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ogistics news cus-
tomers can use” is the
phrase that appears
d i rectly above the
L o g L i n e s masthead to

the left of this column.  This
phrase describes, in a nut-
shell, the focus of the art i-
cles we publish.  The
Defense Logistics Agency is
committed to pro v i d i n g
i n f o rmation to increase our
readers’ understanding of
DLA, our initiatives, busi-
ness practices, services and
p roducts.  

As the combat logistics
s u p p o rt agency for the
D e p a rtment of Defense, DLA
p rovides food, fuel, clothing,
medicine, spare parts and
supplies to America’s Arm e d
F o rces around the world.
Our projected sales and serv-
ices for fiscal 2004 are $28.9
billion, up nearly $4 billion
f rom fiscal 2003.  Our
i n c rease in operations has
been due in large part to the
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F r o m
t h e
E d i t o r

by Mimi Schirmacher

Global War on Te rro r i s m .
DLA has ramped up to meet
the demands of this critical
mission.  

We invite you to re a d
this issue of LogLines and
l e a rn more about the sup-
p o rt DLA is providing to our
n a t i o n ’s warfighters.  For
example, you will see art i c l e s
about the partnerships we
a re establishing with our
customers, and the alliances
between DLA and our sup-
pliers.  You can also re a d
about how DLA is transform-
ing the way we do business
and using new technologies
which enable us to stre a m-
line pro c u rement pro c e s s e s ,
as well increase supply visi-
bility to our customers. 

You will see that DLA is
shaping the logistics future
for the warf i g h t e r, and the
p a rtnerships our Agency has
with our customers and sup-
pliers are the fundamental
s t ru c t u re of that foundation. 

L“
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Director’s Message

or 43 years, the Defense
Logistics Agency (DLA) has
been a loyal partner to
A m e r i c a ’s Armed Forc e s .
What began as a fledgling

agency in 1961, has become a
world-class combat support
o rganization, dedicated to serv i n g
the needs of our warfighters at
home and abroad.  To d a y, DLA’s
p resence is felt around the globe.
W h e rever our men and women in
u n i f o rm are on the front lines,
working to re s t o re peace to a tro u-
bled world or to help a ravaged
nation toward a better way of life,
DLA is with them, providing the
quality of logistical support they
need and deserve.  We at DLA are
fond of saying that if our military
fights with it, eats it, wears it,
b u rns it as fuel or otherwise uses
it, DLA is there.  That has been
our mission from the beginning,
and it is still our mission today.

Of course, along with that
responsibility come challenges.
To d a y, those challenges are gre a t e r
than ever.  As our world becomes
a more hostile and dangero u s
place to live, our fighting forc e s

Message From the Director

KEITH W. LIPPERT
Vice Admiral, SC, USN
Director

a re needed more than ever.
Ensuring that those forces are
p roperly equipped and pro v i-
sioned is critical to their success.
Adding to the challenge is the
i n c reasing sophistication of mod-
e rn technology.  As our technolo-
gy becomes better, warf a re
becomes faster and more deadly.
Ye s t e rd a y ’s combat support strate-
gies simply will not suff i c e .
To d a y ’s military forces need cur-
rent, innovative solutions to meet
their logistics needs.

DLA has risen to meet these
challenges.  Through initiatives
such as Business Systems
M o d e rnization and Supply Chain
Management, we are constantly
striving to improve the delivery of
our services.  Our Agency has
made great strides in stre a m l i n i n g
our processes and transform i n g
ourselves into a lean, focused
o rganization capable of meeting
the ever changing needs of a mod-
e rn military force.  These eff o rt s
a re only the beginning.  DLA will
continue to move forw a rd, seek-
ing innovative logistics solutions.
Whatever challenges the future

may hold, DLA will be ready to
meet them.

This issue of L o g L i n e s h i g h-
lights some of our current eff o rt s
t o w a rd improving our logistical
combat support capability.  Of
p a rticular interest is the article on
D L A’s transformation program by
Allan Banghart, the Agency’s
D i rector of Enterprise
Tr a n s f o rmation.  The articles on
P e rf o rmance-Based Agre e m e n t s
and Customer Relationship
Management processes pro v i d e
f u rther details about how DLA is
working hard to deliver top notch
goods and services to those who
need them.  Also take a look at
the article on how our Defense
Distribution Center is establishing
a Mediterranean Distribution
P l a t f o rm for its Forw a rd Stocking
I n i t i a t i v e .

Please take a moment to
b rowse through this issue and see
what DLA has been doing, and
continues to do, to support our
customers.  We think you’ll agre e
that DLA is ready to meet the
logistics challenges of the 21st
c e n t u ry.

F
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I n i t i a t i v e s

By Allan A. Banghart
D i re c t o r, Enterprise Tr a n s f o rmation (DT)

he Defense Logistics
Agency is a $25 billion
enterprise, managing
m o re than 90 percent of
the U.S. military ’s re p a i r
p a rts and 100 percent of

its food, fuel, medical, clothing
and textile, and construction and
b a rrier materiel. DLA has
eclipsed re c o rds for mission
e ffectiveness and achieved the
lowest cost stru c t u re in the
A g e n c y ’s history, but that’s not
enough. DLA is forging ahead
with a transformational pro g r a m
that will fundamentally alter its
c o re business model, support i n g
p rocesses and systems arc h i t e c-
t u re, as well as the pro f e s s i o n a l
skills and culture of its 22,000
employee work force.  

Beginning in 1998 and
building on its initial mid-1990s
initiatives to capitalize on private
sector practices, DLA crafted and
subsequently refined what is
now a very robust transform a-

 Allan A. Banghart
Director, Enterprise
Transformation (DT)

T
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tion strategy. That strategy is well
into the execution phase, sup-
p o rted by a comprehensive port-
folio of programs and initiatives
that span the entire range of
logistics functions – customer
relations, demand and supply
planning, supplier re l a t i o n s ,
materiel positioning and hand-
o ff, finally, to the ultimate cus-
tomer or one of DLA’s numero u s
t r a n s p o rtation service providers. 

The overarching force driv-
ing DLA’s transformation is the
re q u i rement to build and sustain
a logistics system with the capa-
bility and agility to ensure
w a rfighter readiness and materiel
availability in an enviro n m e n t
w h e re battle space tactics and
logistics support needs continu-
ally evolve. Establishing a new,
higher level of capability is only
one facet of DLA’s evolution.
Equally important is the new
business model’s ability to rapid-
ly and effectively respond to
f u t u re threats and opport u n i t i e s .

A d d i t i o n a l l y, each of DLA’s
t r a n s f o rmational initiatives
comes with a firm savings com-
mitment that will further re d u c e
the Agency’s cost stru c t u re. DLA
is re t u rning $1.8 billion from its
out-year budgets to the four mil-
i t a ry services in order to acceler-
ate the Department of Defense’s
funding realignment from infra-
s t ru c t u re to force stru c t u re. 

DLA has an enterprise-wide
vision of transformation and a
clear eye on the re q u i rement to
s y n c h ronize its transform a t i o n
with all other elements of the
Defense Depart m e n t ’s logistics
c o m m u n i t y. DLA’s transform a t i o n
is a key piece of the sweeping
change taking place to deliver an
extended system of logistics sys-
tems that perf o rms its complex
web of functions in a tightly
integrated and seamless fashion.
To accomplish this, DLA is com-
mitted to transforming its core

business model in three ways.
First, DLA is becoming far

m o re customer driven. For some
time, DLA has been a world
class, transaction-based org a n i z a-
tion, skillfully pro c e s s i n g
u p w a rds of 45,000 customer
requisitions and some 8,000 plus
contracting actions every day of
the year. While always re s p o n-
sive to customers’ high priority
re q u i rements, historical sales pat-
t e rns often constituted DLA’s nor-
mal understanding of its cus-
tomers’ future needs. This left
the Agency to predict future cus-
tomer re q u i rements based larg e l y
on historical patterns. 

Becoming far more customer
driven means DLA is collaborat-
ing with its customers to get
inside their logistics planning,
management and execution
cycles in order to achieve a pro-
found understanding of their
f u t u re re q u i rements. These
f u t u re re q u i rements then serv e
as the basis to negotiate and
establish firmly agreed upon lev-
els of service. In other word s ,
DLA is changing from an org a n i-
zation that related to its cus-
tomers on a re a c t i v e - t r a n s a c t i o n
basis to one that is proactive and
a g g ressively exercising a tru e
p a rtnering capability.

Second, DLA is becoming a
far more influential supply chain
m a n a g e r. Until the early 1990s,
the old DLA, a traditional
defense wholesaler, typically
i n t e rfaced with its suppliers
much the same way it did with
customers -- in a world class
manner by past standards, but
clearly at arms length and trans-

action based. By the mid-1990s,
DLA established a number of
Prime Vendor arrangements for
commodities such as food and
clothing and was working on
longer term contracts for select
repair parts. Nonetheless, the
A g e n c y ’s supply chain manage-
ment energy was to a high
d e g ree focused on successfully
p rocessing its 8,000 plus daily
contracting actions. 

Becoming a more complete
supply chain manager means
that DLA is now managing, inte-
grating and, where appro p r i a t e ,
leading those supply chains crit-
ical to its ability to deliver on
the re q u i rements and commit-
ments established through its
shift to a customer driven busi-
ness model. 

T h i rd, DLA is tearing down
the barriers preventing defense-
wide logistics process optimiza-
tion and the seamless integra-
tion of all functions associated
with materiel availability. This is
being done in concert with
logistics organizations across the
DoD who are also re m o v i n g
their internal barriers to seam-
less operations while at the same
time forging true part n e r s h i p s
a c ross the spectrum of supply
and delivery chains. 

A key contribution to this
end state is DLA’s transform a t i o n
of its basic organizational align-
ment. In the past, DLA operated
as a traditional holding compa-
n y, where a number of semi-
autonomous activities such as its
I n v e n t o ry Control Points and
w a rehousing commands re p o rt-
ed to a centralized headquart e r s
s t a ff. The Agency has taken the
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strategic steps re q u i red to estab-
lish a single, tightly integrated
o rganizational stru c t u re where
DLA is, and is perceived to be,
one enterprise. 

At the core business model
level, customer focus, supply
chain management and seamless
p a rtnering constitute DLA’s trans-
f o rmation. To accomplish this
c o re business model transform a-
tion, DLA is changing its basic
o rganizational attributes. Here i n
lies much of the challenge. 

The literature on Enterprise
R e s o u rce Planning initiatives and
related transformational eff o rt s
indicates that upwards of 70 per-
cent of all such initiatives fail.
T h e re are good reasons for this
relatively low success rate.
Tr a n s f o rmation is really hard .
Achieving real, sweeping change
involves the execution of a larg e
and incredibly complex web of
initiatives, many of which strike
at the heart of the existing org a n-
ization and its processes. At the
same time that most org a n i z a-
tions attempt to transform, there
is little or no room for slippage
in support of the day-to-day mis-
sion. Tr a n s f o rmation becomes a
lot like swapping out engines on
a multi-engine military airc r a f t ,
one at a time, while the plane is
in flight.     

Like military aircraft, DLA
re q u i res routine maintenance
and an occasional overhaul. 

Unlike military aircraft, DLA
does not get nine-to-twelve

months of downtime at an avia-
tion repair facility where it can
conduct a complete overhaul, or
t r a n s f o rmation, without support-
ing the mission. DLA has to keep
its business in flight and change
its business model all at the same
time.  

DLA is changing the attrib-
utes of its organization along six
b roadly defined dimensions.  

First and foremost, DLA is
re-engineering its processes to
best business practices, re g a rd-
less of whether those best prac-
tices are found in the commer-
cial or the public sector. Now
well into the execution phase of
its transformation, DLA has
found that some defense busi-
ness practices really are best
practices. Commercial industry
d o e s n ’t have an acro s s - t h e - b o a rd
lock on world class perf o rm a n c e .
The ever- p resent challenge is
being able to dispassionately
assess legacy processes against
c o m m e rcial best practices to
d e t e rmine which is truly best. 

Second, since the pro c e s s e s
of essentially all modern org a n i-
zations are embedded in their
systems applications, DLA is
t r a n s f o rming its aging
I n f o rmation Technology systems
applications and hard w a re.   

Along with the above comes
the third change, the opport u n i-
ty to manage information with
far greater effectiveness. For
DLA, leading business indicators
a re gradually supplanting lagging
indicators as an entirely new uni-
verse of key perf o rmance indica-
tors, metrics, re p o rts and infor-
mation flows are established
t h roughout the enterprise. 

F o u rth, basic business model
and process changes are leading
DLA to alter its org a n i z a t i o n a l
s t ru c t u re. While DLA clearly re c-
ognizes it cannot achieve success
solely through re - o rganization, it

also realizes that a misaligned
o rganization can contribute to
f a i l u re. Taking this into consider-
ation, DLA continues to make
the organizational changes neces-
s a ry to stay in-step with its rap-
idly changing environment. 

At the corporate level, DLA
is reducing the number of inven-
t o ry control points that manage
repair parts from three to one.
S i m i l a r l y, all non-fuel troop sup-
p o rt commodities (food, med-
ical, clothing and textile) will be
managed in a single Tro o p
S u p p o rt inventory control point.
At the work unit level, DLA is
literally turning its ICP org a n i z a-
tion inside-out. It is taking an
o rganization that was larg e l y
i n t e rnally focused, splitting it in
half and dedicating one side to a
customer focus and the other to
a supplier focus.     

Fifth, DLA has made the
commitment to provide every
member of the DLA family who
wants to make the transform a-
tion with all the personal sup-
p o rt, professional skills and tools
n e c e s s a ry to be fully successful
in the new environment. This
means effective training, stro n g
post “go-live” support, constant
communication, a robust men-
toring program, new career man-
agement and leadership develop-
ment. 

F i n a l l y, these five changes are
being accompanied by the con-
comitant enterprise-wide cultural
changes necessary to achieve the

I n i t i a t i v e s
Tr a n s f o r m i n g

A m er ic a ’s Defense
Logistics Agency
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t r a n s f o rmation. The Agency has
a robust, formal Change
Management initiative in motion
to facilitate the cultural change to
a successful conclusion.    

DLA has 10 major pro g r a m s
and initiatives underway to
deliver the range and depth of
change that add up to transfor-
mation. Four programs consti-
tute the key pillars of DLA’s
t r a n s f o rmation. The functionality
embedded in these four pillars
f o rms the basis of the tightly
integrated portfolio of pro c e s s e s
underlying the Agency’s new
business model. These four ini-
tiatives are inextricably tied to
and synchronized with one
a n o t h e r. They are: 

Customer Relationship
Management, DLA’s customer
touch program, is delivering the
p rocesses, skilled pro f e s s i o n a l s
and IT tools DLA re q u i res to
gain a profound understanding
of its customers’ future re q u i re-
ments and to establish exe-
cutable commitments to deliver
specific levels of support. DLA’s
CRM capability is being
deployed today in many form s ,
including DLA-customer collab-
orative planning, the form a l i z a-
tion of customer part n e r s h i p s
and Perf o rmance Level
A g reements. 

Supplier Relationship
Management, DLA’s primary
Supply Chain Management ini-
tiative, has two well-established
t h rusts -- Strategic Materiel
S o u rcing and Strategic Supplier
Alliances. The SMS program is
establishing long-term contracts
for approximately 500,000 (of a
total 4.6 million) items the
Agency considers its key busi-
ness drivers and essential to its
success. SMS provides customers
with assured materiel availability
at a very competitive price and
eliminates the writing of new
contracts every time a routine re -

supply action is re q u i red. SMS
deployment is well underw a y
with long-term contracts for
m o re than 150,000 of the
500,000 items now in place.

The Strategic Supplier
Alliance program targets the
establishment of formal, strategic
level partnering re l a t i o n s h i p s
with the agency’s top 32 sole
s o u rce suppliers – those suppli-
ers who are the only manufac-
t u rers of parts critical to DLA
and its customers’ success.
Similar to SMS, SSA arr a n g e-
ments provide customers with
i m p roved materiel availability at
prices less than those otherw i s e
available. While experience has
shown that it typically takes up
to a year or more to finalize an
e ffective SSA, more than one
t h i rd of the 32 are now in place
and formalized.     

Business Systems
M o d e rnization, DLA’s
C o m m e rc i a l - O ff - T h e - S h e l f - b a s e d
Enterprise Resource Planning
p rogram, is delivering the re -
e n g i n e e red materiel planning,
o rder fulfillment, pro c u re m e n t
and financial management
p rocesses at the heart of DLA’s
new business model. BSM
Release One “went live” July 31,
2002, providing end-to-end
management of appro x i m a t e l y
170,000 line items, re p re s e n t i n g
multiple classes of materiel.
While BSM Release One pro v e d
d i fficult, it has been successful
and the Agency is moving for-
w a rd with full scale deployment.
Between November 2003 and
early spring 2004, DLA will
i n c rease the sales volume man-
aged in BSM almost tenfold and
triple the number of users. All of
D L A’s 4.6 million line items and
the personnel who manage them
a re on track to be operating
exclusively in the BSM enviro n-
ment by January 2006.

Distribution Planning

Management System, the fourt h
key pillar of the new business
model, is the program that will
optimize the physical manage-
ment of DLA materiel. DPMS
will do this based on the knowl-
edge of customers, suppliers and
materiel that is embedded in the
CRM, SRM and BSM pro g r a m s .
DPMS ensures the most eff e c t i v e
stock materiel positioning acro s s
D L A’s 22 worldwide ware h o u s i n g
complexes to minimize customer
wait time and cost. DPMS also
optimizes the routing of materiel
going directly from original
equipment manufacturers to the
ultimate customer. Elements of
DPMS began roll out in the fall
2002 and are continuing.  

To g e t h e r, CRM, SRM, BSM
and DPMS constitute the tightly
integrated portfolio of pro c e s s e s
and systems applications that
underlie DLA’s new core business
model. Other transform a t i o n a l
p rograms include: 

Strategic Distribution which
is a collaborative arr a n g e m e n t
between the Office of the
S e c re t a ry of Defense, the Joint
S t a ff, the military services, the
U.S Tr a n s p o rtation Command
and DLA to ensure critical DLA-
managed materiel is pre - p o s i-
tioned overseas, in the theater of
operations, using relatively inex-
pensive surface lift. SD is
designed to improve materiel
and customer wait time and
minimize total logistics costs and
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the burden on scarce and
costly air-lift re s o u rces. In
addition to significant cost
avoidance savings, customer
wait times for materiel posi-
tioned forw a rd under this
p rogram have been re d u c e d
by upwards of 50 percent. 

Executive Agent is anoth-
er collaborative initiative
between the services and
DLA to ensure end-to-end
supply chain oversight for
those troop support com-
modities managed by DLA --
subsistence, medical, cloth-
ing/textiles and energ y. The
EA initiative is designed to
bring all members of the
supply chain together, com-
m e rcial and DoD, as a team
to provide seamless manage-
ment from the manufacture r
to the point of ultimate con-
sumption.    

