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ABSTRACT

While the Total Quality Management (TQM) movement in the
Upnited States has led to significant advances in the internal
preocesses and products of hundreds of major corporations and
Government agencies, very little evident change has been realized
from the application of TQM to the products and processes which
transcend. organizational interaction, and . especially those
processes and products which exist at the most painful, potentially
most wasteful and cften the most econfrontationally negative
interface anywhere - the interactions of Government and industry
within the Acguisition and Logistic Support Processes.

Given, (1) the severe budgetary and projected manpower cuts
facing the military today, (2) the rapidly declining interest of
. corporate. leaders in pursuing a business arena that has resisted
sufficient profit margins without the presence of major program,
big ticket hardware items, and (3) the continuing evidence of
inereases in the worldwide threat capability {reguiring continuing
investment n new technologies and combat capabllities) despite a
lessening of geopolitical military pressures, TQM is the only
current, proven and available intermediary with the capabiiity of-
turping: each of these constraints into a positive environment for
all of the training industry's players. It is tame for senior
management leaders in both the Government and industry to turn
their colliective attentions from the relatively immediate, internal
_benefits of TOM and look to applying these proven principles to the
very survival of all agencies required to exist and profit within
the Acguisition and Logistics processes.

INTRODUCTION

Disbarment. BSuspension. Formal legal
action. . Cessation of progress payments.
Negative past prerformance assessments.
Failure of the -product to perform to
customer need. Negative  publicity or
professional recognition. Congressional
review or  censure. Cost and schedule
overrun. Dismissals, firings and changes in
assignment. This is the stuff or the
threats of stuff that the real contractual
world is too often seen as bering made of and
the basis in fact or in foundation for
confrentation relationships in dealings
between the Government and rts contractors.
it is a relationship built on unfulfilied

- exXpectation . and perception, contractual

failure and sometimes even an innate belief
that there is only one unilateral solution
to a problem. Get a position of strengih or
control before the other guy. Punish the
other guy for not living up to his perceived
part of the bargain regardless of impact.
Bully ones way through a difficult problem
without losing face, confidence oxr
leadership. Make sure that your leadership
knows that you're . getting the Jjob done.

But at what price?

Eariy in his acquisition career, the
author was a member of the KC-10 Joint
Program Office Team that conducted the
acguisition and contracting of the KC-10
Aircrew Training System. After cantract
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award to BAmerican Airlines, the author
became aware of one of the giant paradoxes
of Government contracting. While the KC-10
Government ceontract contained some 3-400
pages, the contract between American
Alrtines and Link Co., for the simulator was
less than two pages in length. While the
Government effort took over two years to
assemble and manyears Lo assemble, 1t took

only parts of two weeks time to negotiate
the simulator subcentract. - And that

simulator portion of the program represented
about 60% of the total eiffort.

Later this year, the Government will
awara another contract £for the latest
Bircrew Training System (ATS) - the SOF or
Special Operations Forces Alrcrew Training
System. While this program wiil undoubtedly
be the most complex, tecinnicaily advanced,
demanding and potentially most successiul of

any of the six Air Force ATS'to. date, there

are some 1nteresting sidelights which must
be examined in light of the evolving U.5,
military budget and worldwide peolitical
environment.

(1} The program will consume hundreds
of man years of time and effort prior to
contract award; manpower just to create the
4 or 500 page RFP and contract -and to
conduct the three separate paper design and
bid efforts over three years. Man vyears
which no other corporation or Goverament
could afford to or would ever consider
expending for similar producis, services or
profit.

(2) The program will cost the three
major prime bidders and their major
subcontracitors a combined ftotal of somewhere
between 30 and 45 million deliars above the
Government design funding. Money which on
paper would appear hara to ever recover.

{3) For the two losers (any two of the
threej, economic viabilaity, jobs and
careers, future competitron with the
Governmeni and even possibly their ceontinued
existence may be in real jeopardy. All for
wanting to do the very best job possibkle.

