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Overview

 Getting Beyond the Headlines

 Strategic Sourcing
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Air Force tells senator

it will alter C-130J contract 

St. Petersburg Times
Report cites violations on Air Force tanker deal

Defense audit says NPOESS contract "unfairly" awarded

Ex-Pentagon Official Gets 9 Months

http://www.govexec.com/
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GAO:  ―Factors Contributing to Poor Acquisition Outcomes‖

DOD’s buying power eroded due to:

 Historical preference for grand, revolutionary solutions that 

depend on immature technology

 Frequent mismatch between wants, needs, affordability, and 

sustainability

 Unrealistic and continually changing requirements

 Undisciplined management of programs once started

 Lack of competition and adherence to sound contracting practices 

that adequately allocates risk between the contractor and taxpayer

 Incentives and fees based on attitudes and efforts rather than 

results

 Workforce capabilities strained to meet 21st century challenges

Acquisition Challenges

From the Washington AOR
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Getting Back to Basics

Integrity & Transparency

 Process discipline with reasonable checks & 

balances

 Consistent and open dialogue

 Customers

 OSD

 Congress 

 Industry

 Accountability linked to authority

Agile Acquisition with Integrity & Honesty
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Getting Back to Basics

Acquisition Strategies
 Competition

 Sustained competition for development programs as long as 
possible

 Maximize competition at the task/delivery order level on 
multiple award contracts

 Incentives
 Utilize more CPIF type contracts vs. award fee for cost and 

schedule incentives

 Focus award fees on key technical and management 
challenges

 Risk
 Time certain development

 Risk based source selections

 Program risk management; risk as a predictor of program 
success

Agile Acquisition with Integrity & Honesty
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Getting Back to Basics

Acquisition Workforce 

 Who’s included ?

 Is it sized and shaped properly ?

 Is it educated, trained and equipped ?

Agile Acquisition with Integrity & Honesty
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Procurement Transformation 
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Strategic Sourcing is a Force Multiplier

Reduction in Cost Per Unit

Improved Focus on Socio-economic Goals

Improved Operating Efficiency

Change in Consumption / Volume

http://www.deere.com/
http://www.pratt-whitney.com/index.asp
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Current Tactical Alignment

(CONUS)

McConnell

Fairchild

Beale

Travis

Vandenberg

Los Angeles

Edwards

Nellis

Mountain Home

Malmstrom

F.E. Warren

Hill

Davis-Monthan Holloman

Kirtland

Buckley

Schriever

Offutt

Ellsworth

Grand Forks

Minot

Vance

Whiteman

Little Rock

Barksdale

Keesler

Wright-

Patterson

Hanscom

McGuire

Dover

Charleston

Shaw

Moody

Robins

MacDill

Patrick
Tyndall

Eglin

Hurlburt

Sheppard

Dyess
Goodfellow

Randolph

BrooksLackland

Laughlin

Scott

Bolling/AFDW

Andrews

AFSPCAFSPC

AMCAMC

ACCACC

AFMC

AETCAETC

DRU

AFSOCAFSOC

LEGEND

IDID

OROR

NVNV

WAWA
McChord

WYWY

MTMT NDND

MNMN

SDSD

NENE IAIA

WIWI

ILIL

MOMOKSKS

CO
UTUT

AZAZ

Luke

NMNM
Cannon

CACA

MIMI

OHOH

PAPA

NYNY

ME

KYKY

GAGAALAL

TN
Arnold

ININ

Columbus

MSMS

VAVA
Langley

TXTX

OKOK
Altus

Tinker ARAR

LA

FL

SC

WV

NCNC
Pope

Seymour Johnson

Maxwell

Peterson

MAJCOM HQ

USAFA

71 Buying Activities

3,322 Personnel

67,000 Contract Actions

$11.3B Installation Spend

$2B GPC Spend
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Commodity Councils

Success Stories

 Support Equipment

 190 NSNs reduced to 3 common configurations

 Acquisition Lead Time reduced from 180-210 days to 30 days

 Contract actions reduced from 209 to 13

 Information Technology ($223.7M spend – FY03-FY05)

 Centralized buying power

 Requirement configuration reduced from 1,000+ to 4

 $53M savings by using Quarterly Enterprise Buy methodology

 FY05 Awarded 17.1% to small businesses—Exceeded AF IT goal of 6%

 AFAA analysis found a $15M lost opportunity

 Medical Services ($42.1M Spend)

 Primary Care Elements

 Standardized Performance Work Statements

 $1.3M saving by eliminating fee based contracts from other Agencies

 100% small business
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Summary

 Air Force is taking steps to regain its acquisition 
credibility
…Transparency

…Oversight

…Governance

 A transformed Air Force demands a different 
business model & alignment of resources to 
support the model

Strategic vs. Tactical Sourcing
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