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Executive Summary

In 2002, the Federal Acquisition Institute (FAI) initiated a study to evaluate the importance of 14 Technical Competencies for successful Contract Specialist performance.  The evaluation of these competencies completes the validation of a set of Contract Specialist competencies which includes 24 General Competencies and 14 Technical Competencies. 

Contract Specialists from at least 16 Executive Departments and Independent Agencies were surveyed to assess the importance of the Technical Competencies for the work of Contract Specialists. Participants provided examples of recent contracting in the form of critical incidents and rated the importance of each Technical Competency for successful contracting in those situations. Participant ratings of competency importance were then aggregated to arrive at an average rating of the importance of each competency for Contract Specialist work. Competencies are considered valid if participants indicated they were at least somewhat important for Contract Specialist work.

Key Findings and Conclusions

Each of the following 14 Competencies was validated for the Contract Specialist function.  Five competencies are important for successful Acquisition Planning, four for successful Contract Formation, and two for successful Contract Administration, as shown below.

Acquisition Planning

1. Strategic Planning

2. Understanding the Marketplace

3. Understanding Sourcing

4. Defining Government Requirements in Commercial and Noncommercial Terms

5. Effective Communication

Contract Formation

1. Defining Business Relationships

2. Detailed Evaluation Skills

3. Effective Negotiation and Analytical Skills

4. Effective Award Resolution

Contract Administration

1. Effective Communication of Contract Requirements

2. Effective Performance Management

The remaining three competencies are important for more specific Contract Specialist functions. The competencies describing financial management and allowability of contract costs skills were found to be important for Payment and Accounting. Not surprisingly, skill in effectively resolving contract termination or closeout was found to be important for successful Contract Closeout and Termination.

In addition to participant feedback about the importance of each competency for Contract Specialist work, the usefulness of the competencies for discriminating between effective and ineffective Contract Specialist performance was assessed to provide further evidence of the validity of the competencies. Using participant ratings of how well each competency was demonstrated in each incident of Contract Specialist work, the competencies successfully predicted whether an incident of Contract Specialist performance was effective or ineffective about 80% of the time. 

Importance ratings and classification rates indicate that the Technical Competencies are valid predictors of successful contracting and indicate that the Technical Competencies can be successfully used as the basis for evaluating, managing, and improving the quality of Contact Specialist work. 

Introduction

The Federal Acquisition Institute (FAI) oversees Federal acquisition workforce management including planning, managing, and coordinating the development and implementation of acquisition career and acquisition workforce programs and practices. One of FAI’s roles is to analyze the acquisition career field including identifying critical competencies, duties, tasks, and related skills and knowledge.  Forty-nine percent of Federal Contract Specialists will be eligible to retire by 2010 (as indicated by the FAI Report on the Federal Acquisition Workforce – 1100 Series, Fiscal Year 2000) and those that are replaced will need to function as both business managers and consultants.  Subsequently, FAI has need of a validated set of competencies for the work of Federal Contract Specialists which can be used as the basis for effective personnel recruitment, selection, staffing, training, development, and performance appraisal. 

FAI has developed a set of 14 Technical Competencies and 24 General Competencies.  FAI validated the 24 General Competencies by linking these competencies to the work of Federal Contract Specialists using critical incidents.  This report describes the validation of the 14 Technical Competencies using a methodology consistent with the validation of the 24 General Competencies, providing a valid and comprehensive set of competencies for the work of Federal Contract Specialists.  These competencies can be used as a basis to select effective employees, develop existing and new employees, and manage the performance of Federal Contract Specialists.

Overview of Methodology

The validity of the 14 Technical Competencies was established by gathering evidence that the competencies are important for Contract Specialists to successfully perform their jobs. See Appendix A for a listing of the competencies and their definitions. Contract Specialists were asked to describe the work that they do using a process called the critical incident methodology.  A critical incident refers to a description by a knowledgeable observer of employee behaviors that make a critical difference between performing a job effectively or ineffectively. After generating critical incidents, the Contract Specialists participating in the validation effort assessed the importance of each of the competencies for the work described in the critical incidents.  The importance rating of each competency was cumulated across participants to arrive at an overall importance rating.  The cumulated importance ratings were used to assess the validity of the competency model. The critical incident methodology is described in more detail in a following section of this report.

Validation of the 14 technical competencies was accomplished in three phases: 

· Identification of performance dimensions.

· Collection of critical incidents.

· Examination of the link between the competencies and the work that Contract Specialists perform (as described in the critical incidents).

Report Organization

The following report describes the validation of the 14 Technical Competencies.  The report is organized as follows:

Table 1. Report Organization
	Identification of Performance Dimensions
	Includes a description of the job requirements of Federal Contract Specialists. These job requirements are then used as input in the data analysis process.

	Critical Incident Collection
	Describes the workshops conducted to gather validation data, the sampling strategy used, the workshop participants, and the types of critical incidents provided by participants.

	Data Analysis and Results
	Describes the criteria used for determining the validity of the Technical Competencies, identifies the competencies valid for each Contract Specialist performance dimension, and provides information about the ability of the competencies to differentiate between effective and ineffective Contract Specialist behavior.   

	Participant Feedback
	Summarizes feedback provided by workshop participants on the competencies and performance dimensions. Additionally, comments and interpretation of the feedback are provided.

	Conclusion
	Provides a summary of the report findings and discusses implications for use of the competencies in human resource functions. 


Identification of Performance Dimensions

The first step in validating the competencies was to identify the different functions that Contract Specialists perform as part of their job. Many of the Technical Competencies describe specific knowledge, skills, and abilities and because of the degree of specificity, each competency may be important for successful performance of some aspects of Contract Specialist work but not others.  For example, the Technical Competency ‘Understanding Sourcing’ may be a critical competency for Acquisition Planning, but not as important for Contract Administration.  Therefore, in order to test the validity of the competencies it was important to identify the different functions that Contract Specialists perform so the importance of the competencies for each aspect of Contract Specialist job performance could be assessed. 

Three broad performance dimensions were already in use by FAI to describe the work of Contract Specialists.  Each of these dimensions consists of sub-dimensions which describe more specific facets of Contract Specialist performance.  These dimensions were also used in the validation of the 24 General Competencies.  Because of their history as accurate descriptors of Contract Specialist work and to provide consistency with the previous validation effort, these performance dimensions were used in the validation of the 14 Technical Competencies.  The performance dimensions, facets of the performance dimensions, and descriptions are listed in Table 2. 

Table 2. Contract Specialist Performance Dimensions

	Acquisition Planning


	Determination of Need: Forecasting requirements, acquisition planning, purchase requests, funding, and market research.

Analysis of Requirement: Requirements documents, use of Government property and supply sources, services.

Extent of Competition: Sources, competition requirements and unsolicited proposals, set-asides, 8(a) procurements.

Source Selection Planning: Lease vs. purchase.

Solicitation of Terms and Conditions: Contract types-pricing arrangements, recurring requirements, un-priced contracts, contract financing, need for bonds, method of payment, procurement planning.



	Contract Formation


	Solicitation of Offers: Publicizing proposed procurements, oral solicitation, solicitation preparation, pre-award inquiries, pre-bid/pre-quote/pre-proposal conferences, amending/canceling solicitations.

Bid Evaluation: Processing bids, bid acceptance periods, late offers, bid prices, responsiveness.

Proposal Evaluation and Negotiation: Processing proposals, applying non-price factors, price analysis, pricing information from offerors, audits, cost analysis, evaluating other offered terms and conditions, award without discussions, communications/fact-finding, competitive range, negotiation strategy, conducting negotiations.

Contract Award: Mistakes in offers, responsibility, subcontracting requirements, prepare awards, issue awards and notices, debriefing, protests.




	Contract Administration


	Initiation of Work and Modification: Contract administration planning, post-award orientation, consent to subcontracts, subcontracting requirements, contract  modifications, options, task and delivery order contracting.

Quality Assurance: Monitoring, inspection, and acceptance, delays, stop work, commercial/simplified acquisition remedies, noncommercial remedies, documenting past performance.

Payment and Accounting: Invoices, assignment of claims, administering securities, administering financing terms, unallowable costs, payment of indirect costs, limitation of costs, price and fee adjustments, collecting contractor debts, accounting and estimating systems, cost accounting standards, defective pricing.

Special Terms: Property administration, intellectual property, socio-economic, etc.

Contract Closeout or Terminations: Claims, terminations, closeout, fraud and exclusions.




Critical Incident Collection

Description of Workshops

Critical incidents were collected in a series of workshops.  For participants outside the Washington metropolitan region, data collection assistance was provided individually over the phone.  For regional participants, workshops were held at the offices of Federal Management Partners in Alexandria, Virginia; at the General Services Administration Federal Supply Service training facility in Arlington, Virginia; and on-site at participants’ office buildings.  A variety of locations was offered in an attempt to make participation as easy as possible. Workshops lasted three hours, beginning with a 30-minute training session in the critical incident process.  Participants spent the remaining time completing the validation process. 

During the training, workshop participants were trained to write critical incidents. Training included:

· A review of the goals of the workshop, 

· A description of critical incident methodology, 

· Instructions about the structure of critical incidents,

· Examples of well and poorly written critical incidents, and

· Tips for writing critical incidents. 

Participants were trained to write critical incidents of Contract Specialist performance.  The critical incidents consisted of three parts:

· Situation: A description of the situation that lead to the incident.

· Action: The behaviors of the focal person during the incident.

· Result: The outcome of the focal person’s actions.

Participants completed the validation process using a customized web site (See Appendix B).  When they accessed the website, participants were asked to record critical incidents of Contract Specialist performance that they had been part of or witnessed in the last two years.  Each participant then used drop down menus on the website to classify each incident in terms of:

· Effectiveness: Was the action described in the critical incident effective or ineffective? 

· Grade level: What is the grade level of the focal person?

· Performance dimension: Which of the 14 facets of Contract Specialist performance is the critical incident an example of? 

Next, participants rated each of the 14 competencies against the critical incident.  Using dropdown menus, participants rated:

1. The importance of each competency for handling the situation described in the critical incident.

2. The extent to which each competency was exhibited by the focal person in the critical incident.  

Importance was rated on a five-point Likert scale ranging from ‘not important’ to ‘very important’.  Extent exhibited was also rated on five-point Likert scale ranging from ‘not exhibited’ to ‘exhibited to a great extent’.  Each participant was asked to generate and rate between six and ten critical incidents and to provide equal numbers of effective and ineffective critical incidents.

Sampling and Participation

The sampling strategy used was intended to obtain a representative sample of critical incidents. Consequently, participation was solicited from a variety of agencies so examples of Contract Specialist work as the job is performed at different agencies would be collected. In addition, information about the career level of the focal individual in the critical incident and the performance dimension of the critical incident was also collected to ensure that the critical incidents provided a robust picture of the work of Contract Specialists.

Two phases of critical incident data collection were conducted.  The first occurred in August and September of 2002.  A memo was sent from Gloria Sochon, FAI Director, to members of the Procurement Executives Council (PEC) soliciting involvement of Contract Specialists (occupational series 1102) from their agency or department in the data collection (See Appendix C).  Data collection sessions were held from August 13th until September 5th.  The first data collection resulted in fewer than 100 critical incidents.  Participants indicated that the time of year made participation for most Contract Specialists difficult.

To increase the number of critical incidents in the database, a second data collection phase was scheduled and took place between October 21st and November 13th of 2002.  A second memo was sent from Gloria Sochon to members of the Procurement Executives Council (See Appendix C) soliciting their participation in the second data collection.  Each of the recipients of the email received either a follow-up phone call or email to answer any questions about the data collection and encourage participation.  

Seventy-nine Contract Specialists from at least 16 Executive Departments and Independent Agencies participated in the data collection.  The following Departments and Agencies provided participants:

· Department of Commerce

· National Oceanic and Atmospheric Administration

· Patent and Trademark Office

· Department of Energy

· Department of Health and Human Services

· Department of Defense

· Department of Justice

· Bureau of Prisons

· Department of the Interior

· Department of State

· Department of Treasury

· Bureau of Alcohol, Tobacco, and Firearms

· Department of Transportation

· Environmental Protection Agency

· General Services Administration

· Federal Supply Services

· Department Housing and Urban Development

· National Aeronautics and Space Administration

· Goddard Space Flight Center

· Social Security Administration

· Department of Veterans Affairs

· National Acquisition Center

· Small Business Administration

Department/agency was not specified for some participants.

Participants had on average over 18 years experience as Contract Specialists and represented a range of GS levels from 9 to above GS 15 (see graph below).  

Graph 1
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A total of 407 critical incidents were collected.  The quality of the critical incidents collected was very high; participants closely followed the situation, action, result format that had been described in the training sessions.  Only one critical incident was eliminated because of a lack of descriptive detail.  In total, data analysis was performed on 406 critical incidents.  

The critical incidents provided were relatively evenly divided among the three performance dimensions: 

· Acquisition Planning: 132 critical incidents, 33%

· Contract Formation: 160 critical incidents, 39%

· Contract Administration: 114 critical incidents, 28%

The following table presents a further breakdown of the critical incidents by the 14 facets of Contract Specialist performance.


      Table 3: Number of Critical Incidents Collected

	Performance Dimension
	Number of Critical Incidents



	Acquisition Planning
	

	Determination of Need
	32

	Analysis of Requirement
	42

	Extent of Competition
	34

	Source Selection Planning
	13

	Solicitation Terms and Conditions


	11

	Contract Formation
	

	Solicitation of Offers
	27

	Bid Evaluation
	19

	Proposal Evaluation and Negotiation
	76

	Contract Award


	38

	Contract Administration
	

	Initiation of Work and Modification
	34

	Quality Assurance
	24

	Payment and Accounting
	28

	Special Terms
	11

	Contract Closeout or Termination


	17


In addition to performance dimension, participants also indicated the career level of the focal person in each critical incident.  The database of critical incidents provides examples of performance that span career levels.  The following graph shows the number of critical incidents provided at different career levels.  

Graph 2.
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The critical incidents provided capture examples of performance in all performance dimensions and across career levels.  The breadth of the critical incidents in terms of both performance dimensions and career levels suggests that the critical incidents provide a robust picture of the work of Contract Specialists and an adequate foundation for assessing the importance of each of the Technical Competencies for that work.

Data Analysis and Results

Presentation of Data 

Participants were asked to provide information about the importance of the competencies for Contract Specialist work and the extent to which these competencies were exhibited in examples of Contract Specialist behavior.  Participant responses were measured on five-point Likert scales. Means, standard deviations, and confidence intervals are provided in this report.  

· Mean: Average score or the sum of scores divided by the number of scores.

· Standard Deviation: The typical distance of scores from the mean.

· Confidence Interval: A range of values around a sample statistic in which the true parameter in question is likely to fall. Ninety-five percent confidence intervals are used in this report and indicate that we are 95% confident that the true mean falls within the range of values. Confidence intervals are computed using the standard error: Mean + (1.96 * Standard Error).

Criteria for Validity

As described above, each participant rated the importance of each competency for successfully handling the situation described in his or her critical incidents on a five-point scale.  The rating scale is as follows:



   Table 4: Importance Rating Format

	1
	Not Important

	2
	Of Little Importance

	3
	Of Some Importance

	4
	Moderately Important

	5
	Very Important


The mid-point scale anchor indicates that a competency is ‘of some importance’ for performance and corresponds to a rating of three.  A competency is considered a valid predictor of performance if it was given an average importance rating of three (‘somewhat important’) or higher taking into account sampling error.  Sampling error is the discrepancy between the importance mean generated by the sample of critical incidents collected and the true mean if every example of Contract Specialist performance had been collected. Collecting every example of Contract Specialist performance is neither desirable nor necessary. A sample of critical incidents was gathered and used to estimate the range of values in which the true means fall. This range is called a confidence interval. The confidence intervals calculated in this report indicate that there is a 95% chance that the true population mean falls within the confidence interval. Therefore, a competency is considered valid for the work of Contract Specialists if the minimum value in the confidence interval for mean importance ratings is above three, indicating that the competency is of some importance for Contract Specialist work.
Validity Analyses

The following sections describe the analyses used to validate the Technical Competencies and identify those competencies important for Contract Specialist performance. 

Importance ratings were calculated for each competency for the job of Contract Specialist as a whole, by each of the three performance dimensions, and by each of the 14 facets of performance. 

· Job as a Whole: All performance dimensions combined

· Performance Dimensions: Acquisition Planning, Contract Formation, Contract Administration

· Performance Facets: Sub-dimensions of Acquisition Planning, Contract Formation, and Contract Administration

All Performance Dimensions

For the job as a whole, mean importance ratings and confidence intervals were generated using all 406 critical incidents.  Two competencies had importance means with minimum value confidence intervals exceeding three (see Table 5).   The remaining 12 had confidence intervals with minimum values falling below three. See Appendix D for the importance means, standard deviations, and standard errors of each of the 14 competencies using all the critical incidents. 

Table 5: Results for Combined Performance Dimensions

	Competency


	Mean
	Confidence Interval

	Detailed Evaluation Skills


	3.64
	3.47 –  3.81

	Effective Communication of Contract Requirements
	3.21
	3.04 – 3.38


Note.  Calculations based on 406 critical incidents. Confidence intervals are set at 95%.

Means and confidence interval values for the competencies ‘Detailed Evaluation Skills’ and ‘Effective Communication of Contract Requirements’ are between three and four.  These ratings indicate that on average participants consider these competencies to be of ‘some importance’ or ‘moderately important’ for the work of Contract Specialists as a whole. 

The definitions of ‘Detailed Evaluation Skills’ and ‘Effective Communication of Contract Requirements’ focus on fairly specific aspects of the Contract Specialist job.  ‘Detailed Evaluation Skills’ includes competencies relating to pre-award actions such as receiving and evaluating bids.  ‘Effective Communication of Contract Requirements’ includes skills associated with post-award actions such as conducting post-award orientations and modifying contracts.  Because participants indicated these competencies are important for the job of Contract Specialist as a whole, it suggests that participants may be interpreting the competencies more broadly than was intended by their definitions. 

Minimum confidence interval levels for the remaining 12 competencies are below three.  This result is not unexpected because the degree of specificity in the Technical Competencies suggests that these competencies may be important for success at specific aspects of Contract Specialist work rather than the job as a whole.  Means and confidence intervals for the 14 competencies were calculated for each of the three Contract Specialist performance dimensions: Acquisition Planning, Contract Formation, and Contract Administration. Critical incidents that participants indicated were representative of Acquisition Planning, Contract Formation, and Contract Administration were grouped together.  Then mean importance ratings and confidence intervals were calculated for each competency three times, using only critical incidents from a single performance dimension each time.  Results by each of the three dimensions are reported below.  

Acquisition Planning

Participants provided 132 Acquisition Planning critical incidents. Using these 132 critical incidents, importance means and surrounding confidence intervals for each of the 14 competencies were calculated.  Five of the 14 competencies had minimum confidence intervals above three: 

· Strategic Planning

· Understanding the Marketplace

· Understanding Sourcing

· Defining Government Requirements in Commercial and Noncommercial Terms

· Effective Communication

Importance means and confidence intervals for these five competencies are in Table 6.  Means, standard deviations, and standard errors for all 14 competencies using the Acquisition Planning critical incidents are in Appendix E.

Table 6: Acquisition Planning Results

	Competency
	Mean
	Confidence Interval



	Understanding the Marketplace


	4.23
	3.99 – 4.47

	Strategic Planning


	4.06
	3.81 - 4.31

	Understanding Sourcing


	4.05
	3.80 – 4.30

	Defining Government Requirements in Commercial and Noncommercial Terms


	3.68
	3.41 – 3.95

	Effective Communication
	3.31
	3.02 – 3.60


Note. Calculations based on 132 critical incidents. Confidence intervals are set at 95%.

Respondents indicated that five competencies are important for Acquisition Planning.  Their importance ratings show that these five competencies are considered on average by respondents to be either ‘of some importance’ or ‘moderately important’ when conducting Acquisition Planning and are valid predictors of successful Acquisition Planning.  

Contract Formation
Participants reported 160 critical incidents of Contract Formation. Using these 160 critical incidents, four of the 14 competencies had importance means and minimum confidence interval values above three: 

· Defining Business Relationships

· Detailed Evaluation Skills

· Effective Negotiation and Analytical Skills

· Effective Award Resolution

Means and confidence intervals for these four competencies are in Table 7.  Means, standard deviations, and standard errors for all 14 competencies using the Contract Formation critical incidents are in Appendix E.

Table 7: Contract Formation Results

	Competency
	Mean
	Confidence Interval



	Detailed Evaluation Skills
	3.78
	3.53 – 4.03

	Effective Negotiation and Analytical Skills
	3.72
	3.45 – 3.99

	Defining Business Relationships


	3.65
	3.40 – 3.90

	Effective Award Resolution
	3.48
	3.21 – 3.75


Note. Calculations based on 160 critical incidents. Confidence intervals are set at 95%.

Respondents indicated that four competencies are important for Contract Formation.  Importance ratings show that these four competencies are considered on average to be either ‘of some importance’ or ‘moderately important’ when forming contracts and are valid predictors of successful Contract Formation.  
Contract Administration

Participants provided 114 critical incidents describing examples of Contract Administration by Contract Specialists. Two of the 14 competencies received mean importance and minimum confidence interval values above three:

· Effective Communication of Contract Requirements

· Effective Performance Management

Means and confidence intervals for both competencies are shown in Table 8.  Means, standard deviations, and standard errors for all 14 competencies using the Contract Administration critical incidents are in Appendix E.

Table 8: Contract Administration Results
	Competency
	Mean
	Confidence Interval



	Effective Communication of Contract Requirements


	3.45
	3.12 – 3.78 

	Effective Performance Management


	3.39
	3.08 – 3.70


Note. Calculations based on 114 critical incidents. Confidence intervals are set at 95%.

‘Effective Communication of Contract Requirements’ and ‘Effective Performance Management’ received mean importance ratings and confidence interval ratings between three and four, indicating that on average participants believe these competencies to be either ‘of some importance’ or ‘moderately important’ when performing Contract Administration and that they are valid predictors of successful Contract Administration.

Summary of Analysis by Performance Dimension

Of the 14 Technical Competencies, 11 were validated as important for one of the three performance dimensions: Acquisition Planning, Contract Formation, or Contract Administration.  The following table summarizes these findings.

Table 9: Valid Competencies by Performance Dimension

	Acquisition Planning
	1. Understanding the Marketplace

2. Strategic Planning

3. Understanding Sourcing

4. Defining Government Requirements in Commercial and Noncommercial Terms

5. Effective Communication

	Contract Formation
	1. Detailed Evaluation Skills

2. Effective Negotiation and Analytical Skills

3. Defining Business Relationships

4. Effective Award Resolution

	Contract Administration
	1. Effective Communication of Contract Requirements

2. Effective Performance Management


The linkage of competencies to performance dimensions logically follows the competency and performance dimension definitions.  Participants indicated that competencies describing skills generally associated with Acquisition Planning, Contract Formation, or Contract Administration were important for their relevant performance dimensions, with one exception.  ‘Defining Business Relationships’ describes pre-solicitation skills such as preparing the contract and determining the method of payment.  However, ‘Defining Business Relationships’ was validated for Contract Formation, suggesting that participants’ interpretation of ‘Defining Business Relationships’ may be broader than its definition.  
Analysis of Remaining Competencies

Three competencies were not found to be valid predictors of Acquisition Planning, Contract Formation, or Contract Administration:

· Effective Financial Management

· Make Decisions Related to Allowability of Contract Costs

· Effective Resolution of Contract Termination and/or Closeout

These competencies had importance means and minimum confidence intervals below three for Acquisition Planning, Contract Formation, and Contract Administration.  In addition, with one exception
, the maximum confidence interval values of these three competencies for each of the three performance dimensions are below three. This suggests that further data collection would not result in means or minimum confidence interval values that exceed the threshold importance value of three.

Examination of the description of these competencies revealed that they describe skills needed for very specific aspects of Contract Specialist work. For example ‘Effective Financial Management’ includes requiring contractors to provide bonds and approving requests for assignment of claims.  ‘Make Decisions Related to the Allowability of Contract Costs’ includes authorizing payment of invoices and dealing with indications of fraud.  ‘Effective Resolution of Contract Termination and/or Closeout’ involves terminating contracts and performing closeouts.  Each of these skills is likely necessary for only a small portion of Contract Specialist work. Therefore, means and confidence intervals for each of these three competencies were calculated for each of the 14 sub-dimensions of Contract Specialist work.  See Appendix F for means, standard deviations, and standard errors for each competency by each of the 14 facets of performance.

Because only a small number of critical incidents fall into each of the 14 facets of Contract Specialist performance, the accuracy of the mean importance ratings as a reflection of the true mean is less assured.  Therefore, the confidence intervals around the mean importance ratings for each performance facet are wide. Despite the wide confidence intervals, two of the competencies, ‘Make Decisions Related to the Allowability of Contract Costs’ and ‘Effective Resolution of Contract Termination and/or Closeout’, had minimum confidence intervals above three for one of the 14 facets.  See Table 10.

In addition, ‘Effective Financial Management’ had a mean well above three and a minimum confidence interval just under three for one of the performance sub-dimensions. Because the minimum confidence interval for ‘Effective Financial Management’ was close to the validity criteria, the likelihood of the population importance mean falling above three was calculated. The confidence interval for ‘Effective Financial Management’ with a minimum value above three is 87%.  In other words, we can be 87% confident that true importance mean of ‘Effective Financial Management’ for Payment and Accounting is above three.  While this confidence interval is wider than the other confidence intervals used in this report, it is still quite high and allows us to conclude with a fair amount of confidence that ‘Effective Financial Management’ is an important skill for effective Payment and Accounting.

Table 10: Results for Effective Financial Management, Decisions Related to the Allowability of Contract Costs, and Effective Resolution of Contract Termination

	Competency
	Performance Dimension
	Number of Critical Incidents


	Mean
	Confidence Interval

	Effective Financial Management
	Payment and Accounting
	28
	3.50
	2.85 – 4.15

	Make Decisions Related to the Allowability of Contract Costs
	Payment and Accounting
	28
	3.71
	3.12 – 4.30

	Effective Resolution of Contract Termination and/or Closeout
	Contract Closeout or Termination
	17
	4.95
	4.82 – 5.00


Note. Confidence intervals are set at 95%.

The following conclusions can be drawn from the above analysis.  Participants indicated:

· ‘Effective Financial Management’ is likely either of ‘some importance’ or ‘moderately important’ for Payment and Accounting.

· ‘Make Decisions Related to the Allowability of Contract Costs’ is either of ‘some importance’ or ‘moderately important’ for Payment and Accounting.

· ‘Effective Resolution of Contract Termination and/or Closeout’ is either ‘moderately important’ or ‘very important’ for Effective Resolution of Contract Closeout or Termination.

In summary, each of the 14 Technical Competencies was found to be important for at least one Contract Specialist job requirement.  Eleven of the 14 competencies are important for Acquisition Planning, Contract Formation, or Contract Administration.  The three remaining three competencies are important for more narrow aspects of Contract Specialist work. 
 

Analysis by Facets of Performance

In addition to the competencies ‘Effective Financial Management’, ‘Make Decisions Related to Allowability of Contract Costs’, and ‘Effective Resolution of Contract Termination and/or Closeout’, the importance of the remaining competencies was also examined for each of the 14 performance facets.  Extending the analysis to the facet level of performance was not a goal of the project.  However, the additional analyses were run to identify any additional information that may be useful for validating and effectively utilizing the competencies in human resource applications.  Importance means, standard deviations, and standard errors for each competency for each of the 14 facets of performance can be found in Appendix F.  

The following table lists each performance facet with the Technical Competencies that have means and minimum level confidence intervals above three.  Competencies with the largest means are listed first and the others follow in descending order of magnitude.  The small number of critical incidents representative of each facet results in very wide confidence intervals for the importance ratings.  Therefore, if more data were collected, it is possible that additional competencies would be found to be important for each performance facet.

Table 11: Results by Facets of Performance

	Determination of Need


	Strategic Planning, Understanding the Marketplace, Understanding Sourcing, Detailed Evaluation Skills



	Analysis of Requirement
	Detailed Evaluation Skills, Understanding the Marketplace, Strategic Planning, Effective Communication of Contract Requirements, Effective Communication, Defining Government Requirements in Commercial & Noncommercial Terms, Understanding Sourcing



	Extent of Competition
	Understanding Sourcing, Understanding the Marketplace, Strategic Planning, Detailed Evaluation Skills, Defining Government Requirements in Commercial & Noncommercial Terms



	Source Selection Planning
	Strategic Planning, Defining Government Requirements in Commercial & Noncommercial Terms, Detailed Evaluation Skills



	Solicitation Terms and Conditions


	Detailed Evaluation Skills



	Solicitation of Offers
	Detailed Evaluation Skills, Understanding Sourcing



	Bid Evaluation
	Defining Business Relationships



	Proposal Evaluation and Negotiation
	Effective Negotiation and Analytical Skills, Detailed Evaluation Skills, Defining Business Relationships



	Contract Award
	Effective Award Resolution, Effective Negotiation & Analytical Skills, Defining Business Relationships, Effective Communication of Contract Requirements



	Quality Assurance
	Effective Performance Management, Effective Communication of Contract Requirements



	Payment and Accounting
	Make Decisions Related to the Allowability of Contract Costs, Effective Financial Management



	Special Terms
	Detailed Evaluation Skills, Effective Communication



	Contract Closeout or Termination
	Effective Resolution of Contract Termination and/or Closeout




Note. Competencies are listed in descending order of mean importance value.

As found in the analysis by performance dimension, participants indicated that ‘Defining Business Relationships’ is an important competency during Contract Formation.  Specifically, participants indicated it is an important skill for successful Bid Evaluation, Proposal Evaluation and Negotiation, and Contract Award.  However, the definition of ‘Defining Business Relationships’ focuses on pre-solicitation actions.  These results suggest that participants are inferring a broader meaning for ‘Defining Business Relationships’ and that skills associated with that meaning are important for Contract Formation. 

