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The 20/20 Project on the State of 

The 20/20 Project on the State of the Homeland 
Security Enterprise is a five-year initiative of the 
Homeland Security & Defense Business Council, in 
partnership with our member and pro bono 20/20 
Project manager, Grant Thornton LLP. In keeping 
with its title, “Shared Vision, Shared Challenges and 
Shared Opportunities,” the 20/20 Project collects 
perspectives, experiences, and recommendations 
of experts, including current and former government 
officials and industry executives, across the 
homeland security enterprise (HSE) through annual 
surveys, one-on-one interviews, focus groups, and 
the Council’s National Conversations. The 20/20 
Project embraces the concept of 20/20 ‘clarity 
of vision’ and serves as a source of information, 
education, best practices, lessons learned, and 

THE HOMELAND SECURITY ENTERPRISE

suggested actions to help the HSE continue to 
mature and provide the highest level of security for 
our nation leading up to the commemoration of the 
20th anniversary of the September 11, 2001 attacks. 
The 20/20 Project focuses on gathering insights 
and recommendations from experts in government 
and industry regarding the challenges that impact 
the relationship between the two sectors and 
the delivery of service, product, and technology 
solutions to the homeland security mission. 

To preserve anonymity, we do not attribute responses 
or perspectives to specific individuals or provide a list of 
participants . Readers can download copies of this and 
prior reports at https://www .homelandcouncil .org/2020-
project . 

Key Terms Found in the 20/20 Project Report:
Homeland Security Enterprise 
(HSE): The entities – comprised of 
federal agencies (including, but 
not limited to the Department of 
Homeland Security, the Department 
of Defense, the Department 
of Justice, the Department of 
Energy, State Department, Health 
and Human Services and the 
Intelligence Community), state and 
local government agencies, global 
partners, academia, civil society, and 
private sector companies – that work 
together to accomplish the homeland 
security mission .

Homeland Security Industrial Base 
(HSIB): The private sector companies 
that provide the technology, service, 
and product solutions essential to 
support the HSE and the homeland 
security mission .

Innovation: The application of 
a new or significantly improved 
technology, service, product, process, 
organizational approach to mission, 
or business practice . An innovation 
must be novel, either by being 
entirely new to a particular mission 
or business context or by serving as 
a significant improvement already in 
use elsewhere . 
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The fourth year of the 20/20 Project on the State 
of the Homeland Security Enterprise builds on 
the insights gained in years one through three, 
particularly the recommendations made in the 
third year of the report issued in February 2018. 
Participants in last year’s discussions frequently 
mentioned the need for innovation in government 
as well as the impact of protests on the business 
of homeland security. As a result, this year’s 20/20 
Project assesses the promise of innovation and the 
pain of protests in federal government acquisitions 
supporting the homeland security mission.

The aim of this year’s 20/20 Project is to identify and 
better understand the factors that drive success or 
failure in trying to acquire and deliver innovative 
solutions, the factors influencing behavior and decision-
making regarding bid protests, and how perceptions 
around protests and innovation are affecting the 
homeland security mission . This year’s report also sought 
recommendations on actions or engagement models 
between government and industry that might help 
overcome the barriers to innovation and address the 
drivers of protests . 

The topics were studied and discussed through a series 
of facilitated focus groups and a broader online survey 
with homeland security subject matter experts from both 
the public and private sectors . Six focus groups (three 
on innovation and three on protests) were held between 
July and October . For each topic, focus groups were held 
with government only, industry only (including former 
government), and then with a mix of both current and 
former government officials and industry executives . 
The online survey, conducted between October and 
November 2018, allowed the project team to compare 
and validate the perceptions and findings from the focus 
group discussions with the wider HSE community .  

Through the focus groups and online survey, it is clear 
both government and industry share a deep commitment 
to the homeland security mission, although each works 
through their own unique culture and perspectives . Their 

contrasting viewpoints, motivations, and values often 
converge during the procurement process, particularly 
when both sectors try to reap the promise of innovation 
and avoid the pain of protests . While the sector-specific 
conversations were valuable, the focus groups that 
brought experts from both industry and government 
together provided a level of depth around both topics not 
available in most public forums . Through the focus group 
discussions, it became apparent while the two topics 
seem distinct there are numerous interdependencies 
and points of intersection between them . Innovation is 
generally viewed as a means to enable or improve the 
mission while protests are often regarded as inhibiting 
the mission . As a result, this year’s 20/20 Project focused 
on understanding and developing a roadmap for how 
to concurrently address these two important and 
interrelated issues . 

The report found the challenges that prevent the 
government from acquiring the innovation it seeks to 
accomplish its missions are closely related to the drivers 
of the protests . The key challenges underlying both 
innovation and protests are:

• Communication problems between government and 
industry during the procurement process create 
barriers to innovation and lead to perceptions and 
beliefs that drive industry to protest .

• The government’s desire to avoid protests leads to 
behaviors that stifle innovation and can actually 
increase the likelihood of an avoidable protest .

• A “culture of risk aversion” by both sectors contributes 
to the lack of communication and other disruptive 
behaviors that challenge the government’s ability 
to acquire and industry’s ability to offer innovation, 
as well as creates perceptions that drive industry  
to protest . 

Based on the insights from participants and survey 
findings, the project team developed a set of actionable 
recommendations to address these challenges . These 
recommendations will enable both sectors to build 
on progress to date and will improve the ability for 

EXECUTIVE SUMMARY
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government and industry to (better) accomplish the 
homeland security mission .

With regard to both the innovation and protest issues:

• Improve communication between government 
and industry earlier in the procurement process 
on desired mission outcomes, current market 
capabilities and dynamics, evaluation criteria,  and 
appropriate market discriminators.

• Design procurements to address mission problems 
instead of acquiring specific solutions; and to 
improve industry’s ability to decide when and how 
to bid and the government’s ability to evaluate 
bidders.  

• Increase government training and exercises for 
technical evaluations, “best value” debriefs, 
effective communication with industry, and 
managed risk taking. 

With regard to innovation, government and industry  
must engage in discussions earlier in the acquisition 
process to:

• Structure procurements to demonstrate tangible 
results quickly. 

• Celebrate innovation success stories.

With regard to protests, government and industry must 
improve communication in the following areas to avoid 
the perception problems that drive so many protests:  

• Raise procurement concerns prior to contract 
award.

• Publicize agency-level protest data. 

