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Executive Summary

I.

Huron Consulting Group was engaged by the City of San Diego’s Office of the Assistant Chief Operating
Officer in December 2013 to conduct a high level review of the City’s Purchasing and Contracting (P&C)
organization with the goal of identifying potential process savings that could be achieved through
improvements to the City’s current purchasing and contracting processes.
In addition to conducting a spend categorization analysis exercise to shed light on the City’s current
spend profile and mapping key P&C processes, Huron interviewed multiple P&C staff members and
customer stakeholders to better understand the organization’s current operations. Through this process,
Huron made the following key findings and observations:











Due to a prolonged period of rapid leadership change over, there is a lack of comprehensive
vision and strategy for the P&C function
P&C does not have a standardized set of processes and procedures for purchasing and
contracting activities, creating an environment of inconsistency that confuses and frustrates both
P&C staff and the customer departments
Redundant and limiting bureaucracy creates inefficiencies which complicate and lengthen the
purchasing activities and processes
Current technology does not support catalog management, automated order dispatch, system-tosystem integration, etc., which results in time consuming but necessary manual processes to be
conducted outside of the system
The SAP Materials Management (MM) module, as implemented, created additional workload for
the P&C staff and increased processing time instead of streamlining the activities
P&C is unable to generate data and reports easily out of the SAP system that are crucial to the
efficient and strategic operation of the purchasing function
A lack of thorough SAP training for P&C individuals and department customers, both initial and
ongoing, creates additional workload and underutilization of the system
P&C individuals are overwhelmed by the exhaustive and mainly transactional workload, resulting
in burnout and low morale

Listed below are Huron’s high level recommendations based on the above key findings. Each
recommendation is detailed in the subsequent sections of this document and supported by our
observations identified throughout the assessment.
Phased Recommendations

Short Term (3-6 Mos.)

Define P&C Mission and Strategy
Review and Standardize P&C Processes and Procedures
Collaborate with City Attorney to Craft Standardized Forms and Templates
Develop Standardized Understanding of Procurement Regulations and Approval Requirements
Improve Current SAP MM Functionality
Improve PO Dispatch / Transmission
Establish Internal P&C Training Curriculum
Restructure and "de-skill" Requisition Processing
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Intermediate (6-12 Mos.)

Define People, Process and Technology Model
Refresh P&C Website
Establish P&C Service Desk to better serve customers
Establish a Consistent Communication Plan
Establish Interface Between Systems
Conduct a Procure-to-Pay Technology Assessment
Establish Periodic P&C Training for Customer Departments
Consider Addition of Temporary Resources to Alleviate Current Workload

Long Term
(>12 Mos.)

Develop a Service Oriented Culture of Experts
Implement Catalog Management Technology
Potentially Redesign the Council Contract Approval Process
Conduct Periodic Commodity Spend Analysis, Supplier Management, and Strategic Sourcing

Huron’s Assessment Approach

II.
2.1

Objectives

Huron Consulting Group was engaged by the City of San Diego to conduct an initial review to identify
potential process savings that could be achieved through improvements to the City’s procurement and
contracting processes. Specially, Huron’s in-scope tasks include:





2.2

Conduct a spend categorization and analysis exercise utilizing a 12-month period of San Diego’s
accounts payable (AP) and P-Card data report; the categorization will be done based on Huron’s
standard taxonomy at the supplier spend level to identify high spend categories and vendors
Review and document key purchasing and contracting processes and identify opportunities for
improvement
Develop a menu of options that will provide the City with operations and efficiency improvement
opportunities

Assessment Approach

To meet the above stated objectives, Huron employed our standard and proven approach documented
below to complete this assessment.
Gather
Information

Analyze
Data

Catalog Key
Findings

Develop
Recommendations

Create Menu of
Opportunities

Below is a list of key activities completed following this approach:


Gathered various sources of purchasing and contracting related data, including:
– 12-month AP and P-Card data, December 2012 through November 2013
– Applicable organization chart
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– P&C 180 Day Assessment and Key Initiatives (Dec. 2013) presentation
Conducted 14 interviews with P&C and customer department stakeholders
Completed spend categorization and analysis for 12-month AP and P-Card data
Completed mapping of key P&C related processes
Identified common themes and key findings from interviews
Developed recommendations and menu of opportunities

Background Information

III.

Frustration and dissatisfaction with and within the San Diego’s P&C department has plagued the
organization’s recent history and continues to this date. Key contributing factors and events that led to
P&C’s current state include, but are not limited, to the following:







Frequent change and a lack of stable P&C leadership during the past 6 to 7 years
Significant reduction in P&C FTEs following the 2005 business process redesign study without
the corresponding increase in process efficiency and reduction in workload
The 2010 implementation of SAP neglected key purchasing required functionality, which led to
substantial increase in P&C staff workload and inefficiencies
City Attorney and staff have in recent years reinterpreted the municipal code surrounding
purchasing and contracting, which led to additional levels of legal review, created confusion within
P&C and customer departments and contributes to the existing level of inefficiencies
P&C staff members, due to the environment created by the above mentioned factors, are largely
trained to be reactionary transactional processors and lack the skillsets, time, and resources to
conduct more strategic activities or satisfactorily meet customer departments’ more complex
purchasing and contracting needs

The current Director of P&C took over the leadership role less than one year ago and has initiated the
process to rebuild the P&C team, improve processes and customer service level.

Positive Findings

IV.

During the key stakeholder interview and documents review process, we were able to make the following
positive observations:






Interviewees were very candid with providing information and opinions and ideas for
improvements, as well as expressing openness to change
Everyone interviewed, P&C staff and customer departments alike, indicates and strongly believes
that the P&C individuals are a group of dedicated and hardworking professionals with the best of
intentions
The current tenure of the Director of P&C has brought some sense of leadership stability to P&C
and customer departments
Current leadership has already embarked on select internal initiatives in an attempt to address
customer frustration, improve processes and service levels, and shift P&C from a longstanding
reactionary position towards a more proactive one, examples of which include but are not limited
to:

Proprietary and Confidential

5

Developed the “180 Day Assessment and Key Initiatives” document to outline the P&C
improvement action plan
– Implemented a city-wide department procurement activity forecasting process
– Began initiatives to review current processes and procedures to identify opportunities for
streamlining and efficiency
– Discussed the revision of the Municipal Code to increase City Council approval limits for
goods and services contracts; revisions will be proposed to Council during in March,
2014
– Created a project plan for “deep dive” into understanding SAP functionality and potential
improvements; and also with IT and Comptroller to address internal control concerns
during the entire procure-to-pay process
Current P&C leadership has been reaching out to customer departments and City Attorney staff
to better understand customer needs and how to improve efficiency through better understanding
and collaboration
While insisting that there are significant technology, processes and staffing level issues within
P&C that need to be addressed and fixed, customer departments’ perception of P&C have been
improving under the new leadership
–





V.

Spend Categorization Analysis

To better understand the City of San Diego’s spend profile and vendor base, Huron conducted a spend
categorization and analysis exercise based on a 12-month period of the City’s total spend for the period
of December 2012 through November 2013. The Comptroller’s office provided the requested data for the
City’s standard vendors; employee payroll, 3rd parties, and one-time vendor expenses were not included
in the data report Huron analyzed.

