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A MESSAGE FROM THE PRESIDENT

I told the wife and kids to hop in the car and 
they asked, “Where are we headed?”  I proudly 
announced, “It’s a surprise!” 

We pulled into the Peter Piper Pizza parking 
lot, and while there was some excitement, it wasn’t 
all smiles. “You know I had some Smokin’ Tokens 
on the night stand…” was the unenthusiastic 
reply from my wife Angela. “You know I can get 
us an employee discount at Chuck E. Cheese,” my 
daughter Destiny remarked. I knew I could count 
on the boys to be excited, but I can also count on 
them to be unprepared as I turned to the back seat 
to see a pair of bare feet.  Funny how things don’t 
quite work out right when we all go for a ride and 
don’t know where we are headed.

� e state is taking us for a ride and you simply 
have to look out the window to see where we 
are headed. � e concept of a school district and 
neighborhood schools has been coming under 
� re for the past 20 years, but it is reaching a new 
level. We continue to see repeated expansions of 
the Empowerment Scholarship Accounts that 
allow the use of public funds to subsidize private 
education tuition payments. We also see multiple 
tax credit initiatives with the same objective. � e 
latest proposal is to move districts and charters to 
a single funding system.

� e district plan will be presented soon to the 
Governor’s Classrooms First Initiative Council. 
It agrees to the end of overrides, which was a 
part of the charter plan, but only if the amount 
of a full override is added into the base level with 
protection. It makes some compromises for building charter 
facilities, but only if the title holder is the School Facilities Board 
(SFB) and the facility adheres to the rules of the SFB. � e plan also 
builds a portion of the Group A weights, the Teacher Experience 
Index and Teachers Compensation Program into the base. � ere 
are also some modi� cations to the Group B weights. Full details will 
be relayed soon and members of AASBO’s New Data Collection 
Project will receive an interactive dashboard that shows how the 
new plan will impact the state and every district and charter.

So where will Arizona education be in 5 or 10 years from now? 
How do we make sure we don’t show up with bare feet and no 
tokens? � e answer is simple, you need to get involved. You have to 
ask questions and share pertinent information in a timely manner. 
You can’t sit back and think that someone else will handle it. 

� ere may be many others working on these issues, but they are 
signi� cant issues that can use a helping hand. Don’t be the one 
with your head down so focused on the task you are doing on your 
electronic device that you don’t notice that you are the only one 
le�  in the car.

If we are all present and making our voices heard, we can 
in� uence the outcome together. School districts are still the 
primary choice for parents despite all of the adversity we have faced 
this past decade. School districts are still responsible for educating 
more than 80 percent of the school-aged children in Arizona. 

So go to the bi-monthly meetings, weigh in on the important 
education bills, voice your opinion and help in� uence the course. 
We each need to do our part to ensure that we continue moving 
forward. A� er all, who wouldn’t want to end up at Chuck E. Cheese 
with free pizza?

BY JEREMY CALLES

� e State Is Taking Us for a Ride – Get Involved 
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EXECUTIVE DIRECTOR’S NEWS & NOTES

BY DAVID LEWIS

Legislative Initiatives Are Causing Concern as 
More Millennials Move into the Workforce

A recent Time magazine article on the impact of millennials 
and their voting patterns on the upcoming election described 
this generation as “downwardly mobile, with smaller 
incomes than their parents, less wealth, more debt, higher 
unemployment and fewer homes than their parents’ generation 
had at the same age.”  Wow, not exactly a cheery assessment!

Another recent article, however, in Meetings & Conventions 
magazine stated that millennials “love technology, they’re very 
social, they love to collaborate, they seek adventure, they’re 
passionate about values, they’re sharp, they’re driven and 
they’re the future of the industry.”  Now that’s more like it! 

Having just recently attended an ASBO International 
Executive Leadership Forum, which included some fascinating 
presentations from the online shoes and clothing retailer 
Zappos, and which was dominated by millennials doing the 
presentations and who are the backbone of the company, I 
find that the second description above is far more reflective of 
the potential for our economic (and educational) future than 
all of the doom and gloom scenarios that so often dominate 
the headlines.  

The key to unlocking this dichotomy is, of course, 
education. For while it is true that millennials will make up 
50 percent of the working population in the United States by 
2020, it is also true that more than 15 percent of millennials 
are currently unemployed and only about one-third of this 
generation has obtained a bachelor’s degree. Although there 
are a number of factors that are contributing to this, one of the 
more consistent issues is the hesitancy of millennials to take 
“just any job” and a very strong desire to find something that 
aligns with their values and future goals.  If you factor in the 
difficulty of finding a true career-type job without obtaining, 
at minimum, a bachelor’s degree, it quickly becomes obvious 
how important career and college-ready training is for the 
success of future generations.

It is with this in mind that some of the current legislative 
initiatives being proposed at the Capitol bring about such a 
high level of concern, for it is difficult to imagine how some 
of these proposals – expansion of Empowerment Scholarship 
Accounts, a decrease in funding for early intervention 
programs, private-school tax credits that disproportionately 
benefit wealthy families, just to name a few – will help to 
increase Arizona’s high school and college graduation rates, 
which are already some of the lowest in the country. 

Increasing opportunities for the very population that are 
already disproportionately taking advantage of these types 
of programs (at an increasingly higher cost to the state, I 

might add) would certainly appear to be counterproductive to 
increasing choice for every student in Arizona. As is pointed 
out so often, approximately 85 percent of Arizona families 
already choose public school districts over other alternatives, 
so shouldn’t this vast majority of students continue to receive 
an adequate and stable level of funding from our limited 
resources?

If we are learning anything from the facts above about how 
our future workforce is going to contribute, it’s that a higher 
percentage will need to have college and advanced degrees, not 
a more select few. 

800-238-9101
Mark Powers – Phoenix w Bruce Nelson- Tucson

The Special Pay Prime Choice Plan provides a choice for payments of 
accumulated sick/vacation pay to retiring school district employees that will:

w ENHANCE retiree benefits w
w ELIMINATE constructive receipt issues w
w ELIMINATE FICA & Medicare contributions w

Visit PRGINFO.net for more information

SAVE  PRECIOUS  DISTRICT  DOLLARS UTILIZING
The Special Pay Prime Choice Plan
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AASBO ALLIANCE PARTNER

BY DON HARRIS

Custodial, Landscaping and Bundled Energy 
Services by ABM Enhance Learning Environments  

Schools can clean up, spruce up and provide a better learning 
environment for students without busting their budget.

In fact, they can save an average of 20 percent by outsourcing 
custodial, landscaping and energy services, according to AASBO’s 
newest Alliance Partner – ABM. Wayne Moffet, Operations 
Manager, K-12, for ABM, said his � rm serves 170 public school 
sites in Arizona totaling 17 million square feet, and landscape more 
than 30 sites, mostly in the Phoenix and Tucson areas.

“At ABM we understand the importance of education for the 
future, and we proudly do all we can to support Arizona students 
and schools,” Mo� et said. “Because we know public school funding 
in Arizona is among the lowest in the country, we want to � nd 
more e�  cient and e� ective ways to help create clean, healthy, and 
safe classroom environments that enhance student learning and 
success.”

About 15 years ago, schools were having difficulty with 
janitorial sta�  ng and that’s when ABM stepped in. Outsourcing 
became more popular as schools lost employees through attrition. 
“It became more common to outsource once they realized the 
savings,” Mo� et said. “First it was individual schools, then entire 
districts.”

With ABM providing the labor, supplies and necessary 
equipment, savings range from 10 to 30 percent, averaging about 
20 percent, Mo� et said. “Regarding custodial services, we utilize 
proven best practices and the most e�  cient equipment available, 
allowing us higher production rates than typically seen in the 
marketplace. � e higher production allows ABM to pay a higher 
hourly wage, resulting in better recruiting and retention rates.”

Studies have con� rmed that an optimal physical environment 
contributes to less absenteeism, as well as improved student 
learning and achievement. ABM has been providing outsourced 
custodial/janitorial services, landscape, and energy solutions to the 
Arizona public school system since 2001. ABM works directly with 
business managers, superintendents, and school boards to help 
them set the strategic direction and budgets for maintenance for 
their districts. 

Mo� et has been attending and participating in the AASBO 
Summer Conference and Expo for more than a decade. “� e 
AASBO conferences have been a huge bene� t,” he said. “I see a 
lot of my clients over a two-to-three-day period, seeing them in 
a di� erent setting than in their o�  ce. I also see a large number of 
prospective clients. � e beauty of the conference is that I can be 
talking to a client and a prospective client walks up. � en the client 
can talk to the prospective client, telling them about their history 
with us.”

What he really likes about the Summer Conferences is the 
way events are scheduled so AASBO members have more time 
to spend with vendors. Compared to conferences staged by other 
organizations, AASBO dedicates a longer window of time for its 
members to visit vendor booths.

