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In This Issue

Let’s see a show of hands from all of us who 
thought winter would never end…

Whew, we made it and we can finally let 
the good times roll! Oh, that reminds me of 
a song by The Cars, and also reminds me it 
might be time to make sure there is plenty 
of Ice, Ice Baby to go around for cold drinks 
served to visiting guests…

At the time this particular In This Issue was 
written, we finally enjoyed a truly nice day 
for 2018, one that I actually had to use the 
air conditioning in the car, did not have a 
toque, gloves on, not even a jacket!

Imagine if we could run winter in reverse, 
gives us a few weeks of real nastiness then 
tapers off to a beautiful fall. Spring, well we 
can skip you and your sogginess, however 
we do like those nice refreshing breezes you 
bring. I don’t think we can reverse Mother 
Nature, but you might be able to perform an 
Electronic Reverse Auction. Check out the 
Part 1 article contained within to learn more! 

Though the day was nice, finally switching 
the air conditioning off and opening the 
windows in our family truckster, I wonder if 
it is the Best and Final Offer Mother Nature 
can provide weather-wise. I challenge the 
forecast to find out, using hints contained 
in Shannon Moon’s article entitled BAFO: 
Best and Final Offer where she provides 
insight of when and where this procurement 
practice is useful.

This issue certainly contains much barbequed 
food for thought when it comes to new 
procurement practices such as the ones 
mentioned above. The winds of change also 
provide some further discussion towards 
E-Bidding and whether or not to take the 
plunge in the deep end in Ask Erb. 

As green as our lawns are (finally) there is another green 
to consider: Going Green and Getting More Social 
where Tim Reeve explores results from The Municipal 
Collaboration for Sustainable Procurement release of the 
2017 State of the Nation Report. Some of the results have 
clearly revealed public procurement is not always based on 
best price, but best value for our health, environment, and 
communities are additional topics to consider.

Gaining much attention in the news was the increase in 
minimum wage from $11.60 per hour to $14.00. How did 
Bill 148 affect your organization? In Fair Workplaces, 
Better Jobs Act, 2017, Scott Agnello explores how it 
affects public agencies, especially outside contracts. 

And speaking of grabbing the headlines, in Media 
Coverage of Public Procurement, Tony DiDomenico 
takes a look at how the potential of a mountain can be 
created out of a mole hill if we are not mindful to abide by 
our internal procurement policies. 

Also In This Issue, Michelle Palmer, OPBA President provides 
an insightful look at the 2018 OPBA Strategic Plan and 
how the board has committed to priorities focused on 
education. Sounds like a great plan!

And speaking of summer weather, it reminds us of summer 
concert festivals to enjoy. It’s always great to see and 
hear a live band playing some of your favorite songs, or 
maybe some great original material for you to add to your 
music collection and support the spotlight on the aspiring 
artists. Speaking of spotlight, this time it shines on the 
procurement functions of the South East Addictions & 
Mental Health Network.

And what is this?? It appears to be a Conference Teaser 
to celebrate the 60th anniversary of the OPBA which will be 
hosted this year in the Region of Waterloo, promising three 
days full of networking, team building and educational 
opportunities to take advantage of during your stay.

So from all of us, please have a safe and happy summer. It 
seems it’s over before we know it, and as the saying goes, 
“You need to make hay while the sun shines…”

In This Issue
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Media Coverage Of Public Procurement

Media Coverage Of Public Procurement
Tony Di Domenico, Manager of Purchasing Services, Mohawk College

Have you sometimes noticed the following visual comparison for media reporting?

How it’s reported:The issue: 

When something goes wrong in a public institution no matter how small, the 
affected outside party wants to bring fault to the institution for being allegedly 
wronged. In addition, as we all know, there are three sides to every story: Their 
side, our side and the truth. Ours usually being closer to the truth, right?  
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Media Coverage Of Public Procurement

Now, let’s take a step back. The problem probably 
was not a “procurement” issue per se. The only 
thing is when it happened, procurement was not 
involved. Sometimes user departments will start to 
“research” a potential solution and in doing so, they 
will take that step where they contact one or two or 
more suppliers and start getting some information 
from them, maybe then they get a little zealous 
and start getting pricing form them and asking for 
discounts etc. Maybe, then, just maybe, they may 
start pitting one against the other or if they have 
a “favoured” one, they may give a little hint as to 
what the price should be. Now, I’m not saying this 
happens, I’m saying this could be an example.

Of course, this is bad. So, they take it a step further 
because they need this quickly and it’s late in the 
game because they just wasted months on doing 
their own research. Time is then of the essence and 
there is no time for a procurement process. In some 
cases, they verbally give the award to the company 
and hope to just push it through. Then something 
goes wrong, it gets stopped, the attempt to Single 
Source the product/service fails, there has to be a 
competitive process. So skip to the end where the 
bidder promised the work does not get it, and then 
starts the story.

So the angered proponent runs to the local 
newspaper or TV station, directly to the reporter 
who goes out on behalf of the taxpayer and the 
story is potentially blown out of proportion.

When times are tight, work is hard to come by and 
everyone is feeling the pinch, procurement entities 
may become the target of the people, and the 
media are seen as guardians of the public purse. 
EXTRA, EXTRA, READ ALL ABOUT IT! The media 
famously knows that nothing will sell papers like 
a good headline such as the misappropriation of 
taxpayer’s money. 

Generally after the dust settles from such 
a story comes changes in the way we do 
procurement; a tightening of procedures 
and policies which usually adds more red 
tape, which in turn discourages departments 
further from using us as a resource. 

