one man’s two-decade view of engineer equipment
development and acquisition

Sometimes, certain people find themselves at
the center of important events, typically for
no other reason than they happened to have
been there at a certain place and time. This
was the case with Mr. Frank Weinberg, who
served 40 years at Caterpillar ... with 20 of
those years being directly involved in defense
products development and acquisition.
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TOP: Mr. Frank Weinberg. BOTTOM:
Army Chief of Engineers, LTG Robert
B. Flowers presents the Silver Order of
the defleury Medal to Mr. Weinberg
during an ENFORCE Conference at
Fort Leonard Wood, MO.
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was the Engineer School Commandant from June 1988 until June

1991.That was the time frame during which we consolidated the

Engineer School and all its functions into Fort Leonard Wood from Fort
Belvoir. The first organization constituted at Leonard Wood was the Combat
Developments Directorate under the leadership of Colonel Hal Beardslee.
Much of our concept development work then focused on battlefield dy-
namics of the Cold War, fighting large formations and providing the mobil-
ity, counter-mobility, sustainment, topographic engineering and general
engineering support to those large formations. For those mission areas, there
were obviously mixes of commercial and unique military equipment.

The Directorate had a mix of people; some who made the move from
Belvoir and some “new hires”. It was a time when our thinking was to be ag-
gressive in leveraging relationships with industry, for both commercial and
non-commercial needs. That caused a reciprocal reaching out to learn more
about each other, and the concepts that drove the Army’s requirements.

While some proprietary interests had to be considered, | found both in-
dustry and the USAES forthcoming in discussing what was required and what
solutions would fit. With our commercial industry partners, the best insights
we got were how to improve the acquisition process for the commercial
equipment. Some great ideas to remove impediments to logical processes—
some we see being practiced today in the rapid acquisition models to field
equipment quickly and rationally. | found the other helpful area, one in which
industry was more aggressive, was in the area of training developments.
Through those relationships we learned how to better train young Soldiers in
the use of commercial equipment.

Unfortunately, in the late 80’s procurement and acquisition processes
were very bureaucratic and did impede the rational acquisition of commer-
cial equipment. Things like data packages, manuals, parts lists etc. that were
readily available in industry, but that had to be “militarized” into new docu-
ments caused delays and added costs...my sensing is that the same impedi-
ments exist today.

My bottom line is that combat developers sharing concepts and ideas
with our partners in industry, be it for commercial or unique military equip-
ment, can only help provide improved capabilities in a more timely manner.
Unfortunately, manpower constraints and personnel shortfalls have resulted
in combat developments being more centralized at higher levels which de-
nies the functional branch focus needed, the establishment of solid relation-
ships and a consistent understanding of branch concepts and requirements.

There is another relationship in this process that needs to be addressed.
That is the Material Developer. For the most part, they do good work. How-
ever, in the context of acquiring commercial equipment in large numbers for
specific organizations, that bureaucracy needs streamlining and standardiza-
tion for all the services.

It has taken the rapid development initiative processes of the JIEDDO to
demonstrate that these procurements can be made in a more timely manner
and with less bureaucratic baggage. That is an acquisition reform that gets
discussed a lot, but to no avail.
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What follows in this presentation are Frank Weinberg’s views, as they pertain to what he
observed over twenty years while working within the defense industry. His views are not “company
specific” but instead are oriented on the full spectrum of equipment developers and suppliers who
engage daily with the Army, to support Soldiers in the best possible manner.
His credibility relates to being totally “in the mix” for almost every major item of engineer
related equipment in over two decades of professional service. Commercial construction equip-
ment buys including dozers, scrapers, graders, loaders, excavators, earth and asphalt compactors,
skid steers and backhoe loaders; the M9 Armored Combat Earthmover (ACE); Airborne/Air Assault
equipment (dozer, scraper, grader loader, water distributor); the Deployable Universal Combat b 3
Earthmover (Deuce) rubber-tracked dozer for light engineer units; and high output power genera- A
tors and marine engines for USACE. i
In addition, the Rebuild and Reset programs as well as the parts Direct Vendor Delivery pro- I E /
grams took place during his time in the industry. e e
While the company he worked for did not always receive a contract award for a specific item
of equipment on which a bid had been submitted, he was at the center of all facets of the process,
and shared many of the same experiences as did his counterparts from competing firms.

e

The relative “rapid” fielding of the Husky vehicle, used to identify mines and other buried explosives, was in
large part a result of expedited standard acquisition processes, supported by exigent battlefield needs. Compo-
nent items were displayed in 2003 at the Army Engineer School. (Photo by FT Eyre)
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An armored, multi-purpose assault breacher type vehicle has been in development for years,
but to date such a capability has yet to be fielded. One reason for this has been a lack of

adequate Army-wide support for the item. A prototype was on display at the Engineer School
in 2003. (Photo by FT Eyre)

The Wolverine heavy assault bridge was in development for many years, and was designed in part to replace
the 1960's era Armored Vehicular Assault Bridge (AVLB). The vehicle is shown here on display at the Engineer
School in 2003. (Photo by FT Eyre)
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ome may not know that the Engineer Regiment has
in fact leased equipment for many years. Commer-
cial rates were used, as well as standard commercial
leasing requirements such as if an item was dam-
aged, then the user owned it. Options to buy were also exercised
in some cases. Training and parts/service support was provided
by the contractor for the equipment.
Leasing seems to be a viable course of action for the Army
in the future; however, the more an equipment requirement is
militarized, the greater the lease cost and the greater the time to
make the item available. Even with those con-
Sh O uld yo u Iease straints, leasing is a much faster way to satisfy
an equipment need, compared to the standard
? development and acquisition process in use to-
What you needo day and in the past. Additionally, leasing can be
applied equally effectively in peacetime as it can
during war, when there is a greater sense of urgency involved.
One consideration pertaining to the Engineer Regiment in
a stateside environment, would be to lease smaller and lower
cost commercial construction equipment for student use on the
Engineer School’s field training areas. Could not, for example, an
entry level dozer operator learn to operate a machine using a
small commercial D4 versus a militarized D7? The same analogy
would apply to just about any item of construction equipment
in the Army’s inverntory, given that a similar commercial version
of the item is available.
If the Army couples that way of thinking with greater use
of military-scenario simulators during training, the skill of the
operator upon graduation should easily meet military standards.
Public works personnel on military installations might also
execute lease agreements for their needs, and could engage
in short term rentals of specialized equipment, such as is done
throughout the commercial construction industry today.
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An Army engineer operating a dozer during the

Soldiers of the 94th Engineer Battalion (shown here) and many more serving with other engineer troop units serving warin\Vietnam. (t).5. Army phato)

in Iraq, saw a need for a special item of engineer equipment such as the commercially available heavy D9 dozer.
Senior engineer leaders all “spoke with one voice” to the Army, and their needs were made known through the
equipment acquisition process. The result was the fielding of a militarized, armored protected version of the D9,
around which the pictured Soldiers assembled to say “thanks”. (U.S. Army photo)

While this presentation was compiled by the Editor of Army Engineer magazine, it was based on a one-on-
one interview, and all thoughts and opinions included therein are based solely on Frank Weinberg’s personal
experiences as expressed during that session. As such, it provides for those interested, an excellent historical
perspective of Army engineer equipment development and acquisition.




