JOINT MUNITIONS & LETHALITY LIFE CYCLE MANAGEMENT COMMAND

ACQUSITION CENTER

STRATEGIC PLAN

“The future never just happens, it is created.”





-Will and Ariel Durant, the Lessons of History
VISION:  To be an indispensable organization of dedicated contracting professionals supporting the warfighter.

MISSION:  To provide the highest quality contracting, acquisition support and business advisory services in a timely and effective manner.

The Joint Munitions and Lethality Life Cycle Management Command (JM&L LCMC) Acquisition Center is a full service contracting community of professional business advisors that is horizontally integrated with our customer base.  We provide a full spectrum of acquisition tools and products to ensure on-time and quality execution of programs.  Our customer base is responsible for providing life cycle program management of armaments and munitions for peacetime and war.  As such, our workforce specializes in application of environmental, legal, security and safety issues unique to this commodity class.  Our products include traditional Contracts, Grants, Cooperative Agreements and Other Transactions for all phases. 
GOALS:

Contracting Excellence:
· To provide the highest quality contracting products and services while reducing costs and improving processes.  

· To create and sustain a business environment of continuous learning and collaboration.

· To meet internal and external contracting goals.

Customer Focus:

· To be the customers’ provider of choice through communication and collaboration.

Organizational Enhancement:
· To maintain a highly skilled workforce and provide opportunities for professional growth and development.

· To communicate effectively.

· To recognize our accomplishments.

· To obtain resources for mission success.

· To apply forward thinking and long term planning.

· To foster continuous improvement.

· To demonstrate a “Success and Solution” approach at all levels within the organization.
· To display organizational loyalty and pride. 
Leadership:  

· To foster leadership characteristics in all employees as a means of maintaining our place as a premier Contracting organization in Government acquisition.

PARTNERSHIP & TEAMING:

“Teaming is a necessary prerequisite for success.”






Unknown
The JM&L LCMC Acquisition Center has a long and successful tradition of forging strong, long-lasting partnerships and teams with our customer and supplier base.  We partner with our customers in acquisition planning toward meeting both mission and public policy goals and toward maximizing competition.  We actively partner with our Customer Organizations and both the Office of Small Business Programs and the U.S. Small Business Administration (SBA) Procurement Center Representative to review all procurements toward fulfilling our public policy objectives to maximize awards to small and disadvantaged businesses.
We gage our achievements with the recognized success of our customers.  Most notable are the awards and accolades bestowed on the Armament Research Development and Engineering Center (ARDEC) – Presidential Award for Quality, Army Community of Excellence Award, Malcolm Baldrige National Quality Award, Army Greatest Invention Awards and other outstanding honors. 

Our Acquisition Center Associates, as a critical component of the Picatinny and Army Community, have shared in the honors.  Specific programs selected for outstanding contributions include:

· 2006 Packard Award for Infrared Countermeasure Flares

· 2005 Army Small Business Innovations Research (SBIR) Phase II Quality AWARD

· 2004 Finalist for Packard Award for Joint Lightweight 155mm Howitzer Program

Customer Base:

The customer drives the organization’s activity.  As in any public entity, we are required to support the laws and regulations of the nation and strive to fulfill national objectives.  These objectives include execution and achievement of socio-economic goals, enforcement of environmental and labor regulations, and compliance with internal policies (Federal, DOD, Army and local).  The customers we serve are responsible for providing the U.S. Armed Forces and our allies with capabilities, supplies and services necessary to protect the National Interests in wartime and in peace.  Our customers are primarily located at Picatinny Arsenal and include JM&L LCMC member organizations such as ARDEC, Program Executive Officer for Ammunition, Program Executive Officer for Soldier, Program Executive Officer for Ground Combat Systems, Program Executive Officer for SOF Warrior and DoD SOCOM.  We also service those customers beyond our geographic location such as ARL, DARPA, and OSD.  Our flexible organization allows for easy deployment of personnel and appropriate skill sets to accommodate any customer demand.

Supplier Base:

The JM&L LCMC Acquisition Center executes Contracts, Partnering Agreements, Other Transactions, Grants and Cooperative Agreements with a diverse supplier base.  These contractors provide work in the exploration and development of armament technologies, engineering services, production, and logistics support (mission system); technical or consulting expertise to add to our customer capabilities (technical services); and operations and facility support to maintain the Picatinny Arsenal infrastructure.