So, what’s the answer? Unfortunately, 
no matter how hard we try to educate 
departments about the dangers of not 
properly procuring goods/services and how 
up to date our policies and procedures are 
there will always be that/those individual(s) 
who fall through the cracks and decide to 
take matters in their own hands. Or there are 
those opportunistic vendors thinking if they 
don’t get awarded a contract, maybe they’ll 
try and create a legal case against us in the 
hopes of getting something for their time.

In the words of Don Henley;

We can do The 
Innuendo, We can dance 
and sing. When it’s said 
and done we haven’t 
told you a thing. We all 
know that Kraft is king, 
Give us dirty laundry!
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BAFO Best and 
Final Offer
Shannon Moon, BA Comm., MBA, 
Purchasing Agent, the Corporation of 
the City of Welland

BAFO Best and Final Offer

Here are just a few challenges where 
BAFO may help to enrich solution to the 
organization:

1. When quotes appear to be high; there is 
potential that proposal responses could 
and should be better priced.

2. When the quotes offered by the bidders 
were difficult to compare. The BAFO 
inquiry would be for a different price 
presentation then that of the original 
proposal; allowing better ease of 
comparison.

3. When Requests for proposals are 
complex or difficult to comprehend. 
The BAFO may increase understanding 
of initiative allowing proposers to bid 
effectively.

4. When proposals are complex or difficult 
to comprehend. The BAFO may assist to 
clarify confusing proposal responses.

5. To help assist the decision making 
process and provide a larger point 
differential between bidders.

6. The process of BAFO may enhance 
competition amongst proponents.

7. BAFO may allow for innovative solutions 
where creative options for delivery may 
be considered.

8. Opportunity to expose potential risks 
in technical quality or depth of core 
competence.

Selecting appropriate proponents, 
contractors and or consultants is a crucial 
task facing any evaluation team; let 
alone achieving the goal of best value 
for the organization. Typically, as a buyer, 
we facilitate and lead discussion on 
requirements with designated committees 
and then painstakingly craft Requests for 
Proposals seeking resolution. We then 
wait in anticipation of proposals that will 
provide both, appropriate solution and 
optimal value meeting financial forecast. 
The day has arrived, and in review of 
proposals, how many times does the 
evaluation committee find concerns or 
have a multitude of questions related to 
the proposals? How many times have the 
proposals surpassed the budgetary means 
to implementation? How can we obtain 
clarifications; and how can we be sure that 
the proposal is best value for our money? 
You find yourself wondering if there may 
be a methodology to enhance the process. 

I have been contemplating the use of 
Best and Final Offer (BAFO) in Request 
for Proposals (RFP) as a strategy to 
establish opportunity for both the 
proponent and the requestor to increase 
knowledge sharing for matching of project 
requirements with proponent demands as 
well as to obtain and increase best value 
benefits for the organization.
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BAFO Best and Final Offer

Definition for BAFO varies. The first step is to include 
language that properly defines the rules and the 
process in the RFP. The evaluation would be the 
same as would normally be done to develop the 
short-list of finalist proponents. These proponents 
would then be provided detailed questions related 
to their proposals, or informed of those parts of the 
proposals that may be deficient. The proponents 
are provided opportunity to revise and re-submit 
their proposals. In essence, they are provided with 
the opportunity to improve their offering, and to 
eliminate unacceptable conditions contained in their 
original proposal response. The re-submissions are 
then re-evaluated and re-scored according to the 
evaluation process defined in the RFP.

The requesting organization reserves the right to 
indicate to each proponent respectively the areas in 
which its proposal must be clarified or strengthened. 
Examples of which may relate to:

1. Price, functionality or any other technical 
specification or evaluation criteria identified in the 
terms and conditions of the RFP.

2. New or enhanced specifications, or evaluation 
criteria, provided that in any such case, shall 
be set out in an addendum and provided to all 
proponents participating in the BAFO.

The concept of best value can be ambiguous with 
a challenge to obtain common agreement on the 
actual definition. Targeting best value from any 
proponent selection exercise often requires much 
more than a narrow focus on either economical 
or technical aspects alone. Selecting appropriate 
proponents based on low bid is common practice. 
However, price focused bids do not always translate 
to best value or quality end results. Unique 
requirements and project specific scenarios with 
varying complexity may benefit with use of BAFO as 
a strategy to consider a variety of factors resulting 
in increase to performance, quality and financial 
efficiency.

In summary, as many new regulations are coming 
into the public buying arena such as CETA and 
CFTA; many public sectors may be updating their 
procurement policies. With this consideration, 
why not explore the review of policy and process 
methodology for use of the BAFO strategy? It is a 
technique which may be employed to enhance the 
position of public authority while also garnering best 
value for the organization.
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Bill 148 - Fair Workplaces, Better Jobs Act, 2017: How Does It Affect Public Agencies?

Bill 148 - Fair Workplaces, Better Jobs Act, 2017: 
How Does It Affect Public Agencies?
By Scott Agnello, CPPO, CPPB 
Manager, Materials Management & Fleet, Waterloo Regional Police Service

On November 22, 2017 the Ontario government 
passed Bill 148 – Fair Workplaces, Better Jobs 
Act, 2017. The key piece of this legislation 
was the increase of the minimum wage in 
the province from $11.60 per hour to $14.00 
effective January 1, 2018. A second increase is 
planned for January 1, 2019 where the minimum 
wage will be increased to $15.00 per hour.