Most critically, having senior leadership who encourage 
new ideas and establish a culture that allows for some 
level of risk tolerance enables implementation of these 
recommendations . Both sectors must commit to work 
to address the underlying challenges, adjust existing 
behaviors and historical perceptions, and begin focusing 
on the long-term mission benefits that come through 
improved communication . If government and industry 
work together to address the common issues, they can 
make tremendous progress toward harnessing the 
promise of innovation and avoiding the pain of protests .
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THE PROMISE OF INNOVATION

The federal government—particularly within the 
HSE—desires to acquire and apply innovative 
technologies, services, and products to 
achieve better mission outcomes. In the right 
circumstances, bringing innovation to mission 
problems can, among other benefits, improve 
decision-making, reduce costs and risks, and 
increase the speed and effectiveness of operations. 
This “promise of innovation” is particularly 
attractive in an environment of budget constraints, 
rapid technological change, and increasingly 
sophisticated threats confronting the homeland. 

To better understand how to procure and implement 
innovative technologies, services, and products within 
the HSE, focus group participants addressed three 
questions: 

1 . What do you believe are the foundational elements 
and business attributes needed by:

• Government to successfully set requirements 
to procure and implement innovation in the 
homeland security mission?

• Industry to successfully conceive, develop, 
offer, and provide innovation to its government 
customer’s mission?

2 . What are the obstacles, barriers, or common 
challenges that:

• Government has with acquiring and/or 
implementing innovation?

• Industry has with conceiving, developing, offering, 
and/or providing innovation to its government 
customer’s missions?

3 . In your experience, what you have done, what have 
you seen, and/or what are your ideas for actions that 
would reduce the obstacles, barriers, and common 
challenges to offering, acquiring, developing, and/
or delivering innovation to government mission 
requirements? 

While innovation is not required in every circumstance, 
participants noted recognizing when and how innovative 
solutions can achieve better mission outcomes, and 
understanding how to procure and deliver such solutions, 
are critical to continued mission success . Effective 
procurement and adoption of innovative solutions, starts 
with government program and procurement officials 
identifying a business need, understanding the market, 
and developing a vision for how innovation can improve 
or transform the mission . To get leadership buy-in, 
officials must articulate to all stakeholders the return on 
investment the agency will receive from the innovation . 

Government Attributes
• Mission-focused procurements, e .g ., requirements 

defined as desired outcomes rather than specific 
solutions in an RFP 

• Culture that empowers effective risk management
• Leadership buy-in and support for innovation  
• Ability to demonstrate a business need and return on  

investment for innovation  
• A procurement process that incentivizes and rewards  

innovation 
• Ability to communicate and demonstrate the value and  

impact of innovation to all stakeholders

Industry Attributes
• Deep understanding of client mission needs, challenges, 

and desired outcomes 
• Incentives for solving mission problems through new  

capabilities (versus finding more efficient/lower-cost 
ways to provide existing solutions) 

• Ability to draw on innovation from across business units 
and practices, both commercial and government, to  
provide solutions to government clients 

• Contract provisions that reward successful innovation  
to compensate for internal R&D investments and/or  
risk-taking

GOVERNMENT AND INDUSTRY ATTRIBUTES SUPPORTING INNOVATION
Focus group participants identified numerous interrelated factors that enable government to acquire and industry 
to deliver innovation in support of the homeland security mission .
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This is particularly important because the process to 
acquire innovation is often complex and potentially 
more costly than a traditional solution . It necessitates a 
culture and senior leadership that empower employees 
to take measured risks . Participants from both sectors 
during the focus groups cited the need for government 
to overcome its culture of risk aversion . Current and 
former government survey participants agreed, citing 
“a culture that empowers effective risk management” is 
the most important attribute required for government to 
foster innovation . Participants explained that part of risk 
taking was the ability to “fail small and fast” and without 
fear of punishment or negative repercussions for trying 
something new . 

On the industry side, focus group participants stressed a 
deep understanding of client mission needs, challenges, 
and desired outcomes is critical to industry’s ability 
to offer innovation to the HSE . Companies have to 
discern the business case for providing innovation, offer 
effective solutions, and advocate for contract provisions 
that incentivize and reward innovation . This is required 
to compensate for internal R&D investments and to 
underwrite the risks associated with developing a new or 
significantly improved solution . 

Participants from both sectors discussed the importance 
of a mission focus to procurements . Rather than 
requesting a specific solution, acquisition personnel 
should define contract requirements through desired 
outcomes . As one industry participant stated, the 
“requirements need to be technology agnostic” to allow 
companies to offer innovation . When the solution is 
prescribed, there is little ability or incentive for industry to 
propose new capabilities to solve mission problems . 

These observations aligned with the survey results, in 
which 24 percent of industry executives and 22 percent 
of former government officials identified “mission focus to 
procurement” as the top attribute required by government 
to acquire innovation . Current government participants in 
the online survey ranked mission-focused procurements 
as the third most important attribute . This difference 
may exist because, as some focus group participants 
mentioned, outcome-based requirements in an RFP are 
more difficult to write, evaluate, and defend against 
protest after a contract award . While mission focused 
procurements present challenges, DHS recognizes 
the need for them . As one current government official 
noted, “the DHS Joint Requirements Council is trying to 
better support innovation by defining requirements by 
capability rather than getting down to solutions .” 
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BARRIERS AND CHALLENGES
Focus group participants identified multiple barriers and 
challenges to fostering innovation within the HSE and 
discussed possible approaches for overcoming them .

RISK AVERSION WITHIN BOTH SECTORS
Focus group participants agreed both government and 
industry can exhibit risk aversion as they approach 
innovation . Participants mentioned many aspects of 
government that contribute to this culture of risk aversion . 
Some government employees are reluctant to meet with 
industry or to try something new because of potential 
negative consequences . The current political environment 
and the nature of Congressional oversight contribute 
to the risk averse culture . In government, failure gets 
advertised or investigated . Failures are associated with 
“wasting money” as opposed to “learning new things .” 

To acquire innovation, it is critical to have government 
leaders who enable employees to take appropriate risks 
and demonstrate a willingness to protect their staff 
from the consequences of failure . While participants 
highlighted examples of leaders who do this, they 
acknowledged this is not the norm . Overcoming this 
challenge will require the government to find ways to 
foster professional staff with the knowledge, experience, 
and training to manage rather than avoid risk . 

“…there’s nothing in the FAR 
that says you can’t talk to 
industry before an RFP drops .”