National Inventory
Management Strategy is
another collaborative initia-
tive between DLA and the
s e rvices which is eliminating
redundant ownership, han-
dling and stocks of DLA-
managed materiel. By
extending DLA’s traditional
wholesaler re s p o n s i b i l i t i e s
down to the retail level, or
point of consumption by the
end user, NIMS offers the
m i l i t a ry services the opport u-
nity to reduce or eliminate
their investment in DLA
materiel and the associated
personnel, systems, ware-
housing and overhead costs.
DLA has NIMS pilot pro-
grams underway with all four
s e rvices.  

D L A’s Integrated Data
E n v i ronment is an IT solu-
tion that will ensure all the
DLA transformational pro-
grams discussed herein oper-
ate as a single, tightly inte-
grated portfolio of applica-
tions and that our customers,
re g a rdless of the IT solution
they settle on, can communi-
cate eff o rtlessly with DLA.
While IDE is being rolled out
i n t e rnally before full scale
deployment to its customers,
DLA has successfully piloted
the IDE concept with the
U.S. Marine Corps. 

Fuels Automated Systems
is DLA’s COTS-based fuels
E R P, delivering best business
practices to the management
of a commodity that gener-
ates over $5 billion in sales
for the Agency each year.
FAS is in full-scale deploy-
ment today and will be fold-
ed into the BSM program in
the near-mid term.    

The final major initiative
in the DLA’s transform a t i o n
strategy is work force and
cultural transformation, a
s t ru c t u red, formal pro g r a m
to keep the DLA team fully
aligned with the evolution of
the enterprise.   

This is the DLA transfor-
mation in a nutshell. The
Agency has made a substan-
tial, in truth awesome, com-
mitment to change. 

Viewed from an end-to-
end supply chain perspec-
tive, DLA’s transform a t i o n
initiatives address every
major function within the
A g e n c y ’s mission area, fro m
A m e r i c a ’s industrial base to
the ultimate user.
F u rt h e rm o re, each pro g r a m
has made significant pro g re s s
and has solid forw a rd
momentum. Viewed from a
financial perspective, DLA
has over $1 billion invested
and more than $1.8 billion
in committed savings alre a d y
removed from future year
budgets. 

In closing, three points
a re worth re - e m p h a s i z i n g :

Over the past five years
DLA has crafted a ro b u s t
t r a n s f o rmation strategy that
is now being deployed
t h rough a compre h e n s i v e
p o rtfolio of programs and
i n i t i a t i v e s .

L a rge-scale implementa-
tion and the associated bene-
fits for America’s warf i g h t e r s
will take place over the next
two to three years.

The capability and flexi-
bility to accommodate con-
tinually evolving re g i o n a l
combatant commander and
m i l i t a ry services’ logistics
re q u i rements is designed in.

The proverbial bottom
line is that DLA’s transform a-
tion is a major challenge
with enormous payoff. In
some ways it will never be
complete. But when DLA has
achieved its major objectives
as described in this art i c l e ,
the Agency will be far better
positioned to meet the con-
tinually evolving, critical
logistics support needs of our
a rmed forces worldwide. 

Tr a n s f o r m i n g
A m er ic a ’s Defense
Logistics Agency

I n i t i a t i v e s
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By Debi Hybert
Defense Supply Center Columbus
Public Affairs Office 

Defense Supply Center
Columbus, Ohio, team
re c o v e red and re t u rn e d
m o re than $187.8 mil-
lion to the United
States Tre a s u ry - $26.5

million of which was re t u rned to
the Defense Logistics Agency
stock fund - earning the
D e p a rtment of Defense Inspector
G e n e r a l ’s Investigations
Teamwork award for their per-
f o rmance during a 10-year peri-
o d .

The team, named the
C o u n t e rfeit Material and
Unauthorized Pro d u c t
Substitution team, was honore d
in Arlington, Va., last fall by the
DoD IG. The CM/UPS team was
the only non-DoD IG entity to
receive an award. 

F o rmed in 1986, the
CM/UPS team consists of re p re-
sentatives from the Defense
Criminal Investigative Serv i c e
and DSCC Pro c u re m e n t ,
Commodity-Based Application
G roup, Operations and Te s t i n g
S u p p o rt Group and Office of
Counsel. 

The duties of the CM/UPS
team are to investigate suspect
materials and contractors. For
example, a DSCC team leader
became concerned about a ven-
dor that was quoting prices
much below other estimates and
o ffering delivery schedules that
w e re unusually short. This raised

his suspicions about the vendor
and he brought the contractor to
the attention of the CM/UPS
team. The CM/UPS team then
investigated the matter and dis-
c o v e red that the vendor was
supplying DSCC with substitute
p roducts. The contractor ulti-
mately was indicted and entere d
a plea agreement with the gov-
e rnment. 

“Buyers and quality special-
ists do a good job of bringing
these cases to our attention, and
they deserve a lot of credit,” said
Susan McKee, associate counsel
for contract integrity and
CM/UPS team chair. “There have
even been a few times that a
contractor called in about anoth-
er contractor’s price quote,” she
said. “They know what it costs to

make certain things and can tell
if someone is cutting corn e r s . ”

“The people on the team are
v e ry devoted to the work they
do to ensure that DSCC gets
quality products for our military
s e rvice customers,” said McKee.
“ We care about the work we do
and are very honored by this
recognition.” 

The team meets every two
weeks on a regular basis and
other times as necessary. 

DSCC Commander Rear
Adm. Linda Bird, SC, USN,  pre-
sented the team with a plaque
and thanked them for the excel-
lent work they do. “I am very
i m p ressed with this team and by
the work that you all perf o rm .
You are very important to the
DSCC mission,” she said. 

DSCC Team Receives

A

CM/UPS team members who received the DoD IG award are (from left) 
Don Lushbaugh, Patricia Stevens, Gregory Vaughn, Sheri Race, Susan Ammon,
Betty Lavery, Kevin Goad, DSCC Commander Rear Adm. Linda Bird, Marsha
Wright, Susan McKee, Gene Kerekes, Carol Matheke, Deborah McCumber,
Joanne Bogner, Karen Spradlin and Special Agent Michael Hampp, 
DCIS-Columbus.  (Photo by Charles Moffett)
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By Jim Katzaman
DLA Public Affairs 

aying “we’ve wit-
nessed many amazing
accomplishments in
logistics support in
the last 12 months,”
Defense Logistics
Agency Director Vi c e

Adm. Keith W. Lippert, SC,
USN, heralded 17 industry
p a rtners, customers and
individuals at DLA’s Business
Alliance Aw a rds Cere m o n y
in January. The awards re c-
ognize those who have
demonstrated outstanding
e ff o rts to partner with DLA
to complete the Agency’s
mission to provide supplies
and services to America’s
w a rf i g h t e r s .

L i p p e rt presented the
seventh annual awards dur-
ing a luncheon at the Hyatt
Fair Lakes in Fairfax, Va . ,

S
w h e re most of the top off i-
cials from the winning com-
panies were on hand to
accept the honors.

D L A’s primary role is to
p rovide supplies and serv i c-
es to America’s military serv-
ices worldwide and includes
managing more than 4 mil-
lion consumable items.

The director noted that
the companies re p resented at
the awards pre s e n t a t i o n ,
along with the rest of the
A g e n c y ’s vendors, combined
to provide $25 billion wort h
of supplies to U.S. tro o p s
t h roughout the world, espe-
cially those engaged in
Operation Enduring
F reedom in Afghanistan,
Operation Iraqi Fre e d o m
and the war on terro r i s m .

“ We can only be success-
ful in our support to the
w a rfighter if we’re successful
in working with our busi-

ness partners,” Lippert said.
“ Today we recognize the best
of breed -- a very competi-
tive breed. These companies
have stood head and shoul-
ders above their peers in
customer excellence. They
have an outstanding com-
mitment to customer satis-
f a c t i o n . ”

With DLA services and
s u p p o rt “dramatically
i n c reasing,” the dire c t o r
added, “new initiatives will
put us at the fore f ront of
supply management.” To
that end, he said, “The mar-
riage between DLA and
i n d u s t ry is critical.”

I n d u s t ry re p re s e n t a t i v e s
and DLA customers were
recognized in seven cate-
g o r i e s :

Vendor Excellence:
Aw a rded to individual larg e ,
small, small disadvantaged,
and/or women-owned small

Defense Logistics Agency  
Business Alliance  A

I n i t i a t i v e s
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  Presents
e  Awards

businesses that have demon-
strated overall excellence in
superior product quality, on-
time delivery, superior cus-
tomer service, re l i a b i l i t y,
d e p e n d a b i l i t y, consistency,
and accuracy.

● P ro c u renet, Inc., (small
business) 

● P ropper Intern a t i o n a l ,
Inc., (large business) 

● Benchmade Knife
C o m p a n y, (small disadvan-
taged business) 

Innovative Business
P e rf o rmer of the Ye a r :
Aw a rded to large, small
and/or women-owned small
businesses that have under-
taken risks associated with
innovative business practices
(e.g., shared pro d u c t i o n ,
e l e c t ronic commerce, prime
v e n d o r, quick response, etc.)
and who meet the Ve n d o r
Excellence Aw a rd criteria.

● King Nutro n i c s

Corporation, (small
business) 

● Air British
P e t roleum, (large busi-
ness) 

● G TA Containers,
Inc., (small disadvan-
taged business) 

● C a m e l
M a n u f a c t u r i n g
C o m p a n y, (women-
owned small business) 

New Contractor of
the Ye a r : Aw a rded to a
l a rge or small business
that contracted for the
first time with DLA
within the period of
consideration, and
who meets the Ve n d o r
Excellence Aw a rd cri-
t e r i a .

● Dixie Chemical
C o m p a n y, Inc., (small busi-
ness) 

Outstanding Readiness
S u p p o rt : Aw a rded to larg e ,
small, small disadvantaged,
and/or women-owned small
businesses that have pro v i d-
ed extraord i n a ry customer
s u p p o rt, serv i c e / p ro d u c t
d i rectly to a crisis situation,
in addition to the Ve n d o r
Excellence Aw a rd criteria.

● WATEC, Inc., (small
business) 

● Raytheon Company,
( l a rge business) 

● Aspen Systems, Inc.,
(small disadvantaged busi-
ness) 

● Magnaco Industries, Inc.,
(women-owned small busi-
ness) 

Outstanding Javits-
Wa g n e r-O’Day Pro g r a m
Ve n d o r : Aw a rded to non-
p rofit agencies (National
Industries for the Blind-
employing the blind, or
National Industries for the
S e v e rely handicapped-
employing persons with

s e v e re disabilities) that
exemplify Vendor Excellence
Aw a rd criteria.

● Human Te c h n o l o g i e s ,
(NISH) 

● N o rth Central Sight
S e rvices, (NIB) 

Customer of the Ye a r :
Aw a rded to the Depart m e n t
of Defense customer and the
n o n - D e p a rtment of Defense
customer organization that
exemplifies the highest
d e g ree of pro f e s s i o n a l i s m ,
meets or exceeds criteria in
one or more other categories
and clearly stands above the
rest in its commitment to
the Defense Logistics
A g e n c y.

● TRICARE Southwest and
Central Tr i - S e rvice Business
O ffice (Department of
Defense Customer)

● Lockheed Mart i n
Corporation (Non-
D e p a rtment of Defense
C u s t o m e r )

C o m m a n d e r ’s Choice
Aw a rd : Aw a rded to the non-
DLA individual whose dedi-
cation and commitment to
the DLA mission, affects the
quality of life for our men
and women in uniform .

● Lt. Col. Van L.
Poindexter Jr., We a p o n
Systems Support Flight com-
m a n d e r, Pacific Air Forc e s
Regional Supply Squadro n ,
Hickam Air Force Base,
Hawaii. 

Defense Logistics Agency
p rovides supply support ,
and technical and logistics
s e rvices to the military serv-
ices and to several civilian
agencies. Headquart e red at
F o rt Belvoir, Va., DLA is the
one source for nearly every
consumable item, whether
for combat readiness, emer-
gency pre p a redness or day-
to-day operations.
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By Vicki Christensen
Customer Relationship Management
Change Manager

he Department of
Defense is changing,
and the Defense
Logistics Agency is
changing, too. One of

the key features of these
changes is performance-based
agreements being put in place
between the Agency and its
many customers.

As the future operating
environment within DoD
focuses on complexity of
growth in business, logistics
support will need to match

that same level of complexity.
DoD logistics in the future will
focus on integrated partner-
ships requiring 24/7 support.
DoD personnel will find them-
selves in a dynamic environ-
ment that empowers them to
partner with customers when
and wherever it is needed –
whether special handling or
pre-deployment requirements,
according to Larry Glasco,
director of DLA’s Customer
Operations and Readiness
Directorate (J-4) at DLA head-
quarters.

One of the first such per-
formance-based agreements
was finalized in November

when DLA Director Vice Adm.
Keith Lippert, SC, USN,  and
Lt. Gen. Mike Zettler, USAF,
deputy chief of staff for instal-
lations and logistics, signed a
comprehensive performance-
based agreement that signaled
the beginning of a new cooper-
ative relationship between DLA
and the Air Force.

This PBA establishes a
framework for cooperation to
improve DLA support to the
Air Force and establishes a
Partnership Council of Air
Force and DLA people. The
council will determine areas to
target for action as well as met-
rics to measure improvement.
The term of the agreement is

P e r f o r m a n c e - B a s e d
Agreements Support
C u s t o m e r s at DLA

T

Lt. Gen. Mike Zettler, USAF,
and Vice Adm. Keith Lippert, SC,
USN, signed a comprehensive
performance-based agreement in
November.
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three years and will build on
the already strong working
relationship between DLA and
the Air Force.

The DLA-Air Force agree-
ment, Glasco said, will become
commonplace for the Agency,
typical of the major transfor-
mation effort that began when
DLA embarked on its Business
Systems Modernization effort
five years ago. BSM represents
a major DLA system reengi-
neering effort incorporating
commercial practices and com-
mercial-off-the-shelf software
to provide improved readiness
support for customers. The
effort creates a centralized sup-
ply chain management system
that affects order fulfillment,
financial management and pro-
curement, allowing a seamless
flow from the customers’
request to delivery of the prod-
uct. 

“DLA’s Customer
Relationship Management
effort flanks BSM on the left-
hand side to provide the cus-
tomer desires,” Glasco said.
“For DLA, CRM is the
bundling of DLA’s customer
strategies and processes. CRM
will be supported by the rele-
vant software, for the purpose
of improving customer support
and, eventually, national readi-
ness at an affordable cost. CRM
will provide the strategy, tools
and technology needed to bet-
ter understand the unique
requirements of the customer
and to adjust product and
service attributes accordingly.
One of the more notable
strategies used by CRM is that
of performance-based agree-
ments.”

PBAs, previously referred
to as service-level agreements,
state customer expectations of
DLA and DLA’s expectations of
the customer. PBAs are negoti-

ated to delineate what each
party will provide and can
expect to be provided in the
business relationship. For
example, a PBA could include
what products or services DLA
will provide to the customer,
in what quantities, at what
price and at what time. PBAs
are being developed in support
of BSM. There are currently
eight signed PBAs, and DLA
continues to expand its PBA
development.

The PBAs include discus-
sions on collaborative demand
planning and review of met-
rics, and they use customer
data within the CRM environ-
ment. These discussions pro-
vide insight into customer
needs to help meet and antici-
pate customer needs by the
Agency.

“CRM is a major effort that
will take several years to fully
implement,” Glasco said. “It
incorporates the changing
world of DoD and customer
needs. Ultimately, CRM will
transform DLA’s enterprise into
a true customer-facing Agency
by altering the way people,
processes and technologies
serve as enablers. PBAs serve
as an important tool to ensure
the customer’s needs are met.”

SLA or PBA? That is the
question.

DLA began pursuing cus-
tomer relationship manage-
ment a few years ago. Initially
an effort to improve customer
support, CRM transformed
into a program integrating
DLA’s customer strategies and
processes with relevant soft-
ware to improve customer sup-
port and, eventually, national
readiness at an affordable cost.
At the beginning of the pro-
gram, the Agency negotiated
service-level agreements, or
SLAs, with its service customer

groups. 
In spring 2003, the Office

of the Secretary of Defense
reviewed DLA’s SLAs and,
redefining ideas contained in
them, created performance-
based agreements, or PBAs. An
SLA is a formal agreement
between a business and cus-
tomer. It contractually details
the terms of performance
required of the supplier or
service provider. An SLA typi-
cally contains a scope or objec-
tive, detail of service to be pro-
vided and measurable per-
formance standards. 

A PBA is a written agree-
ment between the DoD com-
ponent source of supply and
the customer. It describes
measurable service and per-
formance-level parameters
based on customer require-
ments and expectations. In
other words, SLAs are agree-
ments used to manage cus-
tomer expectations of DLA and
DLA’s expectations of the cus-
tomer. PBAs are negotiated to
document what each party will
provide and can expect to be
provided within the business
relationship.

“Regardless of what they
are called, DLA’s performance-
based agreements are a very
important part of DLA’s BSM
and CRM customer-facing
effort,” said Carolyn Martin, a
program management analyst
in the DLA Customer
Operations and Readiness
Directorate. “While CRM will
provide the strategy, tools and
technology needed to better
understand the unique require-
ments of the customer and to
adjust product and service
attributes accordingly, PBAs
provide the required agree-
ments to negotiate customer
requirements and expecta-
tions.” 



By Kelly Morr i s
D i re c t o r, Customer Support
Defense Energy Support Center

oth private compa-
nies and public sec-
tor enterprises have
n u m e rous business
p rocesses that help
drive logistical sup-

p o rt to customers.  Before
investing in a technical solu-
tion, identifying business
p rocesses or activities we
p e rf o rm that provide value
and service to the customer
is critical to implement a
successful Customer
Relationship Management
p rogram in the Defense
E n e rgy Support Center.  We
must carefully examine these
p rocesses to determine if
they are working corre c t l y,
or are broken or re d u n d a n t .
An effective CRM solution
should identify pro c e s s e s
that support the customer
and integrate customer-
focused processes thro u g h-
out the entire supply chain
to create a unified picture of
the customer.

CRM Business
P rocesses 

In the private sector,
typical “customer touch”
business processes – those
p rocesses where customers
interact directly with the
business – include sales
f o rce automation, marketing,
call centers and E-commerc e
( Web).  These processes gen-
erate revenue, leading to
i n c reased profits for the
business.  Back off i c e
p rocesses – those pro c e s s e s
w h e re a business has intern a l

a p p l i-
cations that support
the customer – might
include an enterprise
re s o u rce planning system
with customer analytics,
behavioral analysis, and data
w a rehousing.  Integrating
the “customer touch”
p rocesses with back off i c e
functions helps to create a
customer profile or a com-
plete picture of the cus-
t o m e r.  This enables a busi-
ness to share data across the
o rganization and analyze
ways to better serve the cus-
t o m e r, such as collaborating
with a customer to plan or
m o re effectively forecast its
re q u i rements. 