{4} - -Given evewr the most advanced
acguisilion strategy and state of evolving
technology, the final proauct/program will
not represent the optimal interests of the
customet or the CGovernment. Why? Because
wnichever teotal solutaion 18 selected,
super:or elements of the losing programs
well be lost and by the time the program is
ftreided, the second and third: worid
poiitical and threat environment will have

further evolved, technology will have
advanced and, bhecause of the driven
acguisiticen strategy anada
Goverument /contractor relationship, any

resulcant program change will have to be
acvomplished through the even more painful,
costly and Lime consuming ECP or Engineering
Change Frocess.

{5) Remove the cost of confrentation
or protection .from - the - effects- of
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confrontation and the same program could be
purchased for 30 - 40%(7) less and all of
the above factors could be avoided. _

Concurrently with these events, the
world has seen the most significant changes
imaginable and even their most elemental
consequences leads to the inescapable
ceonclusion that while the military
capabilities of ali forces in the world will
change and evolve at an even more demanding
pace, no one can atford to contianue to do
business as Government and industry in
America nave been doing business over the
last tiity years.

THE CONFRONTATIONAL ENVIRONMENT

For the purposes of this paper., the
confrontational environment is that
contractual condition where the parties
committed to the relationship -funciion from
a defensive frame of reference; that is
decisions, actions and policies are
Lormalaied and carried out in a manner which
protects-the interests of a single party or
team before ii protects the interest of the
terms and conditions of the contract, all of
the contractual players and ultimately the
cusiomer. While a confrontational condition
can evidence itself in many forms, most
confrontational situations find their roots
in expectation and perception. For example:

- industry marketers who 'provide'
teconical intormation te a. customer to
encourage program development that presents
a picture of total probiem solution at a
cost without basis in Governmenl reality or
a  performance standard based solely on
industty experience.  Marketing 1s a happy
solution for all needs.

-- the relention of source selection
standards from tihe RFP.
Make the brdder demonstrate iis fitness by
guessing at Government intenticon.

~ muiti-level program management with
senior closed douor sessions to 'iron out’
program difficuities or to establish or
strengithen a competitive edge. reinforce
throughout the team that all of the work and
nard efforl don't really count in the final
analysis.

-~ propusals prepared by 'tiger teams'
experts who wiil never be assosiated with
the program again or proposats which will be
converied to actual real time and place
pians and projections only after contract
award. . Ce e

- teaming only to win or to get a
chance to bid. -

- the accegtance by industry of mis-
scoped or mis-directed RFP elements so that
ECPFs or a vompetitive edge can be gained.



- the buyving in of a contract with the
'‘sure' knowledge that program change in a
soie source environment wiii achreve iliscal
heasth.

- the additicon o©oF
unenforeable boiiter plate every time a
program problem or faiiure occurs to insure
that public confidence 1s maintaimed.

- the npeed to give the Goverament. what
1t wanlks and expects at all costs.

- the need to give industry ail the
help it can or will take.

- a fundamental belief Lhat everyene -
given a chance - will cheat the Government.

- a fundamental belief that industry
wiil give away program quality for profat.

While these perceptrons and
expectations are the stuff of confrontation,
the negotiating process is 1its breeding
ground ana it is important that this
delinealion be drawn as a ¥ey eiement in
applying TOM. Negotrailion and consensus
building are vital parts of any healthy
contractual relationship. . They provide for
communicatlon, change and true team un:ity.
It is the invasion of expectation and
perception (interestingly both positive and
negative) that turns this vitai, valued
added process into the wasteful, trust
destroying and hurtful enviroenment of the
confrontational ielationship. it is_ this
environment where TOM must wpe =ifectively
appiied.

