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Industry Summit on 

DoD Contracting
Achieving FAR and DFARS Compliance 

Strategic Insights for Proposals, IP, Specialty Metals and Contract Performance

June 22 & 23, 2010  |  Marriott Key Bridge, Arlington, VA

Make sense of complex FAR and DFARS requirements, and gain practical 
insights on:
• How the procurement process is managed and proposals are evaluated 

• Safeguarding your intellectual property: Determining the scope of IP rights 
and access by government and competitors, and resolving mixed funding issues

• Demystifying “Specialty Metals” requirements under the Berry Amendment 

• Commercial item acquisition: Proving the “commercial” status of your item  

• Maintaining a strong ethics and compliance program: Mandatory disclosure, 
Organizational Confl icts of Interest (OCIs), quality assurance and internal controls

• How to prepare a winning proposal

• Maximizing cost allowability for IR & D, legal and other costs 

• Preventing and managing contract disputes

• What triggers a DCAA audit - and what to expect

• Enforcement and penalty overview — and how to communicate 
with government offi cials

Hear from senior DoD Contracts In-house Executives:
Kimberly S. Rupert
Senior Vice President of Contracts, Procurement and Pricing
SAIC
Milan E. Anich 
Senior Manager, Contracts and Pricing 
Boeing Research & Technology  
Heather Pitz 
Senior Staff Counsel
Northrop Grumman Corporation
Robert J. Strauss
Counsel
Raytheon Intelligence and Information Systems
Dottie Slovak Hersey
Senior Director, Contracts 
General Dynamics Armament and Technical Products 
Phyllis Turvey
Director, Contracts and Procurement
Alion Science and Technology Corporation 
Ted Timberlake
Vice President, General Counsel and Director of Contracts
Global Strategies Group (Integrated Security)
Cathy Pollack
Senior Counsel II
Northrop Grumman Corporation

Hear government insights on the costs of non-compliance:
Rodney A. Grandon
Director, Offi ce of Procurement Fraud Remedies 
Offi ce of the General Counsel, Department of the Air Force 

PLUS! Don’t miss practical, intensive, workshops - June 24, 2010 
A | Reducing Specialty Metals Supply Chain Risks
B | Battlefi eld Contracting from A to Z

Media Partner:



Don’t Lose DoD Business Due to Compliance Errors
In order to win and do business with the U.S. Department of Defense, your 
company must comply with complex FAR and DFARS requirements governing 
the procurement process and contract performance. Failure to master the ins and 
outs of compliance can (and likely will) mean lost business and the possible release 
of proprietary information to your competitors. As the competition for DoD 
business intensifi es, it is critical to know how to maximize the protection of your 
company’s intellectual property, and how to resolve mixed funding issues in cases 
where there is government investment in your research and development.

As you compete for DoD contracts, understanding the requirements is not 
enough – it is critical to know how to:
- prepare a successful bid
- negotiate effectively with DoD
- ensure ongoing compliance toward preventing harsh penalties under the 

False Claims Act 
- master complex specialty metals requirements
- comply with, rigorous requirements for ethics compliance, quality assurance 

and internal controls 

Unlike other events, American Conference Institute’s Industry Summit on DoD 
Contracting provides an invaluable opportunity to benchmark your FAR and 
DFARS compliance practices with a diverse speaker faculty of leading defense 
contractors, government and private practice experts. Experienced speakers will 
provide practical insights on how to win and manage DoD contracts. Topics 
will include:
• DoD’s approach to the procurement process and proposal evaluations
• Protecting your intellectual property: Minimizing the scope of IP rights 

and access by government and competitors  
• Clarifying “Specialty Metals” requirements under the Berry Amendment 
• Commercial item acquisition under DFARS: Proving the “commercial” 

status of your item  
• Key components of DFARS and ethics compliance: Mandatory Disclosure, 

Organizational Confl icts of Interest (OCIs), Quality Assurance and Internal 
Controls

• Preparing a winning proposal
• Reducing the risk of disallowed costs and audits: The rules for IR & D, 

legal and other costs 
• Dealing with contract disputes
• DCAA: What can trigger an audit and what to expect
• Enforcement and penalty overview, and how to respond to offi cials’ requests

PLUS! Don’t miss practical, intensive, post-conference workshops: Reducing 
Specialty Metals Supply Chain Risks and Battlefi eld Contracting from A to Z.

