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	Competency 2: IT Acquisition Strategies and Approaches

	

	Competency Element: 2.1

	2.1 Applies and/or develops acquisition strategies that are best suited to IT acquisitions (e.g., modular contracting, evolutionary acquisition) to obtain the most technical and business effective solution.

	Element Issues (DAU): List ambiguities, misunderstandings, etc. to help IT FIPT next time they update competencies

	NONE

	Acquisition Workforce IT Qualification Standard Product and Tasks related to Product (DAU)

	2-1-1 Develop and document within the Acquisition Strategy the Information Technology acquisition approach.

1. Research, collect and assess for applicability current and emerging plans that identify potential Information Technology acquisition approaches, business strategies, program schedules and risk management strategies to meet program objectives while balancing cost, schedule and performance.
2. Assess and evaluate for applicability to the Acquisition Strategy, all statutory, regulatory and policy information technology requirements relevant and tailored to the program.
3. Assess and evaluate management and business strategy and its impact on the overall Information Technology acquisition approach. Provide Information Technology compatibility results and recommendations to decision maker.
4. Evaluate the applicability of alternative development approaches and acquisition models, and select the most appropriate model(s) tailored for the program.
5. Evaluate potential solution sets for compliance with the DoD Enterprise Architecture, applicable approved solution architectures, the Federal Enterprise Architecture and the DoD Information Enterprise Architecture.
6. Establish and document program specific Risk Management Framework (RMF) implementation.
7. Develop and document within the Acquisition Strategy the Information Technology acquisition approach.

	AWQI References (DAU)

	· DODD 5000.01, DODI 5000.02 and DAG Chapters 2 and 7 (Sep 17, 2013).  Risk Management Framework (RMF) from the NIST/NIAC
· Here
· Here

	Assumptions (SME)

	· Curriculum’s foundation is based on the latest DODI 5000.02 and DAG  (as of Oct 9, 2012)
· There is no such thing as an Agile Acquisition Strategy; Agile concepts can be applied to the Evolutionary Acquisition Strategy as we evolve increments of modular capabilities.  The classic term “Agile” is only truly applied as a Software Development Paradigm.

	TLO (Job Product or Service) (DAU)
	BLOOM/COURSE

	TLO 2.1.1 Given a Department of Defense (DoD) Information Technology (IT) acquisition scenario, create appropriate acquisition strategies to promote the most effective technical and business solution.
	BLOOM: 5

	ELO(s) with Major Takeaway (MT) (tasks which are required to build the product or service) (DAU)

	ELO 2.1.1.1 Define Acquisition Strategy.

MT1.1. The Acquisition Strategy is a business and technical management approach designed to achieve program objectives within the resource constraints imposed. It is the integrated framework for planning, directing, contracting for, and managing the entire life-cycle of an acquisition program. 

Assessment Strategy: Quiz
	BLOOM: 1
Level 1 (ISA101)


	ELO 2.1.1.2 Recognize the purpose for an Acquisition Strategy.

MT2.1. Acquisition Strategy is the overall roadmap that guides how the desired capability will be developed through all life-cycle phases of acquisition.
MT2.2. All other strategies and plans are a subset of the Program’s Acquisition Strategy.

Assessment Strategy: Quiz
	BLOOM: 1
Level 1 (ISA101)


	ELO 2.1.1.3 Given Single-Step and Evolutionary Acquisition strategies, match the strategy to their correct definition.

MT3.1. Single-Step occurs when the capability is clearly defined, all requirements, including software requirements are known, technology needed is mature, there is no demand for early, partial deployment of the capability and, the capability has a deployed, fielded precedent that works successfully.
MT3.2. Evolutionary Acquisition occurs when the capability is not fully defined or the stakeholders have not reached consensus on the capability definition, all requirements, including software requirements are not known but we have enough for increment one, technology is not fully mature but we have mature enough technology for increment one, there might be a demand for a partial capability and there are no successful precedented systems fielded.

Assessment Strategy: Quiz
	BLOOM: 1
Level 1 (ISA101)
 
     

	ELO 2.1.1.4 Given an Acquisition strategy, match the strategy to their correct definition.

MT4.1. There are four (4) base acquisition strategy models that are base or foundational examples of what could be planned.
MT4.2. All acquisition strategy models can be tailored to meet the needs of each unique program.
MT4.3. Base Model 1 is Hardware Intensive, the classic DoD model for weapons systems.  This model represents one large increment to build hardware; no software included.  This model is not realistic to today’s modern weapons systems which include software functionality.
MT4.4. Base Model 2 is Software Intensive.  Software Intensive means that most of the functionality is instantiated using software.  This is more realistic of weapons and C4ISR military systems developed today.  This model is dominated by the development of complex, usually defense unique, software that is fielded in builds.  Configuration management between hardware and software is crucial to the success of each software build.
MT4.5. Base Model 3 is a software-based model but is dominated by the rapid delivery of capability through several limited deployments.  This model is more of a COTS-based model used for Defense Business Systems (DBS).
MT4.6. Base Model 4 is a model that applies when schedule considerations dominate over cost and technical risk considerations.  This model compresses or eliminates phases of the process and accepts the potential for inefficiencies in order to achieve a deployed capability on a compressed schedule.
	
Assessment Strategy: Quiz
	BLOOM: 1
Level 1 (ISA101)
 


	ELO 2.1.1.5 Define modular contracting. 

MT5.1. “Modular Contracting” means that the modules identified within an increment of delivery by Program Leadership in the Program’s Acquisition Strategy are loosely coupled (i.e., use open interface standards/easy to change), highly cohesive (i.e., functionally common) and are of sufficient size to maximize competition benefits, while minimizing the threat of vendor lock. 

Assessment Strategy: Quiz
	BLOOM: 1
Level 1 (ISA101)


	ELO 2.1.1.6 Recognize the purpose of modular contracting.

MT6.1. The purpose of “Modular contracting” is to provide capable modules that reduce program risk and to incentivize contractor performance while meeting the Government’s need for timely access to rapidly changing technology.

Assessment Strategy: Quiz
	BLOOM: 1
Level 1 (ISA101)
     

	ELO 2.1.1.7 Summarize the major characteristics of a “Modular Contracting” module.

MT7.1. “Modular Contracting” modules are: 
Easy to manage in that modules are contracted for in the easiest way to manage; for example, a COTS product would be one module of capability
Divided and defined to address complex information technology objectives in smaller, workable chunks of capability; for example, we might contract separately for the database module of capability; Complex capabilities should be their own module
A way to reduce risk of potential adverse consequences on the overall project by isolating and avoiding custom-designed (Developer Proprietary) modules of the system.  Proprietary capabilities should be their own module of capability.

Assessment Strategy: Quiz
	BLOOM: 2
Level 1 (ISA101)


	ELO 2.1.1.8 Summarize the major characteristics of a build of modules.

MT8.1. A build of modules provides:
A militarily useful and supportable operational capability that can be developed, produced, deployed, and sustained. Block upgrades, pre-planned product improvement, and similar efforts that provide a significant increase in operational capability are managed as separate increments.
Traceability back to an approved requirements document and have its own set of threshold and objective values. 
Each increment or build must use the principle of modular contracting.  A grouping of modules that together form an increment of capabilities that provides for delivery, implementation, and testing of workable systems or solutions, each of which comprises a system or solution that is not dependent on any subsequent increment in order to perform its principal functions (“Modular Contracting Principle”).