5.1

Spend Between AP and P-Card

The City of San Diego spent a total of approximately $2.1B during the 12-month sample data period, out
of which about 1% or $11.7M was on the P-Card. The City recently switched the P-Card provider from
US Bank to Bank of America and while spend on the US Bank P-Card accounted for 92% of total P-Card
spend for the sample 12-month, this number should decrease and eventually go away when all users are
transitioned to the Bank of America card program. During the new P-Card solicitation and implementation
process, the management and administration of the card program was transitioned from P&C to the
Office of the City Comptroller, aligning P-Card with other disbursement activities.
Administration of the P-Card most often falls under the responsibilities of the procurement function, so it is
interesting to note that San Diego’s P-Card program is managed by the Office of the City Comptroller.
However, the P-Card is not being used as a settlement tool via ePayables, but primarily as a purchasing
method. In contrast to being used as a purchasing mechanism (P-Cards issued to employees throughout
the organization that then can be used to purchase and pay for goods and services), electronic payables,
or ePayables, are payment systems initiated and managed centrally within the organization, usually by
A/P. These solutions are designed to allow organizations to use some of their existing procure-to-pay
(P2P) processes, such as invoice receipt and approval, before the payments to the suppliers are settled
utilizing the card network, instead of, for example, ACH, wire transfers, checks, etc. EPayables are also
known by several other names, such as push payments, buyer-initiated payments (BIP), electronic
accounts payable (EAP), and single-use accounts (SUA), etc.
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The advantage of settling on the P-Card via ePayables is that the organization can take advantage of
additional P-Card rebates through the card provider; however, whether or not, and how best to utilize
ePayable solutions, should be carefully considered as part of an organization’s overall settlement
strategy. While not within the current assessment scope, in general an organization’s settlement strategy
should look at and identify the optimal payment method for each supplier in an effort to maximize rebate
and revenue for the whole organization.

Description

Total 12-Mos.
Spend

% of Total
Spend

AP Spend

$2,106,559,960

99%

$11,713,815

1%

P-Card Spend
Total

$2,118,273,775

100%

P-Card Spend by Card Provider
$935K,
8%

$10,775K,
92%

US Bank P-Card
B of A P-Card

Payment type information was also included in the 12-month spend data and analysis indicates that over
$1.1B or 53% of the City’s payments are made via wire transfers. Check and ACH payments are
approximately at the same level, $506M and $476M respectively, and account for 24% and 22% of total
payments. While not part of the scope of this assessment, San Diego’s wire transfer payment is very high
and as wire is a costly payment method, opportunities exist to reduce wire transfer and instead switch
more of it to ACH.

5.2

Spend by Category Level I

Huron cleansed, standardized and categorized approximately 98% of the City’s total AP and P-Card
spend of $2.1B with 996 standard vendors. Spend was categorized at the vendor name level according
to Huron’s level I and level II taxonomy hierarchy to provide directionally accurate indications of the City’s
spend profile. Select vendors in high spend level II categories were further classified into level III
categories to bring further visibility.
The table below shows that the top three level I categories by spend are Financial Services, Facilities and
Non-Profit Organizations, which combined account for over 93% of total spend and encompass 751
vendors. Information Technology and Professional Services also has significant spend and numbers of
vendors. Vendors with spend below $50K or with unrecognizable names were not categorized and
account for 2% of total spend or an estimated $37M.
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Category Level I
Total Spend
% of Spend # of Vendors
1 FINANCIAL SERVICES
$838,485,140
40%
46
2 FACILITIES
$719,599,800
34%
501
3 NON-PROFIT ORGANIZATIONS
$378,264,460
18%
204
INFORMATION TECHNOLOGY
$76,678,690
4%
65
PROFESSIONAL SERVICES
$41,079,055
2%
94
TRAVEL
$9,913,080
< 1%
11
ADMINISTRATIVE
$5,734,885
< 1%
20
SCIENTIFIC & MEDICAL
$5,348,415
< 1%
23
LIBRARY RESOURCES
$3,331,035
< 1%
10
PAYMENT TO INDIVIDUALS
$2,077,085
< 1%
18
FOODSERVICE
$393,915
< 1%
4
NOT CATEGORIZED
$37,368,215
2%
6,963
Total Spend
$2,118,273,775
100%
7,959

5.3

Spend by Category Level II

Vendors were first categorized into 11 level I categories shown above then classified into 46 different
level II commodity and service subcategories. For select subcategories, vendors were further categorized
into level III areas. Additional categorization details are provided below for the top 3 high spend level II
categories, Financial Services, Facilities, and Non-Profit Organizations. A comprehensive table showing
all category level II and the associated spend is located in the Appendix section of this report.

5.3.1

Category Level II – Financial Services

Analysis indicates that the City had over $838M in expenditure with 46 financial services related
companies. These companies are then categorized based on the primary types of services they provide,
such as banking and financing providers at ~$425K or 51% of level I spend, benefit providers at ~$384K
or 46% of level I spend, with insurance providers accounting for the remaining 3% or ~$18M in spend.
To increase visibility, benefit providers are further classified by the primary types of benefits they provide.
Analysis indicates that the City spent ~$320M with 3 retirement benefits providers, accounting for 83% of
total benefits spend; the primary provider being San Diego City Employees’ Retirement System
(SDCERS) with over $315M.
The City also spent over $42M on medical benefits or insurance for government employees spread
across 7 different providers. The other level III categories include payments to unions, life insurance
providers, and disability insurance providers.
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Category Level II Spend - Financial Services

Banking and
Financing
$424,930K /51%

Benefits
$383,960K /46%

Category Level III Spend - Benefits

Retirement
$319,535K / 83%

Medical
$42,250K / 11%
Other
$22,175K / 6%

Insurance
$17,800K /3%

5.3.2

Category Level II – Facilities

The second highest spend level I category is Facilities, which account for approximately $720M in total
spend with 501 different suppliers. Level II categorization reveals that utilities and capital improvement
expenses are the top 2 subcategories with $287M and $279M in spend respectively, and each account
for approximately 40% of total facilities expenditures. They are followed by MRO services, MRO
products, and fleet, which include the purchase of vehicles, fuel, and parts, as well as maintenance and
repair services on the vehicles.

A deeper look into the highest spend level II subcategory shows that over 76% of the total utilities spend
is with 3 water and sewage providers, the primary being San Diego County Water Authority which
accounts for $216M in spend. Spend with natural gas providers is approximately $67M with electricity
spend accounting for the remaining 1% of ~$2.3M.
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After utilities, capital or spend on capital improvement projects, such as new construction, renovation,
roads and pipeline repairs, etc., is the second highest level II subcategory, within the broader category
facilities, at approximately $279M and encompassed over 200 vendors.
Spend with capital improvement project vendors is further classified into nine level III areas with general
contracting being the highest spend level III area with over $113M and over 50 suppliers accounting for
41% of capital. The engineering and roads/pipeline-related spend areas also have significant spend of
over $50M during the 12-month data period, followed by construction management at $18M, industrial
equipment rental or purchase at $15M, and architecture services at almost $11M. The remaining
approximately $12M consists of spend on construction supplies, land surveying and testing, and
demolition services.
Please note that since the categorization was done at the vendor level, the spend reflected for each type
of specific services is only representative instead of absolute. This is especially the case for general
contractors since many construction companies also provide a full suite of services including engineering,
architecture, project management, etc., and general contractors often utilize subcontractors and include
the costs of construction materials as well.

