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What we will learn?

 Pre-Award

 Plan solicitation

 Request offer

 Plan sales

 Prepare offer
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The CMBOK structure



DOMAIN A: DEVELOP OFFER

(PREPARE OFFER)
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Develop offer
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Prepare offer
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Prepare offer

1. Capture Team

2. Best Practices for Understanding a Solicitation

3. Cost or Pricing

4. Quality Control Plan (QCP)

5. Compliance Matrix

6. Performance Risk Plan

7. Reviewing the Offer

8. Submitting the Offer
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Capture team

 (From the book, Solicitations, Bids, Proposals, and Source Selection: Building a

Winning Contract, by Gregory Garrett and Gail A. Parrott)
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Capture team

 An example of an agenda for the capture team’s kickoff meeting is presented in

FIGURE 6-22.

 Once this meeting is completed, follow-on meetings should be scheduled to

determine

1. Progress

2. Accountability

3. Future activities
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Capture team
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Capture team
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Prepare offer

1. Capture Team

2. Best Practices for Understanding a Solicitation

3. Cost or Pricing

4. Quality Control Plan (QCP)

5. Compliance Matrix

6. Performance Risk Plan

7. Reviewing the Offer

8. Submitting the Offer
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Best practices for understanding a solicitation

 (From the book Understanding Solicitations and Preparing Proposals, Third Edition,

by James N. Phillips Jr.)
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Best practices for understanding a solicitation

 While the buyer must clearly articulate the need in a solicitation,

the seller must accurately understand the need in order to

1. Determine internally whether the seller will pursue the contract and

2. Whether it can deliver the expected contract performance.
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Best practices for understanding a solicitation

 The following best practices are recommended in order for sellers to understand
solicitations.

1. Reading the Solicitation
2. Rereading the Solicitation
3. Write a Two-Paragraph Summary of the Requirement
4. Read Instructions to Offerors
5. Read Evaluation Factors for Selection
6. Resolve Inconsistencies and Ambiguities
7. Understand Contracting Method and Award
8. Identify Key Information
9. Identify Key Words or Phrases
10. Separating the Solicitation into Sections
11. Identifying Deliverables
12. Creating a Table
13. Identify Critical Skill Sets
14. Is it Worth It? The Bid/No-Bid Decision
15. Offer Formatting
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Best practices for understanding a solicitation – Reading the solicitation

 The seller must read the entire solicitation, including

all attachments and referenced materials (such as clauses, provisions,

specifications, standards, drawings, and handbooks),

in order to gain

1. An overall familiarity with document and

2. General understanding of what the buyer needs and what will be

required of the seller to comply with the solicitation’s terms

 The timing of this first review of the solicitation is critical in case

the potential seller discovers inconsistencies or ambiguities in the solicitation.
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 Once the requirement is understood,

then the solicitation should be reread with the intention of

annotating key points and features.

Best practices for understanding a solicitation – Rereading the solicitation
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Best practices for understanding a solicitation – Write a two-paragraph
summary of the requirement

 After reading and rereading,

the seller should write two paragraphs summarizing the requirement.

 This will serve as the basic understanding of the need as presented by the buyer in

the solicitation.

 Consider the following:

1. Is it a service or a product?

2. What is the problem the buyer is asking the seller to solve?

3. How much creativity is the buyer asking the seller to present?

3 key points to be considered in summarizing:
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Best practices for understanding a solicitation – Read instructions to offerors

 Reading the solicitation is important,

but reading and understanding the Instructions to Offerors is critical.

 These instructions are typically included in a solicitation provision.

 They instruct the seller on what needs to be done

when responding to the solicitation.

 Failure to follow every instruction could cause the offer to be rejected.
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Best practices for understanding a solicitation – Read evaluation factors for
selection

 The evaluation factors are also found in the solicitation provisions section.

 Evaluation factors alert the seller to the relative importance of certain elements of

the solicitation (e.g., technical, past performance, price).

Let’s see some examples
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Best practices for understanding a solicitation – Read evaluation factors for
selection

 Examples of how evaluation factors can be presented to show their relative

importance include:

 Technical is greater than Past Performance and, when combined, the two are

greater than Price.

 Technical is greater than Past Performance and, when combined, the two are

equal to Price.

 Technical is equal to Past Performance and, when combined, the two are less

than Price.
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Best practices for understanding a solicitation – Resolve inconsistency

 If the solicitation states a requirement in one area

but elsewhere states the same requirement in different or contradictory

language (e.g., dates, times, quality standard, performance, etc.),

then there is inconsistency or ambiguity.

 Any inconsistency, ambiguity, or other problem with the solicitation should

immediately be brought to the attention of the buyer.