-GOVERNMENT OFFICIAL

For its part, the HSIB must avoid actions that contribute 
to the risk averse culture and be willing to take reasonable 
risks in offering innovative solutions to meet mission 
needs . Industry can improve the value of communication 
and one-on-one meetings by asking questions about 
mission challenges and desired outcomes . In trying 
to market solutions to the government, the HSIB must 
market meaningful and implementable solutions . 
Companies need to present their innovative capabilities 
by articulating how different approaches can impact 
mission outcomes . Where they see opportunities for 
more productive engagement or potential issues within 
procurements, they need to “raise the flag” for government 
through proactive communication . Companies must 
effectively communicate with the government during 
the market research and procurement strategy phases 
of an acquisition both how innovation can contribute to 
mission requirements and how different procurement 
approaches might incentivize or disincentivize such 
solutions . Recognizing this, government must be open 
and responsive to such engagement and demonstrate a 
willingness to listen and adapt new ideas .  
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PERCEPTIONS REGARDING WHO CAN OFFER 
INNOVATION
Participants agreed innovation can emerge from many 
different providers and parts of the private sector . The 
challenge for government is identifying what capabilities 
are available and how to apply them to the mission needs 
of the HSE . This challenge exists within the private sector 
as well, with firms sometimes having difficulty knowing 
how to apply capabilities developed in their commercial 
practices to a different purpose within the government 
marketplace . Shared understanding of mission needs and 
industry capabilities is critical to overcoming this issue . 
The HSIB can provide an important translation function 
based on its mission knowledge and experience with other 

“Opportunities for innovation 
have been hard to find because 
RFPs are often very prescriptive 
and bidders have to bid to 
the published specification 
or they won't score well in the 
evaluation . Further, [even] if the 
government does score you 
well, when it is protested they 
get scored out by the attorneys 
for not bidding strictly to the 
specification in the RFP .”

-INDUSTRY EXECUTIVE

clients . Government wants greater transparency and 
engagement from industry regarding their capabilities 
and how they meet mission requirements, but often 
finds companies are unwilling to share for fear of losing 
competitive advantage . 

There was some frustration voiced by industry focus 
group participants that the government often seems 
overly focused on trying to find innovation from 
nontraditional providers . While innovation originates in all 
parts of industry, there was a belief among both industry 
participants and several former government officials that 
companies within the HSIB are uniquely positioned to bring 
innovation to the HSE, given their passion for and intimate 
understanding of the homeland security mission as well 
as their knowledge and experience with government 
policies and procedures . In cases where relevant new 
technologies are emerging from nontraditional providers, 
the HSIB can still play an important role by partnering 
with both government and nontraditional providers to 
help advance entry into the market .

Related, focus group participants from both sectors 
also believed the government does not have enough 
knowledge about innovation offered by the HSIB . This 
could contribute to the government’s desire to attract 
nontraditional providers . Government focus group 
participants noted industry needs to do a better job 
of driving communication within the HSE to increase 
awareness of how to apply innovation to the homeland 
security mission . That feeling was validated by the survey 
results, where 28 percent of current government officials 
identified this as the top industry attribute . 
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PROCUREMENT PROCESSES THAT STIFLE RATHER THAN 
INCENTIVIZE INNOVATION 
Industry focus group participants discussed many 
aspects of the federal procurement process that 
negatively affect their ability and desire to provide 
innovation . Focus group and survey participants noted 
companies with potentially innovative solutions are often 
discouraged from offering them to government clients 
because of the slowness of the procurement process and 
high cost to enter the market . Procurement processes 
were cited as the leading barrier to innovation by 32 
percent of industry executives and 33 percent of former 
government officials . 

Lack of communication between government and 
industry during the procurement process regarding 
mission problems and desired outcomes was another 
barrier frequently mentioned . Companies are reluctant 
to pursue opportunities and bring their best capabilities 
to bear unless they have a thorough understanding of 
the government’s needs . Industry participants stated 
without effective communication, the government would 
get bidders, but “not necessarily the right bidders or the 
right solutions .” 

Industry participants mentioned their desire to have 
more strategic discussions on mission challenges with 
the government early on in the process in order to 
have time to think through and propose more effective 

solutions . Developing innovation takes time and money so 
companies want to ensure there is funding and a business 
case before pushing the “art of the possible .” The problem 
is that this type of communication between government 
and industry can be rare . Risk aversion, time constraints, 
lack of leadership support, and the concern by the 
government that meetings with individual companies will 
create perceptions of an unfair advantage discourage a 
free exchange of information . A parallel concern cited by 
industry participants was if they share their best ideas, 
the government will discuss them with other companies 
or include them in the procurement in ways that erode 
competitive advantage . 

Lack of incentives for industry to provide innovation 
was another top concern . Contract requirements that 
are overly prescriptive and written with restrictive price 
structures often discourage innovation . If RFPs leave 
little flexibility for the type of solution that can be offered 
and no financial reward for innovation, industry leaders 
cannot make the case to their upper management for a 
return on the investment to offer innovation . Companies 
are also less likely to present an innovative proposal unless 
the evaluation criteria attach value to it . This is a common 
problem as government participants mentioned the 
difficulty they have in objectively evaluating innovation, 
generally, and between companies . 

BEST PRACTICES IN INNOVATION
THE SILICON VALLEY INNOVATION PROGRAM
The Silicon Valley Innovation Program (SVIP) of DHS’s 
Science & Technology Directorate (S&T) was cited as a best 
practice because of its use of Other Transaction Authorities 
to speed up the procurement process and support entry into 
the market by nontraditional firms . Greater use of OTAs into 
the broader federal procurement process could incentivize 
innovation not just from Silicon Valley, but from all parts of 
industry . 

THE PROCUREMENT INNOVATION LAB
Within the DHS Office of the Chief Procurement Officer, 
the Procurement Innovation Lab (PIL), is experimenting with 
innovative acquisition techniques across the DHS enterprise . 
The PIL provides a safe space to test new ideas, share lessons 
learned, and promote best practices . It fosters cultural 

changes that promote innovation and empower managed 
risk-taking through a continuous feedback cycle . With 
support of the PIL, particularly its Boot Camp, acquisition 
personnel across DHS are encouraged and coached on 
using different procurement techniques that can improve 
the selection of contractors, increase the speed of the 
procurement, reduce the likelihood of protests, and reduce 
time and costs for both government and industry, including: 
• The use of firm and advisory downs selects through early 

phases of a procurement, 
• The use of product or technical demonstrations to evaluate 

bidders as opposed to written responses,
• Sharing draft versions of Sections B, C, L, and M with 

industry before the RFP is released,
• Dos and Don’ts of RFIs, and
• How to conduct quality debriefs . 
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SHORT-TERM THINKING
Current government officials cited “short-term thinking” 
as the leading obstacle to innovation (among all groups 
this was the second most cited obstacle) . Current 
government officials framed this issue as resulting from 
the working environment rather than a question of ability . 
The many constraints facing government procurement 
officials and the culture of risk aversion almost necessitate 
short-term thinking . Reduced budgets, a strong desire to 
not waste taxpayer funds, and the potential for external 
embarrassment if efforts to acquire innovation go wrong 
place government officials in a position where short-term 
thinking is easier and less risky . 

For its part, industry will also engage in short-term 
thinking, either as a consequence of how government 
frames procurements or to meet near-term revenue and 
profit goals . Offering innovation is difficult, expensive, 
and risky for industry—just as acquisition of such 
solutions is for government . 

