FALL ’98 Commercial Advocacy Conference


Discussion Question  Starting Points





Role of Competition Advocate in Regard to Commercial Practices


	


What is current role, actual experience? 


What should role be?


Should Competition Advocacy / Commercial Advocacy functions be divided?  Why or why not?


Is current guidance sufficient?


Is current authority sufficient (does commercial advocacy need the formal authority of competition advocacy)?


METRICS


How should we identify use of commercial practice (i.e. on DD 350, Far Part 12 buys are recorded, but not those buys that don’t qualify under those parameters but do actually make use of commercial practice)?  Should we get credit for trying, even if commercial ends up not being best value for that particular purchase?


How should we measure success?


What is a realistic expectation of commercial $$, %?


How do we get that data?  Existing systems, new systems, or manual?





Skills and Resources of a Modern Contracting Workforce – Where to Go and How to Get There





What types of skills are required for: market research, buying commercial, and pricing commercial?


How do we get requirements people involved?


Define parameters of Market Research—how involved should buyers be?   


What additional training is needed?  What should its form be (schoolhouse, informal)?








Barriers and How They Should Be Addressed?





What internal barriers (to field—ex: change management)


What external barriers (SAF, Contractors, MARKET Barriers—are we preventing companies from competing?)


How do we overcome these barriers to achieve success?


Any examples of barriers being overcome (for instance, does anyone have an example of requirements actually being changed to make a buy commercial?	


		


