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Abstract

This thesis seeks to examine the impact of military
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personnel turnover in the contract management process % %

at the Defense Contract Management Agency. We & %:; 1

deployed a contracting competency assessment . %””’?;;;zzﬁi‘:‘;;; \
instrument to DCMA staff, both military and civilian Y
personnel, to determine their proficiency performing De""’% d 4

buyer tasks and knowledge levels performing seller tasks. i 3?5;2

This helped us to analyze the criticality of military o :

contracting officers in DCMA contract management oo,

positions. We concluded with specific recommendations e

for NPC Millington leadership. Which Agencies Were Responsible for the Most

Contract Dollars

Methods

Auditability Triangle

The Contract Management Standard™
(1]

Instutunonahzed
-
':'f Measured
% improved
*

]

Effective Educated

.

Internal P?:f:sil:s Irained &
Controls Expenienced &

Enforced

£
oy,
Monotored

Focus on personnel Reported

Auditability Triangle. Source: . M. Rendon and Rendon (2016)

Competent
Persaonnel

Internal Controls

Results & Their Impact

* The military contracting officer turnover rate at DCMA * DCMA can still meet mission objectives and deliver
remains unresolved due to a lack of accurate, critical defense contracting tasks without seasoned
current, complete data from NPC Millington. military contracting officers, indicating the non-critical

 Explore focused training initiatives based on data from nature of their role in achieving mission. success.
DCMA sites to improve buyer proficiency across all * Continuously assess buyer proficiency and seller
contracting phases. knowledge across the acquisition workforce (military

* Investigate seller knowledge gaps in the pre-award and civilian) to identify knowledge gaps and training
and award phases to improve collaboration between deficiencies.

DCMA buyers and contractors. * Ensure accurate, current, and complete billet coding by

the NPC to align officers' qualifications with the specific
requirements of contracting officer roles at DCMA sites.

* |nvestigate the efficiency and effectiveness of using Navy
Supply Corps officers to fill contracting officer billets
amid ongoing manning shortages and turnover.

Contract Management Competencies Contract Management Competencies Years of Contract Mana gement
(Buyer Competencies) (Seller Competencies) .
500 Experience
4.10 abs L 450 ]

o 2 381 -, - en 400 3

E / \ /// \3\2}/ E 3.50 32 116 4

& 288 / \ / oh 3.00 375 20— 3 \

.g \zy g4 2L 2.4/ E 5 \ 245 / \ 2290 / 2 2 2

g 7 g 02 20 ~ 2

ne* Q 200 R 1 1 1 1 1

= 1.50 1

i;ﬁel;&l L . I I I 0 I 0 I 0

AL /] e .
(R . o cquest | Price & Co g:i;im Sele 1\5?%1'};;13 Administer Sﬂi‘l‘; “E’;‘;gf Close Out gy Neg:t::ions Soeee Dm‘i’t‘i‘m g QEE;U;\B Sutemtes gmgées ot 3Yearsof Less 4to8Years 9tol13Years  14-18 Years 19 Years or
—— Proficiency Ratl nz & 754 T4 ] > 2.00 27 20 3 Mo

DCMA Boeing PA B DCMA Missiles Orlando B DCMA Missiles Dallas
Respondent Buyer Proficiency Levels Respondent Seller Knowledge Levels Respondent Experience Levels

Daniel Dulac, LCDR, USN
Andrea Villarreal, LCDR, USN

Advisors: Kelley Poree
Dr. Rene Rendon

Acquisition Research Program

www.acquisitionresearch.net




	Slide Number 1