Other key aspects of the bill include:

• Equal pay for equal work for casual, part-
time temporary and seasonal workers

• One week’s notice or pay in lieu of notice 
for employees of temporary help agencies if 
longer-term assignments end early.

• Fairer scheduling rules.

• A minimum of three weeks’ vacation after 
five years with the same employer.

• Up to 10 individual days of leave and up to 
15 weeks of leave, without the fear of losing 
their job when a worker or their child has 
experienced or is threatened with domestic 
or sexual violence.

• Expanded personal emergency leave in all 
workplaces.

• Unpaid leave to take care of a critically ill 
family member.

So what does this mean to public agencies you 
ask? Well like most things in our world, it means 
different things to different people. Depending 
on what services you contract out and what you 
keep in house, it could mean the status quo from a 
procurement perspective but an increase in employee 
wages. Or it could lead to contractors approaching 
your agency requesting increases at points in the 
contract where increases aren’t permitted. One thing 
is certain, the wage increase is law and contractors 
and public agencies alike have to ensure they are 
compliant. Janitorial contractors will be affected for 
sure as their staff members are usually paid close 
to the minimum wage level. Landscaping, cafeteria/
catering, and possibly administrative vendors may 
be in a similar situation. We will look at a couple 
different options on how agencies can handle the 
increase.

The simplest way to handle any contract increase 
request is to simply refer back to the terms of the 
contract. If there is not an allowance for an increase 
until later this year or next (if any), you can stick to 
your guns and tell the contractor they are obligated 
to do the work or they will be in violation of the 
contract. Even if they can put through an increase 
this year, most of our contracts only allow for an 
increase in line with the Consumer Price Index (CPI) 
for Ontario. The challenge with this approach is that 
some contractors affected will not have large enough 
margins to absorb the minimum wage increase and 
will not be able to operate without a change in the 
contract. Janitorial contractors that I have spoken 
to advised they would have to walk away from the 
contract if they didn’t get the increase. To pay their 
employees at the new levels without more coming 
from the agencies would put them out of business. 
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Bill 148 - Fair Workplaces, Better Jobs Act, 2017: How Does It Affect Public Agencies?

If we wanted to take them to court to make them 
adhere to the contract, they would just close up shop 
instead of losing money by continuing the work. This 
wouldn’t be the case for all contractors but that may 
be something you run up against if you go with that 
approach. 

So should we just sign a blank check for whatever 
the contractors say they need to cover the increase? 
Definitely not! This not an opportunity for them to 
make up for any issues with the prices they bid. We 
can’t assume they are only going to ask for what 
they need to cover the wage increase. 

What other option do we have if we don’t want 
to stick to our guns? One option is to work with 
your contractors to come up with some real costs. 
I would suggest creating a price template to show 
what their current labour rates are, with the number 
of hours worked per week. Have them confirm 
what their new pay rates are going to be and enter 
them into the template so that you can multiply 
them out with the number of hours worked. You 
will then have the actual amount of increase that 
the contractor is going to have to absorb because 
of the minimum wage increase. Asking for some 
official documentation to prove what the new wage 
is going to be isn’t unreasonable, and should be a 
requirement of the contractor if you are going down 
this path. Review the numbers to confirm the impact, 
and meet with your legal department to discuss 
your options. If they feel you could work with the 
contractor to adjust the contract costs, negotiate 
with the contractor to come to an agreement as to 
what both sides feel is fair.

One issue that may arise is contractors who were 
paying their staff more than the new minimum wage 
already, who are now going to be paying their staff 
more to keep the gap in their wages the same. Is this 
our responsibility, or is it something the contractor 
has to deal with? This will differ by agency but I 
think it would be tough to justify having the agency 
absorb. Work with your legal folks to see what they 
think about it.

Contractors may ask for more than the 18-19% 
increase in wages to cover off the increased costs 
associated with the vacation days and sick time they 
now have to provide because of Bill 148. I would be 
leery of accepting this logic, it may be opening up 
Pandora’s Box. If you are willing to absorb the wage 
increase, the contractor has to be willing to absorb 
some of the increase themselves.

So as you can see there is no sure fire answer, just 
some options that I feel you can use. Work with 
your management and legal teams to determine 
what your agency can live with. Each situation may 
be unique based on location, services provided, size 
of the agency and the board or council’s inkling to 
get into a public dispute with contractors about the 
minimum wage increase. Best of luck!

More information can be found at the following 
website: bit.ly/2rtLlBW
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Electronic Reverse Auctions – Part 1

Robin Gallo, CSCMP, CPPB, Supervisor of Purchasing, 
Town of Innisfil

Victoria Mirlocca, CPPB, C.I.M., CMM II, Manager of 
Procurement, Town of Bradford West Gwillimbury

What began as a light conversation between us on 
a train ride home from downtown Toronto turned 
into a collaborative and innovative initiative that 
started a ripple effect of buzz amongst procurement 
professionals throughout Ontario.

An Electronic Reverse Auction (ERA), simply put, is a 
type of auction in which the roles of Buyer and Seller 
are reversed. Sellers compete to obtain business from 
the Buyer by undercutting each other’s price in an 
online, live setting.

When we first discussed the concept of conducting 
an ERA, we didn’t really fully grasp the magnitude of 
its ability or how we could apply it to a procurement 
we currently conduct. We had just finished training 
on the new trade treaties and all we knew was that 
it was an acceptable method of procurement and we 
needed to learn more about it. The concept made 
sense and knowing that our job as procurement 
professionals was to ensure we were securing the 
best value for the goods/materials we purchase, we 
began our research mission.

