DTCI Lessons Learned

Joint Program Management

1.  Communicate, communicate, and communicate.  More is better.  Here are a few things we did to help facilitate communications:

· DTCI held bi-weekly telecon meetings with the Service reps.

· DTCI sent out a “DTCI Weekly Update” with sections for all our divisions, upcoming events, etc….  It was sent to all stakeholders and all levels from GO to AO – our philosophy was the more info we pushed out, the better we would be in the long run.  We attached all published articles, meeting minutes, action items, FAQs, etc, etc…..

· The DTCI PMO Director averaged a trip to DC every 5-7 weeks, and he stopped in and visited all the HQ offices during each trip….  OSD(TP), OSD(DPAP), N4, G4, A4, HQ USMC, SDDC, DLA, etc….We found that even a 30 minute HQ visit at any level (from GS-14/LTC through SES/GO) was beneficial

2.  Include key agencies on the PMO staff and employ them in key roles

· The DDC was represented with a full-time GS-15.  She was assigned as the Functional Team lead during development of the solicitation and as the Mission Capabilities team lead on the Source Selection Evaluation Team.  The DDC also had another GS-12 assigned to the PMO for approximately 12 months during the development of the PWS

· SDDC had a full-time GS-12 in the DTCI PMO for 18 months, then another GS-13 in TDY status for 4 months, then this transitioned to 3 full-time billets for the remainder of the program…a GS-11, GS-13 & GS-14

3. Other items:

· Ensure you have highly qualified resources to define requirements.  A significant amount of time and effort was lost during the early phase of the program standing up a PMO and finding the right talent to develop requirements.  Again, it is quality and not quantity of members.  Continuity is also important throughout the PWS development and critical throughout the source selection evaluation phase

· Ensure you accomplish an analysis of alternatives and document the analysis and alternative selected during the initial acquisition planning phase

· Ensure you have iron-clad documentation for the bundling analysis, if applicable

· Develop realistic milestones up front; lean heavily on contracting’s advice on proper timelines.  Do not set unrealistic expectations up front.  Failure to meet milestones erodes the stakeholders’ trust and confidence in the agency’s ability to execute

4.  Need to have a public budget discussion (no hidden funding agendas)