There 15 an even more compeliing reason
for ammediately promoting TQM in this arena,
especialiy among organizations ailready
steepea 1n the values and iore of TQM.
While most of the real success stories of
TOM have centered on internal successes in
the workplace, ali organizations involved in
contractua: relationships {(and especially
those between Government and industry} are
driven by external drivers. These drivers
can inciuvde customer needs, Federal law,
Congressional influence, EPA direclives,
technology growth, threat or many otier such
factors. As tnese factors cirange 50 must
the assocliated internal TgM  processes
throughout the environment of any effected
organization. Since the mesi significant
driver within the Acguisition and Logistics
processes 1s tne confrontationaliy effecied
relationship = between the customer and
industry, any change in that relationship
broughkt about by TOM will smupact the value
of the internal rescurces currently being

spent on TOM driven change.

TOTAL QUALITY MANRGEMENT

While the basic principles of ToM are
relatively well knowu and understood, there
1s a fundamental gquideline whick elfects
each and every principie regaraiess of

coutractually

bidders, for

wil: now

workplace or environment - the concept of
value or vaiue added. In the acguisition
environment it is a ceritical one because it
is the only means available te bridge the
problem of guality versus cost.

In a source selection involving several
l example, 3
propesed solution and a cost. However, when
the team nas evaiuated each propesal and
found that each meets the standard, they are
faced with the guestion of gelecting the
pidder who Wwili: best meet the needs of the
Gevernment. They are faced with the issue
of comparing cost to guality and more often
than .not, there is no cijective means to
accomplish this task. For- acguisition
program managers on bpoth sides of the
bidding this dilemma has :been a difficult
one as every decision has focused on meeting
the Governments customer need for the best
price.

value,

The operative solution 1

defined as:
v (value} = ¢ {(guaiity) /
F (unit pr:ce)

Anytning that i1s value added increases
the value quotient witile anything {including
evervything confrontational } whach decreases
the value guotient 15 non-vaiue added. The
primary runckion ot TQM is te i1nsure -that
every action in the acquisition process 18
totaliy value aaded to that  process.
Anything else is judged as wastefui, non
value added and in need of immedrate change.

This formula has some very interestaing
and chailenging impliications. Quality added
for ii1ttle of no cost is a worthy objective
only provided that we van objectively define
all of the elements reguired for guaiity and
measure the effects or impacts of change.
Actiens or activities which adce to the cost
{time, schedule, performancej iuwer- - the
value quotient. Excess guality {(measured as’
wastefui d4ctivity versus the standard) is
contrulied by cost. Decis:un making based
on this algerithm must be immediately and
totatly reduced to obhleciive terms agreed
upon by Government and i1ndustry beiuvre RFP
reiease. These objective terms must
encompass the iife cycle of the product and
provide for ‘the basic TQM imperative -
change - on an objective basls.

Witph this value concept in nand, we
review each of the  basic

of TOM with an eye to the
environment as 1t .exisis
professional

tundamentals
confrontational
within our workpilace or
environment.

1) Customer/Suppiier Partinerships.
The Rey word here is partnership.
Pattnerspips, although in many ways risky.
are totally dependent upon the complete,
non-punitive commitment of the partners
because they can only succeed together and
17 one ralks they ali must faii. Wo single
partser can stand back and point fingers
because ultimately he pornts at nimself. If
the partnersnip faris, he can't stand back

283



ana say, it wasn't my fault"” The uitimate
confrontational situation 1s when both
Government and industry report to their

constituents (stockholders and Congress) it
was the other guy's fauit. - Somehow
contractual relationships must spell -out
commitment by all anvoived parties that is
more than performance, schedule and cost.
Ik must be more important to succeed than to
not look bad. it 1s interesting to note
Lnat successfiul programs ali have strong
team partnerships even within the existing
bureaucratic environment. The issue bthen 1s
the wasteful actions they must take to £ill
a requlred. square.