We reached out to our counterparts in the United 
States and sought advice from legal professionals as 
to how best to conduct this type of process in an 
open, fair and transparent manner. Not knowing if 
it was even a process that would be viable for our 
agencies, we continued our research to determine 
the best commodity to test it out on.

Electronic Reverse 
Auctions – Part 1
An Innovative Way to Save Money!

As we collected information, we learned about how 
the process was used in countries all over the world 
with great success, and how it created a completely 
different competitive landscape than we were used 
to. The idea of allowing bidders to see their ranking 
and continue to beat their own offer until they can 
no longer squeeze their margin just seemed so far-
fetched considering we were used to a traditional 
sealed bid process. 

None the less, our search for information continued 
until we landed upon statistics related to the supply 
and delivery of fine copy paper. Something as simple 
as paper that all business, public or private, use 
on a regular basis were seeing savings of upwards 
of 25% on cooperative purchases throughout the 
United States using an ERA process. Then we asked 
ourselves, if they are seeing savings of this magnitude 
why is this process not being used in public 
procurement in Canada then?
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Electronic Reverse Auctions – Part 1

We researched and confirmed that the ERA 
process is fully supported within both the CFTA 
and CETA trade treaties and concluded it just 
simply hasn’t been adopted and used yet. It 
was as if a light went on for us and taking our 
understanding of cooperative purchases in having 
dealt with our own cooperative group, we began 
brainstorming the concept of not only including 
our own cooperative group, but also including and 
conducting an Ontario-wide cooperative purchase 
for fine copy paper using an ERA.

After weeks of discussion, planning and 
brainstorming we determined the most effective 
way to get buy-in province wide on the ERA 
process and to convey our strategy of conducting 
an ERA for fine copy paper, was to educate and 
share the information we had acquired. People 
learn in a variety of ways, however learning 
by doing clearly makes the best impact of 
understanding the functionality of a process. We 
arranged to conduct a live ‘mock’ reverse auction 
event so that our peers could have the opportunity 
by literally learning by doing and working through 
the process live on their computer screens. We 
blasted out via email the invitation to the mock RA 
event to each of the chairpersons from the Ontario 
cooperative groups telling them about our strategy 
and invited them to extend the invitation to all of 
their agencies within their cooperative groups to 
attend the mock RA to see and participate first-
hand what the ERA is all about and to consider 
joining forces with our Georgian Bay Area Public 
Purchasing Cooperative (GBAPPC) on this initiative. 
In addition to this, we also posted the invitation 
on the Ontario Public Buyers Association (OPBA) 
website and had a number of our peers in our 
GBAPPC group also send the invitation out to their 
school boards and healthcare sectors.

The event was hosted by both the Town of Innisfil 
and Town of Bradford West Gwillimbury on behalf 
of the GBAPPC cooperative group in collaboration 
with EASiBuy LLC on February 21, 2018 at the 
Town of Innisfil town hall and garnered over 150 
attendees, via WebEx and in-person.

Attendees locations ranged as far north as Thunder 
Bay, as far east as Kingston, as far south as St. 
Catharines and as far west as London. We provided 
an opportunity to see firsthand how a reverse 
auction works by having in-person attendees 
working in groups acting as Suppliers bidding on 
a commodity by entering data into laptops to see 
how their ranking was affected as they continuously 
entered their competitive bid pricing into the system.

Those attending remotely where able to see the 
changes to the Suppliers ranking live on their screens, 
and when the time came for the auction to close, the 
overall lowest bidder was ranked #1 and declared the 
winner. All attendees were given opportunities to ask 
questions throughout the event. The feedback we 
received from the event was overwhelming and lit a 
fire for us to move full fledge ahead on our initiative 
to collaborate with a common goal: saving our 
agencies money.

With the assistance and support of our internal 
purchasing teams, senior management teams and 
our CAO’s/CFO’s, we were able to pull together 
commitment and quantities from 36 public agencies 
spanning across Ontario that include school boards, 
municipalities, regions, counties and healthcare. The 
bid document is a Negotiated RFP (Non-Contract 
A) with a prequalification of supplier’s component 
within it. The term is for an initial one year firm 
pricing with option to run a subsequent ERA event 
for year two and year three with the prequalified 
suppliers. Year two and year three, other public 
agencies are welcome to join the ERA by providing 
their commitment and quantities. The competitive 
bid was officially posted on Bids & Tenders™ on 
March 26, 2018 and will close April 23, 2018.

This is a profound moment and movement in 
Canadian Public Procurement and this initiative is 
just the beginning of the eventual full adoption of 
the ERA process within our regular procurement 
processes.

Stay tuned for the ERA results and lessons learned in 
a future Part 2 issue.
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Canadian Public Spending – Going Green and Getting More Social in 2017

Canadian Public Spending – Going Green 
and Getting More Social in 2017
The Municipal Collaboration for Sustainable Procurement releases the 2017 State of the Nation Report

1. According to the Mercer’s Cost of Living Rankings – see https://mobilityexchange.mercer.com/Insights/cost-of-living-rankings#rankings
2. For more details on which contractors are in scope, see http://vancouver.ca/doing-business/living-wage.aspx
3. The living wage is calculated annually by the Living Wage for Families Campaign as the hourly rate required for two working adults to meet the basic needs 

of a family of four in a specific region.

