
Trade Show Chair 
Theresa Kempa, CPPO, CPPB 

(727)943-4870 

Dear Chapter Members and Colleagues, 
 

The dust has settled from our last Trade Show and the new venue, the Historic City of St. 
Petersburg Coliseum, was a favorite for both attendees and vendors alike. I know that 
those in Hillsborough County were somewhat less in attendance, but I hope that will 
change for next year. No one ever wants to drive across the horrendous “BRIDGE” but 
the Howard Frankenstein really can be manageable, if you are NOT traveling at peak rush 
hour. Our two (2) Grand Prize winners this year were: Cathy Morgan of City of Tarpon 
Springs, who won a desk-side commercial grade shredder and Carmen Morales of Hills-
borough County Public Schools who won a 7-inch personal DVD player. There were also 
numerous gift card give-aways, to Lowe’s, Home Depot, Patrick’s Uniforms, Outback 
Steakhouse, and American Express Gift cards.  

 
I give my heartfelt thanks to the vendors who attended. The economic times are still very 
tough out there, and those that continued to give their staunch support to our organization 
are very much appreciated. Many of us know that in some of our agencies, travel and 
training budgets are things of the past. The 60% NIGP training class subsidy provided to 
members by the Chapter that these types of functions help support is even more impor-
tant now. Tampa Bay Area Chapter of NIGP was and is on the forefront of offering such 
support to its members. We have had purchasing professionals from Counties outside our 
normal tri-county area join our Chapter because we are very active and to take advantage 
of this class subsidy.  Next year we will be at the same Trade Show venue, please join us 
for a Spooktacular Trade Show to be held on Friday, Octob er 26, 2012. 

 
 The numbers are not totally crunched yet, (more details and photos will be coming soon!) 
but I think this year’s event was a success. Thank you to all the volunteers! I can’t forget 
the hardworking vendor registration crew (that sold many booths as well) the awesome 
badges from the Agency Registration folks, and our Lunch Time Crowd control ladies 
were formidable. The venue looked beautiful, thanks to Linda Balcombe and all the hard-
working members of the Decorating Committee and the Trade Show book was spiffy 
thanks to Barbara Grilli who also gives her time and energy to these newsletters and our 
Chapter website (and I look forward to getting all the photos from those Photo volunteers). 
Cathy Bartolotti vowed not to spend any Chapter monies on prizes and still managed to 
get many gifts donated to the event. Mike Woodall got the word around to other counties 
and the agencies.  
 
We still ask, “What can we do to make these events easier for members to attend?” I am 
hoping that greater advanced notice of all upcoming events will help. I hope our respec-
tive agencies’ managements will continue to support our local Chapter and allow employ-
ees to attend, earn points, and benefit from education, networking, and regional purchas-
ing communication and bidding.   
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Minimizing Bid Protests 

There are a number of tools to minimize bid protests including bid protest bonds and protest 
fees, some of which are non-refundable. These bonds and fees can be effective especially with 
construction bids. But what about the complex or professional related RFP’s used for consulting 
or financial services? This article will discuss a successful practice I have used for the past six 
years. I cannot remember any protests after debriefings were offered and conducted upon re-
quest. 
 
The pre-bid conference is an effective tool in discovering any inconsistencies in the solicitation 
documents as well as missing or lack of detailed descriptions within the scope requirements. The 
conference allows offerors to ask clarification questions which could help them provide a better 
bid submittal package. Clearing up any ‘unknowns’ usually results in more bid submittals better 
pricing as well as reducing any exceptions. Pre-bid conferences can also uncover restrictive 
specifications or schedule requirements and corrected via addenda can lead to more open com-
petition. 
 
What about complex or professional related RFP’s used for consulting or financial services? This 
balance of this article will discuss a successful practice I have used for the past six years. I can-
not remember any protests after debriefings were offered and conducted upon request. 
 
The goal of debriefing assures offerors that governmental entities properly evaluate their propos-
als in accordance with the RFP criteria. It provides feedback to the offerors enabling them to pre-
pare a better proposal in the future. It helps explain why their proposal was not deemed to be the 
most attractive. Effective debriefing deters potential protests by showing the entity conducted a 
thorough, fair evaluation and made a good sound decision based upon the established source 
selection methodology. 
 
Debriefings should be done in person or via phone call. It should provide the strengths and 
weaknesses of the offeror’s proposal as well as any deficiencies. It is not intended to provide a 
detailed analysis of their proposal or comparing their proposal to others nor should it state any 
information of other proposals. The information provided at the debriefing should be prepared in 
advance, in writing and reviewed making sure the information is accurate. Important points from 
committee members should always be verified in the proposal. 
 