While all these pro c e s s e s

do not have an
exact correlation to what we
do in DESC, parallels do
exist.  For example, in the
natural gas, electricity, utili-
ties privatization and missile
fuels programs, customers
a re not all re q u i red to obtain
their supplies and serv i c e s
f rom DESC.  Our specialists
must market and demon-
strate to our customers that
we can best support their
re q u i rements.  The helpdesk,
a call center function, sup-
p o rts user applications in the
fuels automated system
( FAS) and information tech-
nology problem resolution.  
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A d d i t i o n a l l y, many cus-
tomers and suppliers obtain
critical information via our
1-800 number and the DESC
Web site.  FAS and other
related data base applica-
tions like re q u i rements man-
a g e r, petroleum quality
i n f o rmation system, labora-
t o ry information manage-
ment system, and customer
depot complaint pro g r a m
also collect critical customer
i n f o rmation.  

In early 2003, a Defense
Logistics Agency team
looked at specific CRM
p rocesses to help establish a
business case for CRM.
They also looked at several
functional areas proposed by
Logistics Management
Institute (LMI), our CRM
transition advisor.  Areas of
focus included pro c e s s e s
under customer touch, intel-
ligence, front and back off i c e
integration, and operations
(See graphic).  More simply
put, these areas included
p rocesses on how we interact
with customers and what we
do with the information we
collect from customers inter-
n a l l y.

Examining Curre n t
P rocesses 

In DESC, we are cur-

rently examining customer-
focused processes in pre p a-
ration for CRM implementa-
tion.  These include examin-
ing how customers interact
with DESC personnel via
multiple customer touch
channels such as the 1-800
n u m b e r, DESC home page,
FAS helpdesk and re g i o n a l
and commodity business
unit personnel.  We also
looked at how this customer
contact information was
s h a red and integrated
t h roughout the org a n i z a t i o n .
Key findings in the re p o rt s
done by contractors PMC
and Booz Allen Hamilton
showed that customer- f a c i n g
p rocesses in DESC are not
b roken.  However, some
p rocesses, such as data shar-
ing and customer pro f i l e s
need improvement and
should be included in a CRM
solution.  Additionally, DESC
personnel pride themselves
with developing personal
relationships with customers
to support their unique
re q u i rements.  Unfort u n a t e l y,
much of the information and
methods to support these
personal relationships with
customers are not consistent-
ly documented or share d
t h roughout DESC.  

In the next few
months, the DESC
Customer Support Off i c e
will be working with
Bearing Point, who was
a w a rded the DLA CRM
e x t e rnal service pro v i d e r
contract.  They will help
us identify and examine
other customer- re l a t e d
p rocesses to include identi-
fying gaps and re c o m-
mending the best CRM
practices and solutions to
enhance these pro c e s s e s .
DESC will be able to better
s e rve our customers and
p a rtners, contractors and
m i l i t a ry organizations that
a re an integral part of the
e n e rgy supply chain
between DESC and the
ultimate end user, by
understanding key cus-
t o m e r- related pro c e s s e s .
These processes can then
be optimized by CRM tech-
n o l o g y, which will help us
s h a re information with
customers and between
DESC personnel.  Wi t h
g reater knowledge about
our customers, we can
build stronger re l a t i o n-
ships, make better business
decisions and create value,
not only for the customer,
but also for DESC.  

a   Unified Picture 
of the Customer



DSCC Commander Rear Adm. Linda Bird, SC, USN, (far right) talks with Cart e r
Hamilton of AM General LLC plant operations during a recent tour of the company,
which is the sole manufacturer of the High Mobility Multipurpose Wheeled Vehicle, or
H M M W V. The company recently signed a Strategic Supplier Alliance with DSCC. Also
touring the plant in South Bend, Ind., are (from left) Shirley Spratt, DSCC HMMWV
C o re team chief; Bill DeNolf, DCMA QAS intern; Lt. Col. Michael Lindsay, commander
DCMA, South Bend; Mark Whalen, general manager AM General SPLO; Tom We b b ,
DCMA work leader; Col. Milton Lewis, dire c t o r, DSCC Land-Based Weapon Systems
G roup; Rick Morris, DCMA contracting officer; Hamilton; Lori Spang, DSCC contracting
o fficer; Maj. Shawn Gresham, chief DSCC Wheeled Vehicle Support Team.  (Photo cour-
tesy of AM General LLC)
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By Tony D’Elia
Defense Supply Center Columbus
Public Affairs Off i c e

he first Strategic
Supplier Alliances
for wheeled vehicles
w e re recently put
into action at

Defense Logistics Agency
h e a d q u a rt e r s .

The two new alliances
w e re signed Nov. 3 and 4,
2003. DLA Director Vi c e
Adm. Keith W. Lippert, SC,
USN, and U.S. Army Ta n k
& Automotive Command
Commanding General Maj.
Gen. N. Ross Thompson,
USA,  signed the contracts
along with key re p re s e n t a-
tives from AM General LLC
and Oshkosh Truck Corp.

“The SSA is an agre e-
ment to work together and
to work better and
s m a rt e r,” said Lori Spang, a
contracting officer with the
Defense Supply Center
Columbus, Ohio, Land-
Based Weapon Systems
G roup. “It’s an agre e m e n t
to discuss strategies and
i s s u e s . ”

The Strategic Supplier
Alliance between DLA,
TACOM and AM General
LLC, of South Bend, Ind.,
was officially put into place
N o v. 3, with the signature
of Edmond Peters, pre s i-
dent of AM General LLC,
Defense. AM General LLC
is the sole manufacturer of
the High Mobility

N e w  A l l i a n c e s  I m p r o v e

Working Relationship

T
between DLA, Suppliers
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Multipurpose Wheeled
Vehicle, or HMMWV, a
weapon system that has 15
configurations. The compa-
ny provides parts, serv i c e s
and technical support for
the vehicles as well as for
the HMMWV H1, M939,

M809, M915, and the
M35/44 families of tru c k s .

The SSA with Oshkosh
Truck Corp. was off i c i a l l y
kicked off Nov. 4, when it
was signed by John
S t o d d a rt, president of
Oshkosh Truck Corp.,
Defense. Besides being the
sole manufacturer of the
Heavy Expanded Mobility
Tactical Truck (HEMTT),
Oshkosh also manufacture s
the Palletized Loading
System, the Heavy
Equipment Tr a n s p o rt
System (HETS) and the
Logistics Vehicle System,
all of which are support e d
by DLA.

The purpose of the SSA
is to state the commitment
and desired benefits of the
stakeholders (DoD govern-
ment activities) and each
alliance organization in
o rder to partner and out-
line objectives of the re l a-
tionship to develop strate-
gies, improvement oppor-
tunities and metrics.

The ultimate goal, of
course, is to improve sup-
p o rt to the warf i g h t e r. This

is accomplished by enter-
ing into a part n e r s h i p
between intere s t e d
D e p a rtment of Defense
activities and key suppliers
that fosters impro v e d
demand planning, the
development of a simpli-
fied pricing model, the
reduction of pro d u c t i o n
lead times, the minimiza-
tion of obsolescence issues,
and the institution of cost-
price savings incentives.

D L A’s initial SSA in June
1999 was with the
Honeywell Corp. This
alliance provided a signifi-
cantly more efficient and
economical pro c u re m e n t
and logistics support strat-
egy for sole-source spare
p a rts than did earlier com-
m e rcial or noncommerc i a l
o rder strategies. Thro u g h
this alliance, DLA was able
to improve wait time,
reduce inventory and lower
prices for its customers. At
the same time, DLA and
Honeywell were able to
realize pro c u rement admin-
istrative efficiencies fro m
the long-term contract. 

DLA recently signed a Strategic
Supplier Alliance agreement with AM
General, which manufactures the
High Mobility Multipurpose Wheeled
Vehicle (HMMWV).  (U.S. Army
photo) 

DLA recently signed a Strategic
Supplier Alliance agreement with
Oshkosh Truck Corp., which manu-
factures the Heavy Expanded
Mobility Tactical Truck (HEMTT).
(U.S. Army photo) 



By Brenda B. McCormac
Defense Supply Center Richmond
Public Affairs Office

he metalworking divi-
sion of the Defense
Supply Center
Richmond, Va., prod-
uct center for

industrial plant equip-
ment is supporting
efforts to upgrade and
modernize equipment
at U.S. Army tank man-
ufacturing plants.

DSCR has rebuilt
several very large items
for the tank plants in
Lima, Ohio, and
Muskegon, Mich., and
purchased several new
machines for other
plants operated by
General Dynamics Land
Systems. These include
Computer Numerical

Control (CNC) horizontal and
vertical boring mills, CNC pro-
gressive presses and a CNC
flame-cutting torch.

Rebuilding a CNC boring
mill costs approximately $1.2
million compared to purchas-

ing a new machine for more
than $3 million. The CNC bor-
ing mills were removed,
remanufactured with new
state-of-the-art computer con-
trollers and reinstalled by
DSCR personnel. These reman-T

Soldiers in an M1A1
Abrams tank patrol a street
in Baghdad, Iraq. Defense
Supply Center Richmond has
upgraded and modernized
industrial plant equipment at
M1A1 factories managed by
the Army-automotive Tank
and Armaments Command.
(Photo courtsey of the
Department of Defense) 

I n i t i a t i v e s
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ufactures included all new
bearings, reground ways,
improved cutting speeds,
refurbished hydraulics, a total-
ly new electrical system and
paint as specified by General
Dynamics Land Systems.

The Army’s on-site man-
agers are very pleased with the
fact that the new improve-
ments on their existing equip-
ment and the new purchases
allow GDLS to produce a bet-
ter quality product at a cheap-
er price.

“DSCR assistance with
GDLS’s production require-
ments assure the government
is getting the best value for
their dollar,” said Gerald
Turner, supervisor of the DSCR
metalworking Customer
Requirements Branch.

General Dynamics Land
System operates several gov-
ernment-owned contractor-
operated manufacturing and
repair facilities used for the
Army’s track and wheeled vehi-
cles. The U.S. Army Tank-
automotive and Armaments
Command manages these facil-
ities and administers the con-
tracts. These plants produce
new vehicles including the
M1A1 tank as well as equip-
ment and parts to support
existing units of all services.

DSCR’s Product Center 12

provides depot-level mainte-
nance for Federal Supply
Group 34 machinery. The
product center provides servic-
es for the rebuild, remanufac-
ture, retrofit, repair and new
procurement of metalworking
machinery. These services are
primarily for Department of
Defense activities, but any gov-
ernment agency can use them.

The repair and rebuild
facility is located on Naval
Inventory Control Point,
Mechanicsburg, Pa. Highly

DSCR’s Industrial Plant Equipment
personnel re-manufactured this boring
machine to produce Army tank parts
at a lower cost. (Photo by Lt. Col.
Lyman Adrian, USAF)

skilled and specialized
machine tool mechanics,
machinists, electrical and elec-
tronics technicians work at the
Mechanicsburg facility.

Product Center 12 per-
forms maintenance in this
facility, which has a well-
equipped machine shop and a
large manufacturing floor.
Mechanicsburg personnel also
travel with Richmond team
leaders to the customer’s facili-
ty for installation and repair of
machines. 



By Kristin Guss
DLA Public Affairs 

he Defense Logistics
Agency has always
a p p reciated the support
it receives from the mil-
i t a ry re s e rvists on its
s t a ff.  In fact, the

Agency likes re s e rvists so much,
it wants more of them.  That
was the message of the staff e r s
in the DLA headquarters Joint
R e s e rve Force directorate (J-9)
who took DLA’s traveling exhibit
to the Reserve Off i c e r s
Association conference held at
the Washington Hilton Hotel in
J a n u a ry.

The Reserve Off i c e r s
Association, headquart e red in
Washington, D.C., supports the
i n t e rests of military re s e rve off i-
cers from all services.  The asso-
ciation acts as a lobbying org a n-
ization to re p resent re s e rvists in
C o n g ress.  The ROA also pro-

vides re s e rvists with a range of
p rofessional and personal bene-
fits including professional devel-
opment workshops, mentoring
p rograms and a career center.

The ROA’s annual mid-win-
ter conference and military
exhibition brings
together high-level
speakers from the
various military
s e rvices to discuss
issues of curre n t
i n t e rest to military
re s e rvists.  The
c o n f e rence also
hosts a variety of
exhibits related to
re s e rvists’ pro f e s-
sional and person-
al concerns. This
y e a r ’s exhibition
f e a t u red over 70
displays ranging
f rom Boeing, man-
u f a c t u rers of mili-
t a ry aircraft and

combat vehicles, to the Arm y
Historical Foundation and, of
course, DLA.

The primary purpose of the
DLA exhibit was to make mili-
t a ry re s e rve officers aware of
o p p o rtunities that exist for
re s e rvists at DLA.  “We ’ re always
looking for good people,” said
Celia Adolphi, deputy dire c t o r
of J-9.  “We wanted to use the
ROA conference to do that…It’s
a way to reach re s e rvists fro m
all services from all over the
c o u n t ry.  Our purpose was to
educate the re s e rve community
on DLA’s mission and role in
s u p p o rt of the military serv i c e s . ”

Brig. Gen. John Levasseur,
USAR, the J-92 deputy dire c t o r
of Reserve Operations, under-
s c o res the importance of re c ru i t-
ing talented re s e rvists for DLA.
He suggested the ROA confer-
ence as a potential re c ru i t i n g
venue.  He describes the ROA
as a “very information flowing
o rganization” and a good way to
reach re s e rve officers from all
over the United States.  “We are
t rying to re c ruit from all serv i c-
es, nationally as well as in the
Washington, D.C., are a , ”
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Levasseur says.  “We are telling
re s e rvists that there are DLA
o p p o rtunities in their geograph-
ical areas.”  

E v i d e n t l y, having the DLA
exhibit at the conference paid
o ff.  “Sunday was our most suc-
cessful day because we met a
l a rge number of re s e rvists and
ignited an interest in DLA,” said
Lt. Col. Iris Bulls, USAR, who
a rranged to have the DLA
exhibit at the conference.  Maj.
Deborah Sull-Lewis, USAFR,
one of the DLA re s e rvists who
s t a ffed the exhibit, was also
happy with the exposure DLA
was getting.  “We’ve been talk-
ing to re s e rve officers who
stopped by, telling them about
D L A’s mission and the opport u-
nities for re s e rvists within the
A g e n c y.  People have been sign-
ing up to receive more inform a-
tion about those opport u n i t i e s . ”

DLA does have plenty of
o p p o rtunities for re s e rv i s t s
looking for positions that off e r
c a reer pro g ression. The Agency
has approximately 600 spaces
for re s e rvists within its head-
q u a rters at Ft. Belvoir, Va., and
its field activities. Curre n t
o p p o rtunities are listed on the
DLA Web site at
h t t p : / / w w w. d l a . m i l / re s e rv e l i n k / .

Levasseur stresses the neces-
sity of an ongoing commitment
to re c ruiting re s e rvists for DLA.
“In the case of active duty mili-
t a ry staff members, the com-
mander fills the vacancies,” he
says.  “With re s e rvists, it’s diff e r-
ent.  We must re c ruit our own
people.  We need to re c ru i t
re s e rvists as a matter of standard
p ro c e d u re . ”

“Seventy-five percent of
re s e rvists come to a unit
because someone told them
about a vacancy…they come as
a result of personal re c o m m e n-
dations,” Levasseur continues.

By Polly A. Charbonneau
Defense Distribution Center 
Command Aff a i r s

efense Distribution
Center accountable
o fficers from 14 distri-
bution centers part i c i-
pated in training for
the implementation of

a new portal – part of the
Defense Logistics Agency’s
Business Systems Modern i z a t i o n
roll out.  This new portal, EP5,
became  available Dec. 1, 2003,
and is part of BSM Release 1.1,
which includes the Defense
Integrated Subsistence
Management System (DISMS)
and Battle Dress Uniforms, or
BDUs.  

D D C ’s accountable off i c e r s
a re focused on sustaining metic-
ulous inventory accuracy and are
a vital part of BSM.  They ensure
that the Distribution Standard
System and SAP stock balances
stay in synch and mirror each
o t h e r.  This includes re s e a rc h i n g
and resolving any discre p a n c i e s
or inaccuracies that may arise. 

“I’m impressed by DDC’s
commitment to training,” one
accountable officer said.  Yo u
never feel left out of the pro c e s s . ”

“ Training via video tele-con-
f e rence is great,” another said.
“While nothing compares to in-
person training, VTCs allow par-
ticipation without having to trav-
el and it saves the government a
lot of money.” 

D

Participate in

BSMTraining

DDC 
A c c o u n t a b l e

O f f i c e r s

“ We must make every eff o rt to
let re s e rvists know that we need
people from all the military
s e rvices and that DLA has a lot
to offer them.”

Lt. Col. Daniel Thomas,
USAR, who works with the
Defense Supply Center
Philadelphia, Pa., is cert a i n l y
satisfied with his position.
“When I came to work at DLA,
I didn’t really know what the
Agency did.  But now I’ve been

with DSCP since 1999 and I’m
v e ry happy.  I know that DLA
will continue to keep up the
good work in supporting the
w a rf i g h t e r. ”

So why not help spread the
w o rd?  If you know a re s e rv i s t
w h o ’s looking for an assign-
ment, tell him or her about
DLA.  Interested re s e rvists can
contact J-9 or go to the Web site
for information about curre n t
o p p o rtunities. 
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By Jessica Wa l t e r- G ro f t
Defense Distribution Center 
Command Aff a i r s

o expedite the delivery of
supplies to warfighters sta-
tioned outside of the conti-
nental United States, the
Defense Distribution Center

in New Cumberland, Pa., has
established a Forw a rd
Stocking Initiative that
identifies locations to set
up distribution centers
closer to those cus-
tomers.  “DDC has been
working with our cus-

tomers to find solu-
tions to their

readiness needs,
and the
F o rw a rd
S t o c k i n g
Initiative not
only incre a s e s
their re a d i n e s s

capabilities by
reducing cus-

tomer wait time, but
it also saves taxpayer’s

dollars,” said DDC Commander
Brig. Gen. Kathleen M. Gainey,
U S A .

Gainey and Defense Logistics
Agency Director Vice Adm. Keith
W. Lippert, SC, USN, recognized a
need for increased distribution
s u p p o rt for the U.S. military forc e s
stationed in the area of the
M e d i t e rranean Sea, so on Marc h
31, 2004, DDC stood up its twen-
t y - t h i rd  distribution center,
Defense Distribution Depot
Sigonella, Italy.  “Our depot in
Sigonella will be the platform for
distribution in the Mediterr a n e a n ,
fulfilling a critical customer need,”
said Tony DeVito, DDC’s Supply
Management Division chief,
Logistics Operations.