What’s the main reason ABM became an Alliance Partner? “We 
truly are their partner,” he said. “It’s a good way to do our part to 
support education and the AASBO membership. I see AASBO as the 
strongest of the education organizations out there for participating 
vendors. AASBO membership gives me an opportunity to meet 
more one-on-one with clients than other education organizations.”

Moffet and others at ABM admire the commitment and 
dedication of AASBO members for what they do. “� at said, ABM 
understands the di�  culties school districts have been facing for 
the last decade relating to lack of classroom funding – including 
increased levels of deferred maintenance that is a result of 
decreased capital spending. ABM has been successful in providing 
guaranteed operating cost savings through its Bundled Energy 
Solutions program that help improve this funding shortfall. Our 
expertise creates e�  ciencies that can save up to 30 percent of your 
maintenance budget in areas that we service, that is otherwise 
trapped and spent ine� ectively.”

In a message to members of the Arizona Legislature, Mo� et 
thanked them for sending Proposition 123 to the ballot, which is 
designed to provide public schools with an additional $3.5 billion 
over 10 years. 

“Compared to other states, student funding and teacher 
salaries in Arizona are some of the lowest in the country,” he 
said. “Education draws industry to the community and industry 
signi� cantly contributes to the taxes that enhance education 
budgets. I would ask our legislators to take a closer look at this 
discrepancy and put more focus on raising our education levels so 
they are on par with other states who have made education funding 
a priority.”

Wayne Moffet can be reached at wayne.moffet@abm.com or (480) 
968-8300; or cell, (602) 463-4905. ABM (www.abm.com) is a 
leading provider of facility solutions with revenues of $4.9 billion 
and more than 100,000 employees in 350 of� ces throughout the 
United States and elsewhere. 

WAYNE MOFFET
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BY BILL MUNCH, CPPB

Due Diligence Is a Must for General 
Services Administration Contracts 

Hey, can we use GSA – 
General Services Administration 
– contracts? How do I do due 
diligence on GSA? (Say that 
three times fast!).

� ese questions � oat across 
my phone line or email on a 
monthly basis. � e answer is, 
yes we can. However, the due 
diligence requirements are very 
di� erent from other cooperative 
purchases. � is article will deal 
with purchases exceeding the bid 
threshold. For purchases below 
the bid threshold, any GSA 
price may simply be considered 
a quote or you could follow 
the speci� c formal procedures 
outlined below.

First, we need to determine 
from which contracts GSA 
allows us to purchase.  � e GSA 
website says the following: “GSA 
is the government’s savings 
agency and the wealth of our 
resources is not limited to federal 
agencies alone. � e Cooperative 
Purchasing Program allows state, 
local and tribal governments to 
bene� t from pre-vetted vendors 
on a variety of Information 
Technology products and 
services as well as security and 
law enforcement products and 
services o� ered through speci� c 
GSA Schedule contracts. This 
program allows eligible entities 
to purchase from Cooperative Purchasing approved vendors, at 
any time, for any reason, using any funds available.”  

Speci� cally, Arizona school districts may only purchase through 
GSA using Schedule 70, which covers information technology 
products, equipment and services, and Schedule 84, which applies 
to law enforcement, security, facility management systems, � re, 
rescue, special purpose clothing, marine cra� , and emergency/
disaster response. � erefore, school districts may only use these 
two schedules when purchasing from GSA.

In 2004, the Arizona Legislature passed SB2105 to allow school 
district governing boards and charter schools to evaluate General 
Services Administration (GSA) contracts for materials and services. 
� e law also allows “school districts and charter schools” to make 
purchases from GSA contracts provided all conditions within the 
statute are met. � e bill was signed by the governor and took e� ect 
Aug. 25, 2004.

GSA contracts give us yet another option for our information 
technology and security type purchases. However, when using a 
GSA contract it is important to understand and comply with the 

BILL MUNCH
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requirements of the state statute. 
GSA contracts are not a “Get-
Out-Of-Jail-Free Card” and 
should not be used as such. � e 
key to making e� ective, e�  cient 
and valid GSA purchases is: 
documentation, documentation 
and documentation.

WHAT DOES THE STATUTE AND RULE SAY?
The bill amended ARS 

15-213 by adding Paragraph 
J and on July 1, 2014, the 
statutory requirements for GSA 
purchases were incorporated 
into the Arizona School District 
Procurement Rules as follows:

R7-2-1196. General Services 
Administration contracts 

A. The governing board 
may authorize purchases under 
a current General Services 
Administration contract for materials or services without 
complying with the requirements of Articles 10 and 11 if the 
governing board determines in writing before proceeding with a 
General Services Administration contract procurement that all of 
the following apply: 

1. � e price for materials or services is equal to or less than the 
contractor’s current federal supply contract price with the General 
Services Administration and is fair and reasonable. 

2. � e contractor has indicated in writing that the contractor is 
willing to extend the current federal supply contract pricing, terms 
and conditions to the school district. 

3. � e purchase order adequately identi� es the federal supply 
contract on which the order is based, including the name of the 
contractor, contract number and procurement description. 

4. � e purchase contract is cost e� ective based on price, quality 
and other relevant factors, and is advantageous to the school 
district. 

B. � e school district shall only purchase materials or services 
awarded under the applicable General Services Administration 
contract. 

C. The governing board shall comply with all federal 
requirements applicable to state and local government use of 
General Services Administration contracts.

WHAT DOES IT ALL MEAN?
First of all, a district must have approval from the governing 

board to make a GSA purchase.  A cooperative purchase agreement 
is not required. � e approval must address the following, which 
will also be your due-diligence requirements:

• Th e price off ered by the GSA contractor must be less than or 
equal to the GSA price.

• Th e school must obtain written verifi cation from the vendor 
that pricing will be extended to the school.

• Th e subsequent purchase 
order issued must identify the 
GSA contract number.

• In order to determine that 
the purchase is cost-e� ective and 
in the best interest of the school, 
it is necessary to conduct some 
type of market research.

HOW DOES A DISTRICT DETERMINE IF

THE PURCHASE IS COST-EFFECTIVE?

The State Procurement 
Office has operated under a 
similar statute within the State 
Procurement Code long before 
school districts and charter 
schools obtained the authority 
to do so. � e strategy they use 
to conduct market research is to 
seek pricing from a minimum of 
three vendors and verify that the 
pricing is cost competitive.

� e pricing can come from any cooperative contract, other GSA 
contracts or the open market. If during the market research it is 
discovered that the GSA pricing is not competitive and the district 
determines it is not in their best interest to make the purchase from 
the GSA vendor, then the purchase must be made in accordance 
with state procurement rules.

� e bottom line is that making a GSA purchase requires the 
governing board to make a written determination that the price 
o� ered under the GSA contract is cost-e� ective and market 
research as described above is the best way to do so. 

In order to make GSA purchases efficiently and – most 
importantly – legally, a school must determine that the purchase 
is “cost-e� ective” and “in the best interest of the school district…”  
� is requirement means seeking competition and making a written 
determination based upon that market research.

It was never the intent of this law that schools could simply 
purchase from GSA contracts without any due diligence and cost 
analysis. � e State Procurement O�  ce always conducts these types 
of studies before approving any GSA purchases on behalf of the 
state agencies. 

SB 2105 was speci� cally written to re� ect the state’s requirement 
for GSA purchases. When used appropriately, GSA contracts may 
make certain purchases more e� ective and can be bene� cial for 
school districts on a limited basis for those categories GSA has 
authorized. 

Bill Munch is the Procurement Compliance and Training Of� cer for 
Valley Schools.  He may be reached by email at bmunch@vsit.org.

HERE ARE SOME KEY THINGS TO REMEMBER 
ABOUT GSA CONTRACTS

• Website: www.gsa.gov.

• A cooperative purchase agree-
ment is NOT required.

• The due diligence required is 
dictated by ARS 15-213(J) and 
Arizona School District Procure-
ment Rule R7-2-1196.

• GSA only authorizes purchases 
via Schedule 70 and Schedule 
84.

• GSA pricing is generally a ceil-
ing price that can be negotiated 
downward.

• GSA pricing is not obtained 
through a competitive bid sit-
uation.

• Schools do not have to issue 
a formal bid, but the purchase 

does have to be justified through 
market research.

• Schools don’t have to buy from 
GSA contracts.

• Schools can add their own 
terms and conditions to the 
purchase, which the GSA vendor 
may reject.

• If market research analysis 
concludes the GSA contract is 
not advantageous to the school 
district, the purchase must then 
comply with the state procure-
ment rules.

• If your purchase is under the 
bid threshold, you may use the 
GSA price as a quote and the 
procurement rules relating to 
GSA purchases need not apply.