SHORTAGE OF EXPERIENCED PROCUREMENT STAFF
Finally, focus group participants cited a lack of 
procurement staff resources, particularly those with 
the experience and skills necessary to empower and 
manage risk and effectively request and evaluate 
innovation, as contributing to both short-term thinking 

and as a broader barrier to acquiring innovation . As one 
current government official put it, there is a “criminal 
understaffing” of procurement offices . Organizations 
without enough personnel to cover their workload will 
struggle to manage a process that seeks innovation . 
Another current government official put this into context 
by saying “I don’t know of a single acquisitions office 
that is fully staffed, and many of them are not even at 
50 percent .”

Former government officials also mentioned the dearth 
of experience and technical expertise within government 
to adequately design and oversee criteria for evaluating 
innovation . Procurement professionals are comfortable 
dealing with the traditional factors affecting all 
programs: cost, schedule and performance . Anticipating 
and evaluating the impact of innovation is a more 
difficult challenge, requiring technical understanding 
and experience that is difficult to obtain in chronically 
understaffed procurement organizations . 

Focus group participants believed early and effective 
communications with industry and within government, 
between procurement offices and program offices, on 
mission concerns prior to the procurement could help 
improve the development of metrics and the evaluation 
and award of the contract . 

• Mission understanding is a core attribute needed by 
industry to offer innovation to the HSE .

• The government must articulate a business need to 
acquire innovation . The ability to communicate the value of 
innovation and the return on investment to all stakeholders 
is critical to obtaining leadership buy-in .

• Mission focused procurements, i .e . requirements defined as 
desired outcomes rather than specific solutions in an RFP, 
are a key attribute to the government’s ability to acquire 
innovation and industry’s ability to offer innovation . 

• Overcoming risk aversion and improving communication 
are key to overcoming the barriers to innovation . 

• Procurement staff require experience, technical expertise, 
and training to design procurements to acquire innovation . 

KEY TAKEAWAYS
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Government and industry participants in previous 
years’ 20/20 Project reports frequently cited 
the impact of bid protests as a major obstacle to 
achieving shared goals within the HSE. As a result, 
this year’s 20/20 Project examined how protests 
(both actual protests lodged and the steps taken 
by government to avoid/limit protests) impact 
the acquisition process, the relationship between 
government and industry, and the homeland 
security mission. In particular, the project team 
wanted to understand current government and 
industry perceptions of protests, the nature and 
scope of the “problem,” the drivers and motivators 
for industry to protest, and possible actions 
by both government and industry that could 
help reduce the contributing factors that lead  
to protests.

Focus group participants addressed three questions: 

1 . What do you believe are the major implications and 
consequences (both positive and negative) to both 
government and industry of protests?  

2 . What actions, factors, or beliefs do you believe 
cause, drive, or influence industry to protest?

3 . In your experience, what have you done, what have 
you seen, or what are your ideas for actions that 
would reduce the factors that drive protests? What 
would happen if these were implemented?

IMPACT OF PROTESTS
POSITIVE IMPACTS
All focus group participants viewed protests as a necessary 
and beneficial part of the procurement process that 
ensure accountability, transparency, and an opportunity 
for redress . However, industry and government differed 
on the respective importance of these benefits based on 
their unique perspectives of the procurement process . 
Industry participants were more likely to regard protests 
as an opportunity to correct a flawed procurement 
whereas government officials cited accountability as the 
top impact with transparency of process as the second 
leading impact . Survey results showed a similar pattern 
as 35 percent of industry executives and 30 percent of 
former government officials cited redress as the leading 
purpose and value of protests compared to fewer than 
15 percent of current government officials . Interestingly, 
in the online survey, current government participants 
identified the learning opportunity that protests present 
as the third leading impact implying a belief protests can 
contribute to better procurements in the future . Industry 
saw learning opportunities as less important . 

One government focus group participant crystallized 
the distinction between protests as a mechanism for 
improving a particular procurement or the overall 
procurement process and protests as a way to redress 
real or perceived mistakes by noting the differences in the 
timing of a protest . A pre-award protest, which involves 
a challenge to how an ongoing procurement is being 
conducted, was described as “easily resolvable, less 
personal, and even helpful” in improving a procurement . 
A post-award protest, which challenges the award after 
it is announced, are “more personal, emotional, and 
harmful to the process and the mission .” 

THE PAIN OF PROTESTS
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NEGATIVE IMPACTS
While participants cited the value of protests, the 
“pain” arises from the negative impact protests can 
have on procurements and the homeland security 
mission . Regardless of whether a protest is sustained or 
dismissed, focus group participants note protests can 
delay the award of the contract, add costs, prevent the 
government from acquiring mission critical solutions in a 
timely manner, and contribute to a lack of trust between 
government and industry . 

One government participant described the delays 
caused by protests as being “forced to stay in a bad 
marriage .” Other government officials complained about 
having to execute long and expensive bridge contracts 
during the automatic stay of new contract performance 
that typically occurs during a protest . Bridge contracts 
extend ineffective solutions, which new contract awards 
are meant to improve or replace . 
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While fewer industry participants (12 percent) believed 
protests hinder the mission, the negative effect of 
protests is not felt by government alone . One private 
sector participant described the ripple effect, specifically 
to companies who were announced the winner of a 
contract but could not begin executing during the review 
period: “The big loser is the proposed staff . Companies 
cannot afford to maintain proposed staff on a bench for 
extended periods without billing . When the protest is over, 
the winning company may have to deliver an alternate 
team as opposed to the original staff that was initially 
bid . Staff changes can sometimes reduce the ability of 
the company to provide the proposed solution .” 

Another ripple effect identified was to avoid protests the 
government sometimes engages in behaviors and actions 
that undermine the effectiveness of the procurement . For 
example, fear of protests can lead government to resort to 
a “lowest price technically acceptable” evaluation where 
a “best value” evaluation might be more appropriate, 
but potentially more complicated and prone to protests . 
The desire to avoid the appearance of favoring one 
company over others and reluctance to share details 
of procurement decisions discourages the government 
from engaging with and communicating important 
information to industry during the procurement process, 
typically during debriefs . Unfortunately, as the next 
section explains, these actions tend to have the opposite 
effect and actually drive industry to protest .  

POSITIVE IMPACTS 
• Provides a necessary vehicle for correcting  

flawed procurements
• Supports government accountability
• Supports transparency of process
• Provides a learning opportunity for industry  

and government
• Government desire to avoid protests contributes to 

better written RFPs

NEGATIVE IMPACTS
• Hinders ability to execute mission
• Risk aversion inhibits communication between industry 

and government
• Causes delays to procurement process
• Contributes to a lack of trust between industry  

and government
• Long & expensive bridges contracts
• Government changes the bid to LPTA or take similar 

steps to avoid protests

DRIVERS OF PROTESTS
Given the negative impact protests can have on the 
procurement process and the homeland security mission, 
the project team sought to understand what contributes 
to industry decisions to file a bid protest . While 
recognizing the necessary role of protests in supporting 
accountability and redress within the procurement 
process, the objective was to identify and rank in terms 
of importance the factors or conditions that cause 
companies to protest or that contribute to perceptions 
and misunderstandings that lead a company to protest .   

