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A Preemptive Plan for Acquisition Leaders 

3 actions federal Acquisition offices should take now to get ahead of new 

Administration priorities 

Federal agencies and executives are facing significant challenges in today’s unpredictable environment: 

 Doing more with less due to reduced budgets and workforce 

 Juggling increasingly changing or conflicting organizational priorities  

 Demonstrating success to both justify and/or increase resources 

 The new Administration’s agenda, as evidenced by the major changes outlined in OMB’s recent Memo 

17-22, “Comprehensive Plan for Reforming the Federal Government and Reducing the Federal Civilian 

Workforce.” 

As part of the push towards efficiencies, Acquisition organizations will no doubt be on the front line as 

their agencies tackle the above challenges.  OMB’s M-17-22 calls for agencies to take a wholesale look at their 

performance and prioritize programs to achieve near-term workforce reductions and cost savings.  Such an 

effort will rely on a highly efficient and effective Acquisition function to provide flexible and high quality 

goods and services at the best cost and in the least time.  While the effect of these efforts will likely be phased 

in over time, Acquisition offices must prepare themselves now for an increasingly vital role in mission 

success, by diagnosing underlying problems and identifying appropriate plans to address them.   

 

Where should you start?  See below for 3 key questions that all Acquisition leaders should be prepared to 

answer about their organization, and actions to take to help them do so. 

1.   How well is Acquisition understood internally and externally?   

It is critically important that customers appreciate the contracting process and that contracting officers and 

business partners understand how Acquisition supports the mission.  Otherwise, misaligned leadership and 

customer expectations will regularly hinder improvement efforts.  Indeed, Acquisition is all too often seen as 

a clerical function versus a value-added business partner, making it an easy target for criticism and cuts. 

Develop an objective view of key stakeholder perceptions across core Acquisition performance 

areas.  Armed with this information, facilitate leadership workshops to prioritize problem areas 

and develop collaboration and change management plans to address them. 

2.   How efficient are Acquisition practices and where are there improvement opportunities?   

Acquisition organizations must be able to recognize and articulate where the biggest opportunities for 

improvement lie.  OMB will drive agencies to utilize category management and to reduce redundant 

contracting.  Acquisition offices must be able to respond to OMB’s requirements acknowledging where there 

are improvement opportunities and presenting data to defend where there are not. 

Quantify contracting activities and improvement opportunities (e.g., actions performed, 

obligations made, performance against regulations, etc.).  Identify an improvement action plan 

based on this data and enable quick and comprehensive responses to inquiries. 

3.   How efficient is the Acquisition workforce, especially when compared to peer organizations?   

OMB’s M-17-22 assumes that there are significant inefficiencies in operations and that work can be 

performed with fewer staff.  Acquisition offices need to have data to quantify the work they accomplish and 

the resources required to do so, and need to be able to assess how their operational efficiency compares to 

that of their peers.  This data will help make workforce decisions based on facts - not assumptions. 

Calculate metrics to quantify and measure the operational performance and productivity of 

your workforce.  Benchmark the results against peer organizations to identify specific problem 

areas and/or predict impact of changing resource levels. 
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The clock has already started – Agency leaders have been working to prepare their responses to OMB M-17-

22 for some time now, and Acquisition offices can expect tasking to flow down to them in the near future.  To 

prepare for their agency’s response to OMB M-17-22, Acquisition offices should begin taking actions now so 

that they may proactively drive their destinies, rather than reacting to what will be handed down.  With this 

understanding and data, Acquisition offices can be a strategic contributor to the agency planning process.   

 

How Censeo can help – Censeo Consulting Group is a strategy and operations consulting firm that, for the 

past 13 years, has been helping mission-driven organizations optimize operations through our world-class 

people, rigorous problem-solving frameworks, and integrated change management and stakeholder 

engagement strategies.  We deliver transformational results across our four lines of business: procurement 

and operations, organization and human capital, strategic IT, and strategy. 

Based on our extensive experience working with government agencies on restructuring and operational 

efficiency projects, Censeo has developed a quick-turn diagnostic approach called Rapid Acquisition 

Improvement (RAI). The goal of RAI is to provide clients a strategic plan of action, within a matter of weeks, 

that they can use to respond to leadership while prioritizing their own management agenda.  In addition, it 

provides clients concrete tools for quantitatively measuring day-to-day operations like contracting activities, 

workforce bandwidth, and acquisition outcomes.  Our teams can be deployed in a matter of days, and the 

RAI toolset can be accessed through multiple contract channels. 
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