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over time. I have had several experiences on this subject that 
led to a less than clear understanding of what my roles and 
responsibilities as a PM were supposed to be.

During one assignment, I was hired for a specific position on a 
pending contract award. As it turned out, the company didn’t 
get the contract so it had to make some key decisions regarding 
what to do with me and several others hired for that particular 
contract. Unfortunately, the position description never was 
defined fully for the original position that did not materialize, 
so it turned out to be a moot point. However, the subsequent 
assignments also were not described and I became somewhat 
of a jack-of-all-trades, filling in where I was needed. It was a 
tenuous situation, at best, and created some uncertainty for 
me as a new employee as well as for my immediate superior. 
Eventually, I settled into a position as a contracts specialist, 
not as the PM I had hoped to be, but it did provide long-term 
and important work with the federal government. Nonethe-
less, the roles and responsibilities never were documented or 
made final, so there always was a sense of not knowing where 
I truly fit into the organization.

The lesson learned is that roles and responsibilities should not 
be taken lightly or left to chance. It is absolutely critical that 
each employee knows and understands from the beginning 
what his or her specific role in the organization is, and that 
his or her responsibilities are defined in sufficient detail that 
both the employer and the employee clearly understand the 
expectations of the position and the person. The lack of such 
a clear understanding does a disservice to both the organiza-
tion and the individual and further complicates the job of the 
Virtual PM, who has enough to manage.

In conclusion, Virtual PMs face challenges unlike any they 
have had to face in the recent past. The dynamics of the 
economy, the workplace and world events demand that the 
Virtual PM concentrate on some of the basic, time-tested and 
successful  management principles. While the five foregoing 
concepts may portray a stark grasp of the obvious, they have 
certainly demonstrated to me over more than 35 years of ex-
perience in DoD acquisition and program management that 
the payback can exceed anyone’s expectations. While we 
desperately need the technology and electronic communica-
tion tools to survive and continually maintain the advantage 
in our management challenges, we should never lose sight 
of the basic management principles that have brought us to 
where we are today. Without the likes of Frederick Taylor, 
W. Edwards Deming, Peter Drucker, Milton Friedman and so 
many other pioneering visionaries in the management field, 
we might not have advanced to the degree of management 
sophistication that we have. Spending some time on the ba-
sics not only will keep us grounded in what is really impor-
tant, it also will provide the edge we all need to survive in the 
ever-changing technological age and through the continuing 
evolution of the Virtual PM. 

The author may be contacted at robleew@outlook.com. 

S E C T I O N  3 6 8 5 ,  T I T L E  3 9 ,  U . S . C .
S H O W I N G  O W N E R S H I P ,  

M A N A G E M E N T ,  A N D  C I R C U L A T I O N

Defense AT&L is published bimonthly at the Defense 
Acquisition University, Fort Belvoir, Va. 22060-5565. 
The university publishes six issues annually. The di-
rector of the DAU Press is Randy Weekes; the manag-
ing editor of Defense AT&L is Benjamin Tyree; and the 
publisher is the Defense Acquisition University Press. 
All are colocated at the following address: Defense 
Acquisition University, Attn: DAU Press, 9820 Belvoir 
Rd., Suite 3, Fort Belvoir, Va 22060-5565.

Average Number of Copies Each Issue 
During The Preceding 12 Months
A. Total number of copies printed  

(net press run) ......................................................3,882

B. Paid and/or requested circulation:
 1. Sales through dealers and carriers, street 

  vendors, and counter sales ..................................0
 2. Mail subscriptions paid and/or  

  requested ..........................................................3,674

C. Total paid and/or requested circulation ..........3,674 

D. Free distribution by mail, carrier, or other  
means; samples, complimentary, and other  
free copies .................................................................. 120

E. Total distribution ...................................................3,794

F. Copies not distributed ...............................................88

G. Total distribution ...................................................3,794

Actual Number Copies of Single Issue 
Published Nearest To Filing Date
A. Total number of copies printed  

(net press run) ...................................................... 3,832

B.  Paid and/or requested circulation:
 1.  Sales through dealers and carriers, street  

  vendors, and counter sales ..................................0
 2.  Mail subscriptions paid and/or  

  requested ......................................................... 3,532

C. Total paid and/or requested circulation ......... 3,532

D.  Free distribution by mail, carrier, or other  
means; samples, complimentary, and other  
free copies ................................................................. 200

E.  Total distribution ................................................... 3,732

F.  Copies not distributed ............................................. 100

G. Total distribution ................................................... 3,732