The formal definition of a bid protest focuses on protests 
as a corrective mechanism: A bid protest is a written 
objection by an interested party to a federal government 
procurement activity that challenges either the terms of a 
solicitation or an award or proposed award of a contract 
for the procurement of goods and services . A protest must 

allege the federal government violated a procurement law 
or regulation by its action or inaction and the filing party 
was prejudiced by that action or inaction (i .e . company 
would have won the award but for what the government 
did or did not do) . Some of the typical grounds industry 
cites for a protest include:

• Improper technical or price evaluation . 

• Addition of an undisclosed evaluation ground . 

• Improper cost-technical trade-off decision (the 
additional technical advantage of the awardee does 
not justify the high price premium paid . 

• Relaxation of the RFP/RFQ requirements . 

• Failure to follow the stated evaluation grounds . 

• Improper or incomplete discussions . 

• Organizational or personal conflict of interest .
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Focus group participants observed a company decides 
whether to protest based on drivers that go beyond the 
legal grounds on which the protest is based . Drivers also 
include factors that may lead a company to believe they 
have a legal justification for a protest, market factors 
or business imperatives, and the result the company 
hopes to achieve by filing a protest . The discussion 
among participants suggest protests are not caused 
by one factor . Typically, a company protests because 
of multiple, interrelated factors—some based on facts, 
others on perceptions . 

INCUMBENT PROTESTS
All focus group participants cited incumbent reactions 
to the loss of a re-compete as a predominant driver of 
protests . Two possible reasons were discussed for why 
incumbents protest . The first was referred to by one 
government participant as “incumbenitis .”  This is an 
incumbent’s belief that based upon its experience with 

the client, the understanding of the requirements, and 
solution presented in the proposal are truly superior to 
competitors . Incumbents protest because they believe 
they were evaluated unfairly or the government made 
a mistake in the evaluation . Government participants 
suggested incumbents sometimes write a weak proposal 
because they assume the government knows their 
abilities and they do not require explanation . 

Another leading cause of incumbent protests relates to 
market factors, discussed in greater detail in the next 
section . A losing incumbent may protest in the hope of 
a contract extension during the protest period and the 
desire to gain several additional months’ revenue . During 
focus group discussions, several industry participants 
cited this as a short-sighted behavior perpetuating the 
belief industry files “frivolous” protests . The belief industry 
protests for additional revenue damages the relationship 
between government and industry and contributes to a 
lack of trust between the sectors . 
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MARKET FACTORS
Industry focus group participants described a number of 
market factors affecting their decision to protest . The HSE 
has shown an increased reliance on the use of strategic 
sourcing vehicles such as Government Wide Acquisition 
Contracts (GWACs) and Multiple Award Contracts 
(MACs) to acquire products and services from the private 
sector . The effect of this trend is a reduced number of 
generally available contract opportunities for individual 
companies to pursue . Having to compete for a place on 
preferred vehicles increases the amount of investment 
required by industry because they have to “bid twice” 
under these vehicles—once to gain a seat on the vehicle, 
a second time for individual task orders—without a 
guarantee of work thus increasing overhead costs . The 
relatively small number of opportunities outside preferred 
vehicles puts pressure on companies not on those 
vehicles to make riskier bid decisions, meaning they may 
bid on contracts with a reduced probability of win . With 
fewer opportunities to bid on, companies may sometimes 
protest a loss in the hope of capturing revenue and 
market share .

As more federal agencies, particularly those in the HSE, 
come to rely on strategic sourcing vehicles, industry focus 
group participants cited the risk of getting “locked out” of 
contract vehicles . When companies are not selected for 

contract vehicles, they sometimes protest with the hope 
the government will add additional companies or take 
other kinds of corrective action that increase the likelihood 
of getting selected for the vehicle . In these situations, 
protests are a symptom of reduced opportunities . 
However, adding companies to contract vehicles in an 
effort to avoid a lengthy protest causes ripple effects . 
The original design of the vehicle is upset, making it more 
difficult and less efficient to administer . The vehicle also 
becomes less valuable to companies that were originally 
selected as they must now compete against a larger 
number of companies for task orders . Finally, adding 
companies after a protest is filed reinforces the incentive 
for losing companies to protest .

PROCUREMENT PROCEDURES THAT 
INCREASE THE LIKELIHOOD OF PROTESTS
Companies commonly file protests due to a belief the 
government did not adequately justify its award or 
it conducted an improper technical evaluation, price 
evaluation, or cost-technical trade off decision . Focus 
group participants cited a number of procedural 
factors that affect the likelihood companies will protest 
procurement decisions, several of which stem from 
problems with communication at different points in the 
procurement process . 

BEST PRACTICES IN PROTEST AVOIDANCE
EFFECTIVE COMMUNICATIONS

• One CBP official explained, “make sure 
you have met the company BEFORE 
the debrief .  The parties involved must 
know each other as human beings 
and have a common understanding 
of the issues beforehand .”

• GSA INTERACT is an example of 
a communication tool to share 
information earlier in the process with 
industry and aid in their bid/no bid 
decision . 

    DHS PROCUREMENTINNOVATION LAB
• The DHS Procurement Innovation 

Lab is encouraging and providing a 
safe environment for components to 
explore how to effectively conduct 
different procurement and evaluation 
techniques with industry like the ones 
discussed above (e .g ., use of advisory 
down-selects; oral presentation and 
technology demonstrations; and 
sharing drafts of Sections B, C, L, and 
M with industry, etc .)

FEDSIM
• In some instances, FEDSIM requires 

industry put up a protest bond to 
discourage frivolous protests . 

• After conducting due diligence 
sessions, FEDSIM communicates to 
prospective bidders the expected 
“competitive range” of price awards 
either before or in the RFP .  This 
improves industry’s bid decision, 
reduces the number of non-
competitive bidders, and allows 
the evaluation process to focus on 
technical approach vs . the price . 
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PROBLEMS WITH REQUIREMENTS OR EVALUATION 
CRITERIA
Companies often see “best value” procurements as 
opportunities to win by offering their best solutions, and 
the previous section of this report cites the importance 
of best value competitions in encouraging innovation . 
Nevertheless, industry focus group participants cited 
poorly designed and inadequately explained best 
value evaluations as a leading cause of protests . The 
evaluation criteria for a “best value” procurement 
are necessarily more complex and potentially more 
subjective than a “lowest price technically acceptable” 
(LPTA) evaluation and require a trade-off analysis . 
This problem is exacerbated in procurements that lack 
objective discriminators or are written too broadly . If 
evaluation criteria are generic enough to apply to a 
large number of solutions, the only discriminator that can 
differentiate between companies is the price offered . A 
frustration expressed by industry is in these situations, a 
procurement labeled as “best value” becomes a de facto 
LPTA evaluation . Companies protest the decision because 
of the difficulty in justifying the trade-offs .   

