C2 Portal

The Initiative
The President’s Forum was created to enable the leadership of ESC and Industry to identify approaches to improve time to market of warfighter solutions through new and innovative business models.  The Forum has identified several near-term initiatives that show potential in bringing more effective infrastructure and business models to the challenge.  Commercial models exist today for effective business partnerships and the technology to enable them; one of these capabilities is the use of the Internet through a marketplace portal.  One initiative out of the forum is to explore portal technology for the C2 community. 
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Marketplace Portal – What is it?

A marketplace portal is a one-stop, personalized self-service Internet tool to assist a community of interest (e.g., businesses and customers) by dramatically improving the ease and timeliness of information sharing, commerce, collaboration, partnering, and other relationship-building work flows.  The C2 Portal is an industry led effort to explore and showcase the potential value that such a marketplace portal can provide to the extended C2 community. 

C2 Portal Vision 

The one-stop, electronic forum to support the C2 Community in the business of buying, selling, defining and supporting C2 systems to meet the warfighter’s needs.  Each type of community user gains value from use of the portal.  The motivation for each user group:

· C2 Warfighter -Convey requirements/needs to enable rapid response through future C2 capabilities

· ESC - Deliver C2 capabilities to the warfighter more effectively

· Industry - Provide performance and profit advantages via improved workflow processes

Motivation for C2 Portal

Some of the conditions that frame the need for change in business models, information sharing and partnering include:

· Government acquisition staff is decreasing , up to 40-50%

· Commercial IT cycle-times are rapidly decreasing, providing next generation technologies far more quickly than current acquisition cycles can react to leverage these improvements.

· Once a warfighter requirement has been identified, it can take an average of 450 days to create an official requirement.  

· Such a prolonged process results in many missed windows of opportunity for the warfighter

· The acquisition community understands the need for more agility to react to warfighter needs and match commercial solutions to such needs.

Business Process and C2 Portal

Portal technology is an enabler, not the solution in and of itself.  While it enables the rapid sharing of information and services, it is the business workflow that is facilitated by the portal and its applications that will bring the improvements to the C2 acquisition process that are required to reach the desired end state.  As the C2 community begins to adopt new and innovative business practices, the C2 Portal will be the cornerstone for successful implementation.  The overall goal is to achieve the desired C2 community end state:  near-instant solutions to meet warfighter needs.  Objectives of a successful implementation include:

· Strive for true “transparency” of the acquisition process for the warfighter

· 
· Provide Customer Relationship Management (CRM) partnering

· Support dynamic communities of interest (user groups, experts, etc.)

· Provide tools to reduce the cost of business and time to execute

· Reduce the barriers to entry and overall cost of sales

· Match existing solutions to warfighter needs 

· Leverage IT cycles and investment 