Assessment Strategy: Quiz
	BLOOM: 2
Level 1 (ISA101)
 


	ELO 2.1.1.9 Describe what an Acquisition Plan is and how it supports the Acquisition Strategy.

MT9.1. It describes the contracting actions necessary to develop the required capability.

MT9.1. The Acquisition Plan is the Contracting Plan between the Program Manager and the Program Executive Officer (PEO).  It describes the contracting actions necessary to develop the required capability.
MT9.2. The Acquisition Program Baseline (APB) is the performance contract between the Program Manager and the Milestone Decision Authority (MDA).  The APB includes the warfighter’s performance thresholds required to make the capability acceptable.


Assessment Strategy: Facilitated (Get Old IRM304 Slide)
	BLOOM: 2
Level 2 (ISA201)
 


	ELO 2.1.1.10 Given an Acquisition Strategy, evaluate the first build of capability that would result in the most effective technical solution.

MT10.1. Increment definitions are based on how clearly we understand what capability we are building, the logical progression of development and deployment for use in the field for the specific product being acquired.
MT10.2. Increments are made up of 1 to n limited deployments called “Builds” of software (1.1 to 1.n, 2.1 to 2.n, etc.).  Together, the builds create a testable increment of capability for the war-fighter.  Together, all increments together create the overall, required war-fighter capability.
MT10.3. Multiple builds may be approved at any given milestone or decision-point to make the development and approval process as efficient as possible.  By Statute, Title 40, Clinger-Cohen Act (CCA) compliance will be reported at each milestone/decision-point.
MT10.4. Use the principles of “Modular Contracting” and the characteristics of an increment to create a deployable, contract able, increment of war-fighting capabilities.

Assessment Strategy: Case
	BLOOM: 5
Level 3 (ISA301)


	[bookmark: _GoBack]ELO 2.1.1.11 Given an IT acquisition scenario, recommend an incentive structure.

MT11.1. Contract incentives need to be employed to achieve required cost, schedule, and performance outcomes; your incentives need to promote maximum competition to drive overall prices down and performance up.
MT11.2. The Software Program Manager’s Network (SPMN) 16 Software Development Best Practices can be used as the basis to create Incentive Awards in your contract.

Assessment Strategy: Case
	BLOOM: 3
Level 2 (ISA201)
 


	MAJOR TAKEAWAYS (MT) with REFERENCES and CONTENT (Subject Matter Expert (SME))

	MT1.1. The Acquisition Strategy is a business and technical management approach designed to achieve program objectives within the resource constraints imposed. It is the integrated framework for planning, directing, contracting for, and managing the entire life-cycle of an acquisition program. 
Reference the DAU Glossary on Acquipedia: A business and technical management approach designed to achieve program objectives within the resource constraints imposed. It is the framework for planning, directing, contracting for, and managing a program. It provides a master schedule for research, development, test, production, fielding, modification, post-production management, and other activities essential for program success. The acquisition strategy is the basis for formulating functional plans and strategies (e.g., Test and Evaluation Master Plan (TEMP), Acquisition Plan (AP), competition, Systems Engineering Plan (SEP), etc.).  See Acquisition Plan (AP).  
Defense Acquisition Guidebook, Chapter 2. Section 2.3. Systems Acquisition:  2.3. Program Strategy Relationship to Other Program Documents.  Program Documents should not duplicate content, but rather be managed as an integrated set. The Acquisition Strategy (AS) should describe the integrated plans that identify the acquisition approach, the business strategy, overall program schedule, and risk management strategies to meet program objectives while balancing cost, schedule and performance.  Content of other documents, such as the Systems Engineering Plan, Life Cycle Sustainment Plan, Program Protection Plan, and Test and Evaluation Master Plan should all align with the AS content, with minimal overlap.

MT2.1.  Acquisition Strategy is the overall roadmap that guides how the desired capability will be developed through all life-cycle phases of acquisition.
MT2.2.  All other strategies and plans are a subset of the Program’s Acquisition Strategy.
Reference DoDI 5000.02, 7 January 2015, Enclosure 2, PROGRAM MANAGEMENT, Paragraph 6:
· ACQUISITION STRATEGIES

a. Overview.  The Program Manager will develop and execute an approved Acquisition Strategy. This document is the Program Manager’s plan for program execution across the entire program life cycle. It is a comprehensive, integrated plan that identifies the acquisition approach and key framing assumptions, and describes the business, technical, and support strategies that the Program Manager plans to employ to manage program risks and meet program objectives. The strategy evolves over time and should continuously reflect the current status and desired goals of the program. The Acquisition Strategy defines the relationship between the acquisition phases and work efforts, and key program events such as decision points and reviews. The strategy must reflect the Program Manager’s understanding of the business environment; technical alternatives; small business strategy; costs, risks and risk mitigation approach; contract awards; the incentive structure; test activities; production lot or delivery quantities; operational deployment objectives; opportunities in the domestic and international markets; foreign disclosure, exportability, technology transfer, and security requirements; and the plan to support successful delivery of the capability at an affordable life-cycle price, on a realistic schedule.

Per Enclosure 1, DODI 5000.02, Acquisition Strategies are mandatory for all programs.  
STATUTORY for MDAPs at Milestone A; Regulatory for all other program types at all marked events including MDAPs after Milestone A. The Acquisition Strategy will include STATUTORY and Regulatory information. Major changes to the plan reflected in the Acquisition Strategy require MDA approval. 
- Use the “Acquisition Strategy Outline” at https://dap.dau.mil/policy/Lists/Policy%20Documents/Attachments/3282/PDUSD-Approved.TDS_AS_Outline.docx . 

