
By Myrna-Lynne Whitney

I
n the aftermath of the eight
“Lightning Bolts,” more
changes are now in the
works.  At the off-site
Acquisition Management

Workshop, held 26-27 June, Mrs
Darleen Druyun and other senior
Air Force leaders started the
strategic planning process to
restructure SAF/AQ and ultimately
Air Force acquisition for the 21st
Century.  They realize that
although radical changes are nec-
essary, these changes must be
planned and the people and
careers involved considered; there-
fore, revolutionary changes are not

going to happen overnight--BUT,
they will happen.

One outcome of the Workshop
was the creation of an Integrated
Process Team (IPT) Pilot Project.
Brig Gen John Hawley, Director
of Fighter, Weapons, Command
and Control and Missile Defense
Programs for SAF/AQ, will lead
the planning for the project.  He
believes that product support IPTs
are a way to increase staff effi-
ciency without drastically chang-
ing the formal organization.  He
emphasized that these IPTs are to
improve and expedite the acquisi-
tion process, not an “attempt  to
manage programs from ➤

SAF/AQ Adopts Vision Statement

S
AF/AQ recently adopted a new vision statement for the
Pentagon acquisition staff.  The “SAF/AQ Vision for the Year
2000” was developed at a management off-site meeting in late
June by the SAF/AQ Mission Area Directors, Deputy Assistant
Secretaries, and Program Executive Officers.  The SAF/AQ

vision (see box) focuses on a lean, well-trained, cooperative acquisition
staff.  The goals and objectives being developed to accompany the vision
stress the need for staff Integrated Process Teams, innovative strategies,
and elimination of non-value added activities.  ◆
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By Maj Chris Pelc

I first used earned value in 1986 as the
business manager for the GPS User
Equipment Program (one of those career-
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ple in the Pentagon use Word 2.0 or Wordperfect 5.1.
Although I know there are still some problems with
Adobe Acrobat, (people with 386s, installation, etc) I
will be glad to help anyone with their problems.  Also,
newer, better computers are sure to be just around the
corner.  Hang in there! ◆
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tion scheme. So this is how I think we’ll un

xpectation would be that by the end of a ye
ailed this thing and have a good feel for wh
hen we can begin unhooking and start to s
ssentially zero by the end of ‘97.
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Undersecretary of Defense
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Colleen Preston, speak
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th know how you
, I think there’s a
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alize that this is
omething they

eir specialty,
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tant role of the Roadsh
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the past—when you ge
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le managers, I think we can allay a lot
nce we demonstrate that we’re not jus
o—then I think people are going to re
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During the training, the
Roadshow II trainers

workforce at their home
center or lab. The third

hat’s what
uisition reform
ll about.

➤

ld grade or civilian equivalent, and they are interested
 making a difference, they may want to tell their lead-
rship they would like to be a member of our team.  ◆
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corporated into detailed implementa-

s to develop the concept of operations
basic concept is not to inspectandno
mely training/education and assis-
ucts from the onset, developing center

nd accomplishing all of this at the SPO’s location. The team will have a
rienced functional and program
el. They will work extensively with
r organizations. Tentative IOC for
. Mr Bob Lach, formerly deputy
 lead.

 objective was to fine tune the
 Strategy Panel process. The con-
permanent body of experts covering
 and staff organizations to help
gers on their acquisition approach-
 Office will establish a process
er out the details using AFMCP
int.

nning (#3) had two groups: one
rograms, and the other mature pro-
 was to develop basic tenets
g (not a numeric model). The➤
cross-section of expe
management personn
the established cente
organization is Aug 95
AFMC/DR, is the team
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the range of functions
advise program mana
es. The RFP Support
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800-7 as a starting po
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PE (210) 925-1197
M (916) 643-1280/81

(213) 363-3226
M (912) 926-2519

(615) 454-7537
(904) 882-9403
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Ms. Deborah Talley OC-ALC/F
Ms. Kathy Manning OO-ALC/F
Ms. Francie McBee SA-ALC/D
Mr. Sturgis Wade SM-ALC/F
Lt Col Ken Glastetter SMC/PLOM
Col Ted Karoglou WR-ALC/F
Mr. Alvin Simmons AEDC
Mr. Dave Lambert AFDTC/PK
RFP and JDAM’s organizational concept; M
Drewes (AQC) on evaluating performance-
d proposals; Col Wiedemer on the GPS org
nal concept; and, finally, Brig Gen
tkowski on MILSTAR’s reform and downsiz-
itiatives.

most important part of the Workshop was th
l-group sessions focusing on particular Ligh
ific objective that supported the overall impl
 considering. Their findings will be directly in
lans for the bolts.

RFP support team (#1) group’s objective wa
 centralized RFP support organization. The 
rk. This will be accomplished by providing ti
 to SPOs, helping SPOs produce their prod
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r Maj Keith
 their
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Acq
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session is scheduled for August.

With the completion of the training sessions,
for the kickoff of Roadshow II is nearly compl
early June, senior AFMC leaders reviewed th
materials, and training packages were shippe
mid-July to the centers and labs. A Roadshow
Integrated Product Team (IPT) composed of m
HQ AFMC/DR, PK, EN, DO, ST, DP, FM, AFIT
SAF/AQ, and the U.S. Army Materiel Comma
pleted the monumental effort of setting up the
Command-wide program.