Register now by calling 1-888-224-2480, faxing your registration form to 
1-877-927-1563 or registering online at www.AmericanConference.com/DoD.

ACI, along with our sister organization based in London, C5
Conferences, works closely with sponsors in order to create the perfect 
business development solution catered exclusively to the needs of any 
practice group, business line or corporation. With over 350 conferences 
in the United States, Europe, the Commonwealth of Independent States 
(CIS) and China, ACI/C5 Conferences provide a diverse portfolio of 
fi rst-class events tailored to the senior level executive spanning multiple 
industries and geographies. 

For more information about this program or our global portfolio 
ofevents, please contact:

Wendy Tyler 
Head of Sales 
American Conference Institute

Tel: 212-352-3220 x242  |  Fax: 212-220-4281 
w.tyler@AmericanConference.com

Global Sponsorship Opportunities

Continuing Legal Education Credits
Accreditation will be sought in those jurisdictions requested 
by the registrants which have continuing education 
requirements. This course is identifi ed as nontransitional 
for the purposes of CLE accreditation.

ACI certifi es that the activity has been approved for CLE credit by the 
New York State Continuing Legal Education Board in the amount 
of 14.0 hours. An additional 4.0 credit hours will apply to workshop 
participation A and B.

ACI certifi es that this activity has been approved for CLE credit by the 
State Bar of California in the amount of 12.0 hours. An additional 3.5 
credit hours will apply to workshop participation A and B.

You are required to bring your state bar number to complete the 
appropriate state forms during the conference. CLE credits are 
processed in 4-8 weeks after a conference is held.

ACI has a dedicated team which processes requests for state approval. 
Please note that event accreditation varies by state and ACI will make 
every effort to process your request.

Questions about CLE credits for your state? Visit our online CLE Help 
Center at www.americanconference.com/CLE

The complimentary ACI Alumni Program is designed 
to provide returning delegates with unique networking 
and learning opportunities beyond the scope of their 
conference experience. 

Highlights include:

• Instantly access thousands of free presentations, PowerPoints and 
other event resources - Online!

• Make direct contact with fellow conference alumni
• Post a question or look for answers in our Industry Forums 
• Join a live Industry Chat in progress
• Earn Forum points towards free conferences & workshops

Expand your Network at www.my-aci.com

Expand Your Network

ALUMNI

Who Should Attend
• Vice Presidents, Directors and Managers:
 - government contracts
 - contract compliance
 - government relations
 - federal government procurement
 - acquisition policy

• Contract Offi cers, Specialists 
and Coordinators

• Compliance Counsel

• Private practice attorneys specializing in 
 - government contract compliance
 - bid protests

American Conference Institute (ACI) will apply for 
Continuing Professional Education credits for all conference 
attendees who request credit.

Pre-requisites: Basic knowledge of US Government procurement. 
Level of knowledge: Intermediate.

Course objective: Update on procurement process and compliance, 
and ethical requirements and procedures to prevent inappropriate 
payments. Recommended CPE Credit: 14.0 hours + 4.0 for workshop 
hours. 

ACI is registered with the National Association of State Boards of 
Accountancy (NASBA) as a sponsor of continuing professional 
education on the National Registry of CPE Sponsors. State boards 
of accountancy have fi nal authority on the acceptance of individual 
courses for CPE credit. Complaints regarding registered sponsors 
may be addressed to the National Registry of CPE Sponsors, 150 
Fourth Avenue North, Suite 700, Nashville, TN, 37219-2417 or by 
visiting the web site: www.nasba.org

To request credit, please check the appropriate box on the Registration 
form.

CLE
Credits
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DAY 1 - TUESDAY, JUNE 22, 2010
8:45 Opening Remarks from the Co-Chairs

Kimberly S.  Rupert
Senior Vice President of Contracts, Procurement and Pricing
Science Applications International Corporation (SAIC) 
(San Diego, CA)

Tom Abbott
McKennna Long & Alridge LLP (Los Angeles, CA)

9:00 DoD Contracting Landscape: Where the FAR Ends 
and DFARS Begins
Rand Allen  
Wiley Rein LLP (Washington, DC)

• Identifying when the FAR or DFARS apply and when, 
and their key differences

• DoD acquisition priorities and trends: Types of DoD 
contracts that are on the rise 

• How DoD is structured 
• Key agencies, their roles and jurisdiction in the defense 

procurement arena 
• Other statutes and regulations that can apply to DoD contracts