A network of nineteen leading public sector 
organizations has just released a report on 
how they used their spending power in 2017 
to influence more responsible and sustainable 
practices in the marketplace. “Sustainability is a 
shopping priority,” says Victoria Wakefield, UBC’s 
Manager of Purchasing Services and member 
of the Municipal Collaboration for Sustainable 
Procurement (MCSP). “The days of lowest cost 
are over, and the conversation now is about 
best value—for our health, environment, and 
communities.” Established in 2010, the MCSP 
supports Canadian public-sector institutions to 
work together to set and achieve sustainable 
purchasing goals. 

According to the report, there are some significant 
trends to watch. Social purchasing is a hot topic 
for the public sector: organizations are looking at 
how their service contracts can provide community 
benefits and work opportunities for groups with 
barriers to employment. Network members are 
transforming their procurement systems to deliver 
on corporate sustainability goals, investing in more 
human resources and training programs to bring 
sustainability requirements into their contracts. 
They are also developing innovative partnerships 
with academic institutions and social enterprises 
to design new approaches and engage supplier 
communities. “It’s been an exciting year for our 
members, who’ve made leaps forward to embed 
social, environmental, and ethical thinking into 
their purchasing decisions,” says Tim Reeve, 
President of Reeve Consulting, which serves as 
the Secretariat for the network, “Most of an 
organization’s social and environmental impacts lie 
in their supply chain.

Focusing on procurement is one of the most 
powerful ways to deliver on sustainability. It’s also 
good business—our members have seen immense 
strategic value from sustainable purchasing.”

The City of Vancouver, one of the founding 
members of MCSP, is a case in point. Faced with 
an affordability crisis and ranking as Canada’s most 
expensive city1, in September 2016 Vancouver 
City Council committed to becoming a certified 
Living Wage Employer. After a rapid 8-month 
implementation, City service contracts now 
require in-scope2 contracted employees and their 
subcontractors to be paid at or above the current 
living wage3. Vancouver’s leadership has resulted in 
wage increases in vulnerable sectors like security, 
janitorial and graffiti removal and has given 
more profile to the Living Wage movement as an 
important strategy to address poverty in the city. 

Deanna Ogle, campaign organizer for the Living Wage for Families 
Campaign (centre) presents a plaque to Vancouver Mayor Gregor 
Robertson (right) and Vancouver Park Board Commissioner 
Michael Wiebe, commemorating the city becoming a living wage 
employer. (Photo credit: Dillon Hodgin/CBC)
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Canadian Public Spending – Going Green and Getting More Social in 2017

The Municipal Collaboration for 
Sustainable Procurement (MCSP) is a 
member-based network of Canadian public-
sector institutions working together to deliver 
better services and achieve better value 
through sustainable purchasing. Our member 
organizations meet virtually several times per 
year to share information, collaborate on tool 
development, and exchange lessons learned 
related to mitigating risks and improving 
social and environmental outcomes by 
considering sustainability risks in the 
procurement process.

The University of British Columbia used social 
procurement to transform its research footprint 
this year with the Green Labs Program. Research 
activities are resource intensive: the 400 labs across 
both campuses account for 49% of campus energy 
use, 24% of campus water use, and they generate 
96% of its hazardous waste. With financial support 
from suppliers such as Fisher Scientific and VWR 
International, UBC set up cross-functional teams, 
mobilized a network of Sustainability Coordinators, 
and created resources (including an update to the 
Sustainable Purchasing Guide originally created 
by Wakefield) to help labs green their operations. 
“There is still much work to do but the Green 
Labs Program has put resources in place to get us 
where we want to go,” says Wakefield. “We built 
those resources into our supplier agreements to 
empower our research community to measure, 
manage and develop more sustainable solutions.” 

Reeve honors the work accomplished. “There are 
many ways to do sustainable procurement,” he 
says. “Our members are looking for opportunities 
to make a difference in their unique business 
lines and communities.” The report highlights 
case examples of other innovative sustainable 
procurement initiatives—how Simon Fraser 
University considered job security in their Dining 
and Janitorial Services contracts; how the City 
of Victoria and the City of Surrey approached 
conversion of their streetlights to more energy 
efficient LED technology; and how the University 
of Alberta is promoting the purchase of responsible 
promotional items with their new Sustainable 
Swag Guide. The report also profiles the City 
of Calgary for launching a Supplier Leadership 
Questionnaire and the City of Winnipeg for 
achieving Fair Trade Town certification. 

Overall, the Canadian public sector made big 
strides this year towards making sustainable 
spending business as usual. All of these activities, 
as well as ongoing support from the MCSP 
network, are setting public organizations up to 
lead by example and help drive the market shift to 
sustainability.

Download the full report at bit.ly/2K5eN7V, 
and please contact Tim Reeve at 
tim@reeveconsulting.com if you are 
interested in learning more about the MCSP.
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OPBA Strategic Plan Update – April 2018

OPBA Strategic Plan Update – April 2018
By Michelle Palmer, OPBA President

I’m continually awed by what we have accomplished as a community of procurement professionals. When 
the OPBA board developed the current strategic plan in 2015, we were excited about developing actions 
around the themes identified as important to the membership: communication, professional development, 
relationships, and governance. 