Maintenance, repair and operations (MRO) related services make up the third highest level II subcategory
within capital improvement expenditures, at a total spend of approximately $63M with 119 categorized
vendors. This subcategory of vendors is further classified into 13 different level III areas, with grounds
maintenance being the highest spend area accounting for 27% of total MRO services spend, or ~$17M
with 40 different vendors. The high number of vendors in this area indicates a potential for supplier
consolidation to achieve cost savings, improve service levels, and streamline contracting efficiencies as
many of these vendors likely provide similar services and would be able to meet the needs of multiple
customer departments.
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The other areas not listed in detail below include flooring/carpeting, towing services, electrical, and
linens/uniforms services, which combined made up the remaining 8% of MRO services of approximately
$5M in spend with 21 different vendors.

5.3.3

Category Level II – Non-Profit Organizations

Non-profit organizations represent the third highest spend among level I broad categories and are further
classified into 5 level II subcategories including federal, state, and local governments (e.g. County of San
Diego), non-profit partnerships (e.g. business districts), governmental departments, parks and
recreational facilities/organizations, and educational/medical establishments.

Spend going to federal, state, and local government accounts for 57% of expenditures with non-profit
organizations, chief of which were payments made to the County of San Diego with $202M during the 12month sample data period.

5.3.4

Category Level II – Other

The graph below shows the spend by category level II for the following level I categories: information
technology, professional services, travel related spend, administrative spend, and science and medical
related expenses. A complete spend by level II table is located in the appendix section of this report.
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(Spend in $K)
$45,000

Spend by Category Level II for Select Level I Categories

$40,000
$35,000
$30,000

$76,679K

$25,000

$41,079K

$20,000
$15,000
$10,000

$9,913K
$5,735K

$5,000

$5,348K

$0
INFO. TECH
IT SERVICES
IMAGING EQUIP.
TELECOM
SOFTWARE
COMPUTER HARDWARE
AUDIO / VISUAL

5.4

PRO. SERV.
LEGAL
CONSULTING
ACCOUNTING
MARKETING
STAFFING
TRAINING

TRAVEL
ENTERTAINMENT
HOTEL/CONFERENCE
AIR TRAVEL
GROUND TRANS.

ADMIN.
SHIPPING/LOGISTICS
OFFICE PRODUCTS
DOCUMENT SERVICES

SCI. & MED
SCIENTIFIC SUPPLIES
CLINICAL SUPPORT
MEDICAL SUPPLIES
HEALTH INFO. MGMT.
PROF. CLINICAL SERVICES
LAB SERVICES

Potential Savings Opportunities

Understanding an organization’s spend profile, for example, high spend categories / commodity areas,
supplier base within a commodity area, high spend vendors, etc., is the first step to understanding the
potential savings opportunities through strategic sourcing for key spend areas and how to prioritize
supplier consolidation and negotiation efforts.
Based on previous experience, we’ve identified various factors that would impact the savings
opportunities through strategic sourcing effort for key Level II categories. Factors that would impact
sourcing complexity and success include industry complexity, market competition, data availability, and
also change management required within the organization to realize savings. All factors, as well as
organizational readiness and culture, should be carefully considered before selecting and prioritizing
sourcing initiatives. Please note that government agencies, non-profit organizations, payments to
individuals, uncategorized spend and Level II categories with spend less than $1M are not included in the
tables below.
Complexity Ratings

Low Barriers
Moderate Barriers
Higher Barriers
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($'s in 000s)

Level II Commodity /
Service Areas
CAPITAL

Est. Total
Spend
$278,575

IMAGING EQUIPMENT

16,930

SHIPPING & LOGISTICS

2,080

OFFICE RELATED PRODUCTS

1,920

SCIENTIFIC SUPPLIES

1,855

COMPUTER HARDWARE

1,800

BENEFITS

$383,960

MRO PRODUCTS

38,510

TELECOMMUNICATIONS

9,590

DOCUMENT SERVICES

1,735

MRO SERVICES
LEGAL

$62,615
29,600

HOTEL/CONFERENCE SPACE

3,615

FURNITURE

1,865

ACCOUNTING

1,545

FLEET

$33,905

INSURANCE

17,880

MARKETING

1,500

BANKING/FINANCING
UTILITIES

$436,645
287,055

IT SERVICES

43,910

REAL ESTATE

17,075

CONSULTING

7,895

ENTERTAINMENT

6,115

SOFTWARE

4,395

BOOKS

2,450

CLINICAL SUPPORT

1,370

VI.

Implementation Complexity Factors
Change
Industry
Market
Data
Mgmt.
Complexity Competition Availability
Required
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Savings
Potential
High
High
High
High
High
High
Medium / High
Medium / High
Medium / High
Medium / High
Medium
Medium
Medium
Medium
Medium
Low / Medium
Low / Medium
Low / Medium
Low
Low
Low
Low
Low
Low
Low
Low
Low

Current P&C Process Mapping

Huron mapped out four basic purchasing and contracting processes based on interviews conducted with
P&C individuals, including:





Requisition Process
Formal Request for Bids (RFB) / Request for Proposal (RFP) Process
Contract Establishment Process
Contract Renewal Process

Huron validated the draft process flows with numerous P&C individuals, including the Director, Deputy
Director, and several Procurement Specialists, and made necessary edits based on their corrections and
feedback. As P&C is in the process of internally reviewing current processes, identifying opportunities for
streamlining, and implementing feasible “quick fixes” to increase efficiencies, Huron made its best effort to
document any recent improvements made by P&C on the process flows.
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The charts documented the general flow and decision points required for each of the processes below;
however in current state, it is understood through P&C and customer interviews that the specific steps,
sequence, and document requirements may differ depending on the Procurement Specialist executing
the tasks. Suggestions for process efficiency improvements are elaborated in the findings and
recommendations section of this report.

6.1

Requisition Process

The flow chart below documented the general steps and decision points during the requisition process,
beginning with when a purchase need is identified within the customer departments for goods and
services (excluding Capital Improvement Project related needs) and ending with when a requisition is
turned into a purchase order (PO) and the order is placed with the vendor.
The chart below is presented in a larger format in Appendix A.4.

Currently, all requisitions are created in the SAP system by the departmental initiator then routed via
work-flow in the system for all internal departmental approvals. Any necessary price quotes and outside
system approval documents are either scanned in and attached to the requisition, or e-mailed separately
to P&C. If applicable, the requisition is then routed through special approvals within SAP before reaching
P&C for processing. The requisition is assigned to specific Procurement Specialists based on commodity
area, processed, and then goes through various P&C approvals dictated by approvers’ dollar limit
authority in SAP. The final P&C approver then approves and releases the PO and the order is placed
with the vendor. At this time P&C individuals are the only ones who can create and release POs for
vendor order placements.
Most P&C individuals interviewed are frustrated by the time consuming and “click-intensive” requisition
process in the SAP system. Interviewees indicate that barring any additional time caused by approval
delays, it can take anywhere between 20 minutes to a few days to process a requisition depending on
how many line items it contains, a direct result of the SAP system as implemented.
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Current Good Practice
1. All Central Stores inventory items are purchased through the stores via a reservation in the SAP
system, and customer departments are not allowed to requisition the same items from outside
vendors. This practice contributes to a healthy inventory turnover rate for the stores; at the same
time it avoids the potentials of end users getting less than competitive pricing from outside
vendors and eliminates the associated requisition processing time.
Opportunities for Efficiencies
1. While IT, Grants, and Fleet approvals are work-flowed through SAP, Legal, Labor Relations, and
Risk Management approvals currently reside outside the system and require manual processes.
2. In order to process the requisition, Procurement Specialists need to individually adopt and
release each line item in the requisition which takes significant amount of time and effort.
3. In current state, all POs are printed out and the paper copies are mailed to vendors for order
placement. It is a time consuming, work intensive, and resource wasteful (paper, toner, mailing
materials, etc.) process.