9:30 How Winning Bids are Selected: Navigating 
the Proposal, Award and Bid Protest Processes
Robert J. Strauss
Counsel
Raytheon Intelligence and Information Systems 
(State College, PA)

James McCullough  
Fried, Frank, Harris, Shriver & Jacobson LLP 
(Washington, DC)

• Ins and outs of RFP and award processes
• How DoD applies DFARS 215.4 weighted guidelines in 

assessing proposals: How DoD analyzes key risk factors, 
including the nature of the contract, performance risks, 
and ranges of profi t

• Meeting Truth in Negotiations Act (TINA) cost and pricing 
requirements for proposals

• Defi ning “cost” vs. “price”, and when you need to provide 
cost or pricing data 

• Rules related to defective pricing and when exemptions 
can apply  

• How much profi t is too much? 
• Complying with the Procurement Integrity Act: Scope of 

restrictions on obtaining source selection and competitive 
bidder information

• Bid protest processes and procedures, and winning/losing 
grounds

10:30 Networking Coffee Break

10:45 Protecting Your Intellectual Property: Defi ning 
the Scope of IP Rights and Access by Government 
and Competitors  
Milan E. Anich  
Senior Manager, Contracts and Pricing 
Boeing Research & Technology 
Engineering, Operations & Technology 
The Boeing Company (St. Louis, MO)

Dottie Slovak Hersey  
Senior Director, Contracts 
General Dynamics Armament and Technical Products, Inc.  
(Charlotte, NC)

Deneen Melander  
Robbins, Russell, Englert, Orseck, Untereiner & Sauber LLP 
(Washington, DC)

• Types of government IP rights under DFARS and when 
they are triggered: Limited and restricted rights, unlimited 
rights, proprietary and government purpose rights, and 
special data rights 

• Resolving mixed funding issues
- DFARS clauses and other requirements governing 

government funded research and development 
- segregating costs of private vs. public development  
- identifying the level of proprietary vs. government investment
- negotiating government purpose license rights
- marking, legending and other safeguards- and their limits

• DoD requirements and expectations governing the fi eld of 
use, time period, scope of use, and fees: When DoD can 
require unlimited rights

• Negotiating the scope of government rights at the proposal 
stage: How to complete DFARS forms to set out limited 
and restricted rights  

• How DoD and government agencies can access and use 
your technical data 

• Restricting competitors’ access to your IP via the Freedom 
of Information Act, teaming agreements, employee turnover 
and other channels

• Safeguarding technical data and trade secrets: Asserting 
copyright  

• DFARS clauses governing patents: Scope of government 
non-exclusive rights, and how to assert patent rights and 
ownership 

• How sub-contractors can protect their IP rights: Incorporating 
strict non-disclosure rules for prime contractors 

12:15 Networking Luncheon

1:30 Commercial Item Acquisition: How to Prove 
the “Commercial” Status of Your Item  
Cathy Pollack
Senior Counsel II 
Northrop Grumman Corporation (Herndon, VA)

Deneen Melander  
Robbins, Russell, Englert, Orseck, Untereiner & Sauber LLP 
(Washington, DC)  

• Defi nition of a “commercial item” under DFARS, and how 
it has been interpreted by contracting offi cers

• How to prove commercial status: Providing market data, 
and demonstrating technical similarities to already existing 
items

• Required scope of government IP rights under commercial 
vs. military contracts

• Key cost and pricing benefi ts that fl ow from a commercial 
classifi cation

• The acquisition process, evaluation criteria, and key terms 
and conditions of commercial item contracts

• Shifting acquisition from non-commercial to commercial 
during existing or renewable contracts

• What is uniquely military?
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2:30 The Essential Elements of a DFARS and Ethics 
Compliance Program: Mandatory Disclosure, 
Organizational Confl icts of Interest (OCIs), 
Quality Assurance and Internal Controls
Dottie Slovak Hersey  
Senior Director, Contracts 
General Dynamics Armament and Technical Products, Inc. 
(Charlotte, NC)

Kimberly S. Rupert
Senior Vice President of Contracts, Procurement and Pricing
Science Applications International Corporation (SAIC)
(San Diego, CA)

Rand Allen 
Wiley Rein LLP (Washington, DC)

• Required elements for a strong compliance program, 
including quality assurance systems, contract performance 
(including deliveries), training and ethics compliance