2; Conformance rto Reguirements. This
TQM element is the  most demanding of a
Research and Development effort because the

aefinitions, standaras and technical
ianguage is too easily misinterpreted
between agencies, parties and even

individuals, Cutcomes and prototypes are
normaiity too fuzzy to define by traditional
Mii-Stds. in addition, .the Government
seiqgom puits requirements inte an order of
priority which can, among other pon wvalus
aaaeds atlow Lhe development of a reiatively
smalii lisue 1nto a major ceonfrontationatl
situation ali out of proportion to its

vaiue. Cunformance to regquirements suggests
ihat:

A}. All regquirements {Government and
industry) are Known, accountahble by

opjective means, and acceptable by both

parties.

B). Eisk 1s tully defined and
understood. s a negative outcome
acceptabie? ¥Ys the risx assessment an
accurate measure for both partres?

C}. Ali reguirements are known and

understood by all team members including the
customer and the Senior Stafif.

D). Does coaformance to reguirements
rnciude Government/ industcy team norms?

57 Prevention.: :One of the unique
concepts of TOUM 1s  the precept Lhat
inspection or cious:ng the barn door after

the horse 18 gone is a wasteiui activaty and
that prevention of errors {(or confrontatiéon)
1z more cosl effective. Prevention suggests
that ali contractual parties are steeped and
committed to the program and can plan
nonesliy and openly with prevention as a
prumary outcome.- More aimportantly it
suggests that ail contractual parties are
mandated to identify problems, errors or
potential nazards immediately upocn
identafication and Lo use team strategies to
solve tnem before they happen and become
recrimiinaiory. If an error occurs aliyway,
the team must have the trust and integrity
to spive it Eully and witnout recrimination.

4)

is a. arfficuit. axiom.

Do It Right The First Time. This
to apply in an R&D

eavironment where a bid is often not
accurately reflective oL the actugl
orgaplization or capabilxity that will
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uritsimately do the work. Interestingly this
cencept does not see failure as necessarily
not doing .it right but does see redundant
etftort as waste, Thus, a study with
negative outc¢omes can be value added while
a Iollow on study is non value added.
Flanning is the fouandation of doing it right
and it is suggested here that because of the
budgetary process that currently exists, a
great deal more time exists for real _team
planning than the current acquisition system
would seem to allow at first glance. So
muci: of the early review and coordinaticn
procesdes ana so many of the plavers whose
expeaertise is needed could be more
effectively empioyed in planning to do it
right rather than checking to see that it
isn't wrong at a later date.

5) Commurication. Interestingly,
communication 1S the antithesis of
confrontation and that the more
coutrontationa:, the lower the amount of
real communication. This prineiple ig also
characterized by the high level closed door
session and the perceptions that always seem
to foliow. Communication is simply insuring
that eacnh member of the team has the
information he or she needs to deo his job
right and maintain a strong commitment to
vhe program eftort. Rumor, 1nnuendo and
mis-communication are a part of this mix.
The fundamentai contractual relationship
must contain provisions for open and fuil
communicalion for any partnership to
funelron. via TQM princaiples. Lack of
effective communication can also lead to
confrontation as 1s found in transactional
analysis studies where program problems
{involving evervone; are stated.in terms of
personai failure or weakness. Communication
in the TQ envitonment isn't just writing or
talking information but a careful, sensitive
process in insuring  that the message is
received and accurately understood.
Confrontation cannot exist there.

6) Measurement. Cohfrontation-can, in
one ©of 1ts most objective . forms, be
cnaracterized by the act of parties within
tne relationship disagreeing on measurement
and/or Lhe relative imporiance of measured
rtems. it can be @ lack oi respeect. of the
specific importance of mmetrics and it is
often a misunderstanding of ihe definition
oLl a metric. Are the metrics used for
¢ontract - award the Same as contract
administratien? De cnanging members of the
partnership hoid fo and understand common,
approved metriecs? Are metrics properiy
defined as foreing, objective, nice to have
or target of opportunity? Are metrics
available and consistent for aii partnership
mempers Governient and jndustry? At +the
heart of TQM, the objeciive metric must  be

used as the foundation for all program
aclivity and review. This suggests that
care must be taken to tdentity all value
added metxrics, to ipsure that ali: metrics .

are accurate and meaningful and that they
are used in the proper context. Bad metriecs
are as meaningtu!l as good ones and the
effective TQ kased acquistion team uses both
te a value adeed outcome.



