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       31 July 01- 01 Aug 01

DAY 1 -  31 July 01

Timely Topics.  Discussed by Sallie Flavin.  Ms. Flavin would like to do corporate forums across the Command.

a. Contractor Manpower Reporting.  Requirement has been deleted. Army evaluating other avenues to capture this data, so it may resurface in a different reporting requirement. Preliminary data showed that contractor support not necessarily cheaper. Other services estimated their requirements in response to the statutory requirement.  Ultimately, Army may move to this as well.

b. SPS Red Team.  Commissioned by the Office of the DASA (P). Intent was to evaluate SPS issues from Army MACOM perspective. Representatives from all MACOMs participated.  The final Red Team Report indicated that SPS is workable.  However, there was a dissenting opinion to the report that stated SPS won’t work for weapons systems and item management.  Mr. Elgart and LTG Kern met with Ms. Deidre Lee and recommended that SPS be given a “hard” look.  Ms. Lee also has a requirement from the USD (ALT) to look at the system.  The contracting community is divided on the issue. SPS is working at many base contracting offices, but there is significant concern among the weapon systems contracting community as to whether SPS will be able to work for them.  A secondary issue for AMC is how and whether SPS will work with the Wholesale Logistics Modernization Program (WLMP).  There is a question as to whether an interface will be sufficient or whether some form of integrated business process will have to be developed.  LTG Beauchamp, AMC Deputy Commanding General would like to see some form of integrated business process.  There is some good news on the PADDS front as there will soon be a web enabled version.  

c. A-76.  AMC is participating in source selection boards. Mr. Elgart, Acting DASA (P) has signed a memo directing that all A-76 acquisitions must now utilize the best value method of source selection. Previously, within the AMC community, A-76 procurements were being done as hybrid acquisitions: technical acceptability for Tech/Mgt; Best Value for past performance/cost/small business utilization.  The lowest-price, technically acceptable method of source selection will not be used unless the PARC specifically approves its use on a case-by-case basis. Copies of all such approvals will be furnished to the Office of the DASA (P). HQDA wants the best possible solution on A-76.  But the HQ AMC ADCSRDA concern is that we put the contractor in a box by not only competing head to head with the MEO, but also by beating the MEO by 10%.  TACOM was the first activity to get the waiver.  Another secondary concern with utilizing the best value method is that the potential dollar savings on A-76 are taken out of the budget before the start of the process.  If proceed with the best value could end up without the dollars to pay for the better value.

d. Corporate Contracts.  Spotlight is on sustainment.   Need to review internally before we seek outside logistics support.  Otherwise if we satisfy logistics demands with outside support, may impact our ability to determine requirements in the future.  LTG Beauchamp has proposed a concept called “Focused Sustainment”, where field activities would access the contract for required support.  He would like one “Focused Sustainment” concept for the Command, and then have each MSC tailor their contract to support their appropriate commodities.  The intent is to develop a formula that is transparent to the field.  Probably will see more of a drive to solutions in this area, as GAO has been highly critical.  There may be a need to put a team together to hammer out the details.  May use an EMART/AMART like feature to feed the capabilities. AMCRDA-AC will schedule a VTC on “Focused Sustainment” in the near future to further discuss the concept.

e. Center for Naval Analysis Study.  Directed as part of the FY 2000 Appropriations Act.  Highly critical of Army acquisition management – two channels ASA (ALT) and AMC. Both the Army and AMC have teams developing responses to the findings and recommendations. Sandy Rittenhouse is in charge of the team writing the response for AMC. The processes in the Army need a critical look and ultimately we may see some changes in acquisition management, but it is too early to gage what will happen.

 Solutions Center Overview.  Presented by Ms. Sallie Flavin.  She challenged all with the need to change our current way of thinking.  The trade in of night vision goggles was mentioned as one such radical idea.  Incentive relationships go to the heart of the industry perspective on incentives. On the other hand, the government’s view of incentives is more structured and monetarily focused. The solutions center concept is centered on people.  IBAs are key, buttressed by the SAGES.  The IBAs in contracting are just a kernel.  Need to expand to other functionals as well.  But a key item for development is how to do this!

Individual MSC Solution Center Overviews.