• Flowing down DFARS, FAR and other requirements 
to sub-contractors

• Establishing effective internal controls
• What triggers mandatory reporting, and how to meet 

your reporting obligations to DoD Inspector General
• Tailoring your ethics program to fi t the company’s size, 

work-mix, operations and culture
• Types of Organizational Confl icts of Interest (OCIs) 

and Personal Confl icts of Interest (PCIs)
• Avoiding and mitigating OCIs/PCIs: Developing effective 

systems and training, and running confl icts checks under 
OCI rules

3:45 Networking Refreshment Break 

4:00 Do’s and Don’ts for Preparing a Winning Proposal   
Milan E. Anich  
Senior Manager, Contracts and Pricing 
Boeing Research & Technology 
Engineering, Operations & Technology 
The Boeing Company (St. Louis, MO)

Phyllis Turvey
Corporate Vice President
Director, Contracts and Procurement
Alion Science and Technology Corporation (McLean, VA)

• What critical information must be included in the proposal
• Demonstrating your organization’s capacity to perform the 

contract: How to showcase your past performance history 
and/or similar experience

• Setting out an acceptable delivery schedule
• Establishing a reasonable price for the project: Applying 

sound costing methods  
• What not to include in your proposal
• Outlining subcontractors’ roles for contract performance   
• Analysis of sample proposals and lessons learned

5:00 Industry Summit Adjourns

DAY 2 - WEDNESDAY, JUNE 23, 2010
8:45 Opening Remarks from the Co-Chairs 

9:00 Making Sense of “Specialty Metals” Requirements  
Heather Pitz  
Senior Staff Counsel
Northrop Grumman Corporation (Linthicum, MD)

David Gallacher  
Sheppard Mullin Richter & Hampton LLP (Washington, DC)

• What are “specialty metals” under the Berry Amendment and 
the designated countries

• Demystifying key DFARS clauses and other requirements
• When and how requirements can apply retroactively
• Exemptions and waivers from specialty metals requirements:

- when and how they apply, including DNAD, qualifying 
country , COTS items, de minimis and electronic 
component exceptions

- one-time and national security waivers 
• Meeting certifi cation requirements 
• How government is enforcing specialty metal provisions, 

including penalties, shut downs and recalls
• How acquisitions with stimulus funds vs. Trade Agreements 

Act or Buy American Act affect metals requirements
• How to determine if an acquisition is subject to the Buy 

American Act or Trade Agreements Act, and if it is permissible

10:15 Networking Coffee Break

11:00 Reducing the Risk of Disallowed Costs and Audits: 
The Rules for IR & D, Legal and Other Costs 
Edmund M. Amorosi
Smith Pachter McWhorter PLC (Washington, DC)

• Costs categories, principles and when/how they apply
• Defi ning “IR & D” and when it is allowable under DFARS 
• Allowability of legal expenses, including defense costs and 

Title VII Litigation settlement costs
• Limits and restrictions on time charging, allowability of 

compensation and travel costs
• Price “realism” vs. “reasonableness”
• Examples of permitted costs and defective pricing: Recent 

and key cases
• Making equitable adjustments and changes to contracts

12:00 Networking Luncheon

1:15 The Defense Contract Audit Agency (DCAA) 
Demystifi ed: Who is DCAA, What Can Trigger 
a DCAA Audit and What to Expect
Angela Styles  
Crowell & Moring LLP (Washington, DC)

• The roles, powers and jurisdiction of DCAA vs. Defense 
Contract Management Agency (DCMA)

• When DCAA can limit a contracting offi cer’s discretion, 
and what happens when they disagree

• What can trigger a DCAA audit
• DCAA audit process: Audit objectives, techniques, 

tools and methods used 



• DCAA requirements for internal control systems 
(including pricing, IT, payment, quality assurance) 
and ethics compliance programs

• Remedies imposed by DCAA for non-compliance

2:00 Preventing and Managing Contract Disputes 
Phyllis Turvey
Corporate Vice President
Director, Contracts and Procurement
Alion Science and Technology Corporation (McLean, VA)

Tom Abbott 
McKenna Long & Aldridge LLP (Los Angeles, CA)