DDC will posi-
tion nearly 9,000
d i ff e rent highly
demanded DLA

I n i t i a t i v e s
DDC to Establish

items on the shelves at the Sigonella
depot in an eff o rt to reduce customer
wait time.  “It’s like the diff e re n c e
between walking into a convenience
s t o re and getting what you need
right away compared to ordering an
item from a catalogue and waiting for
it to arrive,” described Marv Salsman,
D D C ’s Supply Systems specialist and
p roject leader for the Sigonella for-
w a rd site.  With less time spent wait-
ing for supplies, DDC’s customers,
the warfighters, are able to re s p o n d
m o re quickly when needed.  “We
hope to see about a 50 perc e n t
d e c rease in customer wait time,
which is similar to what we have
experienced at other forw a rd sites,”
said Salsman.  

Defense Distribution Depot
Sigonella will be DDC’s fourth for-
w a rd site, joining Defense
Distribution Depot Europe in
G e rmersheim, Germany; Defense
Distribution Depot Yokosuka, Japan;
and Defense Distribution Depot Pearl
H a r b o r, Hawaii.  By placing highly
demanded items at these locations,
DDC has not only cut customer wait
time in half, but has also decre a s e d
t r a n s p o rtation costs by more than 60
p e rc e n t .

“Instead of using expensive pre-
mium transportation methods, we
a re able to use surface transport a t i o n
[land or sea] to significantly re d u c e
cost,” explained Salsman.  Defense
Distribution Depot Sigonella will uti-

T
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lize commercial small package
c a rriers to transport items and
Salsman said he expects that
most will be on-island deliver-
ies.  The estimated total cost
savings from DDSI are expected
to exceed $14 million during
fiscal 2004.

Defense Distribution Depot
Sigonella will occupy ware h o u s-
es on Naval Air Station
Sigonella located on an Italian
air force base on the island of
Sicily in the Mediterranean Sea,
just off the Italian mainland.
The U.S. Navy has been a ten-
ant on the base since 1959.
“DDSI was the ideal location to
establish this new forw a rd site
because it already had a ware-
house facility with loading
docks and a transportation net-
work in place that was serv i n g
the facility,” said Salsman.

DDSI will be a perm a n e n t
installation commanded by
C m d r. John Comuso, SC, USN,
with Denise Cord e i ro, form e r l y

worked closely with the Navy.
“Capt. Arcement [NAS Sigonella
supply officer] and everyone at
NAS Sigonella have helped to
make the transition as smooth
as possible by helping us over-
come any challenges that arise,”
said Salsman.  The most chal-
lenging factor facing the transi-
tion team has been interf a c i n g
the Navy’s current supply sys-
tems software with the
Distribution Standard System,
D D C ’s primary ware h o u s i n g
and transportation system.
“ With the help of the Navy, we
should have DSS up and opera-
tional by the first of July at the
latest,” said Salsman.

Setting up the Distribution
S t a n d a rd System will not be a
p roblem in DDC’s next forw a rd
site because the system is
a l ready in place.  DDC plans to
have Defense Distribution
Depot Guam Marianas opera-
tional in October 2004 as a
contract operation.  The depot
will be the second of what is
expected to be four new for-
w a rd stocking sites that will
open in fiscal 2004.  The Camp
C a rroll site in Korea is being
finalized, and Camp Arifjan is
the fro n t runner for location of
the new depot in Kuwait.
“These sites have been selected
in order to support customers
in the theaters where the distri-
bution centers will have the
g reatest impact, and we expect
to establish additional forw a rd
sites in the near future,” said
Salsman. 

M e d i t e r r a n e a n
D i s t r i b u t i o n
P l a t f o r m the Deputy Commander of

Defense Depot Pearl Harbor,
Hawaii, as the new Deputy
Commander at DDSI.  They will
oversee a work force comprised
of U.S. military and civilian per-
sonnel as well as local Italian
citizens who are currently work-
ing on the installation in the
N a v y ’s supply center.

The Navy will re l i n q u i s h
most of its distribution build-
ings on the NAS Sigonella
installation to DLA, but the
Navy Aviation Support division
that maintains Navy airplanes
flying through the area will stay
in place and will be DDSI’s
biggest customer.  Of the 9,000
lines of DLA items that will be
stocked at DDSI, most will be
repair parts and other items that
a re frequently requested by cus-
tomers in the area including the
Navy airplane maintenance mis-
sion on base as well as ships
f rom the Navy Fleet and the
U.S. Marines stationed in the
M e d i t e rranean.  

To establish Defense
Distribution Depot Sigonella,
D D C ’s transformation team
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By Scott Andre a e
Defense Supply Center Richmond
Public Affairs Off i c e

aving completed the
development phase of
strategic supplier
alliances, Defense
Supply Center

Richmond, Va., has begun focus-
ing on SSA execution and gro w-
ing the relationship with SSA
p a rtners. DSCR has initiated a
top-down approach to obtain
executive-level direction and
buy-in to the SSA execution
p l a n .

D S C R ’s top-down appro a c h
makes use of a re c o m m e n d e d
93-day timeline. In less than 93
days of establishing the SSA, the
senior executives of all part i c i-
pating organizations meet up to
four times as an Executive
Committee (EC) to establish fis-
cal year objectives for the
alliance, provide guidance to SSA
p a rticipants and remove barr i e r s
that may hinder SSA execution.

DSCR has been engaged in
establishing strategic supplier
alliances with major suppliers
and military customers in the
aviation industry for almost two
years. DSCR currently has 12
fully developed SSAs.

The objectives developed by
the Executive Committee are

p rovided to the Joint Steering
G roup of each SSA, the day-to-
day management committee
responsible for implementing
these objectives and additional
a reas identified for impro v e m e n t .
Each SSA stakeholder has re p re-
sentation on the Executive
Committee and Joint Steering
G ro u p .

The Joint Steering Gro u p
meets intermittently to discuss
and implement the near- t e rm
execution strategy, review are a s
for improvement, develop teams
to implement these impro v e-
ments and develop a strategy to
meet the fiscal year objectives set
by the Executive Committee.

A c c o rding to Al Sligh, chief
of the Supplier Relationship
Management Division, “Using
the SSA engagement strategy
top-down approach cre a t e s
immediate focus for the alliance
that results in a faster ro l l - o u t
plan and quickly energizes the
Joint Steering Group to start
work on the fiscal year objec-
t i v e s . ”

A strategic supplier alliance
is an arrangement between cus-
tomers and suppliers that goes
beyond transactional purc h a s e s
to sharing information, leverag-
ing buying power and combined
knowledge of customers and
fully engaging the supplier’s

c a p a b i l i t i e s .
Alliance partners consist of

major aviation suppliers, the mil-
i t a ry services and Defense
Contract Management Agency.
Suppliers participating in SSAs
with DSCR are BAE Systems,
Boeing, Canadian Commerc i a l
Corp., Eaton Corp., General
Electric Co., Hamilton
Sundstrand, Honeywell,
N o rt h rop Grumman Corp.,
Parker Hannifin Corp., Pratt &
W h i t n e y, Rolls-Royce Corp.,
Sikorsky and Te x t ron, including
Bell Helicopter. In the very near
f u t u re, DSCR will have alliance
relationships with Lockheed
M a rtin, Goodrich, Moog and
A i rcraft Braking Systems.

The Air Force Materiel
Command was the first military
s e rvice to participate in SSAs and
is currently participating in seven
of them. The U.S. Army Materiel
Command is the most re c e n t
alliance participant to come
a b o a rd. Last fall, AMC signed
alliance agreements with DLA
and two aviation suppliers.
DSCR is currently engaging the
Navy on their participation in
these eff o rts. The Defense
Contract Management Agency is
c u rrently participating at the
Joint Steering Group level and
has not been a principal part i c i-
pant. It is anticipated that
Defense Contract Management
Agency will become a principal
stakeholder in five alliances in
the near future .

This top-down approach is
initially being implemented in
fiscal 2004. As future alliances
a re developed and objectives are
identified in subsequent fiscal
years for existing SSAs, it is
anticipated that the 93-day time-
line will be further re d u c e d
based upon lessons learned. 

H

Top-down Approa ch Se ts
Goals  in
S t r a t e g i c
A l l i a n c e s
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By Jessica Wa l t e r- G ro f t
Defense Distribution Center
Command Aff a i r s

o better support the
w a rfighter and to com-
ply with Central
C o m m a n d ’s mandate
that all Air Lines of

Communication pallets and
seavans be tagged with Radio
F requency Identification tags
for effective identification and
tracking purposes, the Defense
Distribution Center in New
Cumberland, Pa., has been
b u rning manifest inform a t i o n

to RFID tags for Defense
Logistics Agency, Defense
Contract Management Agency,
and service items.  This gives
customers the ability to track a
shipment from start to finish in
the logistics pipeline. 

“DDC fully understands the
i m p o rtance of in-transit visibili-
ty and total asset visibility for
our customers, and we are
happy that we could pro v i d e
this additional tool for them,”
said Pat Kuntz, DDC Logistics
S u p p o rt Division chief.

The process begins when
the DLA Inventory Contro l

Points, Defense Contract
Management Areas, or serv i c e
activities contact the DDC and
c o o rdinate the preparation of
shipping documentation and
the burning of the RFID tags.
The inventory control points
and the DDC coordinate with
the vendors when an order for
a full container of product is to
be moved.  The vendor then
sends DDC the container and
seal numbers.  Using the
Distribution Planning and
Management System, DDC
generates the proper shipping
documentation and writes the

i n f o rmation to the RFID
tags.  The documents
and RFID tags are then
shipped to the vendor
who attaches them to
the container and
moves it to the port to
be transported overseas
to the Central
Command area of
re s p o n s i b i l i t y.  At that
point, the manifest
i n f o rmation is sent to
the in-transit visibility
s e rv e r, giving the cus-
tomer the real time visi-
bility and total asset vis-
ibility of the shipment
as it passes each inter-
rogator that reads the
RFID tag and re p o rt s
the position of the load
back to the in-transit
s e rv e r. 

T

DDC Burns RFID Tags
for Vendors, Providing
ITV for Customers

Close-up view of a Radio Frequency Identification tag.
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By Barbara L. Patterson and 
Mike Pennington
Defense Supply Center Richmond

xpanding DLA owner-
ship of stocks to the end
user will re q u i re a sig-
nificant paradigm shift
for DLA and the

w a rf i g h t e r. The old way of
doing business and the associ-
ated level of perf o rmance do
not meet today’s warf i g h t e r
re q u i rements. We, in close
c o o rdination with the serv i c e s ,
will move to the next level of
customer support with the
National Inventory
Management Strategy. ” … Vi c e
Adm. Keith W. Lippert, SC,
USN, DLA Dire c t o r

T h rough a part n e r s h i p
pilot program known as the
Air Force Inventory
E fficiencies or the DLA
National Inventory
Management Strategy, Ti n k e r
Air Logistics Center has elimi-
nated $2.2 million in re t a i l
i n v e n t o ry and expects the total
reduction to grow to $5.7 mil-
l i o n .

This partnership pilot with
Defense Supply Center
Richmond, Va., began in July
2003 and was developed in
response to Program Budget
Decision 422. The budget
decision directs the Under
S e c re t a ry of Defense for

Acquisition, Technology and
Logistics, DLA and the mili-
t a ry services, in conjunction
with the Under Secre t a ry of
Defense for Comptro l l e r, to
p re p a re a plan that includes
total asset visibility and supply
chain management by DLA.

The objective of the pilot
p rogram is to eliminate re d u n-
dant levels of inventory
between the military serv i c e s
and DLA. Savings are re i n v e s t-
ed in items critical to weapon
system support and pro-
grammed depot maintenance
lines. The items are character-
ized by high unit cost and low
demand, effectively incre a s i n g
the range of items re a d i l y
available and reducing total
customer wait time.

Collapsing retail and
wholesale inventory pro v i d e s
intangible efficiencies as well
as obvious “right sizing” levels.
Total visibility of assets for an
item of supply promotes better
issue prioritization decision-
making and contributes to
reducing natural demand vari-
ation. Aggregation of demand
at the point of consumption
results in improved re q u i re-
ments calculations and drives
better inventory investment
decisions within the
D e p a rtment of Defense. Since
the items selected for the ini-
tial pilot enjoy active demand

I n i t i a t i v e s

p a t t e rns and were used only at
Tinker Air Logistics Center,
g reatly enhanced forecast re l i a-
bility is a natural byproduct of
this pro j e c t .

The Air Force re q u i re-
ments determination process is
disparate from the DLA fore-
casting techniques and meth-
ods. Through detailed discus-
sions, explication and educa-
tion of the techniques used by
DLA, our customers at Ti n k e r
now better understand and
enjoy a higher confidence level
in the ability of DLA to be a
successful business part n e r.

DSCR has made significant
commitments to the success of
this project. DSCR has pro v i d-
ed Tinker ALC decision mak-
ers detailed information on
what they can and should
expect and has demonstrated
D L A’s robust ability to react to
changing re q u i rements and
fluctuations in demand.

DSCR manages a watch list
of current and potential tro u-
ble items across the Agency
t h rough interface with Defense
Supply Center Philadelphia,
Pa., and Defense Supply
Center Columbus, Ohio. Joint
metrics for the program are
briefed within DLA and Air
F o rce headquarters on a
monthly basis.

DSCR is the lead center for
this National Inventory

E

Air Force  

Pilot Program
“
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Management Strategy pilot
p roject within DLA. Heading
up the DLA/Tinker Customer
team at DSCR, Col. Dennis
Beers along with Barbara
Patterson, Mike Pennington
and Carolyn Hardman were
essential in developing and
shaping the program design
and its subsequent success.
With assistance from Lt.
C m d r. Tony Sorrell and Lt.
C m d r. Jerry Burch in the DLA
O ffice of Operations Researc h
and Resources Analysis; Col.
Tom Land, Maj. Gina Garc i a

and Dale Cottongim from DLA
h e a d q u a rters, the pilot main-
tained high visibility and
momentum even as many of
the primary players left the
p rogram for new assignments.

DSCR and Tinker ALC are
looking for opportunities to
expand the items included in
the pilot at Tinker ALC and
e x p o rt the program to Wa rn e r
Robins Air Force Base, Ga.,
and Hill Air Force Base, Utah.
The Business Systems
M o d e rnization eff o rt under-
way in DLA is being closely

  Reduces  Inventory Through

m m o n i t o red to ensure it delivers
total National Inventory
Management Strategy func-
t i o n a l i t y.

The Army is examining the
successes of this pilot to lever-
age lessons learned. The Arm y
is considering implementing a
look-alike program while
d e t e rmining how to best field
a response to Program Budget
Decision 422. DLA has pilot
p rograms under development
with the Marine Corps and the
N a v y. 
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D o i n g
B u s i n e s s

By Tim Hoyle
Defense Logistics Information Serv i c e
Public Affairs Office  

o d a y ’s supply system
has millions of items,
m o re than 6 million to
be exact. Those who
have ever tried to ask

about an item of supply can
often find themselves won-
dering if the name or
description they have been
given even refers to the right
t h i n g .

The Defense Logistics
I n f o rmation Service, Battle
C reek, Mich., Marine Corps
Cataloging Branch, tried to
help leathernecks demystify
supply after the Defense
Logistics Agency Customer
S e rvice Representative there
asked for assistance on the
“Camp Pendleton Picture

P roject.”  The primary intent
for this project was to help
Marines with limited knowl-
edge of the equipment, but
responsible for it as a custo-
dian, to be able to quickly
identify all of the gear and to
possibly identify any excess
equipment which they might
re c o v e r.  

Catalogers spent numer-
ous hours re s e a rching and
validating inform a t i o n
f rom a list of 3,200
National Stock
Numbers to
e n s u re the corre c t
photo was
matched with the
c o rrect number.
P i c t u res and photos
of actual items of sup-
p l y, along with picture s
f rom various Internet loca-
tions including Depart m e n t

P i c t u re sSay a 
T h o u s a n d

Wo rd sat Pendleton

T
of  Defense EMALL, General
S e rvices Administration
Advantage and Web sites for
each military service, were
collected and downloaded
into FED LOG, which is the
g o v e rnment designated logis-
tics information system that
allows users to retrieve infor-
mation from the Federal
Logistics Information System

(FLIS) databases quickly
and easily. The re s u l t s

included 1,250 digi-
tized photos of
supply items
related to more
than 7,800 stock
numbers which

w e re added to
FED LOG.  These

photos are associated
with the Table of

Authorization Material
C o n t rol Number(s) or



 For additional information about DLIS, visit www.dla.mil/dlis or call
269-961-7019. Ordering information for FED LOG can be obtained by contacting the
Marine Corps focal point at: 

USMC Logistics Base 
Code 573-3 

814 Radford Blvd Ste 20320 
Albany, GA 31704-0320

DSN 567-8319 Comm 229-639-8319
FAX DSN 567-5498 Comm 229-639-5498

fedloginfo@matcom.usmc.mil

To change distribution addresses when deployed, users may contact DLIS
Subscriptions Department at 877-352-2255 or use the focal point listed above.  

for the correct item. This
new enhancement will be
ongoing and as new picture s
a re received, re v i e w e d ,
re s e a rched, and verified.
They too will be added to the
a p p ropriate numbers for
viewing. 

The FED LOG serv i c e
allows users to find inform a-
tion on part numbers, stock
numbers, item names and
numbers, shipping codes,
f reight data, classifications,
characteristics data, and

“ TAM.”  Additionally, a new
f e a t u re called the “Drawing
Extractor” was added.  This
allows the user the ability to
extract and download every
photo associated with a stock
n u m b e r.  Users can extract
photos on a single number
and in batches on multiple
numbers as well as visually
c o n f i rm it is the desired sup-
ply item.   

These new features will
help eliminate any guesswork
about getting accurate data
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much more in a format that
is easy to use and navigate
t h rough for novice to
advanced users. It is avail-
able on compact disc or
DVD. The compact disc ver-
sion is divided in three pro d-
u c t s :

FED LOG Basic 
(Discs 1 - 4): $90/year 

FED LOG Characteristics
S e a rch (Disc 5): $54/year

FED LOG Drawings 
(Disc 6): $16/year

DVD (Equivalent of CDs
1-6): $132/year.

A field activity of the
Defense Logistics Agency,
DLIS creates, obtains, man-
ages and integrates data fro m
several sources. It shares this
data through user- f r i e n d l y
p roducts and services that
s u p p o rt logistics operations
t h roughout the Defense
D e p a rtment, other federal
agencies and elements of the
private sector.  DLIS’ expert-
ise in cataloging and infor-
mation management makes it
an important contributor to
e l e c t ronic commerce between
the U.S. government and its
many suppliers. 
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By Tim Hoyle
Defense Logistics Information Service 
Public Affairs Office 

x p e rts on intern a t i o n a l
cataloging (also known
as “codification”) fro m
the Defense Logistics
I n f o rmation Serv i c e ,

Battle Creek, Mich., re c e n t l y
p rovided an overview of
N o rth Atlantic Tre a t y
O rganization pro c e d u res to
key Polish Defense Ministry
o fficials in Wa r s a w. 