Similarly, participants indicated that ‘Detailed Evaluation Skills’ were important for eight different performance facets and for at least one facet of Acquisition Planning, Contract Formation, and Contract Administration. However, the definition focuses on bid evaluation skills. These findings suggest that the need for evaluation skills extends beyond bid evaluation.

‘Effective Communication’ and ‘Effective Communication of Contract Requirements’ are two additional competencies for which participant importance ratings are somewhat inconsistent with their definitions.  ‘Effective Communication’ focuses on pre-award skills such as preparing oral and written solicitations.  ‘Effective Communication of Contract Requirements’ focuses on post-award skills such as monitoring and adjusting contracts.  However, participants indicated that ‘Effective Communication’ was important for Special Terms, a Contract Administration performance dimension, and that ‘Effective Communication of Contract Requirements’ is important for Analysis of Requirement, an Acquisition Planning performance dimension.  These findings suggest that having multiple communication competencies is confusing to users and more clarity in labeling and definitions may be beneficial.

One performance facet, Initiation of Work and Modification, did not have any competencies with minimum level confidence intervals above three.  However, at least two competencies had minimum confidence interval values approaching three, suggesting that further data collection would result in their validation.

The apparent inconsistencies between competency definitions and their interpretation by participants suggest that improvements can be made in the clarity of competency definitions and labels.  The inconsistencies are manifested at the facet performance level (with the exception of ‘Defining Business Relationships’) and not at the performance dimension, indicating participant importance of the competencies for Acquisition Planning, Contract Formation, and Contract Administration are valid.

Classification of Critical Incidents

The validation of the Technical Competency model provides evidence that the competencies are important for successful Contract Specialist work.  Further support can be provided by demonstrating that the competencies are able to discriminate between effective and ineffective contracting behavior.  If the competencies can be used to discriminate between effective and ineffective contracting behavior, it suggests that the competencies can be used to successfully select competent Contract Specialists.

A series of analyses were performed to determine if the extent to which the Technical Competencies were exhibited in the critical incidents could be used to predict whether the critical incidents are examples of effective or ineffective contracting behavior.  During the data collection process participants provided examples of ineffective and effective contracting behavior and rated the extent to which each Technical Competency was exhibited in the critical incident.  Discriminant function analyses were performed to determine if the set of competencies validated for each performance dimension could be used to classify critical incidents as effective or ineffective.

Table 12: Results of Critical Incident Classification

	Performance Dimension
	Competencies
	Classification Rate

	
	
	Overall
	Effective Critical Incidents
	Ineffective Critical Incidents

	Acquisition Planning
	Strategic Planning

Understanding the Marketplace

Understanding Sourcing

Defining Government Requirements in Commercial and Noncommercial Terms

Effective Communication
	83.3%
	81.1%
	86.2%

	Contract Formation
	Defining Business Relationships

Detailed Evaluation Skills

Effective Negotiation and Analytical Skills

Effective Award Resolution
	86.3%
	82.1%
	90.8%

	Contract Administration
	Effective Communication of Contract Requirements

Effective Performance Management
	77.2%
	80.6%
	71.4%


Note. Percentages are the proportion of critical incidents correctly classified as effective or ineffective.

In over 80% of the Acquisition Planning and Contract Formation critical incidents, the extent exhibited scores predicted whether an incident would be effective or ineffective.  The high classification rate indicates that the Technical Competencies discriminate between effective and ineffective Acquisition Planning and Contract Formation.  The percentage of correctly classified critical incidents is slightly lower for Contract Administration (77.2%).  Therefore, an additional discriminant function analysis was conducted to determine if a greater percentage of Contract Administration critical incidents could be correctly classified if ‘Effective Financial Management’, ‘Make Decisions Related to the Allowability of Contract Costs’, and ‘Effective Resolution of Contract Termination and/or Closeout’ were included in the analysis.  With these additional competencies included the overall classification rate rose to 80.7% with 81.9% of effective incidents correctly classified and 78.6% of ineffective incidents correctly classified.

The magnitude of the classification rates indicate that the Technical Competencies are useful for predicting the effectiveness of Contract Specialist job performance.  In addition, including the ‘Effective Financial Management’, ‘Make Decisions Related to the Allowability of Contract Costs’, and ‘Effective Resolution of Contract Termination and/or Closeout’ competencies in the Contract Administration analysis raised the classification rate and provides further evidence that these competencies are important for effective Contract Administration. 

Summary of Findings

Importance ratings indicate the each of the Technical Competencies is important for at least one aspect of Contract Specialist work. Eleven of the competencies are important for Acquisition Planning, Contract Formation, or Contract Administration.  The three remaining competencies are important for specific aspects of Contract Administration.  Analysis for more specific facets of Contract Specialist performance provided direction for enhancing the clarity of the competencies in the future.  In addition, analyses show that demonstrating the competencies is associated with effective Contract Specialist performance.  These findings support the validity of the Technical Competencies for Contract Specialists the use of the Technical Competencies in human resource functions. 

Participant Feedback

During the data collection sessions, participants often offered feedback about the competencies and performance dimensions.  The feedback that seems especially relevant is summarized here. In addition, comments regarding the feedback received are provided. 

Feedback: Competencies do not always reflect common terminology.  For example, ‘Understanding the Marketplace’ is generally called ‘Market Research’.

Comment: Language regarding competencies may vary across agencies and departments and clarity in the naming and description of the competencies will facilitate their successful use.  

Feedback: ‘Effective Communication’ should apply to the entire Contract Specialist domain (not just pre-award),

Comment: ‘Effective Communication’ is defined using skills associated with pre-award activities.  However, it was validated for both Contract Administration and the Special Terms dimension within Contract Administration, suggesting that it does apply across performance dimensions.  In addition, the General Competency ‘Oral Communication’ was validated across aspects of Contract Specialist work further emphasizing the importance of communication skills for Contract Specialists.

Feedback: Some competencies relate to pre-award and some relate to post award. Suggest putting a heading before the ‘Pre Award’ competencies and a heading before the ‘Post Award’ competencies.  

Comment: Several of the competencies were validated for performance dimensions that were inconsistent with their definitions.  Specifying the competencies as pre-award or post-award may make their meaning clearer.  The competencies involving communication skills are one example.

Feedback:  ‘Understanding the Marketplace’ and ‘Understanding Sourcing’ should be merged. 

Comment: ‘Understanding the Marketplace’ and ‘Understanding Sourcing’ received very similar importance ratings across dimensions of performance.  In addition, the definitions include similar skills.  This suggests that the two can be combined and this may be a good strategy when it is desirable to minimize the number of competencies and/or when the competencies are updated.

Feedback: Merge ‘Detailed Evaluation Skills’ with ‘Effective Negotiation Skills and Effective Analytical Skills’.
Comment: Both these competencies describe skills used to assess bids.  However, ‘Effective Negotiation Skills and Effective Analytical Skills’ includes additional skills relating to developing a negotiation strategy and conducting the negotiation. In addition, the importance means for the competencies are not similar, suggesting these skills are used for different Contract Specialist functions.  However, there does seem to be some overlap in the competency definitions, especially in terms of evaluation skills.  Therefore, the clarity and utility of the competencies might be enhanced by rewriting them so that ‘Effective Bid Evaluation’ focuses on bid evaluation skills and ‘Effective Negotiation Skills and Analytical Skills’ focuses on negotiation skills.

Feedback: ‘Defining Business Relationships’ should be changed to reflect ‘Selecting Contract Type’ to capture determining what type of contracts used (e.g., Fixed Price, Incentive Fees, etc.).

Comment:  As discussed in the previous section, participants interpreted ‘Defining Business Relationships’ more broadly than its definition implies.  Changing its label to more accurately reflect the specifics of its definition may facilitate understanding and effective use of this competency. 

Feedback: Add competencies about pre-negotiation (this takes a huge amount of time and seems to be overlooked).

Comment: ‘Effective Negotiation and Analytical Skills’ does include pre-negotiation actions.  However, the description of this competency is quite long and pre-negotiation is only one part. Creating a separate pre-negotiation competency may result in a competency model with a more accurate and balanced reflection of Contract Specialist skill. 

Feedback: Add a competency about Contract Award.  This is a major step and there does not appear to be any competencies that refer to this phase.  Possibly re-write ‘Effective Award Resolution’ competency so that it addresses contract award.  The phases of awarding a contract from debriefing, to determining a contractor unsuccessful, to responses to protests need to be included.

Comment: The definition of ‘Effective Award Resolution’ does appear to include the some of the above mentioned skills.  It is possible that re-writing the definition to further highlight these skills may be beneficial.

Feedback: ‘Contract closeout and termination’ doesn’t happen because Contract Specialists do not have enough time.

Comment: Relatively few critical incidents of contract closeout or termination were reported and the competency Effective Resolution of Contract Termination and/or Closeout was validated only for the contract closeout performance dimension suggesting that this competency is may not be a major aspect of most Contract Specialists’ work. 

Conclusion
Validity of the Technical Competency Model

This validation study provides evidence that each of the 14 Technical Competencies is important for successful performance as a Contract Specialist.  Analyses indicate that eleven of the 14 competencies are important for one of three major aspects of Contract Specialist work: Acquisition Planning, Contract Formation, and Contract Administration.  The remaining three competencies are important for specific aspects of Contract Administration.  Validation of the Technical Competencies was achieved by soliciting feedback from Contract Specialists about the importance of each Technical Competency for effective contracting.  Contract Specialists from at least 16 Executive Departments and Independent Agencies participated in the study and provided examples of Contract Specialist work that are illustrative of performance at a variety of career levels and across job functions.  Participants provided a robust and comprehensive description of Contract Specialist work to which they linked the Technical Competencies.  

In addition to Contract Specialist feedback about importance of the competencies, demonstrating that use of the competencies was associated with effective contracting provided further support for the Technical Competency model.  Analyses showed that the extent to which the competencies were exhibited successfully predicted whether an example of contracting was effective or ineffective approximately 80% of the time. 

The analysis of importance ratings supports the validity of the Technical Competency Model.  Additionally, analysis of extent exhibited ratings demonstrates that use of the competencies is associated with effective contracting. 

Enhancing the Technical Competency Model

The validity study provides evidence that the Technical Competencies capture skills needed for effective contracting and suggests ways that the Technical Competency model can be improved.  Three types of evidence suggest that improvements can be made.  First, importance ratings suggest that participants may not have been interpreting the competencies in ways consistent with their definitions. In addition, the 80% classification rate suggests that the set of competencies does a fairly good job of capturing the skills needed to be an effective Contract Specialist.  However, the 20% of incorrectly classified incidents indicates that improvements can be made. Also, participants provided feedback, which if incorporated, may improve the Technical Competency model.  

Several modifications to the competency definitions including combining, splitting, and expanding various competency definitions are suggested by the validation study. Competencies for which importance ratings and/or participant feedback indicate the definitions could be improved include:  

· Understanding the Marketplace

· Understanding Sourcing

· Defining Business Relationships

· Detailed Evaluation Skills

· Effective Negotiation and Analytical Skills

· Effective Award Resolution

Competencies for which importance ratings and/or participant feedback suggest changing the label would facilitate understanding:  

· Defining Business Relationships

· Effective Communication

· Effective Communication of Contract Requirements

The Technical Competency model should be updated on a regular basis to ensure that the competencies accurately capture necessary Contract Specialist skills as the job evolves.  In addition, updating the Technical Competency model will provide an opportunity for reviewing the interpretation and understanding of the competencies by Contract Specialists and modifying them accordingly. 

Putting the Technical Competency Model to Work

Both the General and Technical Competencies have been validated for Contract Specialists.  The General Competencies were found to be important across Contract Specialist functions, while the Technical Competencies are valid for more specific aspects of Contract Specialist work.  Thought should be given to how most effectively integrate these two models to understand and enhance the work of Contract Specialists.  For example, many of the General Competencies include what are generally considered soft skills such as flexibility, teamwork, and interpersonal skills.  These skills are much harder to successfully train and develop in employees.  In contrast, the Technical Competencies contain concrete skills which lend themselves to traditional training methods.  A plan for effective utilization of the competencies might include using the General Competencies in assessment systems and the Technical Competencies in training and development systems.  

The effective application of the Technical Competencies in human resource functions may need to vary in conjunction with how individual Contract Specialists perform their jobs.  For Contract Specialists whose work involves specific contracting functions, only a portion of the set of Technical Competencies may be relevant. In contrast, all the Technical Competencies will be important for those Contract Specialists who are involved from the beginning to the end of the contracting process.  Training, development, and assessment systems will need to reflect this difference.

Using the General and Technical Competencies in human resource applications such as selection, performance appraisal, training needs identification, training evaluation, and employee development require the ability to assess individuals’ skill level for each competency.  The database of critical incidents collected in this study provides a solid foundation for developing behaviorally-anchored rating scales to assess the Technical Competencies.  These scales are based on observable employee behaviors and provide an effective assessment tool that is well received by employees. The existing database of critical incidents can be used to facilitate the development of Contract Specialist assessment tools.

Appendix A: Technical Competencies

Technical Competencies for the Contract Specialist Series

Strategic planning. Advise customers on their acquisition-related roles as well as the development and implementation of strategies needed to assure that supplies and services are available when needed to meet mission requirements.

Understanding the marketplace. Collect and analyze relevant market information from Government and non-government sources; analyze and provide business advice on the procurement request; review and provide business advice in the preparation of requirements documents and related elements of the procurement request. 

Understanding sourcing (commercial/government practices). Identify possible sources for the acquisition through effective market analysis and knowledge of suppliers.  Limit competition when it is appropriate to the acquisition situation based on business strategies and market environments.  Determine whether to limit competition to small business concerns, eligible 8(a) concerns, or a single 8(a) concern. 

Defining government requirements in commercial and noncommercial terms. Select appropriate offer evaluation factors for incorporation into the solicitation; determine the method of acquisition. 

Defining business relationships. Select the most appropriate pricing arrangement(s) to solicit.  Determine whether and how to provide for recurring requirements.  Prepare unpriced orders and contracts.  Determine whether to provide for Government financing and where necessary the method of financing.  Determine bonding requirements for the solicitation and contract.  Determine the method of payment. Determine whether a written source selection plan is necessary or desirable. 

Effective communication. Select and implement a method or methods of publicizing the proposed procurements.  Establish appropriate subcontracting and make-or-buy requirements.  Conduct oral solicitations.  Prepare a written solicitation that includes the appropriate provisions and clauses tailored to the requirement and assembled in a format appropriate to the acquisition method and market for the required supply or service.  Respond to an inquiry about the solicitation received prior to contract award or a request for information under the Freedom of Information Act.  Conduct a pre-quote, pre-bid, pre-proposal conference when appropriate.  Amend or cancel a solicitation. 

Detailed evaluation skills. Receive bids including the safeguarding, opening, reading, recording, and abstracting of each bid.  Evaluate offered bid acceptance periods and take appropriate action.  Determine whether a bid is late, and if late, whether it can be considered for contract award.  Identify and resolve mistakes in bids.  Calculate the evaluated price for each bid and determine whether the lowest price is reasonable.  Determine responsiveness for the invitation for bids (IFB). 

Effective negotiation skills and effective analytical skills. Receive quotations/proposals including the safeguarding, opening, tracking, assessing compliance with minimum solicitation requirements, and identifying of quotations/proposals that will not receive further consideration.  Apply non-price factors in evaluating quotations, proposals, and past performance.  Determine what pricing information (if any) to require from offerors.  Consider the adequacy of a firm's accounting and estimating systems in making contracting decisions.  Assure that a firm properly discloses its accounting practices when required by Government cost accounting standards (CAS) and that the disclosed practices comply with CAS requirements.  Obtain any necessary audit support.  Establish pre-negotiation positions on price including: the need to cancel and re solicit for price related reasons; the need for communications; the need for cost information; and the need to negotiate.  Establish pre-negotiation positions related to cost reasonableness and cost realism by analyzing cost and technical 

Effective award resolution. Determine and document the responsibility or non-responsibility of a prospective contractor.  Prepare purchase orders/contract and document the award recommendation.  Make the contract award and related notifications. Debrief offerors at their request.  Act to resolve acquisition complaints and concerns. 

Effective communication of contract requirements. Plan for contract administration.  Conduct a post-award orientation.  Monitor contractor subcontract management in accordance with prime contract requirements.  Modify or adjust a contract when needed. Determine whether or not to exercise an available option.  Utilize task order contracts, delivery order contracts, and basic ordering agreements. 

Effective performance management. Monitor contract performance and take any necessary action related to delays in contract performance or the need to stop work under the contract.  Apply remedies to protect the rights of the Government under commercial item contracts and simplified acquisitions. Apply remedies to protect the rights of the Government under noncommercial item contracts.  Document past performance information. 

Effective financial management. Approve or disapprove the request for an assignment of claims. Require the contractor to provide a bond or other securities to apply toward completing the contract in case the contract is terminated for cause or default. Assure that the contractor receives the appropriate contract financing in accordance with contract financing requirements and relate contract performance.  

Make decisions related to allowability of contract costs. Adjust the price or fee. Determine if cost or pricing data were defective (i.e., not current, accurate, and complete) and appropriate remedies.  Determine whether to authorize payment against an invoice in full, in part, or not at all.  Refer indications of fraud or other civil or criminal offenses to responsible officials.  Determine and recover debts from contractors.  Enforce government and contractor compliance with special contract terms and conditions. 

Effective resolution of contract termination and/or closeout. Analyze and negotiate and prepare a Contracting Officer's decisions.  Terminate contracts when it is in the best interest of the Government.  Perform contract closeout.

Appendix B: Survey Website
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Appendix C: Participation Solicitation Memos

To Procurement Executives:

The Federal Acquisition Institute (FAI) will be validating the 14 technical competencies that have been identified for the Contract Specialist series.  To do this, FAI will collect critical incident information from experienced acquisition professionals in the Contract Specialist career field.  FAI will hold a series of workshops during which participants will be asked to provide incidents of both effective and ineffective contracting behaviors and rate their levels of importance against the competencies. A similar process involving the validation of general competencies took place in 2001.  

Federal Management Partners, Inc., a human resources management consulting company located in Alexandria, Virginia, will be facilitating the collection of the critical incident data, analyzing the data collected, and providing a comprehensive report of the findings to FAI.  When the study is complete, the validated competencies will be used to assist FAI in better developing recruitment, selection, and training tools for the federal acquisition workforce.

The accomplishment of this program requires your help in soliciting experienced acquisition professionals to represent your agency. Twenty-one workshops have been scheduled to collect data.  Each session will accommodate 12 participants, last no more than three hours, and will be conveniently scheduled during both morning and afternoon sessions, Tuesday through Thursday (see times indicated on the calendar below).   All sessions will be held at Federal Management Partners’ facility in Alexandria, VA.  Attached is information and options for getting to Federal Management Partners, Inc.

Your participation in soliciting participants is greatly appreciated and will assist in the improvement of FAI’s competency-based career development program.  Please contact Janet Springsteen (janet.springsteen@gsa.gov or 202-208-0759) for further information and to schedule participants.

	Critical Incident Sessions

Sessions will be held at Federal Management Partners, Inc.

1500 North Beauregard Street, Suite 320, Alexandria, Virginia 22209

	Tuesday
	Wednesday
	Thursday

	8/13
	No am session
	1pm-4pm
	8/14
	9am-12pm
	1pm-4pm
	8/15
	9am-12pm
	1pm-4pm

	8/20
	9am-12pm
	1pm-4pm
	8/21
	9am-12pm
	1pm-4pm
	8/22
	9am-12pm
	1pm-4pm

	8/27
	9am-12pm
	1pm-4pm
	8/28
	9am-12pm
	1pm-4pm
	8/29
	9am-12pm
	1pm-4pm

	9/3
	9am-12pm
	1pm-4pm
	9/4
	9am-12pm
	1pm-4pm
	


To IPCMC:

Due to low participation rates and a busy end of fiscal year, the Federal Acquisition Institute (FAI) has decided to extend data collection efforts for the validation of the 14 technical competencies identified for the Contract Specialist career field.  FAI needs participation in the next few weeks from 200 experienced acquisition professionals in the Contract Specialist career field.  The accomplishment of this program requires your help in soliciting experienced acquisition professionals to represent your agency.

FAI in conjunction with Federal Management Partners, Inc. will hold a series of workshops on-site at your agency in the next few weeks.  During the sessions, participants will be asked to:

· Describe incidents of on-the-job behaviors observed in the past year

· Classify each incident in terms of effectiveness, grade level, and performance dimension

· Evaluate each incident against each technical competency 

Each session will accommodate as many participants as your space provides, last no more than three hours, and will be conveniently scheduled during both morning and afternoon sessions, Monday through Friday from 15 October to 1 November.  Participants should have working knowledge of the Contract Specialist career field and should only attend one session.

The sessions require computer stations equipped with Internet access.  If computers are not available but conference space is, Federal Management Partners, Inc. can still provide a 30-minute training session and the participants can return to their workstations to complete the session.  If either option is not available or if you have any space allocation questions, please contact Sherean Miller at Federal Management Partners, Inc. (smiller@fmpconsulting.com or 703-671-6600 ext. 102).

In addition to facilitating the collection of data, Federal Management Partners, Inc. will analyze the data collected and provide a comprehensive report of the findings to FAI.  When the study is complete, the validated competencies will be used to assist FAI in better developing recruitment, selection, and training tools for the federal acquisition workforce.  A similar process involving the validation of general competencies took place in 2001.  

Your participation in soliciting participants is greatly appreciated and will assist in the improvement of FAI’s competency-based career development program.  Please have your agency’s point of contact reach Sherean Miller at Federal Management Partners, Inc. (smiller@fmpconsulting.com or 703-671-6600 ext. 102) or Beverly Cromer at FAI (beverly.cromer@gsa.gov or 202-208-6750) by October 10th to schedule participants.

Sincerely, 

Gloria M. Sochon

Director

Federal Acquisition Institute

Appendix D: Importance Statistics for Combined Performance Dimensions

For each competency the following information is reported: 

1. Number of critical incidents used in the analysis (N).

2. Mean importance rating: Sum of importance ratings divided by the number of critical incidents.

3. Standard deviation of the importance rating (Std. Deviation): The typical distance of an importance rating from the average importance rating.

4. Standard error of the mean importance rating (Std. Error): A measure of the distance of the sample mean from the population mean which is used to calculate confidence intervals. 95% confidence intervals are computed as follows: Mean + (1.96 * Standard Error).
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Appendix E: 

Importance Statistics for Acquisition Planning, 

Contract Formation, and Contract Administration

For each competency the following information is reported: 

1. Number of critical incidents used in the analysis (N).

2. Mean importance rating: Sum of importance ratings divided by the number of critical incidents.

3. Standard deviation of the importance rating (Std. Deviation): The typical distance of an importance rating from the average importance rating.

4. Standard error of the mean importance rating (Std. Error): A measure of the distance of the sample mean from the population mean which is used to calculate confidence intervals. 95% confidence intervals are computed as follows: Mean + (1.96 * Standard Error).
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Contract Formation
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Contract Administration
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Appendix F: Importance Statistics for Facets of Performance

For each competency the following information is reported: 

1. Number of critical incidents used in the analysis (N).

2. Mean importance rating: Sum of importance ratings divided by the number of critical incidents.

3. Standard deviation of the importance rating (Std. Deviation): The typical distance of an importance rating from the average importance rating.

4. Standard error of the mean importance rating (Std. Error): A measure of the distance of the sample mean from the population mean which is used to calculate confidence intervals. 95% confidence intervals are computed as follows: Mean + (1.96 * Standard Error).

Determination of Need
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Analysis of Requirement
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Extent of Competition
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Source Selection Planning
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Solicitation Terms and Conditions
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Bid Evaluation
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Proposal Evaluation and Negotiation
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Initiation of Work and Modification
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Validation of 


Technical Competencies





For the Federal 


Acquisition Workforce








� The competency ‘Make Decisions Related to the Allowability of Contract Costs’ has a 95% confidence interval of 2.44 – 3.10 for importance ratings using critical incident examples of Contract Administration. Because the confidence interval includes three, if a large number of critical incidents of Contract Administration were gathered it is somewhat possible, although unlikely, that a confidence interval could be obtained with a minimum value above three.  


� All 14 competencies are valid for some aspect of contract specialist work. It is important to note that further data collection may reveal competencies are important (have minimum confidence intervals above three) for additional dimensions of performance. Following are the number of additional competencies that, based on their confidence intervals, have the possibility of validation with additional data collection: Acquisition Planning, 3; Contract Formation, 6; Contract Administration, 1. 
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Career Level

Career Level Represented in Critical Incidents



Tbl_Critical_Incident

		



Participant GS Level



		CI_ID		CI_UserID		CI_Critical_Incident		CI_ID_Effectiveness		CI_ID_Career		CI_PerformanceDimension_ID		CI_StrategicPlanningImp		CI_StrategicPlanningExh		CI_UnderstandingMarketplaceImp		CI_UnderstandingMarketplaceExh		CI_UnderstandingSourcingImp		CI_UnderstandingSourcingExh		CI_DefiningGovReqImp		CI_DefiningGovReqExh		CI_DetailEvalSkillImp		CI_DetailEvalSkillExh		CI_DefiningBusRelImp		CI_DefiningBusRelExh		CI_EffCommImp		CI_EffCommExh		CI_EffNegImp		CI_EffNegExh		CI_EffAwardResImp		CI_EffAwardResExh		CI_EffCommContReqImp		CI_EffCommContReqExh		CI_EffPerfMmgtImp		CI_EffPerfMmgtExh		CI_EffFinMmgtImp		CI_EffFinMmgtExh		CI_MakeDecisionImp		CI_MakeDecisionExh		CI_EffectResContractImp		CI_EffectResContractExh

		23		13		Situation - Finding a small business source for a mass mailing requirement when the effort had always been done by JWOD sources.  The program people (COTR) did NOT want to switch sources.

Action - The contracting officer ignored the wishes of the program		2		3		3		5		2		5		2		5		2		5		2		1		1		5		2		5		2		5		2		5		4		4		3		5		2		1		1		1		1		1		1

		32				Situation - A contracting officer/COTR bundled unrelated requirements.  The incumbent (who could not submit a bid) protested claiming that there was no need to bundle the requirements, and further the bundling restricted competition since there was only O		2		3		2		5		1		5		1		5		1		5		1		5		1		5		2		5		1		5		1		5		1		5		1		5		1		1		1		1		1		1		1

		)				Situation - A small business contractor was upset because he had not been paid in spite of submitting numerous invoices.  He was threatening to go to his Congressman,and stop work.

Action - The contracting officer made arrangements bewteen the COTR/finan		1		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		4		4		1		1		1		1

		37				Situation - A construction contract was awarded, and the contractor later submitted a claim based on "different site conditions."

Action - The contracting officer denied the claim stating that the contractor would have been aware of the situation if the		2		3		14		3		3		3		3		3		3		5		3		3		3		3		3		3		3		3		3		4		3		5		3		5		2		4		3		5		3		5		2

		46		15		Housekeeping services at the outpatient clinic were provided by a NISH (National Institute for Severely Handicapped) contractor.  Some of the NISH personnel alleged they were sexually harassed by a contract physician assistant.  After the clinic director		1		2		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1

		48		15		During negotiations with an 8(a) contractor, the project engineer recommended the contractor’s price include any necessary subsurface repairs.  The C/O negotiated the inclusion of one hundred square feet in the contract price.  During construction more th		1		2		10		1		1		1		1		3		3		1		1		1		1		1		1		1		1		4		4		1		1		1		1		1		1		1		1		4		4		1		1

		49		15		4.	Prior efforts to negotiate for clinic staffing resulted in protests, cancellation of the solicitation and issuance of a new solicitation.  Subsequently, the contract was awarded and option years were exercised.  Upon expiration of the contract’s opti		1		2		8		3		3		3		3		1		1		4		4		1		1		2		2		1		1		5		5		2		2		1		1		1		1		1		1		1		1		1		1

		50		15		A contract for coffee was awarded and included one option year.  The contracting officer’s preliminary notice to exercise the option was met with the contractor’s plea to allow for a new contract.  Changes in the coffee bean market would cause the contrac		2		2		5		1		1		5		1		1		1		5		2		1		1		1		1		4		2		1		1		1		1		5		1		1		1		1		1		1		1		1		1

		53		15		The contracting officer extends annual maintenance contracts that do not include option year provisions or pricing.  While the end result meets the requestor’s need for a service agreement on their equipment, the action circumvents CICA requirements and f		2		2		6		1		1		1		1		1		1		1		1		5		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1

		54		15		The ambulance contract included estimated requirements.  When patient eligibility requirements changed, fewer patients were eligible for ambulance transport.   With fewer patients eligible, the estimated number of trips and mileage were significantly less		2		2		11		1		1		3		2		1		1		1		1		1		1		1		1		5		2		1		1		4		2		5		2		1		1		1		1		1		1		1		1

		65		22		CO issued competitive RFQ, with technical evaluation factors, for lithotripter (medical equipment) estimated at $500,000. After receiving several quotations, Physician on technical evaluation team determines that on-site (at VA) demonstration is required,		2		2		8		4		2		3		2		2		2		4		3		3		2		1		1		2		2		3		3		4		3		4		2		2		1		1		1		1		1		2		2

		66		22		A potential contractor had many questions about the specifications for an RFQ for supplying and delivering water treatment chemicals to a VA hospital. The technical person had recently retired and his replacements were not familiar with contract processes		1		2		8		3		3		1		1		3		3		4		4		5		5		3		3		4		4		5		5		5		5		4		4		2		2		1		1		1		1		1		1

		69		22		Retherm ovens purchased for the food service at a VA hospital were found not to be working properly several months after being received, paid for and accepted. The contractor was repairing them under warranty but there was concern that they might never wo		1		2		11		3		2		2		2		2		3		3		3		4		4		4		4		4		3		4		4		1		1		4		4		1		1		1		1		1		1		1		1

		70		22		Two bids were received in response to a sealed bid solicitation. Both bids took a couple fairly minor exceptions to the specifications and so were non-responsive. Because of the way the pricing was structured, it was not clear which bid was lower. The exc		2		1		9		1		1		2		2		3		2		3		3		3		3		2		3		3		2		2		2		4		1		3		3		1		1		1		1		1		1		1		1

		73				Two quotes were received in response to an RFQ that included technical evaluation factors. The quote from the incumbent was significantly higher in price and also had a significantly higher technical rating than that of the other company. The CO awarded t		2		1		9		1		1		1		1		3		2		3		3		4		2		3		2		4		2		4		2		4		2		2		2		1		1		1		1		1		1		1		1

		74		22		A bidder arrived 5 minutes late for a bid opening and insisted on having his bid considered. His reason was that the solicitation had indicated the wrong address towhich bids should be hand-carried. The CO refused to accept the bid. She showed him an amen		1		2		7		1		1		1		1		1		1		1		1		3		4		1		1		5		5		1		1		5		5		3		4		1		1		1		1		1		1		1		1

		75		22		Several quotes were received for an elevator maintenance contract. However, the quote from the incumbent was much lower than the others. But this quote was still 20% higher than that company's price on its current contract. The CO conducted discussions wi		1		2		8		1		1		2		2		3		3		2		2		2		2		3		2		4		4		5		5		4		4		4		4		1		1		1		1		1		1		1		1

		78		27		Situation:  An abortion clinic is bombed with causalties.  Federal law enforcement officials need a command center for investigative purposes.  Command center required for immediate use.



