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The Army recently hired portfolio managers.  The AF and Navy are in the process of doing the 
same.
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Good examples of templates are the Navy’s SEAPORT acquisitions and DLA’s 
Headquarters support services.

We need to do a much better job at market research.  Issuing a sources sought 
synopsis does not cut it.  Need to talk to industry and see how they are doing 
services, commercially and non-comercially.  This involves the entire acquisition 
team.

We need to really try to get more competition for our requirements.  More 
frequent recompetes is one way, but writing better requirements and doing better 
market research is another way.

It is important that DoD incentivize, achieve, and share in cost improvements 
h i d f f f i i i i i l diover the period of performance for support services acquisitions, including 

knowledge management services.  We should incentivize and expect similar 
cost improvement on high-value services contracts.
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Apr 27 2011 amplifying guidance specifies 30 day solicitation requirement 
applies to all competitive procurements of supplies and services above the SAT, 
including commercial and construction.  Further, it covers procurements 
accomplished under the procedures in FAR and DFARS parts/subparts 8.4, 12, 
13.5, 14, 14 and 16.5.  

Exceptions to this policy are procurements in support of emergency acquisitions 
for contingency operations, humanitarian assistance, disaster relief, 
peacekeeping operations, or recovery from nuclear, biological, chemical, or 
radiological attacks against the United States.  However, the use of these 
exceptions does not mitigate the need for competition nor the requirement for a 
determination that the price is fair and reasonable. 
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Detailed guidance on the uniform taxonomy was provided in the 23 Nov memo.
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Today, more than 20 percent of the department’s services acquisitions are 
written using T&M or CPAF contract types.  At a time when DoD is driving 
toward more fiscal discipline, we spend about $24 billion in services using T&M 
contract types, the least preferred type for understanding costs.  Similarly, CPAF 
contract types provide only limited motivation for cost discipline on industry’s 
part.  We must recognize that the contractor at-risk capital is typically much 
lower for most service acquisitions than it is for supplies and equipment, and we 
m st factor that into the contract decision processmust factor that into the contract decision process.

OSD is expected to issue further detailed guidance for establishing a taxonomy 
of preferred contract types in services acquisition.
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DAU has several resources available to assist your acquisition teams or 
individuals.  We will discuss each of these over the next several slides.
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This is a great course for anyone wanting to learn more about services 
acquisition.  It is not required for DAWIA certification in any functional area, 
however, beginning in FY12, it is one of seven elective courses that Contracting 
requires students to take one of for Level III certification.  

The Services Acquisition Guidebook is the textbook for this course and the 
students learn to use the Requirements Roadmap process to develop astudents learn to use the Requirements Roadmap process to develop a 
requirement and the surveillance process to go with it.
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SAW workshops are an outstanding tool to get an acquisition team off and 
running early in the requirements development process.  Taken seriously, the 
acquisition team will be well on their way to developing a solid, performance-
based requirement, with well-defined performance objectives and measureable 
performance standards.  Additionally, they will have a good start on developing 
their quality assurance surveillance plan and sections L & M of their RFP.
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These are the key lessons learned so far from SAWs conducted.  It is absolutely 
vital to have the right people involved in the process and to have leadership’s 
support.
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In all our services courses, including SAWs, we take students and teams 
through the seven step performance-based acquisition process.  We use it 
because it works.  There are three phases – planning, development and 
execution.  It all begins with a mission requirement and ends with achieving the 
mission results.

The next three slides will highlight typical problems we encounter in the three 
phasesphases.
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The Service Acquisition Mall is an outstanding resource available 24/7 wherever 
you have access to the internet.

The structure of the mall is in alignment with the uniform taxonomy discussed 
earlier.  The topics and concepts discussed in ACQ 265 and the SAW 
workshops are contained in the mall, as re hundreds of sample performance 
objectives, standards and other useful items.  The seven step performance-
based acquisition process is included and there are short audio recordings and 
slide presentations to assist in learning or reinforcing concepts.
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ARRT is the latest tool to help acquisition teams in developing their 
requirements documents.  It is contained in the SAM and is introduced in the 
services courses.
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This is how to get a copy of the latest ARRT tool.

The next several slides describe how the ARRT Tool works.
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This is the beauty of the ARRT Tool!
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This summary slide shows what assistance is available from the DAU Services 
Learning Center of Excellence.  We stand ready to assist you and your team to 
improve the tradecraft in services acquisition, specifically, addressing the causes 
of poor tradecraft.
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