6.2

Formal Request for Bids (RFB) / Request for Proposal (RFP) Process

A formal RFB or RFP process is initiated when the customer departments have identified a purchasing
need for goods or services with a dollar amount of $50K or greater. For such a solicitation, official
advertisement is required by City Charter and P&C will facilitate the department through the solicitation
process. Solicitation development is a manual process completed entirely outside of the SAP or any
other system.
The chart below is presented in a larger format in Appendix A.5.

It is the responsibility of the customer department to draft the specifications or scope of work component
of the solicitation. The specifications or scope of work document is then distributed to all applicable
departmental stakeholders for review and approval before it is forwarded to P&C. The Procurement
Specialist, assigned based on the commodity area of the solicited goods or services, will develop an RFB
or RFP packet incorporating the specifications or scope of work, then send back to the customer
department for review. Once the department, P&C, and City Attorneys have all reviewed and approved
the solicitation packet, the bid or RFP is then advertised in the city newspaper and broadcasted via
DemandStar by P&C.
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Current Good Practice
1. Starting last year, P&C initiated a new process and reached out to departments in an effort to
create a forecast of anticipated RFB/RFP events to better understand customers’ priorities and
needs as well as to better manage P&C staff’s workload. The departments’ reaction is mostly
positive; they appreciate the outreach and feel that P&C is attempting to move from a traditionally
reactive position to one that is more proactive in order to improve customer services.
Opportunities for Efficiency
1. While the forecasting effort is a strategic step in the current P&C environment where there is little
visibility, interviews suggest that departments are asked to fill out additional paperwork for bid and
RFP events not captured on the forecast before they are processed. Purchasing is a dynamic
function and not all solicitation events can be anticipated, thus this additional paperwork creates
little value and should be eliminated.
2. Interviews indicate that the current level of legal review surrounding purchasing processes, both
within the departments and P&C, can be streamlined to lesson workload and improve efficiencies.
3. Currently, all solicitation activities are manual and take place outside of the SAP or any other
system. These include the development and review of the bid/RFP document, broadcasting of
the solicitation, and submission of supplier proposals.

6.3

Contract Establishment Process

Once the winning vendor is identified after a formal bid or RFP process and no protest was raised during
the 10 day protest period, the contract creation process is initiated.
The chart below is presented in a larger format in Appendix A.6.
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For those contracts exceeding $1M in total dollar value during initial contract term and/or those with initial
contract terms longer than 5 years, the initiating department is responsible for going to City Council for
approval before a contract can be established. Once all the necessary approvals are obtained and
received by P&C, the Procurement Specialist creates the Contract or Pricing Agreement, which is a
contract summary document, in the SAP system, keying in all line items.
From this point, if the contract is originating from an RFP, the Director of P&C will review the winning
proposal and sign the signature page included in the RFP which serves as a binding legal agreement.
The P&C City Attorneys will then review and sign the signature page, finalizing the contract. If the
contract is originating from a formal bid process, the Procurement Specialist will draft the Memorandum of
Agreement (MOA) document which is then reviewed by P&C City Attorneys before it is sent to the vendor
for signature. The vendor-signed MOA document is then signed by the appropriate P&C individual before
it is routed to P&C City Attorneys once again for review and signature to establish the contract.
Once the contract is established, P&C retains a copy of the complete contract packet then notifies the
initiating department of the contract status.
Opportunities for Efficiency
1. The municipal code-dictated threshold of $1M for seeking City Council approval has been in
place for decades and is too low and restrictive for today’s spend environment, resulting in too
many agreements needing Council approval and significant time and resources spent on the
process, often impacting the timely establishment of contracts. The current P&C leadership is
already in the process of preparing the proposal to raise the approval threshold and is aiming to
complete this task during first quarter 2014.
2. When a contract is originating from a formal bid and an MOA document is drafted by the
Procurement Specialist, City Attorney essentially reviews it twice, once before the document is
sent to the vendor for signature then again when legal signs it for final approval. P&C has been
working with City Attorneys and has developed a template for standard and more efficient MOA
drafting by Procurement Specialists.
3. Currently P&C retains a hard copy of the final and complete contract packet for all applicable
vendors. The hard copy of the original contract is then pulled every time contract renewal is
needed resulting in a lot of paper passed between different parties via interdepartmental mail,
which is a slow and cumbersome manual process with potential risks of lost and damage.

6.4

Contract Renewal Process

Current contract management and renewal is a manual process done outside of the SAP system. The
chart below is presented in a larger format in Appendix A.7.
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The contract management and renewal process is completed on a monthly basis, beginning with the
Contract Processing Clerks (CPCs) within P&C pulling two reports, one from SAP based on the
information entered into the Contract/Pricing Agreement summary and one from the Bid Process
Database. The CPCs then compare the two reports to ensure all contracts are captured, identify any
contracts approaching expirations, pull the paper copy of the original contract packet, and reach out to the
applicable department contacts to assess renewal needs. If renewal is requested, the CPCs will work
with the Procurement Specialist responsible for the commodity area to identify any additional information
needed from the vendor, such as updated insurance certificate, draft the renewal intension letter, and a
new MOA document. P&C then sends the new MOA draft to legal for review and approval prior to
sending the entire renewal document packet to the vendor for review and signature. The vendor returns
the signed renewal intention letter and all requested information back to the Procurement Specialist who
then attaches all renewal documents to the original contract packet before sending to the City Attorney for
final review and signature. Once all applicable approvals and signatures are obtained, P&C then updates
the Contract/Pricing Agreement summary in SAP, stores the entire contract packet, and notifies the
customer department of the updated contract status.
Opportunities for Efficiencies
1. The current manual contract management and renewal process is effort intensive and error prone
as the necessary data is pulled from two sources and the reliability of the reports depends on the
individual’s accuracy at initial data entry.
2. The drafting of a new MOA document is required for each annual contract renewal which adds to
the workload of both P&C and City Attorneys staff. It is understood that during the month of

Proprietary and Confidential

18

January 2014, P&C amended the MOA requirement for contract renewals in an ongoing effort to
identify and quickly execute on process efficiency opportunities. The revised process states that
the drafting of a new MOA document is only required if department and/or P&C have changes to
make to the contract in place, otherwise the MOA developed during initial contract establishment
will suffice.

P&C Observations and Recommendations

VII.