THE EDGE |  THE EDGE  12 SPRING 2016

VENDOR/BUYER CONFERENCE

Professor Tells How to Shorten 
Construction Projects, Save Money

BY DON HARRIS

WYLIE BEARUP

ASU Professor Wylie Bearup conducted a crash course 
on Alternative Project Delivery Methods for attendees in a 
breakout session Jan. 26 at AASBO’s Vendor/Buyer Conference 
and suggested some best practices to avoid problems.

Bearup, a professor at ASU’s Ira A. Fulton School of 
Engineering and Executive Director of the Alliance for 
Construction Excellence, told how efforts of the Alliance 
provided school districts with additional procurement options 
for construction projects. The Alliance, created in 1992 as an 
industry outreach arm of Del E. Webb School of Construction, 

led the effort to change state procurement codes in 2000, 
giving public entities the ability to use Alternative Project 
Delivery Methods. 

Before alternative methods were approved, schools and 
other public entities used Design Bid Build. It was traditionally 
referred to as the low-bid process, under which each step had 
to be completed before the next one could start. “It resulted 
in the longest project duration and adversarial relationships,” 
Bearup said. “There is no opportunity to compress the duration 
of the project.”

Attract talented teachers with 
no-cost school benefits

Attract and retain top teaching talent by 
offering more.  In addition to your benefits 

package, provide quality financial education 
workshops, explain proven ways to secure 
classroom funding and offer extras like a 

teacher recognition program – all provided 
by Horace Mann. 

For information about Horace Mann and 
how we can help your schools and your 

employees, visit schools.horacemann.com  
or contact us at 866-999-1945.
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Under Design Bid Build, 
the school district hires the 
designer and then selects 
a contractor to carry out 
the project, typically street 
improvements, storm drains 
and water lines. The school 
district assures the contractor 
that the design is perfect. “It 
is error free,” Bearup said. 
“We all know there is no such 
thing as perfect documents – 
hence challenges and possible 
adversarial relationships.” 

Using an alternative method – Design Build – a single 
company is responsible for design and construction. “It’s for 
fast-tracked projects when speed is a premium,” Bearup said. 
“It shifts the design risk from the owner (school district) to the 
contractor. There is no finger-pointing.” 

The school district doesn’t have to listen to criticisms by 
the contractor of the design or vice versa. This process allows 
for phases of the project so that construction can begin while 
aspects of the design have not been completed, Bearup said.

Another alternative is the Construction Manager at Risk 
process. This process is usually used for buildings and complex 
horizontal jobs. Contracts for the design and construction 
are separate, but the designer and the contractor work 
collaboratively, Bearup said. The construction manager is 
selected during the design phase and provides pre-construction 
services.  In addition, the construction manager becomes the 
general contractor, and the work is done by subcontractors 
approved by the school district. Thus, the duration of the 
project can be shortened. 

“For example, the contractor can begin demolition while 
the designer is continuing to design the building shell,” Bearup 
said. “That saves time, and as we all know, time is money in the 
construction business.”

Job Order Contracts are used for renovation, remodeling 
and small projects, including landscaping and local drainage, 
that are designed and constructed as needed, Bearup said. 
They are usually selected for projects in a related field, he said, 
adding, “The contractor is selected and remains in a standby 
mode until the work is needed.”

For school districts considering the various options, Bearup 
said, “The goal is to use the right tool for the job.”

The value of effective planning is the ability to save money. 
“Small dollar investment early in a project can have huge 
impacts later,” Bearup said. “It’s easier and cheaper to make 
changes on paper than in the field. Make good decisions early. 
If you wait too late, cost-saving opportunities won’t be there 
anymore.”

Bearup compared the Construction Manager at Risk 
(CMAR) process with Design Bid Build for routine projects, 

and determined that 11 of 12 factors favor CMAR.  The CMAR 
factors are contractor selection, subcontractor selection, 
design input, quality, speed, relationships, cost growth, 
schedule growth, cost certainty, litigation and value. Only the 
initial cost favored Design Bid Build, he said.

Among the best management practices in the selection 
process, Bearup recommended a pre-submittal conference, 
discretely weighted selection criteria, checking credentials of 
and conducting interviews with key team members, rankings 
for the final selection, debriefing of unsuccessful short-listed 
companies, and performing due diligence.

Bearup urged attendees to familiarize themselves with ARS 
§41-2578C2(d) regarding selection criteria requirements, 
which he said is frequently violated. It states: “If the purchasing 
agency will hold interviews as part of the selection process, 
state that interviews will be held and that the interviews will 
be with at least three and no more than five persons or firms.” 

Ascertaining the credentials of key team members is 
important. “It indicates their commitment to the profession 
and a dedication to attend training sessions,” Bearup said. 
“You want to know if they have the credentials to fit the project 
type, the delivery method and if they have the expertise.”

Lessons Bearup hopes were learned include: the ability 
to pick the best qualified contractor; better relationships 
among all project team members; contractor involvement 
in the design phase; more control of the budget through the 
design phase; advanced project communication by selecting  
the entire team early; more time to plan construction; better 
designs through constructability reviews; better quality 
from better contractors;  smoother project closeout; reduced 
completion time with phasing and long-lead procurement; 
greater control of subcontractor selection and the ability to 
meet green building goals. 

Professor Wylie Bearup can be reached at wylie.bearup@asu.
edu or (480) 727-4593. The Alliance for Construction Excellence 
is a broad coalition of contractors, subcontractors, researchers, 
owners, designers, educators, manufacturers, suppliers and others 
committed to advancing the industry. 

“Small dollar investment early in a project can have huge impacts 
later. It’s easier and cheaper to make changes on paper than in 
the fi eld. Make good decisions early. If you wait too late, cost-

saving opportunities won’t be there anymore.”
— ASU Professor Wylie Bearup



THE EDGE |  THE EDGE  14 SPRING 2016

VENDOR/BUYER CONFERENCE

BY DON HARRIS

Getting to Know the Apples and 
Oranges of Purchasing

Describing the apples and oranges of procurement, Terry 
Worcester, Director of Facilities and Operations for Scottsdale 
Uni� ed School District, told how important it is to be speci� c when 
making a major purchase.

Mistakes can cost your school district a lot of money, whereas 
careful planning and asking the right questions usually result to the 
right decision. In a breakout session at the Vendor/Buyer Conference 
on Jan. 26, Worcester, an architect by profession, said he gave up 
his private practice � ve years ago and joined Mesa Public Schools, 
and about a year ago switched to SUSD, bringing with him a unique 
sense of humor.

“When you walk into an administrative facilities position, you 
have no idea what you’re getting into,” Worcester said.  “I oversee 
� ve areas, six including transportation for a short time, which I was 
not quali� ed for. I was in a garage bay looking up at a yellow bus and 
the mechanic handed me a big greasy part and said we needed ten 
more of them. I tried to learn how to adapt real quickly.”

Now, he oversees security, HVAC, custodial, maintenance and 
grounds. “� ankfully, transportation is now o�  my plate,” Worcester 
said. “I also oversee strategic planning and development.”

� e title of his presentation, � e Apples and Oranges of Facilities 
and Operations, touched on the di� erence between purchasing 
goods and purchasing services, and he said he separates how he 
serves vendors and sta�  internally. “� ere is a very bright line 
between services and goods,” he said, “and if you don’t understand 
the legal context, particularly in education, they blend together.”

Services are controlled by statute, while goods technically are 
managed by the Uniform Commercial Code. “What happens when 
apples and oranges come together?” he asked.

For example, he told of having a phone he called his code 
blue phone. “Every time it rings, something needs my attention,” 
Worcester said, adding that a chiller in a high school was not 
functioning. “We had a catastrophic chiller failure. We had to shut 
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Join the 17+ million sq. �. of Arizona school buildings cleaned and maintained by ABM. 
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it down, and it was 105 outside, late in the day. We had to relocate 
a� er-hour student activities or send them home. “

He explained: “A chiller is a giant piece of equipment with water 
going through it. � e chiller makes cold water. We had to bring a 
temporary chiller to the site. It was the only way to keep the building 
air conditioned, and it was a case of apples and oranges.”

First, Worcester had to � nd a service. His CFO declared an 
emergency so a temporary chiller could be brought in and installed. 
� en he had to decide where to � nd an emergency chiller that could 
be transported on a trailer. He made several calls. � e company with 
the emergency chiller wouldn’t bring it to the school until a purchase 
order was authorized.

“When it’s an emergency, the sky’s the limit,” Worcester said, 
suggesting that it was going to be expensive. Citing hypothetical 
� gures, he said the school agreed to pay $50,000 to rent the chiller 
for one month. Within eight hours the building temperature was 
comfortable again and “everyone was happy.”