Action:  Need to procure and lease necessary supplies and service		1		2		9		3		4		5		5		5		5		4		5		1		5		2		4		5		5		5		5		5		5		3		5		4		4		1		3		1		2		3		3

		81		27		Situation:  Simplified acquisition for the procurement of carpet.  Carpet was for major rennovation of Department headquarters building.  Carpet specification were very detailed as to fabric, design, and color.  Carpet was to be installed for pre-determin		2		3		8		5		3		5		4		3		1		5		3		1		1		1		5		5		2		5		2		4		2		3		3		4		2		1		1		1		1		3		3

		82				Situation:  Requirement to procure over 200 video teleconferencing system.  Awarded contractor would provide the brand name specific systems and provide installation and training.  The requirement was set-aside for small business competition.  The require		2		3		3		4		5		4		4		4		2		5		3		1		5		1		2		3		4		5		4		4		3		4		3		4		4		1		1		1		1		3		3

		83		23		Situation:  Major IT Acquisition awarded.  Multiple contractors for a competitive Task Order contract. End of Fiscal Year in one month.



Action Required:  Processing of multiple requirements in a short period of time.  Procedures to be put in place to g		1		3		10		1		1		1		1		4		4		5		5		5		5		5		5		5		5		4		4		4		4		5		5		5		5		3		3		1		1		1		1

		84		27		Situation:  Bureau had multiple sole sourced labor-hour contracts in place for software devolpment and support services.  These contracts total value exceeded $24M.



Action:  Bundled these requirement by issuing a RFQ as a competitive 8(a) with encourag		1		3		3		5		5		5		5		5		5		5		4		1		1		3		2		3		4		5		4		4		5		5		5		3		3		1		1		2		2		1		1

		86		31		Situation:  During execution of delivery order requirments for Ship Transfer Supportablity, the workers encountered an accidental whole in the hub of the ship.



Action:  There was a need to quickly allow the contractor to modify work order to accomplish		1		3		10		1		1		3		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		3		3		3		3

		89				Situation: Negotiation of a large hardware contract for low rate initial production.



Action:  During a negotiation meeting attended by the Contractor, the PCO and the Contract Specialist, the PCO ineffectively monopolized discussions without allowing t		2		3		8		4		4		1		1		1		1		1		1		5		5		4		4		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1

		90				Situation:  A very large multiple year IDIQ contact was in place.  Annual contract ceiling was initally predicated on work planning which anticipated higher level of effor in early years and tappered off effort in the outyears.  Due to delays in Congressi		1		3		10		1		1		1		1		1		1		5		5		1		1		1		1		1		1		5		5		4		4		1		1		5		5		5		5		4		4		1		1

		91				Situation:  A hearing was held to disicuss Procurement List Reconsideration.  Government agencies and the Contractor participated



Action: Briefings by the parties allowed the entire audiience to gain access to infomratin which would not have been provi		2		4		14		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		2		1		1		4		4

		92				Situation:  During attendande of a technical meeting planning a new procurment, the Contracting Officer was called upon to provide milestone scheduling advise which was unanticiapted.



Action:  Based on the disucssions held during the meeting the Contra		1		3		2		5		5		5		5		1		1		1		1		1		1		1		1		1		1		3		3		1		1		1		1		1		1		1		1		1		1		1		1

		93				Situation:  A pre and post negotiation business clearance had been submitted to varying levels of managment for apporval.  In the intermin, direction was given to award the contract in advance of final approvals to the clearnaces.  Many iterantions were e		2		4		9		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		94				Situation:  There was a need to develop a evaluation team of disperse individuals for a large procurment within a short timeframe



Action:  Experts from tehcnical, audit and contract communities which included the contractor were recuritied to particpat		1		3		8		4		4		1		1		1		1		4		4		5		5		1		1		1		1		5		5		4		4		1		1		1		1		1		1		1		1		1		1

		95				Situation:  A new automated financial managemnt system was put in place.  A complicated award fee modification was being processed for the first time using the automated system.



Action:  Processed the modification in the new system



Outocme Through t		2		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		96				Situation:  There was a need to provide for a record of meeting minutes.  A purchase order was let for a court stenographer.  The contractor was about to renig on some verbal and email offers provided to the proucrment analaysit:



Action:  The Contracti		1		3		8		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		5		5		3		3		2		2		4		4		1		1		1		1

		97				Situation:  A COFD was issued to a contractor regarding a claim for unabsorbed overhead.  The contractor appealed to ASBCA.  The case was submitted to the office of counsel for resolution.



Action:  The contracting officers descion was well thought out		1		4		14		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5

		107		35		Situation:  A 100% small business set-aside solicitation closes.  4 proposals are received.  3 from small businesses and 1 from the incumbent large business.



Action:  The contract specialist approaches their Contracting Officer and asks whether or not		2		3		8		5		1		5		1		5		1		1		1		5		2		5		1		5		3		5		1		5		1		5		4		5		1		1		1		1		1		1		1

		108		35		Situation:  The Contract Specialist worked on a effort that consolidated 4 IT requirements.  2 had been small business set-asides and 2 had been awarded on an F&O basis.  The contract specialist prepared a justification for their action.  The small busine		2		3		2		5		4		5		2		5		2		1		1		5		4		5		3		5		3		5		3		5		3		5		4		5		3		1		1		1		1		1		1

		109		35		Situation:  The contract specialist prepared a solicitation for policy and planning support services.  They submitted the requirement to the small business specialist as F&O.



Action:  The small business specialist talked to the contract specialist and		1		3		3		5		2		5		3		5		2		1		1		5		2		5		3		5		5		5		5		1		1		5		5		1		1		1		1		1		1		1		1

		112		35		Situation: The contract specialist worked with the program office to lay out an acquisition strategy for a major program.  The current effort consisted of 4 CPFF regional awards, awarded under 4 separate solicitations for the same work.



Action:  The co		1		2		1		5		5		5		5		5		4		5		5		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		113		35		Situation:  The small business specialist convinces the contract specialist and the program office to set-aside the requirement for small businesses.  The 100% small business set-aside closes.  4 proposals are received.  3 from small businesses and 1 from		2		3		8		5		4		5		4		5		2		5		3		5		1		3		2		5		4		5		1		1		1		1		1		1		1		1		1		1		1		1		1

		114		35		Situation:  The contract specialist worked on an effort that consolidated 4 IT requirements.  2 had been small business set-asides and 2 had been awarded on an F&O basis.  The contract specialist prepared a justification for the consolidation.  The small		2		3		1		5		4		5		2		5		2		5		2		1		1		4		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		115		35		Situation:  The contract specialist prepared a solicitation for policy and planning support sevices.  The submitted the requirement to the small business specialist as F&O.



Action:  The small business specialist talked to the contract specialist and co		2		3		3		5		3		5		2		5		2		5		4		1		1		5		4		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		118		37		Situation:  The President of the United States wanted a homeless shelter available before severe weather set in.  A warehouse was identified that could be renovated .  The commanding officer of the base directed that the contract for renovation of the war		2		2		8		1		1		5		5		1		3		1		4		1		3		1		3		1		3		5		5		2		4		1		3		5		4		1		1		1		5		1		1

		119				Situation:  A contract was to be negotiated and awarded under the Small Business Administration 8(a) program.  A cost estimate was prepared and validated, and the contractor's proposal was evaluated against the cost estimate.  The contractor's proposal in		2		2		8		2		1		2		3		3		3		1		1		5		5		3		4		1		1		5		5		1		2		4		5		4		4		5		4		5		5		3		3

		120				Situation:  A requirement was identified for an off-shore, platform-based training system, the Command Tactical Aircraft Training System.  The system was to be built in the Atlantic in a very short period of time so as to ensure completion before the on-s		1		3		1		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		3		5		2		2

		121				Situation:  The command had been buying a weapons system from a sole source for years.  A decision was made that a second source was needed, since the government had acquired the drawings.

Action:  A plan was established to conduct a leader-follower comp		1		3		1		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5

		122		35		Situation:  The contract specialist inherited a requirement after the solicitation closed.  They negotiated with several vendors and made the award.  One of the offerors protested the award to the GAO.  The allegations were centered on an "unfair" technic		1		3		9		5		5		5		5		5		5		5		3		5		5		5		4		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		123		35		Situation:  The contract specialist received a procurement request from the program office with a justification for sole source.  The specialist did not feel that the sole source was adequate but the program office was insistent.  



Action:  The contrac		1		2		3		5		5		5		5		5		5		5		5		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		124		35		Situation:  One month into the contract performance the contractor submits an invoice with much higher labor costs than were originally negotiated.  The contract administrator feels that the higher rates are fine.   



Action:  A meeting is called with t		2		2		12		5		3		1		1		1		1		1		1		1		1		1		1		1		1		5		4		1		1		1		1		1		1		5		2		5		2		1		1

		125		39		Situation:  Contract was awarded 10/1/01 for elevator inspection services.  First inspections completed by vendor were in January/February 2002.  Reports of the inspections per contract terms were to be provided within 10 calendar days of completion of in		1		2		14		4		2		2		2		1		1		4		3		3		2		5		2		5		3		4		2		1		1		5		2		5		2		4		2		4		3		5		2

		126		39		Situation:  Contracting Officer issued a 2268 for a requirement estimated over $100,000.  The procurement was to be made against an existing GSA contract.  The Contracting Officers Supervisor initialed off on the 2268 and forwarded to the Head of Contract		1		2		3		1		1		5		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1		3		2		1		1		1		1		1		1		1		1

		127		39		Situation:  Dental prostheses contract was awarded January 2002 for multiple facilities, multiple vendors.  During review of the second quarter QA report, it was noted that one of the facilities was not ordering the required quarterly quantities off the c		2		2		14		5		1		2		1		2		1		1		1		1		1		3		2		1		1		1		1		1		1		5		2		4		2		1		1		1		1		5		1

		128		39		Situation:  Contract was awarded 10/1/01 for elevator inspection services.  First inspections completed by vendor were in January/February 2002.  Reports of the inspections per contract terms were to be provided within 10 calendar days of completion of in		1		2		14		4		2		1		2		1		1		1		1		1		1		4		2		2		2		1		1		1		1		5		2		4		2		1		1		3		2		5		2

		129		42		End user submitted a requirement that he said was a sole source.  He had not even tried to do a market survey.  The contracting officer sent the requirement back through a admin person to the end user.  The admin person was to tell the end user to do a ma		1		1		3		5		2		3		2		5		3		5		1		1		1		3		1		5		5		3		4		1		1		1		1		1		1		1		1		1		1		1		1

		130		42		A major construction project has been on going for a year.  The Contracting Officer was told to award the contract even though there were no funds for any change orders, but the funding would be comming.  Now after a year and 100 or so change orders have		2		3		11		5		2		1		1		1		1		1		1		1		1		5		3		1		1		1		1		1		1		5		3		5		5		5		2		5		2		5		2

		131		42		A requirement is submitted to the contracts office.  The contract specialist is so busy he/she does not question the end users requirement.  The contract specialist does his/her own market survey and calls for three bids.  The contract specialist awards t		2		1		7		5		1		5		1		5		2		5		2		5		2		1		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		132		42		Receiving mail for the federal government in Washington DC has become a very time consuming effort.  On a phase 2 submission of proposals I enformed the contractors by letter to fedex on a certain date instead of being received in the office on a certain		1		3		6		2		2		5		2		5		3		1		1		1		1		5		3		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		133		42		The contract was award with the understanding that the orders would be faxed from the cotr to the contract to fill.  The contractor in return was to send them out within 3 days.  The contractor also was to send a invoice on a monthly basis.  However, the		1		3		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		4		5		5		5		3		5		5		3		1

		134		42		Contracting officer advertised a requirement that was a list of ten to twelve items all somewhat related.  When all the bids came in the contracting officer awarded to the lowest bids for each item or group of items.  Therefore there were mulitple awards.		1		2		6		5		2		3		2		5		3		4		3		3		2		1		1		5		3		3		2		3		2		1		1		2		1		1		1		1		1		1		1

		135		42		After 9/11 the requirement for safey type gear was large ongoing requirement.  One contracting officer was purchase the items as sole source simplifed acquisition process (SAP).  An other contracting officer to help out did a SAP for commerical items ID/I		1		3		1		5		5		5		3		5		5		5		4		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		136		39		Situation:  Proposals for a CBOC were due to the contracting officer by COB on 5/23/02.  The contracting officer is physically located in Augusta Ga, the CBOC location Columbia, South Carolina.  Proposals were to be delivered to the CO in Augusta per writ		1		1		7		1		1		1		1		1		1		1		1		5		5		1		1		4		4		5		5		2		1		1		1		1		1		1		1		1		1		1		1

		137		40		SITUATION: An existing cost plus fixed fee contract required a substantial sole source follow-on modification.  The contractor, aware of his position, demanded an unreasonable fee.  He threatened to essentially walk off the job, once the present term expi		1		2		8		4		3		5		5		5		5		1		1		5		5		4		5		5		5		5		5		5		5		5		5		3		3		2		1		5		5		1		1

		138				SITUATION: A high level agency official had a subordinate submit a requisition for the contract specialist to purchase an item that was in conflict with the Buy American Act.  



ACTION:  The contract specialist explained that the purchase could not be m		1		1		2		4		5		3		4		4		5		1		1		2		4		5		5		5		5		4		5		4		4		5		1		1		1		1		1		1		1		1		1

		139		39		Situation:  Contracting Officer was required to work with a User Group to set up two Blanket Purchase Agreements (BPA) with Roche.  One was to be for hematology the other for chemistry cost-per-test.  CO had been instructed to work with the Group as well		2		1		9		4		2		1		1		4		2		1		1		3		1		4		2		2		1		5		1		5		2		5		2		1		1		1		1		1		1		1		1

		140		40		SITUATION: A contractor submitted an invoice for work he completed but was never ordered via contract or purchase order. 



ACTION:  The contract specialist notified the office that received the benefit of the work and started the process for ratifying a		1		1		12		3		2		3		2		4		4		1		1		4		5		4		3		5		5		1		1		4		4		3		4		1		1		1		1		1		1		1		1

		141		40		SITUATION: Requirements personnel submitted an order for 70 baseball caps for agency personnel to wear during the annual picnic and athletic competition.





ACTION:  The contract specialist returned the requisition, without action, and explained to the		1		1		2		1		1		1		1		1		1		1		1		3		4		4		4		5		5		4		4		4		3		3		4		1		1		4		3		1		1		1		1

		142		40		SITUATION: A contractor was demanding payment for services provided.  A contract/order had not been accomplished, but the services were provided.  

ACTION: The contract specialist used his government charge card to pay for the services, after the fact.		2		2		2		3		1		3		1		3		1		3		1		3		1		3		1		4		1		4		1		5		1		3		1		1		1		1		1		2		2		1		1

		143		40		SITUATION: The requirements personnel submit a requisition on a sole source basis.  The exception sited is urgency, but they have not provided adequate justification to support the decision.



ACTION: The contract specialist solicits a proposal from the		2		2		3		3		1		4		1		4		1		2		1		3		1		2		1		3		2		4		1		4		1		4		1		1		1		3		1		1		1		1		1

		144		43		Situation:   Avoiding set-aside to Solicitation so that large businesses can apply to all items under the procurement which increase orders to large business and dissuades orders to small business indirectly.



Action:    using employees to persuade smal		1		1		3		5		3		5		3		5		5		5		3		5		1		5		3		5		3		5		3		5		1		1		1		1		1		1		1		1		1		1		1

		145		44		Cituation happening near US boarder.  Need to get team to cituation before end-of-day.  DoD unable to assist.  Contracting Officer called and asked to help with commercial flight.  CO searched FSS schedules, found logistic support.  Plane at Dulles within		1		2		2		1		1		5		5		5		5		5		1		3		1		5		1		5		2		3		1		5		3		5		5		4		4		5		5		4		3		4		4

		146		43		Situation:   Ignorant to skills and effects of negotiation techniques for contracts that affect how tax dollars are spent and the quality of products and services for our agency customers. 



Action:  contract specialist often negotiate contracts without		2		1		8		5		2		5		2		5		2		5		2		5		2		5		2		5		2		5		2		5		2		5		2		1		1		5		1		5		2		1		1

		147		43		Situation:   Many Contract Specialist are not qualified to peform their jobs at the entry level position.





Action:  Many Contract Specialist are reviewing, negotiating, awarding and administering contracts without any prior knowledge or training in co		2		1		9		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1

		148		44		Request came in for hearing protection.  Contracting Officer place announcement in CBD for name brand or equal.  Offerors came in, evaluation was performed by COTR, and award was made to other than low bidder.  Company B, submitted an Agency protest, beca		1		2		8		3		1		5		4		5		5		5		5		3		4		2		2		5		5		2		2		5		5		2		1		5		4		2		2		1		1		4		3

		149		43		Situation:   Employees handle phone calls from the press regarding contract issues without knowing how to respond.



Action:  Employee tells press informatin that is used against the government and has negative replications.



Outcome:  Employee is repr		2		1		13		5		1		1		1		1		1		1		1		3		1		5		1		5		1		1		1		1		1		1		1		5		1		1		1		1		1		1		1

		150		44		A requirement came in for lab equipment.  The requirement stated that the equipment shall be of analog capabilities.  Several companies on FSS, and CO solicitated quotes from 5 of the 27 vendors.  Quotes were received and evaluated.  The evaluation team s		2		2		1		5		4		5		2		5		2		5		1		5		2		5		1		4		2		5		1		4		2		4		4		4		4		1		1		1		1		5		2

		151		44		During a critical incident a need was defined to have the Corp of Engineers to "shore" up one side of a building to try and rescue individuals.  A letter contract was issued, but the amount of the service was over the Contract Specialist's warrant.  The s		2		2		13		1		1		4		1		5		5		5		5		5		4		4		5		5		5		3		2		5		1		1		1		5		5		3		2		5		4		1		1

		152		43		Situation: A Contract Specialist was developing a Solicitation to request proposals.  She was told to avoid setting aside any special item numbers (SIN) for small business because it would limit competition to and decrease offer quality.  



 Action: The		2		1		4		5		5		5		3		5		1		5		3		5		1		5		1		5		5		5		5		1		1		1		1		5		1		5		1		1		1		1		1

		153		43		Situation: Contract Specialist negotiates a contract without any prior training or knowledge of negotiation techniques and requirements.



 Action: The contract is awarded with unfair and unreasonable pricing, terms and conditions.  



 Outcome: The age		2		1		8		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		1		1		1		1

		154		44		The Academy need additional Security Guards.  The COTR and CO worked together to define the requirements.  The solicitation was set-aside for Small Business concerns.  A pre-proposal conference was held to show the offerors the Academy, and several propos		1		3		13		5		4		5		5		5		5		1		1		1		1		5		5		1		1		2		3		5		5		5		5		5		5		3		3		5		4		5		5

		155		43		Situation: Entry level Contract Speicialist is given a heavy work load of offers just recieved from a Request for Proposals (RFP/Solicitation) to peform reviewing, negotiating, awarding and administering contracts without any prior knowledge or training i		2		1		9		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		3		1

		156		44		One of the Field Divisions was in the getting ready to move from one building to their brand new building.  The GSA was the lead agency on constructing the new building.  But, when it came time to contact the movers, GSA dropped the ball on contracting wi		1		3		11		5		4		4		3		4		3		5		5		3		4		4		4		5		4		3		3		5		5		5		5		5		5		4		4		5		5		5		2

		157		43		Situation:  A soliciation is created to procure for commercial calculators under a new schdule called X.  The procurement can be supplied by both large and small businesses.  



Action:  There are different types of calcualtors under Schedule X so 10 Ite		1		1		4		5		5		5		5		5		5		5		3		5		5		5		5		5		5		1		1		5		5		5		5		5		5		5		5		1		1		1		1

		158		44		There is a continuing need for Antenna sites.  Usually a lease is signed for three to five years.  However a new Contracting Officer (not very well experienced) came in and decided to make changes to the leases.  This was fine, except one lease was never		2		2		3		5		5		5		1		5		1		5		2		2		1		5		1		5		2		5		1		5		1		5		1		5		5		5		3		5		3		2		1

		159		43		Situation:   A new contract specialist has just been hired.  He will be required to create solicitations, evaluate offers, negotiate and award contracts on a daily basis.



Action:  The manager is sending the new employee to training everyday for the fir		1		1		9		5		5		1		1		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5

		160		44		After an incident the AUSA telephone the Agency requesting assistance in recovering evidence.  The Commander-in-Charge contacted the DoD dive team and submitted a letter-of-intent to bring them in on the mission.  Several months later the Contracting Offi		2		2		1		1		1		5		5		5		1		5		5		1		1		5		5		5		5		1		1		5		1		5		5		5		1		5		1		5		1		5		5

		161		43		Situation:  A new Contract Specialist has just finished one year of training and support from a coach and will be neogotiating a contract for the first time alone.



Action:  The Contract Specialist will use the skills she has learned over the last year		1		1		9		5		5		5		4		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1

		162		44		Vehicles were needed for the Team.  Since GSA is the mandatory Agency for purchasing vehicles our Agency began working with GSA to purchase three, 350 Ford, 15 passenger vans.  These vans had to be "deisel," since they would be used OCONUS.  This was an u		2		2		3		5		5		5		5		5		5		4		4		3		5		5		5		5		5		5		5		5		5		5		5		2		2		5		5		4		4		5		5

		163		40		SITUATION: A high level agency official called the contract specialist and told him to order an item that was prohibited under the Buy American Act.   





ACTION:  The contract specialist explained that the item could not be purchased due to limitations		1		1		2		3		2		3		3		4		4		5		4		4		4		4		4		4		4		3		4		2		1		3		4		1		1		1		1		1		1		1		1

		164		44		A need was identified to purchase widgets.  The procurement process was followed to the extend, with a formal source selection performed.  The award was made for the widgets.  However, someone in company decided to change the process of manufacturing the		2		2		13		2		4		5		1		5		1		5		4		5		1		5		1		5		1		5		1		5		1		5		4		5		1		5		1		5		3		5		1

		165		45		A new contract specialist was assigned a requisition to purchase Network Servers for the Chief Information Office (CIO).  A detailed description of the requirement was not provided with the requisition.



The contract specialist issued a Request for Quot		2		2		2		4		1		4		1		3		1		4		1		2		1		2		1		5		1		2		1		2		1		5		1		1		1		1		1		1		1		1		1

		166		46		Situation:  A customer had a requirement for SETA support.  Previous support (over the past 18 years) had been rendered by a large business concern, and the customer was reluctant to consider the participation of small business concerns.  In fact, the cus		1		3		3		5		5		5		5		5		5		3		3		1		1		3		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		167		47		Situation:  Program Manager requested the issuance of a RFI to find out what firms existed in the specialized area.  After the RFI was completed the Program Manager wanted a contract written to the most knowledgeable Contractor.  The Contracting Officer e		1		3		1		5		1		4		1		5		2		1		1		1		1		1		1		3		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		168		45		A contract specialist, working on a sole source non-commercial requirement, was required to analyze the vendor's cost proposal, develop a negotiation position, and conduct negotiations.



The contract specialist presented their cost position to the vendo		2		1		8		1		1		1		1		1		1		2		1		5		4		2		1		1		1		5		2		1		1		2		1		1		1		1		1		1		1		1		1

		169		47		Situation:  Requestor indicates that the equipment they want to buy they can't afford, however they can lease the equipment for a much lower cost and eventually buy the equipment.



Action:  The RFQ issued with a lease rate and a buyout at the end of the		2		2		1		5		3		5		2		3		2		2		2		1		1		4		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		170		46		Situation:  An offeror submitted a proposal to the Government after the deadline had passed for receipt of (timely) proposals.  He was one of 21 firms submitting proposals, all of whom were 8(a) program participants.

The Source Selection Authority, not u		1		3		7		1		1		1		1		3		3		1		1		5		5		1		1		1		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		171		45		A graduating 8(a) firm would not be able to recompete on a follow-on contract, but it was very important to the program office that the transition be seemless and that knowledgeable and experienced incumbent personnel remain on the contract.  The est. val		1		3		6		4		5		4		4		4		5		4		5		3		3		4		4		5		5		3		3		4		5		5		5		2		2		1		1		3		4		1		1

		172		47		Situation:  Contractor submits an invoice after the first month of work for a fixed-price task order.  The company is a large business.



Action:  The company is notified that they can't be paid until the work is completed and there are no allowances in		1		3		12		1		1		1		1		1		1		1		1		1		1		2		2		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1

		173		46		Situation:  As part of its proposal for a time-and-materials task order, the contractor proposed to have the Government pay for parking costs of contractor employees.  

Action:  The Contracting Officer informed the contractor, a small business, that park		1		2		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1

		174		47		Situation:  Prenegotiaion objectives were established by the Contract Specialist on  the procurement and the technical personnel tried to get the Contract Specialist to change the objectives. 



Action:  The Contract Specialist notified the Contracting O		1		2		8		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1

		175		45		A contract specialist issued a RFQ for IT equipment to several vendors and issued a purchase order to a vendor for IT equipment.  The vendor who received the order proposed a price alot lower than the other bidders.  30 days later, the vendor delivered th		2		3		7		3		2		3		2		1		1		2		2		5		1		1		1		4		1		5		5		1		1		3		1		3		1		1		1		1		1		1		1

		176		46		Situation:  A small business contractor had been awarded a firm fixed-price contract to provide various equipments (priced as a single lot) for a special purpose facility.  During performance, the COR pointed out to the contractor that some of the equipme		2		2		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		1		1		1		1		5		1		1		1		5		1		1		1

		177		45		A contract specialist issued a RFQ to several GSA vendors for some IT equipment.  The lowest bid came from a company who proposed an open market price, not a GSA Schedule price.



The contract specialist did not award the order based on the open market p		2		1		3		2		3		3		4		5		2		1		1		4		3		4		2		5		3		4		2		3		3		2		1		1		1		1		1		1		1		1		1

		178		47		Situation:  Source Selection Evaluations are being completed and technical personnel are documenting each firm in the areas evaluated.  The firms are numerically scored and upon notification of the winning proposal the firms not winning request a debriefi		1		2		9		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1

		179		46		Situation:  An agency had awarded a purchase order to a small business for commercial source selection tool support.  After award of this purchase order the small business was acquired by a large business.   The large business was one of the firms submitt		1		3		8		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1

		180		47		Situation:  Exercise of an Option Year-.



Action:  The Contracting Officer notifies the technical personnel that the base year is about to expire and written notification is required if they would like to exercise the option year.  The Contractor is not		1		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1

		181		46		Situation:  After contract award, a contractor asked for permission to replace one of its originally-proposed Key Personnel.  Per contract requirements, the substitute had to meet contract criteria, and be shown to be as good or better than the individual		1		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1

		182		45		The agency has a requirement for testing services.  In the past, the tests were in writing and graded by OPM.  The program office wanted an off-the-shelf computer-based testing tool but was not sure if there was such a product that was commercially availa		1		3		1		4		4		5		5		4		5		3		3		1		1		2		2		4		5		2		3		1		1		1		1		1		1		1		1		1		1		2		1

		183		47		Situation:  During evaluations of proposals the technical team wants to grade the firms against a different criteria that was not included in the evaluation criteria.  The team feels that their initial criteria is appropriate



Action:  The Contract Spec		1		2		8		1		1		2		1		1		1		4		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		184		45		The agency has a contract for health unit services with a firm level of effort requirement to make sure that the health unit has proper coverage.  On many instances, the health unit is short a nurse and the contractor has not been providing a replacement.		1		3		12		1		1		2		3		1		1		2		2		1		1		3		2		1		1		3		3		1		1		3		4		5		5		4		4		3		3		1		1

		185		45		The contract specialist was assigned a requirement where the contractor would be working on-site and would be provided Government furnished workspace and equipment to perform the job.  



The contract specialist included a provision for a pre-proposal co		1		3		6		2		2		2		3		2		3		2		3		2		2		2		3		5		5		1		1		1		1		1		1		1		1		1		1		2		1		1		1

		186		45		The contract specialist was assigned a requirement where the contractor would be working on-site and would be provided Government furnished workspace and equipment to perform the job.  



The contract specialist included a provision for a pre-proposal co		1		3		6		2		2		2		3		2		3		2		3		2		2		2		3		5		5		1		1		1		1		1		1		1		1		1		1		2		1		1		1

		187		39		Situation:  Contracting Officer (CO) received a 2237, request for a construction project.  The 2237 gave an estimated price of $150,000.  Contract was negotiated with an 8A vendor and final agreed prices came in at $234,000.  