 It is important to raise these issues immediately,

as buyers often limit the time after the release of the solicitation when such

questions can be raised.
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Best practices for understanding a solicitation – Understanding contracting
method and award

 The seller must understand the contracting method (e.g., IFB, RFQ, RFP) to

understand when the offer can become a binding or potentially binding

contract.
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Best practices for understanding a solicitation – Identify key information

 The seller must identify information such as:
 Times/dates
 Skills and skill sets
 Performance measures
 Quality factors
 Deliverables
 Dates of submission
 Where to invoice
 Who to call with questions
 Bond and Insurance
 Use of prevailing labor rates
 Certifications,
 etc. Use those presented in claim course!
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Best practices for understanding a solicitation – Identify key words or phrases

 The seller should identify key words or phrases in the solicitation to understand

what is desired or required by the buyer.

 If an item is required in the solicitation,

but the proposal makes no commitment to its delivery or performance by the

seller,

this could cause the offer to be rejected.

Examples of words to search include:
Shall
Will
Must
Should
May
Recommend
Required
Provide
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Best practices for understanding a solicitation – Separating the solicitation into
sections

 Separating the paragraphs into a series of functional statements could be useful to

understanding the requirement.

 However, the sentences should not be rearranged when performing this analysis,

as this may affect the contextual understanding of the buyer’s total

requirement.
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Best practices for understanding a solicitation – Identifying deliverables

 Identify all deliverables and their expected due dates.

 Deliverables may be annotated as specific line items in the schedule, or they may be

identified in the narrative of the solicitation.

 Examples of possible deliverables include:
 Products/Goods
 Services
 Data
 Timelines
 Status Reports, interim or final
 Qualified Personnel
 Performance Bonds
 Certifications
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Best practices for understanding a solicitation – Creating a table

 Deliverable due dates from the solicitation can be placed into tabular format to give

them structure.

 This information will provide the seller with clear expectations of all delivery dates.

 In addition, this information can support a quality control plan when it is developed.
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 Upon receiving the contract award, the seller should confirm the exact delivery

dates with the buyer.

 FIGURE 6-23 illustrates a sample table to track delivery dates.

Best practices for understanding a solicitation – Creating a table
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Best practices for understanding a solicitation – Identify critical skill sets

 The seller needs to know if its company

1. Has access to the right skill(s) and in the right quantities to meet the buyer’s

needs, or

2. If the skill needs to be acquired through a teaming arrangement, consultant, new

hire, or some other means.
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Best practices for understanding a solicitation: Is it worth it? The bid/no-bid
decision

 Once the seller fully understands the buyer’s requirement, the seller conducts an

opportunity/risk analysis and gathers any other information and analysis.

 At this point the seller must make a decision as to whether it believes it can submit a

winning proposal or not.

 The decision to pursue the sales opportunity or not is typically referred to as the

Bid/No-Bid Decision.
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Best practices for understanding a solicitation – Offer formatting

 Even with specific offer formatting required by the buyer, the seller is encouraged to

add value through creativity, yet be clear, concise, and simple.

 When evaluating offers, the buyer compares the offers with the requirements of the

solicitation.

 An offer that is not consistent with the solicitation can cause confusion and may be

rejected if deemed nonresponsive.
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 When formatting the offer, understand and address what is truly important to the

buyer in the evaluation factors for selection (e.g., price, schedule, technology,

quality, support).

 Once a decision to submit an offer has been made, a technical proposal development

team should be established to ensure the seller’s solution is accurately conveyed to

meet the buyer’s need.

 Also, the price should be based on economic drivers of the marketplace and the

technical and business risk.

Best practices for understanding a solicitation – Offer formatting
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Prepare offer

1. Capture Team

2. Best Practices for Understanding a Solicitation

3. Cost or Pricing

4. Quality Control Plan (QCP)

5. Compliance Matrix

6. Performance Risk Plan

7. Reviewing the Offer

8. Submitting the Offer
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Cost or pricing

 (From the book, Developing Winning Proposals: Proposal Preparation Techniques

and Tips, by Federal Publications Seminars and Capital Edge Consulting)
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Cost or pricing

A sanity check or sanity test is a 
basic test to quickly evaluate 
whether a claim or the result of a 
calculation can possibly be true.
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Cost or pricing
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Cost or pricing – Validating the estimate

 The cost estimate should be validated against four characteristics:

1. It is comprehensive; includes all likely costs; ensures that no costs were omitted

or double-counted; and explains and documents key assumptions.

2. It is documented in such a manner that it can easily be repeated or updated and

traced to original sources by auditing.

3. It is accurate, not too conservative or too optimistic; is based on an assessment

of most likely costs; and has adjusted properly for inflation.