The Polish National
Codification Bureau spon-
s o red and funded the two-
week program.  An executive
o v e rview was provided to a
g roup of high level off i c i a l s ,
one week of training was
p rovided to NCB staff, one
day to Military University
s t a ff, and three days to an
audience of 80 logisticians
f rom the military depart-
ments and defense industry.
A two-man DLIS team led by
Chris Yo d e r, chief of DLIS’
I n t e rnational Cataloging
Division, provided 22 sepa-
rate presentations. These
ranged from a history and

o v e rview of the U.S. Federal
Catalog System – which is
the basis for the NAT O
Codification System – to the
technical details of specific
types of item identification
and how supply item data is
managed and distributed in a
national and intern a t i o n a l
logistics context.  

“Our challenge was pri-
marily to impress upon the
Polish military community
the importance of codifica-
tion to national and NAT O
logistics,” Yoder said. 

The training support e d
Polish eff o rts to implement
the NATO cataloging pro c e-
d u res nationally. The main
challenge for countries such
as Poland is to integrate the
establishment and manage-
ment of item related data
with the standard logistics
operations of their national
defense system. The execu-
tive audience attending the
o v e rview included Janusz
Zemke, First Deputy of the
M i n i s t ry of Defense; Lt. Gen.
Lech Konopka, deputy chief
of the General Staff; Lt. Gen.
Marian Mainda, commander

of the Warsaw Garrison; Lt.
Gen. Krzysztof Juniec, gener-
al staff-chief of the Logistics
D i rectorate; and Maj. Gen
A n d rzej Pietrzyk, coord i n a t o r
for the Secre t a ry of State.   

The Polish National
Codification Bureau has
obtained cataloging software ,
“SICAD Plus,” and they have
populated a national catalog
file with 13,631 stock num-
bers.  The next phase of the
implementation strategy is to
begin working with separate
item management org a n i z a-
tions to develop pro c e d u re s
to expand the range of items
cataloged and to integrate
use of this data to support
daily logistical operations.  

John Zellers, Yo d e r ’s
teammate and DLIS’ team
leader in international train-
ing, described the event as
one of many examples of
w h e re the United States’
e x p e rtise in the development
of a national codification sys-
tem is contributing to the
expansion of the NCS sys-
tem.  As a service to coun-
tries developing cataloging
systems, DLIS operates the

Doing Business with DLA

E

 John Zellers, a team leader in international training at the Defense Logistics Information Service,
leads one of the 22 classes provided through a two-week program sponsored by the Polish National
Codification Bureau for high level officials, bureau staff, Military University staff, and 80 logisticians
from the military departments and defense industry.

Polish Forces Receive Help 
on NATO

P r o c e d u r e s



eight-week “NCB College,”
which was attended this year
by several of the managers
who orchestrated the Wa r s a w
event.  The NCS has been
the cornerstone for logistics
i n t e roperability within
N ATO, and today almost 50
nations around the world use
this system of item identifica-
t i o n .

“The training in Wa r s a w
is one of many initiatives
w h e re training materials
developed by DLIS have been
customized to meet the pecu-
liar implementation concern s
of a country in attendance,”
Zellers said.  Over the last
several years, DLIS has
worked with the U.S. defense
o ffices in both European and
Pacific theaters of operations
to provide training or famil-
iarization sessions in a dozen
or more nations.

A field activity of the
Defense Logistics Agency,
DLIS creates, obtains, man-
ages and integrates data fro m
several sources. It shares this
data through user- f r i e n d l y
p roducts and services that
s u p p o rt logistics operations
t h roughout the Defense
D e p a rtment, other federal
agencies and elements of the
private sector.  DLIS’ expert-
ise in cataloging and infor-
mation management makes it
an important contributor to
e l e c t ronic commerce between
the U.S. government and its
many suppliers. 

 For additional
Information about
DLIS, visit
w w w.dla.mil/dlis or call
2 6 9 - 9 6 1 - 7 0 1 9 .

ollowing her comments
on doing business with
the Defense Logistics
A g e n c y, Scottie Knott is
shown talking with re p-

resentatives from NIB’s
(National Industries of the
Blind) various associated agen-
cies. Knott, who was in Fort
Wo rth, Texas, attending the
2003 NIB/NAEPB Annual
Training Conference, immedi-
ately warmed to the task of let-
ting the audience know the
i m p o rtance of the work done
by NIB employees. “It’s DLA’s
job to make sure the combat-
ant commanders needs are met
100 percent of the time,” she
told those attending a confer-
ence meeting. “You [NIB] are
p a rtners whom we want to do

business with, and together we
will truly be the provider of
choice to America’s fighting
f o rces.” Knott is DLA’s deputy
d i rector for logistics operations.
During fiscal 2003, DLA
a w a rded more than $663 mil-
lion worth of contracts to asso-
ciated agencies and work cen-
ters covered by the Javits-
Wa g n e r-O’Day Act, including
m o re than $100 million award-
ed by Defense Supply Center
Philadelphia, Pa., to NIB’s asso-
ciated agencies. The JWOD
p rogram creates employment
o p p o rtunities for Americans
who are blind or who have
other severe disabilities.
(Photo and cutline by Frank I.
Johnson, Jr., DSCP Public
A ffairs) 

F

Affordable
Readiness   

ResponsiveService
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By Tony D’Elia
Defense Supply Center
C o l u m b u s
Public Affairs Office 

ith the military
involved in one of the
l a rgest deployments
of troops and equip-
ment since Wo r l d

War II, the Defense Supply Center
Columbus, Ohio, Land-based
Weapon System Group has
launched its new Global War on
Te rrorism Logistics Support We b
s i t e .

T h e
purpose of GWOT is

to inform and educate the sup-
plier base about the ongoing war
on terrorism and its impact on the
Defense Logistics Agency. GWOT
also is there to inspire the suppli-
ers in their eff o rts to continue pro-
viding the best possible support to
DLA and the troops. Suppliers are
encouraged to visit GWOT at
h t t p : / / w w w. d s c c . d l a . m i l / o ff i c e s
/ l a n d / g w o t . h t m l .

“ We thought this was the best
way to reach thousands of suppli-
ers with our message on the global

war against ter-
rorism,” said Maj.
Shawn Gre s h a m ,
USA, chief of
D S C C ’s Wheeled
Vehicle Support
Branch. “Using
the technology
we have to re a c h
thousands of
suppliers pro v e d
to be an econom-
ical way to do it.”

D L A’s ability
to support
GWOT depends
on its suppliers.
With worldwide
m i l i t a ry opera-
tions resulting in
re c o rd demands

for all products, supplies and
equipment, suppliers will be able
to hear about business opport u n i-
ties, access details about the part s
DLA is currently buying, and ask
logisticians questions.

Troop rotations involve nine of
the Arm y ’s 10 divisions. More than
110,000 soldiers and their equip-
ment will travel over 6,000 miles
to Southwest Asia. Almost simulta-
n e o u s l y, over 120,000 soldiers will
leave Southwest Asia to re t u rn to
home stations. The joint operation
also includes nearly 20,000 U. S.
Marines, as well as Navy ships and
Air Force transports. 

Besides the daily demands that
continue their upward trend, DLA
is also involved in a major eff o rt to
repair and refit Army and Marine
Corps units that have re c e n t l y
re t u rned from deployment. The
A rm y ’s “reset,” as it is called,
involves bringing more than
20,000 wheeled and 3,000
tracked vehicles, aviation systems

S e r v i c e s

W

DSCC Web Site Focuses
on Global War 
on 

Maj. Shawn Gresham is Chief of DSCC’s
Wheeled Vehicle Support Branch.



 For more information
about the site, contact Maj.
Gresham at 614-692-7605,
DSN 850-7605, or via e-mail at
Shawn.Gresham@dla.mil. To
contact the DSCC Reset
Program Manager, call 614-
692-1638, DSN 850-1638, or e-
mail DSCC-L.RESET@dla.mil.

and 300 diff e rent command and
c o n t rol systems to a condition
w h e re they can be re-issued for
use by units replacing soldiers
redeploying from Iraq, or be used
to fight another conflict anywhere
in the world.

The Marine Corps re c o n s t i t u-
tion eff o rt is equally important. To
give an idea of the scope of the
A rmy reset and Marine Corps
reconstitution projects, from May
2003 to January 2004, DLA
received almost 230,000 re q u i s i-
tions. Those requisitions were val-
ued at almost $61 million.

The GWOT Web site not only
allows thousands of suppliers to
communicate with their cus-
tomers, but it offers some valuable
links. Web site visitors can view
the DSCC Acquisition Fore c a s t ,
the Internet Bid Board System, and
even DSCC solicitations. 

By Tony D’Elia
Defense Supply Center Columbus 
Public Affairs Off i c e

efense Supply Center
Columbus, Ohio, has
added an enlisted Marine
to its team to assist its
m i l i t a ry customers.

G u n n e ry Sgt. James
P e n z e n s t a d l e r, USMC, is thought
to be the first enlisted member of
the U.S. Marine Corps to serve at
Defense Supply Center
Columbus. The central Ohio
installation was established in
1918 as an Army Quart e rm a s t e r
c o m p l e x .

P e n z e n s t a d l e r, a Marine for 17
years, recently arrived at DSCC to
be part of Land Customer
Operations in the Land-Based
Weapon Systems Group. As a
member of the Marine Customer
Team, he will serve as a customer
liaison re p resentative for the
Marine Corps Team within the
Land Customer Operations Unit.

“ G u n n e ry Sgt. Penzenstadler
is a voice for Marines all over the
globe,” said Col. Milton Lewis,
USA, director of the DSCC Land-
Based Weapon Systems Gro u p .
“His presence will ensure that we
continue to maintain the cus-
t o m e r ’s perspective in pro v i d i n g
responsible and effective logistics
s u p p o rt . ”

The unit’s chief, Lt. Col. Jeff re y
E. Gamber, USMC, feels
Penzenstadler is a “terrific” asset.

“Coming from the Fleet
Marine Force, he will augment
the team by providing valuable
experience with using his unit
supply knowledge,” said
G a m b e r. 

“As DLA strives to pro v i d e
p a rts ‘from factory to foxhole,’
G u n n e ry Sgt. Penzenstadler has
d i rectly supported Marines in
foxholes with DLA parts. He
understands the value of DLA
s u p p o rt to the Marine Corps,”
added Gamber.

“He will be an import a n t
link to our Marine customers
and will monitor overall Marine
Corps supply perf o rmance with
respect to DLA support,” said
G a m b e r, who described the
M a r i n e ’s job as conveying, iden-
tifying and assessing systematic
issues and working with DSCC
associates to resolve them.

Added Gamber, “Staff non-
commissioned officers are
impeccable role models and we
look forw a rd to his serv i c e
within the Land Application
G ro u p . ”

A Wisconsin native,
Penzenstadler came to
Columbus from a thre e - y e a r
stint with the 3rd Marines in
Kaneohe Bay, Hawaii, where he
s e rved as a battalion supply
chief. It was his second tour
t h e re. His Marine career has
also taken him to Iwakuni,
Japan, Bahrain and
Washington, D.C. 

D

DSCC Ad d s

Marine Gunnery Sergeant
to Serve As Customer
Liaison Representative
“Gunnery Sgt. Penzenstadler is a voice for Marines all over
the globe,” -- Col. Milton Lewis, director of the DSCC
Land-Based Weapon Systems Group.
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ottonwood Inc., a
National Industry for
the Severely
Handicapped con-
cern, has received a
follow-on contract

from Defense Supply Center
Richmond, Va., for the manu-
facture of cargo tie-down
straps.

This contract contains
provisions for a unique
Paperless Ordering Placement
System developed at DSCR
that allows for the paperless
transmission of Direct Vendor
Delivery requirements directly
to Cottonwood. The advent
of POPS on this contract has
reduced administrative lead
times to customers and short-
ened logistics response times
to days rather than weeks or
months in traditional con-
tracting.

Contract SP0475-04-D-
4084 is a five-year, long-term,
indefinite-quantity contract
with a maximum value of
$53,707,500. Annual estimat-
ed quantity is 300,000 straps
per year and a maximum
contract quantity of 350,000
straps per year.

The contract calls for
Paperless Ordering Placement
System Direct Vendor
Delivery deliveries of 24
hours for all Issue Priority
Group 1 requisitions, five
days for all other DVD requi-
sitions and 120 days for stock
shipments. In addition,

Cottonwood is required to
keep 62,500 straps on the
shelf to support any
unplanned contingencies.

These straps are used on a
variety of military platforms –
ships, aircraft and land vehi-
cles.

The events in Afghanistan
and Iraq placed unprecedented
demands on the military serv-
ices. Operation Enduring
Freedom and Operation Iraqi
Freedom tested all venues of
the logistical pipeline. With
the need to move huge vol-
umes of cargo overseas, the
demand for cargo tie-down
straps surged from 315,524 in
fiscal 2002 to 569,272 in fiscal
2003, an 80.4 percent increase
in one year.

Cottonwood rose to the
occasion by adding an addi-
tional production line and
working seven days a week for
four months to ensure delivery
schedules would not slip. Of
the 2,695 Contract Line Item
Numbers processed in calen-
dar year 2003, only three
CLINs were unable to meet
contractual delivery terms and
conditions, and none of the
delinquencies exceeded 45
days. 

NISH Business Re c e i ve s
Fo l l ow-on Contract for

CARGO 
S T R A P S

 For more information call Steve Tuck at 804-279-4196 or
DSN 695-4196 or e-mail steve.tuck@dla.mil.

By Scott Andre a e
Defense Supply Center Richmond
Public Affairs Off i c e

he Defense Supply Center
Richmond, Va., team for nuclear
reactors has completed another
successful year, exceeding a sup-
ply availability goal that is set 10

p e rcent higher than other supply pro-
grams.  The goal is 95 percent, compare d
with 85 percent for other items managed
by DSCR. Richmond’s nuclear re a c t o r
team achieved a supply availability rate
of 98.3 percent in 2003.

Most of the product centers at DSCR
have a role in the Nuclear Reactor
P rogram. DSCR, Defense Supply Center
Philadelphia, Pa., Defense Supply Center
Columbus, Ohio, and the Naval
I n v e n t o ry Control Point work together to
p rovide parts and equipment for nuclear
reactors in 73 U.S. submarines.

“ We ’ re responsible to supply any-
thing they need to maintain the re a c t o r s
and operate at a mission-capable rate,”
said Tony Kemp, DSCR weapons systems
s u p p o rt manager for nuclear re a c t o r s .

The 95 percent goal has existed since

T

C
Richmond Records 
Another Success in 
Navy Nuclear
Program



he contractor for an
electrical power
cable assembly met a
huge surge in orders
during the last half
of 2003 as overseas

military operations contin-
ued.

NSN 6150-00-255-8313
is on a long-term agreement
between Defense Supply
Center Richmond, Va., and
Federal Prison Industries
(UNICOR). The 50-foot-
long general cable is used to
connect generators, lights
and refrigerators and is a
very popular item for troops
deployed in remote loca-
tions.

Previously, demands
were between 800 and
1,000 a quarter. In the last
six months of 2003,
demands were 8,773.

To meet the demands,
the UNICOR contracting
team at DSCR developed a
plan with the UNICOR pro-
gram manager. UNICOR did
not have raw materials in
house to build this cable so
contracts had to be awarded
for the cable and connec-

1985. Due to funding shortfalls and the
shift of item management from the Navy
to DLA, supply availability for nuclear
reactors fell short much of the time.

Other challenges were spikes in
demand, unusual demand surges, a
l a rge number of critical safety items and
some bearings that were available last
year from foreign sources only.

To fix the situation, Richmond
established item managers with a single
focus on nuclear re a c t o r s .
R e p resentatives from the involved org a n-
izations meet every month to discuss
impediments. Funding is no longer an
issue, Kemp said.

By taking a proactive approach, the
team is able to identify “where we’re
going to fall short,” said Gus Liggon, a
deputy director of Business Operations.
The team’s approach to the challenge –
analyzing past demands and past per-
f o rmance, strong management support ,
taking pride in a job well done and re c-
ognizing the employees’ eff o rts – is a
good model, Liggon said.

“They put a lot of heart and soul
into getting this done on a re g u l a r
basis,” Kemp said. 

T

Contractor Meets
Huge Surge for

Electrical
Cable

Assembly

USS Seawolf (SSN 21) puts
to sea in the Narragansett Bay,
R.I., operating area. Defense
Logistics Agency supply cen-
ters provide parts and equip-
ment for nuclear reactors in 73
U.S. submarines. (U.S. Navy
photo courtesy of General
Dynamics)

tors. DSCR and the UNICOR
program manager worked
together with the cable con-
tractor, who started supplying
thousands of feet of cable a
week to the factory.

While cable was being
manufactured and shipped,
UNICOR set up a second shift,
and worked overtime as well,
to double their daily produc-
tion. UNICOR also suggested
that DSCR use an additional
UNICOR factory to build this
item. DSCR awarded other
delivery orders to the second
factory. The cable contractor
worked overtime to support all
the requirements.

The cable is used on
numerous National Stock
Number items. 
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 For more information,
call Lynn McCormick at 804-
279-4230 or DSN 695-4230 or
e-mail
lynn.mccormick@dla.mil or
Gayle Sexton at 804-279-3858
or DSN 695-3858 or e-mail
gayle.sexton@dla.mil.
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By Bill Martin and Gary Sandiford
Defense Supply Center Richmond

uilding on re l a t i o n s h i p s
and cooperative part n e r-
ships established while
bringing a series of airc r a f t
engines up to speed, the

Defense Supply Center Richmond,
Va., made an emergency pro c u re-
ment of a transmitter housing to
avoid the potential grounding of
the Navy’s F-14 B/D fleet. The
housing is an element of the engine
fuel flow transmitters on General
Electric F110-400 engines for the
B/D models of the F-14 fighter. If
the housing ru p t u res, fuel could
enter the engine bay with potential
f i re and catastrophic re s u l t s .

The housing had no National
Stock Number, was not pro v i-
sioned and had not been bought
since its introduction with the
F110-400 fleet in the late 1980s.
The Navy asked DSCR to assume
management of the housing for an
e m e rgency pro c u rement. Wi t h i n
24 hours, DSCR sent a letter of
intent to award to the contractor.
This allowed the contractor to
immediately begin ordering materi-

als and setting up manu-

facturing processes as DSCR pur-
sued an emerg e n c y, part - n u m b e re d
b u y. 