A second purchase order was needed to � x the school’s ailing 
chiller. He didn’t anticipate that it would take more than a month. “I 
didn’t know how bad the chiller was in its catastrophic state,” he said. 
“And I didn’t ask for additional time and material.”

During the repair process, a costly part was needed. “When you’re 
in a crisis mode, you have to work on speci� city,” Worcester said. 
“Be very speci� c about what you’re trying to ask for. Be speci� c 
about how long it’s going to take. Always be looking down the road.”

� ree months a� er the breakdown, Worcester had a hypothetical 
$50,000 purchase order for a $150,000 invoice. � e school was in 

an apples and oranges situation, because it was buying goods and 
services. 

“We had to buy a piece of metal to � x a piece of metal,” he said. 
“Was that goods or services? Actually, it was both. You can see how 
they overlap. Everyone has this problem.”

Worcester convinced his CFO that the process was sound, 
because if the school had to purchase a new chiller the cost would 
have been substantially more.

“Yes, we still have an old chiller, but I learned this needs to be 
in my M&O in the future,” Worcester said. “We would have faced 
spending $800,000 for a new chiller, so we made the right decision.”

Worcester recalled a situation involving the purchase of a trailer 
for a landscaping crew. Historically our Operations Department 
procured 14-foot trailers because they were cheaper than 16-footer 
trailers. “Nobody asked the guys doing the work, riding the mowers, 
what they really needed,” he said. “It was two feet too short. � e 
mowers didn’t � t well on the 14-footers, and it is a hassle for the 
grounds team to get the large mowers on the shorter trailer.

“Was it a problem with manufacturing? Not at all. So, if you’re 
in purchasing, one of the things you always ask, is this trailer big 
enough? � e decision was made without asking or listening. If it’s a 
truck, you need to ask if it has the right equipment, and is it relevant 
to its users and purpose. Does it have or need ladder racks and a li�  
gate? Be speci� c.”

Terry Worcester can be reached at tworcester@susd.org or (480) 
484-8502, or cell, (480) 268-6171.
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Keeping Track of Electronic 
Devices in a 1-to-1 Program

MICHELLE 
HAMILTON

If your school is considering a one-to-one program, one of the most 
important aspects is being able to keep track of where every device is at 
all times.

In a breakout session at AASBO’s Vendor/Buyer Conference on 
Jan. 26, Michelle Hamilton and Dan Cooper spelled out the bene� ts of 
1:1 computing. It’s a program in which schools issue each student an 
electronic device enabling them to access the Internet, digital course 
materials and digital textbooks. 

Hamilton, Purchasing Director for Mesa Public Schools, and Cooper, 
Support Specialist for Troxell Communications, outlined the steps in 
deploying a 1:1 system. Under a program o� ered by Troxell, a school is 
able to keep real-time track of such things as who has which device, when 
it was issued, where it is and if it has been turned in for repairs. 

Mesa Schools is rolling out 28,000 laptops this year and needs to know 
who has which asset and what condition it is in. Mesa, which began 
implementing a 1:1 program two years ago, provided teachers with 
their devices a year before students received theirs.  Teachers underwent 
professional development on how to use the devices and how to add them 
to their curriculum. “It wouldn’t have been fair to hand them a device in 
August and tell them to go use it in their classroom,” Hamilton said. 

But shortly a� er teachers received their devices, a problem arose. 
“We didn’t know where these devices were, other than where they were 
last logged into the network,” Hamilton said. “So we started looking for 
a system that could track our devices, not only for teachers but for our 
students. We also wanted a system so our property management people 
could track the movement of assets.”

Mesa set up its own repair shop, but wanted to keep track of when a 
teacher or student turned in a device, and once it was � xed, where it was. 
Hamilton told of an incident, before a tracking system was implemented, 
when 10 devices were missing a� er they had been repaired. Turns out the 
devices were in a van that was in a shop for repairs.

“We found them,” Hamilton said.
She said she had several asset management firms conduct 

demonstrations and eventually settled on Troxell. “We told them what 
we wanted and they said they could do it,” she said. “Sometimes you don’t 
know what you don’t know or what you need.”

First thing Mesa wanted to know was how easy or di�  cult it would be 
to import data. “We needed a system we could use that is all done with an 
app,” Hamilton said. “We saved money by not having to buy scanners.”

Mesa faced several challenges, such as: recording asset lifecycle from 
purchase to disposal; tracking movements of assets to reduce mislaid 
or missing items; tracking movements of assets during the support and 
repair process; improving the reporting and audit response capabilities; 
reducing paperwork and increasing the e�  ciency of a 1:1 rollout, and 
� nding a solution � exible enough to handle 70-plus sites. 

Mesa even uses the tracking system to monitor musical instruments 
that the district provides to students.

� en there was the question of how to change data. “It’s easy to make 
changes,” Cooper said. “You can do everything with a phone app. No need 
to have scanners. It helps you import data and analyze it. It’s really simple 
and easy.”

To prove his point, Cooper conducted a mini-demonstration using 
his smart-phone. Every asset in a school district can be tracked from an 
Excel spreadsheet, wherever it is, even if it’s in storage, and its expected 
return date, Cooper said. “It’s easy to make changes and it’s all done in 
real time,” he said.

If a district opts for a 1:1 program, Hamilton recommended a device 
protection plan. Students pay $30 to cover loss or damage to their device. 
It’s not considered insurance, for regulatory reasons. It’s a protection plan, 
like ones that are issued for a cell phone, but is not available for district 
employees.

“It protects anything a student can do to a device,” Hamilton said. “For 
example, a student was handed a device in the media center, she walked 
out and dropped it and it broke. She came back in crying. All we had to do 
was re-scan the device and all the information on the laptop. We gave her 
a new one and � xed the other one.”

Schools can save a lot of money if they have an asset management 
solution that can track assets accurately, reducing the number of mislaid or 
missing items that need to be written o�  each year. � at enables a school 
district to allocate resources where they are needed the most, Cooper said.

“Everything is trackable,” he said. “As a student receives a device in 
good working order he or she is photographed. We have a picture of their 
smiling face receiving their device. � ey can’t say the screen was broken 
when they received it. You’ve got a record, date stamped.”

Security can become an issue. Only individuals who have a need to see 
data should have access to that information and only that information, 
Hamilton said. She was surprised how many individuals actually expressed 
a need to have access to the data. “We’re still narrowing it down,” she said. 
“If you go to 1:1, security, repairs and movement are the biggest things.” 

Mesa teachers keep their devices over the summer and as long as they 
are employed by the district. Students turn in their devices at the end of 
the school year. � eir devices must remain at the site from which they 
were issued.

Hamilton’s advice: “Find an asset management solution that can meet 
your requirements for reporting in every area that is important to you. 
Make sure it is � exible enough and customizable to create the reports you 
need and in the format that works best for you.”

Michelle Hamilton can be reached at: mlhamilton@mpsaz.org. Dan 
Cooper can be reached at: dan.cooper@trox.com or (770) 676-8477.
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David Cantelme, a Phoenix attorney specializing in education 
law, provided attendees at the AASBO Vendor/Buyer Conference 
on Jan. 26 with strategies to deal with several tough procurement 
problems.

Ranking them in the order of most signi� cant, Cantelme, the 
keynote speaker, began with the Late Bid, which he called “the 
granddaddy of them all.” In this scenario, the bid submission 
deadline is 2 p.m., and a contractor submitted his bid two minutes 
late. His presentation was aimed at AASBO members, but provided 
vendors with valuable information as well.

“What do you do?” Cantelme asked AASBO members in the 
audience. “Do you reject, accept and consider, or date stamp and 
don’t open?” 

� e best choice, he said, is to date stamp and not open. “A late 
submission is poison,” Cantelme said. “It is usually fatal, but there 
is an exception. What if the vendor’s messenger arrives at the 
Main O�  ce at 1:50 p.m. and is given the wrong directions to the 
Procurement O�  ce? He gets there with the bid � ve minutes late. 
What do you do?”

Again, his advice is to date stamp and not open. � e one 
exception to accepting a late bid is if the agency is responsible 
for the lateness, Cantelme said. � at’s very rare, but if the agency 
appears to be at fault, investigate the circumstances. “Have a record 
in case there is a protest or a lawsuit,” he said. “To sum it up, late 
bids are almost always rejected, except if the agency caused the 
lateness.”

� e second most signi� cant procurement problem, Cantelme 
said, is: Failure of the Contractor to Sign the Bid. In this invitation 
for bids scenario, the contractor is in a terrible rush to get the bid 
completed and failed to sign it. “But, said Cantelme, “it’s a half 
million dollars low, and as stewards of public dollars you want to 
get the biggest bang for the buck.”