Building on the strengths of the OPBA, we developed 65 actions which we wanted to make progress on 
between 2015 and 2018. A less optimistic board would have been daunted by the volume of work, but the 
board began implementing actions one by one as we strove to positively impact the members of the OPBA. 
By the end of 2017, we had implemented a new governance structure with defined roles, identified the vision 
of the OPBA, trialed revers trade shows, streamlined the buyers and managers meetings into spring and fall 
workshops, increased our outreach to post-secondary institutions, implemented a social media policy, initiated 
standard operating procedures for ongoing tasks and expanded the principles program by offering in person 
courses more frequently across the province.

As we entered 2018, there were mixed feelings of accomplishment for the changes we have implemented and 
a feeling of being overwhelmed. There were still so many items on our action list, limited volunteer resources 
and a feeling that we weren’t going to accomplish everything we had set out to do. The board made the 
decision to survey the members to re-assess the themes we were focused on and to bring in a facilitator to 
help us review where we were at to help us identify the priorities and focus for 2018. 
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OPBA Strategic Plan Update – April 2018

Rashmi Biswas (you may remember her from the 
2017 conference) was invaluable as we developed an 
aligned focus. We kicked off the day with the brilliant 
quote from Marie Kavanagh ““Be brave, speak from 
your heart and your experience and success will be 
ours”. Rashmi led us through exercises to reflect on 
which actions would really impact the OPBA’s vision. 
She helped us recognize that when we measured the 
outstanding action against the OPBA vision “To be 
the leader in developing and supporting procurement 
professionals in the ethical and effective expenditure 
of public funds”, that it was apparent where our focus 
needed to be. During the session, it became clear that 
the OPBA’s core service is education for members; 
education being broader than in-person courses. It’s 
webinars, white papers, conferences, workshops, 
member connect, and resources. Education is providing 
valued information to the members. I have to share, 
this was a light bulb moment for me! When I think of 
education, I tend to think of in person classes, but it so 
much broader than that.

With that lens, it became easier to assess the 
outstanding actions and identify those that would truly 
provide a positive impact to the members. The hard 
part was when Rashmi reminded us that we had “25 
Sundays” to complete any identified actions. 25 Sundays 
until we hold elections at the annual general meeting 
and the newly elected board will take on this journey. 

For 2018, your OPBA board has committed to the 
following priorities focused on education:

• Develop webinar(s) and/ or webex delivery 
program(s) for the Principle Courses

• Lobby UPPCC for recognition of Canadian diplomas 
as equivalent to US college degrees

• Consult with Supply Chain Management Association, 
Canadian Procurement Council and National Institute 
for Government Procurement to explore partnership 
opportunities

• Establish OPBA Representation throughout the 
Province 

• Accreditation of the principles program / courses

• Teacher development

To ensure success, each priority has 
a success statement, defined actions 
and deadlines and is led by a team 
lead with team members whom are 
energized to move forward. The 
renewed sense of excitement at the 
Board was palpable in the room! 
We are aligned, focused, have 
realistic actions, dedicated resources 
and accountability measures to 
ensure success.
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Our agency is considering the transition to an E-Bidding system that 
would manage our bidding process as well as contract administration 
and vendor performance. Frankly we’re not sure if we are ready for this 
change. Can you provide some advice or lessons learned from agencies 
who have made the conversion?

Signed, 
Ready or Not?

Dear Ready or Not,

Trust us you are not alone in this conundrum and reaching out to your peers is 
a great way to find out if you are truly ready or not. There is much to do before 
getting to the “ready or not issue”, such as:

• If you need an approved report by Council, Senior Managers, etc. this is your 
first step to success. We recommend reporting several times throughout the 
process to keep your stakeholders up to date on the progress.

• Do you plan to issue an RFP to find the right solution to meet your needs? If 
so, consider partnering with other like agencies or better still your cooperative 
purchasing group! This process alone could take up to 6 months.

Once you have selected your service provider they should provide a detailed 
implementation schedule. We have found this process takes anywhere from 6 
months to 2 years depending on whether you choose a phased in process or a 
“big bang” adoption. There is no right or wrong approach and much will depend 
on available resources within your department, comfort level and overall readiness 
of your department and the organization as a whole. A complete review and 
updates to your master bid templates, user manuals, departmental forms, etc. 
takes time and attention to detail.

Dear Erb,

Ask Erb
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Ask Erb

E-Bidding

Systems?

Training can be intense for purchasing staff 
particularly when they are still managing their 
ongoing workload. Target training in half day 
sessions to help alleviate the stress and overload.

Here are some other lessons learned from those 
who have been through an implementation in 
the past few years:

• Consider how you will notify your vendor 
community of this important change. It 
could include such things as:

• Mass communication via email or letter 
to your current vendor database.

• Vendor day demo where vendors can see 
the product and ask questions.

• Media Release for your agency website.

• Notifying your local BIA’s and Chamber 
of Commerce, as well as other trade 
partners such as the Ontario General 
Contractors Association.

Bottom line: communicate, communicate, 
communicate! That is the key to successful 
implementation of any new program and to 
ensure you gain buy-in from the stakeholders 
from the start.