Huron acknowledges that P&C under the current leadership is in a transition period and is commencing
various initiatives to identify pain points and inefficiencies in an effort to improve current operations.
While it is important to identify quick fixes to alleviate workload and better customer services in the short
term, San Diego should also take a critical and comprehensive look at the P&C organization and the
procurement function as a whole to determine the kind of vision leadership, process, technology, and
people that are necessary to best serve and guide the City customers today and in the future, at the same
time utilizing the financial resources most effectively and efficiently.
While our assessment is focused on the purchasing and contracting component, leading procurement
practices encompass the entire source to settle process, supported by robust analysis and the following
four fundamentals:





Vision and Strategy
Policies, Processes and Procedures
Technology, Systems and Tools
Organization, People and Culture

We organized our observations and key recommendations into these four areas in the section below.
While traditional procurement functions are often focused on transactional and manual processing based
activities which are usually time consuming, procurement technology advancement and with it the
capability to collect and analyze more data has allowed institutions to transform their procurement
organization and advance to leading practices with more emphasis on strategic based activities that
provides more value and benefits to the end-user customers and the organization as a whole.
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Benefits of transitioning from the traditional to leading procurement practices include, but are not limited
to, the following:








Automation of processes via technology to reduce workload, streamline workflow, improve
efficiencies, gather / generate data crucial to understanding the operation of the organization and
how and where to make improvements
Focused commodity expertise allows the commodity managers within purchasing to better assist
the customer department with their purchases through better understanding of the products
specification, market condition, supplier base, etc., and provide guidance as appropriate
Center-led strategic sourcing activities can leverage an institution’s consolidated total spend to
negotiate more favorable pricing and service terms that would benefit all customers within the
organization
Uniformed and aligned strategy, technology, processes and organizational support enables the
organization to function as a cohesive unit to provide the highest level of services and value to
customers and the institution

Key findings gathered from stakeholder interviews during the Huron P&C assessment process are
documented in the following sections, along with Huron’s suggested recommendations.
The effort required to implement each recommendation and the impact of implementation are rated on a 5
point scale, with 1 being the least effort required and impact, and 5 being the most effort required and
most impact.

7.1

Vision and Strategy

Key Findings
1. Due to a prolonged period of rapid leadership change-over, there is a lack of comprehensive vision and
strategy for the P&C function.







Interviews reveal that current purchasing activities are primarily transactional and reactive,
instead of proactive and strategic.
Due to a lack of resource and data, P&C does not conduct the strategic analyses that generally
inform necessary performance improvements; examples of such analyses include, but are not
limited to, category / vendor spend analysis, spend by purchasing methods, spend on contract
suppliers, key performance indicators (KPIs) for throughput by buyer and department, etc.
The purchasing systems and tools in use were not implemented under the guidance of
established vision and strategy, resulting in a combination of system and processes that
constrain, rather than support and enable the purchasing function.
Customer departments typically view P&C as a roadblock to deal with, instead of a value-add
facilitating service provider.
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Recommendations
Recomm.
ID

VS.1

VS.2

VS.3

7.2

Description

Define P&C Mission and Strategy
 In addition to focusing on how to complete the day to day
tasks more efficiently, P&C should also take a step back to
define the mission and strategy of the P&C function and
how it affects and should be aligned with downstream
disbursement mission and strategy.
Define People, Process and Technology Model
 Once mission and strategies are defined, P&C should then
identify the realistic people, technology, and process needs
to support the mission and strategies and the efficient and
effective operation of the P&C function, incorporating best
practices in today’s procurement environment.
Develop a Service Oriented Culture of Experts
 Building on the principles of the 180 Assessment and Key
Initiatives, institutionalize a culture of issues identification
and improvement planning, supportive of the focus on
people, process and technology.
 Craft a plan and dedicate functional resources to liaise with
customer departments, and have a fast-track liaison with
the City Attorney’s office to foster better responsiveness,
collaboration and efficiencies in anticipation of new City
Attorneys and legal teams in the future.

Priority

Effort

Impact

Short Term

1

4

Intermediate

5

4

Long Term

3

5

Policies, Processes and Procedures

Key Findings
1. San Diego does not have a standardized set of processes and procedures for purchasing activities,
which confuses and frustrates both P&C individuals as well as the customers in the departments.






Interviews indicate that individual Procurement Specialists often follow different processes and/or
require different documentation for the same purchasing activity. For example, we were told that
there are 3 different processes / forms to set up a sole source contract. Moreover, customers
indicated that P&C staff frequently direct questions regarding policies and processes to the aged
P&C website, which has not been updated with relevant information for a number of years.
Customers expressed frustration at the inconsistency in process steps guided by staff; in one
example, a customer explained that he was following one set of directions with one Procurement
Specialist for a purchasing event but then was made to start from scratch with different steps
when another Procurement Specialist took over mid-way through the process.
For certain facility-related services, customers are unclear on whether they should reach out to
P&C or Public Works to lead the contracting effort and often stuck between the two.

2. Redundant and limiting bureaucracy creates inefficiencies which complicate and lengthen the
purchasing process.
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Interviews reveal that the current level of legal involvement in standard purchasing activities is
creating additional workload for both P&C and City Attorney. These include:
o Repeated review of requisition, bid and other purchasing documents.
o Initial then repeated drafting of the Memoranda of Agreement (MOA) documents upon
contract renewal.
o Legal involvement in proposal evaluation, substitute product acceptance, price changes,
and other purchasing decisions.
Anticipated bids and RFP are recorded on a forecast list; however, departments have to fill out an
additional form for un-anticipated bids and RFP needs.
Currently, all goods and services contracts that exceed $1M for the duration of the agreement
require City Council’s approval, which is a process that requires significant time and effort for the
initiating department; Council approval limit for capital improvement projects was raised to $30M.
There is also confusion regarding who is accountable to ensure the departments know when to
go and seek Council approval during contract renewals and general frustration with the process.

Recommendations
Recomm.
ID

PP.1

PP.2

PP.3

Description

Review and Standardize P&C Processes and Procedures
 Review all purchasing and contracting processes within
P&C, identify all existing variations then standardize the
whole department on the version providing the most
efficiency given the systems and technology currently in
use. Any forms, templates, and other documents utilized in
these purchasing processes should also be reviewed and
standardized.
 The use of standardized processes and forms should be
enforced within the department through continued dialog
and a supportive training curriculum for staff that reinforces
business processes and ensures standardization rather
than deviation to established standards.
Collaborate with City Attorney to Craft Standardized Forms and
Templates
 Collaborate with City Attorney to develop standardized
forms and templates utilized by P&C. This should reduce
the time and need for City Attorney’s review of purchasing
related documents as they have already received the legal
stamp of approval.
Develop Standardized Understanding of Procurement
Regulations and Approval Requirements
 P&C and City Attorneys should work collaboratively to
better understand the laws and regulations that govern
purchasing and contracting activities as well as standard
practices for other city governments within the State of
California, then jointly decide what level of legal
involvement in P&C’s daily function is appropriate for the
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Priority

Effort

Impact

Short

2

3

Short

1

3

Short

2

4
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City of San Diego, e.g. legal review is needed for final
signature, but not required for pricing increase approvals,
proposal evaluations, and other purchasing activities.