4. It has identified any data limitations from uncertainty or bias; results were cross-

checked; an independent cost estimate was developed to see if results were

similar.
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Prepare offer

1. Capture Team

2. Best Practices for Understanding a Solicitation

3. Cost or Pricing

4. Quality Control Plan (QCP)

5. Compliance Matrix

6. Performance Risk Plan

7. Reviewing the Offer

8. Submitting the Offer
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Quality control plan (QCP)

 The QCP demonstrates to the buyer how the seller intends to manage the quality of

contract performance.

 The QCP is typically included in the technical approach.
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Prepare offer

1. Capture Team

2. Best Practices for Understanding a Solicitation

3. Cost or Pricing

4. Quality Control Plan (QCP)

5. Compliance Matrix

6. Performance Risk Plan

7. Reviewing the Offer

8. Submitting the Offer
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Compliance matrix

 The compliance matrix is a helpful tool that aids the buyer in assessing the seller’s

ability to meet the buyer’s need.

 It can also be used by the buyer to ensure all relevant requirements have been

addressed.

 It is a best practice to prepare such a matrix even when not required by the buyer to

be included in the proposal.

 See FIGURE 6-26 for a sample compliance matrix.
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Compliance matrix
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Prepare offer
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Performance risk plan

 There are two types of risks to be addressed:

1. Business risk is the risk incurred as a business, such as staffing, finance, supply

chain, etc.

 Business risk can be assessed by comparing the weighted opportunity against

business capability and capacity.

2. Performance risk is the ability to perform the work as defined in the solicitation.

 This risk is directly related to the compliance matrix and the risk assessment of

the solicitation in total. (Phillips, 2017)
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Prepare offer
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Reviewing the offer

 (From the book, Solicitations, Bids, Proposals, and Source Selection: Building a

Winning Contract, by Gregory Garrett and Gail A. Parrott)
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Reviewing the offer

 The following are some of the ways in which proposals can lose evaluation points:

 Questionable or inadequate understanding of requirements or needs.

 Incomplete response to the solicitation; critical sections left out of the proposal.

 Noncompliance with specifications; misinterpretation of the specifications.

 Insufficient resources (time, funds, personnel, etc.) to accomplish the required

services or tasks.
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Reviewing the offer

 The following are some of the ways in which proposals can lose evaluation points:

 Insufficient information about the resources required for satisfactory

performance under the contract.

 Poor proposal organization; obstacles in correlating proposal content to the

solicitation or requirements.

 Failure to show relevance of past experience to the proposed project.

 Unsubstantiated or unconvincing rationale for proposed approaches or

solutions. Wordiness.

 Excessive wordiness.

 Simply restating or repeating seller’s requirements without discussing how they

will be met.
What are the characteristics of a wining proposal?

Wordiness means using more words than necessary 
within a sentence, especially short, vague words that do 
not add much meaning.



By: Alavipour, PhD, PMP, CMIT www.dralavipour.com .ذکر مطالب فوق تنها در صورت ذکر منبع بلامانع است

)Contract Management Body of Knowledge(پیکره دانش مدیریت قرارداد 
از چرخه حیات مدیریت قراردادPre-Awardفاز: بخش ششم

186

Reviewing the offer

 The following are characteristics of a winning proposal (Federal Publications

Seminars and Capital Edge Consulting, 2013):

1. Clear;

2. Offers precisely what the customer asked for;

3. Responsive to the terms and conditions;

4. Concise; and

5. Supported with assumptions, explanations, and logic.
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Reviewing the offer

1. Conduct “Pink” Team Reviews

i. Tracking “Pink” Team Review Deficiencies

ii. “Pink” Team Review Deficiency Log

2. Conduct “Red” Team Reviews

i. Tracking “Red” Team Review Deficiencies



By: Alavipour, PhD, PMP, CMIT www.dralavipour.com .ذکر مطالب فوق تنها در صورت ذکر منبع بلامانع است

)Contract Management Body of Knowledge(پیکره دانش مدیریت قرارداد 
از چرخه حیات مدیریت قراردادPre-Awardفاز: بخش ششم

188

Conduct “pink” team reviews

 The first step in reviewing offers is to conduct what some refer to as “pink” team

reviews.

 The object of pink team reviews is to ensure the offer is complete and accurate.

 Due to the size and complexity of the offer, the timing of when it is available for

review, and the size of the opportunity, team, and content in each response,

there will likely be multiple pink team reviews.

