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Happy Spring.  As the 
old adage goes, hope springs 
eternal.

After the January bi-
monthly AASBO meeting, I 
was talking to Chuck Essigs 
and I was telling him that 
it seemed that we are in a 
warped, bad déjà vu thing. 
Only it wasn’t the same thing I 
recall, it was slightly off.

I think his first comment 
was to ask if I was sick. I wasn’t. 
I told him that I remember 
about a decade ago or so and 
coming to AASBO meetings 
and that he was talking about 
how school districts hadn’t 
received any funding increase 
for inflation on our capital 
funds — the formerly soft 
capital and capital outlay funds. 

I appreciated him bringing 
to light that situation and I 
was hoping that something would be done about it. I wish I could 
say that I did something about that, but I didn’t. And, well, here 
at Peoria Unified School District we should be receiving nearly 
$485 per student, but that has been adjusted to about $61 this 
year.  WOW, we actually went backward. Not only did we not get 
inflation funding on capital funds, we have been cut. That means we 
are getting about 13 percent of the total that we should be getting 
for capital.

Now I look at possibly having to extend the current school 
day for more time for recesses or possibly having to participate 
in an annual CTE JTED review instead of every five years. Or 
the potential increase in the Empowerment Scholarship Account 

(ESA) program and how that would drain the state General Fund. 
Or the changes to bond and override elections. Or the changes to 
the School Facilities Board programs or adjacent ways.  Or the …  
I guess it is feeling like there are a lot of issues out there and it 
sometimes feels like the same issues each year and sometimes it 
feels like we are going backward.

How do we combat this? How do we succeed? Jim Collins in 
“Good to Great for the Public Sector” said that we can’t control 
everything and that elected officials have a lot of the power and 
control, but he said look for your pocket of greatness. Look for 
those areas that you can control or influence and do your best to 
be the best. 

Recently, I attended a Celebration of Life in memory of a former 
teacher and coach. It was an amazing event. Listening to people 
share how he impacted their life was amazing. I was honored just 
to be there. Funny thing, as I sat there I realized that a school was 
the link between almost everyone in attendance. And then I am 
reminded of Winston Churchill and one of the statements that he 
said, “Success is never final, failure is never fatal, it is courage that 
counts.”

I hope that you all have the courage to do what it takes to make 
it better.

A MESSAGE FROM THE PRESIDENT

By Ken HicKs

Lack of Inflation Funding for Capital 
Means We’re Actually Going in Reverse 

Funny thing, as I sat there I realized that a 
school was the link between almost everyone in 
attendance. And then I am reminded of Winston 
Churchill and one of the statements that he said, 
“Success is never final, failure is never fatal, it 

is courage that counts.” I hope that you all have 
the courage to do what it takes to make it better.
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EXECUTIVE DIRECTOR’S NEWS & NOTES

By DaviD Lewis

Successful Events Revolve Around  
‘Plan, Brief, Execute and Debrief ’

As I’m sure many of you feel as well, one of the most frustrating 
aspects of working on projects over a long period of time is the feeling 
that all the hard work will never seem to come to fruition.  

As we discovered during the latest ASBO International Executive 
Leadership Forum, having a specific system in place to track your 
“mission” can go a long way towards alleviating this frustration and 
keep you on track for success. Although I am sure most of your districts 
have a detailed system for completing long-term projects, I always find 
it constructive to compare current practices to a new way of thinking.

Presented by Afterburner Consulting — an interesting group of 
former fighter pilots who presented a high-energy and effective session 
— this system focuses you to “Plan, Brief, Execute and Debrief.”

The Planning phase involves determining your objective, identifying 
threats and available resources, considering lessons learned, developing 
your course of action, and planning for contingencies.  I found the two 
most important aspects of this phase were identifying available resources 
and planning for contingencies.  

We are very lucky here at AASBO to have such dedicated volunteers – 
from the Board of Directors and committee members to the ambassadors 
and instructors for conference workshops, and including our outstanding 
business associate members – everyone always seems to be at the ready 
to contribute their time and resources for making our programs 
a success.

When it comes to planning for 
contingencies, I find that to be a very 
valuable undertaking, as you 
just never know what is 
going to come up once 
you hit the “go” 
button on a large 
conference. 

For our staff, planning for contingencies enables us to focus on our 
members once the show has begun, and if for some reason something 
does go wrong, we are in the proper frame of mind to go to plan B and 
hopefully keep the execution at a level so that no one ever knows the 
difference. 

This goes right into the Briefing phase, as you have to have great 
communication amongst the team members before the event so everyone 
knows the plan (including Plan B) and also knows their roles. Having 
produced six Annual Conferences together now, this is probably the least 
challenging phase for our team – I am pretty sure we can all read each 
other’s minds and just seem to know when and where we need to step in!     

Next is the Execution phase, with two outstanding elements being 
mutual support and the use of checklists. I have touched on the mutual 
support aspect already, but I had to smile at the use of checklists, as I am 
the type of person who will actually write down something that I have 
already done, just so I can cross it off the checklist – enough said! 

Lastly is the all-important Debrief.  The most important new aspect 
I learned about the debrief from the Afterburner team is the concept of 
No Name and No Rank, that it’s not who is right or in charge but what is 
right and how can we improve on our process of execution. This allows 
us to focus on our objective, execution, lessons learned and celebrating 

a positive summation – and hopefully to 
make the next event even better 

than our previous one!
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By Don Harris

Virco Makes Buying Furniture,  
Fixtures, Equipment Stress Free
Virco, AASBO’s newest Alliance Partner, makes it easy for 

schools to buy furniture as they outfit 21st century classrooms.
From start to finish, from top to bottom, Virco, America’s 

leading manufacturer and supplier of furniture and equipment for 
K-12 schools, does it all. For more than 50 years, Virco has been 
one of the largest and most well-known school furniture companies 
in the country. What’s more, every Virco product meets or exceeds 
sustainable standards, assuring that it is safe and sturdy.

Virco offers school chairs and desks, activity and cafeteria tables, 
mobile storage units and filing cabinets. The company, which has 
been in the Arizona market for 40 years and has served hundreds 
of schools, provides furniture for various school environments, 
including early learning, 
21st century classrooms, 
STEAM, higher learning, 
dining, event spaces, office 
and traditional classrooms. 

Virco’s strong partnership with 
school business officials goes back 
several decades. Adam Craddock, 
Regional Sales Manager for Virco, 
noted that the company has proudly 
sponsored ASBO International Pinnacle 
Awards since 1993. The award honors 
school business officials for their ingenuity 
and creative thinking. It celebrates the work 
of outstanding individuals whose 
original solutions maximize 
resources and enhance student 
achievement, while developing 
share-worthy fixes to problems 
facing the 21st century school 
system. Several AASBO members 
have been Pinnacle Award winners 
in the past.

Virco has no showrooms throughout the country. “We actually 
bring the showroom to our customers,” Craddock said. “We’re a 
manufacturer — we sell directly to K-12 schools. Our bread and 
butter is K-12 schools. They’re buying direct from the manufacturer. 
We provide a pilot classroom program — we formulate a classroom 
model suitable to each opportunity. We bring it to them, allow 
them to ‘test drive’ it for a period of time. The focus is primarily 
on new construction, renovation and additions. We actually 
tailor everything toward the customer. We will sit down with that 
customer and formulate a plan based on their Arizona instruction 
initiatives — based on 21st century learning. We put a furniture 

package together, deliver and install it inside their building location. 
The focal point behind that is big construction, renovation, and 
additions. That’s where our pilot classroom program is being used 
to its full advantage.”

Craddock also touted a special Virco program. “Being a 
manufacturer, we provide a project management service called 
PlanSCAPE,” he said. “It’s a turnkey service. We have a team 
of project managers around the country who focus on new 
construction, renovation and additions. From top to bottom, 
we help plan the entire building — with space planning, layouts, 
showing where furniture is going to be, each space, all the way 
down to color selections. And we formulate a plan for delivery and 

installation.”
By providing turnkey 

service, Craddock explained: 
“Everything is taken care of. 

There is no level of expectation 
on the customer to do anything. 

