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Background
Background

• In October 2020, DoD implemented the new Back-to-Basics 
(BtB) talent management framework.
– Established a new Contracting Competency Model for the 

contracting workforce.
– New competency model based on the National Contract 

Management Association’s (NCMA) Contract Management 
Standard (CMS), a third-party accredited standard (ANSI).
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Research Approach

Research Purpose
– Conduct a competency assessment on the USMC contracting 

workforce (MCSC, ECP/RCOs, LOGCOM) using the new 
DoD BtB Contracting Competency Model (based on the 
NCMA CMS).

Research Questions
– Based on the competency assessment, what are the USMC’s  

contracting workforce’s buyer proficiency ratings and seller 
knowledge ratings for the contracting competencies? 

– What recommendations can be made based on the results of 
this contracting workforce competency assessment?
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Theoretical Foundation
• Auditability Theory 

– Organizations need to have an established and effective 
knowledge management system supporting its governance 
processes and practices (Power, 1996).

– A knowledge management system includes competent 
people, capable processes, and effective internal controls 
(Rendon & Rendon, 2015).

• Competency Theory 
– Individual and organizational performance is based on the 

essential competencies related to job tasks. Competency in 
performing job tasks is critical for effective performance in 
the workplace. (McClelland, 1973).
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Conceptual Framework

BtB
Competency 

Model
(NCMA CMS)

USMC 
Contracting 
Workforce

(MCSC, 
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LOGCOM)

Competency Assessment
(Proficiency of Buyer’s Tasks
Knowledge of Seller’s Tasks)

Recommendations for 
Competency Development

(CMS Competencies)
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Competencies

Proficiency in Buyer’s Tasks
• Plan Solicitation
• Request Offers 
• Price & Cost Analysis
• Plan Negotiations
• Select Source
• Manage Disagreement
• Administer Contract
• Ensure Quality
• Manage Changes
• Close Out Contract
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Knowledge of Seller’s Tasks
• Plan Sales
• Prepare Offer 
• Plan Negotiations
• Select Source
• Manage Disagreement
• Administer Contract
• Ensure Quality
• Manage Subcontracts
• Manage Changes
• Close Out Contract



Methodology

Buyer Proficiency Ratings
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Methodology

Seller Knowledge Ratings
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Findings-MCSC 
• Survey sent to 220 contracting professionals.
• Survey completed by approx. 52 contracting professionals.
• 23% response rate.
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Marine Corps Systems Command 
Contract Management Competency 

Buyer Proficiency



Marine Corps Systems Command 
Contract Management Competency 

Seller Knowledge



Findings - ECPs/RCOs 
• Survey sent to 100 contracting professionals.
• Survey completed by approx. 41 contracting professionals.
• 41% response rate.
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Expeditionary Contracting Platoons/Regional Contracting Offices
Contract Management Competency 

Buyer Proficiency



Expeditionary Contracting Platoons/Regional Contracting Offices
Contract Management Competency 

Seller Knowledge



Findings - LOGCOM
• Survey sent to 28 contracting professionals.
• Survey completed by approx. 15 contracting professionals.
• 54% response rate.
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1:  Aware
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Contract Management Competency 
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Findings - Buyer Competencies

• Proficiency levels for the buyer competencies are higher than the 
knowledge levels for the seller competencies.  

• Most of the buyer competencies are at the Intermediate level.
• Only three were rated at the Advanced level (Request Offer, Plan 

Negotiations and Select Source, all at MCSC)

• Only three were rated at the Basic level (Plan Negotiations, Manage 
Disagreement and Ensure Quality, all at ECP/RCO).  

• Request Offer was the highest buyer competency, whereas Manage 
Disagreement was the lowest buyer competency.

• Pre-award buyer competencies are higher than the award and post 
award competencies for MCSC and ECP/RCO.  

• The buyer competencies for LOGCOM seem to be consistent throughout the 
contract life cycle. 
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Findings - Seller Competencies

• Knowledge levels for the seller competencies are lower than the 
proficiency levels for the buyer competencies.  

• All of the seller knowledge competencies are at the Aware or Basic 
levels.  

• Plan Negotiations was the highest seller competency for MCSC and 
ECP/RCO, while Close Out Contract was the highest competency 
for LOGCOM. 

• Manage Disagreement was the lowest seller competency for MCSC 
and ECP/RCO, while Manage Subcontracts was the lowest seller 
competency for LOGCOM.

• A distinct pattern did not appear in terms of which life cycle phases 
were the highest or lowest in terms of seller competency levels.  
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Recommendations

• Emphasize training to increase knowledge of the seller 
competencies and job tasks. Incorporate the seller competencies and 
job tasks into the required training courses.  

• Emphasize training on the buyer competencies and job tasks that 
were rated at the Aware and Basic levels.  

• Improve training on the Manage Disagreement competency to 
improve skills such as critical thinking, problem solving, and 
decision-making related to managing contract disagreements. 
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22

Rene G. Rendon
Associate Professor

U.S. Naval Postgraduate School
Monterey, CA

rgrendon@nps.edu
 

mailto:rgrendon@nps.edu


23

Back-Up Slides



Methodology
• Web-based competency assessment instrument

– Competency items aligned with CMS framework.
– Contract management life cycle (pre-award, award, post 

award).
– Both buyer and seller domains.

• Assessment conducted on MCSC, ECPS/RCOs, and LOGCOM
• Voluntary, anonymous assessment.
• Respondents self-assessed for each competency item.
• Assessment results analyzed.

• Recommendations for competency development.
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• Contract Management Standard (CMS)
– CMS was established through a job task analysis, peer 

review, and public comment validation ensuring consensus, 
openness, lack of dominance, and balance of interests 
(ANSI accredited).

– Contract life cycle includes separate and distinct processes 
for pre-award, award, and post award phases. 

– Life cycle phase processes include both buyer and seller 
domains (competencies and job tasks).

NCMA CMS
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Theoretical Foundation

The Contract Management Standard Publication. 
Source: NCMA (2019)
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Theoretical Foundation

The Contract Management Standard Publication. 
Source: NCMA (2019)
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Theoretical Foundation

The Contract Management Standard Publication. 
Source: NCMA (2019)
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Theoretical Foundation

The Contract Management Standard Publication. 
Source: NCMA (2019)
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