The debriefing should also allow the offeror the chance to ask questions at the conclusion of the 
debriefing. Answers should remain with the facts and without offering any opinions. Answers not 
provided during the debriefing should be provided soon afterwards. 
 
Over time this process can help your organization secure an identity of fairness, integrity, and 
professionalism in the business community which should ultimately reduce the number of pro-
tests. 
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Procurement Analyst 
City of St. Petersburg 
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Congratulations to the Chapter’s 2011 AEP Award Rec ipients: 
 

�� City of St. Petersburg  
�� City of Tampa  
�� District School Board of Pasco 

County  
�� Hillsborough County Board of 

County Commissioners  
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On-Line vs. Face-to-Face Learning 

 
 
 
 

 

As many of my fellow public procurement colleagues will tell you, times are tight and money is even tighter.  During these 
difficult times, there is still a need for professional development, maybe even more so as agencies need to do more with less:  
Less funding, less hours (furlough days), and less manpower.  With that being said, I have been fortunate enough to take two 
courses recently that will give me points to go towards obtaining my Certified Professional Public Buyer (CPPB) certification.   
 
This is no small undertaking as those of you who are already certified know.  Requirements vary from the degree earned, to 
number of contact hours in purchasing (courses taken), and finally, the number of years one has of public purchasing experi-
ence.  My hope is to take the CPPB prep course next as it will give me the balance of points I need to apply for the certifica-
tion as well as prepare me for the test that consists of 190 questions that can take up to three and a half hours.  Thinking 
about the test takes me back to high school which is fitting as I work for the School District.  It is, in my mind, similar to the 
end of the year final exam that covers all twelve chapters of the chemistry book.  How could you not have the whole thing 
memorized?   
 
The CPPB prep course is offered both as an online course or as a face-to-face, three-day course.  For some, this would be 
an easy choice to make.  For those, who are like me, it may take a little longer to decide which one will be more beneficial to 
your style of learning.  There are pros and cons to both methods.   
 
In September of this year, I took the two day, face-to-face course Contracting for Public Sector Services.  There were ap-
proximately 20 other individuals in the class with me.  Each individual taking the course received a paperback book to keep 
as a reference.  The instructor used a power point presentation to highlight the important parts of each chapter in the book as 
well as giving out multiple handouts to supplement the information being provided in the textbook.  In addition to the lecture 
portion, the instructor had us break out into groups for class participation exercises.   
 
Group exercises are my favorite part of the face-to face training sessions.  It gives you the opportunity to work with other 
purchasing professionals within a small group setting to complete a common goal.  Working with those individuals from other 
governmental agencies that may do things very differently than your own entity but still reaching the same outcome is fasci-
nating to me.  There is always that one person in the group that sits back and observes everything, only offering information 
when asked directly.  Then there is the individual who is the hesitant starter of the group who gets the ball, or ideas if you will, 
rolling.  The third person in the group offers their input based on what other individuals in the group share.  And then there is 
me…… I am more times than not, the one that gets “volunteered” to be the spokesperson for the group as well as the desig-
nated note-taker for all group activities.  FYI, I do not have the neatest handwriting out there, yet I seem to always get the job.  
When I first started taking these types of courses, it was quite unnerving, standing up in front of a room full of individuals you 
didn’t know and having to address them.  But with every training that I attend it gets a little easier, partly because there are 
some familiar faces in the crowd and also because I have a better understanding of purchasing than when I first started al-
most six years ago.  Compared to most of the people I meet in these trainings, I’m just a newbie in the Purchasing world, but 
I have learned so much in such a short time as a result of the training opportunities that the NIGP provides. 
 
As you all know, any type of training has its positive aspects as well as negative ones.  There is a wealth of material that 
needs to be covered in the book that is only skimmed over through the power point presentation.  This may have you leaving 
the training wondering if you learned all that you should have.  There is always that one individual in any training that asks 
question after question, not necessarily related to the topic, or goes off on the proverbial rabbit trail that in turn takes the en-
tire class off topic.  There may be that one person in your group exercises that does not participate and merely sits there 
counting the minutes until the end of the day.  Or maybe you have so much going on at that office that you wished you hadn’t 
signed up for the course that takes you away from your work for two full days.   
 