 For example, it is not unusual to have

1. One pink team for the technical-delivery response,

2. A separate pink team for the pricing-contractual response, and

3. A third pink team for the executive summary.
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Reviewing the offer – Conduct “pink” team reviews

 Sellers should also consider involving other knowledgeable individuals

who were not directly involved in preparing the proposal to get a more

objective assessment

What questions should be asked during pink team reviews?
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 Following is a list of questions that should be considered in pink team reviews:

 General

Reviewing the offer – Conduct “pink” team reviews



By: Alavipour, PhD, PMP, CMIT www.dralavipour.com .ذکر مطالب فوق تنها در صورت ذکر منبع بلامانع است

)Contract Management Body of Knowledge(پیکره دانش مدیریت قرارداد 
از چرخه حیات مدیریت قراردادPre-Awardفاز: بخش ششم

191

 Following is a list of questions that should be considered in pink team reviews:

 General

Reviewing the offer – Conduct “pink” team reviews
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 Following is a list of questions that should be considered in pink team reviews:

 General

Reviewing the offer – Conduct “pink” team reviews
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 Following is a list of questions that should be considered in pink team reviews:

 General

Reviewing the offer – Conduct “pink” team reviews
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 Following is a list of questions that should be considered in pink team reviews:

 Executive summary

Reviewing the offer – Conduct “pink” team reviews



By: Alavipour, PhD, PMP, CMIT www.dralavipour.com .ذکر مطالب فوق تنها در صورت ذکر منبع بلامانع است

)Contract Management Body of Knowledge(پیکره دانش مدیریت قرارداد 
از چرخه حیات مدیریت قراردادPre-Awardفاز: بخش ششم

195

 Following is a list of questions that should be considered in pink team reviews:

 Technical/delivery

Reviewing the offer – Conduct “pink” team reviews



By: Alavipour, PhD, PMP, CMIT www.dralavipour.com .ذکر مطالب فوق تنها در صورت ذکر منبع بلامانع است

)Contract Management Body of Knowledge(پیکره دانش مدیریت قرارداد 
از چرخه حیات مدیریت قراردادPre-Awardفاز: بخش ششم

196

 Following is a list of questions that should be considered in pink team reviews:

 Pricing/contractual

Reviewing the offer – Conduct “pink” team reviews
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 Tracking “Pink” Team Review Deficiencies

 To ensure feedback is captured for the authors of the offer, an offer deficiency

form is recommended (see FIGURE 6-27).

Reviewing the offer – Conduct “pink” team reviews
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 “Pink” Team Review Deficiency Log

 To ensure all deficiencies are closed, an offer deficiency log should be created.

 FIGURE 6- 28 illustrates a sample Offer Deficiency Log.

Reviewing the offer – Conduct “pink” team reviews
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Reviewing the offer

1. Conduct “Pink” Team Reviews

i. Tracking “Pink” Team Review Deficiencies

ii. “Pink” Team Review Deficiency Log

2. Conduct “Red” Team Reviews

i. Tracking “Red” Team Review Deficiencies
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Reviewing the offer – Conduct “Red” team reviews

 Below is a list of questions reviewers can use as a guide
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 Organization and Emphasis

Reviewing the offer – Conduct “Red” team reviews
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 Win Theme and Strategies

Reviewing the offer – Conduct “Red” team reviews
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 Compliance and Responsiveness

Reviewing the offer – Conduct “Red” team reviews
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 Appearance and Presentation

Reviewing the offer – Conduct “Red” team reviews
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 Consistency and Brevity

Reviewing the offer – Conduct “Red” team reviews
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 Visuals

Reviewing the offer – Conduct “Red” team reviews
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 Tracking “Red” Team Review Deficiencies

 As with pink team reviews,

it is extremely important to capture and track the deficiencies found in

the red team review to ensure that no deficiency identified by the review

team goes unaddressed.

 In fact, the means used to track deficiencies found in pink reviews can also be

adjusted to track the deficiencies found in red team reviews.

Reviewing the offer – Conduct “Red” team reviews
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 Tracking “Red” Team Review Deficiencies

 In addition, red team reviewers should provide an overall evaluation of each

volume.

Reviewing the offer – Conduct “Red” team reviews
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 Tracking “Red” Team Review Deficiencies

 Once the reviewers have submitted their scoring,

it is recommended to review the volume from the customer perspective,

utilizing the customer’s evaluation factors and weighting of

those factors.

Reviewing the offer – Conduct “Red” team reviews
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Prepare offer

1. Capture Team

2. Best Practices for Understanding a Solicitation

3. Cost or Pricing

4. Quality Control Plan (QCP)

5. Compliance Matrix

6. Performance Risk Plan

7. Reviewing the Offer

8. Submitting the Offer
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Submitting the offer

 (From the book Understanding Solicitations and Preparing Proposals, Third Edition,

by James N. Phillips Jr.)
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Submitting the offer

 Once the seller is satisfied with its offer,

the offer must be submitted

1. In correct manner,

2. To the right place,

3. At the right time, and

4. In the right format.

Failure to do so could cause the offer to be rejected.