Action:  Contracting Offi		2		1		9		3		2		1		1		4		4		1		1		1		1		1		1		1		1		1		1		1		1		5		1		1		1		2		1		1		1		1		1

		188		50		A bureau had a requirement to construct a state-of-the-art advanced measurement laboratory (one-of-a-kind in the world) with limited funding which was allocated 4 years prior.  Advanced procurement planning and early involvement by the stakeholders were c		1		4		2		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		2		1		1

		189				A bureau had a requirement for a $100 million five-year program for high tech IT services.  The existing contract is awarded to a large business.  The bureau made a difficult decision to unbundle the contract and set-aside part of it for small business.		1		4		1		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		3		4		1		1

		190		51		Situation/Action:  On an IFB- Sealed Bid Competetive  Acquisition the Contracting Officer (by mistake) neglected to insert the 10% required by Department of Commerce for a required FAR Clause. (52-219-23).  The clause was included however, the percentage		2		2		5		1		1		1		1		1		1		1		1		5		5		3		2		5		4		1		1		5		5		1		1		1		1		1		1		1		1		1		1

		191				Situation:  A solicitation was issued for a competitive Request for Proposal Service acquisition.  A bid opening was conducted resulting in one Offeror.  After the bid opening was conducted the Customer/end user submitted a memorandum to the Contracting O		1		2		6		1		1		1		1		1		1		5		4		1		1		1		1		5		4		4		4		1		1		1		1		1		1		1		1		1		1		1		1

		192				Situation/Action:  A competitive Request for Proposal was issued for a Service Acquisition which included a one-year base and four one-year option periods.  The Contracting Officer received two offerors.  As a result, evaluations were conducted and contra		1		2		14		1		1		4		4		3		3		3		3		1		1		3		3		5		5		5		4		4		4		4		4		5		5		1		1		1		1		5		5

		193				Situation/Action:  The Contracting Officer advertised and awarded a competitive Request for Quotation Commercial Item Requirement for Solid Waste Disposal in the Denver Colorado Area.  This acquisition included a one-year base and four one-year option yea		1		2		14		1		1		3		4		3		3		3		3		1		1		3		3		4		4		3		3		5		5		3		3		4		4		1		1		1		1		5		5

		194		52		Situation:  An Air Force Contracting Officer authorized its contractor access to Federal Government contract prices in the performance of its contract.  The contract was a fixed-price contract and the contractor was required to provide over 1,500 medical/		2		2		4		5		1		1		1		2		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		3		1		5		1		5		1		2		1

		195				Situation:  Awarded a Firm-Fixed Unit Price A/E Task Order Contract for Environmental Services with a one-year and four one-year option periods.  



Action:  A Standard Form 30, modification for option year one was executed.  However, prior to exercising		1		2		10		1		1		1		1		1		1		1		1		1		1		4		4		5		5		3		3		3		4		5		5		1		1		1		1		4		4		4		4

		196				Situation/Action:  The Contracting Officer advertised Invitation for Bid for a Construction Acquisition for Abatement work in the Englewood Colorado area.  This requirement was for construction work in Federal Prison Inmate Housing Unit.  The type of cont		1		2		7		1		1		1		1		1		1		1		1		5		5		3		3		5		5		1		1		4		4		1		1		1		1		1		1		1		1		3		3

		197				About three years ago, the department saw a need for a government wide agency contract (GWAC) for IT solutions set-aside for small businesses.  Most, if not all, of the existing GWACs were awarded to other than small firms.



Taking into consideration th		1		3		1		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		3		3

		198				Situation:  Offer was excluded from the competitive range in a best-value acquisition.  Excluded offer was not one of the highest rated and there was no reasonable expectation that offer would receive an award. Exclusion was made in accordance with solici		1		2		8		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		199				Situation:  A request was made by management for the disclosure of prices received in a best-value procurement prior to award.  Contracting Officer queried management on the reason for their request.  Management wanted to announce the prices offered to ac		1		2		7		2		1		2		1		2		1		2		1		5		5		2		1		2		1		5		5		5		5		2		1		2		1		2		1		2		1		2		1

		200		53		Situation:  Contract was awarded to process records of approved student visas.  The contractor was responsible for notifying the school that a student visa was approved.

Action:  The contract was written to require the contractor to wait 6 months after r		2		3		9		1		1		1		1		1		1		5		1		5		1		1		1		5		1		5		1		5		1		5		5		5		5		1		1		1		1		1		1

		201				Situation:  The contracting officer included in the solicitation specific language allowing the purchase of open market items along with contracted items.  



Action:  Contracting officer's actions discouraged the successful contractor from focusing on p		2		2		1		5		2		5		2		3		1		4		2		5		4		4		2		5		3		5		2		5		3		5		2		2		1		2		1		2		1		2		1

		202		53		Situation:  A multi-million dollar non-competitive 8(a) award to a Native American firm was finishing its 5-year timeframe.  The data entry service was a continuing requirement. 

Action:  A contracting officer awarded the next 5 years to a large business		2		3		3		3		3		5		3		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		203		53		Situation:  The contract specialists did not have time to perform contract closeout.  The backlog grew each year as the closed awards were place aside while the staff kept busy with the planned and current awards.

Action:  The new Director of Procurement		1		4		14		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		5		4		5		5		5

		204				Situation:  Contracting Officer requested the submission of bid samples for the acquisition of commercial items to ensure product #s identified by bidders in the solicitation corresponded to the items being offered.  Solicitation did not list the characte		2		2		5		3		2		5		1		5		1		5		1		4		2		3		2		5		2		4		2		2		1		2		1		2		1		2		1		2		1		1		1

		205		53		Situation:  Procurement customers did not understand their roles and responsibilities in the acquisition process.  The terms confused them, and they were not able to contruct usable statements of work.  As a result, contract specialists spent extra time w		1		4		1		5		5		5		5		5		5		3		3		1		1		1		1		1		1		1		1		1		1		1		1		5		5		5		5		5		5		1		1

		206				Situation:  Contracting officer processed procurement requests sent by Inventory Management as emergency buys to avoid out of stock situations.



Action: Limited forecasting skills inhibited inventory managers from performing good planning resulting in o		2		2		1		5		1		5		1		5		1		5		1		3		1		5		1		5		1		3		1		3		1		3		1		2		1		3		1		2		1		1		1

		207		53		Situation:  COTRs were not performing as expected.  They were signing off on invoices without checking the details.  They were not keeping the contracting officers informed about contractor performance problems.

Action:  The Information Technology Branch		1		4		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		5		5		5		5		5		5

		208		53		Situation:  A customer who had never interacted with the Procurement Division came in person to request a simplified acquisition.  He had not been briefed on the process by his office.

Action:  The contracting officer in charge of simplified acquisition		2		3		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		209				Situation:  Contracting officer appropriately rejected the inclusion of additional requirements to an existing requirements contract with a base plus 4-one year renewable options.  Additional requirements would have doubled the estimated dollar value of t		1		2		3		5		5		5		5		5		5		4		4		2		2		4		4		3		4		2		2		2		2		2		1		1		1		1		1		1		1		1		1

		210				Situation:  Contractor claimed a mistake in bid on a negotiated contract awarded two months earlier.  All offerors had the opportunity to address any price revisions during final proposal revisions.  The awarded contractor made no changes to its prices an		1		2		9		2		1		3		4		4		4		2		2		5		5		2		1		2		5		5		5		5		5		5		5		5		5		3		3		2		1		1		1

		211		53		Situation:  Employees started to advise vendors who contacted the agency to market products or services to submit unsolicited proposals.  The unsolicited proposal point of contact received large numbers of marketing packages that were called unsolicited p		1		4		1		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		212		53		Situation:  Requiring offices has recurring needs that were all started from scratch each time a need arrived.

Action:  The General Contracts Branch Chief accumulated information from the requiring offices on their needs for the future and held a Blanket		1		4		1		5		5		5		5		5		5		5		5		1		1		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1

		213		53		Situation:  Each requiring office and each contract specialist was conducting their own market research.  In the process, they collected vendor capapability statements that were kept in private files.

Action:  The General Contracts Branch Chief created a		1		3		3		1		5		5		5		5		5		3		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		214		50		A bureau had a requirement for audit services.  A market survey was not conducted to determine if there were at least two responsible small businesses that would offer the services and award would be made at fair market prices.(FAR 19.502-2(b)).

The proc		2		3		3		5		2		5		2		5		4		5		5		5		2		5		2		5		1		5		2		5		3		5		2		5		4		5		5		1		1		1		1

		215		54		Situation: A contractor that had 11 contracts at various Embassies around the world for guard service announced to the headquarters acquisition policy and review office that it might go bankrupt.  

Action: The desk officer for each affected Embassy (GS-1		1		3		14		5		5		5		5		1		1		5		5		4		4		4		4		5		5		5		5		5		5		5		4		5		5		3		3		1		1		5		5

		216		54		Situation: A Contracting Officer at an American Embassy overseas issued a solicitation that did not include the FAR provision requiring proposals to be submitted in English.  Proposals were received in both French and English.

Action: The Contracting Off		2		3		5		2		1		4		1		5		1		1		1		1		1		1		1		4		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1

		217		54		Situation: A Contracting Officer determined three proposals to be in the competitive range.  During negotiations, it became clear that 2 of the 3 could not perform the work and did not understand it. 

Action: The Contracting Officer made a second competi		1		3		8		1		1		1		1		1		1		1		1		5		5		4		4		5		5		5		5		5		5		4		4		1		1		1		1		1		1		1		1

		218		54		Situation: A contractor submitted a price adjustment request under the terms of an economic price adjustment in its contract for guard service.  The Contracting Officer responded, questioning some of the costs.  When the contractor could not reach agreeme		2		3		13		1		1		4		1		1		1		1		1		1		1		5		1		5		2		5		1		1		1		1		1		5		1		5		2		4		2		1		1

		219		54		Situation: A contractor sent a letter to the Contracting Officer repudiating its contract, effective in 2 weeks. 

Action: The Contracting Officer issued an urgent solicitation to 2 firms, selected the firm that was best under the evaluation factors, and		1		3		14		1		1		5		5		1		1		1		1		4		4		1		1		4		4		4		4		5		5		4		4		1		1		1		1		1		1		5		5

		220		56		Situation:  An automated requisition for a server has a long list of specifications, but this is not part of the requisition since the automated application does not easily use attachments.  The specifications are sent separately by e-mail and are five se		2		3		8		1		1		4		2		3		2		4		1		5		1		1		1		5		1		2		1		2		2		5		1		1		1		1		1		1		1		3		2

		221		55		CS was assigned a small requirement to acquire the services of a specific company to develop a video which would be shown on PBS, per the company's connection with PBS.  CS questioned validity of requirement's sole source nature and decided to research in		1		1		3		4		4		5		5		5		5		4		4		1		1		2		1		2		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		222		55		CS received requirement to acquire services to support our Human Resources Dept. by designing and implementing a survey of child care needs.  CS did not recognize that the requirement could be fulfill by use of GSA MOBIS schedule, thus he synopsized the r		2		2		2		1		1		5		1		5		1		5		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		223		56		Situation: A requirement is recieved for a large server, the specifications are sent separately.  The server is available from several GSA schedule sources.

Action:  The Contrcting Officer puts together a RFQ and pastes the 2 page list of specifications		1		3		8		1		1		3		2		3		3		3		3		4		4		1		1		5		4		4		4		1		1		5		5		1		1		1		1		1		1		1		1

		224		55		CS inherited a requirement that had received 60 timely proposals.  3 proposals were untimely.  CS asked CO what to do.  Followed advice to read FAR and then ask additional questions, inform offerors of late proposals by quoting FAR and our delivery instru		1		1		7		1		1		1		1		1		1		1		1		5		5		1		1		4		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		225		58		Emergency procurement actions.



In the past, I encountered an urgent procurement action to rescue our agency. Usually, a normal contract modification takes several months to complete but due to the emergency situation, I worked 16 hours per day for 16 c		1		3		8		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1

		226		55		CS received a SAP requirement for consulting services deemed to be commercial.  CS researched MOBIS schedule, identified 5 firms and requested quotes.  Quotes were received from 3 firms, program evaluated quotes and recommended award to offeror providing		2		2		6		1		2		1		2		3		2		3		3		5		3		3		1		5		3		5		3		1		1		1		1		1		1		1		1		1		1		1		1

		227		57		Debriefing:  Contractor Officer (CO) made the decision to give detailed debriefings to 8(a)contractors who were competing for a software maintenance support requirement.  The CO presented each contactor who had requested an individual debriefing a detaile		1		3		9		3		4		2		4		4		5		3		4		5		5		3		4		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1

		228		55		CS handling an 8(a)sole source acquisition received the proposal for almost 3 times the IGCE and 8(a) sole source threshold.  CS immediately sought out CO to alert her and ask  "what do we do now"?  CS and CO immediately contacted program office to alert		1		1		8		5		4		5		2		5		3		1		1		5		5		4		4		5		5		5		5		3		3		1		1		1		1		1		1		1		1		1		1

		229		55		CS was tasked with exercising an option period to an existing contract.  CS prepared modification and Determination and Findings.  CS faxed mod (and D&F) to contractor after signature.  CS should not have faxed D&F, but did not ask CO.  Outcome is Contrac		2		1		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		3		1		1		1		1		1		1		1		1

		230		56		Situation:  There is a requirement for a large purchase, implementation and maintenance of a PBX system for a new site.  For compatibility with other equipment, the make/model of the hardware has been predetermined, but there are several resellers/install		1		3		1		5		5		5		5		5		5		5		5		4		4		5		5		5		5		3		3		1		1		5		5		5		5		3		3		2		2		1		1

		231				I participated in a hot project that must be completed by a certain date. Due to complexity and multipe tasks need to be achieved, I formuated a team that shares responsibiity of meeting the goal. The team consisted of 5 members and I chaired to monitor e		1		3		8		5		5		4		4		4		4		5		5		5		5		3		4		5		5		5		5		5		5		5		5		5		5		4		2		5		5		1		1

		232		55		CS administering task order contract receives request to issue new task order, but request does not include the required funding.  CS sends email to task order manager requesting that funding to support the task order be submitted.  Task order manager rep		1		1		1		4		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		3		3		1		1		1		1

		233				Acquisition Planning:  For all OMB budget submittals a business case is required and is submitted through an automated form called ITIPS.  One section of this form is for your agency to include an acquisition strategy.  A procurement analyst was requested		1		3		1		5		5		5		5		5		5		5		5		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		234		55		CS receives requirement to acquire web-casting service for a conference.  CS uses internet to research GSA schedules, identifies specific companies to contact and request quotes from.  CS's actions identified a company located close to location of confere		2		1		1		2		2		5		5		4		4		4		4		3		5		4		4		4		4		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		235				Debriefing:  Contractor Officer (CO) made the decision to give detailed debriefings to 8(a)contractors who were competing for a software maintenance support requirement.  The CO presented each contactor who had requested an individual debriefing a detaile		1		3		9		3		4		2		4		4		5		3		4		5		5		3		4		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1

		236				Situation:  Director's office wants Blackberries (handheld computers) and submits requirements (under $100K) with a quote from a reseller vendor from a multiple award contract.

Action: The CO gets requirements and e-mails back they need more information		1		3		8		1		1		4		4		5		5		5		5		3		3		3		3		5		5		2		2		4		4		4		4		1		1		1		1		1		1		1		1

		237		55		CS receives Statement of Work, IGCE for new work under existing contract.  CS reads SOW, makes marginal notes with questions to review with CO, same with IGCE.  After reviewing with CO, CS sends email to program with questions that need answering.  CS rec		1		1		10		4		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		3		1		1		1		1		1		1		1		1

		239				I observed a coworker shouting at the program managers and my boss due to the disagreement of the procurement action.  The P/R was assigned to my coworker but he simply put aside due to additional data required from the program office.  The program office		2		3		2		5		1		5		1		5		2		3		3		5		1		2		1		5		1		4		1		5		1		5		2		2		1		2		1		4		1		1		1

		240		57		Contract File Documentation:  Contracting officer (CO) delayed the award of a contract based on insufficcient documentation in the contract file to support a best value award decision.  When CO called the technical evaluation team and contract specialist		1		2		9		2		2		2		2		2		2		2		2		5		5		2		2		5		5		5		5		5		5		2		2		2		2		2		2		2		2		2		2

		247		57		Best Value Award:  A contracting officer (CO) made a best value award but did not base his award decision on the evaluation criteria set forth in the solicitation.  A contractor protested to the CO.  Contract performance was stopped and the CO had to reev		2		2		8		1		1		3		2		3		2		3		2		5		2		3		2		2		2		5		2		5		2		4		4		3		3		3		3		3		3		3		3

		248		57		Price Reasonableness Determination:  Contracting officer (CO) used previous contract action to determine price reasonableness.  However, in doing so the CO did not determine/verify how the price was determined reasonable on the previous contract.  Therefo		2		2		8		2		2		5		2		2		2		3		3		5		3		3		3		2		2		5		3		5		4		3		3		2		2		3		3		2		2		2		2

		249		57		Best Value Award:  A contracting officer (CO) made a best value award but did not base his award decision on the evaluation criteria set forth in the solicitation.  A contractor protested to the CO.  Contract performance was stopped and the CO had to reev		2		2		8		1		1		3		2		3		2		3		2		5		2		3		2		2		2		5		2		5		2		4		4		3		3		3		3		3		3		5		4

		250		57		Awarding a contract to a vendor not in Central Contractor Registery (CCR):  A contracting officer (CO) award a contract to a vendor not registered in CCR and did not obtain a waiver for this award to be made to a vendor not in CCR.  This resulted in the c		2		1		12		2		2		2		2		2		2		2		2		2		2		2		2		3		3		2		2		3		3		4		4		3		3		5		5		3		3		2		2

		251		57		Awarding a contract to a vendor not in Central Contractor Registery (CCR):  A contracting officer (CO) award a contract to a vendor not registered in CCR and did not obtain a waiver for this award to be made to a vendor not in CCR.  This resulted in the c		2		1		12		2		2		2		2		2		2		2		2		2		2		2		2		3		3		2		2		3		3		4		4		3		3		5		5		3		3		2		2

		253		62		Situation:

A contractor provided an unsolicited proposal to a COTR.  The unsolicited proposal was received and accepted by the agency.  The contract was written with the contractors proposal attached as part of the actual contract document.



Action:

T		2		2		9		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		3		4		1		5		1		1		1		1		1		1		1

		254		48		The Contracting Officer was conducting negotiations on an effort that was to be one line item of the option for operations and maintenance of a major system contract.  The discussions involved determining the metrics for a service level agreement (SLA) fo		2		3		8		4		2		5		1		5		1		5		1		5		1		5		2		5		2		5		1		5		1		5		1		5		1		5		1		3		2		1		1

		259		73		A contractor was unable to meet his payroll.  His employees were threatening to walk off the job.



The CO had the Contract Specialist issue a cure letter.



The contractor responed to the cure letter, informing the CO that he was filing for bankrupcy.		1		2		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		5		5		5		1		1		1		1		5		5

		260		74		Situation:  The contract specialist issued an RFP (Competitive) for guard services.  Received four responses, and awarded to the low price without any negotiations.  Section M Evaluation Factors described various technical factors for trade off, but was n		2		2		8		1		1		1		1		1		1		1		1		5		1		1		1		3		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1

		261		73		Agency requested guard services asap after 9-11 incident.



Co assigned contract to Contract Specialist.  8(a) contractor was requested.  Specilaist initiated required Contract Administration to meet agencies need.



Guard services were placed in the re		1		2		9		4		4		1		1		5		4		1		1		5		5		1		1		5		5		5		5		5		5		5		5		5		4		1		1		1		1		1		1

		262		73		Contractor called his congressmen, to complain about not getting paid by the agency.



The CO received a call from the agency head, a congressional was received.  The Contract Specialist was asked to look into the matter, to see if the contractors invoic		1		2		12		1		1		1		1		1		1		1		1		1		1		3		4		4		5		1		1		1		1		5		5		1		1		3		3		1		1		1		1

		263				Situation:  A purchase request was received in the office for Elevator Maintenance.  The SOW was not Performance Based at all.  The contracting specialist worked with the user to develop a PBS SOW and the solicitation was issued.



Action:  A team was fo		1		3		6		5		5		5		4		5		4		5		5		1		1		5		4		5		5		1		1		5		5		5		5		5		5		1		1		1		1		1		1

		264		73		Contract Specalist received call from agency, requesting armed guards ASAP.



Specialist contacted contractor, to see if this request could be accomplished within 8 weeks, allowing time for training contractor employees.  



Contractor was able to provi		1		1		2		2		2		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		5		1		1		1		1		1		1		1		1

		265				Situation:  A service contract was awarded with a Wage Determination incorporated into the contract.  Some time later the contractor submitted a CBA and requested an Equtable Adjustment.



Action:  The contract specialist prepared a SF98/98a and submitte		1		2		10		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		5		5		5		5		5		1		1		1		1		5		5		1		1

		266				Situation:  The contract specialist had to conduct a negotiation and did not know how to start.  They had attended several courses negotiation, cost analysis, and price analysis amoung them, but had never been called on to analysis costs, or negotiatiate.		2		2		8		1		1		1		1		1		1		1		1		5		4		1		1		5		5		5		4		5		4		1		1		1		1		1		1		5		4		1		1

		267		73		CO requested that a specialist do a market survey to find companies with the ability to create computers that would notify visitors where and how to reach people who work in the building.



The Contract Specialist did a market survey by telephone, arrang		1		2		2		3		2		5		3		3		3		3		3		4		4		2		3		5		5		5		5		5		5		5		5		3		3		1		1		5		4		1		1

		268				Situation:  A contract specialist was required to attend a Intermediate Pricing course then was assigned to a section that did not require them to perform any analysis of price.  They stayed in that section for some 15 years. Received high evaluation rati		2		2		2		5		1		5		3		5		3		5		3		5		2		5		2		5		4		5		1		5		2		5		3		5		2		5		2		5		2		5		3

		269		73		Contractor was having problems finding qualified employees, after award of contract.  The agency was quite upset that many of the contractor employees were not qualified to do the job.



A cure letter was issued, the contractor was not able to hire respo		2		2		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		5		1		1		1		1		1		1		4		3

		270		79		SITUATION:  Based upon a pre-award survey, a small business was found to be responsible to perform a portion of work for which they bid under an invitation for bid.  Only one contract line item was bid on.

ACTION:  The contracting officer awarded one-hal		2		3		9		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		3		1		1		1		1		1		1		1		1		1

		271		78		S:  The Contract Specialist (CS) sent a Statement of Work (SOW), along with the 1900-37 to the Office of Small and Disadvantaged Business Utilization (OSDBU) to review and concur with her recommendation for a full and open competition, as the previous con		1		3		4		5		4		5		4		5		5		5		4		3		4		1		1		5		5		3		4		1		1		4		4		1		1		1		1		1		1		1		1

		272		87		Situation:  While negotiating a high dollar value contract, with a Fortune 500 company, negotiations came to a stand still because the contractor refused to offer the Government most favored customer price on one particular item.  Action:  Negotiations ca		2		1		8		5		4		5		5		5		5		4		5		5		5		5		4		5		5		5		5		5		4		5		3		1		1		1		1		1		3		1		1

		273		76		S--A not for profit Contractor requested a letter of credit prior to award of a Blanket Purchase Agreement (BPA).



A--The Contracting Officer researched the Federal Acquisition Regulation (FAR) requirements for approval of a request for letter of credit		1		3		8		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		3		3		1		1		1		1		5		5		1		1		1		1

		274		87		Bid evaluation: Situation: A late offer was received, after the closing date, however, the Government was closed during a snow storm.  Action:  Legal advice was sought.  Outcome:  Bid was not accepted because it was not mailed 5 days in advance by certifi		1		1		7		4		4		1		1		5		5		5		5		1		1		1		1		5		5		1		1		5		5		5		5		3		3		1		1		1		1		1		1

		275		79		SITUATION:  A requirement was received for analysis of environmental samples.  Historically, the end user had pushed to have this defined as a supply based upon the data as the final product and unfortunately past contracts personnel had allowed it.

ACTI		1		1		5		1		1		2		2		2		2		4		4		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		276		78		S:  A contractor's performance had deteriorated significantly until the program office was so fed up they wanted to terminate and find a new contractor.

A:  The CS researched Termination for Default procedures in FAR, consulted with her managers, documen		1		3		14		2		3		3		3		3		2		4		4		4		4		3		3		5		5		4		4		1		1		3		3		5		5		2		2		1		1		5		5

		277		87		Situation:  Price Analysis was reviewed by contract review team.  It was noticed by the reviewer that the Pre-Award objectives did not line up with the data in the Price analysis.  Action:  The Contract Specialist was required to change the established ne		1		2		8		4		4		5		5		5		5		5		5		5		5		3		3		4		4		5		5		5		4		5		5		1		1		1		1		4		4		1		1

		278		86		Situation: A contractor asked a Contracting Officer what the cutoff date would be for communicating with Agency personnel other than the Contracting Officer.  

Action:The Contracting Officer gave the incorrect answer (didn't consult the FAR) which contra		2		3		6		1		1		5		1		5		1		1		1		1		1		5		1		5		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1

		279		76		S--The Request for Proposals (RFP) for laboratory services specified that offerors could submit proposals for 200, 400 or 800 samples.  Firm A submitted a proposal to perform the 800 sample requirement.  The Government made the determination that Firm A w		2		3		8		1		1		1		1		1		1		1		1		5		1		1		1		1		1		5		1		3		2		1		1		1		1		1		1		1		1		1		1

		280		78		S:  The Wireless telephone vendor's invoices for overage costs on monthly accounts were being returned by finance because of inadequate funding.  The program office did not realize that they were exceeding the monthly minutes, and therefore, they did not		1		1		12		1		1		2		2		1		1		3		3		2		2		3		3		4		4		2		2		1		1		3		3		3		3		4		4		4		4		1		1

		281		87		Situation:  The contractor was awarded a contract based on the Government receiving the most favored customer.  However, during the contract period it was revealed to the contract specialist that the contractor had given a better price to one of their oth		1		2		12		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		2		2		5		5		1		1

		282		79		SITUATION:  An Invitation for Bid stated that the Government estimated 11 contract awards would be made as a result of the solicitation.  The solicitation and all actions related to it, i.e., questions & answers were posted on the internet for bidders to		2		3		5		4		1		2		1		1		1		4		1		5		1		1		1		5		1		2		1		1		1		1		1		1		1		1		1		1		1		1		1

		283		76		S--The Agency awarded 2 contracts for bronze plaques.  During contract performance, the Government realized that Firm A could supply all of the plaques that were needed at a lower cost and higher quality than Firm B.



A--The Contracting Officer did not		1		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1

		284		78		S:  A Contracting Officer decided to change a formerly small business set-aside to an 8(a) sole source, because it would help meet agency goals, and allow the program office an opportunity to interview and select a quality contract, then negoitate a reaso		2		3		8		5		3		5		4		4		3		5		4		5		3		2		2		5		3		5		4		4		3		3		3		2		1		4		3		3		3		1		1

		285		79		SITUATION:  An animal care contract was about to enter its last year of performance.  For the past 15 years contracts supporting this effort were cost plus fixed fee.

ACTION:  Recognizing that this was a recurring service with ample performance history t		1		1		2		5		5		5		5		5		4		5		5		1		1		5		5		5		3		1		1		1		1		5		4		1		1		1		1		1		1		1		1

		286		86		Situation:  Program personnel were trying to meet the socio-Economic goals for that program office by placing an order with one of the contractors on the Federal Supply Schedule.  The COR working on market research talked to 3 different individuals at the		2		3		2		5		1		5		1		5		1		1		1		1		1		1		2		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		287		87		Situation:  Solicitation was prepared and publicized.  A pre-proposal conference was held.  During the pre-proposal conference it was revealed that the Government was not requesting the cost of the service, i.e.,personnel security identification, properly		1		2		6		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1		1		1		5		5		1		1		1		1		1		1		1		1

		288		76		S--The Government and the Contractor wanted to extend the period of performance of a Task Order.  The Government wanted to pay the Contractor the fixed rates that were in effect at the time the Task Order was issued and the Contractor wanted to be paid th		2		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1

		289		78		s:  A team of contracting officers was negotiating a series of similar regional contractors for which the same group of offerors had all proposed.  One offeror proposed a very unusual pricing scheme which the auditors and two of the three contracting offi		2		3		8		2		2		3		3		2		2		2		2		5		4		2		2		5		4		5		4		5		3		2		2		2		2		4		3		3		2		1		1

		290		79		SITUATION:  An offeror's technical proposal was determined to be totally deficient.  Considering himself to be highly qualified the offeror was enraged and threatening to protest.

ACTION:  The contract specialist conducted a debriefing in which she very		1		2		9		1		1		4		2		1		1		1		1		5		5		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1

		291		95		A small disadvantage business had a proposal in house to be evaluated.  Because the Contracting Specialist

working on the proposal had set up various appointments with the company and cancelled several of those appointments.  The next appointment to revi		2		2		7		4		1		4		1		5		1		3		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1

		292		101		Situation:  On a commmodities buy, the contract specialist ws to obtain 3 oral quotations prior to making an award.  

Action:  The contract specialist had to contact the three vendors 4 times because he id not obtain all of the required information with		2		1		6		2		1		2		2		3		2		2		2		2		1		4		1		4		1		1		1		1		1		4		1		1		1		1		1		1		1		1		1

		293		97		Situation: A difficult negotiation session was being conducted.  The parties had several significant differences.  The lead negotiator for the contractor engaged in a long (over half hour) diatribe on the unreasonableness of the Government's position.		1		3		8		1		1		1		1		1		1		2		2		2		2		5		5		4		5		5		5		3		2		3		4		1		1		1		1		1		1		1		1

		294		102		Situation:  Leading a Technical Evaluation Team on $1B procurement.  



Action:  Establish a timeline, a list of duties, and assigning team members by skill set to accomplish the evaluation.  



