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n of unition in today’s environment presents omplex ...f' s
ing process to select the appropriate acquisition strategy. The o M
isition University defines acquisition strategy as “a business
ageme roach designed to achieve progra obiectivJs and

ork fo anning, directing and managing a program through
ent, test, production and fielding.” In the ammunition pro- i o]

decision is ether to pursue a systems or compongnt
strategy. A key challenge for the project manage srnow v
s in a systematic and consistent manner. - i q
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A soldier on patrol peers around a corner of a building in

Kirkuk, Irag, April 11, 2004. (U.S. Army photo by SGT April E | .
Johnson.) i
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Systems
procurement
strategy is when a
contract for an
end item is
awarded to a
prime contractor
who accepts
responsibility for
procuring all
components and
subassemblies, and
then integrating
them and ensuring
the end item
functions as

required.
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SPC Isaiah Oliver mans an MK19'Grenade Launcher mounted on a Humyvee.in.centrallrag. (U.S. Army
photo by SFC David K. Dismukes, Coalition Ferces'tand Component Command Public Affairs.)

While actual contract costs may de-
crease with a component breakout ap-
proach, there is an increase in techni-
cal and schedule risk that leads to an
overall increase in program costs.
More importantly, if the difficulties in
a breakout strategy materialize, fielding
of critical ammunition may be im-
pacted. This time-consuming process
— coupled with reduced government
personnel, increased workload and on-
going military actions and associated
training — led to a rescision of FY03
funding for 40mm grenades.

Beginning in FY05, 40mm cartridge
procurement for the M781, M583,
M433, M430A1, M918 and M385A1
will be handled as a system by two or
three small business teams. This allows
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the benefits of small business set-asides
to be maintained without the burden
associated with component breakout.
The items will be combined into one
family acquisition in a long-term con-
tract (base year with four 1-year op-
tions). The basis for award will be a
best-value evaluation, and the system
contract will yield many benefits for
both the government and industry.

Bombs

Bombs are the largest family within
Project Manager Joint Services (PM
JS) and include both tactical and train-
ing configuration. Bombs represent
the greatest challenge in crafting long-
term acquisition strategies. The cur-
rent acquisition environment for gen-
eral purpose and penetrator bombs is

characterized by breakout procurement,
single bomb body producers with signif-
icant government facility and equip-
ment investment and other components
produced by several small businesses.

To address the need for dynamic changes

in bomb acquisition, PM ]S is realigning
its integrated product team structure to
focus on the family system approach.
The decision was based on criteria in-
cluding the interrelation of bomb com-
ponents, protecting the existing indus-
trial base, competition, insertion of new
technology and timely delivery.

A Structured
Methodology Alternative
The PM for Combat Ammunition
Systems (PM CAS) recognized the
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need for, and difficulty in defining, a
structured methodology to equitably
resolve the question of

Development of this structured ap-
proach has resulted in an acquisition
template in Microsoft®

systems versus breakout.
Late in 2003, the PM
began working with Al-
tarum Institute, a non-
profit research and inno-
vation institution, to de-
velop and implement a
structured approach to
analyzing acquisition
strategies for artillery and
mortar ammunition.

The goal was an ac-
cepted, definitive process
to determine strategies
for specific ammunition
items or commodities
that would achieve pro-
gram executive office/PM
business objectives, could
be implemented within
regulatory and statutory
boundaries of a complex
acquisition environment

and would strike optimal

While actual
contract costs may
decrease with a
component
breakout approach,
there is an increase
in technical and
schedule risk that
leads to an overall
increase in
program costs.
More importantly,
if the difficulties in
a breakout strategy
materialize,
fielding of critical
ammunition may

be impacted.

Excel that guides the ac-
quisition analyst through
a particular item’s impact
on business objectives
related to cost, schedule,
performance and risk and
ammunition acquisition
environment constraints
such as legal statutes, in-
dustrial base impacts and
cultural issues. The
functional result is a sug-
gested optimal acquisi-
tion strategy with a de-
tailed list of actions nec-
essary to implement the
suggested strategy.

Initial acquisition tem-
plate applications have
suggested that both sys-
tems and breakout strate-
gies may be preferred de-

pending on the particular

balances between risk
and reward.

item or commodity. In
some cases, template application has
suggested that a system strategy has

Marines establish an
overwatch position with
their MK19 Grenade
Launcher during a field
training excercise. (National
War College photo.)

advantages over the item’s current
component breakout approach. How-
ever, with such a reversal of strategy,

it becomes difficult to satisfy the
competing priorities in the areas of
contract bundling, direction of work
to government-owned government-
operated plants and equitably break-
ing out work for small businesses.

The overall objective in developing
this decision-making template is to
create a framework that PMs can
easily use to identify and implement
appropriate acquisition strategies for
their respective programs or projects.
Similarly, the decision template and
framework can be used to evaluate
current acquisition strategies, their
degree of optimization and, if neces-
sary, determine the actions necessary
to transition these programs to a
more efficient and effective acquisi-
tion strategy. Whether determining a
new strategy or evaluating an existing
one, the next decision development
template step is to use the output to
define the detailed implementation
plan for achieving the recommended
acquisition strategies.
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A special operations soldiehlq_ns a@MI<19 Grenade Launcher as:he and his team conduct
a mounted patrol through the tewn of An Najaf, Iraq, during Operation lragi Freedom.

(U.S. Army photo by SSG Kyle Davis.)

PM CAS, along with Altarum, is

in the process of “dry-running” the
acquisition decision template and
expects to complete the effort in late
FY04. The PM expects to begin using
this template to evaluate and assess the
systems versus component breakout
strategies for all of his FY05 programs,

commodities and end items.
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