Progressive Partnering - A Pathway to Outsourcing Success
  by Milton E. Cooper, President, Computer Sciences Corporation Systems Group 

Computer Sciences Corporation (CSC) is a world leader in the science of

information technology and its application to achieve client business objectives. The

company has achieved a consistent record of growth and leadership by recognizing

and responding to trends and innovations with practical strategies that solve

business problems for clients. Outsourcing is one such innovation. 

CSC's legacy in providing outsourcing benefits comes from seeds sown early in the

Federal sector. From early pioneering efforts, CSC has built an enviable worldwide

outsourcing practice that includes global clients such as General Dynamics, Dupont,

British Aerospace, CNA, and J.P. Morgan, to name a few. 

With its commercial clients, CSC achieves proven results by using a process called

progressive partnering, a principle that recognizes that true long-term gains are only

realized when partners grow and adapt together to achieve mutually understood

objectives. Progressive partnerships also recognize that such improvements are

rarely one-step transactions but, in reality, continuous sets of activities that evolve by

adapting best practices and lessons learned over time.  

For Federal sector applications, CSC examined in detail its commercial experience

and updated its approach to promote a true partnership between industry and the

Federal government. The principal byproducts of this new focused approach, as

now being demonstrated at the National Aeronautics and Space Administration

(NASA), are higher productivity and lower costs of doing business.  

In 1994, NASA faced substantial budget cuts and pressures to find ways to lower

infrastructure costs. Their solution was to reduce costs by eliminating duplication

and overlapping functions. This process involved changing the way NASA Centers

worked with their contractors, refocusing the civil service work force, and

establishing a progressive partnership with industry via performance-based

contracting principles that can provide outsourcing-like benefits.  

At the Marshall Space Flight Center (MSFC) in Huntsville, Alabama, these changes

were instrumental in achieving overall information technology cost savings of 40

percent. One area that yielded considerable cost and technology benefits was the

consolidation of data centers. NASA-wide mainframe computer operations were

consolidated in Huntsville, replacing the more traditional "stovepipe" operations that

were in place at each major NASA center. This approach achieved both significant

savings and a faster technology refresh.  

In addition, modernizing the infrastructure achieved efficiencies that allowed MSFC

to move staff to higher priority requirements. MSFC also tasked CSC, as its prime

contractor, to consolidate seven major legacy systems-a strategy that reduced

personnel needs in this area by 30 percent. 

In another example of the success of progressive partnering, the Goddard Space

Flight Center in Greenbelt, Md., implemented a "Partnership for Transformation" to

help achieve the cost savings needed to preserve its mission responsibilities. With

its two major support contractors, CSC and AlliedSignal Technical Services

Corporation, Goddard worked proactively, forming a progressive partnership under

one new contract. That incentivized, performance-based contract agreed to share

any projected cost savings among the partners. 

The result? The partnership lowered requirements for both contractor and

Government oversight personnel. Combined contract savings will exceed initial

projections, totaling over $40 million in 18 months. Additional team suggestions now

being considered could save another $10 million.  

NASA as a whole is now using the metrics from these two partnerships to baseline

costs for forecasting its future budget requirements and managing its overall

strategic direction.

These results parallel what CSC learned in the commercial experience: When a

partnership is performance-based and incentivized, success rises dramatically.  

This experience also demonstrates that a new Government/industry-partnership can

achieve outsourcing benefits comparable to the commercial sector and without

negatively impacting Government personnel, regulations, or mandated policy. More

importantly, these experiences are products of the real world that reflect proven cost

and technology benefits of progressive partnering in the Federal sector, not just

abstract predictions or costly, time-consuming studies.  

Success can be achieved only when performance requirements are stated clearly

and the "how to" is left to the discretion of the vendor. Only then can the best

practices and lessons learned be applied to achieve optimum results. In short, it's

not business as usual, but rather engaged partners willing to leverage

industry-relevant experience to accomplish the work to be done. 

When properly incentivized, industry will continuously look for additional efficiencies

and savings--even in areas where corporate investments may be needed "up front"--

in order to ensure improvements that can truly create additional "shared savings." 

CSC continuously works to thoroughly understand our clients' objectives.

Outsourcing, using the Progressive Partnership model, is one timely and available

innovation that can create a "win-win" situation for all parties, both in and out of

Government. 

For more information, contact Milton Cooper, Computer Sciences Corporation, at

703-641-2090. 
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