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INTRODUCTION

Technological superiority plays a key role in realizing Air Force Core Competencies.  To sustain full spectrum dominance, the Air Force must achieve faster, more lethal, and more precise military capabilities.
  In the past, our USAF Contracting workforce provided the systems, supplies and services that have sustained, and supported the warfighter.  This Concept of Operations (CONOPS) describes our vision of a future of sustained acquisition excellence—it provides for the employment of the Contracting workforce through the year 2008 and beyond. 

Air Force CONOPS 2020 identifies people as a “foundation” enabler that is equal to the enablers of communications, command and control, infrastructure, expeditionary culture, and modernization.  The Contracting CONOPS identifies the military and civilians that form the “people foundation.”  It is these people who will provide world-class acquisition support to our warfighters.

BACKGROUND

Over the past decade, the DOD acquisition system has undergone massive reforms that fundamentally changed the way we acquire products to meet mission needs.  In order to succeed in the new environment, the goal of this CONOPS is to create an acquisition workforce that has the education, tools, training, experience and improved processes necessary to function effectively in the demanding new business environment of the 21st century.

STATEMENT OF WORK

The Air Force will continue to recruit, develop, and retain military and civilian contracting professionals and partner with contractors and customers to enable our vision of continued acquisition excellence.  This workforce is essential in achieving an unrivaled degree of innovative business practices founded on effective integration and testing of new concepts, and advanced technologies.  We shall employ proactive management practices to ensure the right quality and mix of military and civilian contracting professionals needed to achieve Air Force Vision 2020.

ASSUMPTIONS

Our ability to sustain acquisition excellence is inextricably linked to Air Force Vision 2020. This document presents a vast range of challenges that the Air Force will face over the next two decades.  The following assumptions, together with the challenges in Air Force Vision 2020, will shape the USAF Contracting workforce of the 21st century.

Fewer major, but more complex contracts; longer periods of performance; more complex contract administration
Systems interoperability and supportability issues will continue to be of increasing importance for the Contracting - Acquisition professional

Government Purchase Card spending thresholds may increase and functions will continue   to expand -

·Purchasing

·Ordering

·Paying

·Intergovernmental transfers

·Non-contracting functions such as training and claims

Systems interoperability and supportability issues will continue to be of increasing importance for the Contracting - Acquisition professional

Increased reliance on commercially available items with greater use of commercial contracting techniques

Increased use of performance-based contracts

Expanded "other transactions" authority to pilot commercial-like acquisition, allowing contractors to avoid the unique burdens and risks generally associated with government contracts and increase Defense access to market-driven economics and innovations

Technical refresh will continue to accelerate; IT requirements will increase and IT will be integrated into every job. The impact (positive or negative) of these IT initiatives is an unknown

IT will drive common tools to be developed on a DOD level. We will need to learn these tools

Contracting will continue to support all socioeconomic programs, subcontracts must be counted against contracting and socioeconomic goals

Flexibility for decentralized contracting where it makes sense

Supply Chain Management coupled with rapidly evolving IT will impact the needed skills mix
Aging aircraft fleet and associated support equipment along with projected budget increases will multiply actions for structural, avionics, corrosion-control and engine repair. As aircraft overhaul time increases, contract performance periods and contract administration time expands

Issue of Contractors in/on the battlefield must be addressed

Contracting professionals of the future will need ready access to more information to perform market research in order to provide best value decisions

Buyers will have more specialized knowledge - specific area or industry (geographic or product/service) type experts vice generalists
Contracting professionals will need to know more about how businesses and specific industries operate; more insight, less oversight, and our core competencies will need to be refined (what works for one industry doesn’t for another i.e. thresholds, processes etc)

Cost studies (A-76) will continue to impact all areas of contracting (systems, sustainment and operational) and may lead to increased contracting personnel requirements - contracting out decreases base population, but increases contracting workload, both pre and post award

We will continue to require military in contingency contracting and we will continue to improve our expeditionary capabilities
Proposed Business Process Reengineering Targets

Need to educate customer/buyers to accept more risk (risk management v. risk avoidance)
Contracting and funding process should be less rigid and lead-time should be shorter so that AF can compete with other agencies’ contracts 

