Session 1

Definition of a Broker

· Facilitator between a market and users needs.  Brings parties together.

· How does middleman add value to process?

· How do we reposture ESC with a diminishing workforce?

· Ensure understanding occurs in both directions.  User understands what is out there; Industry understands the requirements.

· Adopt a “portal” mentality versus a gatekeeper mentality.

(widest access)                                   (selected access)

· Educator vs. Assessment 

 Industry -> User     (services) – CR, UL

· Solution engineer vs. market research/analyst

· Self-service vs. main-in-the-loop

(infrastructure)  (people intensive) 

· Bottoms-up Needs                       vs. top down direction 

(based on warfighters in field)          (JV2020 like direction, POMing, Congress)

· Continuum of roles (builder, realtor, architecture, etc…)

· Creation/communication/tailoring

· Communities (warfighter, foreign, DoD Industry, C4ISR, non-warfighter)

Why Worth Doing

· Better access to users globally (sell products/services at a product).

· Reduce/eliminate bureaucracy to marry user & industry.

· Provide warfighter needs with less government people (shift to industry).

· Government knows industry products/services better (buyer-seller advocate).

· Shift from engineer management to market research.

· Pre-sales advocate.  Post sales (marriage counselor).  Arbitrate customization issues.

· ESC service as total life cycle cost vs. initial price.

· Shorten development cycles.  Reduce time to market time.

· Enable market to drive price (8% to 20& issue).

· Encourage cost reductions – industry profit.

· Encourage intellectual property – industry profit.

· Can we value quality: Best value better? (Cellular phone analogy.  Cost to platform is not the issue.  Services are the true value to consumer.)

· Shift from requirements based to opportunity based (capability focussed).
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Key Implementation Ideas

· Independent pre-sales evaluation activity.  Act as a clearinghouse of user requirements and industry end products, i.e., MSOSA (http://www.msosa.dmso.mil/).  End Products = Consumer Reports.

· Make SOOs/SOWs more mission oriented and allow industry to present solutions.

· Articulate transition path from idea to concept to field.  DoD transition path.  Allows industry to understand what the next step is.  DARPA-Product-Warfighter transition path.

· Concurrent design teams.  (R&D, Product, Industry, User) – Joint program office activity between services and commercial R&D labs.

· Blur funding lines between waterfall models.

· Web based, self-serviced, i.e., Collab.Net (http://www.collab.net/).  ESC facilitates/enables infrastructure.  Continuous communication/interaction.

· Encourage incubation of opportunities within a traditional SPO program.

· C2 portal (JB1 model): deregulates, efficiency (more profits), quality (more profits).

· Create user/industry exchange meetings (new products, risk free, IP safe).

· Improve linkage between R&D and product centers.

· Created “Greenfield” Acquisition Organization.

Key Obstacles/Enablers

· Scaling production (budgets constraints).

· Testing;  OSS&E issues.

· Government doesn’t mind paying 20%, if cost structure is reasonable.

· Deal with lifecycle sustainment issues (depot mentality).  C2 does not follow the depot repair model.  Push evolution to throw away mx policy.

· Profit paradigm (policy 8% or 20%).

· Handling 80% solution vs. forcing the “perfect” system – time to market.  Manage complaints from user.

· Funding to do non-waterfall ideas.

· Need easy contracting vehicle to foster partnering vs. competition.

· Competition between government industry and R&D labs.

· Dependence on rapidly changing companies (not just products).  Must manage risk associated with this variability.

· Organizational inertia; finding champions.

Next Actions
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Definition of a Broker

· Bring user closer to the solution providers.

· Mentoring for continuity.

· True communications between user & ESC.

· Collaboration between developer and the user.

· Internal vs. external broker.

· Coordinate disconnects and synergies between programs.

· Coordinate disconnects and synergies between government (ESC/ASC).

· Identify cross program impacts.

· User-ESC-industry education (take advantage of bending needs to existing opportunities).

· Fair arbitrator … SBA (Sim Based Acq.).

· Market research/analysis to spread awareness.

· Coordinate sensitive information among community.

· Certify operational utility/deployability.

