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1. What’s the Problem? 


Limited Access to Lessons Learned


The success of acquisition reform is due in large part to the empowerment of acquisition personnel at the field operating level. Contracting and technical personnel now possess the regulatory freedom to think creatively and the organizational authority to act innovatively. Instead of a ‘one size fits all’ solution flowing down from the top of the organization, field operating activities tailor solutions that make sense and save money. 





However, unlike highly visible initiatives that emanate from the top, locally tailored solutions are oftentimes not in the spotlight. Information simply does not flow up and across organizations as freely as it flows down. Stove piped structures inhibit the free flow of dialogue.  In short, the systemic problem impeding optimum operational efficiency, is the lack of easy access to the ideas, lessons, and solutions crafted at local activities. 





Identifying the Government’s Real Needs and Motivating Contractors


Due to declining defense budgets, funding for second chances is oftentimes not available. Getting it right the first time requires designing contracts for success by motivating contractors to achieve the Government’s real needs. Identifying the real needs of the contracting parties is not as easy as looks. It involves asking the right questions at the right time. It involves asking contractors to identify what is truly important to them. It involves creating a framework for Government personnel to find smart solutions fast. Designing contracts for success is not a mechanical business process. It is an art form. 





For instance, is it really the best solution to buy helicopter spare parts when doing so motivates the contractor to deliver unreliable helicopters that need lots of spare parts? Buying flying hours, rather than helicopters and spare parts, might be a better solution. 





2. The Solution Center Network 


The IPT proposes a network of Solution Centers that will provide customers with one stop shopping for answers on how to design business arrangements to better motivate contractors for success by more accurately identifying the Government’s real needs.


 


Each Solution Center will have a user friendly ‘store-front’ that invites local access to the multitude of shared experiences throughout AMC and to the data stored in repositories throughout the DOD. Each Solution Center will be tailored to meet the local needs of its customers and will be linked with all other Solution Centers to share and access information. The entire network of Solution Centers will form a well-maintained, open system that will be continually refreshed with updated and useful functions, and will ultimately be multi-media and multi-functional. Each Solution Center will have three parts: Advocates, SAGEs, and Libraries.





Advocates


The Innovative Business Advocate (IBA) will facilitate customer access to the Solution Center. The IBA may be one person, or a team that shares the title. It is envisioned that the IBAs from all of the Solution Centers will meet periodically and form a close working relationship so that information can flow freely between Solution Centers.





SAGEs


The Senior Advisory Group of Experts (SAGEs) will embody the collective wisdom and memory of the local organization, They would recall past attempts at solving similar problems and thereby avoid repeating costly mistakes. They will be able to provide meaningful direction to every inquiry and save resources by building upon the lessons of the past. They would be available for solution panels, brainstorming sessions, strategic thinking, and creative problem solving. The SAGEs from all of the Solution Centers will meet periodically to share ideas and to build a cohesive network.





Libraries


The Libraries for Innovative Contracting (LINCs) will organize and store existing data and provide electronic access to the other libraries within the Solution Center network.  Each LINC will contain a user friendly, automated system with a multiple level web site. The top level will include global icons for an Information Index, a “Chat & Ask site”, a feedback site, a Solution Center roadmap, and hot links to other sites.


 


Each command will tailor its LINC to meet local needs while at the same time offer users access to the information contained at all other Solution Centers. This network of LINCs would provide a single face to all customers by using a common format.





The Information Index will be an easy reference site to quickly access existing information. It will offer an organized link to other sites and provide for word search capability.  At the “Chat & Ask” site, personnel will disseminate useful information through a forum for command wide discussions. This feature will facilitate the flow of good ideas and lessons learned, up and across the command.  The feedback site will survey customers for suggestions.  The road map site will identify all Solution Center resources.





3. The Path Ahead


To succeed, the Solution Center concept must add value to the organization. The best way to do that is to provide each organization with the flexibility to “invent” its own Solution Center to meet the unique needs of its customers. To ensure local access to the global network of Solution Centers, common interfaces are necessary. In this way, each Solution Center will think globally and act locally.  