What should you do as a procurement o�  cer – call them in to 
sign, reject or re-bid? If other documents such as the bid bond are 
signed, that may allow you to accept the bid. “Look throughout 
the package,” he said. “� ere are several places to sign. See if there 
is a signature somewhere else that would determine if the vendor 
is irrevocably bound. You can accept that bid and you avoid the 
possibility of collusion.”

Another invitation for bids problem faced by procurement 
o�  cials is if price � gures are omitted. In this scenario, the quantities 
are speci� ed for a particular item and the unit price is right, but 
there is no cumulative total. What do you do?

“You opened the bid and it is being processed,” Cantelme said. 
“Responsiveness is determined on the face of the bid. Do you 

write them an extension? � e missing � gure can be determined by 
simple math. You’ve got the unit price and the quantity. I would 
say this is a minor formality that can be waived. But, it’s up to the 
school district. It’s not necessary to waive it. It depends on how 
badly you want this bid.”

� e Failure to Acknowledge Amendments presents another 
problem, according to Cantelme. A vendor is required to 
acknowledge all addendums in its bid or response, but they usually 
do not contain signi� cant changes.

“What happens if it fails to do so?” Cantelme asked. “If the 
addendum makes a material alteration of the IFB or RFP, the 
failure is material and renders the bid or response non-responsive. 
If the alteration is a minor, the school district can waive the error.”

VENDOR/BUYER CONFERENCE
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David Cantelme Provides Suggestions on 
Tackling Tough Procurement Problems

DAVID CANTELME

CONTINUED ON PAGE 18
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Cantelme de� ned what constitutes a minor or material change. 
“Price is not minor – the same for quantity,” he said. “Quality, 
however, is subjective. A minor formality includes mistakes, 
excluding judgmental errors,  that have negligible e� ect on price, 
quantity, quality, delivery or other contractual terms and the 
waiver or correction of such a mistake does not prejudice other 
bidders or o� erors.” 

Cantelme said it is important to note that the terms of the bid 
must not be materially changed in the missing addendum and that 
the vendor does not gain an advantage over competitors by having 
the formality waived. “All bidders must be on equal footing,” 
Cantelme said.

Regarding license issues, Cantelme said the basic rule is that 
contractors dealing with public agencies must be licensed by 
the Registrar of Contractors. � ere are exceptions, particularly 
involving subcategories of contractors. “An exception is, if you have 
some very valid assurance that the work will be done by competent 
licensed contractor,” he said. “But this is a slippery slope. As soon 
as you let one small variation go by, what about the next variation 
and the next variation? You have to be vigilant.”

Cantelme also touched on the importance of seeing a list of 
subcontractors and knowing whether they have the ability to 
perform, and the required experience of bidders. He recommended 

considering the experience of a company’s principals and not 
necessarily how long the company has been in business.

AASBO members were cautioned against accepting an 
unbalanced bid, one that comes in considerably less than other bids 
but requires too much up-front money. “What if the contractor 
goes bust before the work is performed?” Cantelme said. “My 
advice is – reject.”

Canteleme’s recommendation to procurement o�  cials is: “Get 
the best deal for your school district, protect the process to avoid 
favoritism and get the performance you’re paying for.”

David Cantelme is with the Phoenix law � rm of Cantelme & Brown. 
He can be reached at djc@cb-attorneys.com or (602) 200-0125.

“Responsiveness is determined on the face 
of the bid. Do you write them an extension? 

The missing fi gure can be determined by 
simple math. You’ve got the unit price and 

the quantity. I would say this is a minor 
formality that can be waived. But, it’s up to the 
school district. It’s not necessary to waive it. It 

depends on how badly you want this bid.”

— David Cantelme, a Phoenix attorney specializing in education law

TACKLING TOUGH PROCUREMENT PROBLEMS
CONTINUED FROM PAGE 17
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Top 10 School District Mistakes 
� at Auditors Found 

A sure way to avoid getting tripped up during an audit is to know 
the miscues that other school districts have committed.

� at’s why Eugene Park, a CPA at Heinfeld, Meech & Co., 
unveiled 10 of the most popular – or unpopular – mistakes that 
Arizona school districts have been caught making. Using questions 
found in the USFR Compliance Questionnaire, which is on the 
Arizona Auditor General’s O�  ce website, Park ranked auditor 
� ndings at the AASBO Vendor/Buyer Conference on Jan. 26.

Park noted that in more than 75 school districts that were audited, 
his � rm found 81 non-compliances. “� at might sound like a lot,” 
Park said. “But, when you take into account there were 35 purchasing 
questions asked of 75 districts, that’s more than 2,600 questions. So, 
you have 97 percent compliance. � at’s pretty good.”

NO. 10
For purchases made through competitive sealed bidding or 

competitive sealed proposals, did the district stamp sealed bids or 
proposals with the time and date upon receipt and store bids or 
proposals unopened until the time and date set for opening? “� ere 
were only two instances in which the stamp and store requirement 
was not met,” Park said. He suggested maintaining a log and an 
organized binder or folder for each procurement.

NO. 9
Did the district periodically compare invoices to awarded 

contracts to verify that billing amounts are correct and the contract 
terms and conditions were being met? “Again, there were two 
instances in which districts were making purchases o�  contracts 
awarded by the district, but the district did not compare actual 
prices paid to the amounts documented in the procurement,” 
Park said. “Make sure the vendor is meeting contract terms and 
conditions.” A possible solution is to build an automatic red � ag 
into your � nancial so� ware.

NO. 8
Did the district follow School District Procurement Rules, 

regardless of the expenditure amount, for any purchase of goods 
or services from district employees? Park said there were three 
instances in which districts did not perform a formal procurement 
for purchases made from employees. “You need to perform formal 
procurements for any purchases from employees, regardless of 
price – even if it’s only one dollar,” he said. One solution is to have 
a district policy that forbids purchasing from a district employee. 

Park also suggested maintaining a con� ict-of-interest � le and 
having all employees sign a con� ict-of-interest statement.

NO. 7
Based upon a review of purchases costing at least $50,000 but less 

than $100,000, did the district obtain written price quotations from 
at least three vendors and follow the guidelines for written price 
quotations prescribed by the USFR? � is one had four violations. 
Park recommended creating a standard form and keeping quotes 
organized. He also suggested assessing vendors at least annually, 
mainly to track items and services purchased.

A member of the audience wanted to know if an auditor will 
look speci� cally at pencils purchased from a vendor or overall 
o�  ce supplies. Park replied: “� at depends on the auditor. I know 
that’s an answer you hate.”

NO. 6
Did a district include all required information in the IFB or RFP? 

“� ere were four instances in which districts did not include all required 
items in a sealed proposal, including public inspection a� er an award, 
relative importance of the price and other evaluation factors,” Park said. 
He suggested using standard boiler plates and a checklist.

NO. 5
Based upon review of expenditures, competitive sealed bids and 

competitive sealed proposals, for the procurement of construction, 
materials, and services that exceeded $100,000, did the district follow 
School District Procurement Rules? “Auditors found seven instances 
in which purchases were made for homogenous items or services 
that exceeded the formal procurement threshold, and yet a formal 
procurement was not performed,” Park said. He recommended 
assessing vendors and the district’s needs at least annually.

NO. 4
Did the district perform adequate due diligence for each 

cooperative or lead district the district made purchases through 
during the audit period to help ensure that those purchases were 
in compliance with School District Procurement Rules?  “Seven 
times districts did not perform due diligence on all purchases 
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made using a cooperative contract,” Park said. He recommended 
assessing cooperative contracts annually, maintaining a checklist, 
and using a binder or a folder on your computer that will keep 
track of the contracts you performed due diligence on as well as the 
documentation of the due diligence performed.

NO. 3
Did the district have signed con� ict-of-interest disclosures 

� led for any employee or non‐employee evaluation committee 
members? “� ere were eight instances in which the district did 
not have evaluation committee members – both employee and 
nonemployee members – sign con� ict-of-interest statements,” Park 
said. “You should create a standard evaluation form and require all 
evaluators to sign for all formal procurements performed. It’s a best 
business practice.”

NO. 2
Was the basis for the sole source procurement reasonable and 

did the district retain the Governing Board’s written determination 
that there was only one source for the required materials, service, or 
construction items purchased? � is was violated 10 times – failing to 

state why a � rm was a sole source vendor. “I don’t know how many 
vendors are sole source vendors anymore,” Park said. “You have the 
Internet to search at your � ngertips. It’s hard to argue that there are 
that many sole source vendors. Just because the vendor says they 
are a sole source, does not mean they truly are the sole source.” Park 
recommended having a questionnaire to determine the basis for being 
a sole source vendor.

Park got a laugh from the audience when he said he’d like to claim 
that Heinfeld Meech is the only quali� ed auditor available for schools.