Everything is on us — Virco. We 
take care of it all, from planning 

to delivery and installation. Every 
step of the way, we’re there completing 

everything.”
For customers needing help with planning 

and procurement of furniture, fixtures and 
equipment, PlanSCAPE “takes the stress 

and anxiety out of such 
purchases,” Craddock said.

As a fully integrated 
furniture manufacturer, 
Craddock said Virco can 
“outfit an entire school 
environment from top to 

bottom.” He explained: “We 
can deliver and install it, where everything is turnkey from start 
to finish.”

Buying directly from the manufacturer can save money. Working 
with a few purchasing cooperatives in Arizona, including Mohave 
Educational Services Cooperative and US Communities, Craddock 
said Virco’s pricing is competitive in the Arizona marketplace.

Craddock has been working with AASBO for the 10 years he has 
been with Virco. The company regularly attends the AASBO Spring 
Conference in Laughlin, Nevada, and the Summer Conference in 

Continued on page 10

ALLIANCE PARTNER
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Tucson. The Spring Conference offers an excellent opportunity for 
networking with school business officials, Craddock said.

At the Summer Conference, Virco regularly has an exhibit, 
but this year it will be somewhat different. “We’ll have a bigger 
exhibit, featuring a mini-21st century learning environment 
showcase, Craddock said. In addition, the company has 
considered participating in a breakout session at the Summer 
Conference.

On the global, national and state levels, Virco has established 
strong working relationships with school business officials, 
including CFOs, assistant superintendents of finance, business 
managers and purchasing directors. “The financial side of school 
business is a driver for us as a supplier of furniture equipment, 
especially when it comes to financial allocations for budget 
purposes,” Craddock said. “And that really is where we see the 
best connectivity and relationships for our business with school 
business officials.”

Virco employs approximately 700 people nationwide. Its 
560,000 square-foot Torrance, California, headquarters features 
a state-of-the-art manufacturing facility, as does its Conway, 
Arkansas location, which has approximately 1.7-million square-
feet of operational space. Large distribution centers in Torrance and 
Conway facilitate quick and efficient shipments.

Virco’s decision to become an AASBO Alliance Partner was easy. 
“We’ve been involved with ASBO International on a large scale 
for a very long time,” Craddock said. “We felt with our renewed 
penetration into the Arizona market, partnering with AASBO as 
an Alliance Partner obviously warrants getting more involved in the 
Association — being involved in all events, being a true partner in 
that process, and being able to have stronger connectivity with all 
the members of AASBO throughout Arizona.”

Adam Craddock, Regional Sales Manager, Western Region, Virco, 
Inc., can be reached at (800).448-4726, ext. 1529;  
cell, (816) 645-2429, or adamcraddock@virco.com.

Virco’s Direct Territory Sales Manager for Arizona and New Mexico 
is Doug Smith, who can be reached at: ( 800) 448-4726, ext. 3218; 
cell, (480) 223-7483, or DougSmith@virco.com.

VirCo
Continued from page 8 “Everything is taken care of. There is no level 

of expectation on the customer to do anything. 

Everything is on us — Virco.”
— Adam Craddock, Regional Sales Manager for Virco
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By Gary BarKman

Help Educate Your Suppliers on  
How to Respond to Solicitations

DISTRICT-SUPPLIER RELATIONS

In the last issue of The Edge 
(Winter 2017), Lari Staples from 
Peoria wrote a great article on 
“Providing Great Customer Service 
in a Compliance World.” I’d like to 
write a sequel to that article and 
carry that same concept over to the 
supplier/vendor arena.

We all know there is a fine 
line that can’t be crossed when 
conducting business with suppliers. 
That said, however, we should not 
be afraid to reach out to those same 
suppliers when it comes to needing 
additional information or when 
educating them on certain aspects 
for submitting offers to solicitations. 

Although school districts have 
no “local preferences” when it 
comes to our local suppliers, I 
find nothing in rule or statute that 
would prohibit us from good ole’ fashioned training, providing that 
training is open to all suppliers, equally. 

This has become a driving force for me. So much so, that I’ve 
actually partnered with a colleague from another district, (Rebecca 
Seifert of Tempe Elementary School District) to help educate our 
suppliers on how to respond to solicitations. The concept is to 
help answer any questions that suppliers may have with regards to 
submitting offers to solicitations. 

We attempt to convey the importance of our rules, the “leaving 
no stone unturned” approach, as it relates to solicitations and the 
accuracy needed for submitting quality offers to school districts. 
We have found that this training is well received and greatly 
appreciated by the suppliers in attendance. I would also tell you that 
I value Rebecca’s same passion for helping to educate our suppliers. 
She’s awesome and does a quality presentation. 

Another point is that not all training has to be done in a formal 
classroom setting. There are a plethora of methods that can be used 
to get our suppliers on the right track. One of the methods that I 
value most is the “post-award debriefing.” Once a solicitation has 
been received, evaluated and awarded, I like to send out invitations 
to all the participating suppliers/vendors (win or lose) and offer to 
schedule a post-award debriefing.

This methodology can be invaluable to our suppliers, providing 
they accept the invitation. It’s a valuable tool to help them 
understand their strengths and where they may need a little more 

attention to detail. Vendors that have gone through one of my post-
award debriefings, typically do better on the second go-around. 
Regardless, it’s a way to help educate our suppliers interested in 
doing business with our respective districts. It’s a “best practice,” 
so to speak. 

Remember, this is not a method that should only be offered to 
local vendors, but also our out-of-state vendors that are looking 
to do business with our districts. Nothing should prohibit us from 
conducting a post-award debriefing, via a phone conference. It 
may require a little more planning and coordinating, but it can still 
be accomplished. I’ve had the need to conduct several and simply 
handle this process page by page with the solicitation in hand. 

Why is this important? Glad you asked. Over the years, it never 
ceases to amaze me that, what we consider to be basic questions 

Continued on page 14

Although school districts have no “local 

preferences” when it comes to our local suppliers, 

I find nothing in rule or statute that would prohibit 

us from good ole’ fashioned training, providing 

that training is open to all suppliers, equally. 
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may not be viewed the same from our readers. Several questions 
come to mind when I see simplistic points of a solicitation being 
missed and it all comes down to the procurement officer issuing 
the solicitation. 

Remember the point in Lari’s article on Providing Great 
Customer Service when she said: “Don’t assume they know the 
rules.” As procurement people, we shouldn’t assume that our 
readers will interpret our solicitations the same way that we had 
intended them to. 

So some of the questions that I have to ask myself are: 

• “Did I clearly define the scope of work?”

• “Was I clear in conveying the information that I was seeking 
answers for?”

• “Did it make sense by asking complete and concise 
questions?”

I still remember the infinite words of wisdom passed down to 
me from my director, Michelle Hamilton. She has indicated that 
when we’re writing solicitations, we need to write them as though 
the reader knows nothing about the topic or that we’re explaining it 
to an individual for the first time. We shouldn’t expect our suppliers 
to have the knowledge base that we have when it comes to the 
procurement process. 

Now keep in mind, I’m an old dog who has accepted the reality 
that not everything I do is perfect. Alarming, isn’t it? Just ask my 
director, she’ll tell you. What I do believe is that everyone has 
potential for improvement, so if we’re not honest with ourselves, it 
may be hard to improve from this point forward. 

However, if we value the prospect of improvement, we should be 
collaborating with suppliers for additional information relating to 
their view of the solicitation. Don’t be afraid to ask their viewpoint 
on questions like:

• “Were the objectives clear?”

• “Did you have trouble understanding the requirements?”

• “Are there any points that should have been added?”

And so on. All of our efforts to collaborate with the supplier 
should help us to create better solicitations. Don’t feel that you have 
to know everything about everything. Chances are, that’s not going 
to happen. 

So in summary, just know that there’s a great deal of information 
that can still be obtained by simply collaborating with our suppliers 
and other professionals in the industry. In order for this to happen 
though, we have to put ourselves in the position to go after it. 
Never be afraid to ask questions that can help both sides to become 
successful.

Gary Barkman, Procurement Specialist Supervisor, Mesa Unified 
School District #4, can be reached at: gabarkman@mpsaz.org

How to respond to soliCitations
Continued from page 12



15

By Don Harris

Ernie Calderón: Here’s How to Stay Out of  
Trouble When Purchasing Goods and Services

AASBO members, especially those involved in 
procurement, need to be aware of the pitfalls that could land 
them in serious trouble.