SPS needs to be standardized for all services

Use consolidated contracts where it makes sense 

Create a workforce that can float among all DOD service areas--remove self created, artificial barriers so employees can return to the AF

Develop and implement new training initiatives to promote development of business acumen.  Make it comprehensive, not piecemeal (cradle to grave competencies)

Change manpower and civilian personnel rules 

recruitment and retention

enhance ability to put resources where you need them (mobility)

expand Acquisition Demonstration locations

Increase the flow of accessions
There will be a need for better interface with other systems that still do not communicate with each other

Use consolidated contracts where it makes sense; more bundling but subcontracts will have to count toward socioeconomic goals

Use ‘Prime Contractor / Integrator of Choice’ to minimize contract workload

More long term contracts for CLS

We must decrease the CALT and award processing time. Thresholds for avoiding risk should be lessened to allow faster response; increase training and competency to decrease review and corrections

Broader use of Air Force Reserve and Individual Mobilization Augmentee (IMA) members in field and headquarters billets

Consider reverse or co-op EWI programs – assigning contractor personnel to AF contracting offices will bring crossfeed to AF on latest business practices

Need to understand the benefits of lease versus buy and the decisions of life cycle costing

Change manpower and civilian personnel rules for recruitment, retention and

reassignment. To enhance our ability to put resources where they are needed, management should have the authority to move authorizations
DAWIA qualifications should not continue to stovepipe workers

Need to promote multi-functional expertise

More flexible training opportunities with ‘modules’ that can be downloaded when needed for refresher/review of latest changes.  Case studies are invaluable for lessons learned. On-line tutorials for processes that give us the most problems such as PNMs, J&As, etc.

Better utilization of personnel on 1105/1106 positions

Determine what processes can be performed by non-1102s such as DBMS, FOIA requests, contract close-out, payment and funds tracking, pricing, IT support 

More emphasis on degrees in E-business

Consider regional contracting concept

Consider the implications of server consolidation due to increased costs of maintaining separate systems

Create a steady flow of the right mix of accessions with easier civilian / military billet exchange
Assign DFAS person to contracting office - position will pay for itself in decreased late payments and penalties

Better recruitment of contracting personnel through a defined set of skills as opposed to simply educational requirements; an acquisition recruitment core at SAF/AQC which would function like military recruiting. Proficiency measures for promotion by demonstrated success on KSA’s like we do on source selection, recognize responsibility pressures of holding a warrant 

Offer flexible, short-term positions for special projects - bring back qualified retirees w/o adversely impacting their retirement benefits

Consider more pay banding locations and reward employees for impact on mission

ENABLERS

People are the foundation of our aerospace force.  To accomplish the mission, we must have the right number of motivated, trained people with the right skills.  The aerospace force of today and tomorrow requires that we recruit and retain highly competent professionals.  The Contracting workforce must also remain flexible to meet the demands dictated by rapidly changing acquisition reform and business practices.  The following “enablers” are fundamental to achieving acquisition excellence.

Workforce Size and Mix.  The Air Force must recruit, retain, and sustain organic Contracting professionals .  Maintaining an appropriate workforce size and mix, in today’s highly dynamic environment, presents a significant challenge.  To meet this challenge, we will establish effective management structures, policies, and processes that provide an efficient means to administer, review, and adjust workforce demographics as required to accomplish Air Force goals and objectives.  To preserve a vibrant and highly motivated Contracting workforce, we will provide Contracting career paths that offer opportunities to gain breadth, depth, flexibility, and operational experience.  Each of the three components of the Contracting workforce has unique attributes:

· Military:  Military Contracting professionals are critical to providing contracting and business advice in support of the warfighter.  Military Contracting professionals bring fresh thinking gained through breadth of experience from multiple assignments. 

· Civilians:  Civilian Contracting professionals provide continuity of contracting expertise.  They provide corporate knowledge, which allows them to draw from lessons learned.  Contracting civilians also provide contracting and business advice in support of the warfighter, and breadth and depth of experience to each acquisition through sound business practices.