NO. 1
Based upon a review of purchases costing at least $10,000 but 

less than $50,000, did the district obtain and document oral price 
quotations from at least three vendors and follow the guidelines 
for oral price quotations prescribed by the USFR? “� ere were 
21 instances that districts did not obtain and/or document three 
oral quotes for purchases made between $10,000 and $49,999,” 
Park said. “Either they’re not maintaining documentation or it 
just happens. � ey get the � rst and the second but not the third. 
I don’t know why.” He recommended: “Create a standard form, 
keep quotes organized, and assess vendors at least annually, mainly 
to assess items and services purchased.”

Eugene Park can be reached at eugenep@heinfeldmeech.com or 
(602) 277-9449 ext. 333.

TOP 10 SCHOOL DISTRICT MISTAKES
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Prepare for retirement with confidence. Call or meet with me today.

Phil Kim
480-444-3782

88% of AXA’s 403(b) clients are happy with their financial professional.1 
That may be one of the reasons we are #1 in K-12 403(b) contributions 
and participants.2
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BY DON HARRIS

Keith DeGreen O� ers AASBO Members 
a Financial Word of Caution

AASBO WINTER CONFERENCE

Despite prospects for a substantial increase in 
public school funding, AASBO members were 
cautioned against getting too complacent.

Keith DeGreen, a certi� ed � nancial planner and 
the keynote speaker at AASBO’s Winter Conference 
on Jan. 27, gave attendees a glimpse of the economy 
for the rest of 2016, and the view wasn’t as bright as 
school o�  cials would like.

“For 2016, economists estimate U.S. GDP (gross 
domestic product) growth to be 2.2 percent, a very slow rate of 
growth,” said DeGreen, who heads DeGreen Capital Management 
in Scottsdale. “We might even have a brief recession along the 
way. � e net result is that tax revenue in Arizona might be reduced 
accordingly. On the other hand, Arizona’s economy is pretty 
resilient.”

� is economic outlook could impact funding for schools and 
how they manage their budgets. “Tax revenue may be a bit more 
depressed than the Legislature has projected,” DeGreen said, 
noting that 2.2 percent growth for 2016 compared to 2.4 percent 
growth in 2015. “With even slower growth, school business o�  cials 
will need to take that into consideration with regard to budgeting.”

Recognizing the � nancial woes AASBO members have been 
facing, DeGreen said, “You already have a fairly thankless task. 
You’re given 25 cents and asked to produce a dollar’s worth of 
value. I’m afraid it may get tougher before it gets easier.” 

Commenting on investments in general, DeGreen said up to 
90 percent of results are driven by how funds are allocated among 
the four major asset classes –  stocks, bonds, alternatives including 
commodities and real estate, and cash. He said 2015 was an 
anomaly because it was only the fourth time since 1931 that none 
of the asset classes showed a positive return except for cash, which 
inched up barely one-tenth of 1 percent.

“For the past two months, it might have been tempting for many 
investors to go to cash or just throw up their hands,” DeGreen said. 
“It has been a horrible start for 2016.”

But in an interview on Feb. 12, DeGreen said events of that 
particular day show how quickly the markets can reverse. “Oil 
increased 12 percent in a day, the largest increase in a day since 
2009,” he said. “Major U.S. indices – the Dow and the S&P, both 
were up about 1.7 percent in a single day. � at’s why it’s important 
to sharpen your axe twice and cut once. Be very speci� c on how 
you should be allocated among those four major asset classes.” 

Every potential investor needs to know whether they are investor 
or a saver, even before they start, DeGreen said. “It’s not enough 
to say you will be more growth oriented, as a general rule, but as 
you get older you will pay closer attention to diversifying among all 
classes. And I don’t mean 25 percent in each class. It really depends 

on other sources of income you will have in retirement. Within 
10 years of retirement, you need to know how to allocate. Just 
because you retire, that doesn’t mean your money doesn’t need to 
grow. You’ll need a pay raise.”

The investor knows that over reasonable periods of time, 
prudent investing is proven to be more productive than saving. 
“� e investor accepts that in most years one or more of the 
four major asset classes will experience a correction of at least 
10 percent, and that going into cash is the last resort,” DeGreen said.

On the other hand, the saver seeks guarantees. “Savers just 
want to know that they can get all of their money back either now 
or when their guaranteed CD (certi� cate of deposit) expires,” 
DeGreen said. “� ey are unwilling to accept asset class volatility, 
even within a balanced portfolio designed to limit aggregate 
volatility. � ey accept, knowingly or unknowingly, that purchasing 
power risk may limit their lifestyle later in life, or may limit what 
they leave behind to others, including a spouse.”

If the markets continue to struggle this year, it could be because 
of a worldwide slowdown, he said, adding, “Prices could also be 
hit because many companies, particularly in the oil and mining 
sector, got overextended and increased capacity. � ere could be 
more price challenges. Prices could possibly decline.”

DeGreen said he wouldn’t attempt to advise AASBO members 
where to buy pencils or bus tires. He alluded to Proposition 123 
on the May 17 special election that, if approved by voters, will 
increase school funding by $3.5 billion over 10 years.  “Some of the 
proposals I’ve heard about with respect to the Arizona Land Trust 
may re� ect unrealistic expectations regarding total return for the 
fund over the years. As school business o�  cials, you need to be 
aware that what’s getting promised this year from overly generous 
projections may not materialize.” 

Keith DeGreen, an attorney and certi� ed � nancial planner, was 
Arizona’s Republican candidate for U.S. Senate in 1988, and 
was the leading Republican candidate for governor in 2005 until 
he withdrew due to a family illness. He hosts a popular personal 
� nance radio show – now in its 27th year on NewsTalk 550, FKYI. 
He can be reached at keith@degreen.com or (480) 609-9900.

“Within 10 years of retirement, you need to know how to 

allocate. Just because you retire, that doesn’t mean your 

money doesn’t need to grow. You’ll need a pay raise.”
— Keith DeGreen, an attorney and certifi ed fi nancial planner

KEITH DEGREEN
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BY DON HARRIS

Let’s Recognize Outstanding School Business 
O�  cials — Member of the Year Will Be Awarded a 
Free Room at Starr Pass for 2017 Summer Conference

Look around your o�  ce, shop or workplace. You’re certain to 
see an AASBO colleague who measures up to the organization’s 
standards and in fact excels at their profession. More than 
likely, you won’t have any trouble � nding one or more Arizona 
Association of School Business O�  cials members who deserve 
special recognition.

� e deadline for submitting nominations is May 27. � at 
might seem a long way o� , but by the time we wrap up our Spring 
Conference in Laughlin, Nevada, AASBO will be fully involved in 
preparation for the 2016 Summer Conference and Expo. � at’s 
where our award winners will be announced.

Here are the AASBO awards and what it takes to win one:

MEMBER OF THE YEAR AWARD

All AASBO members who receive a Gold Award are eligible 
for the Member of the Year Award.  � e Board of Directors, 
voting by secret ballot, will select the recipient of the award. For 
the second year in a row, the Member of the Year will receive a 
complimentary room stay at the J.W. Marriott Starr Pass Resort 
and Spa for AASBO‘s 2017. � is award honors an AASBO member 
whose contributions are considered particularly noteworthy.  

CONTINUED ON PAGE 28

Learning at the 
Speed of �ought

866.456.4422 | info@us.logicalis.com
www.us.logicalis.com/education

The demand has never been greater for affordable IT investments 
that drive real results. Logicalis delivers customized, cost-effective 
IT solutions to help educational institutions—from K-12 to colleges
and universities—meet their most pressing challenges including: 

��  Physical security, video surveillance, and access control systems
��  Network engineering and security services
��  Data center computing, virtualization, and storage
��  Structured cabling and wireless infrastructure
��  Managed Services



THE EDGE |  THE EDGE  28 SPRING 2016

WILLIAM LOVETT MEMORIAL AWARD

AASBO established the Memorial Award shortly a� er the 
death of AASBO’s � rst Executive Director, William Lovett. It has 
been presented each year to an outstanding member for his or her 
contribution to the organization.  

PETE PERKINS MEMORIAL SCHOLARSHIP

A� er the death of Pete Perkins, this scholarship was set up 
to keep alive the memory of Pete and the work he had done for 
AASBO. Along with the recognition, the winner will receive $1,000 
to use for educational purposes.

THE HAT

� e winner literally stands out at all AASBO functions. A little 
history – Lee Whitecra�  wanted to start a tradition by awarding 
“� e Hat” to the outstanding member of AASBO each year at 
the Annual Conference. He chose his successor and each person 
honored therea� er picks the next wearer of the distinctive chapeau. 
AASBO members expect to see the recipient – male or female – 
wear � e Hat at all AASBO functions for an entire year.