By: Alavipour, PhD, PMP, CMIT www.dralavipour.com .ذکر مطالب فوق تنها در صورت ذکر منبع بلامانع است

)Contract Management Body of Knowledge(پیکره دانش مدیریت قرارداد 
از چرخه حیات مدیریت قراردادPre-Awardفاز: بخش ششم

213

Submitting the offer

 Be sure to receive an acknowledgment from the buyer that the offer was received.

1. Sample Offer Format

2. Responding to Solicitations

i. Responding to an Invitation for Bid (IFB)

ii. Preparing an Unsolicited Proposal
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Submitting the offer – Sample offer format

 Follow exactly the format for the offer described in the solicitation.

 In the absence of specific instructions for the format of the offer,

the following would be a typical format:
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1. Cover

 The Cover includes the completed and signed offer forms.

 The executive summary should be on letterhead, no more than 1½ pages.

 The summary

 Must convey seller’s capabilities

 Must convey understanding of the problem

 Must entice the proposal reader to read further (i.e., develop interest).

Refer to the two-paragraph summary mentioned earlier in this section.

Submitting the offer – Sample offer format
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2. Technical volume

 The technical volume is the heart of the proposal.

 If it is not done correctly, then nothing else in the proposal matters.

 The technical volume is often seen with a variety of sub-factors such as

 Technical,

 Management,

 Personnel,

 Quality Management,

 Experience, and

 Project Management.

Submitting the offer – Sample offer format
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2. Technical volume

 There may be more elements to the sub-factors.

 The seller must read the instructions and evaluation criteria to determine

what to include and where to add emphasis.
 If the factors are not weighted, then they are deemed all equal.
 Consider

 Charts,
 Graphs,
 Milestone Plans,
 Project Plans,
 Risk Assessments,
 Compliance Matrices, and
 Quality Control Plans (QCP) and
 Draft Quality Assurance Surveillance Plans (QASP).

Submitting the offer – Sample offer format
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3. Past performance

 Past performance is another common evaluation factor and serves as the seller’s

reference check.

 While

 past experience reflects performance of the same or similar work in the

past,

 past performance relates to how the seller performs as a working partner.

 Note: When providing references, be sure to let the references know.

Submitting the offer – Sample offer format
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4. Price

 Price is a separate evaluation factor and will be evaluated separately.

 In the Instruction to Offerors, the buyer will present how the seller should

submit this information.

Submitting the offer – Sample offer format
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5. Quality control plan

 Including a quality control plan demonstrates the seller’s attention to

details of the solicitation and how the seller intends to protect the buyer’s

interest.

Submitting the offer – Sample offer format
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6. Critical skill

 Critical skill sets must be addressed when requested in the solicitation.

Submitting the offer – Sample offer format
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Submitting the offer

 Be sure to receive an acknowledgment from the buyer that the offer was received.

1. Sample Offer Format

2. Responding to Solicitations

i. Responding to an Invitation for Bid (IFB)

ii. Preparing an Unsolicited Proposal
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Submitting the offer – Responding to solicitations

 Although there are differences in how responses to the various solicitation types

should be written, there are also similarities.

 For example, regardless of type, solicitations have due dates and require

companies to provide pricing and technical information in order for the buyer to

conduct an evaluation and make a contract award decision.

 This section

1. Explains ways to respond to these different solicitation types

2. Concludes with an overview of how to prepare unsolicited proposals in the

absence of a formal solicitation.
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1. Responding to an Invitation for Bid (IFB)

 When using the sealed bidding method of solicitation, the buyer issues an IFB.

 The IFB is used when the buyer can state the requirements clearly, accurately,

and completely.

 The buyer will provide all the documents necessary to submit a complete bid.

 The seller must provide all the information the buyer requests to make an

award decision.

Submitting the offer – Responding to solicitations
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1. Responding to an Invitation for Bid (IFB)

 Award is made without any discussions with offerors.

 The contract award is made to the responsible seller

whose bid conforms to the IFB and is most advantageous considering

only price or price-related factors.

Submitting the offer – Responding to solicitations
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2. Preparing an Unsolicited Proposal

 If a company has a new and innovative idea it would like a buyer to consider, it

may consider submitting an unsolicited proposal.

 Unsolicited proposals should be prepared without assistance or endorsement

from the buyer.

Submitting the offer – Responding to solicitations
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2. Preparing an Unsolicited Proposal

 Unsolicited proposals cannot be used by a potential offeror to preempt the

buyer’s public notice for a planned competitive solicitation.

 If a competitive solicitation is planned, buyers will typically return the

unsolicited proposal without action and

alert the potential offeror to the upcoming public notice.

The federal government has specific rules about unsolicited

proposals at FAR 15.603.

