FORSCOM SCRIBE NOTES

Profile:

1. Corps Players

· LTG Ballard

· MG Hunter

· CEMP Division + CERE

· Lab Directors

· MSC Commanders

· Installation Support Offices

· District Commanders

· MSC Technical Personnel

· George Gricius, ER Program Manager, SAS

2. Customer players were:

· Robert Hope, Dep. DCSENGR

· Mike Franka, C, Environmental

· FORSCOM Engr ~ COL Ellis

· Ron Collins ~ C, Military Construction

· George G./Frank Webb ~ Housing

· Ray Stottlemeyer ~ O&M

· Gen. Schwartz ~ CDR

· DCSPIM

· Huntsville

3. Corps Involvement (products/services)

· Environmental Mgt Services

· Master Planning and Real Property Mgt.

· Privatization

· 1391 Stuff

· RCI

· Technology Support, eg. PAVER

· Energy Conservation awarness training and ESPC

· Dam Safety and Bridges Program

· Professional Services by Contract

· A-76 Source Selection Boards

· Real Estate support/acquisition

· Planning/Design/Construction/O&M/Contracting/Environmental Services

· OEX

· Mapping

4. Customer Needs

· See Corps Involvement list (previous)

· Natural Resource Mgt.

· Future Technology Requirements

· Base Ops

· Energy Planning Mgt. after deregulation

· Y2K

· Replicate “Pockets of Excellence”

5. Opportunities

· The Delta between what the customer needs and what we already provide

· DoD Range Rule

· Energy Planning Mgt. after deregulation

· Water Supply and Treatment

· Natural Resources Damages (reclaiming environmentally damaged lands)

6. Barriers

· Lack of Trust

· Declining FORSCOM Budgets

· USACE costs of doing business

· Existing COE business practices

· Contract Processes

· Inconsistency among COE Districts

· Lack of final regulations on new and developing programs

· Lack of focus on Customer

· A-76

· Turf

· COE adverse to risk taking

Analysis:

1. Strengths

· Breath of Technical Expertise

· Nation wide team building

· Project/Program Management

· Reputation

· Rapid Response

· Contract capacity/capability

· Public/Political acumen

· Honest broker (regulatory/A-E selection/contracting process)

· R&D/Technology infusion

· Presence in 49 of the 50 states

· Army readiness support

2. Weaknesses

· Too conservative

· Arrogance (my way or the highway…)

· Inflexible processes and procedures

· Bureaucratic

· Lack of competitor knowledge

· Poor Communication

· Lack of knowledge on Customer/DPW business

· Stove pipe oriented

· Poor inter-District relationships

· Overly optimistic

· Corps mistakes paid by customers

· Complacency

· Not viewed as part of the Army family

3. Key Opportunities

· New Corps leadership/Fresh faces

· New corporate approach to services

· New FORSCOM engineer/FORSCOM Cdr

· Replicate/Grow previous successess

· A Plan to Build upon existing contacts

· Establish on site liasons

· SERGs

· Use new Web technology for communication (PPDS)

· Explore programmatic support (Master Planning)

4. Threats

· GSA (other agencies)

· Privatization

· Funding

· Turf (DPW)

· Contracting Flexibility

· Old Baggage (Image)

· Out of date business processes

5. Key Issue (what keeps the customer awake at night)(what will get them promoted/fired)

· Life Safety

· Quality of Life

· Env. Compliance

· Spending Year-End Funds

· Readiness

IFBP:

1. Issues

· Env. Compliance

2. Features

· 1.  Audit Assessments

· 2.  Clean up

3. Benefits

· 1.  Provides a benchmark/IDs potential violations

· 2.  Avoids NOVs/Legal compliance

4. Proofs

· 2.  $60M ongoing env. Cleanup

Goals/Strategies:

1. Goal (five years from now):

· FORSCOM’s preferred provider for Engineering Services and Products

2. Strategies:

· Provide a menu of services and fee structure

· Cross training

· Focus on services not easily provided by others

· Technologies

· Continue with innovative contracting

· Learn more about what FORSCOM problems and match COE capabilities

3. Other Points were:

4.
Next Step – develop an action plan.

Brainstorming of Goals:

1. FORSCOM’s preferred provider for Engineering Services and Products
2. Increase support to FORSCOM by 25%.

3. Helping FORSCOM achieve it’s readiness goal

4. Win the infrastructure war

5. Become the FORSCOM infrastructure manager

6. Contract provider choice

Notes:

1. Use account plans to prepare for customer visits

Next Steps:

1. Team sit down with senior players at the HQ