· Unforeseen/unintended cross dependencies.

Why Worth Doing

· Need to bring innovation back into the loop.

· Provide operational capability to user instead of just a product.

· Allows for “deal-making” within the IT (C2) acquisition business.

· Get continuous communication between ESC & User.

· Reengineer the business and not just reverting back to the “same old way of doing business.”  Time to Market: reduce “touch” on process, re-eng process.

· Opportunities (mission) focused versus requirements focused.

· Need access to mission requirements so industry can bring solutions to the market space.

· Effects/mission focus not spec focus.

· IP to industry to get volume advantage.

· Broker between AF org at high levels.

Key Implementation Ideas

· Perform a self-assessment of current needs.

· Dot-com C2 acquisition

· Knowledge base of existing DB

· Re-eng. Business flow for speed/access

· “Henry” web model.

· Have industry come in regularly to ESC/MITRE/etc. (Apps Eng/Prog Manager not just techie).

· Engage in partnerships with contractor; IP rights.

· Sell services with: Quality incentives; performance incentives.

· Web based services: Focus on solutions that use up abundance while guarding jealously scarcities (skills).

· Discretionary funding/authority to execute spiral development and exploit opportunities.

· “JBI” like continuous experimentation.  Fence money for best of breed opportunities (for 2 yr LRIP).

· Distributed testbeds for users and developers: training, Logistics.

· Data mine acquisition transactions.

· More dual use investments.
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Key Obstacles/Enablers

· ESC is moving to a sustainment role.

· Losing skill base on both sides.

· Fix what’s wrong today before leaping to tomorrow.

· Bureaucracy: superficial reorg.; not true re-engineering.

· Mismatch between dollars and expectations (or poor management).

· DoD can’t influence marketplace.

· Processes are too long: Strategy, Procurement, Funding.

· Separate cost from price.

· Acceptance of ESC value added by user (faster, cheaper, better).

· Managing expectations (cost vs quality).

Next Actions

· Bring mission knowledge to acquisition environment before decisions are made.

· More ESC presence in warfighter exercises.

· Request warfighter time: ESC 1st, 2nd, 3rd steps.
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Definition of a Broker

· CIO role for an IT broker.  Central clearinghouse to gather requirements.

· C2 IT gatekeeper; C2 portal.

· Chief Knowledge Officer (CKO)

· Creation, pedigree

· Process innovation, process elimination (gets rid of the junk)

· Maintaining, validation.

· Chief Technology Officer (CTO)

· Visionary

· Investment in R&D into current processes.

· Information infrastructure provider (C2 portal): Knowledge manager.

· Provide a suite of services: economies of scale, selection, standardization.  (Consumer Reports).  Aggregation: 1 stop shopping.

· Increase value/process by applied metrics.

· Broker of “Discovery Dollars” for C2 innovation.

· ConOps clearinghouse vs. requirements.

· Draw up ESC as a “buyers agent” – interact with C2 warfighters and act as a conduit between industry and warfighter.  Honest objective feedback.

· Auctioneer: reverse option model for commodity goods under the Priceline model.

· CIO role authority, strategic, responsibility, infrastructure.

· IT broker, info broker, deal maker.

· CKO (business innovation).

· Knowledge manager; aggregation for 1 stop shopping.

· Economies of scale ($) (look at ESI).

· Selection (quality) consumer reports.

· Increase value/process by applied metrics.

· Buyer broker (buyer’s agent).

·  Honest objective feedback.

Why Worth Doing

· Shorter acquisition cycles with more opportunities.

· Desire for longer commitments (15 years?) (Partner R&D if commitment there).

· Commonality more important than just price (total LCC).

· Manage expectations of acquisition: Cost, quality/functionality, security, coalition, interoperability, logistics.  Communicate expectations to warfighter.

· More opportunities.

· Services: networking, architecture (get out of  IT business).

· Hire industry with retainer.
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Key Implementation Ideas

· Establish a way to kill legacy-funded programs.

· Consolidate $ to force compliance.

· Force total cost of ownership calculations.

· Data mining acquisition transactions.