The following STATUTORY requirements will be satisfied in the Acquisition Strategy: 
• BENEFIT ANALYSIS AND DETERMINATION: STATUTORY; applies to bundled acquisitions only. Includes MARKET RESEARCH to determine whether consolidation of the requirements is necessary and justified. Required at Milestone C if there was no Milestone B; an update is not required at the FRP/FD decision point. 15 U.S.C. 632 (Reference (j)) defines a bundled contract as a contract that is entered into to meet requirements that are consolidated in a bundling of contract requirements. The term "bundling of contract requirements" means consolidating two or more procurement requirements for goods or services previously provided or performed under separate smaller contracts into a solicitation of offers for a single contract that is likely to be unsuitable for award to a small-business concern. SOURCE(S): 15 U.S.C. 644(e) (Ref. (j)), 15 U.S.C. 657q (Ref. (j)) 
• CONSIDERATION OF TECHNOLOGY ISSUES: STATUTORY. Promotes, monitors, and evaluates programs for the communication and exchange of technological data. Not required below ACAT II nor after the Development RFP Release. For urgent needs, expedited consideration of technology issues will be reviewed during the COURSE OF ACTION ANALYSIS. SOURCE(S): 10 U.S.C. 2364 (Ref. (g)) 
• CONTRACT-TYPE DETERMINATION: STATUTORY. Satisfied when the MDA approves the Acquisition Strategy with specified contract types. Only required for MDAPs at Development RFP Release and Milestones B and C. The MDA for an MDAP may conditionally approve the contract type selected for a development program at the Development RFP Release Decision Point, and give final approval at the time of Milestone B approval. The development contract type must be consistent with the level of program risk and may be either a fixed price or cost type contract. If selecting a cost-type contract, the MDA must comply with the conditions and reporting requirements listed in Table 6 in this enclosure. The DoD MAY NOT enter into cost-type contracts for production of an MDAP unless compliant with the conditions and notifications listed in Table 6. SOURCE(S): SEC. 818, P.L. 109-364 (Ref. (k)), SEC. 811, P.L. 112-239 (Ref. (l)) 
• COOPERATIVE OPPORTUNITIES: STATUTORY. Only due at the first program milestone review. The requirement for a Cooperative Opportunities Document will be satisfied via the International Involvement section in the Acquisition Strategy outline. For programs responding to urgent needs, proven capabilities will be assessed during the COURSE OF ACTION ANALYSIS. SOURCE(S) : 10 U.S.C. 2350a (Ref. (g)), SEC. 243, P.L. 111-383 (Ref. (m)) 
• GENERAL EQUIPMENT VALUATION: STATUTORY; a program description that identifies contract-deliverable military equipment, non-military equipment, and other deliverable items; includes plan(s) to ensure that all deliverable equipment requiring capitalization is serially identified and valued. Only required at Milestone C; updated as necessary for the FRP/FD Decision. The capitalization thresholds are unit costs at or above $1 million for Air Force and Navy general fund assets, and unit costs at or above $250 thousand for all internal use software and for other equipment assets for all other general and working capital funds. SOURCE(S): P.L. 101-576 (Ref. (n)), Statement of Federal Financial Accounting Standards 23 (Ref. (o)) 
• INDUSTRIAL BASE CAPABILITIES CONSIDERATIONS: STATUTORY for MDAPs; Regulatory for others. Summarizes the results of the industrial base capabilities’ analysis. SOURCE(S): 10 U.S.C. 2440 (Ref. (g)) 
• INTELLECTUAL PROPERTY (IP) STRATEGY: STATUTORY for major weapon systems and subsystems; Regulatory for other program types. The IP Strategy must be updated as appropriate to support and account for evolving IP considerations associated with the award and administration of all contracts throughout the system life cycle. Becomes part of the Life-Cycle Sustainment Plan (LCSP) during Operations and Support (O&S). For programs responding to urgent needs, due at the Development Milestone. SOURCE(S): 10 U.S.C. 2320 (Ref. (g)), Para. 6a(4) of Enclosure 2 of this instruction 
• MARKET RESEARCH: STATUTORY. A stand-alone, Regulatory requirement at MDD. STATUTORY updates (as part of the ACQUISITION STRATEGY) required at Milestone A and the Development RFP release point; not required thereafter. Conducted to reduce the duplication of existing technologies and products, and to understand potential materiel solutions, technology maturity, and potential sources, to assure maximum participation of small business concerns, and possible strategies to acquire them. For programs responding to urgent needs, included in the Course of Action Approach at the Development Milestone. SOURCE(S): 10 U.S.C. 2377 (Ref. (g)), 15 U.S.C. 644(e)(2) (Ref. (j)), This instruction 
• SMALL BUSINESS INNOVATION RESEARCH (SBIR)/SMALL BUSINESS TECHNOLOGY TRANSFER (STTR) PROGRAM TECHNOLOGIES: STATUTORY. Program managers will establish goals for applying SBIR and STTR technologies in programs of record and incentivize primes to meet those goals. For contracts with a value at or above $100 million, program managers will establish goals for the transition of Phase III technologies in subcontracting plans and require primes to report the number and dollar amount of Phase III SBIR or STTR contracts. Not required at Milestone B. SOURCE(S): 15 U.S.C. 638 (Ref. (j)) 
• TERMINATION LIABILITY ESTIMATE: STATUTORY. Only for MDAPs. Must be documented in the ACQUISITION STRATEGY for any contract for the development or production of an MDAP for which potential termination liability could reasonably be expected to exceed $100 million. Updates may therefore be required at other than the marked events. The estimate must include how such termination liability is likely to increase or decrease over the period of performance. The Program Manager must consider the estimate before making recommendations on decisions to enter into or terminate such contracts. SOURCE(S): SEC. 812, P.L. 112–239 (Ref. (l)) 


MT3.1. Single-Step occurs when the capability is clearly defined, all requirements, including software requirements are known, technology needed is mature, there is no demand for early, partial deployment of the capability and, the capability has a deployed, fielded precedent that works successfully.

MT3.2. Evolutionary Acquisition occurs when the capability is not fully defined or the stakeholders have not reached consensus on the capability definition, all requirements, including software requirements are not known but we have enough for increment one, technology is not fully mature but we have mature enough technology for increment one, there might be a demand for a partial capability and there are no successful precedented systems fielded.

THIS IS INCLUDED as BACKGROUND KNOWLEDGE FROM THE OLD DoDI 5000.02, May 2008 
Students should be familiar with the concepts here only; DoD has moved to Program Models vice using concepts to derive the acquisition strategy.  There are four (4) base models and two suggested hybrid models which will be covered in the next MT/AT.
Single-Step occurs when the capability is clearly defined, all requirements, including software requirements are known, technology needed is mature, there is no demand for early, partial deployment of the capability and, the capability has a deployed, fielded precedent that works successfully.
Evolutionary Acquisition occurs when the capability is not fully defined or the stakeholders have not reached consensus on the capability definition, all requirements, including software requirements are not known but we have enough for increment one, technology is not fully mature but we have mature enough technology for increment one, there might be a demand for a partial capability and there are no successful precedented systems fielded.

Also see: DEFENSE ACQUISITION GUIDEBOOK, Chapter 2 - Program Strategies, 2.0, 2.1, 2.2, 2.7
· Single-Step and Evolutionary Acquisition (EA) are the only approved methodologies for developing increments of capabilities for the war-fighter.
· Single-Step is defined as a one-time purchase without any future improvements of the delivered capability;  If an improvement is to be made, it will be made with a different technology.
· EA is defined as an approach to identifying which capabilities should be delivered in which increment.  
· EA recognizes, up front, the need for future capability improvements. 

MT4.1. There are four (4) base acquisition strategy models that are base or foundational examples of what could be planned.
MT4.2. All acquisition strategy models can be tailored to meet the needs of each unique program.
MT4.3. Base Model 1 is Hardware Intensive, the classic DoD model for weapons systems.  This model represents one large increment to build hardware; no software included.  This model is not realistic to today’s modern weapons systems which include software functionality.
MT4.4. Base Model 2 is Software Intensive.  Software Intensive means that most of the functionality is instantiated using software.  This is more realistic of weapons and C4ISR military systems developed today.  This model is dominated by the development of complex, usually defense unique, software that is fielded in builds.  Configuration management between hardware and software is crucial to the success of each software build.
MT4.5. Base Model 3 is a software-based model but is dominated by the rapid delivery of capability through several limited deployments.  This model is more of a COTS-based model used for Defense Business Systems (DBS).
MT4.6. Base Model 4 is a model that applies when schedule considerations dominate over cost and technical risk considerations.  This model compresses or eliminates phases of the process and accepts the potential for inefficiencies in order to achieve a deployed capability on a compressed schedule.