Submitting the offer – Responding to solicitations



By: Alavipour, PhD, PMP, CMIT www.dralavipour.com .ذکر مطالب فوق تنها در صورت ذکر منبع بلامانع است

)Contract Management Body of Knowledge(پیکره دانش مدیریت قرارداد 
از چرخه حیات مدیریت قراردادPre-Awardفاز: بخش ششم

228

2. Preparing an Unsolicited Proposal

Submitting the offer – Responding to solicitations
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What we will learn?

 Award

 Price or cost analysis

 Plan negotiations

 Select source

 Manage disagreements
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The CMBOK structure
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CMBOK competency model



AWARD
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Introduction
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Introduction
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Introduction



DOMAIN C: FORM CONTRACT
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Form contract in award phase
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Form contract
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Form contract

 This domain is primarily the responsibility of the buyer, but competencies

3.1 (Analyze Price or Cost)

3.2 (Plan Negotiations)

require buyers and sellers to work together to agree to a fair and reasonable

price

that enables the seller to deliver products, goods, supplies, or services

that meet the buyer’s needs.



By: Alavipour, PhD, PMP, CMIT www.dralavipour.com .ذکر مطالب فوق تنها در صورت ذکر منبع بلامانع است

)Contract Management Body of Knowledge(پیکره دانش مدیریت قرارداد 
از چرخه حیات مدیریت قراردادAwardفاز : بخش هفتم

13

Form contract

 The process includes

 Determining reasonable cost and pricing,

 Negotiating,

 Selecting the source, and

 Managing challenges and disagreements.



DOMAIN C: FORM CONTRACT

(PRICE OR COST ANALYSIS)
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Analyze price or cost
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Analyze price or cost

 Two techniques used to determine a fair and reasonable price are “price analysis” and

“cost analysis.”

1. Price analysis

2. Cost analysis
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Analyze price or cost

 This section will talk about:

1. Price analysis

2. Cost analysis

3. Certified cost or pricing data
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Price analysis

 Price analysis is the preferred method of determining a fair and reasonable price if

adequate comparative data are available to the buyer.

 When conducting price analysis,

the buyer normally does not have access to a detailed breakdown of cost

elements, and

the determination of a fair and reasonable price is made by

comparing previous prices, published price lists, or market

prices.

 Price analysis is an evaluation of the “bottom line” and does not concern itself with

the breakdown between costs to the offeror and the ultimate profit margin.
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Price analysis

 In the federal government, adequate price competition is an important element in

determining a fair and reasonable price using price analysis.

 Adequate price competition means that

1. Two or more responsible offerors,

2. Competing independently,

3. Submit priced offers that satisfy the government’s expressed requirement.
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Analyze price or cost

 This section will talk about:

1. Price analysis

2. Cost analysis

3. Certified cost or pricing data
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Cost analysis

 Cost analysis is done on contracts where the offeror provides the buyer with a

detailed breakdown of the proposed contract price.
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Analyze price or cost

 This section will talk about:

1. Price analysis

2. Cost analysis

3. Certified cost or pricing data
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Certified cost or pricing data

 It is important to note that cost or pricing data by itself is not sufficient to determine

cost/price reasonableness or realism.

 A comprehensive explanation of the significant factors and assumptions must

support

1. Cost data developed

2. Offer submitted based upon that data

 This data must be analyzed and evaluated before the price agreed to can be

considered fair and reasonable.
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Certified cost or pricing data

 The results of cost analysis are normally validated by some form of price analysis,

considering

1. Historical prices,

2. Market prices, or

3. Some other relevant comparison

 Assuring the reasonableness of individual elements of cost does not always assure

overall price reasonableness.

(reference FAR 15.404-1(a)(3)).



DOMAIN C: FORM CONTRACT

(PLAN NEGOTIATIONS)
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Plan negotiations
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Plan negotiations
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Plan negotiations

1. Preparation

2. The negotiation team

3. Negotiation objectives

4. Things to know about the other party

5. Contract negotiation best practices
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Preparation

 The first step in the preparation process is to understand the acquisition’s

requirement and each party’s critical objectives.

 Although it is not always possible for every negotiator to do an in-depth analysis of

each acquisition, it is important to know as much as possible before beginning

negotiations.

 Sellers must also understand the acquisition.

 They should know the purpose of the acquisition, the buyer’s objectives,

whether the buyer is the end user (and if not, who is), and the end user’s needs.
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Plan negotiations

1. Preparation

2. The negotiation team

3. Negotiation objectives

4. Things to know about the other party

5. Contract negotiation best practices
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The negotiation team
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The negotiation team

 The buyer’s and seller’s teams each should designate a lead negotiator,

most often the contract manager, depending on the organization’s customary

practice and line of business.

 In the case of federal government contracting, the government’s lead negotiator is

always a contract manager.
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Plan negotiations

1. Preparation

2. The negotiation team

3. Negotiation objectives

4. Things to know about the other party

5. Contract negotiation best practices
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Negotiation objectives

 Both buyers and sellers need to establish specific and realistic negotiation

objectives.