Organizational Leadership:  

On 30 November 2006 the JM&L LCMC stood up as a Major Subordinate Command under the Army Materiel Command.  Our execution authority emanates through the Head of the Contracting Activity and the Principal Assistant Responsible for Contracting.  Our organization consists of six customer aligned work teams to foster a strategy of “customer intimacy” and eliminate the appearance of a hierarchy structure.  The work teams’ focus is primarily the contracting functions, but many teams also specialize in other organization purposes such as Process Management, Pricing, Performance Risk Assessments and Business/Industrial Specialties.  Center Operations activity includes financial management, training support, systems support, and workload/business metric tracking.  The Director and Associate Director of the Acquisition Center, along with the Center Directors, form the “Board of Directors” to work top-level organizational issues as a cohesive unit with emphasis on overall strategies, goals and objectives. 
Head of Contracting Activity:                                    William N. Phillips, Brigadier General, USA

Principal Assistant Responsible for Contracting:       Bruce B. Berinato

Director, Acquisition Center:                                      Bruce B. Berinato

Associate Director, Acquisition Center:                      Paul Milenkowic
Center Directors:


Close Combat Systems Contracting Center:                   John M. Eilenberger

Combat Ammunition Systems Contracting Center:        Jeffrey M.  Boyle

Soldier Weapons Contracting Center:                             Frank Kosker

Maneuver Ammunition Systems Contracting Center:    Lawrence A. Visconti, Jr.

Joint Armaments Contracting Center:                             Philip F. Grottendick 

Emerging Technologies Contracting Center:                  Steven M. Talmadge
Our workforce consists of a community of Stakeholders rather than employees.  Application of Army values and JM&L LCMC Acquisition Center Leadership Principles develops a cadre of contracting officers and specialists engaged in coaching, advising and leveraging our talent pool.  This allows self-evolution of our associates, encourages process and product innovation, and expands our alliance competencies to link our suppliers with our customers.  In a teaming forum, we strive to become essential business advisors to our customers.

SYSTEMS:
Contracting/Acquisition:

The reason we exist is to execute the Federal Acquisition System.  As stated in FAR 1.102(a) “The vision for the Federal Acquisition System is to deliver on a timely basis the best value product or service to the customer, while maintaining the public’s trust and fulfilling public policy objectives.”  The mission of this system is to satisfy the customer in terms of cost, quality and timeliness; minimize administrative operating costs; conduct business with integrity, fairness and openness; and fulfill public policy objectives.  AR 11-2 Management Control and Army FAR Supplement 5101.602-1(b) reinforces the importance of the manner in which we conduct business.  This AFARS citation states, “The office of the contracting officer must be organizationally situated to minimize any potential for undue influence and protect contracting officers from intra-organizational pressure to perform improper acts.”  The contracting function is an inherently Government function.

Process Management:  

The JM&L LCMC Acquisition Center, as a public entity, is a semi-autonomous community responsible for fulfilling public policy objectives and executing procedures mandated by legislation or regulation.  The JM&L LCMC Acquisition Center has a Mission Execution Office, designed to coordinate and disseminate instruction to the acquisition workforce.  We also execute a “Peer Review” process to maintain a high quality product, promulgate Best Practices and increase management focus on the contracting process.    

Procurement Network (ProcNet):  

ProcNet is the JM&L LCMC Acquisition Center’s Electronic Commerce home page on the World Wide Web for unclassified procurement actions.  ProcNet also includes restricted access Intranet used by Acquisition Center associates to access various tools, instructions and links to aid in the preparation and dissemination of solicitations and documents.

Budgeting and Execution:  

We are supported by OMA appropriations supplemented in part by customer reimbursement.  The PARC is responsible for Budgeting and Execution.  The Acquisition Center oversees the Credit Card Program at the Picatinny Arsenal Site and at ARDEC offsite offices.

Training and Development:

JM&L LCMC Acquisition Center associates rely heavily on Federal and DoD education and development programs including the Army Tuition assistance Program, the Competitive Development Group and Defense Acquisition University.  Our workforce is subject to Defense Acquisition Workforce Improvement Act (DAWIA) requirements for education and experience.  We supplement these programs by offering opportunities for rotational assignments as well as leadership training at notable universities such as University of Virginia (Darden School of Business) and Penn State SMEAL College of Business.  Our workforce is also active in National Contract Management Association (NCMA).

The Acquisition Center provides our new associates and journeyman level contract specialists with a Training Guide, which describes a path to strengthen and diversify contracting, interpersonal skills, teambuilding and leadership.  We also sponsor a New Associates Development Group, which was established to facilitate the efficient and effective integration of new associates into the JM&L LCMC Acquisition Center.  Members meet regularly to discuss training issues and receive presentations on various aspects of the contracting process.
Information Management:

The Acquisition Center relies on standard DoD reporting systems (FPDS-NG - Individual Contract Action Report, DD Form 1057 - Monthly Summary of Contracting Actions, and DD2566 - Grants), and internal financial tracking systems (SAP).  We also support a Procurement Data Warehouse, which provides us real-time ability to track each customer’s procurement request. 

