HOT TOPIC
 
PERFORMANCE BASED MISSION SUPPORT

“Building a Performance Focus for the Warfighter”
 
Performance Based Mission Support (PBMS) is comprised of three essential concepts:  (i) mission performance is critical; (ii) requirements and contract support strategy must align with the mission; and (iii) mission support is a team effort as illustrated below.  

 
We all know how much help we receive to “Do things Right”, but Part One of the Federal Acquisition Regulation emphasizes that, as acquisition professionals, it is important to focus on “Doing the right things”, including:
 
· Vision
-- All participants are charged with making decisions that deliver the best value product or service to the customer
· Performance Standards
-- Satisfy the customer – cost, quality, and timeliness of delivered product or service
-- Minimize administrative operations cost
-- Conduct business with integrity, fairness and openness
-- Fulfill public policy objectives
· Exercise personal initiative and sound business judgment to provide best value
-- In exercising initiative, actions that ensure the best interests of the government are within your authority unless they are specifically prohibited by law or policy.

 
PBMS leverages the principles of FAR Part One to align the efforts of the acquisition team with mission outcomes in developing and executing support strategies.  Team work is essential in enhancing mission outcomes and effectiveness.  Similar to joint warfighter planning, it requires both a strategic and tactical vision for mission requirements.  PBMS requires the contracting professional add value early in the requirements planning process.   Your value add is based on knowledge of commercial practices, commercial requirements documents and performance incentives, industry trends, critical thinking skills in problem solving and yes, your knowledge of the flexibility in the FAR to construct mission focused mission solutions.
 
The following focus areas can help expand your PBMS skills:
 
1.  Survival in a Knowledge Economy
     
“The winners and losers in the information age will be differentiated by brainpower.  It takes 2% of Americans to feed us all, and 5% to make everything we need.  Everything else will be service and information technology, and in the world humans and brains will be the key variable.”
 
-- T.J. Rodgers
    Founder of Cypress Semiconductor
 
Avoid becoming a dinosaur.  The currency in today’s economy is knowledge.  Developing superior knowledge as a business advisor requires that you know:  (i) how your customer defines mission support value; (ii) the best business practices in the commercial marketplace; and (iii) how to apply these best practices in shaping business deals that will support your customers’ mission objectives.  It requires a strategic vision of your organization’s total “enterprise” contract needs.
 

2.  Strategic market research shapes your acquisition planning.  
 
A successful business advisor must continuously stay abreast of current thinking and commercial best practices.  Focus on the business principles and lessons you can apply in your mission area.  Consider the strategic direction of private industry and the leading service providers.  Develop effective assessment tools that can help you determine cost and performance levels for both industry and your organization.  Talk to fellow consumers of similar services, they will often share information with you because you can become a source of information for them as well.  
 

3. Develop Strategic Mission Support Goals
 
Strategic support goals:
–    Provide overarching foundation for all acquisition efforts 
–    Ensure alignment with stakeholder mission requirements
–    Communicate and connect with mission and people
–    Reflect the very best commercial practices
–    Are measurable in order to facilitate performance assessment
 

To achieve any goal you need to develop implementing strategies.  These strategies will ensure unity of effort and alignment of all acquisitions.  Support goals provide the “commander’s guidance” for the assessment, planning and execution phases.  Ask “What type of performance does your customer or program manager or  Commander, expect?”  These primary stakeholders provide the direction and outcomes that define success.  Your challenge is to create mission support goals that they can embrace and champion.   These goals form the foundation and “commander's guidance” and direction for all members of your acquisition team.
 