CHUCK ESSIGS OUTSTANDING SERVICE TO

ARIZONA EDUCATION AWARD

� is prestigious award, named in honor of AASBO’s long-time 
and distinguished Director of Government Relations, recognizes 
the outstanding service to education in Arizona that Chuck Essigs 
has represented through a career dedicated to public education. 
� e award, established in 2013, is not necessarily given every 
year – only when a suitable nominee is submitted and voted on 
by the AASBO Board of Directors. In addition, guidelines provide 
that nominations may be from non-AASBO members, and that 
nominations for potential recipients are to be submitted by 
members of the Board of Directors. If no nominations are received 
by the Board, no award will be made that year. 

VENDOR OF THE YEAR COMMUNITY SERVICE AWARD

Nominations are submitted by the AASBO membership, 
including Business Associate members and/or the Vendor 
Representative. It recognizes outstanding contributions to the 
community by AASBO Business Associate members. Speci� cally, 
the award highlights businesses that have gone above and beyond 
in service to a school district’s community through volunteerism 
and community involvement. 

� e Community Service Award is given annually by the Board’s 
Vendor Representative. Nominations are considered by the Board 
of Directors, with voting conducted by secret ballot.

MEMBERS GOLD, SILVER AND CERTIFICATE AWARDS

� e Member Awards Program is designed to honor individual 
members whose contributions are particularly noteworthy. 
� e program is voluntary and conducted on the honor system. 
� e awards are based on point accumulations: 79-60 points, a 
Certi� cate; 119-80 points, Silver Award; 120+ points, Gold Award.

15 POINTS ARE AWARDED FOR:

• Attending the AASBO Annual Summer Conference.
• Attending ASBO International Annual Meeting and Exhibits.
• Presenting a program at a regular AASBO bi-monthly meeting 

(Each program).
• Presenting a program at ASBO International Annual Meeting 

and Exhibits.
• Chairing an ASBO International Committee.
• Writing an article for the ASBO International School Business 

A� airs Magazine.
• Writing an article for Th e AASBO Edge (Each article).
• Serving as Chairperson for an AASBO Committee (Each 

committee).
• Serving as Chairperson for an AASBO Workshop (Each 

workshop).
• Serving on the AASBO Board of Directors.
• Earning a certifi cate in the 4 Day Educational Program Class 

(Each course).

10 POINTS ARE AWARDED FOR:

• Attending a regular AASBO bi-monthly meeting (Each 
meeting).

• Serving on a Committee for ASBO International.
• Presenting a program at the AASBO Annual Summer 

Conference (Each program).
• Presenting a program at an AASBO Workshop (Each 

workshop).
• Serving on an AASBO Committee (Each committee).

5 POINTS ARE AWARDED FOR:

• Membership in ASBO International. 
• Attending an AASBO workshop (Each workshop).
• Serving as a facilitator at an AASBO Conference (Each 

session).
• Recruiting a new member for AASBO (Each new member).

Executive Director David Lewis strongly encourages AASBO 
members, Business Associate members and others to consider 
submitting worthy nominees for these prestigious awards. 
To submit your nomination for an AASBO award, go to our 
Membership Awards tab on the AASBO Website.

OUTSTANDING SCHOOL BUSINESS OFFICIALS
CONTINUED FROM PAGE 27
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Classroom InnovationClassroom Innovation  
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ARIZONA CAPITOL TIMES CONTRIBUTING ARTICLE

BY BEN GILES

Lesko bill would eliminate most 
school desegregation funding

Sen. Debbie Lesko is again trying to eliminate a tax mechanism 
that allows some Arizona school districts to raise millions of dollars 
in funding allotted for desegregation and student achievement 
e� orts.

� e Peoria Republican’s SB1125, which advanced through the 
Senate Finance Committee on Feb. 10 by a 3-2 party-line vote, 
would eventually leave more than a dozen school districts millions 
of dollars short of their normal spending levels. It would phase out 
a funding mechanism that allows district o�  cials to levy property 
taxes beyond their budget limits, with the caveat that the extra 
money is used to remedy racial discrimination in schools.

A corresponding bill, HB2401, is awaiting a hearing in the 
House.

Nineteen Arizona school districts levy those extra taxes for 
desegregation funding. � e Phoenix Union High School District 
alone raised roughly $55.8 million in � scal year 2015 in additional 

property taxes thanks to the state- and court-authorized taxing 
method. And school o�  cials argue that they are under strict 
scrutiny from courts and the U.S. O�  ce of Civil Rights, and would 
be thrown into legal trouble if they don’t continue to utilize the 
taxes.

Lesko said the segregation-related issues are no longer a 
problem.

“We think this is something that has long since passed needing 
to be � xed,” she said during the Senate Finance Committee hearing.

Lesko also argued that it’s unfair to neighboring school districts 
that may have a similar racial makeup of their student body 
and similar issues, but can’t raise funds beyond their budgeted 
amount. Kevin McCarthy, president of the Arizona Tax Research 
Association, said there’s no legal obligation for 18 of those school 
districts to even use the extra tax levy.  Besides, the issues related 
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to segregation are no longer issues, and the 
funding is no longer needed, he told the 
Finance Committee.

TUCSON STILL UNDER COURT ORDER

Only one school district in Arizona is 
under a direct court order to use desegregation 
funding: Tucson Uni� ed School District. Unlike 
legislation Lesko sponsored last year, which also 
was approved in committee but never reached a 
vote on the Senate � oor, SB1125 exempts TUSD 
from the phase out.

For all other schools with existing or previous 
agreements with the U.S. O�  ce of Civil Right, 
desegregation funding would be phased out over 
� ve years. � e agreements are typically reached 
between the federal government and school 
districts hoping to avoid a lengthy, costly legal 
battle. For schools that have been the subject of a 
prior court order, but are now in “unitary status” 
– in compliance with the order – the phase out 
would occur over a 10-year period. If TUSD 
ever reaches unitary status, their desegregation 
funding would be phased out as well.

McCarthy suggested that once unitary status 
has been reached, there’s no need for schools to 
use desegregation funding any longer. But Sen. Steve Farley, D-Tucson, 
said if the funding is the very reason TUSD or other school districts are 
able to reach unitary status, they’d need to continue to utilize the tax levy 
so as not to fall out of compliance.

“Once they get into unitary status, if they lose their money, they’re 
going to bounce back under a court order,” Farley said.

Sean McCarthy, senior research analyst at ATRA, said that’s beside the 
point – most schools were never legally obligated to use the tax levy in the 
� rst place. And someone would have to sue in federal court to prove once 
again that a school district was violating a student’s civil rights, he said.

� e McCarthys cited the U.S. Supreme Court’s decision in Missouri 
v. Jenkins, which does say school districts don’t have to levy additional 
taxes. In fact, it says district o�  cials cannot if there’s a viable alternative. 
But Stacey Morley, lobbyist for the Arizona Education Association, said 
that analysis ignores the fact that Arizona schools don’t have other funding 
options due to years of underfunding and budget cuts.

And the Supreme Court’s decision also highlighted that district courts 
do have the authority to require schools to levy additional taxes, or even 
require the state to cough up more funding if lawmakers don’t allow the 
districts to raise desegregation funds on their own, Morley said.

Spending above and beyond budgeted amounts is a part of the 
agreements reached by school districts with the federal civil rights o�  ce to 
avoid going to court, Morley said. Without those funds, and thus without 
compliance, “there’s always the threat of being dragged into court,” she 
said. And if the Legislature intervenes in this way, lawmakers themselves 
could be dragged into a court battle due to noncompliance with either a 
court order or a civil rights agreement, Morley testi� ed.

“You are entering into this as a party. You are interfering with the 
ability of two parties to live up to an agreement. � is may become your 
issue,” Morley said.

AVOIDING A COURT BATTLE

Richard Hopkins, a member of the Buckeye Elementary School 
District Governing Board, said his district was one that speci� cally 
entered into a civil rights agreement with the federal government to 
avoid a lengthy and costly court battle. Essentially, the district admitted 
it was wrong, Hopkins said.

� e money that the school district raises through the desegregation 
mechanism is used to hire support sta�  and tutors for English-
language-learners, and work with students in the lowest achievement 
groups. � is need has not and will not go away, Hopkins said.

“Alleviating our ability to get the funding this way will not alleviate 
our need to administer these programs,” he said.

A� ected school districts, such as PUHSD and TUSD, oppose the 
bill. And the committee’s Democrats argued against stripping schools 
of funding at a time when there’s overwhelming public support for 
new K-12 education funding, and hopefully enough support to pass 
Proposition 123, the Legislature’s plan to sweep roughly $3.5 billion 
over 10 years from the state land trust to be spent on schools.

“� e public needs to see that we’re doing at least everything we 
can to maintain funding,” Farley said. “To do this right now would be 
dangerous, not just from the perspective of this desegregation funding, 
but from the perspective of endangering Prop. 123.”

