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AGENDA 
THURSDAY, MARCH 4

1:00 – 1:10 pm EST WELCOME AND INTRODUCTIONS
Barry Tyree
Chair, Tactical Wheeled Vehicles Division, National Defense Industrial Association (NDIA)

Gen Hawk Carlisle, USAF (Ret)
President and Chief Executive Officer, NDIA

1:10 – 1:15 pm EST PREMIER SPONSOR VIDEO AND REMARKS
Eddie Garcia
Oshkosh Defense, LLC

1:15 – 2:00 pm EST PEO CS&CSS – CHALLENGES, OPPORTUNITIES, AND TRENDS FOR 2021
Tim Goddette 
Program Executive Officer, Program Executive Office for Combat Support & Combat Service Support (PEO CS&CSS), 
U.S. Army

Mike Sprang
Project Manager, Joint Program Office for Joint Light Tactical Vehicles, PEO CS&CSS, U.S. Army 

Robert “Eric” Fletcher
Deputy Project Manager, Transportation Systems, PEO CS&CSS, U.S. Army

2:00 – 2:40 pm EST MARCORSYSCOM OVERVIEW OF MARINE CORPS TWV
Col John Gutierrez, USMC
Portfolio Manager, Logistics Combat Element Systems (LCES), Marine Corps Systems Command (MCSC)

Jennifer Moore
Program Manager, Light Tactical Vehicles, LCES, MCSC

Lorrie Owens
Program Manager, Medium & Heavy Tactical Vehicles, LCES, MCSC

2:40 – 2:55 pm EST RED BALL EXPRESS AWARD PRESENTATIONS
Dion Anglin
Vice Chair, Tactical Wheeled Vehicles Division, NDIA

Enhanced Heavy Equipment Transporter (EHETS) Team
Kent Shea
Program Officer and Product Manager, Heavy Tactical Vehicles, U.S. Army

O’Gara-Hess, Eisenhardt Armoring Company, LLC
Michael Reynolds
President, O’Gara Armoring

2:55 – 3:05 pm EST CLOSING COMMENTS 
Barry Tyree
Chair, Tactical Wheeled Vehicles Division, NDIA

NDIA has a policy of strict compliance with federal and state antitrust laws. The antitrust laws prohibit competitors from engaging in actions that could 

result in an unreasonable restraint of trade. Consequently, NDIA members must avoid discussing certain topics when they are together at formal association 

membership, board, committee, and other meetings and in informal contacts with other industry members: prices, fees, rates, profit margins, or other terms 

or conditions of sale (including allowances, credit terms, and warranties); allocation of markets or customers or division of territories; or refusals to deal with or 

boycotts of suppliers, customers or other third parties, or topics that may lead participants not to deal with a particular supplier, customer or third party.
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