TACOM.     

a. The IBA is the primary focal point for acquisition/contracting issues and is involved with:

(1) The Business Strategy Review Board process

(2) Review of APs, SSPs, and J&As

b. The SAGES within the organization are the Associate Deputy for Contracting, 4 Chiefs of Contracting Offices and Division Chiefs.  The SAGES are also supplemented/aided by the source selection and acquisition planning assistance teams

The Business Strategy Review Process is a formalized process for actions greater than $5M.  It is required per the TACOM PARC Operating Procedure. Done in lieu of an RFP review, it makes the best use of institutional knowledge. The Contract Specialist sets up the meeting and it is generally held before the solicitation is drafted. Advice is provided by the Review board to the customers/technical team.  The review board consists of the IBA, pricing, legal, competition advocate and small business.    

STRICOM

The IBA has been newly appointed to her position and her primary focus is  “acquisition” vice “contracting.”  She is working with the PM and Acquisition Knowledge Center to create a seamless business process. STRICOM has several innovative arrangements in the logistics arena, such as STOCK and GATORS.  Ms. Flavin highlighted that even though the innovations that have been piloted at STRICOM are requirements (vice contractual) driven, they still get to the heart of business innovation. She asked that all IBAs look at the broad requirement when dealing with their customers.  Also, there are several lessons learned to be gained from the STOCK payment process, which Ms. Flavin suggested be shared. She would like to have people from the functional communities meet with the IBAs to get their perspective.       

On the STOCK contract (which is an 8 year IDIQ contract), a management execution planning process was devised to focus on strategic planning.  A board meets to discuss the upcoming requirement. The board consists of the IBA, legal, chief of contracts, small business and a Navy POC.  The PM’s brings the POC for the product.  The board reviews the acquisition strategy to determine if it is appropriate and to ensure that execution is on track.  Management execution planning takes place in lieu of a written acquisition plan, because execution of the effort occurs in the contract administration phase.  

AMCOM 

Has developed an internal Acquisition Center University for their workforce. Personnel can attend classes that range from 2-8 hours and earn CLP points.  These classes supplement the DAU training and are presented from a “hands-on” perspective.  Gets below the theory and into the “how to”.  Has been well received by the organization.

CECOM

Focus has been on management of the knowledge center and enterprise learning.  Every month there is a mandatory meeting for GS –12s and below to discuss topics for which weaknesses in the organization have been identified.  Training sessions have been conducted on the following topics: J&As, market research, changes clause, PBSA, use of federal supply schedules, best value and TINA.  PCO roundtables are held for GS-13s and GS-14s.  Subordinate sites are VTC’d into the roundtable discussions.  A policy team does informal reviews, to determine areas that need additional emphasis or quality improvement.  Internal Subject Matter Experts (SME) conduct the training sessions.  Information is then fed back into the CECOM Acquisition Knowledge Center. A core team works together to compile/edit information for the knowledge center and then pushes it to the workforce.

OSC

One part of the solutions center at the OSC is a secure, state of the art, source selection center built last year, with expiring funds. The source selection center has approximately 33 separate workstations and can hold up to 4 source selection teams, simultaneously.  Intent of the organization leadership is to facilitate sharing of innovations via use of the source selection center.  The IBA also hosted an industry day.   

RMAC

RMAC is a virtual contracting organization.  The IBA is located at Natick, MA and is tied into the rest of the dispersed contracting activities via the Business Office and PMRs.  Training on acquisition and technical issues to new employees now includes a topic on the IBA/Solutions Center.  Future effort to broaden the influence of the IBA includes dissemination of notes and charts from the IBA offsites to each of the RMAC contracting sites.  

Air Force Centralized Acquisition Support Teams (CAST)

The Air Force’s approach to influencing/achieving acquisition excellence is through a concept utilizing acquisition support teams both at their subordinate organizations (AST) and through centralized management and oversight at AFMC (CAST). The purpose of the CAST is to identify new and innovative business concepts and translate these concepts into clear and easy to use policies, which will ultimately be institutionalized into business practices.

Community Forum:

The first corporate forum for IBA’s involved discussion of Share in Savings contracting.  Share in Savings is a method by which a private contractor provides some or all of the up front funding and operating capital for an agency’s cost saving project.  In return, the agency promises the contractor a share of the financial savings the project is expected to generate.  

Ms. Judith Blake, ASA (ALT) Acquisition and Procurement Reform Office provided an overview of the vision, leadership perspective and challenges involved in Share in Savings.  Innovative business agreements are a key element of the overall leadership perspective.  Dr. Oscar is chairing a government wide panel of senior executives to improve the use of incentive arrangements.  