7) invelvement. iIn the real worida of
matrix management, teaming andg decentralized
workplaces, involvement and, coeqgually,
program commitment are hard to achieve, But
real inveolvemenlt 1s the glue of the
cusiomer/suppiier partnership and atong with
communication is the true antithesis of the
controntational envizonmeat. involvement
suggesis empalthy to the constraints and
needs ol all partners and an apiriity to
adjust to evelving circumstances with a 'do
it riyht the tirst time' atlatude, It also
suggestis a stake in the parinership by ail
involved parties. This would sugyest that
members vE the team are kept consistently
assiguned to Lthe program and are the same

people used to maintain the terms and
conditions of the contract as were used to
win the contract in the first place. it
turther suggests that the team and the
products are the focus of rewa:d and
recognition - the team Deing a
Government/industry entity with its own
identification, goals, logos, and team
activity. Both Government and industry
leadersuip must be sensitive to this Eteam
identity and provide appropriate team
rewards iLur everyone,

6. Continual improvement. Thss is the

one element or TOM which contractual terms
and conditions make very difficuit o
achieve., Cnce a cvontract is won and signed,
technology, objectives, bus.uess appreoach
angd standards are esseantially Lroven and ail
parties are on a strict sceoped scnedule of
aciivaiby through the period of performance.
As training and training tecunolioyy becomes

more compier ana demanding in tne higher
order areas assoclated witn combat, teaming
and hilgher oraer cognltive. activity,
contractual terms and conditions wiil have
Lo evoive as. well. This need runs right
inte the Engin=sering <Change Frocess (ECF)
portion w©wi acvquisition activitby. The

commoniy accepbtea - perception (source oi

confrontation) of the ECP process is that it
is so complex and resource consuming in =z
sole source environment that it is too easy
to recoup bidding war losses through
inevitable program change or repair. TOM
suggests that life cycle change planning
prior to contract award could negate these
costs and perceptions while spurring cost
and mission eifective change. This iife
cycle perspective is easily lost in the
hustle of a high stress acquisition program
put is probably the greatest source of
savings in time, manpower and dollars over
the programs life cycle. It cannot be
overlooked, no matter what the impending
imperative.

THE TQM VISION

The removal of a confrontational
acgquisition or logistics environment and its
attendant negative cost clearly depends on
each program manager: and team membder
{Government and industry)} maintarining a
constant feocus on value added activity
witnin each program element. In addition,
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-must he

ToM principles suggest that there are
several areas where fundamental changes in
exitsting policy and procedure could provide
ror immediate growth and savings.

The author
'process' as a convoluted process

A. Requirement Defination.
sees this

that dis the :genesis of many of the
confrontational problems which arise in
later program. stages even within <Lhe

Government itself. Needs for new processes,
procucts, capabllities and services exist
throughout the Government and a healthy
competition exists to surface the most
important for support within the various
service's acguisition programs. industry
totaliy = separated from this
competibive process because problem
identification must be separated ifIroum
probiem soiution as ithe fundamental basis
tor full and open competition. Even the
percepltion ol a violation of this need 1s
the tfoundation for later confrontational
waste.

instead the Government should use 1i's
R&D base to conduct cost trades and identify
to Lts users the advances 1n technology.
services and capabilities that exist and are
on tne horizon, and to identify Lo industry

the evolving needs pecuilar to the
Government . Presentation ol a capability
does not have to entarl proprietary

disclosure while classifieu data tlow can bpe
handled 1a a closed environment whiie sLili
iasuring a competitive rairness.