• Key issues that lead to DoD contract claims and disputes
• Resolving a dispute before resorting to the claims process 
• How to identify whether you have a viable claim – and 

weighing the associated risks 
• Consequences of including inaccurate information in your 

claims fi lings 
• Nuts and bolts of the claims process under the Contracts 

Disputes Act
• Claims procedures before the DoD Board of Contract 

Appeals vs. civilian board 

3:00 Networking Refreshment Break

3:15 Enforcement and Penalty Overview: The Costs 
of Non-Compliance
Rodney A. Grandon
Director, Offi ce of Procurement Fraud Remedies 
Offi ce of the General Counsel 
Department of the Air Force (Washington, DC)

Andy Irwin  
Steptoe & Johnson LLP (Washington, DC)

• What can trigger liability under the False Claims Act, 
and recent penalty trends

• The consequences of non-compliance with the Mandatory 
Disclosure, OCI and PCI rules

• Managing increased threats of suspension and debarment
• How to communicate with the agency Suspending and 

Debarring Offi cial
• Update on qui tam litigation

4:15 Contract Terminations: When Your Contract 
Can be Terminated — and How to Prepare a 
Termination Settlement Proposal
Edmund M. Amorosi
Smith Pachter McWhorter PLC (Washington, DC)

• Reasons for DoD contract terminations
• Terminations for “default” vs. “for convenience”, and their 

fi nancial consequences  
• Converting a termination for default into a termination 

for convenience
• Preparing a termination settlement proposal: Key elements
• Segregating profi ts on the terminated portion of contract 

5:00 Industry Summit Concludes
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POST-CONFERENCE WORKSHOPS
Wednesday, June 24, 2010 |  9:00 a.m. – 12:30 p.m.

Reducing Specialty Metals Supply Chain Risks: Key 
Components of Effective Supply Chain Management 

Tom Abbott 
McKenna Long & Aldridge LLP (Los Angeles, CA)

Specialty metals requirements pose signifi cant supply chain management 
and compliance challenges that can affect the fate of your contracts 
Failure to comply can have devastating fi nancial and enforcement 
consequences, including penalties, suspension, debarment and more.

This interactive workshop will provide you with practical tools for 
developing and implementing a successful supply chain management 
strategy that facilitates compliance, and helps to ensure that you are 
properly vetting and monitoring your suppliers. Topics will include:

• Core elements of an internal specialty metals compliance program 
• Sourcing compliant material, and tracking their origin
• Segregating compliant vs. non-compliant metals
• How to determine if your products are compliant  
• Monitoring supplier activities 
• Managing the costs of maintaining separate inventories
• Auditing sub contractors, sub-sub-contractors and managing 

associated costs
• Appropriate requirement fl ow down language
• Dispute resolution practices
• Challenges to product compliance determinations
• Certifi cation pros and cons

1:30 p.m. – 5:00 p.m.

Battlefi eld Contracting from A to Z: Complying with 
Special DFARS Clauses and New Requirements for 
Iraq & Afghanistan

Ted Timberlake
Vice President, General Counsel and Director of Contracts
Global Strategies Group (Integrated Security) Inc. (McLean, VA)

Andy Irwin 
Steptoe & Johnson LLP (Washington, DC)

This workshop will take you through the complex requirements and 
unique compliance challenges facing contractors in the battlefi eld 
contracting arena. You will gain practical insights on what to expect 
during the procurement process, how to apply special DFARS clauses 
and terms for Joint Contracting Command contracting, and how to 
implement an effective compliance program. 

Don’t miss this invaluable opportunity to take away best practices for 
ensuring compliance at the proposal and contract performance stage. 

• The procurement process for overseas contracts 
• Special DFARS clauses affecting contracting overseas — and the 

application of the Uniform Code of Military Justice
• DFARS rules for contingency planning
• Pre-clearance, reporting and training requirements for employees 
• Managing local and third country sub-contractors
• New reporting requirements for Iraq & Afghanistan
• Special terms for Joint Contracting Command (JCC) contracting  
• Impact of Defense Procurement Acquisition Policy (DPAP) 

deviations on contracting requirements 
• Update on Commission on Wartime Contracting activities, 

including its analysis of contractor profi ts for Iraq reconstruction
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CONTACT DETAILS 

NAME  POSITION 

APPROVING MANAGER  POSITION

ORGANIZATION

ADDRESS 

CITY  STATE   ZIP CODE

TELEPHONE  FAX 

EMAIL  TYPE OF BUSINESS

Registration Fee
The fee includes the conference, all program materials, continental breakfasts, 
lunches, refreshments and complimentary membership of the ACI Alumni 
program.