Balanced Scorecard (Outcome and Value Measurements):
“If you aren’t keeping the score, it’s only practice.”






Vince Lombardi
The Acquisition Center institutes a Balanced Scorecard approach to strategic execution and performance monitoring.  This methodology provides a conceptual framework for translating our organization’s strategic objectives into a set of performance indicators distributed from four perspectives:  Financial, Customer, Internal Business Processes and Learning and Growth.  The Balanced Scorecard deploys strategic direction to our associates, communicates expectations to all stakeholders, and measures our progress toward achievement of agreed to objectives.  We have expanded our process-oriented organization to a Strategy-Focused Organization.  The Balanced Scorecard allows us to focus on the total value chain:  Engaged Personnel, Processes, Outcomes, Impact of Activity and Value to our Acquisition Center Community.
Execution of the Strategic Roadmap:
The JM&L LCMC Acquisition Center’s Mission, from the Customer Perspective, requires a combination of conservative discipline to administer the laws and policies of the United States Government and creative, yet responsible, risk taking to meet critical demands.  Our customers are responsible for providing armaments and munitions for peacetime and war.  These commodities reside in a unique niche within the Federal Acquisition System requiring special application of safety, security and environmental procedures.  Our customers and suppliers provide the overwhelming edge of superiority our Armed Forces require in critical life threatening situations on the battlefield or other deployment missions.  The need to fulfill high quality standards under intense customer demand leads us to adopt a strategy of customer intimacy.
To fulfill our vision – “ A world class Community of Business Professionals providing the best in quality Acquisition services”, our strategy roadmap starts with Learning and Growth opportunities for our associates to develop the technical, interpersonal, and leadership skills necessary to execute the mission.  The organizational support structure provides an open architecture system for information systems and personnel assignments.  This allows for a “plug & play” approach to support the mission by allowing temporary reassignments of internal resources to support the customer.
The objectives of our internal processes focus on activities to improve our abilities to execute steps and procedures necessary to generate quality contracts, healthy teaming arrangements and accurate management data.  Supplier integration and communication objectives strive for openness, honesty and effectiveness.  The efficient execution of these processes directly impacts our Financial Perspective.  As we are in a period in U.S. history with a focus on cost of performance outcomes and customer funding, our ability to minimize our expenditures remains increasingly important to retain and attract customers and revenues.
COMMUNICATIONS PLAN:

“Communication leads to community, that is, to understanding, intimacy and mutual valuing.”

Rollo May
Assess Associates Needs:
Survey the Acquisition Center Associates on a periodic basis to identify associates needs and concerns, inclusive of  training, career opportunities, workload and resources and provide opportunities for the workforce to bring up any issues or concerns.  Key in this process will be the communication of results and implementation of action items to the workforce.  In addition, a suggestion box is available which allows continual, anonymous feedback to the PARC and Associate Director of the Acquisition Center. Center Directors and Group Managers will meet on a regular basis with their Center Associates to achieve these objectives. Directorate level Town Halls and open forums will be held periodically to convey items of interest, pressing issues or provided for open dialogue in areas considered germane to the overall health and function of the organization. The New Associates Development Group (NADG) and Associates Development Group (ADG) have been empowered to initiate dialogue with Center Management to discuss all aspects of Associates operational and developmental needs.
Maximize Internal Communication:

In an effort to ensure sufficient and effective communications we utilize various forums, such as e-mails, ProcNet (Intranet), open forums and town hall meetings.  Additional emphasis will be placed on communicating our Strategic Direction and how that aligns with our customers, career and growth opportunities in the Acquisition Center and our role in the new Army Contracting Command.

All PARC Guidance Memos, Standard Operating Procedures and PARC Policy Alerts are available on ProcNet.  This alleviates the need for every individual to retain e-mail or hard copy folders and search for the information.  It also ensures consistency across the organization, providing all associates access to the most up to date regulations, processes and procedures.  
Maximize Customer Communication:

The PARC and Associate Director will meet on a regular basis with ARDEC Senior Leadership and each Program Manager and PEO to obtain feedback, exchange information and foster healthy business relationships.  Center Directors, Group Managers and Contracting Officers will also meet regularly with their customers to assess the health of the relationship, identify any concerns and promote continued success.  Feedback from these sessions along with any required corrective actions will be provided semiannually to the PARC and Associate Director.  All associates will be encouraged to communicate regularly and solicit feedback from their customers in an effort to foster a true partnering relationship.  These actions will be encouraged through formal and informal recognition of positive feedback.
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