Ernie Calderón, a prominent attorney who has been 
representing Arizona school districts for more than 33 years, 
spelled out some of those problem areas in his keynote 
address at AASBO’s Vendor/Buyer Conference on January 31.

“You’re expected to do things honestly and truthfully,” 
Calderón said. “You have to keep the place running, but 
nobody runs a perfect Procurement Office.”

Occasionally, potential conflict-of-interest situations 
arise that may not always be apparent. State statute defines 
a substantial interest “as any non-speculative pecuniary or 
proprietary interest, either direct or indirect, other than a 
remote interest.” 

Furthermore, the statute states: “Any public officer or 
employee of a public agency who has, or whose relative has, 
a substantial interest in any contract, sale, purchase or service 

Continued on page 17

“When in doubt, punt. Don’t rush to judgment. 

If necessary, add another week to the deadline 

to make sure the public is aware.”

— Ernie Calderón, a prominent attorney who has been 
representing Arizona school districts for more than 33 years

VENDOR/BUYER CONFERENCE

Ernie Calderón
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to such public agency shall make known that interest in the 
official records of such public agency and shall refrain from 
voting upon or otherwise participating in any manner as an 
officer or employee in such contract, sale or purchase.”

In a 2002 lawsuit, a court ruled that a substantial interest 
“refers to a pecuniary or proprietary interest by which a 
person will gain or lose something.”

Calderón offered a substantial-interest scenario. If you’re 
purchasing buses for your school district and the bus company 
offers to take your family on a free outing, accepting it would 
be a violation. “You’re going to personally benefit from that,” 
Calderon said. “It’s easy to figure that out.”

What if you’re purchasing copier machines for your 
district and the vendor says if you give him the contract he’ll 
make sure that your department gets a top-of-the-line color 
copier? “Is that a conflict?” Calderón asked. “You bet it is, 
even if you didn’t ask for the special copier.”

Having a remote interest is a little different. You’re 
supposed to award a contract to the lowest responsible 
bidder, but if you tailor the specifications to fit one company, 
that’s wrong, Calderón said. “That’s a conflict and you will be 
audited sooner or later,” he said.

Likewise, if you want to award a contract to a vendor 
because that vendor also contributes to your favorite charity, 
that is a remote conflict. “You can’t make a procurement 
based on the fact that this person is a good patron or citizen,” 
Calderón said.

When it comes to giving notice that you are ending an 
ongoing relationship with a vendor, publishing that fact in a 
newspaper doesn’t adequately alert other competing vendors, 
Calderón said. “If you’re switching the way you do business, 
you can’t assume that other vendors will see that notice,” he 
said. “Send a letter to the vendors. It can even be a form letter. 
When in doubt, punt. Don’t rush to judgment. If necessary, 
add another week to the deadline to make sure the public is 
aware.”

On another touchy topic, Calderón cited language in 
the Administrative Code which states: “If for any reason 
collusion or other anticompetitive practices are suspected 
among any bidders or offerors, a notice of the relevant facts 
shall be transmitted to the Governing Board and the Attorney 
General.”

The code goes on to state: “Upon submitting a bid or 
proposal, the bidder or offeror shall certify on a form 
prescribed by the school district that the submission of 
the bid or proposal did not involve collusion or other 
anticompetitive practices.”

So, if you’re working with an architect who charges $500 
an hour, and instead of putting out a contract for bid, you 
ask four or five other architects to send a letter on what their 
hourly charge is, that’s an anticompetitive practice. “If you 
do it over and over, someone will report it,” Calderón said. 
“Using the same architect might be ethical, but to do a price 

check is not moral. You’re not giving everybody a chance to 
bid.”

When it comes to specifications, never rely on a vendor to help 
you write them. “That’s danger, danger,” Calderón said. 

Regarding brand names, the Administrative Code states: “A 
brand name or equal specification may be used when the school 
district determines that use of a brand name or equal specification 
is advantageous to the school district.”

Calderón asked his audience if they remembered always 
referring to copying something as a Xerox. “We used to say, ‘Make 
a Xerox of this,’” he said. “You can’t be favoring a particular brand.”

Under the Administrative Code, a school district shall not 
use specifications that are in any way proprietary to one supplier 
unless “the specification includes a statement of the reasons why 
no other specification is practicable, a description of the essential 
characteristics of the specified product and a statement specifically 
permitting an acceptable alternative product to be supplied.” 

Refusing to take phone calls from a vendor can be problematic. 
“If you plan to call back at your convenience, that cannot be four 
months later,” Calderón said. “You must call back in a timely 
manner or it might result in a complaint to ADE. Remember, 
we are a public servant. No one is so important that you cannot 
interface with the public.”

In response to a question from Michelle Hamilton of Mesa 
Public Schools, Calderón said it’s OK to ask vendors not to call 
teachers directly because it takes time away from their classroom 
duties.

On the subject of medical marijuana use, Calderón noted that 
federal law overrides state law, but that Arizona law legalized 
medical marijuana use. “We don’t know what the new President 
will do,” he said. “We don’t know if they will enforce federal 
laws, but for now teachers can legally use medical marijuana. Be 
focused. Remember, the law is the law.”

Ernest Calderón is a partner in the law firm of Frazer, Ryan, 
Goldberg & Arnold and is President Emeritus of the  
Arizona Board of Regents. He can be reached at  
(602) 200-7314 or ecalderon@frgalaw.com

How to stay out of trouble
Continued from page 15

“You’re expected to do things 
honestly and truthfully,” Calderón 
said. “You have to keep the place 
running, but nobody runs a perfect 

Procurement Office.”
— Ernie Calderón, a prominent attorney who has been 

representing Arizona school districts for more than 33 years
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Federal dollars, including grants, come to school districts with 
all sorts of strings attached, and the regulations that schools must 
follow keep changing all the time.

In a breakout session at the 2017 Vendor/Buyer Conference 
on January 31, Caroline Brackley, Director of The Professional 
Group Public Consulting Inc., and Michelle Hamilton, Director 
of Purchasing for Mesa Public Schools, touched on several federal 
programs that offer funds for worthwhile uses by schools.

The U.S. Code and the Code of Federal Regulations are subject 
to change periodically. Two recent U.S. Presidents (George W. 
Bush and Bill Clinton) implemented changes to federal programs 
as a way of fulfilling campaign promises, Brackley noted. 

Without mentioning President Trump by name, Brackley said, 
“What’s true today, I can’t guarantee will be true next week, or 
tomorrow, or later this afternoon.” 

Under the Affordable Care Act, also known as Obamacare, if 
your district is receiving federal money, any vendor you contract 
with must follow all federal regulations, no matter how many 
or few dollars you spend, Brackley said. That applies to a school 
district that provides health care benefits for its employees. 

Civil Rights Compliance: “If you spend a penny on anything, 
you’d better follow the Civil Rights Act,” Brackley said. “We all 
think everybody does, but not everybody is following it.”

Energy Policy and Conservation Act: When purchasing 
appliances, including dishwashers and refrigerators, they must 
meet federal energy-efficiency standards.

Equal Employment Opportunity: “Make sure you’re not 
discriminating against anybody,” Brackley said. “Of course, 
‘anybody’ keeps changing with every generation. I can’t imagine 
what it will be for the next generation. Are you reaching out to 
minorities, to some discriminated class, to work at your school 
district?”

Invoicing: Contractors have to fully disclose all discounts, 
rebates, allowances and incentives they receive from a supplier. 
The contractor must disclose on invoices and return to the district 
the full amount of any such discount received by the contractor 
on purchases made on behalf of the district. “The feds want their 
money,” Brackley said, adding that food service and solar energy 
would be the most-likely affected because of rebates.

Matching Level of Effort: In some instances, matching money 
must be in place before the feds will award a grant. Some grants 

will provide funds for two years if the school can show it will 
sustain the program for several more years, Brackley said.

Privacy Act: “Contractors have to live with the Privacy Act,” 
Brackley said, referring specifically to FERPA (Family Educational 
Rights and Privacy Act) and HIPAA (Health Insurance Portability 
and Accountability Act). “If you spent money on student 
management software hosted on another site, the vendor must 
sign off on FERPA — not disclosing anything. What about the IT 
department that outsources some repairs? Think of the exposure. 
Make sure you don’t break rules or you could lose your federal 
funding.”