Outcome:  Coordinated timely TEB report with concensus for		1		3		8		4		4		1		1		1		1		1		1		5		5		4		5		5		5		5		5		2		2		4		4		1		1		1		1		1		1		1		1

		295		95		A proposal for a partial commercial item and how would that proposal be evaluated.  The Contracting Officer had to disassemble the item being offered and break down the cost versus the commercial price of the item.  The Contracting Officer was able to do		1		3		8		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5

		296		101		Situation:  The requiring activity wanted to go sole source to a favored vendor although the service was readily available from numerous other sources.

Action:  The contract specialist went only to that source for a quote.

Outcome:  The government ended		2		1		3		4		1		4		1		5		1		4		1		2		1		2		1		4		1		3		1		1		1		2		1		1		1		3		1		1		1		1		1

		297		102		Situation:  Leading a Technical Evaluation Team on $1B procurement.  



Action:  Did not establish a timeline, a list of duties, or assigning team members by skill set to accomplish the evaluation.  



Outcome:  Confusion, duplication of effort, evaluat		2		3		8		4		1		1		1		1		1		1		1		5		3		3		1		5		1		5		1		3		1		4		1		4		1		1		1		1		1		1		1

		298		95		The Contracting Officer has requested a preaward audit on a proposal.  The Company would not provide the information to the Federal Government in order for the Auditor to perform their analysis.  The Contracting Officer made the award with a stipualtion t		2		3		9		4		3		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1

		299		101		Situation:  The contract specialist conducted a labor interview on a construction project.  Upon review of the wage determination, the specialist noticed a discrepancy in the wages paid per the employee versus the wage determination.

Action:  The special		1		2		13		1		1		1		1		1		1		3		3		2		2		4		4		5		5		1		1		1		1		5		5		4		4		3		3		1		1		1		1

		300		97		Situation:  Contract specialist was conducting negotiations with hard-nosed contractor.  Accompanying the contract specialist was an engineer who was not well versed in contracting procedures or what was expected of him as the Government's technical repre		2		2		8		1		1		1		1		1		1		1		1		5		2		4		2		5		1		5		2		2		2		5		3		1		1		1		1		1		1		1		1

		301		95		The Contracting Officer determined a need to include IT services on contract.  The Contracting Officer reasearched the market place and analyzed how this item should be placed on contract.  The federal government is now buying billions of dollars of servi		1		3		6		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		4		5		5		5		5		5

		302		102		Situation:  Contracting Officer was assigned to administer a $200M ID/IQ commercial equipment contract.  The relationship among the C.O., COTR, contractor, Finance, and Receiving/Inventory control staff ranged from disgruntled to downright hostile.  



A		2		3		11		3		1		1		1		4		2		3		2		3		2		5		1		5		2		4		1		1		1		5		2		5		1		5		2		3		1		1		1

		303		101		Situation:  On the drawings for a removal of underground fuel storage tanks, a small area of contaminated soil had been identified as needing to be removed.

Action:  The contracting officer recommended testing of soil around all of the leaking undergroun		1		3		2		5		5		1		1		1		1		4		5		3		3		1		1		4		5		1		1		1		1		5		5		4		4		5		5		1		1		1		1

		304				Situation:  A contractor did not finish a building renovation within the contract performance period. 

Action:   In lieu of a cure notice, the contracting officer agreed to give the contractor one more week, at which time he was not finished, so the CO g		2		3		10		2		2		1		1		1		1		1		1		1		1		3		2		5		2		4		2		1		1		5		1		5		1		3		1		1		1		1		1

		305				The Contracting Officer received a modification to a contract.  The company wanted to add a new type of service.  A question was asked on the solicitation to

state that no one receives a better discount than offered.  The Company answered no however they		2		3		10		3		3		4		4		5		3		5		3		5		3		5		3		5		3		5		3		5		2		5		1		5		2		3		2		2		2		5		2

		306		102		Situation:  Contracting Officer was assigned to administer a $200M ID/IQ commercial equipment contract.  The relationship among the C.O., COTR, contractor, Finance, and Receiving/Inventory control staff ranged from disgruntled to downright hostile.  



A		1		3		11		4		5		1		1		4		5		4		5		2		2		4		5		5		5		4		5		1		1		4		5		5		5		4		5		1		2		1		2

		307				Situation:  A contractor did not complete the work within the performance period.  

Action:  The contracting officer discussed the situation with the contractor and agreed to a one-week extension for monetary consideration.  The CO also advised the contr		1		3		10		2		2		1		1		1		1		1		1		3		4		3		4		5		5		1		1		1		1		5		5		4		5		4		4		1		1		5		5

		308				A modification came in to add new labor categories to a contract.  The Contracting Officer requested information regarding sales.  After laborious negotiations the Contracting Officer realized that there were no sales for the labor categories and refused		2		4		8		3		4		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		3		1		5		1

		309				A modification came in to add new labor categories to a contract.  The Contracting Officer requested information regarding sales.  After laborious negotiations the Contracting Officer realized that there were no sales for the labor categories and refused		2		4		8		3		4		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		3		1		5		1

		310				Situation:  Contractor submitted a proposal for an increase in response to incorporation of a new Service Contract Act wage determination during exercise of an option.

Action:  Contracting officer requested payrolls for the previous six months, looked at		1		3		13		1		1		1		1		1		1		1		1		4		4		4		4		4		5		4		5		1		1		5		5		1		1		4		4		4		5		1		1

		311		102		Situation:  Fixed Price contract for IT services that include establishing a Disaster Recovery site.  During performance the contractor and the client realize the site needs to be "built out" to hold 10 vs. 5 staff.  The contractor proposes a contract mod		2		2		10		3		2		1		1		4		3		4		2		4		4		3		4		5		5		4		3		2		3		5		5		3		3		1		1		5		5		1		1

		312				A proposal came in and the Contracting Officer analyzed the offer.  The Contracting Officer did not award the items because they could not determine commerciality of such items.  Another Contracing Officer award the same items with a different company.  T		2		3		9		5		1		5		1		4		2		5		2		5		1		5		1		4		1		5		1		5		2		5		2		2		1		1		1		1		1		1		1

		313		97		Situation:  Government inspector had accepted material that did not meet the specifications.  The accepted material was unusable because its use would violate Federal environmental laws.  Program office wanted the contractor to replace the defective mater		2		1		11		1		1		1		1		1		1		1		1		1		1		3		2		4		3		4		2		1		1		5		3		5		1		2		1		1		1		1		1

		314		95		The contracting officer received a proposal.  The estimated sales was low.  Through negotiations the Contracting Officer determined a major sale was pending from this award and could negotiate based upon volume of sales.		1		3		8		4		3		4		3		4		5		4		5		5		4		4		5		4		5		4		4		4		4		4		4		1		1		1		1		1		1		1		1

		315				Situation:  Following a bid opening for washer/dryer maintenace, all five bidders were eliminated from the competition due to front-loading of bid, unbalanced bidding, non-responsiveness to bid, non-responsibility of bidder, and lack of procurement integr		1		2		7		3		4		3		3		1		1		3		3		4		4		1		1		4		4		1		1		5		4		4		5		1		1		3		3		1		1		1		1

		316		95		The Contracting Officer received a modifcation and did not completely review the information the modification was awarded at a high price.		2		3		10		3		2		5		3		4		2		4		3		4		3		5		3		5		2		5		2		5		2		3		2		3		2		2		2		2		1		1		1

		317		97		Situation:  Offeror submitted detailed cost or pricing data for the major components of a system but summary data on most of the secondary components. Offeror said the information was available upon request.



Action:  Price analyst asked the offeror to		2		2		8		1		1		1		1		3		1		3		1		4		2		1		1		4		2		5		2		3		1		4		3		1		1		1		1		1		1		1		1

		318		102		Situation:  The agency needs to buy access rights to a unique database maintained by a small company of 4 individuals.  The company has no approved accounting system, never done a government contract, no established indirect rates, and no idea what a prop		2		2		9		1		1		3		3		1		2		3		4		4		4		3		2		3		3		4		5		5		1		1		2		1		1		1		1		5		2		1		1

		319				Situation:  Employees (illegal immigrants) on federal construction site complained to the contracting officer that they had not been paid appropriate wages but stated they were scared of the employer.

Action:  Contracting officer reviewed certified payro		1		3		13		1		1		2		3		1		1		1		1		3		3		2		3		5		5		1		1		1		1		5		5		2		2		1		1		1		1		1		1

		320		95		The Contracting Officer did not read all the added terms and conditions within the proposal.  Made the award and the agency using the contract lost several

millions of dollars based upon a term that should of been negotiated.		2		3		8		5		2		4		2		4		4		4		2		4		1		5		1		5		1		5		1		3		1		2		3		2		1		2		1		1		1		1		1

		321		102		Situation:  Contracting Officer was assigned to figure out how to make an award to a small, not for profit company that owned and maintained a unique database.  The contractor had no approved accounting system, no knowledge of contracting (let alone govt		1		3		9		2		4		1		1		2		2		1		1		2		5		3		4		5		5		4		5		4		5		2		2		1		1		3		4		5		5		1		1

		322		95		The Contracting Officer received a modification to add labor categories to the contract.  The Contracting Officer through laborious negotiations found wout there were not sales for the labor categories and could not determine price reasonabless therefore		2		4		8		4		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		4		1		2		1		1		1		1		1		1		1		1		1

		323				Situtation:  On a time-and-materials contract, the contractor submitted an invoice for more than the not-to-exceed amount shown on the contract.  Contracting officer authorized payment of the not-to-exceed amount without establishing what work had been co		2		3		14		1		1		1		1		1		1		1		1		3		1		3		1		5		1		1		1		1		1		5		1		5		1		4		1		5		1		5		1

		324		102		Situation:  The contractor says the items were shipped.  The COTR says the items were not received and won't authorize payment.



Action:  The CO goes to the receiving dock and tracks down the items. 



Outcome: The COTR signed the receiving report.		1		3		11		1		2		1		2		1		2		1		2		1		2		5		5		3		5		5		5		1		1		4		5		3		5		4		5		1		1		3		5

		325		95		The Contracting Officer made an award to the company because that person was afaird of their supervisor who wanted an award made and knew they would not be held responsible if the award was made.		2		4		9		2		1		3		2		5		1		4		1		5		1		5		1		5		1		5		1		4		1		5		1		5		1		4		1		4		1		2		1

		326		95		The Contracting Officer made an award to the company because that person was afaird of their supervisor who wanted an award made and knew they would not be held responsible if the award was made.		2		4		9		2		1		3		2		5		1		4		1		5		1		5		1		5		1		5		1		4		1		5		1		5		1		4		1		4		1		2		1

		327		97		Situation:  Program office wanted a sole source award.  Contracting officer agreed, prepared the necessary paperwork and submitted it to the Office of Small and Disadvantaged Business Utilization for review.  OSDBU small business specialist did not concur		1		2		3		3		2		5		4		3		3		2		1		1		1		1		1		5		4		1		1		1		1		5		4		1		1		1		1		1		1		1		1

		328		102		Situation:  An inventory shows serious discrepancies in IT equipment.  



Action:  The CO/COTR goes through the inventory discrepancies.  They realize the Receiving Personnel have property tagged individual components of PCs as separate accountable items		1		2		13		1		1		1		1		1		1		1		2		3		5		4		5		5		5		4		5		3		5		3		1		4		5		1		2		1		1		4		5

		330		97		Situation:  Government inspector and contractor were in disagreement about whether a sample of plastic tape to be used to mark off areas was the specified color.  The specified color was displayed on a color chip, but the plastic tape would appear to chan		1		2		11		1		1		1		1		1		1		5		4		5		5		1		1		5		5		5		5		1		1		5		5		2		2		1		1		1		1		1		1

		332				Situation:  Contractor was late delivering supplies.  Customer was anxious to get supplies by required delivery date.



Action:  Contracting officer got verbal assurances from the conractor that the supplies would be delivered "next week," so he took no		2		3		11		1		1		1		1		2		1		3		2		2		1		2		2		5		1		4		2		1		1		5		3		5		1		3		1		1		1		1		1

		333				Situation:  Politically-connected 8(a) contractor proposed grandiose plan that far-exceeded what was required by the Government.  The 8(a) contractor would not scale back its proposal, insisting that the Government provide the funding necessary to establi		1		3		8		1		1		1		1		1		1		2		2		3		4		4		4		5		5		5		5		5		5		5		4		1		1		1		1		4		3		1		1

		334		97		Situation:  Sole source contractor for a unique item not sold outside the Government was asked for cost or pricing data.  However, the contractor primarily produced commercial items, so it refused to submit cost or pricing data.  Its attitude was "if you		2		2		8		1		1		3		1		3		1		5		2		3		3		3		2		3		2		4		2		1		1		4		3		1		1		1		1		1		1		1		1

		335				Situation:  Contracting officer thought that there were two HUBZone small businesses that could do the work, but was unsure.  Also, he thought that there were two or more non-HUBZone small businesses that could do the work, but was unsure.  He did not wan		1		3		6		4		4		5		5		4		4		3		3		1		1		2		2		4		4		1		1		3		4		1		1		1		1		1		1		1		1		1		1

		336		110		A small business contractor, under contract for the manufacture and delivery of transmitters, was having a cash flow problem within their company.  The KO reviewed the situation to see if their was any monetary relief that she could provide during the cou		1		3		12		5		5		4		4		5		5		5		5		5		5		3		2		4		5		5		5		5		5		5		5		4		4		5		5		5		5		1		1

		337		113		Situation



Contract Officer gives assignment to Contract Specialist

to contact contractor about stop work order.



Action



CS leaves message for contractor to stop work, but does no follow-up with COTR regarding matter.



Outcome



COTR is extreme		2		1		13		1		1		3		1		5		1		5		2		1		1		5		1		5		2		5		1		1		1		5		2		5		1		1		1		1		1		1		1

		338		112		Situation: Senior manager held up procurement for 3 months due to misinterpretation of the Specific vs General appropriation law rule.

Action: Contracting officer wrote memo to Division Chief, giving her interpretation of the rule. Several meetings led t		2		4		2		2		1		1		1		2		1		1		1		3		2		5		1		5		1		5		1		4		2		5		2		4		2		5		1		4		1		1		1

		339		111		Small business contractor (KTOR) complained about lack of payment.  Indicated he would stop work and had called Congressman.  The KO checked issue thru the payment office. The contract had sent wrong account data for e-payment so 2 months of payments had		1		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		4		5		4		5		5		1		1		1		1

		340		109		SITUATION:  The day before the period of performance expired on a cost reimbursable contract the contractor related to the contract specialist that all funding on the contract had been expended and that they were only 30% complete.  ACTION:  The contract		2		2		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		4		2		5		1		1		1

		341		110		A seasoned KO was tasked with the administration of a soon to expire existing contract for a outside, difficult customer.  (The contract had previously been administered by another Division/Contract Specialist who did not successfully meet the customer's		1		3		2		5		5		5		5		4		4		5		5		3		2		5		5		5		5		5		5		4		4		5		5		1		1		1		1		1		1		1		1

		342		109		SITUATION:  End user requested additional upgrade services be added to a task order under Blanket Purchase Agreement that had expired six months prior.  ACTION:  Contract specialist prepared a modification to extend the period of performance and add fundi		2		3		10		1		1		2		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		4		2		1		1		1		1		1		1

		343		113		Situation



Contractor requests payment for additonal work performed on contract after discussion with COTR.  



Action 



Contracting Officer notified contractor of letter sent to contractor prior to perfomance of work.  The letter stated work outside		1		3		10		1		1		1		1		1		1		5		5		3		2		1		1		1		5		1		2		1		1		5		5		5		4		1		1		1		1		1		1

		344		112		Situation: Unauthorized use of software licenses by field offices. The Contractor submitted letter stating that the Coast Guard owed them $3 million as a result of the unauthorized use.    

Action:  The procurement was transferred from one contract speci		1		3		8		5		5		5		5		4		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		4		4		5		5		1		1

		345		114		Situation: Construction contractor upset and threating to pull employees from work site because of government delays in providing phased work site.  Contractor stated the Government was trying to run the contractor out of business.



Action:  Meeting was		1		2		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1

		346		110		A KO, administering a Military Interdepartmental Purchase Request (MIPR) with GSA for computer support services, noticed the GSA contractor was billing at a higher hourly rate than was authorized on the MIPR.  The KO withheld the hourly rate difference on		2		3		12		1		1		1		1		5		2		5		2		4		2		3		2		5		1		5		3		4		4		5		1		2		1		5		3		1		1		1		1

		347		111		Two Purchase Requests (PRs) were sent in by a program office using the same number, with similar Stamens of Work (SOW), but for widely different dollar values.  One PR was hand printed and submitted manually and a second one was submitted thru the officia		2		2		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		348		112		Situation: Contract Specialist held up an IT procurement for 2 months due to a lack of knowledge of the procurement process and leasing of IT hardware/software.

Action:  Procurement was transferred to another contract specialist to resolve and award acti		2		2		2		5		1		5		1		5		1		5		1		5		1		5		1		5		2		5		1		5		1		5		1		5		1		4		1		4		2		1		1

		349		109		SITUATION:  A Combined Sysnopsis/Solicitation was publicized for purchase the mailing systems.  The contract specialist received a call and letter from two contactors stating the solicitation was restrictive in its wording and only one company could possi		1		1		6		4		4		4		5		5		5		5		4		1		1		5		4		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		350		113		Contract Specialist is given assignment to follow-up with program office on requirements in the SOW. Program Office is upset with CS questions. Heated discussions and shifting blame e-mails are exchanged.



The CS calls the program office and begins an		2		2		4		5		1		1		1		1		1		4		2		1		1		5		1		5		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1

		351		110		A KO, who sites at a customer's offsite location once a week (this task is shared with another Division) received an email from the funds manager stating that funds for a certain procurement were now valid and could be awarded.  Since HQ provides multiple		2		3		10		1		1		1		1		1		1		1		1		1		1		5		1		5		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1

		352		109		SITUATION:  A Combined Sysnopsis/Solicitation was publicized for purchase the mailing systems.  The contract specialist received a call and letter from two contactors stating the solicitation was restrictive in its wording and only one company could possi		1		1		6		4		4		4		4		5		5		5		4		1		1		5		4		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		353		114		Situation:  Contract Specialist received new requirement for major renovations of a building.  Requiring activity wishes to award the contract by issuance of a Sealed Bid.  Contract Specialist identified a better contract and contractor could be obtained		1		2		4		5		5		1		1		1		1		1		1		5		5		2		2		5		1		5		5		5		5		5		5		5		5		3		2		1		1		5		5

		354		109		SITUATION:  Eleven proposals were received in response to full and open competition for computer servers and hardware.  The COTR evaluating the proposals notified the contracting specialist that none of the proposals were technically acceptable.  ACTION:		1		1		5		1		1		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		355		110		A contractor (KTR) was working on a major system ID/IQ contract that had 16 active task orders (24 overall).  He had spent approximately $18.9M over the course of 4 years trying to develop an information system.  Progress was extremely slow and fraught wi		1		3		14		1		1		5		5		4		5		1		5		1		1		5		5		5		5		5		5		1		1		5		5		5		5		1		1		5		5		5		5

		356		112		Situation: Contractor complained to a contract specialist that a discount was given to the Government and promp payment was not applied.

Action:  Contract specialist told contractor that he had to wait 30 days to be paid.

Outcome: Contract specialist wa		2		2		12		1		1		1		1		1		1		1		1		1		1		4		1		5		1		3		1		1		1		4		1		4		1		5		1		5		1		1		1

		357		109		SITUATION:  Evaluation of Proposals, in response to full and open competition, were conducted.  The COTR evaluating the proposals notified the contracting officer that none of the proposals were technically acceptable while refusing to evaluate all offero		2		3		8		1		1		1		1		1		1		5		1		5		1		1		1		5		1		5		1		5		1		1		1		1		1		1		1		1		1		1		1

		358		113		Subcontractor submits letter to Contracting Officer that prime contractor has not been paid the subcontractor's last two invoices after submitting progress reports. Subcontractor is frantic and looking for some assistance from the contracts shop on the is		1		2		10		1		1		1		1		5		3		5		5		1		3		5		2		5		5		4		5		1		1		5		5		5		1		1		1		1		1		1		1

		359		110		A COTR in a major systems project was not functioning as stipulated in her letter of appointment from her KO.  The Project Manager (the COTR's boss) decided to relieve her of this responsibility and conveyed this to the COTR.  The COTR sent an email to th		2		3		13		1		1		1		1		1		1		1		1		1		1		5		4		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		360		115		Situation:  Scientist requires info from market regarding new theory; interested in finding out whether instruments exist commercially to perform required science to prove/disprove theory

Action:  Contract Specialist works with scientist to develop Reque		1		1		2		5		4		5		5		3		4		5		5		3		3		4		4		5		4		3		3		1		1		5		4		1		1		1		1		1		1		1		1

		361		111		Situation &#8211; Incorrect documents approval level adversely impacting the procurement and  office operations.

Action - An Acquisition Plan was generated and approved for procurement at far too low a level.  As a result the source selection official wa		2		3		4		5		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		362		109		SITUATION:  During a time of agency transition a requirement for proposal plan was submitted.  Contract specialist solicited, received, evaluted and awarded a FFP task order.  Two days after award, word came down from the front office that they things wer		1		1		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1

		363				Contracting Officer has not finalized negotiated rates on a cost type contract. Division Chief has directed KO to closeout contract within 30 days. KO does not expect to have final negotiated rates for 30-60 days.



The contracting officer creates a memo		1		2		14		1		1		1		1		1		1		1		1		3		3		1		1		5		5		3		3		1		1		5		5		1		1		1		1		5		5		5		5

		364		111		Situation &#8211; In order to be more efficient, we decided to modify nation wide delivery order contracts to allow the field to place orders via credit card rather then have orders placed by a central office. 

Action -  The field instructions were modif		2		2		10		5		1		5		1		1		1		1		1		4		1		1		1		5		1		4		1		1		1		1		1		1		1		1		1		1		1		1		1

		365		111		Situation &#8211; The Agency needed to expand it very limited bomb/drug dog program quickly to meet a rapid shift in missions after Sept 11.  The customer wanted an expedited sole source for the contract in the last month of the fiscal year.

Action - the		1		3		1		5		5		5		5		5		5		5		5		4		5		3		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		366		112		Situation:  Contract Specialist had difficulty preparing weighted guidelines documentation for new award.

Action:  Contracting officer insturcted the contract specialist to prepare documentation without giving the new contract specialist guidance.

Outco		2		2		8		2		1		1		1		1		1		1		1		5		2		5		1		5		1		5		1		5		2		5		3		3		2		4		2		5		2		1		1

		367				Situation:  A junior Contract Specialist requested a Contracting Officer signature of a Contractor invoice.  

NOTE: Contracting Officer is a senior Contract Specialist.  The invoice was accepted and signed by the COTR, however the invoice did not include		1		2		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		3		2		5		5		3		3		5		1

		368		111		Situation &#8211; Contract Specialist working on a non-competitive 8a contract was negotiation with the contract before the SBA had been contacted.  The employee felt he was in the role of market research.

Action - The specialist was walked thru the regs		2		3		6		5		3		5		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		369				SITUATION:  Contract specialist received a call from contractor stating he had not been paid for two invoices and inquiring when payment would be made.  ACTION:  Contract speialist determined that due to the events of September 11th and, the subsequent An		1		1		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1

		370				The Government had the need for document scanning services, to be performed at the Government's site in West Virginia.  The project office provided all the necessary paperwork to the KO to facilitate the best value award.  The KO conducted informal market		1		3		9		1		1		5		5		1		1		5		5		3		4		4		4		5		5		3		4		5		5		5		5		3		4		1		1		1		1		1		1

		371		115		Situation:  New Contract for security serrvices needs to be signed; performqance is to start November 1.  There is no funding available as a result of the new Fiscal Year; NASA is operating under a continuing resolution.  COTR is unhappy with old contract		1		2		9		5		3		3		3		1		1		1		1		3		2		4		4		5		5		5		5		5		5		5		5		1		1		5		5		1		1		1		1

		372				Situation:  Contract Specialist was assigned a task of contract closeouts.  The contract specialist intimated that she did not know how to conduct contract closeouts.

Action:  Contracting Officer assigned contract specialist to a senior contract speciali		1		1		14		1		1		3		1		3		1		1		1		4		3		4		2		5		4		4		3		2		1		5		2		4		3		3		1		4		3		5		1

		373		111		The Office has a significant backlog of old contracts that require closeouts.  

In an effort to get the oldest out of the way, these actions were assigned to a new employee.  The employee was walked thru the process for cost close outs and undertook to c		1		1		14		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		5		5		4		5		5

		374				Employee is upset with Division Chief policy that changes individual's work schedule from having every other Friday off to an 8-hr (Mon-Fri)work schedule.

This action takes place in September of each year due to the end of the fiscal year requirement.		1		4		1		1		1		1		1		1		1		1		1		5		5		1		1		5		5		5		5		5		5		1		5		1		1		1		1		1		1		1		1

		375				Situation:  During construction, the contractor struck a CATV line and knocked the cable out for several buildings.  



Action: Contract Specialist and COTR responded to the construction site analyzed the situation and/or damages and determined the contr		1		2		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		3		5		5		4		2		1		1		4		2

		376				Situation: Contract Specialist encountered an irate COTR because the COTR had the impression that the contract specialist did not know what she was doing and the procurement would be delayed.

Action:  The contracting officer held a meeting with the COTR		1		3		8		5		5		5		5		5		5		5		4		5		5		5		5		5		5		5		5		5		5		5		5		5		4		4		4		5		4		3		1

		377		115		Situation:  COTR feels that the follow on competition should be open to all sources, and not limited to 8(a) sources as it had been in the past.  COTR cites financial stability as factor in requiring large company to be allowed to compete.  Small business		1		3		3		5		5		5		4		5		5		3		3		4		4		5		5		5		5		5		5		4		4		5		5		1		1		1		1		1		1		1		1

		378		110		A small business contractor, under contract to provide testing services onsite at a remote Government facility , submitted a monthly invoice.  Specifically stated on the invoice was a charge for 'lunch with the Project Officer'.  When the Project Officer		1		3		12		1		1		1		1		3		4		1		1		1		1		4		4		5		5		4		5		4		5		5		5		4		2		5		5		5		5		1		1

		379		111		At the end of the fiscal year, a customer wanted records scanned at an off-site location.  They presented a PR to place a task order on a contact.  In discussion of the requirements it was noted the the statement of work did not identify the fact the want		1		3		4		4		5		5		5		5		5		4		4		1		1		4		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		380		109		SITUATION:  Contract specialist received a requirement for a high priority short lead time IT service.  ACTION:  Contract specialist utilized the commercial streamlined acquisition process, solicited requesting oral proposals, evaluted and awarded the eff		1		3		6		1		1		1		1		4		4		5		5		1		1		4		3		5		5		5		5		5		5		5		4		5		4		5		1		5		3		5		1

		381		115		Situation:  CO needs to create a source selection presentation for the source selecting authority.  

Action:  CO collects all pertinent data generated by the source selection Board.  CO reviews information, and refines wording to develop bulleted informa		1		3		8		4		4		1		1		1		1		1		1		5		5		1		1		3		3		5		5		5		5		5		5		1		1		1		1		1		1		1		1

		382				Situation:  Mechanical Project Manager sent an e-mail to the Construction Contractor identifying a problem with newly installed HVAC system.  Construction contractor very upset threating to send letter to Government.  Conractor's Site Supervisor told the		1		2		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		5		5		3		2		1		1		5		3

		383		109		SITUATION:  Contract specialist received a purchase request and PWS for custodial services two weeks before the end of fiscal year, that the end user wanted to have awarded by end of the FY.  Their was already an incumbent providing the custodial services		1		1		3		1		1		5		4		5		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		384		111		A customer came in to complain that the contractor could not compelet the work assigned under a task order.  In conversations about the issue, it was determined that at the end of the Fiscal Year the customer had decided to move records off-site and have		2		3		2		5		2		5		4		1		1		5		1		5		1		5		1		5		1		5		1		5		1		1		1		5		1		5		1		1		1		1		1

		385				The contactor has discovered an typographical error in his bid price after submitting the bid package to the Government. The contractor requests permission to make the correction to his proposal.



The contracting officer reviews the proposal and agrees		2		2		6		3		2		5		2		5		2		5		1		5		1		5		1		5		1		2		1		5		1		5		1		2		1		1		1		1		1		1		1

		386		109		SITUATION:  Contract specialist received a requirement and SOW for a sole source IT effort to be issued to a 8a small business interest as a go through to a large business.  An offering letter was sent to the SBA.  The SBA replied back that the small busi		2		3		3		1		1		1		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		387		111		In the last week of the fiscal year a Customer needed immediate research on safety/detection devices due to concerns about possible loss of life.  The KO pulled up GSA schedules and information from web searches.  Upon determining the possible sources, th		1		3		3		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		388				Situation:  Proposals are due at 3 pm.  Solicitation identifies building where proposals are to be delivered, building where they are due is a secure facility, and no parking is available.  



Action:  Contract Specialist posted at the guard gate  where		2		2		7		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		3		1		1		1		1		1		1		1		1		1		1		1		1

		389		115		Situation:  Need to write up semi-annual performance evaluations report. Conduct Performance Evaulation Board meeting.  Identify available award fee pool.  

Action:  Contact all Task Area Monitors (TAMs) and COTR to request written submission of their ev		1		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1

		392		121		PROGRAM MANAGER (PM) SUBMITS PROCUREMENT REQUEST (PR) FOR SERVICES EFFORT THAT IS EXACT DUPLICATE OF PREVIOUS YEAR EFFORT.  CONTRACT SPECIALIST (CS) REQUESTS PM TO REVIEW REQUEST IN LIGHT OF CURRENT PERFORMANCE.  PM REFUSES. 