Now, with Roadshow II training opportunities 
up soon throughout the Command, IPT leade
Yockey believes it is vital for everyone to know
center or lab Roadshow II focal point. These 
are responsible for scheduling and conductin
lored training sessions at each AFMC location
to find out about the Roadshow II experience◆

Roadshow II continued from page 8

Roadshow II Center F
Mr. David Stocking AFFTC/PK
Ms. Robin Grollmus ASC/AZ
Lt Col Dave Genovese ESC/AR
Capt Kenneth Delano HSC/YAEH
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rformance
tractor,

 man-
inimize
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d many of
ces were:
rocesses,

Performance Risk Assessment Group
charter to include past performance evalu-
ation including prior non-AF work, and
evaluate the need for an annual third party
assessment to supplement or replace the
CPAR.

The SAMP (#7) group was to refine the
concept and contents of the document.
The SAMP is the single overarching plan,
developed by the stakeholders, to provide
a roadmap for management and execution
of the program. The objectives of the
SAMP are to subsume numerous docu-

ments, reach a
50-page goal,
be the only
program doc-
ument requir-

port contin-

tning Bolt Leaders

Mr. Lynskey SAF/AQCS
LtC Waeber SAF/AQCS
LtC Harrington SAF/AQXA
new programs group identified 1
The most important ones were t
stand core tasks to accomplish t
gram, delegate Total System Pe
Responsibility (TSPR) to the con
tailor your contract strategy with
power constraints in mind, and m
Government reviews and approv
mature programs group identifie
the same tenets, but the differen
to take control of your existing p
divest the SPO
of its prime
integrator role,
inject more
commercial

Acquisition Renaissance Workshop Re
ued from page 9
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ction Officer
ym@aqpo.hq.af.mil
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ite 6
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ts Initiatives
 Acquisition Reform
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Maj Kim Hurd, Acq Refo
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Capt Barry Graham, Ac
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HQ AFMC/DR
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Glenn Miller, Chief, Req
Maj Keith Yockey, Chief,
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Maj Glenn Palmer, IPD
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op new
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ain defi-
cation of
erform
enda-
 a letter

ing HQ
approval, gain
and maintain
stakeholder
buy-in, be
both a mile-

stone decision and program management
document, and reduce program approval
cycle time.

The small-group workshops ended with
unanimous agreement on each of the rec-
ommendations and a mandate to incorpo-
rate each one into the appropriate
Lightning Bolt implementation plan.

LtC Syckes SAF/AQXA
Ms. Brewer SAF/AQXA
Ms. Rider SAF/AQCO
Maj Pelc SAF/AQXA
Maj Pelc SAF/AQXA
products into
the system, and
reduce the num-
ber of contracts
and contract
actions.

The group responsible for past p
mance (#6) was tasked to devel
Contractor Performance Assess
Report (CPAR) standards. The m
ciency in the CPAR is no identifi
potential: Could this contractor p
on its next contract? The recomm
tions were to have SAF/AQ issue
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ion in
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The second Workshop in the Acquisition
Renaissance series will be held 26-28 Jul
95 and will include the DACs, selected
SMs, and some SAF/AQ staff.  ◆
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By Mrs Darleen Druyun, Acting Asst Secretary
(Acquisition). Brigadier General Donald
Walker is Director, Space Systems Acquisition,
National Reconnaissance Office (NRO)

Recently, General Walker and I discussed the
unique opportunity that an NRO assignment
affords military and civilian personnel to expe-
rience streamlined acquisition in action. The
NRO was established with special authorities
and directed to develop and use streamlined
acquisition methods. Consequently, it has been
in the forefront of acquisition streamlining. The
NRO always has been an excellent Air Force

assignm
NRO’s m
acquisit

The NR
technolo
intellige
Comma
and oth
is accom
ment, a
intellige

Genera

 the organization knowing the
r initiatives have impact on mis-
. He also added the organization is
, with more than half being Air
, enlisted, and civilians.

with General Walker, I agree—for
r Force acquisition professionals
rs an environment where you can
tive ideas into practice.  So, not
thing different, but also career
 I encourage you to include the

ominent career option.

NRO Offers Acquisition Str
Recently Acknowledged Organizatio Officers 

◆

ent. Here are some insights into the
ission and the important role that

ion professionals play.

O ensures that the United States has the
gy and space-borne assets to acquire

nce worldwide for the National
nd Authorities, the military services
er governmental agencies. This mission

plished through research, develop-
cquisition, and operation of the nation’s
nce satellites.

l Walker emphasized that the NRO
offers major systems acquisition

you will leave
results of you
sion success
staffed jointly
Force officers

After talking 
innovative Ai
the NRO offe
put your crea
only for some
broadening —
NRO as a pr

eamlining Opportunities
n Seeks Outstanding Acquisition 
 News From AFAR
 is an electronic publication.
by email to the members of
gle Managers,DACs,PEOs,
ctors.

sted reader, but don’t quite
ibution list criteria DO NOT
e way. News From AFAR is
yone in the US Government

tribution list. Just send an
o.hq.af.mil and you will be added.

ccount,you will need the Adobe
nd a PC(486 or better recom-
s or OS/2),or a Macintosh.

 From AFAR will be making its
experience. Its cradle-to-
grave management philoso-
phy ensures that assign-
ments are varied and
dynamic.  You are able to
move from among space
systems research, develop-
ment, acquisition, and
operations assignments to
get the big picture perspec-
tive. Assignments are high-
ly selective and competi-
tive. The NRO’s mission
demands hard work, cre-
ativity, and the ability to
make things happen.
General Walker comment-

How To Get
News From AFAR

Initially, it is being sent 
our distribution list: Sin
and Mission Area Dire

If you are an intere
meet our rigorous distr
PANIC. Help is on th
available by email to an
who is not on the dis
email to grahamb@aqp

In addition to an email a
Acrobat reader (its free),a
mended,with MS Window

By next issue, News

eb —making it even easier to
ore info.
ed that “short chains of
command enable quick
decisions and action;” thus,

debut on the WorldWide W
obtain. Stand by for m
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