-Erb
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OPBA Member Department Spotlight

OPBA MEMBER DEPARTMENT SPOTLIGHT

South East Addictions & 
Mental Health Network

Always wondered who your fellow OPBA members were and what their interests 
were? A section of the Caveat Emptor will be connecting you with procurement 
departments from across the province. Interested in your department being part 
of the spotlight? Email Scott Agnello, OPBA Director, Communications to get more 
information: scott.agnello@wrps.on.ca

Seated (R to L): Geoff Hunt (Senior Regional Financial Accountant), Barinder Gill (Procurement and Contracts Administrator)

Standing (R to L): Karen Dodds, CPA, CA (Chief Financial and Regional Corporate Services Officer), Tia Fowler (Regional 
Financial Accountant), Leanne Flood ( Regional Financial Accountant), Glenda Robinson (Senior Manager of Finance), 
Sue Vincent (Payroll Administrator), Kate Lett (Regional Financial Accountant), Sarah Wallace (Finance Admin Support), 
Sabrina Guntli (A/P A/R Coordinator)

Not pictured: Kelly Nicholson (A/P A/R Coordinator), Sean Somerville (Payroll Administrator)
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OPBA Member Department Spotlight    

The South East Addictions and Mental 
Health (AMH) agencies in collaboration 
with the Southeast Local Health Integration 
Network (SELHIN), agency stakeholders, 
clients and caregivers have been involved in 
an Addictions & Mental Health Redesign for 
the past several years. The AMH Redesign 
has included the amalgamation of seven 
AMH agencies into three regional agencies 
providing a more continuous regional system 
of care. The agencies have a combined 
total budget of $40M with 450 - 500 staff, 
serving approximately 11,300 clients per year 
and operating 25 - 30 regionally distributed 
care centers and residential programs. 

An essential component of the AMH 
Redesign has been the creation of a regional 
corporate services structure to provide 
back office services (RBO) to the three 
agencies. The RBO began operations just 
over a year ago and includes finance, payroll, 
procurement, information management and 
technology, decision support and human 
resources as the suite of services provided to 
the AMH Agencies and four other third party 
contract agencies.

The procurement function is an integral 
component of the corporate / business 
services within the network. The mandate 
of the function is to create value through 
developing robust processes and 
consolidating contract efficiencies to leverage 
the combined buying power of the AMH 
agencies and deliver savings that can be 
reinvested in client care. The Procurement 
Coordinator, who leads and executes all 
procurement functions, reports to the Chief 
Financial and Regional Corporate Services 
Officer. The function’s responsibilities include 
the acquisition of goods and services in a 
manner that is fair, transparent, ethical and 
achieves the best value for public money in 
the most effective and efficient way. 

Specifically, the Procurement Function 
is responsible for:

• Administration of the public tendering 
process (RFP, RFQ, RFT, RFSQ)

• Day to day procurement activities

• Contract management

• Developing budgets

• Administration of Regional Corporate 
Credit Card/P-Card program

• Reporting to government agencies

• The design, implementation and 
administration of financial and 
procurement policies 

• Investment and capital asset 
management

• Assist with capital projects

Procurement, along with the other 
functional teams, have had several 
notable accomplishments in our first 
year, including renegotiating benefit 
broker arrangements, telecommunication 
contracts, office and custodial supplies and 
multifunctional devices. These initiatives 
have resulted in operational efficiencies 
and savings that will exceed a $1,000,000 
of contribution in 2018-2019 that can be 
re-directed into direct client services.
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OPBA CONFERENCE - SEPTEMBER 26-28, 2018

GETTING HERE

It’s time to celebrate the OPBA’s 60th anniversary! The annual OPBA conference will be hosted in the Region 
of Waterloo by the Grand River Cooperative Purchasing Group, in the City of Waterloo at the Delta Hotels by 
Marriott Waterloo in the historic Uptown!

Your 2018 Host Committee has made a commitment to creating a memorable learning and sharing experience 
to provide you with a conference full of educational, networking, and team building opportunities.

We hope you will join us for three full days of business workshops, continued traditions, and adventure 
including a Mexican themed meal and 10  pin bowling at one of the area’s best entertainment locations!

DRIVING

Waterloo is easily accessed by the 401 from 
the east and the west! Head north off the 401 
for about 20 minutes on Highway 8 and 85. 
Parking at the Delta Hotels by Marriot Waterloo 
Points by Sheraton (110 Erb St W, Waterloo, ON 
is included with your hotel room cost.

GO TRAIN & BUSES

The train station and bus terminal are 
approximately 4 km from the hotel. 126 Weber 
Street, West Kitchener

www.gotransit.com/en/stations-stops-parking/
find-a-station-or-stop

Greyhound bus:
www.greyhound.ca/farefinder/step1.aspx

OPBA CONFERENCE
SEPTEMBER 26-28, 201860TH

PROFESSIONAL 
DEVELOPMENT
CONFERENCE

Region of
Waterloo 2018

THE AIRPORTS

Region of Waterloo International Airport – YKF
15 Minute Transfer

Toronto International Airport – YYZ
90 Minute Transfer

Hamilton International Airport – YHM
60 Minute Transfer

The Conference Brochure and Registration Forms will 
be available electronically soon at www.opba.ca.REGISTER SOON!
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2018 John Bott 
Memorial Winner – 
Conestoga College
The Ontario Public Buyers Association congratulates 
Shantelle Harris, student of Conestoga College in 
Kitchener Ontario. Shantelle was awarded the John 
Bott Memorial Award in April 2018.

This award was established in September 2010 in 
memory of John Bott who was a leader in public 
procurement throughout his career. John had a 
vision for public service that has neither abated nor 
diminished as it continues on through the work of 
the membership of OPBA.

Academic excellence and community involvement 
are considered as part of the criteria for a student 
to be nominated for this prestigious award. Pictured 
above with Shantelle Harris is Lisa Evans Manager, 
Procurement at the Region of Waterloo.