Cnce a need has been i1dentified and
funced it 1s time _ Lo form a
Governmenti/industry requirement definition
team to refine it into an RFPF suitable for

competition. Such a team would be formed as
an acguisition, customer anc an ndustiry
pane: developed £from a _sources sought

soircitation that invites only rncerested,
quaiified contractors to participate and
ultimateiy bid. This team would iungd per
drem for ali: of the industry's most nighly
qualified pilayers and wWork 1o develop a
regquirement definition that would provide
the pest  value fto the customer. Al
definitions, metrics, standarus anag activity
would be detined to a totai team consensus
with the yoal. of deve:ioping an RFP which in
effect -lreezes the ¢ portion oi our vaiue
formuia and allows each contractor to bid
oaly che BE. Tne Government wou:d have the
opportunity to see all potential bidders and
teams in action betoure contract award {past
performance?), would be able to add the best
eiements ol each program reguirement to one
document (no redundant etfort;, and would be
sure Lhat each bid refiected a baseline
requirement, standard and Governmert
expectation. Each. bidder would be tuily
aware of the competition, Lne non-
confrontational environment - for program
accomplishment and have z deep uuderslanding
of the customer requirement. IL ihe progcam
office has a sJupport capabililiy, 1t 1s
concelvab:ie  Lhat independent front-end
analysis could be accomplished in support of
Lihis process. Mosi importantiy, contractual
clause insuring low risk, warranties andg



yuarantees, incentives, and tewms and
conditions wouid be defined and agreed upon
in a consensus environment prior Lo RFP release.

5. Cuntract Adminrstraiion.
Lhe main advantages of a unifiea reguirement
process such as descripbed in A above, 1is
tuat the transition Lrom bidder to
gontractor is  essentially non-existent.
Eifective contract administration is almost
invisible iike a good referee and uader tne
concept of yreventlon,-contractual action
for the sake ot contractual action 1s held
to a minimum. This is already true for the
mosl part in the 'good’ programs but these
successes are Seen as the result o a good
program manager and almost anomalies in
contracting rather than the norm and a
paseiine standard for kiduing a Guoverament
contract. How much of existing contractual

adanlstrative activity 13 real: value
addead?
C. Testing. It is the authors

experience itlial testing is the first item
deleted when - scheduliag or budgetary
constrainls arise airthough it is objectively
the best tool avaiiabie for the entire 7TQ
Team. . Testing {initial, dinteran:, finai,
acceptance; s (if properiy designed and
conducted) . brutaliy nonest, objeciive and
non-controntational. For a soiid Leam it 1s
4 team meiric on not oaly the program but
tiae team itseif. TOM  suggests Lhat  oniy
through obkiective metrics can effective
decisions pe made., Testiing is the only way
Lo generate such metrics.

D. ToM Training:. Even if ali members
or a reguirement definition or conbract
administration team have had some TQOM
Lrainlng, team bul:oaing reguires that TQOM
Lraining woe accompliished rfor  ari team
tembers in a common Lorum which specifies
Lerms, norms, roeles and responsibitities and
a unitying ream vision.

E. Research - and Deveyopment. R&D
programs throughoul Lhe Government have seen
aeclining fortunes for a nuuber 0f reasons
inesuding funding sno:tfails, unacceplable
risk and an inaoiiity to demonscrace value
addec toc cusiomer and thne Government alike
in Lne competitive acyuissition enviconment.
Few would argue Lhe imporiance gf reversing
tnlis trend and TOM oliwrs EY uniygus
spportunity. Many Covernment centraclors
conduct Industry RED. programs using their
OWn resources. It Lhe Goverament could
veveiop an integrated R&D plan vesczibiag 1n
unitizea, bulliding oiock format ali of 1t's
needs over tne next ten te twenty years, it
couid then award bounties or rewards Lor
IR&D program wuich meet al: ot Lhe reguired
metrrcs of specified elements ol :u's needs.
Successrul IR&D programs would provide thie
melrics and tLrades necessary Lo support
Government low risk research neeged to fiil
in Llibe empty spaces or encourage other
industry pazticipation. Industry supporc
for & particuiar FE&D need wouid show
Government a degree of technical maturity
and value potential worthy of reward.
Payment of a teward {cheaper tnan actual
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One of

Government research?) wouid allow Zor public
disclosure without necegsarily obviating
proprietary interests. It industry was
Wiiling to take tne risk, TOM wouid suggest
appropriate reward.