There was a belief strongly held by industry participants 
(but not reported by government participants) the lack 
of program office involvement during the procurement 
process contributes to poorly designed procurements 
and vague or inappropriate technical and evaluation 
criteria . In these situations, companies often suspect 
there are inconsistencies between the requirements 
and the evaluation criteria, making it difficult for a 
company to understand what the government wants . 
A company may allege it would have responded to the 
solicitation differently if the government had effectively 
communicated the need .   

TOTALITY OF THE INVESTMENT 
Another factor all focus group participants recognized 
as potentially contributing to protests is the scope of 
tangible and intangible investments a company makes 
in a major competition . Besides the financial cost, 
corporate and professional reputations and jobs are 
at stake . Companies become emotionally invested in 
the contract decision after having spent months and 
sometimes even years trying to win a single contract . This 

can cloud their judgment and perceptions surrounding 
the government’s justification for award and increase the 
belief some aspect of the process was done improperly . 
While the likelihood of a company winning a protest is 
not high, some participants believed companies protest 
in an effort to recoup their lost investment . This can stem 
from a combination of market factors and the belief after 
becoming so deeply invested in the bid, the company has 
little to lose and only the potential for gain . 

RELATIONSHIP BETWEEN NUMBER OF BIDDERS AND 
PROTESTS
Focus group participants believed procurements with 
large numbers of bidders were more likely to receive a 
protest . Companies have less faith in the validity of the 
evaluation process when government tries to apply “best 
value” criteria in a procurement that has attracted a large 
number of bidders . Having many bidders may signal a 
procurement with imprecise, generic requirements and 
a lack of measurable discriminators in the evaluation 
criteria . This often leads companies to conclude the 
government in fact conducted an LPTA evaluation . More 
bidders per procurement does not necessarily mean 
better competition . Instead, it may make the evaluation 
process for government difficult to conduct . While a 
healthy competition of ideas early-on in a procurement 
is strongly desired, as discussed in the innovation section 
of this report, procurements are generally designed to 
funnel down the number of companies participating 
as the process proceeds . If the government applies 
well-designed and carefully communicated criteria, 
companies can realistically evaluate their probability of 
win, make more informed bid/no bid decisions, and know 
when to limit investment, all of which will reduce their 
propensity to resort to protesting the outcome . 

In addition, the greater the number of bidders in a 
procurement, the less likely that the government will 
have the time and resources to conduct in-person 
debriefings or to provide detailed written information 
on the company’s proposal . As is discussed in the next 
section, the lack of a quality debrief often leads industry 
to have faulty beliefs about the process or evaluation and 
increases the likelihood a company will protest with the 
goal of acquiring more information . 
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THE ROLE OF DEBRIEFS
Lack of transparency or failure to articulate a compelling 
justification for a procurement decision during the post-
award debrief are major contributors to companies’ 
dissatisfaction with how a procurement is run . Indeed, a 
well-conducted debrief can allay many of the concerns 
created by the procedural factors discussed above . 
A poor or non-existent debrief will exacerbate existing 
beliefs and serve as the catalyst that causes a company 
to protest .

When a losing company receives no debrief or a poor 
debrief that does not provide a thorough evaluation and 
explanation of the award, it makes assumptions . When 
companies lack clear and consistent information or 
sense the government is not confident in their decision, 
they become suspicious a mistake was made, the process 
was not followed, or the government is hiding something . 
Assumptions mixed with high emotions can quickly lead 
to protests . 

Poor debriefs have many causes, including lack of staff 
training and experience on how to provide effective 
debriefs, and risk aversion by procurement and 
legal staff . Debriefings are reviewed by procurement 
attorneys . Some lawyers do not allow both written and 
oral debriefings . Some contract officers read from a 
script . Government focus group participants explained 
the fear of sharing information usually comes from an 
agency losing a protest in an embarrassing way or from 
industry criticism regarding the government’s process . 
Some government contract officers worry if they provide 
too much information about the basis for award, industry 
will find a flaw in their process and protest . Unfortunately, 
the opposite is true . 

“…the most likely scenario for a 
protest is where the government 
provides a debriefing that feels 
like a brush-off and reads from 
a prepared script . These bids 
can cost hundreds of thousands 
of dollars to prepare and the 
team is going to press hard 
for a protest if they feel the 
government has no explanation 
for the decision .”  

-INDUSTRY EXECUTIVE

Companies look to the debrief to answer the following 
questions: What did we do well? Where did we fall short? 
How can we do better next time? What was the difference 
between our bid and the winning bid? Was the process 
handled properly and as advertised? Were we treated 
fairly? Due to the amount of time and resources industry 
has to invest to bid on contracts, companies have a 
strong desire to know why they won or lost . This valuable 
intelligence can help a company improve their response 
and probability of win in future bids and make more 
informed bid/no bid decisions . When a company receives 
a debrief with little information, many industry focus 
group participants said companies may protest simply to 
obtain more information .
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LACK OF REPERCUSSIONS
Current government participants in the survey cited 
the lack of repercussions as a motivator of industry 
protests . Although former government and industry 
survey respondents ranked it last or next to last as a 
cause of protests, there was significant discussion in the 
focus groups on this topic . By itself, lack of repercussions 
may not serve as the sole driver of protests, however in 
connection with any of the other factors, it likely helps . 
Industry focus group participants, in what may surprise 
the government, expressed support for some kind of 
disincentive for industry protests .    

LACK OF ACCESS TO AGENCY-LEVEL BID PROTEST DATA 
Focus group participants believed increased sharing 
of information on protests, in terms of agency-level 
numbers, the reasons cited for protests, and outcomes, 
could change current perceptions and potentially reduce 
protests . 

Each year, the Government Accountability Office 
(GAO) publishes an annual report of industry bid 
protests, providing high-level data on the volume and 

adjudication of protests filed with their office . It does 
not, however, publish agency-level protest information . 
Multiple participants from both sectors supported the 
idea that public information in this area would help “lift 
the curtain .” The survey results reinforce the idea of 
the need for increased transparency, where 65 percent 
of participants agreed or strongly agreed greater 
awareness of bid protest data would benefit both sectors . 
Survey respondents also tended to agree better, more 
extensive information sharing within the HSE on the 
number of, reasons for, and outcomes of bid protests 
would both help industry make more informed decisions 
on whether to protest particular procurement decisions 
and help limit the number of frivolous or otherwise 
unwarranted protests . 

Focus group participants also observed greater public 
information regarding which companies are protesting 
within certain components may deter frivolous protests 
by creating some level of a social repercussion . As 
described by one industry executive, “we want to know 
who protests so we can avoid teaming with them .” 