 An objective of “the best price we can get” is neither specific nor realistic, as there

is no way to know if the result is the best price.

 Establishing negotiation objectives is an ongoing process because the objectives may

change as circumstances change.

How to make sure this works? 
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Negotiation objectives

1. A way to ensure flexibility is to develop three positions in preparing an objective:

1. A minimum

2. The objective

3. A maximum

Why doing this?
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Negotiation objectives

1. A way to ensure flexibility is to develop three positions in preparing an objective:

1. A minimum

2. The objective

3. A maximum

 Doing so establishes a range that permits movement one way or another

depending on the situation.

 When the seller’s objective overlaps with the buyer’s objective,

both parties find common ground,

leading to satisfaction with the final negotiated agreement.

Sample
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Negotiation objectives

 FIGURES 7-4 and 7-5 illustrate sample forms useful in documenting a negotiation

objective when price analysis is used and when cost analysis is used, respectively.
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Plan negotiations

1. Preparation

2. The negotiation team

3. Negotiation objectives

4. Things to know about the other party

5. Contract negotiation best practices
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Things to know about the other party

 (Garrett and Parrott, 2007)
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Things to know about the other party

 Listed below are questions each party should ask themselves before entering into

negotiations.
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Things to know about the other party

 Questions the seller should ask:
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Things to know about the other party

 Questions the buyer should ask:
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Plan negotiations

1. Preparation

2. The negotiation team

3. Negotiation objectives

4. Things to know about the other party

5. Contract negotiation best practices
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Contract negotiation best practices

 (Garrett and Parrott, 2007)
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Contract negotiation best practices

 The buyer should:
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Contract negotiation best practices

 The buyer should:
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Contract negotiation best practices

 In approaching negotiations, the buyer and seller should:
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Contract negotiation best practices

 In approaching negotiations, the buyer and seller should:
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Contract negotiation best practices

 In approaching negotiations, the buyer and seller should:



DOMAIN C: FORM CONTRACT

(SELECT SOURCE)
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Select source
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Select source
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Select source

 Determining which company wins a contract is often referred to as “source

selection,” and the term is also used to

summarize all activities in the evaluation process.
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Select source

 This section describes the following contracting procedures/methods and topics

related to source selection and contract award:

1. Simplified acquisition

2. Sealed bidding

3. Negotiated source selection

4. Typical evaluation factors

5. Proposal evaluation techniques

6. Evaluation rating scales

7. Negotiation guidelines

8. The negotiations

9. Contract award
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Simplified acquisition

 The basis for awarding a simplified contract is typically to obtain well-defined

products, goods, supplies, or services

in a timely manner, and at a fair and reasonable price.

 Using a competitive process tends to establish fair and reasonable prices.

 The source selection decision should be documented for future reference.
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Select source

 This section describes the following contracting procedures/methods and topics

related to source selection and contract award:

1. Simplified acquisition

2. Sealed bidding

3. Negotiated source selection

4. Typical evaluation factors

5. Proposal evaluation techniques

6. Evaluation rating scales

7. Negotiation guidelines

8. The negotiations

9. Contract award
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Sealed bidding

 Source selection through sealed bidding (see FAR Part 14) is typically

accomplished using price or price-related factors stated in

Invitation for bids and

Lowest price wins the contract

 In federal government contracting, the bids must also be

1. Responsive

2. Responsible

to be considered for contract award.

When the bid is responsive?
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Sealed bidding

 A bid is “responsive” when it complies in all material respects with the invitation

for bids.

(FAR 14.301)

When the bid is responsible?



By: Alavipour, PhD, PMP, CMIT www.dralavipour.com .ذکر مطالب فوق تنها در صورت ذکر منبع بلامانع است

)Contract Management Body of Knowledge(پیکره دانش مدیریت قرارداد 
از چرخه حیات مدیریت قراردادAwardفاز : بخش هفتم

59

Sealed bidding

 To be determined “responsible,” a bidder must:
1. Have adequate financial resources to perform the contract, or the ability to

obtain them;
2. Be able to comply with the required delivery schedule;
3. Have a satisfactory performance record;
4. Have a satisfactory record of integrity and business ethics;
5. Have the necessary organization, experience, accounting, and operational

controls and technical skills, or the ability to obtain them;
6. Have the necessary production, construction, and technical equipment and

facilities, or the ability to obtain them; and
7. Be otherwise qualified and eligible to receive an award under applicable laws

and regulations.
(See FAR 9.104-1.)
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Select source

 This section describes the following contracting procedures/methods and topics

related to source selection and contract award:

1. Simplified acquisition

2. Sealed bidding

3. Negotiated source selection

4. Typical evaluation factors

5. Proposal evaluation techniques

6. Evaluation rating scales

7. Negotiation guidelines

8. The negotiations

9. Contract award
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Negotiated source selection

 FIGURE 7-6 illustrates a typical

Source Selection Team (SST) for

solicitations greater than $100M.