Program Regulations: “Every program has its regulations and 
you have to follow them,” Brackley said. “Every program has its 
particular string.” If federal money is not spent correctly, a school 
district might not receive additional funding ahead of time, but 
will only be reimbursed for expenses, and perhaps face an audit, 
Btackley said. 

“If you’re dealing with federal money in any program, someone 
has got to be aware of what that program is. Rules are constantly 
changing with every new administration.”

Hamilton agreed that changes in funding programs have always 
taken place, but with the popularity of social media, including 
Twitter, school officials will hear more about them. “I don’t think 
it will be any different with this administration,” Hamilton said. 
“We’ll just hear of it more. That means, our taxpayers are hearing 
it, sometimes for first time. Sometimes somebody with a little 
knowledge can be more dangerous. Be aware of what we’re doing. 
Awareness is heightened. Rules are long and complicated. Be 
diligent and document everything to make sure we’re doing the 
right thing.”

Record Keeping: Records must be kept for five years after 
a contract ends, but not necessarily paper records. Brackley 
recommends retaining records electronically. “When the feds 
come in for an audit, they want to see everything. Better have all 
your ducks in a row. Feds track their money eventually. Hang on 
to all your documents, not less than five years after the final day 
of the contract, or longer,” Brackley said.

Minority Business: School districts are required to make 
a positive effort to utilize small businesses, minority-owned 
firms and women’s business enterprises. There are five minority 

By Don Harris

Federal Money Is Available for Many  
School Uses — but Beware of the Strings 

VENDOR/BUYER CONFERENCE

Continued on page 20

Michelle Hamilton
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classifications: African American, Asian American, Hispanic 
American, Native American including Aleuts from Alaska, 
and service disabled military veterans. Schools would be most 
likely be involved with minority-owned food service businesses, 
Brackley suggested.

David-Bacon: This federal law applies to contractors and 
subcontractors performing on federally funded or assisted 
projects of $2,000 or more for construction, alteration or repair, 
including painting and decorating. Davis-Bacon requires a pre-
construction conference, payment of the prevailing wage, which is 
usually union wages, and benefits, such as insurance and vacation 
time, Brackley said. Plus, they must be paid weekly. Overtime 
must be paid for work in excess of 40 hours a week, and there are 
limits to offering compensatory time off in lieu of pay.

“When you’re using federal dollars, the feds really clamp down 
on that,” Brackley said. “Federal money comes with lots of strings 
— more like harnesses.”

Caroline Brackley, Director of The Professional Group Public 
Consulting Inc., can be reached at (480)699-4458, or  
Caroline@pgpc.org.
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The Professional Group Public Consulting Inc.
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When school districts order supplies, they face the dilemma 
of whether to stockpile in a warehouse or follow the “Just In 
Time” delivery system. Either way, the goal is to save money and 
resources, plus maintain efficiency and customer service while 
buying quality merchandise.

Experts touched on problem issues in both scenarios and how 
to deal with them during a breakout session at AASBO’s Vendor/
Buyer Conference on January 31. Cheryl Burt, Director of 
Purchasing for Tolleson Union High School District, conducted 
the question-and-answer session with panelists Lari Staples, 
Director of Procurement and Distribution, Peoria Unified 
School District; Cary Case, Purchasing/Buyer, Peoria Unified 
School District; Laura Szymanoski, Purchasing Administrator, 

Dysart Unified School District; and Valerie Gere, Purchasing 
Supervisor, Madison Elementary School District.

Burt opened the discussion, explaining that Just in Time is 
an inventory strategy whereby products are received just before 
they are needed, rather than warehousing — carrying large 
quantities of inventory just in case there is a demand.

“We shifted our thinking,” Burt said, adding that Tolleson 
relies solely on Just in Time. “We don’t have a warehouse. We 
don’t stock anything.”

Staples said Peoria Unified has a warehouse, and Szymanoski 
of Dysart and Gere of Madison each said their district has a 
warehouse for some items and has other products delivered 
directly to a school.

Is your next meeting about teacher 
paychecks or custodial 
schedules?

Keep learning environments 
clean and healthy with 
professional custodial services. 

Save money that can go to 
teacher salaries.
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By Don Harris

Meeting the Challenges of Warehousing  
and Buying ‘Just in Time’
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Lari Staples



  THE EDGE  |   22 SPRING 2017

When school districts are dealing with budget cuts, the 
warehouse — cutting back on inventory — is the first place they 
look, Burt said. “That’s because there’s always another way to get 
products, but not necessarily the best value.”

The major benefit of buying in large quantities under the 
warehousing system is that suppliers usually offer substantial 
discounts. The downside is that sometimes a school district gets 
stuck with a pile of products that are no longer wanted or useful.

Case recalled an analysis he did several years ago for 
Washington Elementary School District comparing warehousing 
versus Just in Time. “It showed that by having a warehouse we 
were saving $500,000 a year,” he said. 

Burt asked: “What are the factors to determine whether to 
ship direct to the site under Just in Time or warehouse?”

Staples said Peoria started Just in Time recently, initially with 
custodial products. Szymanoski said Dysart gets a good discount 
when buying in bulk and storing products in a warehouse. 
Only office supplies go directly to the schools. “We don’t have 
large items delivered directly to schools,” she said. “That can be 
disruptive.”

Burt asked the panel: “When shipping Just in Time orders 
directly to school sites, who is responsible for receiving the 
items, and letting Accounts Payable know that the items have 
been received?”

Case recommended hiring someone to oversee the process. 
“You need someone who has the time to make sure all invoices 
are paid, and to make sure you’re getting things on time,” he said. 

Gere said the office manager was initially responsible for 
Just in Time deliveries at Madison — checking them in, signing 
paperwork and making sure it gets to Accounts Payable. “But 
when we started cutting office staff, nobody had time to do it,” 
Gere said. “It works well for having a school site do it when they 
have the personnel to do it.”

Burt posed this scenario: “The Just in Time method requires 
a lot of accurate forecasting. What are some of the strategies that 
you have used successfully in the past?”

Szymanoski said the strategy was to promise next-day 
delivery. “Schools are happy if they put an order in today and 
get it tomorrow,” she said. 

Burt asked: “When is it beneficial to warehouse?” Szymanoski 
replied: “You get incredible prices on those items you need to 
stock. It depends on the size of the district. Maybe it’s not worth 

warehousing for small districts — they won’t be able to buy in 
such quantities that they will get savings. However, it you’re 
large and have a lot of usage, you’re going to get some incredible 
pricing.”

Staples said a district needs to look at the urgency factor. 
Schools can buy copy paper when they’re running low. She told 
of an instance where a school district had purchased a major 
supply of projector lamps to avoid having the buy replacements 
in the future, but the projectors are no longer in use. “I’m always 
very cautious to stockpile,” Staples said.

Gere mentioned a type of discount that favors warehousing 
but is not linked to buying in bulk. “Some vendors have 
discounts when they deliver to a single location rather than to 
several locations,” she said.

Another question from Burt: “How do you determine your 
minimum and maximum order levels?”

Staples replied: “Just throw a dart at the dart board — there’s 
no real science to it. Schools go through cycles. Something 
is popular this year — and then it isn’t. Gray binders for 
kindergarten — stock up. Next year nobody wants them. One 
of the hardest parts of warehousing is not running into back 
orders, but you don’t want to have too much sitting around on 
shelves.”

Gere relies on historical data from the previous year. She 
recommended attending leadership meetings even if your issue 
is not on the agenda. “You hear rumbles of what’s coming,” she 
said. “You know what’s coming down the pike.”

She alluded to Staples’ binder experience. “I’ve had them 
more times than I care to admit,” Gere said. “When everybody 
was getting a white board, blue and green markers were 
considered better for learning in the classroom. Then teachers 
went back to using red and black. I had a boatload of green and 
blue markers. The frustrating thing about trying to manage a 
warehouse is that you’re not going to get it right every time. You 
gain knowledge. You have to consider the lead time of getting 
merchandise. Some items you can get the next day.”

A member of the audience asked: “How to you get rid of a 
surplus?” Gere replied: “Blue light special. We sell it for what we 
paid. We don’t like to take a loss on anything.”