• Bid protests support accountability, 
transparency, and an opportunity for 
redress in the procurement process .

• The conversation around industry bid 
protests is perception-based because 
insufficient agency-level protest data 
are available to ascertain the rate, 
grounds, or outcome . 

• The potential for protests, regardless 
of actual rate or outcome, drives 
behaviors within both sectors .

• Increased reliance on the use of 
strategic sourcing vehicles reduces 
the number of generally available 
contract opportunities for individual 
companies to pursue and increases 
pressure on companies not on those 
vehicles to make riskier bid decisions .

• The FAR does not limit opportunity 
for engagement pre-RFP but industry 
participants often hear it cited as 
a reason not to engage in pre-RFP 
discussions . 

• Limiting the investment on the part 
of industry can help avoid protests 
– using advisory down-selects 
and phases helps bidders limit the 
investment in a bid, thereby reducing 
the likelihood of a protest .

KEY TAKEAWAYS
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The recommendations in this report include policy, 
procedural, and behavioral steps for the government 
and the HSIB. None of the recommendations require 
new legislation or regulations. Some require action 
by the government, some are the responsibility of 
industry, and some will involve a joint effort by the 
two sectors. Together they can achieve success 
through positive changes in culture, communication 
processes, and training; all which require direction, 
guidance and support at the highest levels of 
leadership. 

These recommendations are derived from the insights 
and suggestions of more than 200 participants who bring 
countless years of experience in the HSE and provide 
next steps for both sectors . Analysis of this year’s insights 
shows that the 20/20 Project’s two topics – innovation and 
protests – while seemingly disparate are closing related, 
sharing many underlying causes and solutions . Therefore, 
the recommendations are presented in three categories: 
(1) Recommendations touching both innovation and 
protests; (2) Innovation only; and (3) Protest only . 

RECOMMENDATIONS AFFECTING BOTH 
INNOVATION AND PROTESTS
TARGETED AND MEANINGFUL COMMUNICATION 
THROUGHOUT THE PROCUREMENT PROCESS 
Both government and industry must engage in 
more meaningful communication throughout the 
procurement process on the what, why, and how of 
procurements . Particularly in the early, formative stages 
of a procurement, a candid exchange of information 
and perspectives is required on mission problems, 
desired mission outcomes, available and emerging 
solutions, procurement strategies, evaluation criteria 
and techniques, and foreseeable problems . Candid and 
transparent exchanges will contribute to well-designed 
procurements with appropriate discriminators that 
incentivize innovation when desired and reduce the 
likelihood of protests . Government will be better aware 
of the range of solutions available to meet the need and 

able to develop clear requirements and procurement 
strategies . Industry will have the time and insights 
needed to think through and propose the best solutions 
to the government’s mission problems . 

Greater information sharing will improve industry’s 
ability to make informed bid/no bid decisions, reduce 
the overall financial and emotional investment for those 
with the least likelihood of success, and help ensure the 
most qualified bidders bring their best solutions to the 
government’s problems . 

Improving communication requires planning and 
commitment from both sectors . Government must 
overcome reluctance to engage with industry during 
the formative stages of procurements . Companies must 
understand when and how it is appropriate to market 
their capabilities and seek competitive advantage versus 
when the government/industry dialogue should focus 
on shared concerns for mission outcomes and efficient 
procurement processes . 

DESIGN PROCUREMENTS TO INCENTIVIZE INNOVATION
Targeted and meaningful communication can lead 
to better designed procurements that will incentivize 
innovation and enable companies to make better 
decisions about which procurements to pursue and how 
to design and present innovative solutions to government 
requirements . Such procurements will help both sides 
focus on meeting mission requirements and reduce the 
risk of misperceptions of what the government wants, 
what companies are trying to provide, and how proposals 
are being evaluated . This may also reduce the field of 
bidders to those companies with the highest probability 
of win, improve the effectiveness and efficiency of 
evaluating bidders, and decrease protests . Suggested 
techniques include:   

• Increase opportunities to meet with program staff 
early in the process . 

• Providing competitive ranges or providing companies 
with letters of non-competitive range will help a 
company opt in or out of the process much earlier .

RECOMMENDATIONS
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• Information sharing between government and 
industry regarding market discriminators can 
improve the evaluation factors and process for “best 
value” procurements . This also aids industry’s bid / no 
bid decisions and beliefs about how the government 
conducted the procurement . 

• Sharing the results of market research with industry 
to help companies better assess their probability of 
win .   

• Sharing more information on Acquisition Planning 
Forecast System (APFS) to help small businesses 
that often have to decide to invest funds to 
pursue opportunities based upon 1-2 sentences of 
information . 

• Sharing drafts of Sections B, C, L, and M with industry 
before the final RFP release to improve industry 
decision-making before further investment is made .

• Provide voluntary self-scoring criteria to help 
companies assess their likelihood of success .

• Use phased evaluations and advisory down selects 
to enable companies with less competitive solutions 
or a lower probability of win to self-select out of the 
process before investing too much time, money, and 
resources . By ultimately reducing the number of 
bidders, government may also improve their ability to 
decide and justify their final decision .  

• Use of orals and technology demonstrations (the 
“show me, don’t tell me” approach) during the 
evaluation process may require more work and 
funds than a written proposal; however, if done 
as the second phase of a multi-phase evaluation, 
provide opportunities to communicate the benefits of 
innovative solutions . 

IMPROVE PROCUREMENT TRAINING AND EXERCISES
Some participants suggested additional efforts by 
government to provide procurement professionals with 
improved training for technical evaluations and for 
debriefings would reduce protests and improve the 
acquisition and evaluation of innovation . With more 
emphasis today on oral presentations and technology 
demonstrations, procurement staff need specialized 
knowledge and training to effectively evaluate bidders . 

Improved training and exercises could also minimize 
misunderstandings that contribute to avoidable protests . 
For example, debriefing training and exercises would lead 
to greater confidence in a contract officer’s decision-
making and an improved ability to communicate to 
companies how decisions were made and why they won 
or lost, especially for “best value” procurements . During 
the focus groups, it was mentioned DHS had previously 
conducted mock debriefing exercises at the Homeland 
Security Acquisition Institute allowing the government 
to practice their skills with industry participants . Focus 
group participants believed these exercises, if resumed, 
would provide benefit to both sectors and reduce some 
of the causes of protests .  