· Document the broker’s value proposition: collect metrics.  Products and services are improved through applied metrics analysis.

· Discovery dollar allocation.  Example: Army’s Warfighter Rapid Acquisition Program (WRAP).

· Provide best value subject matter experts within C2 space.

· Provide users tools to help users/sellers: “dual make”.

· Develop a brand strategy for ESC as a broker: (C4ISR.COM)
· Note:  There are two domains that use C4ISR.COM!!  One has links to C4ISR domains and the other is a personal webpage.

· Government training program (partnership) with industry program.

· Aggregation; 1 big DoD customer-gets attention of industry.

· JWID golden nugget pot.

· Connect with warfighter more.

· Government training in industry program.

· C2 link.

Key Obstacles/Enablers

· What hammer does a broker have.

· Dollars are dominated by legacy inertia.

· Turf/pre-existing org, reputation, branding.

· International partnerships.

· Intellectual property.  (Pre-publication problems); profit margins.

· Figure out how to make this attractive in a low growth market uncertainty.

· Continuous cost of proposals and long decision times.
· 750,000 scaling problem for any change.
Next Actions

· Look at Enterprise Software Initiative  (ESI model out of OSD).

· Aggregation: 1 BIG customer (DoD) gets attention of industry.

· Investigate ways to create partnerships that don’t take industry down the CRDA track.  If you want industry participation then don’t use CRDA to enable this behavior.  Examples: Microsoft and Dell.

· CRDA has too many legal restrictions and constraints.  Risk is not evenly distributed within a CRDA.

· MOAs might be a better way to share the burden and risk to create partnerships.

· CRDAs are okay for R&D but not for acquisition focused partnerships.

· Kenne: clear goals, authority.  Obtain a change catalyst.  Do 2 or 3 top actionable thins.

· LOCIS WPAFB, Navy.

· Look at ESI model (OSD).
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Definition of a Broker

· To be a broker in a fast changing areas (IT).

· Agile/different levels of partnership with industry.

· Broker vs. partner relationship between ESC and industry.

· Continuous communications between ESC-User-Industry.

· Information broker.

· Knowledge broker.

· Contracts and program brokers.

· Have from all services.

· Partnership broker.

Why Worth Doing

· Real partnerships/TRUST.

· Substitute understanding/trust in place of contract.

· Knowledge, not just information  -- helps to create a TRUE value added concept.

· Maybe wisdom over knowledge.

· Mission oriented not just specs.

· Manage expectations, lower risks.

· Sense of Community.

· User’s feedback.

· Sounding board.

· Network support.

· Review today’s work – elimination.

· Add others.
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Key Implementation Ideas

· Champion/leader at the top.

· Contract type 845 other transactions arrangement that Congress allows government to use this type of contract, allows flexible partnerships outside of the FAR set up.

· Communication.

· Workshops.

· Forums.

· VTC.

· C2 partial (self-service) want to have “all” of the needed information at the user’s fingertips.

· Gatekeeper: typical thought of as a person.  Tends to have things to block as compared to a portal.

· “Rollerdex” of high knowledge experts.

· Collect/Distribute “profiles” of people.

· Data of individual.

· User choice.

· Better 3-5-10 year forecast for business (what does ESC want).

· ESC needs to focus more on New Horizons.

· Input opportunities.

· Metrics _big picture (cost of delay to award).

· Build C2 web pilot! (JBI) – one color funding.

· Consolidate the funding lines.

Key Obstacles/Enablers

· Partnership vs. Competition.
· Length of partnership?
· Contract type.
· FAR.
· Acquisition reporting change.
· Collateral legacy.
· 845 like open agreement requires lots of trust.
· Retain “trusted, knowledgeable” relationships.
· Security.
· Fear of sharing information
· Funding, initial investment
· Union constraints
· Problem with innovation is we have never done it that way
Next Actions

· New business

· Leverage dollars of today

· Value or profit to industry does not go down

· Ways to convince industry that you can make a profit or have value even though money is going down

· Creating exchanges, commerce 1

· Form joint efforts for new initiatives and technology

· Reduce labor/program by dot coming

· Redefining savings to new programs