Case said when he was at Washington Elementary School 
District he would bring user groups — such as PE coaches, 
nurses and art teachers — into the warehouse to figure out what 
they didn’t want anymore and what they did want. “I’d trade 
with them,” he said. “You can’t have more items than you get rid 
of. Delete items and I’ll replace as many items as you delete. Try 
to stay relevant — do that regularly.”

“How do you handle ordering items with mandatory 
expiration dates such as nurses’ items?” Burt asked.

Case cautioned that when auditors go into nurses’ offices 
they don’t care about Band Aids and rubber gloves — they go 
right to medications. “You can’t have expiration dates that have 
passed,” he said. “Tell vendors not to ship any medication that 
expires in less than a year.” 

Cheryl Burt, Director of Purchasing, Tolleson Union High 
School District, can be reached at: (623) 478-4066 or 
cheryl.burt@tuhsd.org

wareHousing and buying CHallenges
Continued from page 21

“The frustrating thing about trying to manage a 

warehouse is that you’re not going to get it right 

every time. You gain knowledge. You have to 

consider the lead time of getting merchandise. 

Some items you can get the next day.”
— Valerie Gere, Purchasing Supervisor,  

Madison Elementary School District
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In a free-wheeling question-and-answer style breakout session, 
panelists told how they deal with vendor damages.

With Gary Barkman, Procurement Specialist Supervisor 
for the Mesa Unified School District, asking the questions, 
AASBO members were advised to be clear and concise when 
communicating with a vendor about any form of damage.

Ernie Calderón, an attorney with Frazer Ryan Goldberg and 
Arnold, said, “Use seventh grade language. All complex language 
does is cause trouble. Think of your kids. What one word do you 
share with kids the most? It’s no. You can’t argue with that word. 
No is no. Make it easily understandable.” 

Other panelists were Johnny Miller and Joseph Leon of Mesa 
Public Schools and Peggy Ferrin of Tempe Union High School 
District.

Calderón cautioned principals not to sign contracts. “Unless 
the Governing Board approves having a principal sign a contract, 
it’s got to be above that level,” he said. 

Barkman asked: “Do you include Blue Stake requirements in 
the solicitation?”

Calderón responded: “If anybody is in the construction 
business, Blue Stake should be a given. If you don’t know anything 
about Blue Stake, you’re in the wrong business.” 

Blue Staking, covered by state law, is the act of marking 
underground facilities such as electric, gas, water, telephone, 
cable or other underground facilities so these networks are not 
damaged during excavation, trenching or digging. 

Miller said a Blue Staking provision is part of his district’s 
standard solicitation and is covered in pre-construction meetings 
with the vendor.

Barkman then asked: “Does your school have comprehensive 
site plans for utilities (buildings and grounds), or is it a guess 
work when talking with the vendor?”

Miller said he has a room overflowing with of drawings and 
plans available to contractors. “It’s not our responsibility,” he said. 
“It’s up to them to verify everything on site.” Ferrin complimented 
Miller, saying she had never heard of a school organized that 
efficiently.

The panel was asked if their district has procedures in place for 
how their staff handles and documents damages that may occur 
during a job, whether there is training for the staff and how they 
communicate with their staff.

Calderón said there is no legal requirement for training, but 
added: “We’re only so good today and we want to get better 
tomorrow.” He suggested conducting annual sessions on how to 
handle damages and inviting the superintendent to attend. “It’s 
your opportunity to get your superintendent to know how good 

you are. They can sit in as a student like the rest of your people. 
When push comes to shove, they’re only as good as you are.”

Barkman asked Miller how he prepares for a project. “For 
construction sites, it’s a case by case basis,” Miller said. “It 
involves my hitting walls beforehand, checking the ceiling, 
seeing if the lights are working. Are the carpets in good shape? 
You need to be privy to knowing what it looked like before and 
what it looks like after. Look at the condition of the concrete if 
they use heavy equipment. If there are more cracks when they’re 
done, they’re expected to clean it up. Take pictures of what might 
have been damaged. No training is needed for equipment. Your 
staff will know right away if it’s damaged.”

Asked whether the Procurement Department takes the 
lead in discussions with a vendor, Miller said his team is more 
familiar with who they’re dealing with on a construction project 
than Purchasing. But if he’s ordering a defective motor, it goes 
back to Purchasing, he said. Ferrin said Purchasing likes to be 
involved if there is a problem with a vendor.

Calderón noted that if there is a claim, all paperwork will 
be discoverable. “Don’t blame someone in Purchasing,” he said. 
“You don’t want to create new witnesses. Just say we ordered the 
wrong part. If not signed and dated, it doesn’t exist. In reporting 
an accident, if you have a serious injury or death, you don’t want 
to play doctor. Don’t try to describe the injuries. He fell off a 
scaffold and he died. That’s it. There will be a police report. Just 
stick to what your knowledge is. It’s OK to say he fell and we 
tried to resuscitate him. Don’t say he died because of X, Y and 
Z. Keep it very simple. No opinions — even if somebody made 
a mistake for the fourth time. Remember, voice messages are 
discoverable.” 

Barkman urged caution in dealing with suppliers. “It’s a 
fifty-fifty split,” he said. “It’s not always the supplier. We make 
mistakes, too. If you work with your suppliers they will work 
with you.”

The panelists were asked how far they have gone to make 
a vendor pay for damages. Miller said he filed a claim against 
a vendor’s bond. “Typically the threat of legal action is just 
enough to get to them,” he said. “We have a system where we 
put a red flag on their file. We write a check and hold it until 
the contractor knows we’re satisfied. Just holding the check for 
a couple of weeks — that’s usually all it takes.”

The subject of disbarment came up. That’s when a contractor 
or subcontractor is excluded from contracts due to allegations 
of fraud, mismanagement, and similar improprieties. “If it gets 
to an extreme case, that is a legal option you have,” Calderón 
said.

By Don Harris

Here’s How to Deal with Vendor Damages
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By Don Harris

Economist Recommends Linking  
Education to Economic Development 

WINTER CONFERENCE

AASBO members were treated to a short course in economics and 
how education ties into economic development, but selling that idea 
isn’t necessarily easy.

Jim Rounds, a noted Arizona economist who founded Rounds 
Consulting Group Inc., offered suggestions on how the education 
community can gain greater support among policymakers in his 
keynote address at AASBO’s 2017 Winter Conference on February 1. 

Asking what makes the economy tick, Rounds listed tax cuts; 
economic development programs; workforce quality, availability and 
costs; general education funding; transportation infrastructure and a 
balanced budget.

“Everything matters,” he said, emphasizing the need to talk about 
how education and workforce play a role in Arizona’s economy.

Regarding economic competitiveness, Rounds said it’s OK to 
compare Arizona to other states and other metropolitan areas. 

Regarding job growth last year, Arizona ranked 11th in the nation, 
recording a 2.52 percent increase. Western states that outpaced Arizona 
were Oregon (1), Idaho (2), Utah (4), Washington (5), Colorado (7), 
Nevada (8), and California (9). 

Rounds compared investing in education to road building and 
infrastructure needs. With a road, the question is how much economic 
development it will generate. “They can see it,” he said. “Education is 
more of a long-term investment. Education differs from infrastructure 
improvements.”

Businesses want to know if there are enough qualified workers in an 
area to meet their needs, Rounds said. “Can a business hire 100 people 
with the required skill set?” Rounds asked. “If the community is large 

Continued on page 27

Jim Rounds
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enough, the answer is yes. Workforce issues are difficult to get people 
on board.”

The discussion with roads is different. A business is not necessarily 
interested in a single road, but rather the overall infrastructure.

Even so, Rounds said this is the time in the next few years to sell the 
notion that education is a major component of economic development. 
“We can move the needle,” he said.

Rounds touched briefly on such economic development issues as: 
industrial or office; warehousing or manufacturing; high or low value 
added; per capita personal income; demographics and wages.

On tax cuts, Rounds said, “If we had a tax cut right now, it will 
have a positive impact on the economy — if you do your analysis in 
a box. But with fewer resources, you have to cut in some other areas. 
We have to try to find the right balance. A small positive impact from 
improvement in one area can cause a reduction in other area. Tax cuts 
do matter, but we have to make choices. ”

 Rounds said he believes there is support for tax increases for 
transportation and education. The strategies for gaining support for 
tax hikes in both categories may differ, but, he told AASBO members, 
“You can get there.”