Overcoming risk aversion related to how government 
communicates with industry during the process may 
also require a culture change for government legal 
counsel . Focus group participants recognized many legal 
professionals view their job as advising on how to avoid 
risk rather than managing risk . Government participants 
mentioned their legal counsel often encourages lack of 
information sharing with industry and that the current 
risk threshold is set too low . Greater efforts are needed to 
educate legal counsel on the importance of information 
sharing between government and industry to achieving 
mission success . One approach that could help is to hold 
a Reverse Industry Day with legal counsel to exchange 
perspectives, understand concerns, and propose ways to 
manage risks for both sides . 
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INNOVATION RECOMMENDATIONS
STRUCTURE PROCUREMENTS TO SHOW TANGIBLE 
RESULTS QUICKLY
Participants believed showing tangible results quickly 
helps build stakeholder buy-in and support for 
innovation . They suggested breaking larger projects 
into smaller tasks—where possible—either by issuing 
multiple successive procurements or distinct task orders 
so positive outcomes and results are demonstrated 
as the overall project proceeds . Agile procurement 
methodologies or other mechanisms (e .g . prototypes) 
help the government overcome short-term thinking 
and risk aversion and give industry the ability to apply 
innovation at more manageable levels of risk . Breaking 
larger projects into smaller tasks also reduces the amount 
of investment required for each step in the process . This 
can potentially increase the overall return on investment 
for both sectors as unneeded tasks can be modified or 
abandoned without jeopardizing the overall effort . On 
the other hand, integrating the results of multiple tasks 
into a comprehensive program presents challenges . As 
the methodology is applied to large, complex programs, 
government and industry will have to find ways to work 
together to ensure the pieces contribute to a cohesive, 
effective, and cost-efficient whole .

CELEBRATE SUCCESS
Participants strongly encouraged both sectors to 
publicly recognize innovation success stories . This can 
happen through traditional media, trade associations, 
social media, Congressional testimony, and other 
venues . Government participants in particular noted how 
recognition helps overcome the culture of risk aversion by 
providing a roadmap for government to learn the steps 
taken by an agency to make a project successful and the 
things to avoid . Hearing about other agencies’ successes 
also helps reduce concerns and changes beliefs about 
what actions are permissible within government . 
Recognizing success makes good business sense for 
industry, demonstrating its ability to help address the 
HSE’s most important challenges .

PROTEST RECOMMENDATIONS
RAISE PROCUREMENT CONCERNS TO GOVERNMENT 
BEFORE CONTRACT AWARD
When a company believes there is a potential problem 
with a procurement, whether in the requirements, the 
evaluation criteria or process, the Q&A responses, 
or in the overall way government has conducted the 
procurement, it must speak up . Companies need to raise 
their concerns either in advance of the RFP or of the award 
so government has the opportunity to review and remedy 
the problem before a protest occurs . This can reduce the 
damage of a post-award protest to the government and 
the companies participating in the procurement .   

In interacting with government, companies must also 
have realistic expectations about the time and resources 
available to the government during the procurement 
process . Companies need to do a better job of ensuring 
that the communication occurs between government and 
industry is an effective use of everyone’s time . Companies 
need to come to meetings with government asking the 
right questions and addressing a specific agenda, rather 
than just trying to sell or market their capabilities .

PUBLICIZE AGENCY-LEVEL PROTEST DATA 
Each year, the Government Accountability Office (GAO) 
publishes an annual report of industry bid protests, 
providing high-level data on the volume and adjudication 
of protests filed with their office . However, agency-level 
protest data is not available within the HSE . This limits 
the opportunity to learn from protests, particularly 
for industry . How many protests are filed? What were 
the reasons cited? What were the outcomes? What 
percentage resulted in corrective action? Better agency 
level data could change perceptions and behaviors of 
both government and industry . 

Multiple participants from all sectors supported the idea 
that public information in this area would help “lift the 
curtain .” The survey results reinforce the idea, with 65 
percent of participants agreeing or strongly agreeing 
that greater awareness of bid protest data would benefit 
both sectors . Publication of this data could also serve 
to address the current lack of repercussions for filing 
protests . Greater public information regarding which 
companies are protesting within certain components 
may deter frivolous protests . By creating some potential 
for a social repercussion, it could factor into whether a 
company believes they have valid grounds for a protest . 
As described by one industry executive, “we want to know 
who protests so we can avoid teaming with them .” 
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As the project team received and considered 
the many inputs from the expert homeland 
security executives and government officials who 
participated, it was clear many of the concepts 
discussed are not new or novel, but the depth and 
nuances of the conversation provided insights not 
often addressed in similar forums. 

Bringing participants from the public and private 
sectors together to explore the underlying attributes of 
innovation and protests demonstrated how often they 
share the big-picture perspective, even when they may 
talk past one another on the approach . Central to this 
year’s theme, participants recognized shared challenges 
in the procurement process . Though the individuals 
from the two sectors approach the challenges through 
different perspectives and priorities, they often seek the 
same outcome . 

It is our hope this report will spur government and 
industry leaders to continue the dialogue on how the 
Homeland Security Enterprise can begin implementation 
of these recommendations . This partnership is crucial, 
as it will require leaders across the HSE to work together 
to address some of the biggest concerns raised in 
this year's report . Such efforts can serve as a model 
for tackling similar issues within the broader federal 
government .

Entering the fifth year of the 20/20 Project on the State 
of the Homeland Security Enterprise, the final report 
will assess the progress made, consolidate and analyze 
the multiple and varied perspectives of the homeland 
security officials and executives, and address the 
current and future state of the HSE . This must continue 
to be a joint effort of industry and government, and the 
Council is honored to serve as a facilitator in this effort .

CONCLUSION AND CALL TO ACTION
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Over the past four years of the 20/20 Project, we 
have tracked two baseline factors in the relationship 
between the government and the industrial base 
that serves to support the government’s mission 
to protect the homeland. Below are the tracking 
results over our four years of the survey.

IMPACT OF MANAGEMENT CHALLENGES ON ABILITY TO 
ACHIEVE MISSION
When respondents have been asked to rate the impact 
of management challenges on the government’s ability 
to achieve its mission, 94 .7 percent of current government 
officials have indicated their mission is at least somewhat 
impacted by mission support challenges, with 72 .7 
percent of them indicating those challenges had a 
significant or critical impact on their agencies’ abilities . 
In line with historical data, this year, 94 .6 percent of our 
2018 respondents indicated achieving their agency’s 
mission was at least somewhat challenged by mission 
support issues, with 81 .1 percent of those officials calling 
those challenges as significantly or critically impacting 
their mission-space .

RELIANCE ON THE HSIB BY GOVERNMENT OFFICIALS 
Reflecting on those findings, when asked about how they, 
as government leaders, respond to those challenges, the 
HSIB continues to prove a critical partner for government . 
Historically, 91 .8 percent of government respondents have 
indicated their agency is, reliant on industry to meet their 
mission objectives, and this year was not an exception 
with 89 .1 percent indicating as such . Interestingly, 
while historically 76 .2 percent of our respondents have 
indicated they require substantial to critical support from 
industry, this year that was slightly higher at 81 .0 percent . 
The connection between mission support challenges and 
the ability of industry to augment how government meets 
those mission objectives continues to be at the core of the 
20/20 Project .
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