Although Share in Savings for Information Technology was authorized in 1996 as part of the Clinger-Cohen Act, there are some problematic issues that have prevented its widespread use.  First, is defining what you want in results (outcomes), not just effort.  Second is the need to define costs of doing business now, so that you can calculate potential savings. Finally,  need to determine who will own the savings. 

A big concern with Share in Savings centers on what year money is used to pay for the savings.  If the contract is cancelled then need full savings to repay the contractor.  Could have a potential Anti-Deficiency Act violation.     

There are two legislative initiatives before the House for consideration.  One is to allow the agencies to keep part of the savings.  

Ms. Barbara Boden briefed the Wholesale Logistics Modernization Program (WLMP) and the performance bonus incentives that were negotiated in the contract.  WLMP did not use a Share In Savings concept because, although it was believed that there would be substantial savings associated with the effort, they weren’t able to define the savings and we’re unwilling to give savings up front without a more specific formula to determine the savings. The WLMP crafted a performance bonus strategy instead.  The RFP required offerors to propose their own performance bonus plan to include measurable metrics, which were evaluated during source selection.  The performance bonus negotiated measures modernization, sustainment, transition of personnel, and data processing.  The winning offeror proposed a bonus amount equivalent to 70% of the total program cost.  

Ms. Patricia Horton briefed Energy Saving Performance Contracting (ESPC).  Energy savings performance contracts were specifically authorized in 1992 and are probably the best know of Share in Savings Contracts.  ESPC is a contracting method whereby the contractor incurs the cost of implementing energy savings measures and is paid from a share of any energy and energy related savings directly resulting from implementation of such measures during the term of the contract.  There are 3 alternatives to using ESPC: 1) DOE Super ESPC Technology specific contracts (alternative selected by the Garrison at Selfridge—currently under evaluation); 2) the COE Super ESPC (alternative selected by  TACOM-Warren- currently awaiting contractor final proposal) and 3) Individual site ESPC.  

 In addition to the presentations on Share In Savings contracts, the TACOM IBA also scheduled additional briefings on some other incentives arrangements in use at TACOM. Mr. Larry Visconti, TACOM-ARDEC, briefed Award Term Contracts and Mr. John Velliky, TACOM, briefed the Bradley Family of Vehicles MultiYear Contracts.  

TACOM-ARDEC (Picatinny) has proposed an award term contract for operation of the water system at Picatinny.  Previously, they had used an award fee arrangement, but they felt that the desired level of performance wasn’t being attained. They are attempting an award term arrangement to ascertain if they can enhance performance, by providing the contractor an incentive to earn additional period of performances without subsequent competition.  

The Bradley Family of Vehicles contract incorporated several contract innovations including performance based contracting, vehicle DD 250 at hand-off, and fielding schedule requirement in lieu of monthly delivery requirement. The push for innovation was initially driven by resource constraints but what developed were innovations that made good business sense. The change in processes placed emphasis on contractor responsibility for the entire vehicle system from production through hand-off to the government.

SUBJECT MATTER EXPERT (SME) LIST   

The revised list was reviewed. The IBAs will review the topics on the SME list and populate the list with their experts for each of the topics.  The completed Excel spreadsheet should be forwarded to Steve Knight at sknight@hqamc.army.mil by 15 Aug 01. In addition to the SMEs for each topic, the IBAs will identify an alternate IBA at their location and IBAs for their subordinate sites.

The Subject Matter Expert List spreadsheet can be found on the Solutions Center homepage. Address is www.amc.army.mil/amc/rda/rda-ac/sbsc/solutions.htm. Ultimately, the IBAs will be able to make changes from their own web browser, using either a group or individual password, to enter/change data as needed.  The Cold Fusion software to run the spreadsheet from the server will be installed on the AMC server by the end of August. 

SOLUTIONS CENTER SNAPSHOT    

The format for snapshots will be Sample Snapshot #2, which is based on a SAR type format.  The Snapshot #2 will be slightly modified to add a title section  (perhaps as a pull down menu) which will correspond to the topics from the SME list. IBAs will include keywords in the Snapshot box.  Steve Knight, AMCRDA-AC, will revise format and make available for use by COB 31 Aug.  

DAY 2 – 1 August 01

UPDATED REVIEW OF SHORT TERM GOALS (attached as separate document).

