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The recent establishment of the Commercialization Office at the U.S. Department
of Homeland Security (DHS) Directorate of Science and Technology (S&T) has already
made a significant impact to ensure that the Department and its members understand the
value of commercialization to satisfying the needs of the Department. Commercialization
efforts have shown the benefits that the private sector can bring in the efforts to work in a
partnership with the Department to leverage the private sector’s skills, experience,
resources and interest in creating widely distributed products to achieve the goal of
developing and deploying high performance products, systems and services critical to the
objectives of DHS’s seven operating components (TSA, FEMA, Coast Guard, Secret
Service, ICE, CBP and USCIS) and first responders. Furthermore, the Department has
made a concerted effort to reach out globally to become aware of, assess and work with
technologies and products from around the globe because we understand that no one
region has complete dominance in technology and product development. In so many
ways, science, technology and product development transcend politics and geography. To
this end, we have a keen interest in learning about all novel technologies and solutions
that are available to meet our requirements.

The Department has recently undertaken the critical step of “socializing” a
“commercialization mindset” throughout DHS and the first responder communities. Why
is there a need for a commercialization process? DHS requirements, in most instances,
are characterized by the need for widely distributed COTS (Commercial-Off-The-Shelf)
products. Oftentimes, there is a need for thousands, if not millions, of products for DHS’s
seven operating components and the fragmented, yet substantial first responder market.
Figure 1 shows the major differences between a “pure” Acquisition versus “pure”
commercialization processes, along with the recently developed and implemented DHS
“hybrid” commercialization process.



Pure Acquisition Pure Commercialization

— Requirements derived by Government - Requirements derived by private
sector
— RFP and then cost-plus contract(s) with
developer(s) (which incentivizes long - Product development funded by the
intervals) developer (which incentivizes short
intervals)

— Focus on technical performance
- Technical performance secondary
— Production price is secondary (often (often reduced in favor of price)
ignored)
- Focus on price point
— Product price is cost-plus

- Product price is market-based
— Product reaches users via Government

deployment - Product reaches users via
marketing and sales channels
Performance is King Performance/Price is Kina
Relationship between end Relationship between end
users _and product users and product developer
developer is usuallv remote is crucial

ceesene T Hybrid Commercialization Process

Sponsor and S&T

Sponsor and S&T

ORDs
System Studies

Sponsor and S&T

Responses from
Private Industry

Legend:

EHC — Enabling Homeland Capability

CG — Capability Gap

ORD - Operational Requirements Document .
CONOPS - Concept of Operations Executed Agreement with
PAM — Potential Available Market Private Sector and DHS
COTS — Commercial Off The Shelf

Figure 1: Comparison of “Pure Acquisition” versus “Pure Commercialization”” models for product/system
development and the resultant hybrid model implemented by DHS.



Figure 2 delineates the overall description of DHS’s new commercialization
model and its first private sector outreach program called the SECURE (System Efficacy
through Commercialization, Utilization, Relevance and Evaluation) Program. The goal of
these efforts is to engage private sector companies, from any country, to develop products
and services in a private-public “win-win” partnership and described in detail at
www.dhs.gov/xres/programs/gc_1211996620526.shtm. Briefly, the SECURE Program is
based on the premise that the private sector has shown that it is willing and able to use its
own money, resources, expertise and experience to develop and produce fully developed
products and services for DHS if significant market potential exists. The private sector
has shown remarkable interest in devoting its time and money to such activities if and
when an attractive business case can be made related to large revenue/profit
opportunities, which certainly exist at DHS and its ancillary markets. The private sector
requires two things from DHS: 1. detailed operational requirements and 2. a conservative
estimate of the potential available market(s). This critical information can then be used to
generate a business case for possible private sector participation in the program.
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Figure 2: Step-by-step guide to the commercialization process developed and adopted by DHS with a brief
summary of the popular SECURE Program.



http://www.dhs.gov/xres/programs/gc_1211996620526.shtm

To augment the commercialization process, DHS has undertaken the task of
developing an easy-to-use comprehensive guide to assist in developing operational
requirements. This guide now enables DHS personnel to articulate, in detail, a given
system’s requirements and communicate those needs to both internal and external
audiences. This effort addresses a long standing need for DHS to fully articulate its
requirements. A copy of this guide, entitled “Developing Operational Requirements,” has
been made publicly available at the previously mentioned website.

Early responses from groups within DHS and in the private sector related to this
guide and programs like SECURE have been very favorable'. The Department plans to
regularly update its website with Operational Requirements Documents (ORDs) to
continually expand this innovative private-public partnership. In addition, as evidenced in
Figure 3, the taxpayers, private sector and public sector view programs like this as “win-

win-win.”
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Figure 3: The SECURE Program is viewed positively by DHS stakeholders. The success of the program
lies in the fact that all participants receive significant benefits.




It should also be mentioned that we are often asked about the “Buy American
Act” and how that could be an issue for a non-American based firm. Simply stated, the
Buy American Act is intended to provide a preference for supplies and construction
materials that are of domestic (U.S.) origin. The Act does not affect the provision of
services. Generally, when the Act applies, the preference takes the form of a pricing
advantage in evaluation of offers. Because the negotiation of various treaties and trade
agreements, however, supplies, services, and construction of non-domestic origin may be
treated as though they are of domestic (U.S.) origin.

Some examples are: (a) For nations who are participants in the World Trade
Organization Government Procurement Agreement, U.S. domestic treatment will be
given to supplies and services valued at $193,000 or more and construction valued at
$7.407 million or more; and (b) For NAFTA signatories, supplies of Canadian origin
valued at $25,000 or more and supplies of Mexican origin and services of Canadian and
Mexican origin valued at $64,786 or more, and construction of both nations valued at
$8.422 million or more receive domestic (U.S.) treatment.

In addition, the U.S. has negotiated other Free Trade Agreements (for example,
with Australia, Singapore, Chile, and certain Caribbean nations) and a separate agreement
with Israel that may use these or other values. The message is that, depending upon the
value of the procurement, goods of non-domestic (U.S.) origin may well receive domestic
treatment and not be subject to the Buy American Act preference. As you can see, the
concept is simple, but the participating nations and dollar values differ. For your specific
situation, it is suggested that you consult Part 25 of the Federal Acquisition Regulation,
which is at Title 48 of the U.S. Code of Federal Regulations.

As one can observe, there are a plethora of opportunities for global businesses
with DHS available to those who possess unique technologies and products. For more
information please visit and read the background materials on the SECURE Program at
the program’s website: http://www.dhs.gov/xres/programs/gc_1211996620526.shtm
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