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1.  POLICY.  In order to ensure the long term viability of the Air Force Flight Test Center (AFFTC), we must actively pursue new customers. New business development is the responsibility of everyone at AFFTC. It is our policy to satisfy customer needs, not to turn customers away. In a resource constrained environment, it is our responsibility to identify partners to assist in satisfying customer needs when required. The purpose of Capture Teams is to bring designated programs to AFFTC that represent a high probability of success and/or be critical to Center objectives because of size, technical content, or other factors such as strategic alliance commitment. A Capture Team may be initiated at any level of the organization; management of the team’s activities will be added to the responsibility of existing oversight boards and review meetings.
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2.  PROCEDURES. AFFTC personnel are expected to be sensitive to customer needs. Strategies to capture new business opportunities come primarily from those working closest to the customer. For those efforts requiring special effort or that appear critical to AFFTC interests, a Capture Team should be formed. This team works together to understand customer requirements, how those requirements can be satisfied, what a customer is willing to invest to satisfy their needs, who the decision makers are, who the competitors are, and how the center can ensure success in their final offer to the customer. Participation on a Capture Team is not a full time job, it is an additional responsibility to be noted during annual reviews.





2.1.  Point of Contact Assessment. Phase III of the Initial Point of Contact process (see AFFTC Instruction 90-5) provides for a business assessment. Six key elements should be identified and assessed using the chart (Figure 1-1). These business factors also serve as the basis for determining if a Capture Team should be formalized and will be used in the selection process. These business elements include:  


2.1.1.  Customer Requirements.  What are the needs that a customer must satisfy? Are these needs within the scope of what AFFTC considers core business or do they represent capabilities the Center should be involved in? What value is there to AFFTC in satisfying these customer needs?


2.1.2.  Mission Alignment.  To what degree do the customer’s requirements fall within the scope of the Major Range and Test Facility Base (MRTFB) assigned mission?


2.1.3.  Customer Schedule.  Is there sufficient time to both satisfy the customer’s needs and impact the decision process? Is there sufficient time to plan the required activities, ensure safety in the process, execute the program, and accurately report results?


2.1.4.  Customer Budget.  Is the customer’s level of investment sufficient to cover the cost of AFFTC products and services? If the customer’s available funds are much greater than the requirements we forecasted, have we missed requirements the customer sees? If the customer’s available funds are much less than we forecast, what requirements do we see that the customer does not appreciate?


2.1.5.  Decision Process. Do we know the customer’s decision process? Who will influence the decision within and outside the customer’s organization? How easily can we approach these people?


2.1.6.  AFFTC Capacity and Capability. Can we meet customer requirements with existing capability? If the Center does not have sufficient capacity, have we considered a teaming arrangement with strategic partners and/or industry?


2.2.  Capture Team Formation. The Initial Point of Contact process designates an AFFTC Point of Contact (POC) for each business opportunity that is generated. As the Center focal point with the customer, the POC will use the IPOC process to best facilitate its capture and assess the effectiveness of our marketing and sales processes. As the POC completes the initial business assessment (Section C) of the IPOC form, he/she should make a recommendation as to whether a Capture Team should be formed or maintained and the amount of funding required to ensure a successful customer focus and business “capture”. Capture teams will include members with Logistics, Resource or Financial Management, Operations, and Technical backgrounds appropriate to address customer needs.





2.3.  Center Designated Capture Teams.  Based on the initial business assessment and recommendation by the POC, a Capture Team will then be identified for Center level review, oversight, and funding. These projects are reviewed by the Business Integrated Product Team (BIPT) Executive Committee which recommends to the Corporate Board candidate programs for Capture Team designation. A Capture Team is a “customer focus” team for those projects and programs which are considered critical to AFFTC based on dollar volume, critical technology interests, strategic alliance commitments, or other factors.





2.4.  Capture Team Management. Capture Teams receiving funding from the Center will report through the Executive Steering Committee (ESC) or Quality Steering Committee (QSC) to the Corporate Board. 
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2.5.  Capture Team During Sales Process.  The Capture Team is the primary interface of the Center with the potential new customer. Since they are knowledgeable of customer requirements and unique requirements necessary for a valid project/program, the Capture Team should help prepare the Program Introduction Document (PID) for the customer as well as initiate preparation of the SOC, or other formal agreements as required. The Capture Team does not have authority to commit AFFTC resources. All commitments made will be approved at the appropriate Center or Wing two-letter organization level. It is the team’s responsibility to ensure that initial commitments made to a customer are not changed without compelling reasons and that any deviations from the customer’s expectations are viewed by the customer as beneficial to program success.





2.6.  Capture Team Closure.  A Capture Team remains in existence until one of two events occur. If a customer chooses to conduct business elsewhere or if the program is canceled, the team is disbanded. If a customer signs the formal agreement, the team transitions into the startup cadre for the new customer and program to ensure the customer requirements are satisfied, and then disbands. Once disbanded, the team publishes a report to management summarizing the decision, the key factors leading to the decision, the investment made, and lessons learned which will help future teams.





2.7.  Capture Team Candidate Selection Process.  Each quarter, nominations for candidate programs will be requested by AFFTC/XPX, and then reviewed by the BIPT Executive Committee to determine candidates for the Corporate Board to designate as Capture Teams. These programs should represent a high probability of success �
and/or be critical to Center objectives because of size, technical content, or other factors such as strategic alliance commitment. Capture teams receive limited corporate funding and additional management visibility. Figure 2-7 depicts the following selection process:


2.7.1.  Program Solicitation.  AFFTC/XPX initiates letter to Wing Commanders requesting three nominations for Capture Teams. The information required from each team is an update of the business assessment provided for in the IPOC process. Unsolicited nominations may be made at any time and rolled into the quarterly review and selection process.