CS REVIEWS CURRENT EFFORT		1		2		2		3		2		3		2		1		1		3		4		5		5		1		1		4		4		3		4		1		1		5		5		4		4		1		1		1		1		1		1

		394		120		A military contracting officer with a limited warrant traveled to Africa to perform contracting to support a peacetime operation.  One of the contract actions was for a minor construction project to build a temporary mess hall.  The military officer was s		2		2		4		5		1		5		5		5		3		5		4		3		4		5		4		5		3		4		3		5		1		5		2		1		1		1		1		1		1		1		1

		395				A contract specialist synopsized in FEDBIZOPS a new IDIQ design contract using Architectural and Engineering (A-E) procedures.  The selection criteria included a requirement that the A-E firm shall have experience in designing DoD Schools in an overseas e		2		2		4		5		3		5		3		5		3		5		3		2		1		2		1		2		1		2		1		2		1		5		3		2		1		2		1		2		1		2		1

		396		132		SITUATION:  A customer/IPT lead has a requirement for a major upgrade to an aging missile system.    He would like to achieve competition for the design effort associated with the upgrade of this existing system.



ACTION:  The contracting officer assist		1		3		2		5		5		4		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		397				Contract Specialist received a new, urgent contract requirement from the project engineer.  As a result of heavy rains, the integrity of a wall was compromised and risked a government parking lot and buildings.  Working closely with the project engineer,		1		2		10		4		4		3		3		4		4		5		5		4		4		5		5		5		5		5		5		5		5		5		5		3		4		4		4		4		5		1		1

		398		132		SITUATION:  A design competition was successfully conducted and mutiple offers were received.  Before award, the program manager was informed of a budget cut that would significantly reduce production quantities of the system, once developed.



ACTION:		1		3		6		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		5		1		1		1

		399				A contract was solicited for a very large construction project overseas using best value contracting procedures.  The selection criteria included past performance as well as other technical factors.  Price was considered equivalent to past performance and		1		2		9		5		4		5		4		3		5		5		5		4		4		3		3		5		5		5		5		5		5		2		3		1		1		1		1		1		1		1		1

		400				A contract specialist was negotiating a very difficult delivery order for engineering services under an A-E contract.  The contract was firm, fixed-price, but the overhead and profit rates were not negotiated under the original contract as was customary.		1		3		8		4		4		5		4		1		1		1		1		5		4		4		4		5		3		5		4		5		5		5		4		2		2		2		1		5		5		1		1

		401				Significant delays were experienced under a construction contract.  Further, during construction, the roof of the structure failed inspection requiring a significant amount of rework and cost to the contractor.  The contract administrator worked very clos		1		2		10		1		1		1		1		1		1		1		1		1		1		3		3		5		5		1		1		1		1		5		4		5		5		5		5		5		5		5		4

		402				Offers were received under a best value source selection.  The evaluation criteria were numerous and required an extensive amount of analysis.  The contract specialist led the technical analysis with legal counsel assistance.  The contract specialist was		1		2		8		5		5		2		2		4		5		2		1		5		5		2		2		5		5		5		5		3		2		2		2		2		2		2		1		1		1		1		1

		413		123		Situation:  Cardholders buy goods and services to support an office's missions.  As part of that task, they must determine if it is appropriate to purchase items.



Action:  The cardholder purchased a luxury item (Coach Briefcase) instead of buying the m		2		1		1		3		1		4		3		5		1		5		3		4		1		1		3		4		2		4		1		5		4		5		2		1		1		5		1		3		2		2		2

		414		123		Situation:  The contracting office receives a continuous stream of requirements for Personal Digital Assistants (PDAs) and must determine the most effective means of meeting customer requirements.



Action:  The contracting office waits until they have r		2		2		1		5		3		5		3		5		2		5		5		4		4		3		3		5		2		4		4		5		2		3		3		2		3		4		4		3		2		2		1

		415		123		Situation:  There was a requirement for completion of many studies over several years, but no clear definition of exactly how many and the Goverbment wants to reduce its risk.



Action:  Contract specialist set up a contract with otions, each action was		1		2		2		5		5		5		5		5		5		5		4		5		5		5		4		5		4		4		4		4		4		5		5		3		3		4		4		2		2		1		1

		416				Situation:  There is a need to establish multiple award service contracts to support quick turn around requirments for systems changes.



Action:  Contracting officer awards contracts to over 100 sources because that is how many submited at least accepta		2		3		8		5		2		4		3		5		2		5		5		4		2		5		2		5		3		3		3		5		2		5		2		4		2		4		3		1		1		1		1

		417				Situation:  Contracting specialist must award task orders under a multiple award contract and determine which awardees should be requested to submit a proposal.



Action:  Conatrcing officer states thet have discretion to place the award on a sole source		2		3		3		5		1		3		3		5		1		4		4		4		2		5		1		5		2		3		3		5		1		5		4		3		2		3		3		3		2		1		1

		418		168		SITUATION:The contract specialist sent the required 60-day notice for exercising Option Year II of a contract to the contractor.  Unfortunately, the contractor received it on day 59.  The contractor then refused to accept the option period without negotia		1		1		10		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		419		168		SITUATION:  The contractor is in his third year of the contract.  He informs the contracting officer that he is losing money and cannot continue to perform if the third option year is exercised.

ACTION:  The Contracting Officer calls for an audit of the		1		2		10		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5

		420		168		SITUATION:  An 8(a) contractor is awarded a contract for a base year with two option years.

ACTION:  Sometime during the Option year II, the contracting officer unilaterally adds five additional option years via modification.  

OUTCOME: It was later det		2		2		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1

		421		168		SITUATION:  An Invitation for Bids is issued.  Bids are received from five bidders.  The low bidder is extremely lower than the other bidders and the government estimate.

ACTION:  The Contract specialist sends a letter to the lowe bidder to confirm his p		1		1		7		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1

		422		168		SITUATION:  Solicitation is issued to all contractors responding to the synopsis published in the Commerce Business Daily.  One potential bidder submits a letter stating that the specifications were to restrictive.

ACTION:  The Contracting Officer briefl		2		2		6		1		1		1		1		1		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		423		168		SITUATION:  Customer submits a late requirement for a sole source action for vital services.  They indicate that there must not be any break in service.

ACTION:  The contract specialist and customer meet and discuss all viable options for the procurement		1		1		2		5		5		3		3		3		3		1		1		1		1		3		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		424		168		SITUATION:  Solicitation is issued.  Bids are received.  Low bidder submits a letter to the contracting officer that he has made a mistake in his bid.

ACTION:  The Contracting Officer requests all original work papers from where the contractor recorded h		1		1		7		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		425		180		Situation:  Quotes had come in for commerical services, with price based on estimated number of hours multipled by hrly rate.  



Action: The CO re-did the math independently, and found gross errors.  The contractor was informed and asked whether the quo		1		1		8		1		1		1		1		1		1		1		1		4		4		4		4		5		5		4		4		1		1		1		1		1		1		5		5		5		5		1		1

		426		174		Situation: A contract specialist was soliciting information/quotes from three GSA Schedule contractors for a variety of supply items. Written quotes were telefaxed from the three GSA Schedule contractors for each of the supply items. Each GSA Schedule con		1		3		8		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		427		180		Situation:  Vendor X offered a special very low maintenance price on some, but not all CLINs.  The CLINs not given a discount were priced higher than market prices.  Vendor X was asked to lower all prices, and responded that the very low discount was all		1		1		3		1		1		5		5		5		5		5		5		5		5		3		3		5		5		4		4		4		4		4		4		1		1		5		5		1		1		1		1

		428		181		A purchase request has been submitted to the contract specialist to buy four line items.  Two of the line items are described on the first page of the purchase request and two line items are described on the second page of the purchase request.



The con		2		1		2		5		1		4		1		1		1		3		2		5		4		4		2		5		1		5		2		5		2		5		3		5		2		1		1		1		1		4		1

		429		181		A purchase request has been submitted to the contract specialist to buy four line items.  Two of the line items are described on the first page of the purchase request and two line items are described on the second page of the purchase request.



The con		2		1		2		5		1		4		1		1		1		3		2		5		4		4		2		5		1		5		2		5		2		5		3		5		2		1		1		1		1		4		1

		430		176		SITUATION: Due the Governments delay in have sites ready for installation of Video Teletraining systems, acceptance and, therefore, payment to the contractor was delayed. The contractor, who was an 8(a) firm, "threatened" to submit claims for interest.

A		1		3		12		3		1		1		1		3		1		1		1		1		1		1		1		3		4		3		4		1		1		1		1		4		4		5		5		4		4		1		1

		431		182		Situation:  Re:  Acquisition Planning.  A project officer phoned to say that he needed services of a contractor because he forgot to plan ahead for the coming year.

Action:  The project officer needed to obtain the necessary funding from his management.		2		3		1		5		1		5		1		5		1		5		1		1		1		5		1		5		1		1		1		1		1		1		1		1		1		5		1		5		1		1		1

		432		174		Situation: A competitive BPA for workstations was issued against a contractor's GSA Schedule contract. The BPA had guaranteed quantities valued at $24 million and the overall estimate of the BPA's value was $35 million. The next low GSA Schedule contracto		2		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		5		1		4		1		5		1		5		1

		433				Situation: The Agency was faced with an exigient acquisition for 30,000 workstations. There was a debate between the staff of the head of the Agency and the acquisition staff with regard to the most appropriate acquisition strategy. Although all parties a		1		3		3		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		434		182		Situation:  (Acquisition Planning) A project officer called to say that it was near the end of the fiscal year and he forgot to plan for some of the task that he needed to accomplish.

Action:  The contract specialist stated that there were other in-house		1		2		2		5		1		5		4		5		4		5		5		5		4		5		5		5		5		5		5		5		4		5		4		5		5		5		4		4		5		1		1

		435				Situation: A requirement to acquire software licenses on a noncompetitive basis had been approved by the Agency after completing all necessary pre-solicitation steps (e.g., sources sought synopsis, analysis of responses, public notice of intent to negotia		1		3		6		4		5		5		5		5		5		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		436		188		Situation:  The contracting office was not meeting its HBCU quota and had never awarded a contrat to an HBCU despite the fact that at least 5 HBCUs were located within a 100 mile radius of the contracting office.

Action:  The contract specialist decided		1		3		2		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		4		5		5		4		5		4		5		4		5

		438		188		Situation:  The contract specialist awarded the second of two awards for computer desks that were awarded about 6 months apart.  The first award had been delivered and the invoice paid. When the desk from the second order arrived....there was no keyboard		2		1		2		1		1		5		4		4		4		5		3		5		2		5		2		5		2		5		1		5		1		5		2		5		1		5		1		5		1		5		1

		440				Situation:  Site visit.  A site visit (preaward) was scheduled to view the work site for a new contract.  It was explained to the project officer prior to the site visit that he was not to speak or answer questions to any one individual contractor because		1		2		6		5		4		5		4		5		4		5		5		1		1		5		5		5		5		1		1		1		1		5		5		1		1		1		1		1		1		1		2

		441				Situation:  When a request for contract or purchase request is received and the amount is over $100,000, the contract specialist must refer the request to the Small and Disadvantaged Business Utilization Staff (SADBUS) to be reviewed for possible award to		1		1		3		5		5		5		5		5		5		5		5		1		1		1		1		5		5		5		4		1		1		5		5		3		3		3		3		1		1		1		1

		442				Situation:  Re:  Proposal Evaluation.  The contractor submits a proposal.  The technical evaluation team is assembled and uses the criteria set forth in the solicitation to evaluate the proposal.  The evaluation team faxes a questionnaire to the contracto		2		3		7		5		5		1		1		1		1		5		3		5		3		5		2		5		3		4		3		1		1		1		1		1		1		1		1		1		1		1		1

		443				Situation:  When a request for contract or purchase request is received and the amount is over $100,000, the contract specialist must refer the request to the Small and Disadvantaged Business Utilization Staff (SADBUS) to be reviewed for possible award to		1		1		3		5		5		5		5		5		5		5		5		1		1		1		1		5		5		5		4		1		1		5		5		3		3		3		3		1		1		1		1

		444				Situation:  Proposal evaluation:  The contractor submits a proposal.  The technical evaluation team is assembled and uses the criteria stated in the contract for the evaluation.  The technical evaluation team faxes a questionnaire to the contractor's refe		2		3		8		5		3		5		3		3		2		1		1		5		1		3		3		5		1		5		1		1		1		5		3		1		1		1		1		1		1		1		1

		445				Situation:  Contractor sends an invoice in for payment.

This is a construction contract and the invoice needs to be certified by both the contract specialist and the project officer.

Action:  The Finance Office submits the invoice to both the contract s		1		2		12		3		3		4		4		4		3		4		5		1		1		5		4		5		5		4		4		1		1		4		3		4		4		5		5		5		5		1		1

		446				Situation:  Price Analysis.  When proposals are received they are forwarded to the Audit Team in our Agency, the proposals are validated to assure that the contractor has input the correct totals for the requirement. 

Action:  The auditor submits a repor		1		2		8		3		3		3		3		4		3		4		4		4		4		4		4		4		3		4		4		1		1		4		4		1		1		4		4		4		4		1		1

		447				Situation:  Late Offers.  The contractor has to submit his proposal by 3 p.m. on the date set for receipt of proposals.

Action:  The contractor arrives at 3:02 p.m. stating that traffic was heavy.

Outcome:  The proposal is clocked in but not accepted.		1		1		7		3		3		3		3		3		3		3		3		1		1		3		3		5		5		3		3		3		3		5		5		2		3		1		1		1		1		1		1

		448				Situation: Mistake in offers.  A contractor called and stated that he had made a mistake in offer.  He wanted us to allow him to raise the price of the item after award.  The contractor could not prove conclusively that a mistake in bid was made.

Action:		1		1		7		3		3		3		3		3		3		3		3		5		5		5		5		3		3		5		5		5		5		5		5		1		5		3		3		3		3		1		1

		449				Situation:  Canceling Solicitations.  Contractor submitted a pre-award protest stating that the scope of work was ambiguous.  The project officer had stated in his scope of work that only a brand name item would operate with his machinery.

Action:  The p		2		1		6		5		3		5		1		5		1		5		2		1		1		1		1		3		3		1		1		1		1		4		2		1		1		1		1		1		1		3		1

		450				Situation:  Need for Bonds.  It is up to the contracting officer as to whether or not bonds (performance or payment bonds) are required for a requirement when the requirement is valued under $100,000.  

Action:  The contracting officer evaluates the requ		1		2		5		4		4		5		5		5		5		4		4		5		5		5		5		4		4		1		1		1		1		5		5		1		1		1		1		1		1		1		1

		451		191		1. Situation:  A contractor employee in the payments department sends several communications to the contract specialist citing outstanding invoices and requesting payment.  When payment is not immediately received, the employee of the contractor states th		1		3		12		1		1		1		1		1		1		1		1		1		1		3		3		1		1		1		1		4		4		3		2		1		1		1		1		5		5		1		1

		452				2. Situation:  The Agency has a critical need for workstations and has issued a Request to FSS schedule contractors that they provide the configuration off of their FSS schedule that they feel will satisfy the requirements of the SOW.  IAW regulations, a		1		3		4		4		4		5		5		5		5		5		5		1		1		4		4		3		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		453		194		Situation: A contract specialist had issued a BPA for up to 30,000 workstations against a particular contractor’s Authorized GSA Schedule Contract. The BPA was established competitively and resulted in savings of over $5 million when compared to the next		2		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		1		4		1		5		1		4		1		4		1		1		1

		454		194		Situation: The Agency approved a noncompetitive software acquisition after completing all necessary requirements of the FAR (e.g., sources sought synopsis, analysis of responses, public notice of intent to negotiate on a sole source basis, etc.). Because		1		3		3		4		5		5		5		5		5		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		455		194		Situation: A competitively awarded contract included (along with numerous other contract line item numbers) an item for a specific quantity of terminal emulation software licenses; however, support for the existing software product was being discontinued.		1		3		10		1		1		5		5		5		5		1		1		1		1		3		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		456		194		Situation: The Agency had an exigent acquisition for up to 30,000 workstations. Although all parties agreed that there was insufficient time for a fully competitive, open market acquisition, the Commissioner’s staff disagreed with the acquisition strategy		1		3		1		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		457		194		Situation: A team leader was given a file to review that was for the competitive acquisition of various items of IT supplies in accordance with the GSA Federal Supply Service (FSS) Schedule Program. Under this program, at least three Schedule contractors		1		3		8		1		1		1		1		1		1		1		1		4		5		1		1		1		1		5		5		4		5		1		1		1		1		1		1		1		1		1		1

		458		194		Situation: The Agency had processed the necessary documentation to designate a specific suite of software products developed by a large business as Agency standards. The contract specialist was given instructions to set up multiple, competitive BPAs using		2		3		1		4		2		5		2		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		459		194		Situation: A contract specialist had been assigned a multi-million dollar requirement to process on a competitive basis. Such an acquisition required a detailed contract file that was prepared in accordance with established Agency procedures. In today’s e		2		2		9		1		1		1		1		1		1		1		1		1		1		1		1		1		1		3		2		5		3		1		1		1		1		1		1		1		1		1		1

		460		183		Questins from prospective contractors were arriving about a solicitation's payment schedule.  The proposed contract was for over a million dollars and lasting 18 months.  The contractors were stating that they could not wait for 18 months before getting p		2		3		5		5		2		5		2		5		2		4		3		3		3		5		2		5		3		4		2		5		2		5		2		1		1		5		2		5		2		1		1

		461		194		Situation: The contracting officer was conducting a multi-million dollar, competitive acquisition for IT hardware, software and a variety of support services. The requirement was a complete replacement of the Agency’s IT infrastructure and offerors were p		1		3		8		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		462		183		A statement of work was written requesting a contractor to provide IT support services and a backup for the person providing the IT support services if the initial person happened to be sick or on leave.  The services were quite technical, requiring train		2		3		8		5		3		3		3		5		2		5		4		5		3		4		3		5		3		5		3		5		3		5		3		2		2		5		3		5		3		1		1

		463		183		Negotiations were quite lengthly in awarding a contract for IT services.  One offeror took many exceptions to the solicitation and requested additional terms and conititions.  While the other offeror's proposal did not seem to require the same amount of a		2		3		8		1		1		4		3		3		3		3		3		5		2		4		3		5		2		5		2		5		3		5		3		5		2		4		3		4		3		1		1

		464		183		A project officer called about a new requirement.  She needed help with her market research, specially what contractors would be capable of performing the required services.  It was anticpated that the award was going to be made on the GSA schedule.  The		2		3		2		5		1		5		1		2		2		2		2		5		2		2		2		5		2		3		1		1		1		1		1		1		1		1		1		1		1		1		1

		465		183		SSA has a requirement for IT training off the GSA schedule.  The project officer wanted to get the delivery order awarded as soon as possible.  As negotiations were progressing with the contractor, it was discovered that some of the training classes were		1		3		8		3		4		5		5		1		1		2		2		3		3		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1

		466		183		An IBM product was orders on GSA schedule from an IBM reseller. The product was received and installed on SSA's AS400s as planned.  The software was not working as expected.  Additional support from IBM was purchased, the software still did not work.  The		1		3		11		3		3		3		3		5		5		3		3		3		3		5		5		5		5		5		5		5		5		3		3		5		5		3		3		1		1		1		1

		467		183		An option to a contract was being exercised.   As requried by FAR, the prices in the option were being analyzed to determine price reasonableness.  The contract specialist requested back up pricing information from the contactor, but the contractor was re		1		3		10		1		1		3		3		1		1		5		5		3		3		5		5		5		5		4		4		3		3		3		3		4		4		3		4		5		5		1		1

		468		183		Software and software maintenance was being awarded on a GSA schedule.  The contractor wanted to add a Software License Agreement to the delivery order.  The contract specialist informed the contractor that the License Agreement was not being incorporated		1		3		8		3		3		5		5		5		5		3		3		3		3		5		5		5		5		5		5		5		5		3		3		2		2		2		2		2		2		1		1

		469		207		The contractor realised in performing the contract at multiple sites (commissaries) realised that the conditions were not as described in the solicitation statement, and that it was impossible to fulfill stmt. of work as written. The contractor tried unsu		2		3		2		3		1		5		1		1		1		1		1		2		1		1		1		5		1		1		1		1		1		5		1		5		1		4		1		3		1		3		1

		470				The commanding general insisted that the Army all have black berets by June 2001 (actual date - not sure) as an important morale initiative.  The actual time frame from the receipt of the request, which was considered urgent by the procuring activity, did		2		4		4		5		1		5		1		5		1		5		1		1		1		3		3		5		1		1		1		3		1		1		1		5		5		1		1		4		1		5		5

		471				The offeror, a woman-owned small business (WOSB), was eliminated on one of eight evaluations factors; the offeror was found to not be responsible because the offeror "did not have personnel with knowledgeable about the work required and therefore capable		2		3		8		1		1		1		1		5		1		4		2		1		1		1		1		3		1		3		1		5		1		1		1		1		1		1		1		1		1		1		1

		472				The small business came to the Office of Small and Disadvantaged Business Utilization, complaining that the SB personnel had helped a winning large business in the preparation of the successful offer, which included naming the SB in the subcontracting pla		2		3		8		3		2		1		1		5		1		5		1		3		1		4		1		5		1		3		1		5		1		5		1		1		1		1		1		5		1		3		1

		473		191		3. Situation:  A small business, who is supplying the product of a large business under a FSS BPA, advises the contract specialist that the large business has just informed them that they will no longer honor the price current being extended to the small		1		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		4		4		5		5

		474				The Army in Germany had a requirement for commercial buses, to take the children of American soldiers and civilians to American schools in the area.  This was a reoccurring requirement.  The Army had not been happy with the performance of the current bus		1		4		2		5		5		4		4		4		5		5		4		2		1		5		2		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1

		475		191		1. Situation:  Program office requires contractor services for software support with Microsoft software programs.  The program office wants to award a sole-source contract to Microsoft Corporation for these support requirements and prepares a Justificatio		1		3		2		3		2		5		5		5		5		5		5		1		1		3		2		3		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		476		191		5. Situation:  The Agency needed a way to quickly obtain workstations so that they could "refresh" existing technology on a flow basis.  They also wanted to be able to obtain consistency in the configuration and to be able to order as money became availab		1		3		3		4		4		5		5		5		5		4		4		2		1		5		5		4		4		1		1		4		4		1		1		1		1		1		1		1		1		1		1

		477		191		1. Situation:  Small business sends a letter to the contract specialist requesting assistance with an invoice that was short-paid by the Office of Finance.  The contractor explains that, when they checked with the Finance Office they were told that the in		2		2		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		1		5		1		1		1

		478		191		1. Situation:  Small business sends a letter to the contract specialist requesting assistance with an invoice that was short-paid by the Office of Finance.  The contractor explains that, when they checked with the Finance Office they were told that the in		2		2		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		1		5		1		1		1

		479				In the early 90's, NASA was directed by Congress to award at least 8% of its awards to small women and minority-owned companies.  



To meet the Congressional mandate, NASA takes a number of actions at the pre-proposal stage.  One of these is formal inte		1		4		4		4		3		5		5		5		5		4		5		1		1		3		2		5		5		3		1		1		1		5		3		3		1		3		2		3		3		1		1

		480		191		2. Situation:  The Agency has a critical need for workstations and has issued a Request to FSS schedule contractors that they provide the configuration off of their FSS schedule that they feel will satisfy the requirements of the SOW.  IAW regulations, a		2		1		7		1		1		1		1		1		1		5		1		5		1		1		1		4		1		1		2		3		3		1		1		1		1		1		1		1		1		1		1

		481		191		3. Situation:  A small business, who is supplying the product of a large business under a FSS BPA, advises the contract specialist that the large business has just informed them that they will no longer honor the price current being extended to the small		2		2		9		1		1		1		1		2		2		1		1		1		1		1		1		1		1		1		1		5		3		4		3		5		5		1		1		4		4		4		4

		483		194		Situation: Agency contracts that span multiple fiscal years incorporate annual options that give the Government the unilateral right to extend the term of the contract due to budgetary constraints. The one condition associated with this unilateral right i		2		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		2		3		2		1		1		1		1		1		1

		484				Situation: The Agency had a requirement for a new software product that would span five years due to the anticipated addition of new users and future maintenance support requirements. A requisition was submitted to the contracting office for the initial y		2		1		6		1		1		1		1		1		1		1		1		1		1		1		1		5		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		485		132		Situation:  Program Manager would like to find contractual method to manage technical risk in his development program.  He also has very little budgetary flexibility and would like to utilize a fixed price contract.



Action:  Contracting officer suggest		1		3		2		5		5		5		5		5		5		5		5		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		486		132		Situation:  Requirement to address obsolescence in fielded weapons system.  Engineering change proposal approach resulted in original equipment manufacturer declining to bid, stating he has closed that particular production line and is not interested.		1		3		2		5		5		5		5		5		5		5		5		1		1		5		1		2		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		487				1.  Situation:  Air Force has an ongoing Source Selection and is hosting a pre-solicitation conference.  The contracts awarded will be Blanket Purchase Agreements (BPA) and the Source Selection is unusual in that it will combine both Air Force and General		2		2		2		5		3		5		3		5		4		5		2		4		2		4		3		5		3		3		2		3		2		5		3		3		2		3		2		2		2		1		1

		488		214		Situation:  Same as previous except that the Air Force PCO and PM have invited several GSA representatives to attend the conference.



Action:  Questions regarding GSA policies, schedules, procedures are answered by the GSA representatives.



Outcome:		1		2		2		5		5		5		5		5		4		5		4		4		3		5		4		4		4		4		3		4		3		5		4		3		3		3		3		3		2		2		2

		489				Situation:  Debriefings are being scheduled after the award of a contract following a large dollar, extended and complicated source selection.  There are at least five unsuccessful offerors who feel that they should have won the award.  All unsuccessful o		1		3		9		5		5		5		5		4		4		5		5		5		4		5		5		5		5		5		5		5		5		5		5		4		4		3		3		3		2		2		2

		490				Situation:   Debriefings are being scheduled after the award of a contract following a large dollar, extended and complicated source selection.  There are at least five unsuccessful offerors who feel that they should have won the award.  All unsuccessful		2		3		9		5		2		5		2		5		2		5		3		5		1		5		2		5		2		5		1		5		1		5		1		3		2		3		1		2		1		1		1

		491				Situation:  It is September in the Contracting Office and everyone is very busy trying to ensure that all requirements are awarding before 1 October when the funds expire.    There is a requirement to send all contracts to JAQ for legal review if they are		1		2		2		5		5		5		5		5		4		4		4		3		3		4		4		5		5		4		4		4		5		5		4		2		2		4		4		4		4		3		3

		492				Situation:  It is September in the Contracting Office and everyone is very busy trying to ensure that all requirements are awarding before 1 October when the funds expire.    There is a requirement to send all contracts to JAQ for legal review if they are		2		2		2		5		3		5		3		5		3		4		2		5		2		5		3		5		1		5		2		5		2		5		2		5		2		5		2		4		2		3		1

		493				Situation:  A contract has been awarded for the preparation and serving of food in the base cafeteria.  The PCO&#8217;s Technical Representative (COTR) on the contract is required to provide close surveillance over the contract, which requires that he has		2		2		11		4		3		3		2		5		2		5		2		5		2		5		2		5		1		4		2		5		2		5		1		4		1		5		1		4		2		5		2

		494				Situation:  A contract has been awarded for the preparation and serving of food in the base cafeteria.  The PCO&#8217;s Technical Representative (COTR) on the contract is required to provide close surveillance over the contract, which requires that he has		1		2		11		5		4		5		4		5		4		5		4		4		5		5		5		5		5		5		4		4		2		5		5		5		5		3		4		3		4		4		5

		495				Situation:  A contract is awarded for grounds maintenance.  The prime contractor hires a subcontractor (1rst tier sub).  The subcontractor hires a subcontractor (2nd tier sub).  The three contractors begin work under the contract.  The period of performan		2		2		12		4		2		3		2		5		2		4		1		3		1		5		2		5		1		4		1		3		2		5		2		5		1		5		1		4		2		4		2

		496				Situation:  A contract is awarded for grounds maintenance.  The prime contractor hires a subcontractor (1rst tier sub).  The subcontractor hires a subcontractor (2nd tier sub).  The three contractors begin work under the contract.  The period of performan		1		2		12		5		4		5		5		5		5		4		4		5		5		5		5		5		5		5		5		4		4		5		5		5		4		5		5		5		4		5		5

		497		177		Contractor's performance under a contract for market research type services had initially been satisfactory.  However, a member of the project officer's team was dissatisfied with one deliverable submitted by the contractor.  This person made allegations		1		3		11		3		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		4		1		1		1		1		1		1

		498		177		An outside (non-federal government entity) has been involved in a particular contract between the agency and a private contractor.  The role of this non-government entity was to be one of technical guidance for the agency.  The agency believes, with good		2		3		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		2		5		2		1		1		1		1		1		1

		499		129		A contract specialist issued an order against an expired basic contract and the contracting officer signed it anyway.  It was later determined that three orders had been issued against the expired basic and three different contracting officers had signed		1		2		9		1		1		1		1		1		1		1		1		3		1		3		1		1		1		1		1		4		1		4		1		1		1		1		1		1		1		3		3

		500		129		A Contract Specialist did not solicit the last awardee.  A solicitation was issued and posted to the web, but the contracting specialist failed to send a copy of the solicitation to the last awardee.  The contractor complained and the contract specialist		2		1		6		3		1		3		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		501		129		The contract specialist would negotiate things with a the contractor and fails to incorporate them in the price negotiation memo.  Then the file is turned over to another contract specialist and the they have no clue as what was actually negotiatied.		2		2		8		1		1		1		1		4		1		1		1		3		1		1		1		4		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1

		502		129		The contract specialist ensures that all possible sources are contacted and notified of soliciation posted to the web.  The contract specialist does good market research to locate all possible bidders.		1		1		6		3		3		5		5		4		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		503		129		A contract specialist awarded an requirement to an unapproved source.  The contract specialist did not take to time to verify that the contractor was approved with the responsible engineer.  The contract was terminated for convience as the contractor was		2		2		9		4		1		4		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		504		129		Contract Specialist awarded a contract to a debarred contractor.  The Contract specialist failed to verify the contractor's eligibility for award.  The contract was terminated for convience.		2		1		9		3		1		3		1		5		1		1		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		505		129		The contracting officer negotiated contractor travel into a delivery order without determining the number of trips to be taken.  The order issued was for consulation services to take place in a different area than the contractor was located.  The contract		2		3		8		4		2		5		1		5		1		4		1		4		2		4		1		4		1		4		1		1		1		1		1		1		1		1		1		1		1		1		1

		506		129		A contract specialist negotiated an award of Basic Purchasing Agreement for the consultant services.  The contract specialist did the required market research and developed a strategy.  Three contractors were solicted from a GSA schedule.  Their proposals		1		2		8		5		5		5		5		5		5		5		5		5		5		5		5		5		5		4		5		1		1		1		1		1		1		1		1		1		1		1		1

		507		129		A contract specialist accepted a late bid, which won the award.  The opposing contractor filed a protest alledging that a late bid was accepted and should not have been accepted.  The contractor that filed the protest won and the award was terminated.		2		2		7		1		1		1		1		5		1		1		1		5		1		1		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5

		508		216		Shortly after September 11, 2001, a Contractor came into the Contracts Office indicating that he had helped the Pentagon to relocate to Crystal City immediately after the attack on the Pentagon.  He asked the Contracting Officer to cover his action on our		1		3		9		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1

		509		216		#2 – The Contracting Officer competed for goose deterrent services for the facility grounds using a small purchase.  At the end of the contract the Contracting Officer issued a modification to change the contract number from a purchase order to a large co		2		3		10		4		1		4		1		4		1		3		1		4		1		4		1		4		1		3		1		4		1		4		1		4		1		2		1		4		1		4		1

		510		216		#3 – The Customer had a need for Custodial Services.  The prior contract resulted in an antagonistic relationship between the Customer and the Contractor.  A new contract needed to be awarded.  The Contract Specialist/Contracting Officer reviewed the circ		1		3		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		5		5		5		1		1

		511		216		#4 – The Customer identified a need for help-desk services and other Information Technology Services worldwide.  This requirement had high visibility.  It was anticipated that there would be good competion amoung current Federal Supply Schedule holders.		1		2		3		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1		3		4		1		1

		512		216		#5 – A Customer submitted a request on a sole source basis for Information Technology Services at Hill AFB, UT.  The Contract Specialist reviewed the prior files and realized that the same sole source justification was being submitted each year and that i		1		1		3		5		5		5		5		5		5		4		5		5		5		5		5		4		5		4		4		4		4		2		1		4		4		1		1		1		1		1		1

		513		216		The Contracting Office received a requirement to renew a goose deterrent contract.  A performance based statement of work was established.  A competitive commercial solicitation was issued and several responses were received.  A technical evaluation was r		2		2		11		4		3		4		4		4		4		4		4		4		4		4		2		4		5		3		2		5		5		5		5		4		2		1		1		1		1		1		1

		514		216		Contractor cannot get paid because of the wrong payment office on contract.  The Customer was contacted to verify the payment office as well as the Defense Finance and Accounting Service.  The Finance Office stated payment should be made by the South.  It		1		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1
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Tbl_Critical_Incident

		CI_ID		CI_UserID		CI_Critical_Incident		CI_ID_Effectiveness		CI_ID_Career		CI_PerformanceDimension_ID		CI_StrategicPlanningImp		CI_StrategicPlanningExh		CI_UnderstandingMarketplaceImp		CI_UnderstandingMarketplaceExh		CI_UnderstandingSourcingImp		CI_UnderstandingSourcingExh		CI_DefiningGovReqImp		CI_DefiningGovReqExh		CI_DetailEvalSkillImp		CI_DetailEvalSkillExh		CI_DefiningBusRelImp		CI_DefiningBusRelExh		CI_EffCommImp		CI_EffCommExh		CI_EffNegImp		CI_EffNegExh		CI_EffAwardResImp		CI_EffAwardResExh		CI_EffCommContReqImp		CI_EffCommContReqExh		CI_EffPerfMmgtImp		CI_EffPerfMmgtExh		CI_EffFinMmgtImp		CI_EffFinMmgtExh		CI_MakeDecisionImp		CI_MakeDecisionExh		CI_EffectResContractImp		CI_EffectResContractExh

		23		13		Situation - Finding a small business source for a mass mailing requirement when the effort had always been done by JWOD sources.  The program people (COTR) did NOT want to switch sources.