On the overall economy, Rounds said he doesn’t expect a boom 
under President Trump, but he sees modest expansion and recommends 
that Arizona needs to be cautious with its budget. “Arizona is doing 
OK, but don’t expect miracles, at least until the next decade. And there 
will be a market correction, so it’s important to find the right balance.”

On taxes, Arizona is competitive, he said. “A tax cut itself doesn’t 
matter, it’s the competitiveness of the rates. If you’re already competitive, 
the benefits will be less than if you’re out-of-line.”

Businesses coming to Arizona don’t necessarily ask about a pending 
tax cut. “They want to know how good your broader economic profile 
is. Do you have a competitive tax rate, will you have infrastructure 
issues in ten years, how good are workforce training programs, and 
what’s your perspective on education? A lot matters. A tax cut 
will have a positive impact on the economy, but if you’re 
already competitive, the impact will be small.”

The important part of tax cuts is making 
sure “the gain is greater than the 
giveaway — the return on 
investment, and then 
some,” Rounds 

said. “I’ve been making that argument for ten years. Not enough are 
questioning if the giveaway is always necessary.”

Again comparing transportation and education, Rounds said 
taxpayers can see what they’re getting for their money when roads are 
built. Outlining the return on investment for education is much more 
difficult. “It’s less clearly defined,” he said. Specific issues include getting 
a college degree, pre-kindergarten, class sizes and teachers pay

“You need to tighten the tie to economic development and 
workforce,” Rounds said. “We have to pay more for a better product, 
for higher quality,” he said, adding that he learned that lesson when he 
bought a new TV recently. “But you don’t see that immediately with 
education.”

He recommends taking that message to opponents “Do you have the 
right argument for the right group?” Rounds asked. “You have a fiery 
group and a lot of supporters. As an outsider who very much believes 
in adequate funding for education, I know you have high quality people 
lobbying.”

He recommended that the education community stop trying to 
convince policymakers to delay or rescind pending tax breaks for 
businesses. “You can’t change that,” he said. “Move on.”

Rounds said overall education funding has been the issue. He 
suggested moving on to specific issues, such as class size, preK and 
teacher pay, tying those items to economic development.

“It’s economics and politics and negotiation,” Rounds said. “You 
have a great story to sell. It just has to be refined.”

Jim Rounds, President, Rounds Consulting 
Group Inc., can be reached at: 
(602) 739-0844 or rounds@
roundsconsulting.com.

linking eduCation to eConomiC deVelopment
Continued from page 26
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BUILDING A STRONG FOUNDATION, 
SO LEARNING CAN LAST A LIFETIME.
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By Don Harris

Get Ready — Fair Labor Standards  
Act Changes May Be Coming

WINTER CONFERENCE

Possible changes to the federal Fair Labor Standards Act pose 
challenges for schools regarding wages.

AASBO members were told what to expect and how to prepare 
for FLSA changes that were put on hold last November by a federal 
judge in Texas. Karin Smith of Heinfeld Meech & Company also 
provided an overview of the federal law in a breakout session at 
AASBO’s 2017 Winter Conference.

Smith said the changes, if indeed they do occur, would affect 
payroll, budgeting, and how to determine whether employees are 
exempt from the overtime and minimum wage provisions of the 
law. She also touched on when to pay or not pay an employee.

The federal minimum wage has been $7.25 an hour since 2009, 
compared to Arizona’s new minimum of $10 an hour. State and 

Continued on page 32

“Review the jobs that the impacted employees 

are in and identify the number of employees 

who fall under or over the proposed new 

threshold. For employees who fall below, 

you have two options. You can increase the 

salaries for those under the threshold to $913 

a week, keeping them exempt. Or you can 

move employees to non-exempt.”
— Karin Smith of Heinfeld Meech & Company

Karin Smith
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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 2017 Legislative/State Board of Education Agenda
1. Funding of School Finance Formula – Work with the legislature, other education groups, and the business community to restore the existing budget 
cuts to District Additional Assistance.
2. 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.
3. Current Year Funding – Eliminate or modify the move to current year funding
4. Administrative Reduction – Work with other education organizations and districts to reduce administrative burden on schools.
5. Transparency and Accountability – Implement comparative financial reports for public (district and charter) schools including annual expenditure and 
revenue reports.
6. Renewal of Prop 301 – Work with the Legislature, other education groups, and the business community to develop and implement a plan to renew and 
improve prop 301.
7. Prop 206 Impact – Work to obtain modification to the funding formula to reflect the impact of the increased costs to school districts from the 
implementation of Prop 206.

Water, Fire & Vandalism Restoration
24 HOUR 

EMERGENCY SERVICE
Mold, Asbestos & Lead Abatement

Complete Content Processing & 20,000 ft Storage Facility

Licensed In-House Construction Restoration-Remodeling Division

480.833.4538
www.eastvalleydisaster.com

Contract # 12-12 Contract # ADEQ17-140160
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federal employees are exempt from the new Arizona minimum 
wage law. Because teachers are exempt from FLSA, the new 
minimum wage law does not apply to them, but it does impact 
many school district positions, Smith said.

The main change proposed by the Obama administration 
would increase the annual salary level to $47,476 from $23,660, 
below which employees would be non-exempt from provisions of 
the FLSA. The intent was to provide overtime and minimum wage 
coverage for more workers. Non-exempt employees are entitled to 
overtime pay. Exempt employees are not. 

Smith suggested using an employee’s weekly wage of $913 
(currently $455) to determine whether an employee would be 
entitled to overtime, which is paid at time-and-a-half for work 
in excess of 40 hours a week. For schools, this could affect such 
employees as nurses, buyers and warehouse managers, she said.

Because not all school employees work 12 months a year, FLSA 
requires the use of a weekly wage as a gauge. 

“Review the jobs that the impacted employees are in and identify 
the number of employees who fall under or over the proposed new 
threshold,” Smith said. “For employees who fall below, you have two 
options. You can increase the salaries for those under the threshold 
to $913 a week, keeping them exempt. Or you can move employees 
to non-exempt.”

For employees in the middle range, you can have them start 
to track their hours. “That will give you an idea on costs,” Smith 
said. “Will it be more cost-effective to increase their wages or pay 
overtime?”

If your district operates on a biweekly pay schedule, an 
employee who works 38 hours in one week and 42 hours in the 
second week is entitled to overtime for the second week, according 
to Smith.

She recommended having your legal counsel help with contracts 
and agreements you may have with certain employees. “Most 
employees may not even know how changes could affect them,” 
Smith said. “Don’t make decisions solely in the Payroll Office. The 
employee needs to know what’s going on, what potential changes 
would affect their position. Maybe some will be reclassified as 
exempt.”

There are three tests or standards to determine whether an 
employee is exempt from the FLSA overtime provision — salary 
level, salary basis and job duties — and all three must be met. 
Certain employees are never exempt, including emergency 
responders and blue collar labor workers, Smith said.

The first test is salary level. Workers earning less than $455 
a week now, or $913 under the proposed increase, qualify for 
overtime regardless of duties. A worker earning at least $100,000 
currently, or $134,004 a year under the proposed change, is exempt 
from overtime, Smith said.

The second test involves whether an employee regularly receives 
a predetermined amount of compensation each pay period, but 
need not be paid for a work week when no work is performed.

The job duties test involves executive responsibilities, including 
the amount of time spent on managerial duties, the amount of 

discretion an employee has and if at least two employees are 
supervised.

Under administrative, the level of importance related to the 
overall operation is considered. Hiring and firing is ultimately 
done by the Governing Board, but the question is whether the 
employee’s recommendation carries significant weight, Smith said. 
“A supervisor may not have final authority, but his or her influence 
is great,” she said.

The professional aspect requires an advanced degree for the 
position. Among the occupations always considered exempt are 
doctors, lawyers, accountants and teachers, Smith said.

Smith explained the issue of whether to pay an employee for 
work performed that was not required. “Even if you don’t require 
an employee to do something and they do it, you have to pay them,” 
Smith said. “However, you can hold them accountable — address 
the issue on the policy side. The most common unpermitted work 
is checking email at home on your phone or computer. If you don’t 
want them to do that, take the email off their phone.”

