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One team, one voice delivering global acquisition insight.

Agenda

• Where I started and where I am
– Try to make this relevant to my audience 
• Contracting

• Industry – equipment and parts

• Small Business

• Times have changed

– Up-armored vs Armored

– Medium Tactical Vehicles

– Soldier Combat Equipment

• Understanding the requirement and need

– How you play a role
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Up-armored vs Armored Light Tactical Vehicle

HMMWV 2003 JLTV 2020

Weapons Mount
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Medium Tactical Vehicles

M109 2003 FMTV 2020
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Equipping our Military Forces

Soldier Combat Equipment 2003 Soldier Combat Equipment 2020
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Understanding the Requirement / Need

What is this? Up-armored Vehicles used for Combat Ops

- Critical Thinking?
- What challenges do you see with 
these two pictures?
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How do we all fit in…

• So what does this all mean

– What you do for those in the field is crucial; those Soldiers are someone’s 
children

– The Small Businesses support the big businesses – we can’t do it w/o you

– Interject yourself in the process

• INSCOM DLITE Contract

• F150 Up-armored Non-Tactical Vehicles

– Contracting: PCOs and ACOs engage with the Program Offices early

– DCAA Contracting – Keeping people honest
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Questions