Just as there are negatives, there are always positives to be found.  Taking a break from the office and changing the atmos-
phere for a couple of days to further your knowledge of the purchasing world is always beneficial and I love being able to put 
a face to a name.  Taking face-to-face training courses offer just that along with valuable networking time that you may not 
get the opportunity to do otherwise.  Individuals exchange business cards and discuss the commodities they handle for their 
agency and often times, you end up meeting someone that you have worked with by phone or email a dozen times before.   
 
The second course that I have just finished was the eight week online Contract Administration course.  If I had taken this 
course as a face-to-face course, it would have been just three days long.  There were approximately twenty individuals taking 
the course from all over the United States along with a colleague from my department.  We received a textbook a couple of 
weeks prior to the start of class enabling us to look it over in advance, should we choose to.   
 
A syllabus was provided, that outlines what topics would be covered each week, much like they do when you take a college 
course.  For this course, there are two separate sites that were utilized.  The first being Wiggio.com and the second being the 
NIGP learning site.  I know it was frustrating for some, having to use two different sites to complete the work for the course, 
but I think each site’s functionality was great.  Wiggio.com was the site the instructor used to publish our weekly discussions 
as well as breaking us out into groups for the team exercises.  This site acted as a message board so you were able to reply 
to the instructor’s questions and the thread continued on so everyone was able to see each other’s responses.    
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(Learining continued from page 4) 
 
My group, comprised of two individuals and myself, had the banking contract case study and our own separate message 
board within the Wiggio site where we could add comments for only our group to see.  The site also allowed us to add files 
and view and edit them directly via the website.  There was also the option to schedule “chat” meetings with my group so that 
we could meet through the chatroom and discuss ideas regarding our weekly group assignments instantly.  This was espe-
cially helpful as we didn’t have to wait for someone to read an email or comment then wait for the others in the group to reply.  
The major downside to this site for me was the email notifications you received every time someone posted a comment to a 
thread.  There would be mornings I would come in and have twenty emails from this site alone.  However, I think that with all 
the site has to offer, the ease with which to navigate when you are in the site and that is free to use, far outweighs the nega-
tive. 
 
The second site we utilized is the NIGP learning site.  This gives you a breakdown of what your assignments are by week.  
There are links to “hand-outs” not found in the book that you can save to your computer or print for future use.  Each week 
has a quiz regarding the material for that week that opens in a separate window when you select the link.  If you somehow 
close the link without finishing, it takes you directly to the spot you were at when you open it again.  The site only shows what 
you have to do for that week and you would have to select the button to go to the next week to see what those assignments 
are.  I think that only showing weekly assignments rather than all that needs to be done for the entire course is a benefit as it 
keeps you from getting overwhelmed and allows you to focus on that week only.   
It was mentioned that it should only take approximately three hours a week to complete the work for each week but I found 
that it did take a little longer.  Part of this could be because I was unable to set aside a block of three hours to just do the 
assignments instead of doing a little bit each day.  Either way, that is one of the advantages of taking an online course.  You 
know what your assignments are for the week and you have the opportunity to complete them at a time that is convenient for 
you.   
 
Some disadvantages might include the length of time it takes to complete the course.  Whereas the face-to-face course only 
takes three days, the online course has an eight week timeframe.  Both are only offered at certain times of the year and a 
face-to-face course may not be offered in your area.  The online course can be done anywhere you have an internet connec-
tion and at any time of the day.  Although you miss putting a name to a face, you still have the opportunity to work with other 
purchasing professionals from all over the United States.   
 
I was lucky enough to have two individuals in my group for the team exercises that were responsive and participated in all the 
group assignments.  We were able to “chat” in the chatroom to go over our projects and complete our team exercises without 
incident.  My colleague was not as fortunate as he was in a group that had little or no participation from the others on his 
team.  As a result, he had to complete his group assignments by himself. 
 
Although the online course was eight weeks long, I think, for me, that it was just as good as a face-to-face course if not bet-
ter.  I took more time to go over the material in the book and handouts as these were what the quizzes were based on.  It 
didn’t seem as if I were trying to learn everything in just two or three short days.  It gave me the opportunity to work with oth-
ers in a different setting.  The online course enabled me to see how different some of their procedures are and how so many 
are the same.  We were able to share knowledge with each other and I still made valuable contacts that will stay with me in 
the future. 
 
Everyone learns things differently and at a different rate of speed.  Especially depending on the subject matter.  There will 
always be those that do better with the classroom setting; the instructor in front of the class, asking questions, giving out in-
formation and working together in person to complete assignments.  Then there are those that like the convenience of work-
ing at their own pace in the privacy of their home or office, knowing that they won’t miss any time away from work and using 
technology to complete the courses they need. 
 