Waiting time often involves bus drivers. “If the employee is 
unable to use the time for his or own purpose, they’re stuck with 
the bus, that is considered pay time,” Smith said. “If an employee 
in the Facilities Department is on-call and is required to stay close 
enough, that is work time and must be paid. But just carrying a 
phone or pager is not paid on-call time.”

Smith explained that a school district could have a separate 
agreement with hourly employees for an on-call rate of pay.

Meals and break periods are not covered in FLSA. “If you 
provide unpaid mealtime, it has to be uninterrupted,” Smith said. 
“Eating at your desk or the copy machine is considered work. A lot 
of employers require lunch to be away from the employee’s desk.”

Regarding travel time, waiting in an airport is considered wait 
time. Commuting to and from work is not. FLSA does not require 
mileage reimbursement.

FLSA can be a complicated law to understand. Reach out to 
experts if you have specific questions regarding your employees. 

Karin Smith of Heinfeld Meech and Company can be reached at: 
(623) 237-7953; cell, (480) 390-2451; or 
Karin.smith@heinfeldmeech.com

fair labor standards aCt CHanges
Continued from page 29

“Don’t make decisions solely in the  
Payroll Office. The employee needs 

to know what’s going on, what 
potential changes would affect 

their position. Maybe some will be 
reclassified as exempt.”

— Karin Smith of Heinfeld Meech & Company
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By BoBBy wiLLiams anD BiLL muncH

Understanding Exemptions in Our  
School District Procurement Rules

School District Procurement Rules adopted by the State Board 
of Education with an effective date of July 1, 2014 include an 
important section on “Applicability.” Not only does it identify which 
purchases are subject to the procurement rules; it also tells us which 
purchases do not apply. To bid or not to bid is the question the rule 
attempts to answer.

With the new procurement rule revision, rule R7-2-1002 
entitled Applicability puts the exemption not subject to bidding in 
a nice neat place for us to find them more easily and expeditiously 
than ever before.

In addition to this article, we will also be teaming up at the 
AASBO Spring Conference to present this topic and answer any 
questions you may have. Our session on Thursday, April 6, is No. 
107 entitled, “Exemptions — Do I have to bid it?”

The procurement rules apply to all purchases using public 
monies for purchase of construction, materials and services. The 
rules do NOT apply to real estate purchases or rental of real estate 
because these types of purchases are not construction, materials or 
services. Also, you should note that when using federal money, you 
must comply with all federal requirements which are beyond the 
scope of our School District Procurement Rules and can be found 
in 2 CFR Part 200.- Electronic Code of Federal Regulations.

Capital items must be disposed of in accordance with R7-2-1131 
through R7-2-1133 which is the Materials Management section of 
the School District Procurement Rules. We also note that if federal 

Continued on page 34
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monies were used to make the purchase you may have to follow 2 
CFR Part 200 200.313 “Equipment” for disposal of assets.

Nothing in Articles 10 and 11 prevents a Governing Board from 
complying with the terms and conditions of any grant, gift bequest 
or cooperative agreement.

The most confusing part of this rule appears to deal with 
purchases under grant programs. We will attempt to simplify the 
issues that need to be considered and dealt with when dealing with 
grants, including E-Rate purchases.

The rule tells us that if a grant requires you to use a specified 
vendor, the procurement is exempt from the procurement rules. 
However, be very careful that the 
grantor (the one giving money 
to your district) specifically 
designated a single vendor. If the 
grant does not specify a vendor, 
then the procurement is not 
exempt even if the person who 
wrote the grant on behalf of your 
district designated a vendor.

If the grantor says you can 
choose to use more than one 
vendor, then you will still need 
to follow procurement rules in 
selecting from that list of vendors. 
The solicitation would need to 
be sent to all vendors registered 
for the commodity or service 
provided by the grant. 

One of the mandatory 
requirements of the formal 
solicitation (if the amount requires 
formal procurement) should be 
that the vendor be approved by the 
grantor or their response would be 
non-responsive or unacceptable. 
The terms and conditions of the 
grant allow you to choose from a 
list of vendors, but that does not 
exempt you from the requirement 
of issuing a formal solicitation to 
select the vendor or vendors in 
a compliant manner. The exemption only applies if the grantor 
requires you to use a single specified vendor.

Paragraph D in Articles 10 and 11 lists a dozen exemptions from 
our procurement rules where purchases do not have to comply. 
For example, under certain circumstances exemptions apply to 
JTEDs, intergovernmental agreements, purchases not exceeding 
an aggregate amount as listed in statute, contracts for professional 
witnesses in connection with legal action, and agreements 
negotiated by legal counsel in the settlement of litigation.

The exemption for student activities applies if any district 
money is thrown into the pot to make the purchase, then the entire 
purchase is subject to the procurement — not just the amount of 

the district funds. Also, if the district is making a purchase from an 
employee using student activities funds, the purchase is subject to 
the procurement rules regardless of dollar amount. Quotes will not 
suffice for purchases from employees. Be aware that any purchases 
from employees using student activities or district funds require 
the procurement rules to be followed. You would have to issue a 
full-blown bid or RFP before you could make a purchase from an 
employee. 

The best advice we can give you about purchases from 
employees is to do everything you can to avoid them.

Common school textbook purchases are exempt, as defined in 
statute. Common schools only include elementary level, not high 
schools. High school textbook purchases are not exempt.

Other exemptions include the placement of a pupil in a private 
school that provides special 
education services (ARS § 15-
765D); and purchases of any 
products, materials or services 
from the Arizona Industries for 
the Blind, certified nonprofit 
agencies that serve individuals 
with disabilities, and Arizona 
Correctional Industries ARS. § 
41-2636(G). 

The purchase of water, gas and 
electric utilities from a public 
service corporation are exempt, 
but the exemption does not apply 
to solar panels that create energy 
and can double as parking lot 
covers. 

Also exempted are purchases 
of professional certifications, 
professional memberships and 
conference registrations, but 
does not extend to lodging unless 
the lodging is included in the 
registration fee.

A Governing Board may 
acquire surplus materials from 
the state and the U.S. government 
without quotes or bids provided 
there is Governing Board approval 
or Board delegation of such 
approval. 

We hope this brief explanation of the applicability and 
exemptions of the procurement rules will help to simply purchases 
for you and your district. As we mentioned, we will be addressing 
these exemptions during our session at the AASBO Spring 
Conference.

Bobby Williams, Purchasing Technician for Buckeye Elementary 
School District, may be reached at: bwilliams2@besd33.org.

Bill Munch, CPPB is the Procurement Compliance and Training 
Officer for Valley Schools Management Group, and may be reached 
at: bmunch@vsit.org. 

understanding exemptions
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wrote the grant on behalf of your 
district designated a vendor.
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By Ben GiLes

Analysts Skeptical About Fiscal Benefits of 
Expanded Voucher Program

ARIZONA CAPITOL TIMES CONTRIBUTING ARTICLE

State taxpayers will see minimal to no savings when students 
transfer from public to private schools under an expanded voucher 
program.

In fact, a bill to make vouchers universally accessible to all 
Arizona children will actually increase the cost to the state budget, 
not result in savings as the measure’s chief architect has touted, state 
budget analysts determined. 

Sen. Debbie Lesko, the sponsor of SB1431, wants to gradually 
allow more children access to empowerment scholarships, Arizona’s 
version of a private school voucher. If the Legislature approves her 
bill, all students in Arizona would be eligible for the vouchers in 
2020.

Expanding the program to that extent would add $24.5 million in 
expenses to the General Fund by 2020, according to a report by the 
Joint Legislative Budget Committee.  Meanwhile, most taxpayers 
in school districts that would see lower enrollment as some parents 
abandon public schools in favor of vouchers won’t save money, and 
instead would continue to pay the same property tax rate, according 
to Chuck Essigs, a lobbyist for the 
Arizona Association of School 
Business Officials.

Lesko, R-Peoria, has pitched 
her bill in interviews and to her 
fellow Republican senators as a 
savings to the taxpayer of roughly 
$4,300 per year per student. 
The claimed savings was the 
top talking point in a memo she 
distributed to the Senate’s GOP Caucus on Feb. 14. 

But the reality of the state’s funding formulas for K-12 students 
says otherwise, according to Essigs. 