Reference DoDI 5000.02, 7 Jan 2015, paragraphs 5c(3)(b) through 5c(3)(e),

(3) Defense Acquisition Program Models 

(a) Paragraphs 5c(3)(b) through 5c(3)(e) describe four basic models that serve as examples of defense program structures tailored to the type of product being acquired or to the need for accelerated acquisition. Two additional hybrid models combine the features of multiple basic models. Each basic model is tailored to the dominant characteristics of the product being acquired (e.g., hardware intensive products such as most weapons systems). The hybrids are described because many products will require combining models, such as a weapons systems development that includes significant software development. Acquisition programs should use these models as a starting point in structuring a program to acquire a specific product. 
1. The models provide baseline approaches. A specific program should be tailored to the unique character of the product being acquired. 
2. All of the models contain requirements and product definition analysis, risk reduction, development, testing, production, deployment, and sustainment phases punctuated by major investment decisions at logical programmatic and contractual decision points. Progress through the acquisition management system as depicted in any of these models or in a tailored variation depends on obtaining sufficient knowledge about the capability to be provided and risks and costs remaining in the program to support a sound business decision to proceed to the next phase. 
3. Figures and brief descriptions are provided for each model. The figures illustrate the typical sequence of events and activities. A dotted diagonal line and color blending imply overlapping activities.
(b) Model 1: Hardware Intensive Program. Figure 3 is a model of a hardware intensive development program such as a major weapons platform. This is the classic model that has existed in some form in all previous editions of this instruction. It is the starting point for most military weapon systems; however, these products almost always contain software development resulting in some form of Hybrid Model A (paragraph 5c(3)(f)1 describes Hybrid Model A).

(c) Model 2: Defense Unique Software Intensive Program. Figure 4 is a model of a program that is dominated by the need to develop a complex, usually defense unique, software program that will not be fully deployed until several software builds have been completed. The central feature of this model is the planned software builds – a series of testable, integrated subsets of the overall capability – which together with clearly defined decision criteria, ensure adequate progress is being made before fully committing to subsequent builds. 
1. Examples of this type of product include military unique command and control systems and significant upgrades to the combat systems found on major weapons systems such as surface combatants and tactical aircraft. 
2. Several software builds are typically necessary to achieve a deployable capability. Each build has allocated requirements, resources, and scheduled testing to align dependencies with subsequent builds and to produce testable functionality to ensure that progress is being achieved. The build sequencing should be logically structured to flow the workforce from effort to effort smoothly and efficiently, while reducing overall cost and schedule risk for the program.

(d) Model 3: Incrementally Deployed Software Intensive Program. Figure 5 is a model that has been adopted for many Defense Business Systems. It also applies to upgrades to some command and control systems or weapons systems software where deployment of the full capability will occur in multiple increments as new capability is developed and delivered, nominally in 1- to 2-year cycles. The period of each increment should not be arbitrarily constrained. The length of each increment and the number of deployable increments should be tailored and based on the logical progression of development and deployment for use in the field for the specific product being acquired.
1. This model is distinguished from the previous model by the rapid delivery of capability through multiple acquisition increments, each of which provides part of the overall required program capability. Each increment may have several limited deployments; each deployment will result from a specific build and provide the user with a mature and tested sub-element of the overall incremental capability. Several builds and deployments will typically be necessary to satisfy approved requirements for an increment of capability. The identification and development of technical solutions necessary for follow-on capability increments have some degree of concurrency, allowing subsequent increments to be initiated and executed more rapidly. 
2. This model will apply in cases where commercial off-the-shelf software, such as commercial business systems with multiple modular capabilities, are acquired and adapted for DoD applications. An important caution in using this model is that it can be structured so that the program is overwhelmed with frequent milestone or deployment decision points and associated approval reviews. To avoid this, multiple activities or build phases may be approved at any given milestone or decision point, subject to adequate planning, well-defined exit criteria, and demonstrated progress. An early decision to select the content for each follow-on increment 
(2 through N) will permit initiation of activity associated with those increments. Several increments will typically be necessary to achieve the required capability.
(e) Model 4: Accelerated Acquisition Program. Figure 6 is a model that applies when schedule considerations dominate over cost and technical risk considerations. This model compresses or eliminates phases of the process and accepts the potential for inefficiencies in order to achieve a deployed capability on a compressed schedule. The model shows one example of tailoring for accelerated acquisition and many others are possible. This type of structure is used when technological surprise by a potential adversary necessitates a higher-risk acquisition program. Procedures applicable to urgent needs that can be fulfilled in less than 2 years are a subset of this model and are discussed in Enclosure 13.
(f) Hybrid Acquisition Programs 
1. Figure 7 is a model depicting how a major weapons system combines hardware development as the basic structure with a software intensive development that is occurring simultaneously with the hardware development program. In a hardware intensive development, the design, fabrication, and testing of physical prototypes may determine overall schedule, decision points, and milestones, but software development will often dictate the pace of program execution and must be tightly integrated and coordinated with hardware development decision points.
2. In the hybrid “A” model, software development should be organized into a series of testable software builds, as depicted in Figure 7. These builds should lead up to the full capability needed to satisfy program requirements and Initial Operational Capability (IOC). Software builds should be structured so that the timing of content delivery is synchronized with the need for integration, developmental and operational testing in hardware prototypes. The Milestone B decision to enter EMD and the Milestone C decision to enter Production and Deployment (P&D) should include software functional capability development maturity criteria as well as demonstrated technical performance exit criteria.
3. Figure 8, Model 6: Hybrid Model B (Software Dominant), depicts how a software intensive product development can include a mix of incrementally deployed software products or releases that include intermediate software builds. All of the comments about incremental software fielding associated with Model 3 in paragraph 5c(3)(d) apply to this model as well. This is a complex model to plan and execute successfully, but depending on the product it may be the most logical way to structure the acquisition program.
(g) Risk Management in Hybrid Models. Highly integrated complex software and hardware development poses special risks to program cost and schedule performance. Technical, cost, and schedule risks associated with hardware and software development must be managed throughout the program’s life cycle and will be a topic of special interest at all decision points and milestones.


MT5.1. “Modular Contracting” means that the modules identified within an increment of delivery by Program Leadership in the Program’s Acquisition Strategy are loosely coupled (i.e., use open interface standards/easy to change), highly cohesive (i.e., functionally common) and are of sufficient size to maximize competition benefits, while minimizing the threat of vendor lock.

Reference Define modular contracting. 
NOTE: Open Systems Architecture (OSA) defines a module as: Modular Acquisition Approach" achieves the strategic objectives of the Department to establish and maintain a life-cycle consideration of competition (Frank Kendall, USD ATL Memorandum, 21 August 2014, "Actions to Improve Department of Defense Competition"). To ensure that this objective can be met, programs should design their acquisition strategies to develop systems made of modules/components that are sufficient in size to maximize competition benefits, while minimizing the threat of long-term vendor lock.  These modules will be loosely coupled and highly cohesive from a design perspective.