F. Contractual Eeoilerplate. #hy not
recuce the amount of each contracts size by
seliing one set of applicubie FAR, Service
and Command regulationzs Lo each authorized
and registered potential bidder that wouild
appry Lo all Government contracting efforts.
Tnis would reduce the contract to just the
necessary content pius any exceptions or
deviations. Regular TQM contracting forums
woukd reep Government and industry
contracting officers in communication and
current. -

G. TgM and Acquisition Masnpower. As
was siLated eariier, good teams (however
formed and maintained) gracualiy ouild their
own adentity, level of personai commitment
auna operating methodology. Two factors
directiy afieclL Lhis success. First, the
team finds an acceptable level of stability;
that Ls manpower turnover 1s. iimited and the
learning curve Lor new members 1S direct and
positive. Second, all team members gain an
overpowering commitirent to a vision or
cbjective. Within acguistion programs, this
phenomencn is usually tied to the successful
campietion. D an acguisitron phase . or
phases. Regardless, the appiication of TQ
vrawning for all assigned team members
throughout the peried of team performance is
essentlal to open communicatiion, trust and
insuring Lhat ail Leam activity is
consistentiy value added.

H. Change. Within the confines of
TQM, c¢nange 1is seen as inevitable and
thererore all mmanagers must make it a value
auded part of the contractual activity.
Thets 1s especially true given the sole
source perception that the ECP process 1is
ripe for explortation from both Government
and industry.

Change would seem to come from two
sources, mission evolution and techaical
advance; each with . its attendant
conslderations, Technical change would seem
Lo have an linmed:iate value added reason for
fast implementation but only 2f the metrics
and .contraciual considerations alliow or
encourage it. in - addition, does Lhe
cuntracltor -have any reason in place for a
tine or staff worker to recommend a change
Lhat wall bepefit the - Guvernment or
customer? Mlss.on evolution reguires a much
more i1n-depth amount of preparation. Since
mission change in inevitabie, it seems
plausibie ihat a permanent change team be a’
working part of any initial contract., Buch
a contract element shouid include assigned
membership, costing metrics associated with
the winitial work leveis of etfort, and
responsiveness criteria. While a permanent
change team would add cost to the initial
contract, il 1s proposed by the author that
it would pe excepticonally value added to. the
life cycle of the program. itself.
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CONCLUBION

.Igdeed, the application of TOM to the
traditionally confromtational acquisirtion

and loglstics processes 1s primarily one ok -

the acceptance by Government and rndustry of
the imperatives of walue added change on a
day to day basis throughout all program
activity. Further 1t 1s the additiovnal
imperative that upless Lhat cnanyge is fully
expected and accepted by eacit: fteamn member;
the cost of doing business .in ne longer
competitive or acceptable,

' ;t 15 not the positicon of this paper
Fnat forces external to the acquisition and
logrsties, and indeed, ali processes will

not continue to be significantiy effected by

urivers in

Washington and the rest of the worlid., It is
our .position  that the confrontatronatl
environments which all too often accompany
such situations are no longer survivabie and

non value added externail

that only by applying TOM principles to Lie
entire program eifort can a successtul
program pe accomplished with absolute
Minimum anpower; time and cost.

Figaily, the V1SLous of a
confrontationaily free program are solely
tpose of the author and 1a no wWay retlect
the actual tenets of a specif:c TOM prodram
team. And that 1s the uitimate vision of a
value added acguisition effort - an effort
taiiored  and responsive to customer need ~
over the life cycle. Can we any _longex
aftord anything iess?
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