This emergency support suc-
ceeded due to the intensive collab-
oration between the Navy, DSCR’s
p roduct center for aircraft engines,
the F110 weapon system support
manager and the business re l a t i o n-
ships previously established during
engine summits, site visits and tele-
c o n f e re n c e s .

Faced with a growing stockpile
of aged aircraft engines, the
Defense Logistics Agency has
worked with the military serv i c e s
to adopt long-term planning for
repairs and multiyear contracts for
s p a re parts. For example, in a six-
year eff o rt, DLA and the Air Forc e
f o rged a reliable forecasting system
for spare parts inventories. DLA
engaged all the services to make
similar long-term commitments,
which involved multiyear deals
with DLA distribution centers and
original equipment manufacture r s .

DSCR chose the General
Electric F-series engines to be the
test model for partnering with cus-
tomers to develop a way of fore-
casting future re q u i rements and
i d e n t i f y i n g

s u p p o rt issues. These engines
power the B-1B, B-2, F-16 C/D, F-
14 and KC-135 and present very
complex challenges to serv i c e - l e v e l
p rogram management offices. The
common core re p resents a high
number of common piece part s ,
and this further adds to the com-
plexity of determining future
re q u i re m e n t s .

The commonality in piece
p a rts and the fact that the engines
w e re starting to cycle through a 10-
year Engine Structural Integrity
P rogram in 1997 also made the F-
series a good candidate.

DSCR, the Navy and Air Forc e
used forecasting models and
engine supportability processes to
d e t e rmine short-range depot
re q u i rements. Long-range fore c a s t-
ing for depot and field re q u i re-
ments could be obtained as much
as two years in advance. In addi-
tion, General Electric has connec-
tivity to the Web Customer
Account Tracking System and can
see future re q u i rements and pre-
p a re for pro d u c t i o n .

L a s t l y, total team collaboration
was accomplished between the F-
series weapon system support
m a n a g e r, customer teams, cus-
tomer support re p re s e n t a t i v e s ,
strategic supplier alliance teams,
p roduct centers and all thre e
i n v e n t o ry control points.

As a result, the seven engines
in the F-series are at all-time highs
for war readiness. The engine not
mission capable supply rates are

the lowest ever. 

Earlier Partner ships
Pay Off for Navy in
E m ergency Procur em ent

B

 The General Electric F110 engine is one of seven F-series engines that have
achieved all-time highs for war readiness thanks to partnerships between GE,
the Defense Logistics Agency and the Air Force and Navy.



By Joy Kre s s
DLA Public Affairs 

n September, the Defense
National Stockpile Center
became the first field
activity of the Defense
Logistics Agency to imple-

ment an environmental man-
agement system that conform s
to the Intern a t i o n a l

O rganization for
S t a n d a rdization 14001-1996.
It also integrates BSI-OHSAS
18001 occupational health
and safety management sys-
t e m s .

An April 2000 Executive
O rder said every applicable
agency must comply with EMS
by December 2005. Through a
c o m p ressed schedule, DNSC

met the re q u i rements two
years ahead of schedule.

With an intern a t i o n a l l y
recognized standard, every
person working for DNSC at
DLA headquarters as well as at
nine depots operating under
the National Storage Stockpile
P rogram is responsible for
understanding and using these
s t a n d a rds. 
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DNSC Implements

Environmental   
Management 
System

Lori Davidson, environmental
protection specialist at
Binghamton Depot, N.Y.;
Stephen Surface, chief of the
DNSC Environmental
Management Division; and
Cornel Holder, DNSC adminis-
trator, met with DLA
Environmental Management
System Manager Jean Shorett to
discuss their quarterly update
on the overall EMS confor-
mance of DNSC. (Photo by
Michael Dick)

I



DNSC Implements
Environmental   
Management 
System
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T h rough this compliance,
workers now act as a pro a c t i v e
p a rtner with supervisors and
management in addre s s i n g
c o n c e rns and suggestions in
day-to-day and long-term
operations to assure imple-
mentation and maintenance of
these environmental, safety
and occupational health stan-
d a rds. DNSC officials say
opening broader communica-
tion between laborers and
management contributes to
lowering overall liabilities at
these DNSC facilities by level-
ing the accountability of each
e m p l o y e e .

Leading the initiative,
Stephen Surface, chief of the
DNSC Enviro n m e n t a l
Management Division, built on
the strength of the existing
p rograms and the enthusiasm
of all of the employees
involved to integrate the vari-
ous policies of the new stan-
d a rds. “That’s the beauty of the
finished product,” Surf a c e
said. “In the end you see how
e v e ryone pulled together to
link every part of EMS into
the org a n i z a t i o n . ”

S u rface brought his experi-
ence in systems analysis and
knowledge of EMS to DNSC
f rom his work in the DLA
Executive Study Program in
2000 at the Potomac Electric
Power Company in Aquasco,
Md. 

“ We have learned that we
c a n ’t take big chunks of time
for training,” Surface said,
“even though a lot of training
was involved for our employ-

ees. We began to integrate the
training into our monthly safe-
ty meetings and began to inte-
grate training on CD-ROMs to
save time and expenses. It
helped us to maintain the
schedule I had set for us.” 

To obtain a rigoro u s
assessment of EMS, the Arm y ’s
Center for Health Pro m o t i o n
and Preventive Medicine was
chosen to audit three of the
depots as well as DLA head-
q u a rters in July 2003. The
Registrar Accreditation Board
c e rtified EMS auditors and
found DNSC in conform a n c e
with ISO 14001. Three of the
remaining depots will be
audited in July 2004. CHPPM
and DNSC are providing cer-
tificates, signed by Corn e l
H o l d e r, DNSC administrator,
to the DNSC facilities that
have completed EMS.

In October, Surface and
Jean Shorett, DLA EMS man-
a g e r, visited the two depots,
Binghamton and Scotia,
included in the first CHPPM
audit. Shorett was the Arm y ’s
EMS manager and served as
the chair of the Department of
Defense EMS Working Gro u p
b e f o re coming to DLA. She
wanted to visit the diff e re n t
DLA activities that can use
EMS to support their mis-
sions. 

“I think the best thing
about the implementation and
the audit was the response of
those in the field and how
they react to the system now, ”
S u rface said. “These workers
feel good about themselves

and their work under the new
system. Even with DNSC
downsizing, the morale was
v e ry good among the activi-
ties. For example, a mechanic
or a forklift operator is now an
active part of EMS. It makes
e v e ryone feel import a n t . ”

As part of the DLA EMS-
wide initiative, training was
p rovided in November during
a workshop at Fort Belvoir.
DNSC lessons learned were a
p a rt of a panel discussion at
the workshop.  “We hope
o ffering our lessons learned to
the other field activities will
help them to complete the
s t a n d a rd quickly and eff e c t i v e-
l y,” Surface said.

DLA Vice Director Maj.
Gen. Mary Saunders, USAF,
also recognized the DNSC
EMS team for its leadership at
the workshop.  She pre s e n t e d
c e rtificates of conform a n c e
with ISO 14001, the intern a-
tionally recognized EMS stan-
d a rd, to Holder and nine
DNSC depot managers on
behalf of their EMS teams. 

DNSC plans to continue
using CHPPM for its compli-
ance audits. Current compli-
ance for DNSC facilities
include DNSC headquart e r s ;
DNSC Baton Rouge Depot,
La.; DNSC Binghamton Depot,
N . Y.; DNSC Curtis Bay, Md.;
DNSC Hammond Depot, Ind.;
DNSC New Haven Depot,
Ind.; DNSC Point Pleasant
Depot, W. Va.; DNSC Scotia
Depot, N.Y.; DNSC Somerv i l l e
Depot, N.J.; and DNSC
Wa rren Depot, Ohio. 
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Environmental 
Management System

sing systematic enviro n-
mental management to
i m p rove the Defense
Logistics Agency’s overall
mission perf o rmance was
the theme of DLA’s

E n v i ronmental Management
System Training and
Implementation Workshop held
in November 2003 at Fort
B e l v o i r, Va. An expert lineup of

E n v i ro n m e n t a l
Management System

leaders, trainers
and practition-

ers engaged
DLA head-
q u a rters and
a c t i v i t y
employees on
how an EMS

is stru c t u re d
and how it can

impact the
A g e n c y ’s mission

and employees.
Executive Order 13148,

“ G reening of Govern m e n t
T h rough Leadership in
E n v i ronmental Management,”
re q u i res all appropriate federal
facilities to have an EMS in place
by Dec. 31, 2005. EMS is also
seen as an improved business
practice by the Office of Business
and Management and the
P re s i d e n t ’s Council on
E n v i ronmental Quality.
D e p a rtment of Defense EMS poli-
cy re q u i res DoD components to
implement EMS to support mis-
sion goals.

The purpose of DLA’s
E n v i ronmental Management
System workshop was to pro v i d e
a w a reness-level EMS training,
c reate a catalyst for implement-

ing EMS and begin integrating it
with Agency strategic goals. Jean
S h o rett, DLA EMS manager,
designed the training with expert
speakers from a wide range of
o rganizations presenting EMS
s t r a t e g y, training, inform a t i o n ,
tips and re s o u rces for implemen-
tation.  

DLA Vice Director Maj. Gen.
M a ry Saunders, USAF, was the
keynote speaker. She pro v i d e d
both personal and Agency per-
spectives on the importance of
s t rong environmental practices.
She also challenged part i c i p a n t s
to use EMS in improving DLA’s
overall perf o rm a n c e .

“I think EMS is so critical,”
Saunders said, “because it makes
us think about how we as a com-
munity and as citizens impact
the environment. We are not just
looking for compliance. We want
to focus on how we want to
implement the program and then
a g g ressively work through it. I
am here today because I support
this environmental system. DLA
is taking a leadership role in
making this re q u i rement a tool
for improving our overall per-
f o rmance – systematically accom-
plishing our environmental and
mission priorities. EMS is some-
thing we all do together. ”

Saunders also recognized the
Defense National Stockpile

U
Center EMS team for its leader-
ship. She presented Cert i f i c a t e s
of Conformance with ISO 14001,
the internationally re c o g n i z e d
EMS standard, to Cornel Holder,
DNSC administrator, and nine
DNSC depot managers on behalf
of their EMS teams. DNSC is the
first DLA field activity to imple-
ment the ISO 14001 standard
and has 10 of DoD’s 21 facilities
with an EMS in place.

John Coho, EMS lead in the
O ffice of the Deputy
U n d e r s e c re t a ry of Defense for
Installations and Enviro n m e n t ,
p rovided DoD perspective on
EMS. “EMS is a management
p rocess, not a program,” he said.
“It is a tool that allows imple-
mentation over time to pro v i d e
value to your organization.”  

Deputy Federal
E n v i ronmental Executive in the
O ffice of the Federal
E n v i ro n m e n t a l
Executive Ed
P i n e ro taught
a one-day
EMS train-
ing session.
He stepped
p a rt i c i p a n t s
t h ro u g h
p a rts of the
ISO 14001
EMS standard .
He also engaged

a Tool for 
DLA Mission
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By Tracy Sprague
Defense Reutilization and Marketing
S e rvice 

team of pro f e s s i o n a l s
f rom the Defense
Reutilization and
Marketing Service in
Battle Creek, Mich.,

and other federal agencies has
been working diligently to
i m p rove processing of haz-
a rdous materials.  While
DRMS is generally thought of
as re p resenting the last link in
the supply chain (disposal),
the team is looking at all phas-
es of the pro p e rty flow to find
better ways to deal with such
m a t e r i a l .

A continuous reduction in
the volume of hazardous mate-
rial submitted in good, usable
condition has motivated these
e ff o rts.  The percentage of
p ro p e rty that successfully gets
reused by other Defense
D e p a rtment customers, trans-
f e rred to other federal agen-
cies, donated to eligible re c i p i-
ents, or sold to the public has
been about 75 percent in years
past.  Curre n t l y, those num-
bers are a little over 50 per-
cent.  In many ways this tre n d
re p resents a good thing.  Less
good pro p e rty being turned in
means less risk for hazard o u s

D R M S

A

E n v i r o n m e n t

the audience in discussions of
the significance, goals and steps
to create EMS for DLA and its

activities. 
P i n e ro drew on his

b road experience
with EMS in indus-

t ry and govern-
ment as he
described what
EMS is, what it
involves and
how and why it

benefits org a n i-
zations.  

“The only way
you don’t need an

EMS would be if your
o rganization doesn’t consume
anything, if it doesn’t pro d u c e
waste and if it doesn’t use ener-
g y,” Pinero said. “EMS is not a
t rend. It is a valuable system that
is here to stay. It shouldn’t be
looked upon as something extra
you have to do. Overall, it pro-
vides better business practices
and sound management. Wi t h
EMS, everyone becomes account-
a b l e . ”

“An EMS,” Pinero continued,
“describes what will be done,
how the process will be meas-
u red and what indicators will
d e t e rmine when objectives
and targets have been
met. Every employee
in an org a n i z a t i o n
should know what
the EMS policy says
and where they fit in
making it happen.” 

Between chairing
sessions of a meeting
in Crystal City, Va . ,
Deputy Director of the
Vi rginia Department of
E n v i ronmental Quality Harry
G regori joined the group as
lunch speaker. He described his
experience implementing EMS at

Environmental 
Management System

a Tool for 
DLA Mission

Vi rg i n i a ’s DEQ. He also described
its importance in collaborating
with communities and state gov-
e rnments. He gave special re c o g-
nition to Defense Supply Center
Richmond for their community-
based EMS.

Acting Director of DLA
S u p p o rt Services Regina Bacon
was keynote speaker on the sec-
ond day of the workshop. She
expanded on Saunders’ themes
and asked attendees to identify
t h ree ways EMS could support
their mission goals. Shorett then
briefed the group on DLA-specif-
ic issues and took questions on
implementing EMS.  

EMS lessons learned were the
theme of a panel discussion. The
panel included Jimmy Parrish of
DSCR, Rob Davie, chief of the
Operations Division of the
R a d f o rd Army Ammunition Plant,
and Steve Surface and Lori
Davidson who led the DNSC
EMS team. Each discussed how
they approached implementing
EMS, provided practical advice
and outlined benefits. 

David Kling, director of the
U.S. Environmental Pro t e c t i o n
Agency Federal Facility
E n f o rcement Office, was lunch
speaker on the second day. He
complimented DLA on its leader-
ship in promoting “green pro d-

ucts” and outlined
ways EPA is consid-

ering using EMS
to stre a m l i n e
e n v i ro n m e n t a l
regulation. 

F o l l o w i n g
K l i n g ’s
re m a r k s ,
S h o rett divid-

ed part i c i p a n t s
into workgro u p s .

This facilitated ses-
sion used lively dis-

cussion to identify EMS
issues, concerns, opport u n i t i e s
and priorities that will be used in
D L A’s EMS strategy. 
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S Working to Improve 

p ro p e rty to get into the envi-
ronment, into the wro n g
hands or into the waste
s t ream.  Much of the decre a s e
is directly related to the new
“HM Pharmacy” concept
which reduces submissions to
the Defense Reutilization and
Marketing Office.  It also
means that suppliers (invento-
ry control points or ICPs) have
become much more pro f i c i e n t
in their ordering practices.  

The HM team is studying
commodity-based solutions to
i m p rove the process.  It is ana-
lyzing the types of pro p e rt y
being submitted, the locations,
the marketing enviro n m e n t ,
the reuse or sales potential
and history, and the quantities
and conditions of these com-
modities.  Based on the re s u l t s
of that analysis, it will decide
the best approach for handling
f u t u re submissions.  In addi-
tion to the commodity analy-
sis, the team is putting gre a t
emphasis on solving pro b l e m s
that are affecting this pro c e s s
such as the fees charged to
donation customers by the
states, and the misidentifica-
tion of hazardous waste as
h a z a rdous material when
p ro p e rty is submitted.

The team is also looking at

i n c reasing programs such as
re t u rn to manufacture r.  In
this program, the material is
re t u rned for reuse or re c y c l i n g
by the pro d u c t ’s manufactur-
ers.  As part of this eff o rt ,
DRMS is involving the inven-
t o ry control points to get that
concept written right into the
original pro c u rement con-
tracts.  This will have the
added benefit of leveling the
pricing playing field for
“ g reen” products out there .
How?  Many of the “gre e n ”
p roducts appear to be more
expensive.  If the manufactur-
ers of other products know
they will get the excess haz-
a rdous material back at the
end of its life cycle, the dis-
posal costs will be added to
the price of their products up
f ront.  This will eff e c t i v e l y
make purchasing “gre e n ”
p roducts a more viable solu-
tion, as they will now be more
competitively priced with the
others.  

Another possible area of

 For more information
about improving HM processing, contact Tracy Sprague, at DSN
932-5469 or Commercial 269-961-5469.

expansion involves consign-
ment programs such as the
one for lead-acid batteries.
This is an excellent enviro n-
mental program that has gre a t
potential for other commodi-
t i e s .

In September 2003,
DRMS clarified the pro c e d u re s
for acceptance of hazard o u s
material and hazardous waste.
P roper identification of all
h a z a rdous pro p e rty is step one
in cleaning up this pro c e s s .
Generators are already paying
for the disposal of pro p e rt y
with no reuse or sales poten-
tial.  The only change here is
to “call it like it is” – as haz-
a rdous waste instead of mate-
rials – when it is submitted.
This avoids keeping hazard o u s
p ro p e rty on hand, virt u a l l y
stagnant, for unnecessarily
long periods of time.
I n c reased storage time gre a t l y
i n c reases the potential for
spills, accidents, and notices of
violation for speculative accu-
mulation for disposal. 
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efense Supply Center
Richmond, Va., has
signed two long-term
contracts with Hupp
A e rospace/Defense of

New Haven, Ind., to pro v i d e
t a i l o red kits in support of U.S.
A rmy AH-64 Apache and CH-
47 Chinook helicopters.
The kits will play an integral
role in restoring full mission
capability to Apache and
Chinook units re t u rning fro m
Operation Iraqi Freedom and
Operation Enduring Fre e d o m .
In addition, the kits will sup-
p o rt maintenance operations
for AH-64 and CH-47 units
c u rrently deployed.

The combined total of the
contracts is $38.8 million,
including option years. The
AH-64 contract consists of one
generic kit per aircraft and one
d e s e rt kit per aircraft and pro-
vides for a two-year base peri-

od valued at $7.1 million.
The CH-47 contract is com-
prised of seven component
kits and provides for a two-
year base period valued at
$19.9 million. The contracts
p rovide for three additional
option years valued at $11.8
million combined.
A kit has all the mandatory
replacement parts to accom-
plish a particular mainte-
nance eff o rt. A generic kit
contains standard parts for
scheduled maintenance on
the AH-64, and a desert kit
p rovides parts for items that
experience an accelerated
level of wear in desert envi-
ro n m e n t s .
Customer requests for kits
will process electronically to
Hupp Aero s p a c e / D e f e n s e
with direct delivery for Arm y
units located in the United
States. Delivery to deployed

A rmy units will be via the
Defense Distribution Center.
This initiative establishes a
p a rtnership agreement with
Hupp and the Defense
Logistics Agency with the con-
c u rrence of the Army Av i a t i o n
and Missile Command to pro-
vide an integrated logistics
framework in support of opera-
tion and maintenance of Arm y
a i rcraft. These kits will stre a m-
line periodic maintenance
repair processes and ensure
availability of consumable part s
to meet Army aviation’s world-
wide operational
re q u i re m e n t s .