· Support Contractors:  Contractors will continue to provide support to the acquisition workforce that is not inherently governmental.
Education, Training, and Development.  The USAF needs to continue to maintain the best Contracting workforce possible.    Therefore, we must ensure that contracting professionals  maintain their business acumen through continued education and training.  Just as we need to develop contracting professionals through education and training, we must supplement their training with well-planned assignments and OJT. 

Motivation.  The Air Force provides a tremendous opportunity to participate in developing innovative solutions to meet customer requirements.  To motivate the workforce, we must provide a culture with challenging and rewarding work, along with competitive compensation and rewards that are based on technical merit and contribution.  We must also create customers who understand the contracting process and contracting professionals who understand their customers’ mission. 

Facilities and Equipment.  The Air Force needs to provide adequate facilities and necessary equipment that is functional yet state of the art compatible. This symbolizes investment in people and is an important component that impacts morale and retention.

WORKFORCE MANAGEMENT

The Air Force Contracting Functional Manager and support staff within Headquarters Air Force will develop policy and guidance for organic Contracting recruitment, assignments, career development, compensation, and retention.  The Contracting Functional Manager will establish processes using advice from the Major Commands (MAJCOMs).  In conjunction with the MAJCOMs, the Contracting Functional Manager will determine the best size and mix for the Contracting workforce; will identify the resources and legislative initiatives to support the workforce; and will be its principal advocate. 

MISSION AREAS

There are five Contracting mission areas: 

1. Operational Contracting

2. Systems-level contracting

3. Logistics Centers

4. HQ/MAJCOM Support

5. Contingency Contracting  
These five mission areas represent all levels of Contracting involvement within the USAF mission.   
 Contracting Workforce Functions

Operational Contracting:
· Provides contracting support (services, construction, commodities, and specialized support) to installation and operational wings

· Business advisor to multiple customers

Systems-Level Contracting:

· Contracts for the design, development and production of new weapon systems

· Contracts for modernization of weapon systems

Logistics Centers:

· Contracts for support and sustainment of fielded systems

· Increases reliability, maintainability and reduces life cycle costs through contract modifications

· Resolves diminishing manufacturing source issues

HQ/MAJCOM:

· Provides policy guidance and acquisition advice to contracting offices and MAJCOM staff

· Provides training and tools to acquisition workforce

· Provides review and oversight to field activities


Contingency Contracting:

· Provides acquisition support to warfighters at deployed locations worldwide

· Provides support to local areas during and after natural/man-made disasters

Contracting Reporting Characteristics

Occupation:

· Benchmark Industry and other agencies


· Identify non-core competencies to contract out or move to other than 1102 series.

Experience:

· Benchmark industry and other agencies for entry, mid and senior levels

Grade:

· Parity with customers and industry negotiators

Academic Degree: 

· Bachelors Degree and 24 hour requirement is sufficient for entry-level

Academic Discipline (or continuous learning):

· To progress to senior level identify (not business only) post-undergraduate studies to meet 2008 assumptions

Civilian/Military/Contractor Support Mix:

· Identify core competencies 

· Identify mission in 2008 = mix change in 2008

· Identify difficulties in recruiting military

Refining Spiral 1 Results:

AQC reorganized to better align people, process and policy; will filter to commands and squadrons as process evolves 

Contracting has implemented a combined Policy Council for civilian, officer and enlisted matters

All workforce issues are considered for balance and effect

Continue to develop and implement reengineering targets 

Impediments:

Constraints of personnel system on recruiting

Continued loss to other agencies

Face the same recruitment and retention problems as rest of Air Force

High cost locations
CONCLUSION 
The themes addressed in this CONOPS parallel the challenges found in implementing Global Vigilance, Global Reach, and Global Power.  The Contracting workforce is a prime enabler in attaining Air Force mission objectives.  Historically, Contracting is intertwined with our nation’s success at defense.  From the first Wright Flyer to the current space based platforms, contracting has repeatedly demonstrated its ability to provide the very best for our forces. Contracting will continue to play a key role in Air Force acquisition excellence and mission success.
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