I find that both have many great things to offer and the advantages outweigh the disadvantages in either case.  In the end, it 
all comes down to personal preference.  What do you prefer?  Do you like that classroom setting where you have the oppor-
tunity to interact with others face-to-face?  Or do you prefer working with others through email, chatrooms  and websites at 
your own pace?   
 
So which will I chose when I take the CPPB prep course?  An online or face-to-face course?  I have yet to make that deci-
sion.  There will be many things factored into my decision, such as, how busy will my agency be at the time the face-to-face 
course is offered, where is the location of the course being given, who is the instructor, how soon after the course is com-
pleted will the testing be offered.  All of these can be applied to the online course as well with some extras thrown in for good 
measure.  How long is the online course and at what times is it being offered?  I know that either direction I chose to go, one 
thing will remain the same.  How much time, effort and attention I put into the course will determine what I take away from it. 
 

�	��	��	��	�� ������������������������ ���
Buyer 
District School Board of Pasco County  
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When is a Sole Source Really a Sole Source??? 

 
 
 
 

 

Let’s first make sure we have the right definition of a sole source.  Per NIGP’s Dictionary, a sole source 
procurement is where “1) only one vendor possesses the unique and singularly available capability to 
meet the requirement of the solicitation, such as technical qualifications, ability to deliver at a particular 
time, or services from a public utility and 2) a situation where a particular supplier or person is identified as 
the only qualified source available to the requisitioning authority”.  
 
Next, let’s examine why we should take the time to perform due diligence of a requesting department’s 
sole source request. Will violating Florida Statutes with penalties of a second degree felony grab your at-
tention? It should as this type of penalty is a 2nd degree felony which carries up to a 15 year term of impris-
onment (F.S. 775.082(3) (c) and fines up to $10,000 (F.S. 775.083(1) (b). Florida Statute 838.22 titled Bid 
Tampering, section (2) states “It is unlawful for a public servant, with corrupt intent to obtain a benefit for 
any person or to cause unlawful harm to another, to circumvent a competitive bidding process required by 
law or rule by using a sole-source contract for commodities or services”. This statute and its repercussion 
needs to be shared amongst your procurement family as well as with all of your using departments (yes 
even those challenging ones, it is your obligation as a procurement official). 
 
To verify a sole source request, let’s make sure you understand the difference between a sole source, a 
single source and a sole brand. We have already defined what a sole source is, a product or service avail-
able from only one source which includes a sole distributor. A single source is a source specifically se-
lected due to specific reasons which could include replacement parts, compatibility, quality, service, and 
support. A sole brand is a product or service from a specific manufacturer, whether available from one or 
more than one source or distributor.  
 
Of course, it would be easy for us to say the burden of a sole source procurement rests with the request-
ing department. A better approach is to perform due diligence to ensure the validity as I do not welcome 
the potential felony consequences for me or for my co-workers. I think it also falls under our ethical re-
sponsibility as well. 
 
What are some methods to verify a sole source? Start with requiring a statement from the using depart-
ment that is signed by the department’s highest authority. If they are not willing to put their name on a 
document, consider it suspect. A letter directly from the manufacturer should include a detailed description 
which may include citing compatibility issues with existing equipment or software products or warranty an-
nulment. Verify patent, copyright or proprietary data using legitimate web sources. If citing lead time rea-
sons to select a particular supplier, document the date services or supplies are required, how the date was 
determined and its significance (requesting not on time is not a valid reason), impact of delay which may 
include how long it would take another contractor to acquire the capability to perform and/or how much it 
would cost another contractor to get up to speed. 
 
Remember statements that a supplier has the best capability, offers the lowest price, is the only qualified 
source or is the incumbent are not basis for a sole source. Such determination can only be made through 
the competitive solicitation process. Some entities as well as the state of Florida’s procurement team (in 
accordance with Statutes (F.S. 287.057(1)(c)(3)(c)) require an advertised solicitation for a minimum period 
of time to ensure competition is not available. 
 
P.S. Just because a procurement is justified as a sole source does not mean you should not negotiate 
better pricing, terms and conditions! It’s part of our job, especially in our current economic times. So, get 
the best for your entity, stay out of jail, pay taxes, vote, etc. Share this information with your using depart-
ments and co-workers or it could mean more work for you if they go to jail. 
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Procurement Analyst,, City of St. Petersburg 
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Next Chapter Luncheon is: 

Friday December 9, 2011 
At the Rusty Pelican in Tampa 

             
 11:30 am  

��   
��  Holiday Program 

 
         Chapter Charity and Surprises 
 

Did You Know… 
 

Your Chapter Sent 19    
Members to Forum This Year 
on Full Scholarship?  
(And 5 more on partial scholarship) 

Not going this year?  
WHY NOT VOLUNTEER? 