FY 01 SOLUTIONS CENTER ASSESSMENT

Accomplishments:

-    Established a network of contacts across the MSCs.

· Developed a List of Subject Matter Experts from across the MSCs.

· Solution Center concept developed and implemented.

Good Points:

· Established a sense of common focus (and common direction) between HQ AMC and the MSCs.  

· Developed a structure (Solutions Snapshot) for sharing good ideas.

Worth Keeping:

· Corporate Forum for sharing of information

· Continue posting IBA minutes and briefings on the Solution Center   

Things to be Changed/Eliminated:

· Need to have consistency in IBA

· Timely Topic Updates

· Develop web site links to AMC Homepage

· Policy Page with HQ and MSCs

· Grow IBA network. Establish alternate IBAs at each site. Appoint IBAs at subordinate sites. Add to SME list and submit by 15 Aug to Steve Knight.

· Need to expand to other functionals and industry

· AF CAST is a forum to pull in other functional experts

· Team of IBAs to investigate the concept. Visit AST locations at ESC/AFMC

STRATEGIC PLAN FOR FY 02

Discussion: Ms. Flavin believes it is imperative to get the other functionals into the process.  Getting to the guts of the requirements and understanding them, is what will drive us to innovative solutions.  Key is developing a concept and obtaining senior level support. But we need something concrete to offer the leadership. A board/panel to interface with the entire community will serve to provide “value added”. Critical that we institutionalize knowledge base and insert into the process…but timing is key. We must have an opportunity to pass critical information up and down the acquisition chain, to shape an instant acquisition.  Must also gain DA credibility through recognition of a value-added operation.  

Tom Meyer would like to see a method of operation, and coherent IBA structure before we involve the other functionals.

All agreed that a desired end state for FY 02 is to establish multifunctional expert teams and integrate at each MSC solution center to provide expertise in the acquisition field.

Plan:

a. Develop a concept plan for how to include other functionals (Oct 01).

b. Develop Marketing plan (Oct 01).

c. IBAs (CECOM, RMAC and TACOM) will investigate CAST/AST concept and report back within 3-6 months. Consider including another functional representative. (1) LTC Mills will take lead to establish initial contact with Air Force for discussion.

(2) Query other services/agencies to see if there are similar concepts to CAST/AST:

(a) Sandy Rittenhouse will query Navy

(b) Valeta Crandell will query NASA

©  Kathy Love will query ASA (ALT) to see if they are aware of any federal agencies. 

d. Revise IPT Charter (Oct 01).

e. Solidify IBA process within 3-6 months.

f. Meet on-site 3x per year (beginning Oct).  Supplement with VTCs as needed.

g. Evaluate options for changing name from SBIPT (Oct 01). Some ideas mentioned: BEST (Business Experts Strategy Team), FINE (First in Innovation), BENS (Business Expert Networks)

h. Develop IBA award (Oct 01).

i. Update list of long term goals.

j. Develop feedback mechanisms to determine how we are doing (6 months).

Attachment 1

Corporate AMC 

SOLUTION CENTER GOALS

For

IBA/LINK Network

(Updated JUL 01)

Short Term Goals 

Short term is initially defined as less than one year from the first joint offsite, Nov 2000. 

1. Continue Refinement of Subject Matter Expert (SME) List  

· HQ team has resolved issue of direct edit authority for IBAs.  Solution will be based on Cold Fusion software.

· IBAs/HQ will complete the SME spreadsheet, with their site experts and forward to Steve Knight by 15 Aug 01.  IBAs will be able to input data and make changes directly to the server by the end of August. Current SME list is available now in Excel spreadsheet format on the Solutions Center website.

· IBAs will identify an alternate IBA at their location, as well as IBAs for each of their subordinate sites and provide with the updated SME list by 15 Aug 01.

2. Create “Solution Snapshots”
· Abbreviated essence of recent actions (2-3 sentences), to include major topic areas, POC with phone & e-mail, and date of publication for future housekeeping. 

· Significant Action Report (SAR) format for snapshots agreed to as the format for the snapshot. Minor adjustment to the format include adding a Title block, which coincides with the topics for the SME list and providing some additional space for the IBAs to provide keywords in the Snapshot area.  Steve Knight will modify by 15 Aug. IBAs will begin gathering snapshot data for submission by end of Aug.

· HQ team is pursuing bulletin board software solution with search capability, customized to capture necessary data elements. Bulletin board solution should be finalized by the end of August. 