OPBA CONFERENCE - SEPTEMBER 26-28, 2018
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Richard Hampton
Purchasing Coordinator
Metrolinx

Darlene Harris
Procurement Clerk
City of Kawartha Lakes

Cyndi Jakubec
Student
Conestoga College

Kelsey Jewell
Procurement Specialist
City of Hamilton

Aodhan Johnson
Student
Conestoga College

Rosalia La Corte
Procurement Manager
Workplace Insurance & Safety 
Board

Luigi A Lauricella
Senior Analyst
City of Hamilton

Cornelio Ledda
Senior Officer, Purchasing 
and Policy
City of Ottawa

Eric Lin
Student
Conestoga College

Mark Liu
Student
Conestoga College

Justin MacDonald
Buyer
City of Pickering

Welcome and Congratulations

Welcome and Congratulations

Xuhan Chen
Student
Conestoga College

Sarah Crooks
Procurement and Payables 
Coordinator
Municipality of Port Hope

William Dakin
Director of Finance
Municipality of Strathroy-
Caradoc

Shauna Fedora
Purchasing Clerk
Town of Halton Hills

Kleber Felicio
Student
Conestoga College

Brandon Ferraro
Student
Conestoga College

Thiago Filardo
Student
Fanshawe College

Sara Fox
Purchasing and Finance clerk
Town of Fort Erie

Natalie Freitas
Client Services Coordinator
York Region

Rene Gauthier
Contract Officer
The Ottawa Hospital

Raed Hamarna
Buyer
City of Brampton

NEW MEMBERS

Danielle Aitchison
Purchasing Assistant
Town of Caledon

Dolores Almuenda
Accounts Payable 
Administrator
Toronto DSB

Julie Arnold
Purchasing Administrator
Conestoga College

Wenbo Bao
Student
Conestoga College

Jessie Bauer
Buyer
London District Catholic School 
Board

Jamie Boisvert
Senior Buyer
Conseil scolaire Viamonde

Simoni Braatz Valenga
Student
Conestoga College

Joseph Brunen-Psutka
Student
Conestoga College

Amy Carr
Buyer
City of Kitchener

Kym Chapman
Purchasing Clerk
Municipality of Meaford

Jacqueline Charles
Senior Purchasing Analyst
City of Pickering
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Karen MacDonald
Purchasing Analyst
Region of Peel

Susan Marsh
Finance Manager
Municipality of Port Hope

Rino Minaudo
Purchasing Supervisor
City of Brampton

Chariethra Mohan
Student
Lambton College

Jessie Pennock
Accounting Clerk
City of Kingston

Sebastian Pikulski
Student
Conestoga College

Prejith Presannan Nair
Student
Conestoga College

Justin Smith
Student
Conestoga College

Ajay Soundararajan
Student
Lambton College

Erin Taylor
Buyer
Town of Whitby

Patricia Vasquez
Senior Procurement 
Specialist
City of Hamilton

Cheryl Velenosi
Procurement Analyst
City of Hamilton

Dinesh Kumar Venkatesan
Student
Lambton College

Daryl Walser
Buyer
City of Kitchener

Dan Wilson
Director, Corporate Services
Township of Centre Wellington

Lizhuo Xue
Student
Conestoga College

Rebecca Young
Student
Conestoga College

NEW PRINCIPLES 
CERTIFICATES

Allison Blunt
Town of Newmarket

Susan Burgess
City of Pickering

Janet Dal Bo’
Algoma District School Board

Brent De Val
City of Brantford

Michelle Doiron
Region of York

Kosta Floros
Metrolinx

Ilyas Kapadia
Metrolinx

Laura Liew
Region of York

Vicki McNamara
Town of Whitby

Michelle Mercer
Town of Whitby

Waqas Mian
Metrolinx

Rabia Mistry
University of Toronto

Janey Murphy
Town of Tecumseh

Donna O’Neill
Loyalist College

Bobbi Reive
Town of Amherstburg

Rebecca Rogers
Municipality of Clarington

Kevin Ross
Metrolinx

Ken Schuyler
Region of York

Concy Sze Man Chan
Region of York

Doris Tapp
Durham College

Lori Van Noort
City of Brampton

Amanda Wendell
Region of Waterloo

RETIREMENTS

Randy Jensen
Halton Region

Welcome and Congratulations
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Find us online at www.opba.ca

Need help, or have comments? 
Contact the OPBA Central Office

P: (905) 682-2644

E: INFO@OPBA.CA

Ontario Public
Buyers Association

2018 Governing Board
ADVISORY COMMITTEE

Professional Development

Jackie Osti
Regional Workshops

Sharon Telfer
Principles Program

Jennifer Ahern 
NIGP Education

Marie Kavanagh
Conference

EXECUTIVE COMMITTEE

Michelle Palmer
President

Tina Iacoe
Vice President

Tony Cetra
Secretary

Michelle Rasiulis
Treasurer

Andrea Mindenhall
Director, Professional 

Development

Mike Gerrior
Director, Relationships

Scott Agnello
Director, Communications

Bart Menage
Past President

ADVISORY COMMITTEE
Communications

(Vacant) 
Technology

(Vacant) 
Marketing

Melissa Mordue 
Newsletters and Brochures

OPBA CENTRAL OFFICE

Jeremy Klassen
Member Services 

Coordinator

Angela Klassen
Volunteer Services & 

Governance Coordinator

ADVISORY COMMITTEE
Relationships

Michelle Maurice 
Post Secondary/ 

Student Relations

Lori Jackson
Other Professional 

Associations

Bart Menage
Industry Trends / 

Legislation


