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Innovations from Outside DHS:
Stories from Three New PIL Coaches
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¥ ey What We're Talking About Today

dIntroduction to New PIL Team Members
A PIL Acquisition Workshops
(1 Case Studies for Prior Experience

L Full Suite of Innovations and Protest



/. Homeland

& sccurity Has this happened to you?

How the customer explained
it

How the project leader
understood it

How the analyst designed it

www protacicartoon.com

What the customer really
needed

o e e

How the programmer wrote When i was debvensd How the customer was billed Slide 3

t



Y S PAW Method

PiL

Acquisition
ﬂorkshops

A facilitated workshop built around a specific
requirement and its IPT members.

Walks the team through the performance-
based acquisition process from beginning to
end.
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“gr: Homeland
T Security

Project
Manager

Finance
Specialist

External
Stakeholders
Contracting Systems
Officer / Engineer
I\ \ \5¢
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Evaluation
Criteria
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& s PAW Process

Market
Research

Develop
SOW/SOO0/PWS

Establish the IPT Objectives

/.' -

Define Source
Measurements Selection Performance

Complete
Closeout
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& Sy A Real In-Person PAW

FIVE-day workshop to build a market research strategy,
requirements document, and procurement strategy for one
project.
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& s PAW is More Efficient

Long Slow Burn
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Evaluation
Criteria
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¥ g Virtual PAW — Market Research
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1) Next Steps to Complete )

Spread out sessions into
smaller sprints to combat
fatigue.

Microsoft
Teams

Cisco

wepnex
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7. Homeland
a7: Security

Virtual PAW - Evaluation Criteria

Offer Factars
[Contractually Binding)

Enhancamenis

Sfendor increagses e stated parforrnance stendands or AQLs thesa
changes are incoparsted into the contract

-Govarmment £an use erhancements o evallate innovations while
noorporating proposed nnovedions into the contract

iSee GSBCA 13315 D6, BCA and GAD decisions B-260023, B-
ZE3GA5)

Enhanced Terms and Conditions Mendor slloveed to propase
enhanced [2mms and conditiens such &5 longer warrantles [See G
B-27 2335, B-291381)

Deliveiy of Completion Schadule Wendars may propsss a shaer
performance perinds or faster deleery -Da not use this factar unless
thera 5 a barsit 1o fastar completion [See GA0 Declsion B-376435) -
Besl praclios- reguest pricing for Silerent delvery schedules Lo
snabla comparsen ol anch level of performance

Small Business Participation Proposal

Srendors prowice nrgemation regarding the variety and complesity of
weiirk identified smell businesses are 10 peifarm, end méay be allawead
1o proposs maahng ar exceeding mirimum subcorsracting goals
-The SBEF i= naf the same a5 a subcontracting plan

Contragtor Faciitles -Usa 1his factor If the facility Impacts the wendor's
ability 10 successhully perfarm the reguirement

Lifacycle Costs
Cormiders the cost ko aoguire, operate, support, and possibly dispose
of tha ikem

Click AltNote to drag a copy of
the nofe to the evaluation factor

Risks, Key Areas, and High'Low Risk
Areas
(Facilfiator caples here)
Click ALT+Mote to mowe a copy of the
sticky to the desired factor

Capability Factors
(Mot Contractually Binding)

Corporate Experience

Mendors describe what they have done and now g have they been
duing thal lask; golicitation may elaw verdar to subenit major
subcoatractor sxparienca,

Kay Persanneal
-lse wihan suificient information is needad to make a meaningiul
aszessrent of the peaple propesed (ypically more than & resarme]

Technical Salutian (This is not the same as the Technical Factaor)
« The technical solution awaluates the pracsea techniques that will e
u=ad to perform complax sandcas ar manufacture & sueply

IT Secunty Approach
=The verss's approach i ensdre 1T EEEIJﬁtjl'ﬂl E'E'EI:EI"HS-. N‘iElDl‘y’Eﬁ
required in contract clauses, is assessed.

Management Appraach

- The gersernmant assesses 45 level of confidence a vandor will
successiully pedorm the reguiremsnts based on it= maragement
spprogch.

Hurman Capital Apoooach

-The government avaluatas a vandor's methodoagy for effectivaly
attracting and retaining a highly gualies workforoe while alsa
sLsteining competencies and cerlifications.

Transitian Plan
The verser's propased approach s cealuated ta daterming i it will
result In Ul performiance within <xs days afer contract awand,

Cusiny Control

=The verders akility to demonsirate g scund process Tor & quality
program and procecures that maeet or exceed industry standards is
assessed

Past Perdommance
Fasl performeance evaluates thwe oaality of pash wark
AUse a5 & fectar ar sub factor, but not bath

Price Realism

-&n anadyss s applied o maasure the offerce's undarstarcing af the
requiremsaits andior be 35555 the risk inhersnt in an ofemrs
propasal if the price is too [oe
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Ag: Homeland

¥ sary \Why won’t the helicopter start?

_ Ask other users if they have the
Every morning for 30 YEARS the . .
, , same performance issue with
engine wouldn’t start. The : :
their helicopters and

Government thought it was a
maintenance issue. Time to

award a NEW Maintenance
contract!

maintenance contracts.

Some users have the
PIL Acquisition Workshop same problem, but

some do not!
WHY???

It was NOT a maintenance

issue after alll It was a

PRODUCTION issue!!!l
Slide 11



& flomeland PAW Take-aways

PiL

9 PAWSs an be used for entire pre-solicitation

ﬁr‘}f’ process or individual segments: A o
oo O Procurement Strategy qu"Sltlon
0 SO0/SOW/PWS development -
 Market Research development WOrkshops

(d Evaluation Criteria development

More efficient and better requirements.

The Facilitator

Amy Knight
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