Action - The contracting officer ignored the wishes of the program		2		3		3		5		2		5		2		5		2		5		2		1		1		5		2		5		2		5		2		5		4		4		3		5		2		1		1		1		1		1		1

		32				Situation - A contracting officer/COTR bundled unrelated requirements.  The incumbent (who could not submit a bid) protested claiming that there was no need to bundle the requirements, and further the bundling restricted competition since there was only O		2		3		2		5		1		5		1		5		1		5		1		5		1		5		2		5		1		5		1		5		1		5		1		5		1		1		1		1		1		1		1

		)				Situation - A small business contractor was upset because he had not been paid in spite of submitting numerous invoices.  He was threatening to go to his Congressman,and stop work.

Action - The contracting officer made arrangements bewteen the COTR/finan		1		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		4		4		1		1		1		1

		37				Situation - A construction contract was awarded, and the contractor later submitted a claim based on "different site conditions."

Action - The contracting officer denied the claim stating that the contractor would have been aware of the situation if the		2		3		14		3		3		3		3		3		3		5		3		3		3		3		3		3		3		3		3		4		3		5		3		5		2		4		3		5		3		5		2

		46		15		Housekeeping services at the outpatient clinic were provided by a NISH (National Institute for Severely Handicapped) contractor.  Some of the NISH personnel alleged they were sexually harassed by a contract physician assistant.  After the clinic director		1		2		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1

		48		15		During negotiations with an 8(a) contractor, the project engineer recommended the contractor’s price include any necessary subsurface repairs.  The C/O negotiated the inclusion of one hundred square feet in the contract price.  During construction more th		1		2		10		1		1		1		1		3		3		1		1		1		1		1		1		1		1		4		4		1		1		1		1		1		1		1		1		4		4		1		1

		49		15		4.	Prior efforts to negotiate for clinic staffing resulted in protests, cancellation of the solicitation and issuance of a new solicitation.  Subsequently, the contract was awarded and option years were exercised.  Upon expiration of the contract’s opti		1		2		8		3		3		3		3		1		1		4		4		1		1		2		2		1		1		5		5		2		2		1		1		1		1		1		1		1		1		1		1

		50		15		A contract for coffee was awarded and included one option year.  The contracting officer’s preliminary notice to exercise the option was met with the contractor’s plea to allow for a new contract.  Changes in the coffee bean market would cause the contrac		2		2		5		1		1		5		1		1		1		5		2		1		1		1		1		4		2		1		1		1		1		5		1		1		1		1		1		1		1		1		1

		53		15		The contracting officer extends annual maintenance contracts that do not include option year provisions or pricing.  While the end result meets the requestor’s need for a service agreement on their equipment, the action circumvents CICA requirements and f		2		2		6		1		1		1		1		1		1		1		1		5		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1

		54		15		The ambulance contract included estimated requirements.  When patient eligibility requirements changed, fewer patients were eligible for ambulance transport.   With fewer patients eligible, the estimated number of trips and mileage were significantly less		2		2		11		1		1		3		2		1		1		1		1		1		1		1		1		5		2		1		1		4		2		5		2		1		1		1		1		1		1		1		1

		65		22		CO issued competitive RFQ, with technical evaluation factors, for lithotripter (medical equipment) estimated at $500,000. After receiving several quotations, Physician on technical evaluation team determines that on-site (at VA) demonstration is required,		2		2		8		4		2		3		2		2		2		4		3		3		2		1		1		2		2		3		3		4		3		4		2		2		1		1		1		1		1		2		2

		66		22		A potential contractor had many questions about the specifications for an RFQ for supplying and delivering water treatment chemicals to a VA hospital. The technical person had recently retired and his replacements were not familiar with contract processes		1		2		8		3		3		1		1		3		3		4		4		5		5		3		3		4		4		5		5		5		5		4		4		2		2		1		1		1		1		1		1

		69		22		Retherm ovens purchased for the food service at a VA hospital were found not to be working properly several months after being received, paid for and accepted. The contractor was repairing them under warranty but there was concern that they might never wo		1		2		11		3		2		2		2		2		3		3		3		4		4		4		4		4		3		4		4		1		1		4		4		1		1		1		1		1		1		1		1

		70		22		Two bids were received in response to a sealed bid solicitation. Both bids took a couple fairly minor exceptions to the specifications and so were non-responsive. Because of the way the pricing was structured, it was not clear which bid was lower. The exc		2		1		9		1		1		2		2		3		2		3		3		3		3		2		3		3		2		2		2		4		1		3		3		1		1		1		1		1		1		1		1

		73				Two quotes were received in response to an RFQ that included technical evaluation factors. The quote from the incumbent was significantly higher in price and also had a significantly higher technical rating than that of the other company. The CO awarded t		2		1		9		1		1		1		1		3		2		3		3		4		2		3		2		4		2		4		2		4		2		2		2		1		1		1		1		1		1		1		1

		74		22		A bidder arrived 5 minutes late for a bid opening and insisted on having his bid considered. His reason was that the solicitation had indicated the wrong address towhich bids should be hand-carried. The CO refused to accept the bid. She showed him an amen		1		2		7		1		1		1		1		1		1		1		1		3		4		1		1		5		5		1		1		5		5		3		4		1		1		1		1		1		1		1		1

		75		22		Several quotes were received for an elevator maintenance contract. However, the quote from the incumbent was much lower than the others. But this quote was still 20% higher than that company's price on its current contract. The CO conducted discussions wi		1		2		8		1		1		2		2		3		3		2		2		2		2		3		2		4		4		5		5		4		4		4		4		1		1		1		1		1		1		1		1

		78		27		Situation:  An abortion clinic is bombed with causalties.  Federal law enforcement officials need a command center for investigative purposes.  Command center required for immediate use.



Action:  Need to procure and lease necessary supplies and service		1		2		9		3		4		5		5		5		5		4		5		1		5		2		4		5		5		5		5		5		5		3		5		4		4		1		3		1		2		3		3

		81		27		Situation:  Simplified acquisition for the procurement of carpet.  Carpet was for major rennovation of Department headquarters building.  Carpet specification were very detailed as to fabric, design, and color.  Carpet was to be installed for pre-determin		2		3		8		5		3		5		4		3		1		5		3		1		1		1		5		5		2		5		2		4		2		3		3		4		2		1		1		1		1		3		3

		82				Situation:  Requirement to procure over 200 video teleconferencing system.  Awarded contractor would provide the brand name specific systems and provide installation and training.  The requirement was set-aside for small business competition.  The require		2		3		3		4		5		4		4		4		2		5		3		1		5		1		2		3		4		5		4		4		3		4		3		4		4		1		1		1		1		3		3

		83		23		Situation:  Major IT Acquisition awarded.  Multiple contractors for a competitive Task Order contract. End of Fiscal Year in one month.



Action Required:  Processing of multiple requirements in a short period of time.  Procedures to be put in place to g		1		3		10		1		1		1		1		4		4		5		5		5		5		5		5		5		5		4		4		4		4		5		5		5		5		3		3		1		1		1		1

		84		27		Situation:  Bureau had multiple sole sourced labor-hour contracts in place for software devolpment and support services.  These contracts total value exceeded $24M.



Action:  Bundled these requirement by issuing a RFQ as a competitive 8(a) with encourag		1		3		3		5		5		5		5		5		5		5		4		1		1		3		2		3		4		5		4		4		5		5		5		3		3		1		1		2		2		1		1

		86		31		Situation:  During execution of delivery order requirments for Ship Transfer Supportablity, the workers encountered an accidental whole in the hub of the ship.



Action:  There was a need to quickly allow the contractor to modify work order to accomplish		1		3		10		1		1		3		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		3		3		3		3

		89				Situation: Negotiation of a large hardware contract for low rate initial production.



Action:  During a negotiation meeting attended by the Contractor, the PCO and the Contract Specialist, the PCO ineffectively monopolized discussions without allowing t		2		3		8		4		4		1		1		1		1		1		1		5		5		4		4		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1

		90				Situation:  A very large multiple year IDIQ contact was in place.  Annual contract ceiling was initally predicated on work planning which anticipated higher level of effor in early years and tappered off effort in the outyears.  Due to delays in Congressi		1		3		10		1		1		1		1		1		1		5		5		1		1		1		1		1		1		5		5		4		4		1		1		5		5		5		5		4		4		1		1

		91				Situation:  A hearing was held to disicuss Procurement List Reconsideration.  Government agencies and the Contractor participated



Action: Briefings by the parties allowed the entire audiience to gain access to infomratin which would not have been provi		2		4		14		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		2		1		1		4		4

		92				Situation:  During attendande of a technical meeting planning a new procurment, the Contracting Officer was called upon to provide milestone scheduling advise which was unanticiapted.



Action:  Based on the disucssions held during the meeting the Contra		1		3		2		5		5		5		5		1		1		1		1		1		1		1		1		1		1		3		3		1		1		1		1		1		1		1		1		1		1		1		1

		93				Situation:  A pre and post negotiation business clearance had been submitted to varying levels of managment for apporval.  In the intermin, direction was given to award the contract in advance of final approvals to the clearnaces.  Many iterantions were e		2		4		9		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		94				Situation:  There was a need to develop a evaluation team of disperse individuals for a large procurment within a short timeframe



Action:  Experts from tehcnical, audit and contract communities which included the contractor were recuritied to particpat		1		3		8		4		4		1		1		1		1		4		4		5		5		1		1		1		1		5		5		4		4		1		1		1		1		1		1		1		1		1		1

		95				Situation:  A new automated financial managemnt system was put in place.  A complicated award fee modification was being processed for the first time using the automated system.



Action:  Processed the modification in the new system



Outocme Through t		2		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		96				Situation:  There was a need to provide for a record of meeting minutes.  A purchase order was let for a court stenographer.  The contractor was about to renig on some verbal and email offers provided to the proucrment analaysit:



Action:  The Contracti		1		3		8		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		5		5		3		3		2		2		4		4		1		1		1		1

		97				Situation:  A COFD was issued to a contractor regarding a claim for unabsorbed overhead.  The contractor appealed to ASBCA.  The case was submitted to the office of counsel for resolution.



Action:  The contracting officers descion was well thought out		1		4		14		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5

		107		35		Situation:  A 100% small business set-aside solicitation closes.  4 proposals are received.  3 from small businesses and 1 from the incumbent large business.



Action:  The contract specialist approaches their Contracting Officer and asks whether or not		2		3		8		5		1		5		1		5		1		1		1		5		2		5		1		5		3		5		1		5		1		5		4		5		1		1		1		1		1		1		1

		108		35		Situation:  The Contract Specialist worked on a effort that consolidated 4 IT requirements.  2 had been small business set-asides and 2 had been awarded on an F&O basis.  The contract specialist prepared a justification for their action.  The small busine		2		3		2		5		4		5		2		5		2		1		1		5		4		5		3		5		3		5		3		5		3		5		4		5		3		1		1		1		1		1		1

		109		35		Situation:  The contract specialist prepared a solicitation for policy and planning support services.  They submitted the requirement to the small business specialist as F&O.



Action:  The small business specialist talked to the contract specialist and		1		3		3		5		2		5		3		5		2		1		1		5		2		5		3		5		5		5		5		1		1		5		5		1		1		1		1		1		1		1		1

		112		35		Situation: The contract specialist worked with the program office to lay out an acquisition strategy for a major program.  The current effort consisted of 4 CPFF regional awards, awarded under 4 separate solicitations for the same work.



Action:  The co		1		2		1		5		5		5		5		5		4		5		5		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		113		35		Situation:  The small business specialist convinces the contract specialist and the program office to set-aside the requirement for small businesses.  The 100% small business set-aside closes.  4 proposals are received.  3 from small businesses and 1 from		2		3		8		5		4		5		4		5		2		5		3		5		1		3		2		5		4		5		1		1		1		1		1		1		1		1		1		1		1		1		1

		114		35		Situation:  The contract specialist worked on an effort that consolidated 4 IT requirements.  2 had been small business set-asides and 2 had been awarded on an F&O basis.  The contract specialist prepared a justification for the consolidation.  The small		2		3		1		5		4		5		2		5		2		5		2		1		1		4		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		115		35		Situation:  The contract specialist prepared a solicitation for policy and planning support sevices.  The submitted the requirement to the small business specialist as F&O.



Action:  The small business specialist talked to the contract specialist and co		2		3		3		5		3		5		2		5		2		5		4		1		1		5		4		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		118		37		Situation:  The President of the United States wanted a homeless shelter available before severe weather set in.  A warehouse was identified that could be renovated .  The commanding officer of the base directed that the contract for renovation of the war		2		2		8		1		1		5		5		1		3		1		4		1		3		1		3		1		3		5		5		2		4		1		3		5		4		1		1		1		5		1		1

		119				Situation:  A contract was to be negotiated and awarded under the Small Business Administration 8(a) program.  A cost estimate was prepared and validated, and the contractor's proposal was evaluated against the cost estimate.  The contractor's proposal in		2		2		8		2		1		2		3		3		3		1		1		5		5		3		4		1		1		5		5		1		2		4		5		4		4		5		4		5		5		3		3

		120				Situation:  A requirement was identified for an off-shore, platform-based training system, the Command Tactical Aircraft Training System.  The system was to be built in the Atlantic in a very short period of time so as to ensure completion before the on-s		1		3		1		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		3		5		2		2

		121				Situation:  The command had been buying a weapons system from a sole source for years.  A decision was made that a second source was needed, since the government had acquired the drawings.

Action:  A plan was established to conduct a leader-follower comp		1		3		1		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5

		122		35		Situation:  The contract specialist inherited a requirement after the solicitation closed.  They negotiated with several vendors and made the award.  One of the offerors protested the award to the GAO.  The allegations were centered on an "unfair" technic		1		3		9		5		5		5		5		5		5		5		3		5		5		5		4		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		123		35		Situation:  The contract specialist received a procurement request from the program office with a justification for sole source.  The specialist did not feel that the sole source was adequate but the program office was insistent.  



Action:  The contrac		1		2		3		5		5		5		5		5		5		5		5		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		124		35		Situation:  One month into the contract performance the contractor submits an invoice with much higher labor costs than were originally negotiated.  The contract administrator feels that the higher rates are fine.   



Action:  A meeting is called with t		2		2		12		5		3		1		1		1		1		1		1		1		1		1		1		1		1		5		4		1		1		1		1		1		1		5		2		5		2		1		1

		125		39		Situation:  Contract was awarded 10/1/01 for elevator inspection services.  First inspections completed by vendor were in January/February 2002.  Reports of the inspections per contract terms were to be provided within 10 calendar days of completion of in		1		2		14		4		2		2		2		1		1		4		3		3		2		5		2		5		3		4		2		1		1		5		2		5		2		4		2		4		3		5		2

		126		39		Situation:  Contracting Officer issued a 2268 for a requirement estimated over $100,000.  The procurement was to be made against an existing GSA contract.  The Contracting Officers Supervisor initialed off on the 2268 and forwarded to the Head of Contract		1		2		3		1		1		5		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1		3		2		1		1		1		1		1		1		1		1

		127		39		Situation:  Dental prostheses contract was awarded January 2002 for multiple facilities, multiple vendors.  During review of the second quarter QA report, it was noted that one of the facilities was not ordering the required quarterly quantities off the c		2		2		14		5		1		2		1		2		1		1		1		1		1		3		2		1		1		1		1		1		1		5		2		4		2		1		1		1		1		5		1

		128		39		Situation:  Contract was awarded 10/1/01 for elevator inspection services.  First inspections completed by vendor were in January/February 2002.  Reports of the inspections per contract terms were to be provided within 10 calendar days of completion of in		1		2		14		4		2		1		2		1		1		1		1		1		1		4		2		2		2		1		1		1		1		5		2		4		2		1		1		3		2		5		2

		129		42		End user submitted a requirement that he said was a sole source.  He had not even tried to do a market survey.  The contracting officer sent the requirement back through a admin person to the end user.  The admin person was to tell the end user to do a ma		1		1		3		5		2		3		2		5		3		5		1		1		1		3		1		5		5		3		4		1		1		1		1		1		1		1		1		1		1		1		1

		130		42		A major construction project has been on going for a year.  The Contracting Officer was told to award the contract even though there were no funds for any change orders, but the funding would be comming.  Now after a year and 100 or so change orders have		2		3		11		5		2		1		1		1		1		1		1		1		1		5		3		1		1		1		1		1		1		5		3		5		5		5		2		5		2		5		2

		131		42		A requirement is submitted to the contracts office.  The contract specialist is so busy he/she does not question the end users requirement.  The contract specialist does his/her own market survey and calls for three bids.  The contract specialist awards t		2		1		7		5		1		5		1		5		2		5		2		5		2		1		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		132		42		Receiving mail for the federal government in Washington DC has become a very time consuming effort.  On a phase 2 submission of proposals I enformed the contractors by letter to fedex on a certain date instead of being received in the office on a certain		1		3		6		2		2		5		2		5		3		1		1		1		1		5		3		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		133		42		The contract was award with the understanding that the orders would be faxed from the cotr to the contract to fill.  The contractor in return was to send them out within 3 days.  The contractor also was to send a invoice on a monthly basis.  However, the		1		3		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		4		5		5		5		3		5		5		3		1

		134		42		Contracting officer advertised a requirement that was a list of ten to twelve items all somewhat related.  When all the bids came in the contracting officer awarded to the lowest bids for each item or group of items.  Therefore there were mulitple awards.		1		2		6		5		2		3		2		5		3		4		3		3		2		1		1		5		3		3		2		3		2		1		1		2		1		1		1		1		1		1		1

		135		42		After 9/11 the requirement for safey type gear was large ongoing requirement.  One contracting officer was purchase the items as sole source simplifed acquisition process (SAP).  An other contracting officer to help out did a SAP for commerical items ID/I		1		3		1		5		5		5		3		5		5		5		4		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		136		39		Situation:  Proposals for a CBOC were due to the contracting officer by COB on 5/23/02.  The contracting officer is physically located in Augusta Ga, the CBOC location Columbia, South Carolina.  Proposals were to be delivered to the CO in Augusta per writ		1		1		7		1		1		1		1		1		1		1		1		5		5		1		1		4		4		5		5		2		1		1		1		1		1		1		1		1		1		1		1

		137		40		SITUATION: An existing cost plus fixed fee contract required a substantial sole source follow-on modification.  The contractor, aware of his position, demanded an unreasonable fee.  He threatened to essentially walk off the job, once the present term expi		1		2		8		4		3		5		5		5		5		1		1		5		5		4		5		5		5		5		5		5		5		5		5		3		3		2		1		5		5		1		1

		138				SITUATION: A high level agency official had a subordinate submit a requisition for the contract specialist to purchase an item that was in conflict with the Buy American Act.  



ACTION:  The contract specialist explained that the purchase could not be m		1		1		2		4		5		3		4		4		5		1		1		2		4		5		5		5		5		4		5		4		4		5		1		1		1		1		1		1		1		1		1

		139		39		Situation:  Contracting Officer was required to work with a User Group to set up two Blanket Purchase Agreements (BPA) with Roche.  One was to be for hematology the other for chemistry cost-per-test.  CO had been instructed to work with the Group as well		2		1		9		4		2		1		1		4		2		1		1		3		1		4		2		2		1		5		1		5		2		5		2		1		1		1		1		1		1		1		1

		140		40		SITUATION: A contractor submitted an invoice for work he completed but was never ordered via contract or purchase order. 



ACTION:  The contract specialist notified the office that received the benefit of the work and started the process for ratifying a		1		1		12		3		2		3		2		4		4		1		1		4		5		4		3		5		5		1		1		4		4		3		4		1		1		1		1		1		1		1		1

		141		40		SITUATION: Requirements personnel submitted an order for 70 baseball caps for agency personnel to wear during the annual picnic and athletic competition.





ACTION:  The contract specialist returned the requisition, without action, and explained to the		1		1		2		1		1		1		1		1		1		1		1		3		4		4		4		5		5		4		4		4		3		3		4		1		1		4		3		1		1		1		1

		142		40		SITUATION: A contractor was demanding payment for services provided.  A contract/order had not been accomplished, but the services were provided.  

ACTION: The contract specialist used his government charge card to pay for the services, after the fact.		2		2		2		3		1		3		1		3		1		3		1		3		1		3		1		4		1		4		1		5		1		3		1		1		1		1		1		2		2		1		1

		143		40		SITUATION: The requirements personnel submit a requisition on a sole source basis.  The exception sited is urgency, but they have not provided adequate justification to support the decision.



ACTION: The contract specialist solicits a proposal from the		2		2		3		3		1		4		1		4		1		2		1		3		1		2		1		3		2		4		1		4		1		4		1		1		1		3		1		1		1		1		1

		144		43		Situation:   Avoiding set-aside to Solicitation so that large businesses can apply to all items under the procurement which increase orders to large business and dissuades orders to small business indirectly.



Action:    using employees to persuade smal		1		1		3		5		3		5		3		5		5		5		3		5		1		5		3		5		3		5		3		5		1		1		1		1		1		1		1		1		1		1		1

		145		44		Cituation happening near US boarder.  Need to get team to cituation before end-of-day.  DoD unable to assist.  Contracting Officer called and asked to help with commercial flight.  CO searched FSS schedules, found logistic support.  Plane at Dulles within		1		2		2		1		1		5		5		5		5		5		1		3		1		5		1		5		2		3		1		5		3		5		5		4		4		5		5		4		3		4		4

		146		43		Situation:   Ignorant to skills and effects of negotiation techniques for contracts that affect how tax dollars are spent and the quality of products and services for our agency customers. 



Action:  contract specialist often negotiate contracts without		2		1		8		5		2		5		2		5		2		5		2		5		2		5		2		5		2		5		2		5		2		5		2		1		1		5		1		5		2		1		1

		147		43		Situation:   Many Contract Specialist are not qualified to peform their jobs at the entry level position.





Action:  Many Contract Specialist are reviewing, negotiating, awarding and administering contracts without any prior knowledge or training in co		2		1		9		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1

		148		44		Request came in for hearing protection.  Contracting Officer place announcement in CBD for name brand or equal.  Offerors came in, evaluation was performed by COTR, and award was made to other than low bidder.  Company B, submitted an Agency protest, beca		1		2		8		3		1		5		4		5		5		5		5		3		4		2		2		5		5		2		2		5		5		2		1		5		4		2		2		1		1		4		3

		149		43		Situation:   Employees handle phone calls from the press regarding contract issues without knowing how to respond.



Action:  Employee tells press informatin that is used against the government and has negative replications.



Outcome:  Employee is repr		2		1		13		5		1		1		1		1		1		1		1		3		1		5		1		5		1		1		1		1		1		1		1		5		1		1		1		1		1		1		1

		150		44		A requirement came in for lab equipment.  The requirement stated that the equipment shall be of analog capabilities.  Several companies on FSS, and CO solicitated quotes from 5 of the 27 vendors.  Quotes were received and evaluated.  The evaluation team s		2		2		1		5		4		5		2		5		2		5		1		5		2		5		1		4		2		5		1		4		2		4		4		4		4		1		1		1		1		5		2

		151		44		During a critical incident a need was defined to have the Corp of Engineers to "shore" up one side of a building to try and rescue individuals.  A letter contract was issued, but the amount of the service was over the Contract Specialist's warrant.  The s		2		2		13		1		1		4		1		5		5		5		5		5		4		4		5		5		5		3		2		5		1		1		1		5		5		3		2		5		4		1		1

		152		43		Situation: A Contract Specialist was developing a Solicitation to request proposals.  She was told to avoid setting aside any special item numbers (SIN) for small business because it would limit competition to and decrease offer quality.  



 Action: The		2		1		4		5		5		5		3		5		1		5		3		5		1		5		1		5		5		5		5		1		1		1		1		5		1		5		1		1		1		1		1

		153		43		Situation: Contract Specialist negotiates a contract without any prior training or knowledge of negotiation techniques and requirements.



 Action: The contract is awarded with unfair and unreasonable pricing, terms and conditions.  



 Outcome: The age		2		1		8		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		1		1		1		1

		154		44		The Academy need additional Security Guards.  The COTR and CO worked together to define the requirements.  The solicitation was set-aside for Small Business concerns.  A pre-proposal conference was held to show the offerors the Academy, and several propos		1		3		13		5		4		5		5		5		5		1		1		1		1		5		5		1		1		2		3		5		5		5		5		5		5		3		3		5		4		5		5

		155		43		Situation: Entry level Contract Speicialist is given a heavy work load of offers just recieved from a Request for Proposals (RFP/Solicitation) to peform reviewing, negotiating, awarding and administering contracts without any prior knowledge or training i		2		1		9		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		3		1

		156		44		One of the Field Divisions was in the getting ready to move from one building to their brand new building.  The GSA was the lead agency on constructing the new building.  But, when it came time to contact the movers, GSA dropped the ball on contracting wi		1		3		11		5		4		4		3		4		3		5		5		3		4		4		4		5		4		3		3		5		5		5		5		5		5		4		4		5		5		5		2

		157		43		Situation:  A soliciation is created to procure for commercial calculators under a new schdule called X.  The procurement can be supplied by both large and small businesses.  



Action:  There are different types of calcualtors under Schedule X so 10 Ite		1		1		4		5		5		5		5		5		5		5		3		5		5		5		5		5		5		1		1		5		5		5		5		5		5		5		5		1		1		1		1

		158		44		There is a continuing need for Antenna sites.  Usually a lease is signed for three to five years.  However a new Contracting Officer (not very well experienced) came in and decided to make changes to the leases.  This was fine, except one lease was never		2		2		3		5		5		5		1		5		1		5		2		2		1		5		1		5		2		5		1		5		1		5		1		5		5		5		3		5		3		2		1

		159		43		Situation:   A new contract specialist has just been hired.  He will be required to create solicitations, evaluate offers, negotiate and award contracts on a daily basis.