“A lot of times you hear this in terms of ‘look how much the 
taxpayers will save’... That’s quite misleading,” Essigs said during a 
briefing on the impact of vouchers on Feb. 15.

That’s because the state, not local school districts, control the 
rate at which property in Arizona is taxed to fund education, 
Essigs said, and student enrollment has nothing to do with how 
that rate is adjusted. That means taxpayers in school districts that 
lose traditional public school students to vouchers won’t see lower 
property tax bills.

At the state level, multiple reports confirm that it costs the state 
General Fund more, not less, to educate a student on a private 
school voucher than in a public school. 

An analysis by school business officials at AASBO and the 
Arizona School Boards Association calculates the difference at 

roughly $1,100 per elementary school student and $1,300 per high 
school student. 

Legislative analysts say it’s a $800 hit to state coffers when a 
student switches from public to voucher.

Lesko vowed to continue pushing the bill, which now needs a 
vote of the full Senate for approval. A concurrent bill is being run 
in the House.

“I’m still going to proceed because I believe that parents should 
have a choice about where to send their kids to school and not 
have the government tell them where to send their child to school,” 
Lesko said February 16.

Lesko has downplayed the impact, arguing that opponents are 
inflating estimates of the amount of students who’ll leave public 
schools for vouchers.

“I think the opponents are over exaggerating the effect,” Lesko 
told the Senate Republican Caucus on Feb. 14. “This is really 
designed as an additional option. I just don’t see tons of parents 
leaving their public school. If they were going to do that, we really 

have a problem in our public 
schools.”

But even if a minimal percent 
of eligible students opt for 
vouchers, the state will see its 
expenses increase by millions of 
dollars.

SB1431 phases in eligibility 
for vouchers by increasing a cap 
on enrollment by 5,500 a year for 

three years, before enrollment becomes limitless in 2020.
In the first year of enrollment, assuming that 1 percent of 285,000 

eligible public school students enroll in the voucher program, the 
state will see its expenses increase by $1.5 million, according to the 
JLBC report. By fiscal year 2021, when an estimated 2.6 percent 
of 975,600 students are eligible for vouchers, the hit to the state 
General Fund rises to $13.9 million.

JLBC analysts also calculated the impact of new kindergarten 
students, some from families that would have enrolled their 
children in private school regardless of the voucher program, now 
utilizing an ESA. By 2020, the cost of funding those students would 
rise to $10.6 million, analysts found.

Lesko said that JLBC only analyzed one pot of money that 
finances schools – the state General Fund. Taxpayers will realize 
savings, she said, through reductions in spending in local districts 

“A lot of times you hear this in terms of  

‘look how much the taxpayers will save’... 

That’s quite misleading.”
— Chuck Essigs, a lobbyist for the  

Arizona Association of School Business Officials

Continued on page 37



37

as federal and local dollars are no longer needed with fewer students 
attending public schools.

Essigs said it sounds logical that, if there were fewer students 
enrolled in a public school district, it’d cost taxpayers in that district 
less to fund those schools, but that ignores the realities of Arizona’s 
K-12 funding formula — particularly the “qualifying tax rate,” or 
QTR.

Schools’ funding mainly comes from two sources: the state’s 
General Fund and local property taxes. The Legislature sets the 
basic state aid funding level for school districts each year.

The QTR, established in 1980, is the rate that school districts 
apply to local properties and is multiplied by the valuation of 
properties in each school district to determine how much funding 
can be raised through local taxes. 

If the amount is less than what’s called the equalization base, 
the state fills in the remainder. So, if a school district is owed $10 
million under the equalization formula, but its local property tax 
would only generate $5 million, the state would cover the other $5 
million. The system is designed to equalize funding for students in 
both rich and poor areas of the state.

Essigs said the QTR has only been adjusted based on property 
values. The rate is governed by the Truth in Taxation law, which 
took effect in 1999. It provides a mechanism to reduce property tax 

rates in order to offset an increase in the value of property, allowing 
owners to avoid higher taxes when property values increase.

There’s never been a time, to Essigs’ knowledge, that the state 
has lowered the QTR to account for lower enrollment in a school 
district. That means property owners in school districts that might 
lose enrollment to the ESA program won’t be paying less in taxes.

As for federal dollars, the only way local taxpayers would 
save money if federal allocations were reduced is if the federal 
government lowered taxes, Essigs said.

The only immediate savings to taxpayers, Essigs said, might be 
in districts that approved budget overrides, and only if the override 
is contingent on student enrollment. Not all districts have approved 
them.

Lesko has said she’s not concerned about the impact to the 
General Fund, arguing that the cost to the state is similar to if a 
student left a public school to attend a charter school.

In fact, the JLBC report shows that there is a savings to the state, 
about $600, if a student leaves a charter school for the voucher 
program. Lesko compared the cost of an ESA to the cost of a charter 
school education to the state, arguing that if it’s OK for Arizona 
to pay extra for a charter school student, why not a private school 
voucher? 

“I don’t have a concern, because right now that district student 
can leave the district school for a charter school. It’s the same 

Continued on page 38
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fiscal impact to the state General Fund for that than there is for an 
ESA,” Lesko said before the release of the JLBC report.

However, there are far fewer charter school students who’d be 
eligible for vouchers because there are simply far fewer charter 
school students than public school students. In fiscal year 2018, 
JLBC estimates 931,800 students in Arizona will attend public 
schools, while 190,100 students will attend charter schools.

Senate President Steve Yarbrough acknowledged that there is 
minimal to no immediate saving to local taxpayers, and that every 
student who switches from public to private school using the ESA 
program means extra dollars drawn  from the state’s General 
Fund, the taxpayer-funded source for state spending.

“I concede, the local money, the local funds, the local property 
tax, that my district, that I’m paying to the schools in my district, 
if 500 kids leave that enormous, whatever, (say) 40,000 that are 
there, if that many are to leave and go away, the property tax does 
not instantly change. That’s a reality,” the Chandler Republican 
said.

Yarbrough, a staunch school choice advocate, argued that 
the savings must be viewed in the long term. However, he 
acknowledged that even then, the only saving to local taxpayers 

would occur when a bond or budget override previously approved 
by voters expires — “The next override, the next bond issue, those 
things,” Yarbrough said. “And that might be years before that really 
flushes out and the full benefit financially becomes accomplished.”

It’s the long term that has some Republican lawmakers 
concerned that such a dramatic expansion of eligibility for private 
school vouchers isn’t the best idea for Arizona schools. Sen. Kate 
Brophy McGee, R-Phoenix, voted against the bill in the Senate 
Education Committee and argued that the state must focus on 
better funding its public schools before giving parents a choice 
to leave them.

Sen. Frank Pratt, R-Casa Grande, never had to vote on previous 
ESA expansion bills in 2016, and said he’s yet to make up his mind 
on this year’s version of the measure.

Sen. Bob Worsley, R-Mesa, said he has concerns with the 
impact to the General Fund caused by SB1431, and said last week 
that he’s “not there yet” on the bill.

“I just want to make sure, fiscally as a state, we’re not shifting all 
this money to a General Fund draw down that’s normally coming 
from other sources… [and that] we’re not putting the general 
fund at risk,” Worsley told his fellow Republicans in caucus. 

— Includes information from  
Howard Fischer of Capitol Media Services.
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COMMITTED TO EXCELLENCE.

PUEBLO IS SPECIALIZED IN THE FOLLOWING SERVICES TO PROVIDE 
THE OPTIMAL LEARNING ENVIRONMENT FOR YOUR SCHOOLS

Pueblo continually provides energy efficient hvac & controls 
solutions for school districts across the state of arizona.

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

24/7 
SERVICE

DESIGN - BUILD
RETROFIT

ENERGY
MANAGEMENT

PERFORMANCE
CONTRACTING

CONTROL
SYSTEMS

PROUDLY CONTRACTED WITH:

  



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.

• MEDICAL

• DENTAL

• VISION

• LIFE AND AD&D

• COBRA

• EAP

• WELLNESS

  

VisitASBAIT
for more details
www.asbait.org

• Medical Management

• On-site Health Events

• 159 Member Districts

• Over 160 Million in Annual 
Contributions

• Flexible Benefit Plans

• Serving Over 30,000 
Members 


