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The CAIG estimates traditionally—and
| [speak from] years [of experience with
CAIG estimates] since | worked for
PA&E in 1967 when we first started
the CAIG —Jare] usually within about
2 percent of the actual cost of a pro-
gram when its finished. The Service es-
timates are anywhere between 17 and
19 percent low. I'd rather go with a pro-
gram that | have a little more confi-
dence in, even though it’s not perfect.
And there will be some changes to it.
In fact, the CAIG's been 2 percent
low—it hasn't been high—on the av-
erage. And so | think it is better to take
an independent look where people
have data that go far beyond the indi-

vidual program managers’ [data]—they
see all of these programs of all the Ser-
vices. And they have a lot more data
on which to make an assessment of
what they believe the cost is really going
to be. | feel more comfortable taking
that estimate than | do taking the Ser-
vice estimate, although in some cases
I've taken the Service estimate when |
thought it was better. In fact, thats what
we did with the F-22. We just bought
the number of airplanes we could buy
at the CAIG number.

If | want to tell somebody that | have
properly priced the program, | have a
tool, and I'm going to use that tool. It
called CAIG. And if | feel that there’s a

huge difference in the cost between a
Service and the CAIG, | want to use the
CAIG, because we are more likely to
come in at that cost. I've made this
speech before—the combination of evo-
lutionary spiral development that gets
something to the field quicker, with less
risk, coupled with properly pricing pro-
grams—I can't think of any better way
to maintain stability in a program than
those two events.

Editor's Note: This information is in
the public domain at http://www.
defenselink.mil/news.
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at Boeing courses, and the attendance of Boeing
personnel at DAU courses for the purpose of im-

On June 20, 2002, Defense Acquisition Uni-

and Stephen R. Mercer, Vice President, Learn-
ing and Leadership Development, The Boeing Com-
pany, formalized their ongoing relationship by sign-
ing a Memorandum of Understanding (MOU) to
support each other's efforts to leverage the best busi-
ness practices of government, corporate universi-
ties, and business for world-
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expertise of both the public and private sectors.
This MOU establishes the framework to pursue ed-
ucational opportunities that are mutually benefi-
cial. Opportunities indemnified for the partnership
include but are not limited to the following:

e The sharing of training resources, including the
attendance of Department of Defense personnel

EBOEING

proving each other’s course offerings.
 Collaboration on course topics and course con-
tent, including reviews of student case presenta-
tions and mock negotiation exercises, providing
the contractor’s perspective in DAU courses and
providing the government$s perspective in Boe-
ing courses.
= Guest visits by Boeing senior
leadership as well as other
participation by Boeing
leaders as instructors and
panel members
at DAU courses.
e Guest visits by
DAUS senior leadership as well as other partici-
pation by DAU leaders as instructors and panel
members at Boeing courses
« Providing feedback to each other on training pi-
lots and other course development activities.

For further information on this partnership, con-
tact Wayne Glass, Director for Strategic Partner-
ships, Strategic Planning Action Group, at
Wayne.Glass@dau.mil, or call 703-805-4480.
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