New Items
Kits for 

Helicopters
 A CH-47 Chinook helicopter carries
supplies to a Combined Medical
Assistance site at Marouf Valley,
Afghanistan. Defense Supply Center
Richmond has awarded contracts for kits
to restore full mission capability to CH-
47 and AH-64 helicopters returning
from service in Afghanistan and Iraq.
(U.S. Army photo by Spc. Gul A. Alisan)

Contracts 
Provide

R e t u r n i ng from Iraq, Afghanista n

D
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By Jessica Walter-Groft
Defense Distribution Center 
Command Affairs

he Procurement Office of
the Defense Distribution
Center, New
Cumberland, Pa., recent-
ly contracted with a local

company, Business Information
Group Inc. of York, Pa., to pro-
vide ink cartridges for Kyocera
Mita printers that are used at
many distribution depots for
printing military shipping labels,
including the 2-D barcode.

Based on the estimated
amount of toner needed annual-
ly, the DDC Procurement Office
was able to develop a contract
for a lower unit price.
Previously, separate orders for
replacement cartridges were
placed by each distribution cen-
ter or the DDC Contracting
Office. “With the new contract,
the depots can now place orders
under one basic contracting
document that was awarded on
a competitive basis and provides
a lower price than what was pre-
viously offered by the General
Services Administration,” said
Renee Cairo-Iocco, chief of the
Procurement Office.  Based on
the average previous price of the
cartridges, it is estimated that
this new contract will save an
average of 21.4 percent per
cartridge. 

DDC
Inks a
New Deal
and Saves
Money

Corporate Contract Aw a rded for
Aircraft Antenna 
Systems 

n add-on project was recently awarded to an existing con-
tract for 24 items that support various aircraft antenna sys-
t e m s .

The add-on portion includes a total of 24 stock re p l e n-
ishment national stock numbers managed by Defense

Supply Center Columbus, Ohio. AIL Systems, Inc., holds the indefi-
nite quantity corporate contract (No. SP0700-02-D-9711, Phase II).
All 24 additional NSNs are classified as Strategic Materiel Sourc i n g
(SMS) items, and the resulting add-on contract will reduce both the
p roduction and administrative lead-time for each item.
H e re are the added NSNs:
NSN N O M E N C L ATURE PA RT NUMBER
4820-01-264-4790, valve, linear, dire c t i o n C 1 1 2 1 7
5865-00-421-7641, antenna, special 3 6 3 9 2 1 - 1
5865-01-063-9013, module assembly 3 9 4 9 9 0 - 3
5985-00-045-4219, antenna D M N 9
5985-00-846-9028, antenna DMN 25-3
5985-00-948-2009, antenna DMN 4-20
5985-01-012-6734, antenna DMQ 20-3
5985-01-014-0360, antenna DMN 27-1a
5985-01-097-8681, antenna DM SE97-1
5985-01-166-1035, antenna 4 3 5 0 6 2 - 1
5985-01-171-3530, adapter assembly C A - 3 2 3 0
5985-01-180-6733, antenna D M Q 1 8 - 3
5985-01-216-7930, antenna DM CN2-1
5985-01-219-0896, antenna S 9 - 2
5985-01-254-0943, antenna D M N I 5 0 - 7 - 4
5985-01-318-8860, antenna, transponder DMNI 86-1
5985-01-348-8300, antenna 4 1 2 9 1 - 5 0 0
5985-01-358-9654, antenna D M 1 5 0 1 3 4 1 - 0 0 2
5985-01-392-0918, antenna D M - C 1 4 6 - 1 3 - 2
5985-01-395-0108, antenna D M - C 9 9 - 1 6 - 1
5985-01-443-0282, antenna DM Q71-1-1
5996-00-409-1487, amplifier, interm e d i a t e 3 6 0 0 6 5 - 1
5996-00-409-1488, amplifier, intermediate 3 6 0 0 3 8 - 1
5998-00-922-1611, electronic component 362229-1 

 For more information, contact David Nelson of
DSCC-PLC at 614-692-7893, or DSN 850-7893.

For prices and other product info rm at i o n ,
contact the DSCC Customer Contact (Call) Center at 614-692-2271, or
614-692-3191, Fax 614-692-1374 (DSN 850), or at e-mail addresses:
DSCC.Callcenter@DLA.mil, or DSCC.ESOC@DLA.mil. Product infor-

mation is also available online at WebCats at www. d s c r. d l a . m i l / p r o c u r e-
m e n t / C AT S / c r i . h t m . g r e g o r y. s p r o u s e @ d l a . m i l .

T
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he Defense Supply Center Columbus, Ohio, recently awarded an indefinite
quantity type contract to Jered Industries.

The award includes a total of 82 items -- 48 DSCC-managed National
Stock Numbers, 24 Defense Supply Center Philadelphia, Pa., NSNs, and 10
Defense Supply Center Richmond, Va., NSNs. The five-year contract (No.
SP0700-03-D-9751) will support various military services and includes 16

Strategic Materiel Sourcing NSNs.
This contract utilizes Electronic Commerc e / E l e c t ronic Data Interchange that

will ship material to stock. It is estimated that this action will reduce pro d u c t i o n
lead times by 10 to 30 percent for the stock ord e r s .

Defense Supply Center Columbus 
Awards Indefinite Quantity 
Contract for Various Code 
and Part Number Items

T

New Items

N S N
2 0 1 0 - 0 1 - 4 4 4 - 1 6 6 7
2 0 3 0 - 0 0 - 6 2 5 - 6 3 8 3
2 0 3 0 - 0 0 - 6 2 5 - 6 3 8 4
2 0 3 0 - 0 0 - 6 2 5 - 6 3 8 8
2 0 3 0 - 0 0 - 8 9 0 - 2 9 3 1
2 0 3 0 - 0 1 - 1 1 1 - 7 9 6 8
2 0 3 0 - 0 1 - 2 7 2 - 0 6 2 4
2 5 2 0 - 0 1 - 2 2 2 - 1 0 2 2
2 5 9 0 - 0 1 - 2 7 3 - 0 3 3 3
3 0 1 0 - 0 1 - 1 8 7 - 6 6 8 1
3 0 1 0 - 0 1 - 1 9 6 - 2 1 3 8
3 0 1 0 - 0 1 - 2 2 1 - 0 1 9 4
3 0 1 0 - 0 1 - 2 7 8 - 8 7 4 4
3 0 1 0 - 0 1 - 4 6 6 - 8 0 6 0
3 0 2 0 - 0 1 - 1 4 1 - 1 5 1 5
3 0 2 0 - 0 1 - 1 4 1 - 1 5 1 6
3 0 2 0 - 0 1 - 1 4 2 - 0 1 6 8
3 0 4 0 - 0 1 - 1 9 1 - 2 8 8 1
3 0 4 0 - 0 1 - 2 2 0 - 5 4 2 9
3 0 4 0 - 0 1 - 2 6 6 - 3 6 9 3
3 0 4 0 - 0 1 - 4 3 8 - 4 7 7 1
3 9 5 0 - 0 1 - 0 9 1 - 1 4 2 0
3 9 5 0 - 0 1 - 1 4 2 - 1 1 1 3
3 9 6 0 - 0 1 - 0 0 3 - 8 4 5 2
3 9 6 0 - 0 1 - 0 0 3 - 8 4 5 5
3 9 6 0 - 0 1 - 0 0 3 - 8 4 5 6
4 3 3 0 - 0 1 - 3 7 1 - 1 4 0 5

4 3 3 0 - 0 1 - 4 2 4 - 7 3 4 3
4 7 2 0 - 0 1 - 0 8 8 - 9 1 7 1
4 7 2 0 - 0 1 - 0 9 5 - 5 8 4 3
4 7 2 0 - 0 1 - 3 8 4 - 6 3 7 3
4 7 3 0 - 0 1 - 0 7 4 - 0 0 6 0
4 7 3 0 - 0 1 - 2 6 5 - 2 6 1 0
4 8 1 0 - 0 1 - 2 2 7 - 0 0 5 5
4 8 1 0 - 0 1 - 2 2 9 - 9 8 9 4
4 8 2 0 - 0 0 - 6 0 0 - 8 7 3 7
4 8 2 0 - 0 1 - 0 7 4 - 5 0 4 6
4 8 2 0 - 0 1 - 1 6 3 - 1 1 6 6
4 8 2 0 - 0 1 - 1 6 4 - 1 8 7 3
4 8 2 0 - 0 1 - 2 0 0 - 3 1 2 3
4 8 2 0 - 0 1 - 2 0 5 - 7 9 2 7
4 8 2 0 - 0 1 - 2 5 1 - 3 3 9 3
4 8 2 0 - 0 1 - 3 0 4 - 8 1 6 0
4 8 2 0 - 0 1 - 4 3 7 - 3 6 2 2
5 9 3 0 - 0 1 - 2 1 3 - 1 8 2 3
5 9 3 0 - 0 1 - 2 8 3 - 8 0 8 1
5 9 3 0 - 0 1 - 2 8 9 - 9 3 4 2
6 1 4 5 - 0 1 - 3 2 9 - 8 7 5 8
3 1 1 0 0 0 4 2 2 0 6 2 6
3 1 1 0 0 1 4 6 6 8 4 2 8
3 1 2 0 0 0 4 3 5 0 4 8 4
3 1 2 0 0 1 4 3 9 2 4 1 2
5 3 4 2 0 1 2 0 5 4 0 4 4
6 1 3 0 0 1 3 5 6 6 8 9 7
6 6 8 0 0 1 4 3 7 1 3 6 4

 For more information contact Estella Claytor of DSCC-PLC at 614-
7652, or DSN 850-7652.

For prices and other product information, contact the DSCC
Customer Contact (Call) Center at 614-692-2271, or 614-692-3191, 
Fax 614-692-1374 (DSN 850), or at e-mail addresses:
DSCC.Callcenter@dla.mil, or DSCC.ESOC@dla.mil. Product information is
also available online at WebCATS at w w w. d s c r. d l a . m i l / p r o c u r e m e n t / C AT S / c r i . h t m .

6 6 8 5 0 1 3 9 7 8 6 6 9
3 1 2 0 0 1 1 3 7 7 1 2 2
3 1 2 0 0 1 2 7 5 1 2 0 8
4 1 4 0 0 1 0 2 8 0 3 5 0
5 3 1 5 0 0 2 3 1 1 7 1 6
5 3 1 5 0 0 2 3 1 1 7 2 0
5 3 1 5 0 1 1 9 0 5 6 3 6
5 3 1 5 0 1 1 9 0 5 6 3 7
5 3 1 5 0 1 1 9 2 3 3 1 4
5 3 1 5 0 1 4 6 6 8 2 1 7
5 3 2 0 0 1 0 9 2 2 5 1 3
5 3 2 5 0 1 4 5 0 8 9 1 2
5 3 3 0 0 0 7 1 7 2 9 4 5
5 3 3 0 0 1 0 2 2 8 1 3 8
5 3 3 0 0 1 0 9 1 6 1 4 8
5 3 3 0 0 1 2 9 1 5 6 9 8
5 3 3 0 0 1 4 3 8 7 2 5 6
5 3 3 0 0 1 4 6 6 7 2 7 7
5 3 4 0 0 1 3 6 9 3 2 2 1
5 3 6 0 0 0 6 8 9 3 7 6 4
5 3 6 0 0 1 2 7 8 7 6 0 6
4 0 2 0 0 1 4 6 0 8 3 7 8
5 3 1 0 0 1 4 6 6 6 4 9 4
5 3 1 0 0 1 4 6 9 2 4 8 3
5 3 1 5 0 1 4 6 6 8 1 4 2
5 3 1 5 0 1 4 6 6 8 1 4 3
5315014668327 

efense Supply Center
Columbus, Ohio, awarded
additional National Stock
Numbers to an already
established indefinite

quantity corporate contract.
The items were added in June

2003, to the T&M Distributors
Inc., contract (No. SP0700-99-D-
9725). The award includes 47
DSCC-managed items, mostly
stock replenishment NSNs. Of the
47 NSNs awarded to T&M
Distributors, 10 are in the
Strategic Materiel Sourcing cate-
gory.

Orders are to be issued using
Electronic Data Interchange, and
the contract delivery time ranges
from 20 to 150 days.

4 7Items   
to     

Quantity    

 For more information
contact Esther Hayden of DSCC-
PLC at 614-692-4727, or DSN
850-4727.

For prices and other
product information, contact
the DSCC Customer Contact
(Call) Center at 614-692-2271, or 
614-692-3191, Fax 614-692-1374
(DSN 850), or at e-mail address-
es: DSCC.Callcenter@dla.mil, or
DSCC.ESOC@dla.mil. Product
information is also available
online at WebCATS at
www.dscr.dla.mil/procurement/CA
TS/cri.htm.

D



n May 2003, the  Defense
Supply Center Columbus,
Ohio, awarded 624
National Stock Numbers
on indefinite quantity-type
corporate contracts to five

companies.
Split awards were issued

to Nestor Sales, Kampi
Components, Summit
Associates, Yale Electric and
G . W. Lisk. This award (con-
tract Nos. SP0700-03-D-
9722 through 9727) consists
of items in 47 Federal Stock

Classes including 622 S9C
NSNs, 29 S9E and 12
Defense Supply Center
Richmond, Va., managed
NSNs. Of the 624 NSNs, 116
NSNs are in the Strategic
Material Sourcing category.
Items are available for vari-
ous lead times for stock
replenishment. Orders are to
be issued using VAN or
E l e c t ronic Mail award notifi-
cation containing Web links
to electronic copies of the
o rd e r s .

I
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 For more information contact Eric Miller of DSCC-PLC, at
614-692-7627, or DSN 850-7627.

For prices and other product information, contact the
DSCC Customer Contact (Call) Center at 614-692-2271, or 
614-692-3191, Fax 614-692-1374 (DSN 850), or at e-mail addresses:
DSCC.Callcenter@dla.mil, or DSCC.ESOC@dla.mil. Product informa-
tion is also available online at WebCATS at www.dscr.dla.mil/procure-
ment/CATS/cri.htm.

The 624 NSNs fall into the following Federal Stock Classes:
F S C C M A
1 0 0 5 S 9 C
2 0 1 0 S 9 C
2 0 4 0 S 9 C
2 5 1 0 S 9 C
2 5 2 0 S 9 C
2 5 3 0 S 9 C
2 5 4 0 S 9 C
2 5 9 0 S 9 C
2 8 0 5 S 9 C
2 8 1 5 S 9 C
2 9 1 0 S 9 C
2 9 2 0 S 9 C
2 9 3 0 S 9 C
2 9 4 0 S 9 C
2 9 9 0 S 9 C
3 0 1 0 S 9 C

F S C C M A
3 0 2 0 S 9 C
3 0 4 0 S 9 C
3 9 5 0 S 9 C
4 0 3 0 S 9 C
4 3 1 0 S 9 C
4 3 2 0 S 9 C
4 3 3 0 S 9 C
4 4 4 0 S 9 C
4 6 1 0 S 9 C
4 7 1 0 S 9 C
4 7 2 0 S 9 C
4 7 3 0 S 9 C
4 8 1 0 S 9 C
4 8 2 0 S 9 C
4 9 1 0 S 9 C
4 9 4 0 S 9 C

F S C C M A
5 3 4 2 S 9 G
5 9 1 0 S 9 E
5 9 3 0 S 9 E
5 9 3 5 S 9 E
5 9 5 0 S 9 E
5 9 6 0 S 9 E
5 9 6 1 S 9 E
5 9 6 2 S 9 E
5 9 8 5 S 9 E
5 9 9 9 S 9 E
6 6 1 0 S 9 G
6 6 2 0 S 9 G
6 6 2 5 S 9 E
6 6 8 5 S 9 G
6 6 9 5 S9G 

The added NSNs:
1 0 4 0 - 0 0 - 0 1 9 - 2 9 9 2
2 0 3 0 - 0 1 - 2 0 7 - 1 3 1 7
2 9 1 0 - 0 1 - 3 5 1 - 5 9 8 7
2 9 4 0 - 0 0 - 1 3 6 - 1 1 3 3
2 9 4 0 - 0 0 - 4 6 0 - 6 9 7 9
2 9 4 0 - 0 0 - 4 9 4 - 9 4 9 1
2 9 4 0 - 0 0 - 5 2 5 - 8 5 0 9
2 9 4 0 - 0 0 - 8 7 5 - 9 5 7 5
2 9 4 0 - 0 0 - 9 1 1 - 9 3 9 3
2 9 4 0 - 0 1 - 1 2 1 - 0 1 3 8
2 9 4 0 - 0 1 - 1 5 1 - 6 3 7 5
2 9 4 0 - 0 1 - 1 7 4 - 4 1 2 9
2 9 4 0 - 0 1 - 1 8 7 - 9 4 4 8
2 9 4 0 - 0 1 - 2 6 4 - 0 7 1 5
2 9 4 0 - 0 1 - 2 7 2 - 4 7 3 0
2 9 4 0 - 0 1 - 3 5 8 - 8 6 9 9
2 9 4 0 - 0 1 - 3 5 9 - 1 1 8 7
2 9 4 0 - 0 1 - 3 6 8 - 1 0 8 1
2 9 4 0 - 0 1 - 3 7 2 - 9 1 4 6
2 9 4 0 - 0 1 - 4 2 2 - 5 5 6 7
2 9 4 0 - 0 1 - 4 3 5 - 6 4 7 2
2 9 4 0 - 0 1 - 4 3 8 - 5 6 8 0
2 9 4 0 - 0 1 - 4 4 6 - 9 2 4 2

    Added 
I n d e finite   
C o rp o rate 
C o n t ra c t

6 2 4
I t e m s

New Indefinite 
Quantity-Type 
Corporate 
Contract 
Award Provides

2 9 4 0 - 0 1 - 4 5 1 - 9 2 7 8
2 9 4 0 - 0 1 - 4 5 2 - 9 9 6 6
2 9 4 0 - 0 1 - 4 5 3 - 8 2 4 1
2 9 4 0 - 0 1 - 4 6 7 - 9 5 9 6
2 9 9 0 - 0 0 - 4 2 3 - 9 1 0 5
2 9 9 0 - 0 1 - 0 4 4 - 6 4 2 6
2 9 9 0 - 0 1 - 1 8 4 - 4 5 7 3
2 9 9 0 - 0 1 - 2 2 5 - 7 0 3 8
2 9 9 0 - 0 1 - 2 5 4 - 7 5 6 2
2 9 9 0 - 0 1 - 3 8 2 - 2 8 5 4
4 3 1 0 - 0 0 - 7 8 9 - 6 8 6 1
4 3 1 0 - 0 1 - 4 5 1 - 0 3 4 5
4 3 3 0 - 0 1 - 0 8 3 - 1 8 9 8
4 3 3 0 - 0 1 - 2 3 2 - 8 3 0 5
4 3 3 0 - 0 1 - 2 9 0 - 3 8 9 0
4 7 1 0 - 0 1 - 3 7 0 - 5 5 4 2
4 7 2 0 - 0 0 - 9 7 6 - 5 4 0 6
4 7 2 0 - 0 1 - 2 3 3 - 2 4 2 4
4 7 2 0 - 0 1 - 2 3 5 - 4 7 8 5
4 7 2 0 - 0 1 - 2 4 2 - 3 1 4 9
4 7 2 0 - 0 1 - 3 7 5 - 1 9 3 0
4 7 3 0 - 0 1 - 1 7 5 - 1 1 6 8
4 7 3 0 - 0 1 - 3 6 5 - 0 6 8 6
4730-01-397-7049 
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New Items

n September 2003, Defense Supply
Center Columbus, Ohio, awarded addi-
tional items to an already established
indefinite quantity corporate contract for
aerospace items.