2.7.2.  Program Validation.  The BIPT Executive Committee reviews each candidate program and assigns a research group to meet with the POC to better understand the business assessment.


2.7.3.  Candidate Research.  The research group assigned by the BIPT Executive Committee meets with the POC to understand the program, to understand the assessment made, and to determine the resource requirements and timing necessary to bring the program to closure.


2.7.4.  Down-selection. The BIPT Executive Committee reviews the information provided by the POC and the research group, selects up to four teams to be briefed to the Corporate Board, and recommends an initial resource requirement for each team.


2.7.5.  Designation.  Each team will provide a 3-5 minute summary of the assessment to the Corporate Board, including any critical obstacles faced.  The Board will select the teams and allocate necessary resources.


2.7.6. Program Execution.  Each capture team designated by the Corporate Board will contact AFFTC/XPX to determine training requirements, support requirements, and assignment of tracking JONs for obligated resources. A review schedule for progress reports will be negotiated based on expected customer activity. Day-to-day management of the Capture Team will be with the organization the team leader normally reports to.





2.8.  Capture Plan.  Capture Plans communicate Capture Team findings and recommendations to management in a simple briefing format. While each plan is unique, the following key topics should be covered and the information updated for each review:


2.8.1.  Program Overview.  Address program history, the customer, schedule, priority, size of effort, and why it should be done at AFFTC.


2.8.2.  Program Requirements.  Provide summary of anticipated and validated customer requirements and needs.


2.8.3.  Environment.  Provide an understanding of the stakeholders, external influences affecting program and decision, and insight into any competitors or customer options. 


2.8.4.  Resources.  Identify the customer’s resource availability (budget breakdown of total program, contractor oversight, contractor test, and government test). Identify key AFFTC resources required to satisfy needs (facilities, range time, laboratory space, personnel, etc.).


2.8.5.  Strategy.  Provide compelling reason why customer should choose to have work performed at AFFTC. Identify sequential objectives required to move customer to decision point and selection of AFFTC. Identify actions required, by whom, and when to achieve near term objectives. Highlight any special considerations such as team members, special pricing, or commitments to be made.


2.8.6.  Investment.  Identify internal resource requirements needed to implement capture team strategy and develop required capabilities.





3.  RESPONSIBILITIES.  The following summarizes the responsibilities of the various offices involved in the Capture Team Process.


3.1  Squadron and Group Commanders (or equivalent) will:


3.1.1.  Ensure timely identification of an initial point of contact (IPOC) for new business opportunities. 


3.1.2.  Ensure necessary support is provided to POCs, including the formation of a Capture Team where appropriate.


3.1.3.  Recommend Capture Teams for selection and  manage selected teams. 


3.1.4.  Identify team members from among other AFFTC organizations, our strategic partners, or industry to satisfy customer requirements.  


3.2.  Command & Staff and Wing Commanders will:


3.2.1. Utilize Capture Teams for new business development.


3.2.2.  Resolve business development issues including customer relations and teaming.





3.3.  AFFTC/XPX will:


3.3.1.  Be the Office of Primary Responsibility (OPR) for this instruction and the Capture Team process.


3.3.2.  Establish and oversee the Capture Team process, provide training to teams, and ensure integration of their activities with the IPOC and sales processes.


3.3.3.  Develop and maintain an information file on all Capture Teams from their inception through disbanding.  


3.3.4.  Establish standards and appropriate quality performance indicators (such as calculated Return on Investment) to ensure Center objectives are met.





3.4.  POC will:


3.4.1.  Complete the initial business assessment (Section C of IPOC Form) and maintain a current assessment while nurturing customers.


3.4.2.  Identify when a Capture Team should be  recommended through the BIPT Executive Committee to the Corporate Board.


3.4.3. Determine if customer is satisfied with experience of working with AFFTC and suggest any areas for improvement.





3.5.  Capture Team will:


3.5.1.  Interface with customers and prospects to understand their programs, their needs and requirements, their program risks, the environment in which they must operate, their budget, their partners and suppliers, and external influences which will affect their decision process.


3.5.2.  Develop and maintain an honest business assessment for management’s use. Perform competitive analysis and develop strategy for why customer must come to AFFTC. Identify potential team members to ensure strategy success. 


3.5.3.  Identify and orchestrate Center management and functional staff contacts with customers and offices of influence. Prepare fact sheets for senior management prior to their meetings with customer representatives.


3.5.4.  Organize and manage any Center visits from customers to ensure professional image is displayed and customer concerns are mitigated.


3.5.5.  Ensure there is a correlation matrix among the program budget estimate, the initial program Rough Order Magnitude (ROM), and the formal agreement in order to identify any significant changes which may affect program decision making.  





3.6.  Business IPT Executive Committee will:


3.6.1.  Review business opportunities and assign research teams to meet with the POC.  Determine initial resource requirements and recommend selected Capture Teams for Corporate Board oversight and funding.


3.6.2.  Monitor ROI and progress of Capture Teams.  Provide internal AFFTC support to Capture Teams as required to remove obstacles to doing business at and with AFFTC.

















	RICHARD L. ENGEL, Major General, USAF


	Commander�
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