PP.4

PP.5

PP.6

PP.7

Refresh P&C Website
 Make the website the single-place to communicate and
house standard P&C processes, and to provide a simplified
approach to buying and paying.
 Make readily accessible forms, templates, step-by-step how
to guides and other documents utilized in these purchasing
processes.
 Ensure it becomes a single place to list all forms, integrated
with policies and procedures. When P&C is ready to
undertake the initiative of updating the P&C website, the
standardized processes and forms should be posted and
communicated to the customer departments.
Establish P&C Service Desk to Better Serve Customers
 Establish a P&C "service desk” or one to two individuals to
whom all P&C process related questions from the customer
departments can be directed. These individuals should
have the most knowledge regarding the standardized
processes in use and provide all departments with the
same answers. This will reduce the potential of customers
getting conflicting answers from different P&C staff
members or being directed to a website with outdated
information.
Establish a Consistent Communication Plan
 As processes and documentations are standardized, P&C
should consistently and repeatedly communicate these
changes to customer departments, through e-mails,
website postings, as well as periodic customer training
sessions. It is through the understanding and adoption of
standardized processes by P&C and customer departments
that efficiencies can be achieved for both.
Potential Redesign of the Council Contract Approval Process
 In addition to seeking to increase the approval limit for
goods and services contracts as P&C is currently in the
process of doing, explore the potential to redesign and
streamline the current process. All applicable stakeholders
should work through when approval is necessary, how and
when approvals are sought, and who is held accountable
for the timely seeking of approvals to not delay the
awarding of contracts. Potential to achieve time and effort
reduction for customer departments, P&C staff and City
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Intermediate

3

4

Intermediate

3

4

Intermediate

2

4

Long Term

3

4
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Council members.

PP.8

7.3

Conduct Periodic Commodity Spend Analysis, Supplier
Management, and Strategic Sourcing
 Once P&C has obtained the necessary data reporting and
the needed time of capable resources, regular commodity
spend analysis should become one of P&C’s strategic
activities to proactively manage supplier performance,
identify consolidation opportunities that would provide
customers with better services, products, and cost savings.

Long Term

4

4

Technology, Systems and Tools

Key Findings
1. Current technology does not support catalog management, automated order dispatch, system-tosystem integration, etc., which results in time consuming but needed manual processes outside of
system.







Interviews indicate that the primary focus of the SAP implementation was to meet City Finance’s
needs and requirements; the SAP Materials Management (MM) module was implemented but not
the SAP Supplier Relationship Management (SRM) module which supports catalog management,
contract management, better reporting, and streamlines the overall procure-to-pay process
The majority of shopping and quoting activities are conducted outside of SAP; quotes and other
supporting documents are scanned in and attached to the requisition or e-mailed to P&C
Currently all purchase orders are printed out and manually mailed to vendors for order placement
San Diego went live with PlanetBids in January 2014 enabling electronic vendor self-registration;
however, PlanetBids does not interface with SAP
DemandStar, the current system for bid/RFP broadcasting, will eventually be replaced by
PlanetBids

2. The SAP MM module as implemented created additional workload for the P&C staff and increased
processing time, instead of streamlining the process.






Interviews with P&C individuals indicate that workload increased as much as three times post
SAP implementation compared to the old system; many also reveal that SAP was implemented to
replicate the then-existing processes instead of redesigning the business process to allow
maximum system automation
P&C individuals reveal that each line item in every requisition needs to be individually selected
and released for purchase order creation, resulting in a significant amount of time and effort
dedicated to requisition processing
Special approvals do not all workflow through the SAP system; some are integrated while others
are outside of SAP and require a manual process
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3. Purchasing is unable to generate data and reports out of the SAP system as currently implemented,
reports that are crucial to the efficient and strategic operation of the purchasing function.





Interviews with P&C individuals indicate that they are unable to general data and reports that
would bring visibility to various purchasing activities, including buyer workload/requisition queues,
purchasing KPI / metrics, spend data reports, etc.
Customers indicated frustration of not being able to view requisition process status in SAP when
it is in out of system legal review
Contract management is a manual process done monthly; a contract status report is generated
monthly out of the SAP system which then has to be combined with a second report pulled out of
the Bid Processing Database to assess contract expiration status

Recommendations
Recomm.
ID

TT.1

TT.2

TT.3

TT.4

Description

Improve Current SAP MM Functionality
 Research and fit-gap SAP MM functionalities that are
currently implemented but not utilized or under-utilized and
those that might not be optimally configured, and make the
appropriate configuration changes and enhancements to
the MM module that would allow the system to more
efficiently support the P&C processes, such as better data
and metrics reporting, delegation of low-dollar requisition
and PO dispatch to departments, and system solutions for
manual workflow approvals, etc.
Improve PO Dispatch / Transmission
 Improve the PO dispatch process and investigate existing
functionality to transition to e-mailing orders to suppliers.
Eliminating or even reducing the current 100% manual
printing and mailing of POs to suppliers would remove a
level of administrative burden from P&C staff.
 Existing SAP functionality for PO dispatch, including 'SMTP
Configuration' and 'Fax Server Configuration' should be
vigorously explored; as such functionality is typically a
delivered feature in robust ERP systems.
Conduct a Procure-to-Pay Technology Assessment
 Consider performing a comprehensive Procure-to-Pay
technology mapping and planning exercise done by an
independent 3rd party to identify the optimal technology
model that provides the proper system integration of SAP
and complementary technologies and tactical-tools to
support the overall Procure-to-Pay function.
Establish Interface Between Systems
 With the go-live of PlanetBids Vendor Management
module, P&C should explore integration between the
PlanetBids solution to the SAP system to have one
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Priority

Effort

Impact

Short

3

4

Short

2

4

Intermediate

3

5

Intermediate

3

4
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TT.5

7.4

standard master vendor profile for easy updating,
management and report generation, especially as P&C is
also planning to implement other modules including Bids
Management, Contract Management, etc. during 2014.
Implement Catalog Management Technology
 Investigate the feasibility of implementing the SAP SRM
module or another solution that can support catalog
management, e-sourcing, etc., with the goal to automate
more of the current purchasing activities, streamline
workflow, facilitate electronic transactions with suppliers,
bring more visibility of data and metrics into P&C, and
deliver the efficiency that the City set out to achieve when
first implemented SAP.

Long Term

4

5

Organization, People and Culture

Key Findings
1. A lack of quality initial and ongoing SAP training for end users and Purchasing individuals creates
additional workload and underutilization of the system.






Interviews indicate that currently there is no standardized training program for P&C staff; new
Procurement Specialists are trained by existing personnel in the ways they themselves have
been trained, perpetuating process variations
P&C individuals candidly express that there might be many functionalities and capabilities of SAP
that are currently implemented that they do not know about which could make their work more
efficient and lighten workload
Interviews reveal that departmental initiators might not have received adequate SAP training
which lead to mistakes they make on requisitions which then need to be returned to them for
rework/ correction, resulting in additional work for both Purchasing and department customers

2. P&C individuals are overwhelmed by the exhaustive and mainly transactional workload, resulting in
burnout and low morale.