A total of 32 National Stock Numbers
were added to the Kaiser Aerospace contract
(No. SP0700-99-D-9734). Of those, 30 are in
the Strategic Materiel Sourcing  category.
Items are available in 45 to 210 days as main-
ly stock replenishment orders. All orders will
be issued via e-mail notification of Automatic
Delivery Orders.
Here are the added NSNs:
3 0 2 0 - 0 1 - 1 6 1 - 8 2 2 4
3 0 4 0 - 0 0 - 8 5 8 - 0 5 8 4
4 7 2 0 - 0 1 - 3 1 1 - 7 2 1 7
4 7 2 0 - 0 1 - 4 2 9 - 5 3 9 2
4 7 3 0 - 0 0 - 0 3 8 - 3 2 0 0
4 7 3 0 - 0 0 - 0 5 2 - 6 4 1 7
4 7 3 0 - 0 0 - 0 6 3 - 3 7 4 1
4 7 3 0 - 0 0 - 2 0 3 - 4 3 2 4
4 7 3 0 - 0 0 - 2 0 3 - 4 3 2 5
4 7 3 0 - 0 0 - 3 3 1 - 6 8 5 3
4 7 3 0 - 0 0 - 3 9 4 - 9 6 0 0
4 7 3 0 - 0 0 - 5 3 6 - 9 5 7 5
4 7 3 0 - 0 0 - 6 7 3 - 1 8 1 6
4 7 3 0 - 0 0 - 6 7 3 - 1 8 1 8
4 7 3 0 - 0 0 - 6 7 3 - 3 2 5 5
4 7 3 0 - 0 0 - 8 9 1 - 4 2 8 6

4 7 3 0 - 0 0 - 9 0 9 - 9 8 3 6
4 7 3 0 - 0 0 - 9 0 9 - 9 8 3 7
4 7 3 0 - 0 0 - 9 1 2 - 0 9 0 4
4 7 3 0 - 0 0 - 9 7 2 - 5 9 2 5
4 7 3 0 - 0 0 - 9 9 2 - 1 3 5 9
4 7 3 0 - 0 1 - 0 4 0 - 5 9 2 4
4 7 3 0 - 0 1 - 2 1 2 - 9 5 4 9
4 7 3 0 - 0 1 - 3 1 7 - 8 2 5 1
4 7 3 0 - 0 1 - 3 9 9 - 0 8 4 9
4 7 3 0 - 0 1 - 4 2 8 - 9 8 6 9
5 9 0 5 - 0 0 - 1 0 9 - 2 8 1 0
5 9 3 0 - 0 0 - 1 0 9 - 2 8 2 9
5 9 3 0 - 0 0 - 6 2 2 - 7 9 7 5
5 9 3 0 - 0 0 - 7 5 5 - 7 4 5 4
5 9 3 0 - 0 1 - 4 2 9 - 9 1 5 7
5990-00-173-2816 

I

D e fense Supply
Center Columbus 

Adds Items to 
Corporate 
C o n t r a c t

efense Supply Center Columbus, Ohio,
recently awarded additional National Stock
Numbers to an already established indefi-
nite quantity corporate contract.
Added to the BTMC Corporation contract

(No. SP0700-99-D-9723), were 24 DSCC-managed
items, mostly stock replenishment NSNs. Of the 24
NSNs awarded, eight are in the Strategic Materiel
Sourcing (SMS) category. Orders are to be issued
using Electronic Data Interchange, and the contract
delivery time will range from 20 to 185 days.

The added NSNs:
2940-00-024-4820
2940-01-058-8095
2940-01-148-1478
2940-01-178-5405
2940-01-182-0937
2940-01-204-3288
2940-01-205-8735
2940-01-383-5872
2940-01-406-0322
2940-01-411-3962
2940-01-430-5476
2940-01-438-5881

D

Additions Made
t o D S C C
C o r p o r at e
C o n t r ac t

2990-00-722-5116
2990-01-179-2586
2990-01-227-7364
2990-01-285-9666
2990-01-361-2496
2990-01-368-7674
4310-00-228-1107
4310-00-405-1761
4330-01-455-8499
4330-01-458-8707
4720-01-375-1929
4730-01-173-4124 

 For more information, contact Esther Hayden of DSCC-PLC
at 614-692-4727, or DSN 850-4727.

For prices and other product information, contact the
DSCC Customer Contact (Call) Center at 614-692-2271, or 614-692-
3191, Fax 614-692-1374 (DSN 850), or at e-mail addresses:
DSCC.Callcenter@dla.mil, or DSCC.ESOC@dla.mil. Product information
is also available online at WebCATS at www.dscr.dla.mil/procure-
ment/CATS/cri.htm.
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n January 2004, Defense Supply Center Columbus, Ohio, award e d
additional items to a contract supporting maritime and aero s p a c e
weapon systems.

Contract No. SP0700-02-D-9730, P00004, awarded to Dry t e c h ,
Inc., includes five stock replenishment National Stock Numbers man-

aged by DSCC. Of those, four are Strategic Materiel Sourcing NSNs.
D e l i v e ry times range from 39 to 100 days for primarily military made-to-
o rder items.
H e re are the added NSNs:
4 4 4 0 - 0 0 0 - 6 4 - 8 5 5 4
4 4 4 0 - 0 0 8 - 6 6 - 6 1 3 0

For more information, con-
tact Carol Knierim, DSCC-PLC, at
614-692-7712, DSN 850-7712, or
by e-mail at Carol.Knierim@dla.mil.

For prices and other pro d-
uct info rm at i o n , contact the
DSCC Customer Contact (Call)
Center at 614-692-2271, or 614-692-
3191, Fax 614-692-1374 (DSN 850),
or at e-mail addresses:
DSCC.Callcenter@dla.mil, or
DSCC.ESOC@dla.mil. Product infor-
mation is also available online at
We b C ATS at www. d s c r. d l a . m i l / p r o-
c u r e m e n t / AT S / c r i . h t m .

I
Defense Supply Center Columbus Aw a rds Contract
For Additional Maritime, Aerospace Items 

n November 2003, the Defense Supply Center
Columbus, Ohio, awarded additional National Stock
Numbers to an existing Corporate Contract (No.
SP0700-02-D-9706, P00004) with Dre s s e r- R a n d .

The contract with Dre s s e r-Rand, a designer, man-
u f a c t u rer and service provider of services for standard and
e n g i n e e red steam turbines and turbine generator systems,
s u p p o rts maritime application items. It includes 19 stock
replenishment NSNs managed by Defense Supply Center
Columbus. Four of the items are in the Strategic Material
S o u rcing category, and delivery days range from 90 to 240
days for primarily military made-to-order items. 
The added NSNs:
2825-00-528-5804
2825-01-003-6255
4820-00-122-6097
2825-01-010-8065
2825-01-052-1647
2825-01-218-7477
4420-01-287-2366
3020-01-008-5298
4820-01-154-8025

Items Added to
DSCC Corporate

C o n t r a c t

I

 For more information, contact Pam Ritch of
DSCC-PLC at 614-692-2187, or DSN 850-2187 (e-
mail: Pamela.ritch@dla.mil).

For prices and other product informa-
tion, contact the DSCC Customer Contact (Call)
Center at 614-692-2271, or 614-692-3191, Fax 614-
692-1374 (DSN 850), or at e-mail addresses:
DSCC.Callcenter@dla.mil, or DSCC.ESOC@dla.mil.
Product information is also available online at
WebCATS at w w w. d s c r. d l a . m i l / p r o c u r e m e n t / C AT S / c r i . h t m .

4820-01-169-9685
2825-00-421-7501
4810-01-316-2387
4820-00-337-1046
2825-00-383-6688
3020-00-241-4406
2825-00-778-4848
4820-00-390-3781
4820-01-278-4067
4820-01-324-2709 

4 4 4 0 - 0 1 2 - 4 8 - 3 1 0 9
4 4 4 0 - 0 1 3 - 4 4 - 6 8 8 7
4440-014-85-8740 

n May 2003, Defense Supply Center Columbus,
Ohio, awarded a 10-year indefinite quantity cor-
porate contract (No. SP0700-03-D-9730), to
Rockwell Collins Inc., in support of a variety of
e l e c t ronic items.

The award includes items contained in the price
list dated Nov. 1, 2002. A total of 699 National Stock
Numbers were determined fair and reasonable, and
84 of the NSNs are classified as Strategic Material
S o u rcing (SMS) items. The resulting contract concen-
trated in Federal Stock Classes 5905, 5910, 5915,
5930, 5935, 5945, 5950, 5955, 5961, 5962, 5985,
5999, 5998 and 5885, will reduce both the pro d u c-
tion and administrative lead time for each of the
NSNs cross re f e renced to the price list. 

In the future, additional items may be added to
this contract via the add and delete clause of the con-
tract. 

I

New 10-year
Corporate Contract
Covers 699
Electronic Items

 For more information, contact David
Nelson (DSCC-PLC) at DSN 850-7893, or 614-
614-692-7893.

For prices and other product infor-
mation, contact the DSCC Customer Contact
(Call) Center at 614-692-2271, or 614-692-3191,
Fax 614-692-1374 (DSN 850), or at e-mail
addresses: DSCC.Callcenter@dla.mil, or
DSCC.ESOC@dla.mil. Product information is also
available online at WebCATS at
w w w. d s c r. d l a . m i l / p r o c u r e m e n t / C AT S / c r i . h t m .
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New Items

C ro s s

NSN: 9925-01-503-0248

This plain, solid metal cross measures 21/4'' and is sold only in bags of 25.  
It is nickel-plated, chain not included. 

Field Item

The Chaplaincy Logistical Support Package (CLSP) is now available to customers.
The CLSP is a lightweight, durable, protective container that enables brigade and
battalion Unit Ministry Teams to perf o rm their religious support missions in any
e n v i ronment.  The CLSP is able to carry two chaplain resupply kits and will trans-
p o rt unit-supplied items such as a notebook computer, assorted publications,
f o rms and personal religious items re q u i red by a chaplain.  Additionally, the CLSP
container functions as a portable altar, field desk and workstation.  Chair not
included.  The following NSNs are available for the CLSP and its components:

N S N D e s c r i p t i o n
9 9 2 5 - 0 1 - 4 7 9 - 5 3 1 9 CLSP (Desk w/Sacramental Linens)
9 9 2 5 - 0 1 - 4 9 5 - 0 4 9 1 Desk only
9 9 2 5 - 0 1 - 4 9 5 - 0 5 0 0 Sacramental Linens only

Jewish Items

We now supply a variety of Hanukah candles that can be used with Menorah,
NSN: 9925-01-465-9311.

N S N I T E M Q U A N T I T Y
9925-01-497-4384  Candle, Multi-Colored, 1/2 Hour Burn Time, 44 PER BOX
9925-01-497-4386  Candle, Blue & White, 1/2 Hour Burn Time, 44 PER BOX
9925-01-497-4389  Candle, White, 1/2 Hour Burn Time, 44 PER BOX
9925-01-497-4390  Candle, Colored, Beeswax, Twisted Premium, 44 PER BOX
9925-01-497-4391  Candle, Blue & White, 7'' Ta p e red Premium, 44 PER BOX
9925-01-497-4392  Candle, White, 7'' Ta p e red Premium, 44 PER BOX

New Additions to
Chaplain’s Corner       .



Strategic   
Material 

Bearings 
Added to Long-term Contract

s part of an ongoing effort to establish long term
contracts in support of Strategic Material Source
bearings, the Defense Supply Center Richmond, Va.,
product center for bearings has added 212 bearing
National Stock Numbers to an existing long-term

contract with Mody Aerospace.
DSCR continues to forge strong relationships with the

small business community. Mody Aerospace, located in
Richardson, Texas, is qualified as a small, disadvantaged firm
under section 8(a) of the Small Business Act.

This contract has an estimated annual value of $225,688
and will bring sustained support to these critical bearings.

 For information concerning ordering
procedures against this contract, contact
Mark Schultz at 804-279-3848 or DSN 695-3848 or
e-mail mark.schultz@dla.mil

 For more information,
contact Lisa Raucheisen at
215-737-3057;  DSN:
444-3057 or email:
lisa.raucheisen@dla.mil. Visit
DSCP on the Web at:
www.dscp.dla.mil.

 Muslim Items

N S N D e s c r i p t i o n
9925-01-497-9872  Book, Fiqh Made Easy, A Basic Textbook in Fiqh
9925-01-497-9817  Book, Speaking for Change (A Guide to Making Effective 

Friday Serm o n s )
9925-01-497-9822  Book, Islam in Focus
9925-01-497-9899  Book, The Story of Mary and Jesus
9925-01-497-9902  Book, The Muslim Marriage Guide
9925-01-497-9854  Book, Tajwid: The Art of Recitation of the Holy Qur’an
9925-01-497-9933  Book, Islamic Aqidah and Fiqh
9925-01-497-9896  Calendar, Hijrah 
9925-01-497-9908  Book, Riyadh Us-Saleheen, Two Vo l u m e s
9925-01-497-9880  Tape, Juz’Amma Recitation 

A
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Order your copy
Call Customer Service at 
1-800-433-2304 or
Email
customer_service@nib.org

The new Javits-Wagner-O’Day (JWOD)
Catalog for 2004 is the federal cus-
tomer’s reference guide to JWOD
mandatory source items with descrip-
tions and ordering instructions for over
2600 SKILCRAFT and other JWOD
products.

Choose a print copy or a 
CD Rom

SKILCRAFT and other JWOD products are created by people who are blind or have other severe disabilities 
working in agencies associated with National Industries for the Blind (NIB) and NISH.

The NEW JWOD 
Catalog is Here!

The NEW JWOD 
Catalog is Here!

S t o r e f r o n t
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Who to call
DIRECTORIES

LISTING 
DCSO CSR 
OCONUS 
DLA-P 
LNO
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Who to call
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Who to call
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Who to call
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Who to call

C
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Conf & Expos
The 2004 Defense Medical &

Procurement Conference
Developing Business...Building Alliances

June 21-23, 2004
Baltimore Convention Center

Baltimore, Maryland

The 2004 Defense Medical & Procurement Conference is a unique opportunity to not only
learn about the $4 billion annual investment made by the federal government in the area of medical
research, but will help to build a stronger relationship among industry, community, government,
and academia involved in medical research, communication, and contracting. 

See www.marketaccess.org/MEDCONF.asp for current information and updates.



Subsistence 
Wo rl dw i d e
Customer Confe re n c e

at the
Henry B. Gonzales Convention Center

Conf & Expos

Join us in San Antonio, Texas, July 20-21, 2004,
for the Defense Supply Center Philadelphia's

Subsistence Worldwide Customer 
Conference & Food Show.

Presented by the Defense Supply Center Philadelphia.  As America's military and federal
agency food supplier, learn how the Subsistence team is continually looking for new and inno-
vative ways to serve you. Network and share your ideas with Subsistence suppliers and ven-
dors. Taste the best our exhibitors have to offer as you stroll through the food show. This con-
ference offers the unique opportunity to participate in informative workshops. Learn what
DSCP is doing to get you the right item, at the right time, at the right place.  For more infor-
mation call the Conference Hotline at  215-737-5300, or visit the DSCP Web site at
www.dscp.dla.mil 

&

at

Valley Forge 
Convention Center
Valley Forge, Pa.

Suppliers’ Conference
Oct. 19, 2004 - Oct. 21, 2004

Presented by the Defense Supply Center
Philadelphia’s General & Industrial Directorate.

For more information and details,
contact Barbara.hutz@dla.mil 
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To report instances of alleged fraud, waste, abuse or
mismanagement in DLA/DoD programs or operations,
contact one of the following:

 The DLA Complaint Program Web site at: 
www.dla.mil/dcia

 The DLA Complaint Program at: 
1-800-411-9127 or DSN 427-5447
Fax 703-767-5423/DSN 427-5423

 Write to the DLA Complaint Program:
Complaint Investigations (DI)
Defense Logistics Agency
8725 John J. Kingman Road, Suite 2358
Fort Belvoir, VA   22060-6221

 The DoD Defense Hotline Program Web site at: 
www.dodig.osd.mil/hotline

 The DoD Defense Hotline Program at: 
1-800-424-9098 or

 Write to the DoD Defense Hotline Program:
Defense Hotline
The Pentagon
Washington, DC 20301-1900

 The DoD Defense Hotline e-mail at:
hotline@dodig.osd.mil 

Waste, Abuse 
or Mismanagement

Report Fraud, 
T O request copies of

LogLines, or to

change your mailing

address or quantity

please contact us at:

H e a d q u a rters, Defense Logistics Agency
Office of Public Affairs

8725 John J. Kingman Road
Suite 2545

Fort Belvoir, VA 22060-6221

E-mail: LogLinessub@dla.mil

We want to
hear 

from YOU!
Is there a topic of interest to

you and perhaps other
military customers, that
you would like to see in

LogLines?  Do you have a
comment about an article
that appeared in LogLines?    
If so, we would like to hear

from you.  You can send 
e-mails to the editorial staff

at the following e-mail
address:  LogLines@dla.mil.



Defense Logistics Agency
Public Affairs Office (DP), Suite 2545
8725 John J. Kingman Road
Fort Belvoir, VA 22060-6221

D E F E N S E  L O G I S T I C S  A G E N C Y
www.dla.mil

DLA Mission:
To provide best value logistics support to America’s Armed Forces, 

in peace and war…around the clock, around the world.

DLA Vision:
Right item, right time, right place, right price. Every time…best value solutions for

America’s warfighters.