Payment Policy
Payment must be received in full by the conference date. All discounts will be 
applied to the Conference Only fee (excluding add-ons), cannot be combined 
with any other offer, and must be paid in full at time of order. Group discounts 
available to individuals employed by the same organization.

Cancellation and Refund Policy
You must notify us by email at least 48 hrs in advance if you wish to send 
a substitute participant. Delegates may not “share” a pass between multiple 
attendees without prior authorization. If you are unable to find a substitute, 
please notify American Conference Institute (ACI) in writing up to 10 days 
prior to the conference date and a credit voucher valid for 1 year will be issued 
to you for the full amount paid, redeemable against any other ACI conference. 
If you prefer, you may request a refund of fees paid less a 25% service charge. 
No credits or refunds will be given for cancellations received after 10 days prior 
to the conference date. ACI reserves the right to cancel any conference it 
deems necessary or remove/restrict access to the ACI Alumni program 
and will not be responsible for airfare, hotel or other costs incurred by 
registrants. No liability is assumed by ACI for changes in program date, 
content, speakers, venue or arising from the use or unavailability of the 
ACI Alumni program.

Hotel Information
American Conference Institute is pleased to offer our delegates a 
limited number of hotel rooms at a preferential rate. Please contact the 
hotel directly and mention the “ACI” conference to receive this rate:
Venue: Marriott Key Bridge
Address: 1401 Lee Highway, Arlington, VA 22209
Reservations: 703-524-6400

Incorrect Mailing Information
If you would like us to change any of your details please fax the label on 
this brochure to our Database Administrator at 1-877-927-1563, or email 
data@AmericanConference.com.

ATTENTION MAILROOM: If undeliverable to addressee, please forward to:
Manager/Director/VP, Government Contracts; Government Contracts Counsel

CONFERENCE CODE: 669L10-WAS
� YES! Please register the following delegate for Industry Summit on DoD Contracting

PRIORITY SERVICE CODE
.

SPECIAL DISCOUNT
We offer special pricing for groups and government employees. 

Please email or call for details. 
Promotional Discounts May Not Be Combined. ACI offers financial 

scholarships for government employees, judges, law students, 
non-profit entities and others. For more information, 

please email or call customer care.

To reserve your copy or to receive a catalog of ACI titles go to 
www.aciresources.com or call 1-888-224-2480.

CONFERENCE PUBLICATIONS

5 Easy Ways to Register
MAIL American
 Conference Institute
 41 West 25th Street
 New York, NY 10010

PHONE 888-224-2480

FAX 877-927-1563

ONLINE   
AmericanConference.com/DoD

EMAIL
CustomerService
@AmericanConference.com

�




℡

� 

FEE PER DELEGATE Register & Pay by Apr 23, 2010 Register & Pay by May 28, 2010 Register after May 28, 2010

�  Conference Only $1895 $1995 $2195

�  Conference & 1 Workshop �A or �B $2495 $2595 $2795

�  Conference & 2 Workshops $3095 $3195 $3395

�  I would like to add __ copies of the conference documentation to my order - $299 each

�  I cannot attend but would like information regarding conference publications

�  Please send me information about related conferences

✃

PAYMENT
Please charge my   � VISA   � MasterCard   � AMEX    � Please invoice me  

NUMBER EXP. DATE

SIGNATURE
(for credit card authorization and opt-in marketing)

� I have enclosed my check for $_______ made payable to 
American Conference Institute (T.I.N.—98-0116207) 

� Wire Transfer ($USD)

Please quote the name of the attendee(s) and 
the event code 669L10 as a reference.
Bank Name: HSBC USA
Address: 800 6th Avenue, New York, NY  10001
Swift/ABA No: MRMDUS33
Account Name: American Conference Institute
Routing No: 021001088
Account No: 054032440

� I would like to receive CLE accreditation for the following states: ___________________. See CLE details inside.

POST-CONFERENCE 
WORKSHOPS

JUNE 24, 2010

A Reducing Specialty Metals 
Supply Chain Risks

B Battlefi eld Contracting 
from A to Z

Industry Summit on 

DoD Contracting
Achieving FAR and DFARS Compliance 
Strategic Insights for Proposals, IP, Specialty Metals and Contract Performance

June 22 & 23, 2010  |  Marriott Key Bridge, Arlington, VA

669L10-WEB