Interviews reveal that mandatory overtime was necessitated for purchasing staff for a period of
time to reduce the large backlog of requisitions
Delays in requisition processing and other purchasing activities have been a common and
frequent experience for the customer departments for the past number of years; mutual
frustration has bred a culture of finger pointing, further damaging the perception of P&C
On a positive note, all customers interviewed do strongly believe that all P&C individuals are
hardworking, dedicated professionals with best of intensions, but the surrounding factors
(technology, processes, lack of training, etc.) makes P&C difficult to work with
All P&C individuals interviewed are stressed by the current level of workload and expressed
frustration towards the system and process inefficiencies and the bureaucracies that are the root
causes
Many stated that there aren’t enough time and resources to move away from transactional and
reactive activities and on to more strategic and proactive ones that are more stimulating

Proprietary and Confidential

26



Both P&C individuals and customers alike recognize that morale is and has been low within the
organization, and that below market competitive compensation level is an important factor

Recommendations
Recomm.
ID

OG.1

OG.2

OG.3

OG.4

7.5

Description

Establish Internal P&C Training Curriculum
 During this time of rapid change and improvement, it would
be beneficial to establish regular mini training sessions for
P&C internal staff members to share new functionalities or
configurations within SAP identified during the internal
exploration, the use of which would make the purchasing
process more efficient. The communication and consistent
use of standardized documentation and processes can also
be reinforced during these mini training sessions.
Restructure and “de-skill” Requisition Processing
 Consider training two junior P&C individuals to be very
efficient at processing more straight forward requisitions
(those that do not require P&C assisted bids or RFP
processes) and transition this type of workload to these
individuals. This would alleviate the burdensome workload
of other Procurement Specialists with commodity area
expertise to focus on the more complex RFBs and RFPs
and increase the efficiency of the entire P&C team.
Establish Periodic P&C Training for Customer Departments
 Conduct periodic training sessions for individuals tasked
with purchasing or approval roles within customer
departments, with focus on how to correctly initiate a
requisition in SAP, standard P&C processes applicable to
customers, approvals and standard documents needed for
each type of requisitions, where to locate the needed
documents, etc.
Consider Addition of Temporary Resources to Alleviate Current
Workload
 As P&C's priority should be on identifying and implementing
process and technology opportunities to streamline process
and reduce workload, consider engaging temporary
resources to alleviate current workload as the core P&C
team focuses on efficiencies improvements and other
strategic activities.

Priority

Effort

Impact

Short

3

4

Short

2

3

Intermediate

3

4

Intermediate

2

3

Recommended Further Assessments and Considerations

While not in the current scope of project, Huron would recommend the City of San Diego to consider
investing in the following further assessments in helping the City identify additional opportunities to
incorporate best practices into the entire Procure-to-Pay process and to further improve efficiency.
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Accounts Payable Assessment: As Accounts Payable or disbursement is an integral component
of the entire Procure-to-Pay process, consider performing a similar assessment to understand
current processes, how upstream P&C activities affect downstream disbursement processes, and
to identify opportunities for improved collaboration, efficiencies, and better customer services.



Procure-to-Pay Technology Assessment: Consider performing a comprehensive Procure-to-Pay
technology mapping and planning exercise done by an independent 3rd party to identify the
optimal technology model that provides the proper system integration of SAP complementary
technologies, and tactical-tools to support the overall Procure-to-Pay function.
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Appendix
A.1

Complete Spend by Level II Table
Category Level I / Category Level II

FINANCIAL SERVICES
BANKING AND FINANCING
BENEFITS
INSURANCE
FACILITIES

Total AP

Total Spend

$838,485,125

$838,485,125

$436,645,845
$383,960,380
$17,878,900

$436,645,845
$383,960,380
$17,878,900

$714,523,175

UTILITIES
CAPITAL
MAINTENANCE AND REPAIR SERVICES
MAINTENANCE AND REPAIR PRODUCTS
FLEET
REAL ESTATE
FURNITURE

Total P-Card

$5,076,625

$719,599,800

$230

$287,053,475
$278,574,540
$62,616,185
$38,508,725
$33,905,655
$17,076,265
$1,864,955

$378,217,640

$46,815

$378,264,460

$216,509,910
$56,833,270
$53,678,160
$28,956,045
$11,423,350
$10,816,905

$32,395
$11,515

$216,542,305
$56,844,790
$53,678,160
$28,956,750
$11,425,550
$10,816,905

INFORMATION TECHNOLOGY
IT SERVICES
IMAGING EQUIPMENT
TELECOMMUNICATIONS
SOFTWARE
COMPUTER HARDWARE
AUDIO / VISUAL

$76,674,905
$43,912,435
$16,931,245
$9,587,415
$4,395,780
$1,798,030
$50,000

$3,780

PROFESSIONAL SERVICES

$41,054,375

$24,685

NON-PROFIT ORGANIZATIONS
FEDERAL, STATE AND LOCAL GOVERNMENT
NON-PROFIT PARTNERSHIPS
GOVERMENTAL DEPARTMENTS
PARKS AND RECREATION AGENCIES
SCHOOLS AND EDUCATION AGENCIES
MEDICAL CENTERS AND HOSPITALS

LEGAL
CONSULTING
ACCOUNTING
MARKETING
STAFFING
TRAINING SERVICES

$287,053,475
$277,592,640
$62,420,250
$36,574,245
$31,941,575
$17,076,265
$1,864,725

$29,598,695
$7,892,675
$1,544,350
$1,474,625
$489,030
$55,000

$981,900
$195,935
$1,934,480
$1,964,080

$705
$2,200

$295
$3,485

$565
$24,120

$41,079,055
$29,598,695
$7,893,240
$1,544,350
$1,498,740
$489,030
$55,000

TRAVEL
ENTERTAINMENT
HOTEL AND CONFERENCE SPACE
AIR TRAVEL
GROUND TRANSPORTATION

$9,783,245
$6,113,125
$3,611,260

ADMINISTRATIVE

$5,550,975

$183,910

$5,734,890

$1,900,430
$1,916,200
$1,734,345

$177,490
$3,970
$2,450

$2,077,920
$1,920,175
$1,736,795

$5,314,470

$33,945

$5,348,410

$1,826,660
$1,367,865
$860,610
$684,035
$492,850
$82,450

$30,790

$1,857,450
$1,367,865
$863,760
$684,035
$492,850
$82,450

$3,269,070
$2,390,545
$878,525

$61,960
$59,435
$2,525

$3,331,035
$2,449,985
$881,050

$110,980

$282,935

$393,915

$60,400
$50,580

$172,305
$110,630

$232,705
$161,210

$2,077,085
$31,498,905

$5,869,315

$2,077,085
$37,368,220

SHIPPING & LOGISTICS
OFFICE RELATED PRODUCTS
DOCUMENT SERVICES
SCIENTIFIC & MEDICAL
SCIENTIFIC SUPPLIES
CLINICAL SUPPORT SERVICES
MEDICAL SUPPLIES
HEALTH INFORMATION MANAGEMENT
PROFESSIONAL CLINICAL SERVICES
LAB SERVICES
LIBRARY RESOURCES
BOOKS
DATABASES
FOODSERVICE
CATERING
FOODSERVICE PRODUCTS
PAYMENT TO INDIVIDUALS
NOT CATEGORIZED
Grand Total
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$129,835

$76,678,685
$43,912,435
$16,931,540
$9,590,900
$4,395,780
$1,798,030
$50,000

$4,740
$125,095

$58,860

$2,106,559,950

$3,155

$11,713,805

$9,913,080
$6,113,125
$3,616,000
$125,095
$58,860

$2,118,273,760
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A.2

Top 50 High Spend Vendors

Top 50 Vendors by total 12-month Spend; Excluding spend with non-profit partners
Standardized Vendor Name
1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
26
27
28
29
30
31
32
33
34
35
36
37
38
39
40
41
42
43
44
45
46
47
48
49
50