DoD Open Systems Architecture (OSA) Contract Guidebook for Program Managers v1.1., Appendix 6. Glossary of Terms. “Open System Architecture” 
“Open System Architecture” is a system that employs modular design, uses widely supported and consensus based standards for its key interfaces, and has been subjected to successful validation and verification tests to ensure the openness of its key interfaces. [A Modular Open Systems Approach (MOSA) to Acquisition, OSJTF] An open architecture is defined as a technical architecture that adopts open standards supporting a modular, loosely coupled and highly cohesive system structure that includes publishing of key interfaces within the system and full design disclosure. The key enabler for open architecture
is the adoption of an open business model which requires doing business in a transparent way that leverages the collaborative innovation of numerous participants across the enterprise permitting shared risk, maximized asset reuse and reduced total ownership costs. The combination of open architecture and an open business model permit the acquisition of Open Systems Architectures that yield modular, interoperable systems allowing components to be added,
modified, replaced, removed and/or supported by different vendors throughout the life cycle in order to drive opportunities for enhanced competition and innovation.  The following are the core principles of the Open Systems Architecture approach:
1. Modular designs with loose coupling and high cohesion that allow for independent acquisition of system components, i.e., composability;
2. Continuous design disclosure and appropriate use of data rights allowing greater visibility into an unfolding design and flexibility in acquisition alternatives;
3. Enterprise investment strategies that maximize reuse of system designs and reduce total ownership costs (TOC); 
4. Enhanced transparency of system design through Government, academia, and industry peer reviews;
5. Competition and collaboration through development of alternative solutions and sources; and
6. Analysis to determine which components will provide the best return on investment (ROI) to OSA, i.e., which components will change most often due to technology upgrades or parts obsolescence and have the highest associated cost over the life cycle.
Achievement of these six principles requires an affirmative answer to a fundamental question: Can a qualified third party add, modify, replace,remove, or provide support for a component of a system, based on open standards and published interfaces for the component of that system?

MT6.1. The purpose of “Modular contracting” is to provide capable modules that reduce program risk and to incentivize contractor performance while meeting the Government’s need for timely access to rapidly changing technology.

· For each EA increment, contracting officers shall choose an appropriate contracting technique that facilitates the acquisition of subsequent increments. Pursuant to Parts 16 and 17 of the Federal Acquisition Regulation, contracting officers shall select the contract type and method appropriate to the circumstances (e.g., indefinite delivery, indefinite quantity contracts, single contract with options, successive contracts, multiple awards, task order contracts). Contract(s) shall be structured to ensure that the Government is not required to procure additional increments. 
· For each EA increment in order to avoid obsolescence, a modular contract for information technology should, to the maximum extent practicable, be awarded within 180 days after the date on which the solicitation is issued. If award cannot be made within 180 days, agencies should consider cancellation of the solicitation in accordance with 14.209 or 15.206(e). To the maximum extent practicable, deliveries under the contract should be scheduled to occur within 18 months after issuance of the solicitation. 

Business Strategy: Addresses the main contracting approach to include contract types, how competition will be sought, promoted and sustained, source selection procedures, provisions, sources, and product support considerations and leasing arrangements.
Contracting Strategy: Explain Why?  Explains to the extent necessary, the analysis and rationale that justifies the use of fixed-price or cost-plus vehicles.  Explains why the incentives provided were chosen and why there is confidence that they will successfully motivate the contractor to provide the performance desired by the government.

The following is checklist for someone creating a plan from scratch and also to remind during acquisition strategy discussions what management thinks is important.  Also, need to emphasize getting the team, especially the 
Contracting Officer and Small Business professional, involved early.  The DAG  (as of Oct 9, 2012) provides guidance on both the Acquisition Strategy and the supporting Intellectual Property Strategy.

FAR 7.105 -- Contents of Written Acquisition Plans.

2.2.1. Program Strategies for Increments and Subprograms
An evolutionary acquisition approach delivers capability in increments, recognizing, up front, the need for future capability improvements. 
Each increment must be a militarily useful and supportable operational capability that can be developed, produced, deployed, and sustained. Block upgrades, pre-planned product improvement, and similar efforts that provide a significant increase in operational capability are managed as separate increments.
Each increment must be traceable back to an approved requirements document and have its own set of threshold and objective values. Each increment must also have an Acquisition Program Baseline establishing cost, schedule, and performance program goals.
If a major defense acquisition program requires the delivery of two or more categories of end items which differ significantly from each other in form and function, the Defense Acquisition Executive may designate such category of end item as a major subprogram for the purposes of acquisition reporting under Title 10 United States Code. An example of the intended use for subprograms would be the designation of a satellite (subprogram #1) and the affiliated ground control station (subprogram #2) under a total program composed of both elements.
Increments represent operational capabilities; whereas subprograms represent end items that differ significantly from each other in form and function. The premise for establishing increments or subprograms is significantly different, but the reporting mechanisms are very similar. 
Department of Defense Instruction 5000.02 requires each increment or subprogram to have its own program strategy document (Technology Development Strategy or Acquisition Strategy), or minimally, have a distinctly separate annex from the ‘core’ program strategy document. When appropriate, an annex for an increment can leverage the core program information. 
2.3. Program Strategy Relationship to Other Program Documents
Program Documents should not duplicate content, but rather be managed as an integrated set. The Program Strategy (Technology Development Strategy (TDS) or Acquisition Strategy (AS)) should describe the integrated plans that identify the acquisition approach, the business strategy, overall program schedule, and risk management strategies to meet program objectives while balancing cost, schedule and performance.
Content of other documents, such as the Systems Engineering Plan, Life Cycle Sustainment Plan, Program Protection Plan, and Test and Evaluation Master Plan should all align with the TDS or AS content, with minimal overlap.
2.8.3. Acquisition Approach 

Indicate whether the program strategy will be evolutionary or single step to full capability and rationale for selection. Note: If this program employs an evolutionary acquisition approach, this strategy will primarily apply to the current increment, while occasionally addressing some topics in the context of the overall program.

If this program employs an evolutionary acquisition approach, summarize the cost, schedule, and performance drivers for the increment under consideration, and the plan to transition from the initial increment to later increments.


