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The 2003 Air Force Services Symposium, “Achieving Global Dominance through Services Acquisition,” was held 14–17 January 2003, 1560 Wilson Blvd, Rosslyn, VA – a great success!  The purpose of the symposium was to communicate the Air Force Headquarters’ perspective for service contract policy and determine the tools, training, and policy initiatives deemed necessary to move Air Force services in the right direction.  MAJCOM representatives, industry, and contracting customers were on hand to hear the Air Force Services vision from key leadership.  Recognizing the broad scope of challenges ahead, this symposium provided the forum to discuss the issues, challenges, policy, and improvements that are pertinent to a synchronized effort amongst the key players to achieve high dividends in support of the warfighter.

Day 1:  Approximately 65 participants from industry, and the acquisition community (including SAF/AQC, AFPEO/SV, AF/IL, OSD, SAF/SB, GAO, AFAA, MAJCOMs and customer representatives) gathered together to discuss critical issues regarding AF Services.  The symposium kicked off with presentations from key leadership on the Air Force vision for services acquisition.  Brig Gen Scott (SAF/AQC), Mr. Timothy Beyland (AFPEO/SV), Mr. Stan Soloway (PSC), Mr. William Timperely (OSD), and Mr. Grover Dunn (AF/IL), each provided their insight on how the AF can take advantage of the opportunities offered via a world-class services acquisition program.

In the afternoon, working groups comprised of MAJCOM, functional, and Air Staff participants validated their understanding of the leadership vision by using “context mapping” techniques to describe the environment of services acquisitions.  This was very constructive in that it served to establish the parameters and foundation for the next day’s discussion to identify the key initiatives influential to realizing the Air Force vision.

Day 2:  Each of the working groups identified four critical areas that stand to significantly impact services acquisitions within the Air Force.  They include:  services program management, communications, training, and partnering.  The working group then identified what was termed “Five Bold Steps,” or key initiatives within these critical areas.  The groups down-selected to a single initiative and developed a SMART plan to identify the necessary actions for successful implementation.  The “Five Bold Steps” for each critical area are below.  The initiative recommended by each working group to AF leadership is highlighted in red:
1.  Services Program Management:
-
Capture, analyze and use spend analysis data
-
Revise AFIs (technical); less restrictive, less prescriptive, more consistent
-
Level playing field between AF & GSA (either loosen the rules for AF acquisitions, or tighten the rules for GSA acquisitions)
-
Investigate implementation of Contract Program Management Office (CPMO) AF-wide

-
Balance risk/reward and embrace lessons of failure (when risk is assessed correctly and the contracting officer leans forward, leadership support applies to both success and failure)
2.  Communication:
-
Air Force vision communicated globally

-
Communication with external and internal customers

-
Improve communication/information dissemination - starting at the AF leadership level
-
Leadership support

-
SAF/AQC and AFPEO/SV role development

3.  Training:
-
Conduct AF-wide analysis of training needs

-
Identify and validate training sources

-
AF-level funding support

-
Establish Centralized Management Office

-
Delivery the PBSA message

4.  Partnering:
-
Issue Joint Policy Memo
-
Charter Acquisition Centers for Excellence (ACE)

-
Benchmark team building training

-
Incorporate performance feedback

-
Utilize facilitators

Day 3:  The working groups developed a SMART plan recommending an approach to completing each project within 12-18 months.  The following schema was used for development of the plans:

 *S - Specifically describe what are you attempting to accomplish

  M - Measurable success

  A - Action steps

  R - Identify who is responsible for success

  T - Timing 

1. Services Program Management:

S
- Capture, analyze, and use spend analysis data to enable world class strategic sourcing and planning

M
- When we have full visibility of funds obligation, allocation of funds by service category, vendors, contract types, etc…

A
-
Steps for Success


-
Review and assess sufficiency of existing data


-
Leverage and analysis of AFMC and AMC initiatives


-
Develop AF strategic sourcing plan and incorporate new ideas and lessons learned                                                                                                           


-
Execute the new plan

R
-
Responsible individuals:  SAF/AQC, MAJCOMs, USAF/IL, and AFPEO/SV

T
-
Timeframe:  18 Mos.

2.  Communication:

S
-
Improve Communication/Information Dissemination  

M
-
Customer satisfaction surveys


-
Customer concerns/feedback

A
-
Actions:


-
Periodic MAJCOM/Senior Services Council meetings


-
Gather support/marketing


-
Gather agenda material

R
-
SAF/AQC (P or K)

T
-
Issue Memorandum of Agreement (MOA) within 30 days


-
MAJCOM response with players within 15 days


-
Initial meeting 30 days thereafter



-
Senior Services Council to meet as schedules permit

3.  Training:

S
-
Establish a Centralized Management Center for services training (Center of Excellence)

M
-
Approve charter


-
Adequate resources (manpower and dollars)


-
Game plan developed and published 

A
-
Approval/buy-in from senior leadership


-
Develop roles and responsibilities


-
Publish the charter


-
Staff /fund Center

R
-
Air Staff for management and MAJCOMs for execution

T
-
Senior leadership buy-in/approval - 1st month


-
Roles/responsibilities development/coordination -3rd month


-
Charter development /coordination - 6th month


-
Staffing/funding center - 18th month

4.  Partnering:

S
-
Issue SECAF/CSAF policy letter directing partnering 

M
-
Issuance of joint memo 


-
MAJCOM submittal of implementation plans


-
MAJCOM implementation of plans

A
-
Charter existing/create new ACE


-
Promote partnering


-
Benchmark commercial team building training


-
Implement team performance feedback


-
Utilize facilitators throughout complete lifecycle of the acquisition

R
-
Joint letter - SECAF/CSAF


-
Implementation plans - MAJCOMs

T
-
Issue letter by end of FY 03
   


-
Implementation plans due 90 days after issuance of letter

Day 4:  The Working Groups briefed senior Air Force and industry leadership on the proposed recommendations and SMART Plans.  Leadership was very involved in the discussion and specifically echoed the need for partnership between the functionals, contracting, and industry communities as a significant driver for the road ahead.

Current status for the road ahead…  SAF/AQCP is reviewing the initiatives and developing a strategy to outlining SAF/AQCP’s approach to the initiatives.  The presentation to Mr. Williams will occur mid-March 03.
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