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MEMORANDUM FOR SEE DISTRIEUTION

FROM: HQ AFMCIPK
4375 Chhilaw Road, Suite 6
Wright-Patterson AFB OR 45433-6006

SUBJECT: Commercial Spare Parts Procurement

1. A recant Air Forca Audit Agency sutvey notad that many contracting officers (CQOz)
are successfully evaluating, negaotiating, and documenting reasonable commercial
prices. It also noted, however, that in too many ceses pricas and tarms, espacizlly those
based on catalogs, ara baing aceeptad with lite or no evaluation or negotiation.  Qur
C0Os must be encocuraged to carefully evaluste all sole source prices, even if based on
catalog or markat prices, and to aggressively negotiate 1o abtzin tha bast achievabla
business deal, and ensura the price is fzfr and reasonable,

2. The Audit Agency has two recommendations that should be implamentad throughout
AFMGC. First, we must continue training our CO3 in commercial pricing methods,
rmarkel research, and price negotiation. Acquisition Reform weak training on Price-
Hased Acquisition, with major emphasis on negofistion mathods, Is now being
developed. This fraining, coupled with any tocal training and the Commaercial
Acquisition course we previous|y prasented, wiit satisfy the training recommandation. it
is important for all of your COs to take part in the fraining and receive the support they
need to negotliate effectively.

3. A second recommendation addrassas the critical tma whan an item is first
determined commarcial and avaluatad with price analysis methods instead of
campetition or cost analysis. In many ceses tha first low-valued comrmercial
pracurement sels a precedent for larger, higher-valued procuraments to follow. Each
canter shoutd have a system in plata ta identify the first commercial buy of an itern or
sanice, regardless of dollar value, and to elevate the procurement to higher
minagement. This managemant revisw will help ansura that any pracedeant is
appropriata, thet the decision to designate the buy as commerial is comect, and that
the first commarcial price is reasonabla. We have chosen not to diract this screening
process inthe AFMG FAR Sup, but | sxpect each center to have a process in place that
is appropriata for your procucements, meets your needs, and quarantees reasonable
pricing of all commersial items and servicas.
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4. Commercial acquisition is becoming a more important and routine part of the
acquisition process. Obtaining reasonable prices through careful evaluation and skilled
negotiation is critical to the successful use of commercial methods. Your support is
needed to make successful commercial acquisition a reality in AFMC.

5. Our point of contact is Mr. Virgil Hertling, HQ AFMC/PKPC, DSN 986-0446, or
E-mail Virgil. Hertling@wpafb.af.mil.
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