FAR PART 39 INFORMATION TECHNOLOGY
39.000  Scope of part. 
[bookmark: wp1096804]This part prescribes acquisition policies and procedures for use in acquiring— 
[bookmark: wp1096805](a) Information technology, including financial management systems, consistent with other parts of this regulation, OMB Circular No. A-127, Financial Management Systems and OMB Circular No. A-130, Management of Federal Information Resources. 
[bookmark: wp1096806](b) Information and information technology. 
[bookmark: wp1096807]39.001  Applicability. 
[bookmark: wp1096808]This part applies to the acquisition of information technology by or for the use of agencies except for acquisitions of information technology for national security systems. However, acquisitions of information technology for national security systems shall be conducted in accordance with 40 U.S.C. 11302 with regard to requirements for performance and results-based management; the role of the agency Chief Information Officer in acquisitions; and accountability. These requirements are addressed in OMB Circular No. A-130. 
[bookmark: wp1096809]39.002  Definitions. 
[bookmark: wp1096810]As used in this part— 
[bookmark: wp1096811]“Modular contracting” means use of one or more contracts to acquire information technology systems in successive, interoperable increments. 
[bookmark: wp1096812]“National security system” means any telecommunications or information system operated by the United States Government, the function, operation, or use of which— 
[bookmark: wp1096813](1) Involves intelligence activities; 
[bookmark: wp1096814](2) Involves cryptologic activities related to national security; 
[bookmark: wp1096815](3) Involves command and control of military forces; 
[bookmark: wp1096816](4) Involves equipment that is an integral part of a weapon or weapons system; or 
[bookmark: wp1096817](5) Is critical to the direct fulfillment of military or intelligence missions. This does not include a system that is to be used for routine administrative and business applications, such as payroll, finance, logistics, and personnel management applications. 
[bookmark: wp1096818]“Year 2000 compliant,” with respect to information technology, means that the information technology accurately processes date/time data (including, but not limited to, calculating, comparing, and sequencing) from, into, and between the twentieth and twenty-first centuries, and the years 1999 and 2000 and leap year calculations, to the extent that other information technology, used in combination with the information technology being acquired, properly exchanges date/time data with it. 

MT7.1. “Modular Contracting” modules are: 
· Easy to manage in that modules are contracted for in the easiest way to manage; for example, a COTS product would be one module of capability
· Divided and defined to address complex information technology objectives in smaller, workable chunks of capability; for example, we might contract separately for the database module of capability; Complex capabilities should be their own module
· A way to reduce risk of potential adverse consequences on the overall project by isolating and avoiding custom-designed (Developer Proprietary) modules of the system.  Proprietary capabilities should be their own module of capability.

MT8.1. An Increment or build of modules provides:
· A militarily useful and supportable operational capability that can be developed, produced, deployed, and sustained. Block upgrades, pre-planned product improvement, and similar efforts that provide a significant increase in operational capability are managed as separate increments.
· Traceability back to an approved requirements document and have its own set of threshold and objective values. 
· Each increment or build must use the principle of modular contracting.  A grouping of modules that together form an increment of capabilities that provides for delivery, implementation, and testing of workable systems or solutions, each of which comprises a system or solution that is not dependent on any subsequent increment in order to perform its principal functions (“Modular Contracting Principle”)

Other Important Learning Points:
1) An Acquisition Program Baseline (APB) is established based on cost, schedule, and performance program goals.  The APB is the Program Manager’s contract with the Milestone Decision Authority (MDA).
2) Each increment is an opportunity for subsequent increments to take advantage of any evolution in technology or needs that occur during implementation and use of the earlier increments  (“Modular Contracting Principle”)
3) Each increment is a design that complies with common or commercially acceptable information technology standards when available and appropriate, and shall conform to the agency’s master information technology architecture. (“Modular Contracting Principle”)
4) Each increment has a list of Performance requirements that should be consistent with the performance requirements of the completed, overall system within which the information technology will function and should address interface requirements with succeeding increments. (“Modular Contracting Principle”)
5) Each increment has a Contracting Strategy where contracting officers shall choose an appropriate contracting technique that facilitates the acquisition of subsequent increments. Pursuant to Parts 16 and 17 of the Federal Acquisition Regulation, contracting officers shall select the contract type and method appropriate to the circumstances (e.g., indefinite delivery, indefinite quantity contracts, single contract with options, successive contracts, multiple awards, task order contracts). Contract(s) shall be structured to ensure that the Government is not required to procure additional increments. 
6) There is a modular contracting plan for each increment that, in order to avoid obsolescence and to the maximum extent practicable, be awarded within 180 days after the date on which the solicitation is issued. If award cannot be made within 180 days, agencies should consider cancellation of the solicitation in accordance with 14.209 or 15.206(e). To the maximum extent practicable, deliveries under the contract should be scheduled to occur within 18 months after issuance of the solicitation.

Acquisition Strategy INCREMENTS OR BUILD DEFINED
NOTE:  DoDI 5000.02 uses BUILD vice INCREMENT to describe the deployment of capabilities.

· Each increment must be a militarily useful and supportable operational capability that can be developed, produced, deployed, and sustained. Block upgrades, pre-planned product improvement, and similar efforts that provide a significant increase in operational capability are managed as separate increments.
· Each increment must be traceable back to an approved requirements document and have its own set of threshold and objective values. 
· Each increment must have an Acquisition Program Baseline (APB) establishing cost, schedule, and performance program goals.  The APB is the Program Manager’s contract with the Milestone Decision Authority (MDA).
· Each increment must abide by the principles of Modular Contracting (FAR 39.103) as follows:
· NOTE: “Modular contracting” means to use of one or more contracts to acquire information technology systems in successive, interoperable increments.”
(1) Are easier to manage individually than would be possible in one comprehensive acquisition; 
(2) Address complex information technology objectives incrementally in order to enhance the likelihood of achieving workable systems or solutions for attainment of those objectives; 
(3) Provide for delivery, implementation, and testing of workable systems or solutions in discrete increments, each of which comprises a system or solution that is not dependent on any subsequent increment in order to perform its principal functions; 
(4) Provide an opportunity for subsequent increments to take advantage of any evolution in technology or needs that occur during implementation and use of the earlier increments; and 
(5) Reduce risk of potential adverse consequences on the overall project by isolating and avoiding custom-designed components of the system.
(6) To promote compatibility, the information technology acquired through modular contracting for each increment should comply with common or commercially acceptable information technology standards when available and appropriate, and shall conform to the agency’s master information technology architecture. 
(7) The performance requirements of each increment should be consistent with the performance requirements of the completed, overall system within which the information technology will function and should address interface requirements with succeeding increments. 

MT9.1. The Acquisition Plan is the Contracting Plan between the Program Manager and the Program Executive Officer (PEO).  It describes the contracting actions necessary to develop the required capability.

Reference the DAU Acquipedia; The Acquisition Plan is:
A formal written document reflecting the specific actions necessary to execute the approach established in the approved acquisition strategy and guiding contractual implementation. See Federal Acquisition Regulation (FAR) Subpart 7.1 and Defense Federal Acquisition Regulation Supplement (DFARS) Subpart 207.1.  

General Policy for Acquisition Planning
The FAR requires agencies to perform acquisition planning and conduct market research for all acquisitions in order to promote:
· The acquisition of commercial items or, to the extent that commercial items suitable to meet the agency’s needs are not available, non-developmental items.  
· Full and open competition per FAR Part 6 or, when full and open competition is not required in accordance with Part 6, to obtain competition to the maximum extent practicable
Acquisition planning must involve all personnel responsible for significant aspects of the acquisition. The purpose of this planning is to ensure that the Government meets its needs in the most effective, economical, and timely manner. Some Department of Defense (DoD) agencies have a detailed acquisition planning system in place that goes beyond the general requirements of FAR Part 7.

Acquisition planning should begin as soon as the agency’s need is identified, preferably well in advance of the fiscal year in which contract award or order placement is necessary. In developing the plan, the planner forms a team consisting of all those who will be responsible for significant aspects of the acquisition, such as contracting, fiscal, legal, and technical personnel. If contract performance is to be in a designated operational area or supporting a diplomatic or consular mission, the planner shall also consider inclusion of the combatant commander or chief of mission, as appropriate. The planner should review previous plans for similar acquisitions and discuss them with the key personnel involved in those acquisitions. At key dates specified in the plan or whenever significant changes occur, and no less often than annually, the planner shall review the plan and, if appropriate, revise it.