SDCERS
SAN DIEGO COUNTY WATER AUTHORITY
WELLS FARGO CORPORATE TRUST SVCS
THE BANK OF NEW YORK MELLON
DEUTSCHE BANK TRUST CO AMERICAS
SAN DIEGO GAS AND ELECTRIC
US BANK
TURNER CONSTRUCTION COMPANY
KAISER PERMANENTE
BURTECH PIPELINE INC
TC CONSTRUCTION
SAN DIEGO MUNICIPAL EMPLOYEES ASSOC
THE SOCO GROUP INC
SRM CONTRACTING PAVING
ORTIZ CORPORATION
XEROX CORPORATION
CGI TECHNOLOGIES & SOLUTIONS INC
BANK OF AMERICA
ORION CONSTRUCTION CORPORATION
AMERICAN ASPHALT SOUTH
CSAC EXCESS INSURANCE AUTHORITY
KTA CONSTRUCTION INC
ATOS IT SOLUTIONS & SERVICES INC
SOUTHWEST PIPELINE AND TRENCHLESSCO
SAN DIEGO DATA PROCESSING CORP
ARCHER WESTERN CONTRACTORS LTD
HAWTHORNE MACHINERY CO
ESTEY AND BOMBERGER LLP
UNION BANK OF CALIFORNIA
SAN DIEGO LANDFILL SYSTEMS LLC
GREENE BROILETT AND WHEELER CLIENT
SHARP HEALTH PLAN
T C CONSTRUCTION CO INC
CBRE 02GS01
BHG STRUCTURED SETTLEMENTS INC
CASS CONSTRUCTION INC
IBM
U S PEROXIDE LLC
MOTOROLA SOLUTIONS, INC
KEMIRA WATER SOLUTIONS INC
SIEMENS INDUSTRY INC
PADRES L P
OLIN CHLOR ALKALI PRODUCTS
URS CORPORATION
ELIZABETH S DEL POZO TRUSTEE OF THE
ALADS INSURANCE TRUST
SAN DIEGO CONVENTION CENTER CORP
CHASE EQUIPMENT FINANCE
AMEC ENVIRONMENT & INFRASTRUCTURE
EXECUTIVE COMPLEX

Proprietary and Confidential

Categorization Level I
FINANCIAL SERVICES
FACILITIES
FINANCIAL SERVICES
FINANCIAL SERVICES
FINANCIAL SERVICES
FACILITIES
FINANCIAL SERVICES
FACILITIES
FINANCIAL SERVICES
FACILITIES
FACILITIES
FINANCIAL SERVICES
FACILITIES
FACILITIES
FACILITIES
INFORMATION TECHNOLOGY
INFORMATION TECHNOLOGY
FINANCIAL SERVICES
FACILITIES
FACILITIES
FINANCIAL SERVICES
FACILITIES
INFORMATION TECHNOLOGY
FACILITIES
INFORMATION TECHNOLOGY
FACILITIES
FACILITIES
PROFESSIONAL SERVICES
FINANCIAL SERVICES
FACILITIES
PROFESSIONAL SERVICES
FINANCIAL SERVICES
FACILITIES
FACILITIES
PROFESSIONAL SERVICES
FACILITIES
INFORMATION TECHNOLOGY
FACILITIES
INFORMATION TECHNOLOGY
FACILITIES
FACILITIES
TRAVEL
FACILITIES
FACILITIES
PROFESSIONAL SERVICES
FINANCIAL SERVICES
TRAVEL
FINANCIAL SERVICES
FACILITIES
FACILITIES

Total Spend
($'s in K)
BENEFITS
$315,717
UTILITIES
$216,777
BANKING AND FINANCING
$144,630
BANKING AND FINANCING
$118,260
BANKING AND FINANCING
$104,161
UTILITIES
$66,640
BANKING AND FINANCING
$38,145
CAPITAL
$36,193
BENEFITS
$29,228
CAPITAL
$18,170
CAPITAL
$17,904
BENEFITS
$17,736
FLEET
$17,498
CAPITAL
$17,351
CAPITAL
$15,388
IMAGING EQUIPMENT
$15,171
IT SERVICES
$14,740
BANKING AND FINANCING
$13,002
CAPITAL
$12,239
CAPITAL
$12,049
INSURANCE
$11,857
CAPITAL
$11,581
IT SERVICES
$10,299
CAPITAL
$9,006
IT SERVICES
$8,203
CAPITAL
$7,520
CAPITAL
$7,208
LEGAL
$6,743
BANKING AND FINANCING
$6,379
MAINTENANCE AND REPAIR SERVICES
$6,041
LEGAL
$5,586
BENEFITS
$5,360
CAPITAL
$5,216
REAL ESTATE
$4,841
LEGAL
$4,750
CAPITAL
$4,682
IT SERVICES
$4,636
MAINTENANCE AND REPAIR SERVICES
$4,546
TELECOMMUNICATIONS
$4,422
MAINTENANCE AND REPAIR PRODUCTS
$4,360
MAINTENANCE AND REPAIR SERVICES
$4,299
ENTERTAINMENT
$4,229
MAINTENANCE AND REPAIR PRODUCTS
$4,202
CAPITAL
$4,085
LEGAL
$4,000
BENEFITS
$3,449
HOTEL AND CONFERENCE SPACE
$3,417
BANKING AND FINANCING
$3,290
CAPITAL
$3,051
REAL ESTATE
$3,042
Categorization Level II
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A.3

List of Individuals Interviewed

Interview Date

Name

Title

Organization

1/7/2013

Tony Heinrichs

Deputy Chief Operating Officer for
Infrastructure / Public Works

Infrastructure / Public Works

1/9/2013

Jeff Jungers

Store Operations Supervisor

Storeroom Operations

1/9/2013

Leslie Valdez

Procurement Specialist

Purchasing & Contracting

1/9/2013

Beverly Asbill-Gumbs

Senior Procurement Specialist

Purchasing & Contracting

1/9/2013

Andrew Field

Interim Park and Recreation Director

Parks and Recreation

1/9/2013

Viviana Hening

Principal Procurement Specialist

Purchasing & Contracting

1/10/2013

Dennis Gakunga

Purchasing & Contracting Director

Purchasing & Contracting

1/10/2013

EJ Harbin

Deputy Director

Purchasing & Contracting

1/10/2013

Karan Wolff

Principal Procurement Specialist

Purchasing & Contracting

1/13/2013

Darlene Montigo

Procurement Specialist

Purchasing & Contracting

1/15/2013

Ron Villa

Deputy Chief Operating Officer for
Neighborhood Services

Neighborhood Services

1/22/2013

Dianne Owalla

P-Card Administrator

Office of the City Comptroller

1/22/2013

Elena Perez

Disbursements Manager

Office of the City Comptroller

1/23/2013

John Clements

Deputy Director

Fleet Services

Proprietary and Confidential
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A.4

Process Map – Requisition Process

Proprietary and Confidential
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A.5

Process Map – Formal RFB / RFP Process

Proprietary and Confidential
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A.6

Process Map – Contract Establishment Process

Proprietary and Confidential
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A.7

Process Map – Contract Renewal Process

Proprietary and Confidential
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Proprietary and Confidential
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