Senate Majority Leader Steve Yarbrough and others cast the debate 
over desegregation funding as an issue of tax fairness.

“Doing everything we can to fund public education doesn’t mean 
that we should be doing it unfairly,” the Chandler Republican said.
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CAPITOL MEDIA SERVICES CONTRIBUTING ARTICLE

BY HOWARD FISCHER

Percentage of money spent on instruction 
reaches new low in Arizona
Arizona schools spent less of the money they received last 

year in the classroom than in any of the 15 years the state has 
been keeping track.

The new report from the Auditor General’s Office found 
that just 53.6 cents out of every dollar spent to educate 
Arizona youngsters in 2015 went for instruction. That includes 
everything from teachers, aides and even coaches to supplies 
like pencils and papers and some activities like band or choir.

Aside from being at the lowest point since the agency 
started looking at the issue in 2001, it also is 7.2 cents below 
the national average.

But this is about more than percentages. The report also 
says there are fewer dollars going to schools overall.

Between 2004 and 2015, total per pupil spending actually 
decreased $424 when inflation is taken into account. That 
includes the years where the governor and Legislature illegally 
ignored a 2000 voter mandate to boost state aid annually to 
account for inflation.

What happened during that same time, the audit says, is 
classroom spending decreased by an even larger amount 
at $629 per pupil, as spending in other operational areas 
increased or remained relatively steady.

CONTINUED ON PAGE 38





COMMITTED TO EXCELLENCE.
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Students perform best 
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Is your facility providing an optimal learning environment for your students? 
Contact pueblo today to provide your students with the best possible learning experience. 

800.840.8170      www.pueblo-mechanical.com      info@pueblo-mechanical.com. .

Pueblo continually provides energy efficient hvac & controls solutions for school districts that 
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As a professional association, AASBO develops and presents education workshops to ensure the highest 
standards of school business and organization management practices, ethics, and professional growth. AASBO 
offers a varied menu of programs with everything needed to become skilled, effective, and knowledgeable in 

the administration and operation of schools, public or private.

One-day training workshops

Examples of workshops offered by AASBO include:
Accounts Payable, Audit Compliance, Auxiliary & Student Activity Funds, Budget & Finance Potpourri, Capital 
Financing, Employee Benefits, Energy Management, Grant Accounting/Reporting, Finance Data Analysis, 
Fixed Assets, Food Service, Fund Accounting, GASB 34, Information Systems, Legislation, Maintenance 
& Operations, Office Technology, Payroll, Personnel, Purchasing for Users, Risk Management, Student 
Attendance, Transportation, Financial Coding & Reporting, School Business Management and Students FIRST.

Four Day Education Classes

Examples of education classes offered by AASBO include:
Budget & Finance, Information Systems, Purchasing, School Business Management, Accounting, Risk 
Management/School Law, Food Services, Maintenance & Operations, Transportation, Personnel, Advanced 

Budget & Finance, Advanced Purchasing and Advanced Maintenance/Transportation.

AASBO 2016 Legislative/State Board of Education Agenda
1. Funding of School Finance Formula – Work with legislature, other education groups, and the business community to 
restore the existing budget cuts to District Additional Assistance.

2. Extend the FY 2016 budget revision deadline from May 15 to June 30 without the current successful May 17th election 
contingency.

3. Eliminate the move to current year funding

4. Eliminate the FY 2017 JTED funding reductions

5. Building Renewal Grants – Allow flexibility in eligibility so that a building system does not have to fail for a project to be 
eligible for funding. 

6. Administrative Reduction – Work with other education organizations and districts to reduce administrative burden on 
schools. 

7. Special Program Funding – Work to obtain funding for special education students that reflect the actual cost of providing 
mandated educational services by restoring the special education cost study and move to actually funding all programs for 
disabled students as Group B students.

8. Sale or Lease of School Property – Provide increased flexibility in the use of proceeds from the sale or lease of school 
property

9. Transparency and Accountability-Implement comparative financial reports for public (district and charter) schools 
including annual expenditure and revenue reports.
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Chuck Essigs, lobbyist for the Arizona Association of School 
Business Officials, said it’s not surprising that classroom 
spending as a share of all dollars continues to decline.

“If you’re really low spending in your state, it still costs 
you money to fix your roofs,” he said. “It costs you money 
to heat your buildings, cool your buildings, pay for the lights 
and everything, whether you’re in a state that spends a lot of 
money on education or a very low amount.”

Put simply, Essigs said if some costs remain fixed, the only 
place for schools to trim when state funding runs short is on 
the instructional side.

But Vicki Hanson, who manages the audit, said the numbers 
don’t back that up.

“If costs were fixed, during the years where districts got 
more money, we would have seen the classroom dollar 
percentage go up,” she said. “But it didn’t.”

Hanson acknowledged Arizona schools, on average, spend 
far less than the national average on all operational expenses. 
The figure here is $7,658 per pupil; the comparable average is 
$10,763.

“But the question is, why does that lower spending need to 
come from the classroom,” she asked.

There is an effect of that section of the budget being the 
place that’s squeezed.

Between 2004 and 2015, the average teacher salary, adjusted 
for inflation, decreased 8 percent despite the average years of 
experience staying about the same. And just in the past five 
years, the statewide annual teacher salary decreased from 
$47,077 to $46,008 despite a 4 percent increase in average 
years of teacher experience.

And during the same time, the average number of students 
per teacher increased from 17.9 to 18.6.

Essigs said that 53.6-cent figure on classroom spending is 
misleading. He said it’s “very narrow,” including only teacher 
salaries and supplies.

“It doesn’t include counselors, it doesn’t include nurses, 
it doesn’t include teacher training,” Essigs said. And he said 
those are equally a part of what schools need to do.

“If you’re a district that has a lot of children at risk and 
you need counseling services, it makes you look like you’re 
spending less (proportionately) on teaching kids,” Essigs said.

Tim Ogle, executive director of the Arizona School Boards 
Association, said the trend in the report is not surprising. He 
said it is a direct result of inadequate state funding.

And Ogle said it shows the importance of voters approving 
Proposition 123 in May. If that passes it clears the way for an 
extra $3.5 billion to be put into schools in the next decade.

“Our teachers are underpaid and our classrooms are too 
big,” he said.

What that also leads to is a shortage of qualified teachers. 
Ogle said schools fill the gap with substitutes who are paid less 
than trained professionals, a move that in turn means fewer 
dollars spent in the classroom.

Daniel Scarpinato, press aide to Gov. Doug Ducey, said the 
report underscores “the very real need for more total dollars to 
our schools.” He said that’s exactly what parents, teachers and 
administrators told his boss when he visited schools last year.

“That’s what the plan that was passed in the special session 
does,” Scarpinato said, referring to what is going to voters in 
May. He also said the governor’s Classrooms First Council is 
focused on the same goal.

“There’s a need to increase the pie,” Scarpinato said, rather 
than simply arguing over how the limited funds should be 
used.

He said, though, Ducey wants to focus on more than just 
the amount of cash provided to schools..

“The governor’s interest is really, as we’re adding additional 
dollars that parents have an expectation that they’re going to 
see better performance for their kids and better academics for 
their kids,” Scarpinato said.

“The interest is how do we use the dollars going in to best 
achieve that,” he continued. “That might be different from 
school to school, based on their needs and their particular 
challenges.”
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“The governor’s interest is really, as we’re adding additional dollars that 
parents have an expectation that they’re going to see better performance for 
their kids and better academics for their kids. The interest is how do we use 
the dollars going in to best achieve that. That might be different from school 

to school, based on their needs and their particular challenges.”
— Daniel Scarpinato, press aide to Gov. Doug Ducey



•	 Lower	acquisition	cost	than	any	other	fuel	type	school	bus
•	 Popular	and	proven	Ford	6.8L	V-10	engine;	320	HP	/	460	lb-ft	Torque
•	 Engine	coupled	with	Ford	6R140	transmission		
•	 No	diesel	type	emission	equipment	to	maintain
•	 Simple,	less	costly	maintenance	and	repairs
•	 Smooth,	quiet	operation
•	Capacities	up	to	77	passengers
•	Warranty	and	non-warranty	service	provided	by	Canyon	State	Bus	Sales	or	your	local	Ford	dealership
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2016 GASOLINE POWERED BLUE BIRD VISION
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The mission of the Arizona School Boards Association Insurance Trust 
is to set the standard for service, benefits, and affordability for the health care 

of Arizona’s school employees and their dependents.
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• WELLNESS

• Medical Management

• On-site Health Events

• Servicing 70% Of  Arizona’s 
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• Single-digit Average Increases 
   For 10+ Years
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    Contributions

• Flexible Benefit Plans

• Serving Over 30,000 Members
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