While acquisition planning is required for all acquisitions (FAR 7.102), DFARS 207.103 requires written acquisition plans in DoD for:

1. Acquisitions for "development" (as defined in FAR 35.001) when the total cost of all contracts for the acquisition program is estimated at $10 million or more;
2. Acquisitions for production or services when the total cost of all contracts for the acquisition program is estimated at $50 million or more for all years or $25 million or more for any fiscal year; and
3. Any other acquisition considered appropriate by the department or agency.

Elements of a Written Acquisition Plan

Both FAR 7.105 and DFARS PGI 207.105 describe the specific elements that are required for acquisition plans. An abbreviated version is shown below to provide an idea of the scope of acquisition plans. Consult FAR 7.105 and DFARS PGI 207.105 for complete details.

· Statement of need. Introduce the plan by a brief statement of need. Summarize the technical and contractual history of the acquisition. Discuss feasible acquisition alternatives, the impact of prior acquisitions on those alternatives, and any related in-house effort.
· Applicable conditions. State all significant conditions affecting the acquisition, such as requirements for compatibility with existing or future systems or programs, and cost, schedule, and capability or performance constraints.
· Cost. Set forth the established cost goals for the acquisition and the rationale supporting them, and discuss related cost concepts to be employed.
· Capability or performance. Specify the required capabilities or performance characteristics of the supplies or the performance standards of the services being acquired and state how they are related to the need.
· Delivery or performance-period requirements. Describe the basis for establishing delivery or performance-period requirements. Explain and provide reasons for any urgency if it results in concurrency of development and production or constitutes justification for not providing for full and open competition.
· Trade-offs. Discuss the expected consequences of trade-offs among the various cost, capability or performance, and schedule goals.
· Risks. Discuss technical, cost, and schedule risks and describe what efforts are planned or underway to reduce risk and the consequences of failure to achieve goals. If concurrency of development and production is planned, discuss its effects on cost and schedule risks.

(a) Acquisition background and objectives --

Sources. Indicate the prospective sources of supplies or services that can meet the need. Consider required sources of supplies or services (see FAR Part 8) and sources identifiable through databases including the Government wide database of contracts and other procurements instruments intended for use by multiple agencies. Include consideration of small business, veteran-owned small business, service-disabled veteran-owned small business, HUBZone small business, small disadvantaged business, and women-owned small business concerns (see Part 19), and the impact of any bundling that might affect their participation in the acquisition When the proposed acquisition strategy involves bundling, identify the incumbent contractors and contracts affected by the bundling. Address the extent and results of the market research and indicate their impact on the various elements of the plan (see Part 10).
· Competition. Describe how competition will be sought, promoted, and sustained throughout the course of the acquisition. If full and open competition is not contemplated, cite the authority in 6.302, discuss the basis for the application of that authority, identify the source(s), and discuss why full and open competition cannot be obtained.
· Source-selection procedures. Discuss the source-selection procedures for the acquisition, including the timing for submission and evaluation of proposals, and the relationship of evaluation factors to the attainment of the acquisition objectives (see Subpart 15.3).
· Acquisition considerations. For each contract contemplated, discuss contract type selection (see Part 16); use of multiyear contracting, options, or other special contracting methods (see Part 17); any special clauses, special solicitation provisions, or FAR deviations required (see Subpart 1.4); whether sealed bidding or negotiation will be used and why; whether equipment will be acquired by lease or purchase (see Subpart 7.4) and why; and any other contracting considerations. Provide rationale if a performance-based acquisition will not be used or if a performance-based acquisition for services is contemplated on other than a firm-fixed-price basis
· Budgeting and funding. Include budget estimates, explain how they were derived, and discuss the schedule for obtaining adequate funds at the time they are required.
· Milestones (dates) for the acquisition cycle. Examples of acquisition steps to address:
· Acquisition plan approval
· Statement of work
· Specifications
· Completion of acquisition-package preparation
· Purchase request
· Justification and approval for other than full and open competition where applicable
· Issuance of synopsis
· Issuance of solicitation
· Evaluation of proposals, audits, and field reports
· Beginning and completion of negotiations
· Contract preparation, review, and clearance
· Contract award

MT10.1. Increment definitions are based on how clearly we understand what capability we are building, the logical progression of development and deployment for use in the field for the specific product being acquired.

Per DoDI 5000.02, paragraph 5. PROCEDURES, Paragraph c. Generic and DoD-Specific Acquisition Program Models, Decision Points, and Phase Activities, Sub-paragraph (3) Defense Acquisition Program Models, Sub-paragraph (d) Model 3: Incrementally Deployed Software Intensive Program:

DoDi 5000.02, 5.c.(3)(d) Model 3:  Incrementally Deployed Software Intensive Program.  Figure 5 is a model that has been adopted for many Defense Business Systems.  It also applies to upgrades to some command and control systems or weapons systems software where deployment of the full capability will occur in multiple increments as new capability is developed and delivered, nominally in 1- to 2-year cycles.  The period of each increment should not be arbitrarily constrained.  The length of each increment and the number of deployable increments should be tailored and based on the logical progression of development and deployment for use in the field for the specific product being acquired. 

MT10.2. Increments are made up of 1 to n limited deployments called “Builds” of software (1.1 to 1.n, 2.1 to 2.n, etc.).  Together, the builds create a testable increment of capability for the war-fighter.  Together, all increments together create the overall, required war-fighter capability.

5.c.(3)(d)1. This model is distinguished from the previous model by the rapid delivery of capability through multiple acquisition increments, each of which provides part of the overall required program capability.  Each increment may have several limited deployments; each deployment will result from a specific build and provide the user with a mature and tested sub-element of the overall incremental capability.  Several builds and deployments will typically be necessary to satisfy approved requirements for an increment of capability.  The identification and development of technical solutions necessary for follow-on capability increments have some degree of concurrency, allowing subsequent increments to be initiated and executed more rapidly.

MT10.3. Multiple builds may be approved at any given milestone or decision-point to make the development and approval process as efficient as possible.  By Statute, Title 40, Clinger-Cohen Act (CCA) compliance will be reported at each milestone/decision-point.

DoDI 5000.02, 5.c.(3)(d)2. This model will apply in cases where commercial off-the-shelf software, such as commercial business systems with multiple modular capabilities, are acquired and adapted for DoD applications.  An important caution in using this model is that it can be structured so that the program is overwhelmed with frequent milestone or deployment decision points and associated approval reviews.  To avoid this, multiple activities or build phases may be approved at any given milestone or decision point, subject to adequate planning, well-defined exit criteria, and demonstrated progress.  An early decision to select the content for each follow-on increment (2 through N) will permit initiation of activity associated with those increments.  Several increments will typically be necessary to achieve the required capability.