 Smaller dollar value source

selections typically do not

include a Source Selection

Advisory Council (SSAC).

 The Source Selection Evaluation

Board (SSEB) may also be called

the Source Selection Evaluation

Team (SSET).

SSA = Source Selection Authority

PM = Program Manager

RO = Requirements Owner
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Negotiated source selection

 The negotiated source selection

process has several steps that

depend on the nature of the

acquisition.

 FIGURE 7-7 shows a sample

source selection process.

 Not all of the steps depicted in

FIGURE 7-7 are required for

every source selection.

 Because every acquisition is

unique, the sequence or number

of events may be slightly

different.
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Select source

 This section describes the following contracting procedures/methods and topics

related to source selection and contract award:

1. Simplified acquisition

2. Sealed bidding

3. Negotiated source selection

4. Typical evaluation factors

5. Proposal evaluation techniques

6. Evaluation rating scales

7. Negotiation guidelines

8. The negotiations

9. Contract award
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Typical evaluation factors

 The evaluation process should focus on

1. Price

2. Technical capabilities

3. Management capabilities

4. Past performance requirements

as set forth in the solicitation
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Typical evaluation factors – Basic of award

 The federal government uses a variety of source selection methods for negotiated

acquisition:

1. Lowest price technically acceptable (Lower Bidder)

2. Trade-off (Best Value)

3. Hybrid approach
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Typical evaluation factors – Basic of award: Lowest price technically acceptable

 A lowest price technically acceptable proposal is one that offers the best price to the

government

after minimum technical requirements have been met.

 Proposals are evaluated for acceptability but are not ranked based on non-

cost/price factors.

 The request for proposal (RFP) must specifically state that award will be made

based on the lowest evaluated price

if the proposal meets or exceeds the acceptability standard.

 All factors are evaluated using a “go/no-go” rating system.
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Typical evaluation factors – Basic of award: Tradeoff

 Using the trade-off source selection method allows an agency to conduct trade-offs

among evaluation factors as they relate to cost or price.

 Technical, management, or past performance evaluation factors may be traded off in

this manner.

 This trade-off approach allows the buyer to award the contract to a seller who did

not submit the lowest price,

but offers the buyer the best value.

 An RFP using the trade-off process must state whether all evaluation factors other

than cost or price, when combined,

are significantly more important than,

approximately equal to,

or significantly less important than cost or price.



By: Alavipour, PhD, PMP, CMIT www.dralavipour.com .ذکر مطالب فوق تنها در صورت ذکر منبع بلامانع است

)Contract Management Body of Knowledge(پیکره دانش مدیریت قرارداد 
از چرخه حیات مدیریت قراردادAwardفاز : بخش هفتم

69

Typical evaluation factors – Basic of award: Hybrid

 The hybrid process uses some go/no-go criteria,

as well as permitting a trade-off between cost or price and one or more

factors.

 For example, a price-performance tradeoff source selection,

1. Assesses technical and/or management against minimum acceptability

standard(s) and

2. Makes a trade-off decision based only on the seller’s record of past

performance and

3. Proposed cost or price

We have also best qualifications in 
construction industry. 
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Select source

 This section describes the following contracting procedures/methods and topics

related to source selection and contract award:

1. Simplified acquisition

2. Sealed bidding

3. Negotiated source selection

4. Typical evaluation factors

5. Proposal evaluation techniques

6. Evaluation rating scales

7. Negotiation guidelines

8. The negotiations

9. Contract award
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Proposal evaluation techniques

 The intent of the evaluation process is to uniformly assess the quality and content of

all proposals:

1. Separate evaluation of technical aspects

2. Evaluation worksheet or template

3. Independent evaluation
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Proposal evaluation techniques – Evaluation worksheet or template

 Organizations frequently use a prepared evaluation checklist or document to

promote uniformity in the evaluation process.

 This checklist should contain an evaluation structure, which usually consists of:

1. All evaluation factors and subfactors;

2. The rating scale to be applied;

3. Weights to be applied to factors, if appropriate; and

4. Room for evaluator comments.
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Select source

 This section describes the following contracting procedures/methods and topics

related to source selection and contract award:

1. Simplified acquisition

2. Sealed bidding

3. Negotiated source selection

4. Typical evaluation factors

5. Proposal evaluation techniques

6. Evaluation rating scales

7. Negotiation guidelines

8. The negotiations

9. Contract award
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 Rating scales usually take one of several forms.

1. Numeric scales

2. Color scales

3. Adjectival scales

4. Compare results and reach consensus

Evaluation rating scales
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