is some potential for LPTA. The challenge is 
giving well-defined requirements and balancing 
the risk of unsuccessful performance. However 
the way the LPTA “game” is currently played, 
someone always has the potential to underbid. 
In many cases, this underbidding is unrealistic. 
Because of this, the government needs to do a 
better job of determining fair market value. 
Unrealistically low prices should be declared 
nonresponsive and thrown out of the 
competitive range. Otherwise, LPTA 
procurements could be putting the 
government, warfighters, and the public at risk. 

In the long run, the government needs to do 
the necessary upfront work when acquisition 
staffers are working with the program office to 
determine contract requirements. This is the 
only way the government can clearly define 
technical requirements and, more importantly, 
delineate the standard of proof that bidders 
must show in order to be determined 
technically responsive.  
 
The bottom line is that businesses these days 
have limited resources. These resources may 
be even more limited in small and medium-
sized businesses. They cannot support the 
overhead cost to develop competitive 
proposals if they are expected to operate in a 
price shootout environment with little or no 
return. LPTA has its place in the federal 
government procurement cycle, let’s use it 
when it makes sense and not as a blanket 
procurement method for trying to reduce 
costs.  
 
Staci L. Redmon is president and CEO 
of Strategy and Management Services Inc., a 
provider of operations, management and 
technology solutions in the public and private 
sector. 
 
 
 
 

 
 

 

The NCMA Greater Baltimore Chapter invites all 
interested in becoming a member, by emailing us 
at:  ncma@ngc.com.  Our website can be viewed 
at: www.ncmabalt.org. 
 

PY15 Executive Council, Chairs, and Committees 
for the 01 July 2015 to 30 June 2016 program 
term are: 
 

Officers: 

 President – Pamela Bernard, 
410.765.4543, pamela.bernard@ngc.com 

 President-elect – Cheryl (CJ) Gildea 
410.765.3617, cheryl.gildea@ngc.com 

 Vice President – Bobbie Lohr, 
410.765.2534, bobbie.lohr@ngc.com   

 Secretary – Kristen Miller, 410.765.6843, 
kristen.miller@ngc.com  

 Treasurer – Heather Fagan, 410.765.3876, 
heather.fagan@ngc.com 

http://www.getsamsnow.com/
mailto:ncma@ngc.com
http://www.ncmabalt.org/
mailto:pamela.bernard@ngc.com
mailto:cheryl.gildea@ngc.com
mailto:bobbie.lohr@ngc.com
mailto:kristen.miller@ngc.com
mailto:heather.fagan@ngc.com
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Committee Chairs: 

 Event/Meeting Planner - OPEN  

 Awards – Sarah Siler, 410.273.7311, 
sarah.siler@cbifederalservices.com 
and Steffani Oberdalhoff, 443.861.2278, 
soberdalhoff@ged-sys.com 

 Education – Aaron Besser, 410.765.6932, 
aaron.besser@ngc.com  

 Membership - OPEN  

 National Education Seminar - Tori Heath, 
410.993.7819, tori.heath@ngc.com 
and Courtney Dickant, 410.765.3929 
courtney.jenkins1025@gmail.com  

 Newsletter - Mary Cortes, 410.772.7969 
ext. 176, newsletter@ncmabalt.org 

 Public Relations - Courtney Dickant, 
410.765.3929, 
courtney.jenkins1025@gmail.com  

 Service and Community – Emma 
Fliehman, 410.471.4240, 
emmafliehman@gmail.com 

 Website - Aubrey Williams, 
410.765.4532, Aubrey.williams@ngc.com 
   

Committee Volunteers: 

 At Large - Dale Eutsler, 410-260-7863, 
dale.eutsler@maryland.gov 

 At Large – Sharon Jelani,  410.765.2715, 
sharon.jelani@ngc.com  

 Education – Courtney Prokopic, 
443.306.8975, cproko27@gmail.com 

 Publicity – Jazmine Williams, 
410.471.3598, 
Jazmine.Williams@ngc.com 

 Public Relations – Tony Undayag, 
410.674.2260 x 643, mundayag@caci.com 

 Service and Community – Crystal Davis,  
410.765.1534, crystal.l.davis@ngc.com 

 Service and Community - Alicia Baltimore, 
410. 260-6034, 
alicia.baltimore@maryland.gov 

 

Board of Advisors: 

 Cheryl Shook, 410.979.6074, 
cheryl_shook@verizon.net  

 Chris Coker, 202.756.3746, 
c2_1998@yahoo.com 

 Gerry Weinberger, 410.652.3527, 
gweinberger@comcast.net  

 Stacia Roesler, 410-260-6044, 
stacia.roesler@maryland.gov  
 

 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

Upcoming Events 

13 December 2015 
Fall Chapter Leader Summit 
Washington Marriott Wardman Park – Washington, 
DC 
 

14-15 December 2015 
NCMA's 34th Annual Government Contract 
Management Symposium 
Washington Marriott Wardman Park – Washington, 
DC 
 

19 January 2016 
“NCMA Greater Baltimore Networking Event” 
Event: Network  
Location: Park Tavern, Severna Park, MD 
Time: 6:00pm-8:00pm 
 

21 March 2016: 
National Education Seminar 
Speaker: TBD 
Location: National Electronics Museum 
Time: 8:00am-4:00pm 
 

12 April 2016: 
“Legislative Updates in Federal Contracting” 
Speaker: Barbara S. Kinosky and David Warner, 
Centre Law & Consulting LLC 
Location, Hilton BWI, Linthicum, MD  
Time: 11am-1:00pm 
 

12 May 2016: 
“A Look Inside a Federal Contracting Agency” 
Speaker: David Gill, Department of Treasury 
Location: National Electronics Museum 
Time: 11am-1:00pm 
 

16 June 2016: 
“Conquering the Business Environment in High 
Heels” 
Speaker: Various/Women’s Forum and Panel 
Discussion 
Location: National Electronics Museum 
Time: 11am-1:00pm 
 

December 13-15, 2015: 34th Annual Government 
Contract Management Symposium (GCMS), 
Washington Marriott, Wardman Park, Washington, 
D.C. 
http://www.ncmahq.org/Events/conference.cfm?Ite
mNumber=21653&RDtoken=14407&userID=69795 
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