DoDI 5000.02, Enclosure 1, Table 2: STATUTORY for all programs that acquire information technology (IT); Regulatory for other programs. See section 3 in Enclosure 11 for amplifying guidance. A summary of required actions is in Table 9 in this enclosure. The Program Manager will report CCA compliance to the MDA and the Component CIO or designee.  For IT programs employing an incremental development model (i.e., Model 3), the Program Manager will report CCA compliance at each Limited Deployment Decision Point.

MT10.4. Use the principles of “Modular Contracting” and the characteristics of an increment to create a deployable, contract able, increment of war-fighting capabilities.

DoDI 5000.02, Enclosure 1, Table 9, CCA Compliance, 10. Ensure, to the maximum extent practicable, (1) modular contracting has been used, and (2) the program is being implemented in phased, successive increments, each of which meets part of the mission need and delivers measurable benefit, independent of future increments. (These actions are also required to comply with section 811 of Public Law 106-398 (Reference (q)).)

FAR Part 30.103 – Modular Contracting.  
(a) This section implements 41 U.S.C. 2308. Modular contracting is intended to reduce program risk and to incentivize contractor performance while meeting the Governments need for timely access to rapidly changing technology. Consistent with the agency’s information technology architecture, agencies should, to the maximum extent practicable, use modular contracting to acquire major systems (see 2.101) of information technology. Agencies may also use modular contracting to acquire non-major systems of information technology.
(b) When using modular contracting, an acquisition of a system of information technology may be divided into several smaller acquisition increments that --
(1) Are easier to manage individually than would be possible in one comprehensive acquisition;
(2) Address complex information technology objectives incrementally in order to enhance the likelihood of achieving workable systems or solutions for attainment of those objectives;
(3) Provide for delivery, implementation, and testing of workable systems or solutions in discrete increments, each of which comprises a system or solution that is not dependent on any subsequent increment in order to perform its principal functions;
(4) Provide an opportunity for subsequent increments to take advantage of any evolution in technology or needs that occur during implementation and use of the earlier increments; and
(5) Reduce risk of potential adverse consequences on the overall project by isolating and avoiding custom-designed components of the system.
(c) The characteristics of an increment may vary depending upon the type of information technology being acquired and the nature of the system being developed. The following factors may be considered:
(1) To promote compatibility, the information technology acquired through modular contracting for each increment should comply with common or commercially acceptable information technology standards when available and appropriate, and shall conform to the agency’s master information technology architecture.
(2) The performance requirements of each increment should be consistent with the performance requirements of the completed, overall system within which the information technology will function and should address interface requirements with succeeding increments.
(d) For each increment, contracting officers shall choose an appropriate contracting technique that facilitates the acquisition of subsequent increments. Pursuant to Parts 16 and 17 of the Federal Acquisition Regulations, contracting officers shall select the contract type and method appropriate to the circumstances (e.g., indefinite delivery, indefinite quantity contracts, single contract with options, successive contracts, multiple awards, task order contracts). Contract(s) shall be structured to ensure that the Government is not required to procure additional increments.
(e) To avoid obsolescence, a modular contract for information technology should, to the maximum extent practicable, be awarded within 180 days after the date on which the solicitation is issued. If award cannot be made within 180 days, agencies should consider cancellation of the solicitation in accordance with 14.209 or 15.206(e). To the maximum extent practicable, deliveries under the contract should be scheduled to occur within 18 months after issuance of the solicitation.

MT11.1. Contract incentives need to be employed to achieve required cost, schedule, and performance outcomes; your incentives need to promote maximum competition to drive overall prices down and performance up.

Reference DoDI 5000.02, 5.d.(4)(f)

(f) Program Planning
1.  During the TMRR Phase, the Program Manager will plan the balance of the program, prepare for subsequent decision points and phases, and submit an updated Acquisition Strategy for MDA approval.  The updated Acquisition Strategy will describe the overall approach to acquiring the capability to include the program schedule, risks, funding, and the business strategy.  The business strategy will describe the rationale for the contracting approach and how competition will be maintained throughout the program life cycle, and detail how contract incentives will be employed to support the Department’s goals.



Reference DoDI 5000.02, Enclosure 2, Paragraph 6.a. 
a.  Acquisition Strategies

(1) Overview.  The Program Manager will develop and execute an approved Acquisition Strategy.  This document is the Program Manager’s plan for program execution across the entire program life cycle.  It is a comprehensive, integrated plan that identifies the acquisition approach and key framing assumptions, and describes the business, technical, and support strategies that the Program Manager plans to employ to manage program risks and meet program objectives. The strategy evolves over time and should continuously reflect the current status and desired goals of the program.  The Acquisition Strategy defines the relationship between the acquisition phases and work efforts, and key program events such as decision points and reviews.  The strategy must reflect the Program Manager’s understanding of the business environment; technical alternatives; small business strategy; costs, risks and risk mitigation approach; contract awards; the incentive structure; test activities; production lot or delivery quantities; operational deployment objectives; opportunities in the domestic and international markets; foreign disclosure, exportability, technology transfer, and security requirements; and the plan to support successful delivery of the capability at an affordable life-cycle price, on a realistic schedule.

MT11.2. The Software Program Manager’s Network (SPMN) 16 Software Development Best Practices can be used as the basis to create Incentive Awards in your contract.

Reference: See Instructor Teaching Note Labeled: “Teaching Note Handout for Award Fees.docx” This is used in ISA201 as a job aid of the Practicums.  Also, http://www.spmn.com/www2/16CSP.html 

TEACHING NOTE: EXAMPLES OF AWARD FEE CRITERIA FOR SOFTWARE-INTENSIVE SYSTEMS

Notes: (1) The award fee plan typically will consist of an Award Fee Provision in the base contract. Evaluation of award fee should be made on a periodic basis with contract modifications to reflect award fees earned and establish incentives for the next evaluation period. The incentives should be in periods dependent on the life cycle planned reviews. This document provides award fee criteria samples based on the Airlie Council and the Software Program Manager’s Network’s 16 Software Development Best Practices (see http://www.spmn.com/www2/16CSP.html ) that could be used for software systems in phases of development encompassing the System Requirements Review (SRR), Software Specification Review (SSR), Preliminary Design Review (PDR), and Critical Design Review (CDR). The evaluation periods and reviews along with associated specific award fee criteria should be based on the contractor’s actual proposed methodology, their review schedule and planned development activities.
 (2) A set of software development suggested “Best Practices” were used as the basis to create these notional award fee criteria.  However, if you use them all or don’t tailor them to the specific needs of your program, you will likely end up diluting what is most important to the program and not really influence contractor efforts.  Ideally, 3 to 5 key areas should be picked and used as the basis to create program-specific award fee criteria.  In addition, you should ensure the software quality features you believe are important to the program get emphasized appropriately by aligning award fee Criteria, where appropriate, to the specifics of a Program’s Software Quality Performance Statement and other quality criteria. 
(3) Since contracting procedures and requirement vary by command vary, use of these should be considered only as a suggested way, of many possible ways, that award fee criteria could be structured as part of a CPAF effort. The final decision on use of award fee criteria, criteria levels and weighting methodology used on any particular contract must be approved by the Contracting Office and Fee Determining Official (FDO) for the specific contract under consideration and be in accordance with relevant FAR and DFARS provisions. No direct endorsement of these criteria by the DAU is implied. 
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