Point Paper

on

The USAF Acquisition Discovery Map and Simulation Exercise Training

Learning Objectives

· Create a new mindset that reenergizes the Acquisition workforce about the nature and need to change.

· Communicate to the Acquisition community the goals of the current transformation effort and the real consequences – both apparent and hidden – of not changing.

· Allow individual Acquisition community members to experience the problems with the current process in behavioral terms and then to experience the benefits of changed behavior.

· Provide examples of how Acquisition community members can successfully challenge the process, take acceptable risks, and remove roadblocks to effective use of the process.

· Demonstrate to the Acquisition community the benefits of increased collaboration both with customers and suppliers.

Training Process

· This four hour video-facilitated learning experience is held in a classroom setting with multiple groups of 4-8 persons per table.

· Number of people trained in a single session is only limited by room size, number of tables in the room, and the availability of training materials.

· Facilitation by video keeps costs down, ensures consistency of message and course lengths.

·  “Site leaders” become proficient at leading a class after attending a training session and using a site leader guide.  Site leaders will come from a pool of ACE personnel and acquisition workforce volunteers during roll out.

· The USAF Acquisition Discovery Map activity will follow a sequence that fully engages participants to accomplish the session’s objectives.  It contains four main sections:

I. Introductory Simulation (30 to 40 minutes)

· Scenario-based role-playing exercise emulating the perceived current situation with the acquisition process

· Results in warfighter receiving quality product, but at higher cost and later than expected

II. Discovery Map Activity (60 to 90 minutes)

· Explore Discovery Map and discuss the current situation with the acquisition process, desired goals, opportunities, behavioral changes that can affect change, and benefits of change to the warfighter, the acquisition community, and the public

· Provides a new perspective on how the current acquisition process can be transformed into a more agile acquisition process through the application of new behaviors

III. Concluding Simulation (30 to 40 minutes)

· Replay modified introductory scenario using new behaviors and experience the benefits that result

· Results in warfighter receiving quality product in less time and at a lower cost than originally projected

IV. Transfer of Learning

· Provides an opportunity for participants to determine how to apply the newly learned behaviors in their work environments

· Start, Stop, Continue exercise – combines the learning of the Discovery Map exercise with participants’ experiences and allows them to be shared with the group

· Personal Action Planning exercise – gives participants the opportunity to determine what they are going to do in the next sixty-to-ninety days to increase collaboration, risk-taking, trust, and challenge the status-quo.[image: image1.png]
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