 
Get involved today...your commitment 

becomes your education! 
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Don’t forget what you learned in Business 101.  I’m forever preaching to staff to utilize the Pareto principle 
as an analytic tool.  Whether you have an Invitation to Bid with hundreds of line items or you’re examining 
your agency’s total expenditures to tackle areas for savings, use the 80/20 rule. It will make your life easier 
and you’ll be more efficient.  
 
The Pareto principle is a management tool based on the writings of Vilfredo Pareto, an Italian economist 
born in 1948.  The NIGP dictionary encapsulates his theory “of income distribution which suggested that 
80 percent of the wealth is created by only 20 percent of the income producers in an economy.  This the-
ory was adapted to a modernistic interpretation of “the critical few and the trivial many.”   Simply stated 
80% of the effects come from a 20 percent population and that 20 percent produces 80 percent of your 
results.  
 
The Pareto principle has been accepted and utilized in procurement for the purpose of managing inventory 
for some time but it can be applied to every aspect of your operation.  Applied to purchasing management 
it means that the largest percentage of cost reductions can be obtained from a small percentage of the 
items purchased.  
 
When examining large commodities groups, calculate your total usage expenditures by taking your individ-
ual item current cost and multiplying it by the quantity used for the period you’re examining.  Sort your ex-
tended total data in descending order so your highest expenditures appear first.  Calculate where 80 per-
cent of the total expenditures fall.  Identify and focus on those things; the rest just don’t make that big of a 
difference.  
 
Looking for savings and don’t have a sophisticated procurement system or can’t afford to outsource a 
spend analysis?  Ask your Accounts Payable (A/P) Department to prepare a report summarizing all paid 
vendors for the last six or twelve months. Sort your data by vendor in order by the highest expenditures.  It 
may be necessary to scrub your data, as I realize not all procurement departments purchase all categories 
or service all departments.  Where I work the Procurement Department is not responsible for major reno-
vations or construction. I also realize many agencies are utilized as fiscal agents and your A/P information 
may be muddied by such payments. After scrubbing, you should be left with what my agency refers to as 
prime vendors.  
 
Not only is this eye opening, but it becomes a wonderful instrument to identify where you can affect 
change.  Our analysis of A/P expenditures was even more dramatic than the typical 80/20 rule.  Our ex-
penditures demonstrated 94percent of our total expenditures were made with just 10 percent of our suppli-
ers and the total paid to each of these suppliers exceeded one hundred thousand dollars a year. We used 
this analysis to ensure all commodities and services were under contract then we readily identified where 
we could add value and what areas we should concentrate on to affect change.  
 
Sometimes during the analysis process you just fall over other things.  As an example, our third highest 
paid vendor is an electric utility.  Other than conserving electricity and auditing, we looked into the pros-
pect of paying the utility utilizing a P-card.  Although we were not successful with this large entity, we were 
able to pay most other utilities via    P-card and now generate thousands in rebate dollars.  Our analysis 
also demonstrated just how many times we paid vendors total payments less than $1,000 a year through 
our A/P system and now are directing requisitions be paid via P-card as they are being processed.  
You may not be able to affect immediate change, but you will have identified what areas you need to con-
centrate on to have the most impact.  Many of us get caught up in the small details; the Pareto principle 
allows you to identify what is important, target it, and let go of some of the things that just aren’t issues.  

��������	����������	����������	����������	��� ���
General Manager, Procurement;  Hillsborough County Schools 

Business 101—The Pareto Principle 



 
IT’S YOUR NEWS LETTER 

 
THANK YOU FOR YOUR CONTRIBUTION………… 

 
Thanks to all who contributed  

...without you these pages would be blank… 
 
 
 
 
 
Have a Safe and Happy Holiday Season! 
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PROFESSIONAL DEVELOPMENT NEWS  

 

  
Congratulations to all who have attended classes du ring the 2011 
program and good luck to October CPPB and CPPO Cand idates  

 
 

WATCH THIS SPACE FOR  
UPCOMING CLASSES 

FOR THE 2012 PRO-D PROGRAM 
 
 
 

Details: http://www.nigp-tampabay.org/ProfessionalDevelopment.asp   
or call Corey  Murphy at  813-272-4372 

 
 
 
 



 
 
 
 

Tampa Bay Area Chapter 
National Institute of Governmental Purchasing, Inc.  

2010—2011  Meeting Schedule 
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