3. Plan to Solve Firewall Issues

· Research what needs to be done.  Should everything go on HQ AMC web server?  Other alternatives?

· HQ Team has met with Mr Buckner.  Long Term solution is implementation of AMC Portal Architecture based on a single security access portal to authenticate and validate PKI certs from single database.  The single sign-on concept is a method using PKI (Public Key Infrastructure) certificates, a software device, to authenticate the user and pass them through a portal, a combination of hardware and software, web page in order to gain access to information.  The AMC portal would tie all the information spread throughout the command behind one single sign-on point.  The AMC user would have a clean and concise way of getting access and searching for needed information no matter the source or location within the command.

4.  Implement IBA Concept (Local Level)


· Achieve Early Involvement, gain community buy-in

· IBAs provided an overview of their implementation during the Jul01 offsite.   

· At 6 months evaluate how its going  

5.  Implement IBA Network (Corporate Level)
· Use all available tools and processes:

group email. (include alternates)

VTCs will be used on an as needed basis to discuss a pertinent topic or issue. Structured format for VTCs.

Offsites will now be held 3x per year.

1st Corporate Forum was held at Jul offsite. Topics discussed included Share in Savings,  Award Term and Performance Based Contracts – effort will continue to include a corporate sharing at each of the offsites.

· Meet jointly with PARCs whenever possible

· Obtain Managerial Support – Schedule Briefings upon Completion of FY 02 Strategic Plan

  - Brief concept to MG Snider (Ms Flavin)

  - Brief at AMC MSC Commanders (BOD) Conference 

          (Ms Flavin or MG Snider)

  - Brief SLMB and other functional boards/groups as appropriate



- Brief ‘up’ the chain of command at HQ AMC (Ms Flavin)

- DA Leadership – provide informal updates

  - IBAs will brief as appropriate at their locations –PARC & up

6.  Next Offsite Planning

· Next Offsites: October 01. Host TBD.

7.  Develop Marketing Tools and Procedures

· Each IBA continue to develop ideas for local recognition of individuals.  Several ideas were discussed during the July Offsite to include time off awards, monetary, certificates, parking spaces, meetings with senior leadership.

· Ms. Flavin would like to have an “Innovation” award. Challenged the IBAs to develop some ideas for this such as: monetary awards for a good business deal or maybe a travelling trophy.  Each MSC is encouraged to continue to pursue award recognition on a local level but a IBA level award needs to be developed.   

8.  Continual Evaluation     

· Check where we are at next 3 month point, 

       evaluate what we need to do at next site meeting  

· Reset Goals when appropriate


9.  Investigate putting Solution Center into Army Procurement Knowledge Management 


· Army Contracting Knowledge Management effort has been funded for FY 02. Initial concept is to utilize a community of practice philosophy.  Focus will be on functions vice whole process. 16 nodes identified for community of practice. First node to be developed will be PBSA, 2nd will be Utilities Privatization. 

· Potential exists for AMC/MSC Solution Centers to become a Community of practice for innovation.
· Continue to stay abreast of ASA (ALT) effort and maintain option to become a community of practice.  
Corporate AMC 

SOLUTION CENTER GOALS

For

IBA/LINK Network

Long Term Goals 

Long term is initially defined as one year or more from the first joint offsite, Nov 2000. 

1. Obtain desk top VTC capability for all IBAs 

· Need ISDN line

· improve ability for real time information exchange.

   (HQ, Ms Flavin assist)



2. Expand horizons of the Solution Center Network,

· draw in other organizations, agencies and industry, as appropriate

· start with rest of Acq community/core competencies;  pick carefully from other organizations – be selective , ex TRADOC w/ 5000 re-write

3. Workshops -

· Move toward a workshop format

· Address specific topics/issues, bring in local ‘experts’ 

· Maybe use informal Brown Bag lunch discussions

· OSD/ASA(ALT)

· MSC talk/discussions

4.  Improve the Rewards System

· For taking risk (calculated, thought out)

· For jobs well done/ recognition

5. Become Real Change Agents 

· aim high, aspire to the type of dynamic changes that are evident in
the winners of the Besson and Packard awards.

6. Institutionalize the IBA/ Solution Center Concept

7. Become the DA Proponent for  Innovation

8. Continual Evaluation
· Are we meeting goals? 

· Do we need to change direction?
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