EWI: A Real Eye-Opener on Industry Processes
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Ever heard of Education with Industry (EWI)? It gives students valuable and in-depth insight into the management methodologies and use of the latest technology in industry.

If you’re selected, the Air Force will pay your salary to work at a company for up to 12 months for civilians and 10 months for military members.

EWI’s new focus is for its students to perform their tour with cutting edge companies--and they aren't just in defense industries.   For example, I went to SBC, a telecommunications leader headquartered in San Antonio.  SBC is the parent company of the well-known Bell Telephone subsidiary companies.  It’s a service company whose capabilities range from plain telephone service, to long distance, wireless communication, high-speed internet access, Internet Service Provider (ISP) services, satellite services, networking solutions, and communications equipment sales.

This was the first time SBC participated in the EWI program.  They placed me in the External Affairs Division at their headquarters office.  Since I had a technical background as an Air Force engineer and program manager, I was utilized as a Resolution Manager solving issues for VIPs (political officials, CEOs, big-dollar accounts, etc.).  In return, SBC taught me how their company runs a business for profit (very different from the government, which is mission-oriented), their use of cutting-edge technology, their relationships with political figures and the political process, and how they incorporate new business practices. 

I gained knowledge and education you just can’t get working in the government or attending a class.  SBC is a very goal-focused culture, and my experience gave me insight on how I can apply many of their ideas in the Air Force.  I saw how they quickly revamped their customer service department when one of their primary services was in trouble.  All of upper management bought in to “saving” the program by being highly visible with their support.  Incentives were offered to all employees, which made the company act like a real team working together to solve a problem.  I experienced first hand the frustrations and delights in working with the latest technology and how it takes a change in culture and mentality for customers to accept and get used to receiving a service in a new and better way.  It’s made me a better acquisition leader.  I plan on incorporating some of these ideas now that I’m back.  Watch out!! 
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