Action:  The manager is sending the new employee to training everyday for the fir		1		1		9		5		5		1		1		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5

		160		44		After an incident the AUSA telephone the Agency requesting assistance in recovering evidence.  The Commander-in-Charge contacted the DoD dive team and submitted a letter-of-intent to bring them in on the mission.  Several months later the Contracting Offi		2		2		1		1		1		5		5		5		1		5		5		1		1		5		5		5		5		1		1		5		1		5		5		5		1		5		1		5		1		5		5

		161		43		Situation:  A new Contract Specialist has just finished one year of training and support from a coach and will be neogotiating a contract for the first time alone.



Action:  The Contract Specialist will use the skills she has learned over the last year		1		1		9		5		5		5		4		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1

		162		44		Vehicles were needed for the Team.  Since GSA is the mandatory Agency for purchasing vehicles our Agency began working with GSA to purchase three, 350 Ford, 15 passenger vans.  These vans had to be "deisel," since they would be used OCONUS.  This was an u		2		2		3		5		5		5		5		5		5		4		4		3		5		5		5		5		5		5		5		5		5		5		5		2		2		5		5		4		4		5		5

		163		40		SITUATION: A high level agency official called the contract specialist and told him to order an item that was prohibited under the Buy American Act.   





ACTION:  The contract specialist explained that the item could not be purchased due to limitations		1		1		2		3		2		3		3		4		4		5		4		4		4		4		4		4		4		3		4		2		1		3		4		1		1		1		1		1		1		1		1

		164		44		A need was identified to purchase widgets.  The procurement process was followed to the extend, with a formal source selection performed.  The award was made for the widgets.  However, someone in company decided to change the process of manufacturing the		2		2		13		2		4		5		1		5		1		5		4		5		1		5		1		5		1		5		1		5		1		5		4		5		1		5		1		5		3		5		1

		165		45		A new contract specialist was assigned a requisition to purchase Network Servers for the Chief Information Office (CIO).  A detailed description of the requirement was not provided with the requisition.



The contract specialist issued a Request for Quot		2		2		2		4		1		4		1		3		1		4		1		2		1		2		1		5		1		2		1		2		1		5		1		1		1		1		1		1		1		1		1

		166		46		Situation:  A customer had a requirement for SETA support.  Previous support (over the past 18 years) had been rendered by a large business concern, and the customer was reluctant to consider the participation of small business concerns.  In fact, the cus		1		3		3		5		5		5		5		5		5		3		3		1		1		3		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		167		47		Situation:  Program Manager requested the issuance of a RFI to find out what firms existed in the specialized area.  After the RFI was completed the Program Manager wanted a contract written to the most knowledgeable Contractor.  The Contracting Officer e		1		3		1		5		1		4		1		5		2		1		1		1		1		1		1		3		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		168		45		A contract specialist, working on a sole source non-commercial requirement, was required to analyze the vendor's cost proposal, develop a negotiation position, and conduct negotiations.



The contract specialist presented their cost position to the vendo		2		1		8		1		1		1		1		1		1		2		1		5		4		2		1		1		1		5		2		1		1		2		1		1		1		1		1		1		1		1		1

		169		47		Situation:  Requestor indicates that the equipment they want to buy they can't afford, however they can lease the equipment for a much lower cost and eventually buy the equipment.



Action:  The RFQ issued with a lease rate and a buyout at the end of the		2		2		1		5		3		5		2		3		2		2		2		1		1		4		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		170		46		Situation:  An offeror submitted a proposal to the Government after the deadline had passed for receipt of (timely) proposals.  He was one of 21 firms submitting proposals, all of whom were 8(a) program participants.

The Source Selection Authority, not u		1		3		7		1		1		1		1		3		3		1		1		5		5		1		1		1		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		171		45		A graduating 8(a) firm would not be able to recompete on a follow-on contract, but it was very important to the program office that the transition be seemless and that knowledgeable and experienced incumbent personnel remain on the contract.  The est. val		1		3		6		4		5		4		4		4		5		4		5		3		3		4		4		5		5		3		3		4		5		5		5		2		2		1		1		3		4		1		1

		172		47		Situation:  Contractor submits an invoice after the first month of work for a fixed-price task order.  The company is a large business.



Action:  The company is notified that they can't be paid until the work is completed and there are no allowances in		1		3		12		1		1		1		1		1		1		1		1		1		1		2		2		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1

		173		46		Situation:  As part of its proposal for a time-and-materials task order, the contractor proposed to have the Government pay for parking costs of contractor employees.  

Action:  The Contracting Officer informed the contractor, a small business, that park		1		2		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1

		174		47		Situation:  Prenegotiaion objectives were established by the Contract Specialist on  the procurement and the technical personnel tried to get the Contract Specialist to change the objectives. 



Action:  The Contract Specialist notified the Contracting O		1		2		8		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1

		175		45		A contract specialist issued a RFQ for IT equipment to several vendors and issued a purchase order to a vendor for IT equipment.  The vendor who received the order proposed a price alot lower than the other bidders.  30 days later, the vendor delivered th		2		3		7		3		2		3		2		1		1		2		2		5		1		1		1		4		1		5		5		1		1		3		1		3		1		1		1		1		1		1		1

		176		46		Situation:  A small business contractor had been awarded a firm fixed-price contract to provide various equipments (priced as a single lot) for a special purpose facility.  During performance, the COR pointed out to the contractor that some of the equipme		2		2		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		1		1		1		1		5		1		1		1		5		1		1		1

		177		45		A contract specialist issued a RFQ to several GSA vendors for some IT equipment.  The lowest bid came from a company who proposed an open market price, not a GSA Schedule price.



The contract specialist did not award the order based on the open market p		2		1		3		2		3		3		4		5		2		1		1		4		3		4		2		5		3		4		2		3		3		2		1		1		1		1		1		1		1		1		1

		178		47		Situation:  Source Selection Evaluations are being completed and technical personnel are documenting each firm in the areas evaluated.  The firms are numerically scored and upon notification of the winning proposal the firms not winning request a debriefi		1		2		9		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1

		179		46		Situation:  An agency had awarded a purchase order to a small business for commercial source selection tool support.  After award of this purchase order the small business was acquired by a large business.   The large business was one of the firms submitt		1		3		8		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1

		180		47		Situation:  Exercise of an Option Year-.



Action:  The Contracting Officer notifies the technical personnel that the base year is about to expire and written notification is required if they would like to exercise the option year.  The Contractor is not		1		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1

		181		46		Situation:  After contract award, a contractor asked for permission to replace one of its originally-proposed Key Personnel.  Per contract requirements, the substitute had to meet contract criteria, and be shown to be as good or better than the individual		1		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1

		182		45		The agency has a requirement for testing services.  In the past, the tests were in writing and graded by OPM.  The program office wanted an off-the-shelf computer-based testing tool but was not sure if there was such a product that was commercially availa		1		3		1		4		4		5		5		4		5		3		3		1		1		2		2		4		5		2		3		1		1		1		1		1		1		1		1		1		1		2		1

		183		47		Situation:  During evaluations of proposals the technical team wants to grade the firms against a different criteria that was not included in the evaluation criteria.  The team feels that their initial criteria is appropriate



Action:  The Contract Spec		1		2		8		1		1		2		1		1		1		4		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		184		45		The agency has a contract for health unit services with a firm level of effort requirement to make sure that the health unit has proper coverage.  On many instances, the health unit is short a nurse and the contractor has not been providing a replacement.		1		3		12		1		1		2		3		1		1		2		2		1		1		3		2		1		1		3		3		1		1		3		4		5		5		4		4		3		3		1		1

		185		45		The contract specialist was assigned a requirement where the contractor would be working on-site and would be provided Government furnished workspace and equipment to perform the job.  



The contract specialist included a provision for a pre-proposal co		1		3		6		2		2		2		3		2		3		2		3		2		2		2		3		5		5		1		1		1		1		1		1		1		1		1		1		2		1		1		1

		186		45		The contract specialist was assigned a requirement where the contractor would be working on-site and would be provided Government furnished workspace and equipment to perform the job.  



The contract specialist included a provision for a pre-proposal co		1		3		6		2		2		2		3		2		3		2		3		2		2		2		3		5		5		1		1		1		1		1		1		1		1		1		1		2		1		1		1

		187		39		Situation:  Contracting Officer (CO) received a 2237, request for a construction project.  The 2237 gave an estimated price of $150,000.  Contract was negotiated with an 8A vendor and final agreed prices came in at $234,000.  



Action:  Contracting Offi		2		1		9		3		2		1		1		4		4		1		1		1		1		1		1		1		1		1		1		1		1		5		1		1		1		2		1		1		1		1		1

		188		50		A bureau had a requirement to construct a state-of-the-art advanced measurement laboratory (one-of-a-kind in the world) with limited funding which was allocated 4 years prior.  Advanced procurement planning and early involvement by the stakeholders were c		1		4		2		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		2		1		1

		189				A bureau had a requirement for a $100 million five-year program for high tech IT services.  The existing contract is awarded to a large business.  The bureau made a difficult decision to unbundle the contract and set-aside part of it for small business.		1		4		1		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		3		4		1		1

		190		51		Situation/Action:  On an IFB- Sealed Bid Competetive  Acquisition the Contracting Officer (by mistake) neglected to insert the 10% required by Department of Commerce for a required FAR Clause. (52-219-23).  The clause was included however, the percentage		2		2		5		1		1		1		1		1		1		1		1		5		5		3		2		5		4		1		1		5		5		1		1		1		1		1		1		1		1		1		1

		191				Situation:  A solicitation was issued for a competitive Request for Proposal Service acquisition.  A bid opening was conducted resulting in one Offeror.  After the bid opening was conducted the Customer/end user submitted a memorandum to the Contracting O		1		2		6		1		1		1		1		1		1		5		4		1		1		1		1		5		4		4		4		1		1		1		1		1		1		1		1		1		1		1		1

		192				Situation/Action:  A competitive Request for Proposal was issued for a Service Acquisition which included a one-year base and four one-year option periods.  The Contracting Officer received two offerors.  As a result, evaluations were conducted and contra		1		2		14		1		1		4		4		3		3		3		3		1		1		3		3		5		5		5		4		4		4		4		4		5		5		1		1		1		1		5		5

		193				Situation/Action:  The Contracting Officer advertised and awarded a competitive Request for Quotation Commercial Item Requirement for Solid Waste Disposal in the Denver Colorado Area.  This acquisition included a one-year base and four one-year option yea		1		2		14		1		1		3		4		3		3		3		3		1		1		3		3		4		4		3		3		5		5		3		3		4		4		1		1		1		1		5		5

		194		52		Situation:  An Air Force Contracting Officer authorized its contractor access to Federal Government contract prices in the performance of its contract.  The contract was a fixed-price contract and the contractor was required to provide over 1,500 medical/		2		2		4		5		1		1		1		2		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		3		1		5		1		5		1		2		1

		195				Situation:  Awarded a Firm-Fixed Unit Price A/E Task Order Contract for Environmental Services with a one-year and four one-year option periods.  



Action:  A Standard Form 30, modification for option year one was executed.  However, prior to exercising		1		2		10		1		1		1		1		1		1		1		1		1		1		4		4		5		5		3		3		3		4		5		5		1		1		1		1		4		4		4		4

		196				Situation/Action:  The Contracting Officer advertised Invitation for Bid for a Construction Acquisition for Abatement work in the Englewood Colorado area.  This requirement was for construction work in Federal Prison Inmate Housing Unit.  The type of cont		1		2		7		1		1		1		1		1		1		1		1		5		5		3		3		5		5		1		1		4		4		1		1		1		1		1		1		1		1		3		3

		197				About three years ago, the department saw a need for a government wide agency contract (GWAC) for IT solutions set-aside for small businesses.  Most, if not all, of the existing GWACs were awarded to other than small firms.



Taking into consideration th		1		3		1		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		3		3

		198				Situation:  Offer was excluded from the competitive range in a best-value acquisition.  Excluded offer was not one of the highest rated and there was no reasonable expectation that offer would receive an award. Exclusion was made in accordance with solici		1		2		8		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		199				Situation:  A request was made by management for the disclosure of prices received in a best-value procurement prior to award.  Contracting Officer queried management on the reason for their request.  Management wanted to announce the prices offered to ac		1		2		7		2		1		2		1		2		1		2		1		5		5		2		1		2		1		5		5		5		5		2		1		2		1		2		1		2		1		2		1

		200		53		Situation:  Contract was awarded to process records of approved student visas.  The contractor was responsible for notifying the school that a student visa was approved.

Action:  The contract was written to require the contractor to wait 6 months after r		2		3		9		1		1		1		1		1		1		5		1		5		1		1		1		5		1		5		1		5		1		5		5		5		5		1		1		1		1		1		1

		201				Situation:  The contracting officer included in the solicitation specific language allowing the purchase of open market items along with contracted items.  



Action:  Contracting officer's actions discouraged the successful contractor from focusing on p		2		2		1		5		2		5		2		3		1		4		2		5		4		4		2		5		3		5		2		5		3		5		2		2		1		2		1		2		1		2		1

		202		53		Situation:  A multi-million dollar non-competitive 8(a) award to a Native American firm was finishing its 5-year timeframe.  The data entry service was a continuing requirement. 

Action:  A contracting officer awarded the next 5 years to a large business		2		3		3		3		3		5		3		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		203		53		Situation:  The contract specialists did not have time to perform contract closeout.  The backlog grew each year as the closed awards were place aside while the staff kept busy with the planned and current awards.

Action:  The new Director of Procurement		1		4		14		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		5		4		5		5		5

		204				Situation:  Contracting Officer requested the submission of bid samples for the acquisition of commercial items to ensure product #s identified by bidders in the solicitation corresponded to the items being offered.  Solicitation did not list the characte		2		2		5		3		2		5		1		5		1		5		1		4		2		3		2		5		2		4		2		2		1		2		1		2		1		2		1		2		1		1		1

		205		53		Situation:  Procurement customers did not understand their roles and responsibilities in the acquisition process.  The terms confused them, and they were not able to contruct usable statements of work.  As a result, contract specialists spent extra time w		1		4		1		5		5		5		5		5		5		3		3		1		1		1		1		1		1		1		1		1		1		1		1		5		5		5		5		5		5		1		1

		206				Situation:  Contracting officer processed procurement requests sent by Inventory Management as emergency buys to avoid out of stock situations.



Action: Limited forecasting skills inhibited inventory managers from performing good planning resulting in o		2		2		1		5		1		5		1		5		1		5		1		3		1		5		1		5		1		3		1		3		1		3		1		2		1		3		1		2		1		1		1

		207		53		Situation:  COTRs were not performing as expected.  They were signing off on invoices without checking the details.  They were not keeping the contracting officers informed about contractor performance problems.

Action:  The Information Technology Branch		1		4		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		5		5		5		5		5		5

		208		53		Situation:  A customer who had never interacted with the Procurement Division came in person to request a simplified acquisition.  He had not been briefed on the process by his office.

Action:  The contracting officer in charge of simplified acquisition		2		3		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		209				Situation:  Contracting officer appropriately rejected the inclusion of additional requirements to an existing requirements contract with a base plus 4-one year renewable options.  Additional requirements would have doubled the estimated dollar value of t		1		2		3		5		5		5		5		5		5		4		4		2		2		4		4		3		4		2		2		2		2		2		1		1		1		1		1		1		1		1		1

		210				Situation:  Contractor claimed a mistake in bid on a negotiated contract awarded two months earlier.  All offerors had the opportunity to address any price revisions during final proposal revisions.  The awarded contractor made no changes to its prices an		1		2		9		2		1		3		4		4		4		2		2		5		5		2		1		2		5		5		5		5		5		5		5		5		5		3		3		2		1		1		1

		211		53		Situation:  Employees started to advise vendors who contacted the agency to market products or services to submit unsolicited proposals.  The unsolicited proposal point of contact received large numbers of marketing packages that were called unsolicited p		1		4		1		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		212		53		Situation:  Requiring offices has recurring needs that were all started from scratch each time a need arrived.

Action:  The General Contracts Branch Chief accumulated information from the requiring offices on their needs for the future and held a Blanket		1		4		1		5		5		5		5		5		5		5		5		1		1		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1

		213		53		Situation:  Each requiring office and each contract specialist was conducting their own market research.  In the process, they collected vendor capapability statements that were kept in private files.

Action:  The General Contracts Branch Chief created a		1		3		3		1		5		5		5		5		5		3		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		214		50		A bureau had a requirement for audit services.  A market survey was not conducted to determine if there were at least two responsible small businesses that would offer the services and award would be made at fair market prices.(FAR 19.502-2(b)).

The proc		2		3		3		5		2		5		2		5		4		5		5		5		2		5		2		5		1		5		2		5		3		5		2		5		4		5		5		1		1		1		1

		215		54		Situation: A contractor that had 11 contracts at various Embassies around the world for guard service announced to the headquarters acquisition policy and review office that it might go bankrupt.  

Action: The desk officer for each affected Embassy (GS-1		1		3		14		5		5		5		5		1		1		5		5		4		4		4		4		5		5		5		5		5		5		5		4		5		5		3		3		1		1		5		5

		216		54		Situation: A Contracting Officer at an American Embassy overseas issued a solicitation that did not include the FAR provision requiring proposals to be submitted in English.  Proposals were received in both French and English.

Action: The Contracting Off		2		3		5		2		1		4		1		5		1		1		1		1		1		1		1		4		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1

		217		54		Situation: A Contracting Officer determined three proposals to be in the competitive range.  During negotiations, it became clear that 2 of the 3 could not perform the work and did not understand it. 

Action: The Contracting Officer made a second competi		1		3		8		1		1		1		1		1		1		1		1		5		5		4		4		5		5		5		5		5		5		4		4		1		1		1		1		1		1		1		1

		218		54		Situation: A contractor submitted a price adjustment request under the terms of an economic price adjustment in its contract for guard service.  The Contracting Officer responded, questioning some of the costs.  When the contractor could not reach agreeme		2		3		13		1		1		4		1		1		1		1		1		1		1		5		1		5		2		5		1		1		1		1		1		5		1		5		2		4		2		1		1

		219		54		Situation: A contractor sent a letter to the Contracting Officer repudiating its contract, effective in 2 weeks. 

Action: The Contracting Officer issued an urgent solicitation to 2 firms, selected the firm that was best under the evaluation factors, and		1		3		14		1		1		5		5		1		1		1		1		4		4		1		1		4		4		4		4		5		5		4		4		1		1		1		1		1		1		5		5

		220		56		Situation:  An automated requisition for a server has a long list of specifications, but this is not part of the requisition since the automated application does not easily use attachments.  The specifications are sent separately by e-mail and are five se		2		3		8		1		1		4		2		3		2		4		1		5		1		1		1		5		1		2		1		2		2		5		1		1		1		1		1		1		1		3		2

		221		55		CS was assigned a small requirement to acquire the services of a specific company to develop a video which would be shown on PBS, per the company's connection with PBS.  CS questioned validity of requirement's sole source nature and decided to research in		1		1		3		4		4		5		5		5		5		4		4		1		1		2		1		2		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		222		55		CS received requirement to acquire services to support our Human Resources Dept. by designing and implementing a survey of child care needs.  CS did not recognize that the requirement could be fulfill by use of GSA MOBIS schedule, thus he synopsized the r		2		2		2		1		1		5		1		5		1		5		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		223		56		Situation: A requirement is recieved for a large server, the specifications are sent separately.  The server is available from several GSA schedule sources.

Action:  The Contrcting Officer puts together a RFQ and pastes the 2 page list of specifications		1		3		8		1		1		3		2		3		3		3		3		4		4		1		1		5		4		4		4		1		1		5		5		1		1		1		1		1		1		1		1

		224		55		CS inherited a requirement that had received 60 timely proposals.  3 proposals were untimely.  CS asked CO what to do.  Followed advice to read FAR and then ask additional questions, inform offerors of late proposals by quoting FAR and our delivery instru		1		1		7		1		1		1		1		1		1		1		1		5		5		1		1		4		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		225		58		Emergency procurement actions.



In the past, I encountered an urgent procurement action to rescue our agency. Usually, a normal contract modification takes several months to complete but due to the emergency situation, I worked 16 hours per day for 16 c		1		3		8		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1

		226		55		CS received a SAP requirement for consulting services deemed to be commercial.  CS researched MOBIS schedule, identified 5 firms and requested quotes.  Quotes were received from 3 firms, program evaluated quotes and recommended award to offeror providing		2		2		6		1		2		1		2		3		2		3		3		5		3		3		1		5		3		5		3		1		1		1		1		1		1		1		1		1		1		1		1

		227		57		Debriefing:  Contractor Officer (CO) made the decision to give detailed debriefings to 8(a)contractors who were competing for a software maintenance support requirement.  The CO presented each contactor who had requested an individual debriefing a detaile		1		3		9		3		4		2		4		4		5		3		4		5		5		3		4		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1

		228		55		CS handling an 8(a)sole source acquisition received the proposal for almost 3 times the IGCE and 8(a) sole source threshold.  CS immediately sought out CO to alert her and ask  "what do we do now"?  CS and CO immediately contacted program office to alert		1		1		8		5		4		5		2		5		3		1		1		5		5		4		4		5		5		5		5		3		3		1		1		1		1		1		1		1		1		1		1

		229		55		CS was tasked with exercising an option period to an existing contract.  CS prepared modification and Determination and Findings.  CS faxed mod (and D&F) to contractor after signature.  CS should not have faxed D&F, but did not ask CO.  Outcome is Contrac		2		1		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		3		1		1		1		1		1		1		1		1

		230		56		Situation:  There is a requirement for a large purchase, implementation and maintenance of a PBX system for a new site.  For compatibility with other equipment, the make/model of the hardware has been predetermined, but there are several resellers/install		1		3		1		5		5		5		5		5		5		5		5		4		4		5		5		5		5		3		3		1		1		5		5		5		5		3		3		2		2		1		1

		231				I participated in a hot project that must be completed by a certain date. Due to complexity and multipe tasks need to be achieved, I formuated a team that shares responsibiity of meeting the goal. The team consisted of 5 members and I chaired to monitor e		1		3		8		5		5		4		4		4		4		5		5		5		5		3		4		5		5		5		5		5		5		5		5		5		5		4		2		5		5		1		1

		232		55		CS administering task order contract receives request to issue new task order, but request does not include the required funding.  CS sends email to task order manager requesting that funding to support the task order be submitted.  Task order manager rep		1		1		1		4		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		3		3		1		1		1		1

		233				Acquisition Planning:  For all OMB budget submittals a business case is required and is submitted through an automated form called ITIPS.  One section of this form is for your agency to include an acquisition strategy.  A procurement analyst was requested		1		3		1		5		5		5		5		5		5		5		5		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		234		55		CS receives requirement to acquire web-casting service for a conference.  CS uses internet to research GSA schedules, identifies specific companies to contact and request quotes from.  CS's actions identified a company located close to location of confere		2		1		1		2		2		5		5		4		4		4		4		3		5		4		4		4		4		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		235				Debriefing:  Contractor Officer (CO) made the decision to give detailed debriefings to 8(a)contractors who were competing for a software maintenance support requirement.  The CO presented each contactor who had requested an individual debriefing a detaile		1		3		9		3		4		2		4		4		5		3		4		5		5		3		4		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1

		236				Situation:  Director's office wants Blackberries (handheld computers) and submits requirements (under $100K) with a quote from a reseller vendor from a multiple award contract.

Action: The CO gets requirements and e-mails back they need more information		1		3		8		1		1		4		4		5		5		5		5		3		3		3		3		5		5		2		2		4		4		4		4		1		1		1		1		1		1		1		1

		237		55		CS receives Statement of Work, IGCE for new work under existing contract.  CS reads SOW, makes marginal notes with questions to review with CO, same with IGCE.  After reviewing with CO, CS sends email to program with questions that need answering.  CS rec		1		1		10		4		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		3		1		1		1		1		1		1		1		1

		239				I observed a coworker shouting at the program managers and my boss due to the disagreement of the procurement action.  The P/R was assigned to my coworker but he simply put aside due to additional data required from the program office.  The program office		2		3		2		5		1		5		1		5		2		3		3		5		1		2		1		5		1		4		1		5		1		5		2		2		1		2		1		4		1		1		1

		240		57		Contract File Documentation:  Contracting officer (CO) delayed the award of a contract based on insufficcient documentation in the contract file to support a best value award decision.  When CO called the technical evaluation team and contract specialist		1		2		9		2		2		2		2		2		2		2		2		5		5		2		2		5		5		5		5		5		5		2		2		2		2		2		2		2		2		2		2

		247		57		Best Value Award:  A contracting officer (CO) made a best value award but did not base his award decision on the evaluation criteria set forth in the solicitation.  A contractor protested to the CO.  Contract performance was stopped and the CO had to reev		2		2		8		1		1		3		2		3		2		3		2		5		2		3		2		2		2		5		2		5		2		4		4		3		3		3		3		3		3		3		3

		248		57		Price Reasonableness Determination:  Contracting officer (CO) used previous contract action to determine price reasonableness.  However, in doing so the CO did not determine/verify how the price was determined reasonable on the previous contract.  Therefo		2		2		8		2		2		5		2		2		2		3		3		5		3		3		3		2		2		5		3		5		4		3		3		2		2		3		3		2		2		2		2

		249		57		Best Value Award:  A contracting officer (CO) made a best value award but did not base his award decision on the evaluation criteria set forth in the solicitation.  A contractor protested to the CO.  Contract performance was stopped and the CO had to reev		2		2		8		1		1		3		2		3		2		3		2		5		2		3		2		2		2		5		2		5		2		4		4		3		3		3		3		3		3		5		4

		250		57		Awarding a contract to a vendor not in Central Contractor Registery (CCR):  A contracting officer (CO) award a contract to a vendor not registered in CCR and did not obtain a waiver for this award to be made to a vendor not in CCR.  This resulted in the c		2		1		12		2		2		2		2		2		2		2		2		2		2		2		2		3		3		2		2		3		3		4		4		3		3		5		5		3		3		2		2

		251		57		Awarding a contract to a vendor not in Central Contractor Registery (CCR):  A contracting officer (CO) award a contract to a vendor not registered in CCR and did not obtain a waiver for this award to be made to a vendor not in CCR.  This resulted in the c		2		1		12		2		2		2		2		2		2		2		2		2		2		2		2		3		3		2		2		3		3		4		4		3		3		5		5		3		3		2		2

		253		62		Situation:

A contractor provided an unsolicited proposal to a COTR.  The unsolicited proposal was received and accepted by the agency.  The contract was written with the contractors proposal attached as part of the actual contract document.



Action:

T		2		2		9		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		3		4		1		5		1		1		1		1		1		1		1

		254		48		The Contracting Officer was conducting negotiations on an effort that was to be one line item of the option for operations and maintenance of a major system contract.  The discussions involved determining the metrics for a service level agreement (SLA) fo		2		3		8		4		2		5		1		5		1		5		1		5		1		5		2		5		2		5		1		5		1		5		1		5		1		5		1		3		2		1		1

		259		73		A contractor was unable to meet his payroll.  His employees were threatening to walk off the job.



The CO had the Contract Specialist issue a cure letter.



The contractor responed to the cure letter, informing the CO that he was filing for bankrupcy.		1		2		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		5		5		5		1		1		1		1		5		5

		260		74		Situation:  The contract specialist issued an RFP (Competitive) for guard services.  Received four responses, and awarded to the low price without any negotiations.  Section M Evaluation Factors described various technical factors for trade off, but was n		2		2		8		1		1		1		1		1		1		1		1		5		1		1		1		3		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1

		261		73		Agency requested guard services asap after 9-11 incident.



Co assigned contract to Contract Specialist.  8(a) contractor was requested.  Specilaist initiated required Contract Administration to meet agencies need.



Guard services were placed in the re		1		2		9		4		4		1		1		5		4		1		1		5		5		1		1		5		5		5		5		5		5		5		5		5		4		1		1		1		1		1		1

		262		73		Contractor called his congressmen, to complain about not getting paid by the agency.



The CO received a call from the agency head, a congressional was received.  The Contract Specialist was asked to look into the matter, to see if the contractors invoic		1		2		12		1		1		1		1		1		1		1		1		1		1		3		4		4		5		1		1		1		1		5		5		1		1		3		3		1		1		1		1

		263				Situation:  A purchase request was received in the office for Elevator Maintenance.  The SOW was not Performance Based at all.  The contracting specialist worked with the user to develop a PBS SOW and the solicitation was issued.



Action:  A team was fo		1		3		6		5		5		5		4		5		4		5		5		1		1		5		4		5		5		1		1		5		5		5		5		5		5		1		1		1		1		1		1

		264		73		Contract Specalist received call from agency, requesting armed guards ASAP.



Specialist contacted contractor, to see if this request could be accomplished within 8 weeks, allowing time for training contractor employees.  



Contractor was able to provi		1		1		2		2		2		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		5		1		1		1		1		1		1		1		1

		265				Situation:  A service contract was awarded with a Wage Determination incorporated into the contract.  Some time later the contractor submitted a CBA and requested an Equtable Adjustment.



Action:  The contract specialist prepared a SF98/98a and submitte		1		2		10		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		5		5		5		5		5		1		1		1		1		5		5		1		1

		266				Situation:  The contract specialist had to conduct a negotiation and did not know how to start.  They had attended several courses negotiation, cost analysis, and price analysis amoung them, but had never been called on to analysis costs, or negotiatiate.		2		2		8		1		1		1		1		1		1		1		1		5		4		1		1		5		5		5		4		5		4		1		1		1		1		1		1		5		4		1		1

		267		73		CO requested that a specialist do a market survey to find companies with the ability to create computers that would notify visitors where and how to reach people who work in the building.



The Contract Specialist did a market survey by telephone, arrang		1		2		2		3		2		5		3		3		3		3		3		4		4		2		3		5		5		5		5		5		5		5		5		3		3		1		1		5		4		1		1

		268				Situation:  A contract specialist was required to attend a Intermediate Pricing course then was assigned to a section that did not require them to perform any analysis of price.  They stayed in that section for some 15 years. Received high evaluation rati		2		2		2		5		1		5		3		5		3		5		3		5		2		5		2		5		4		5		1		5		2		5		3		5		2		5		2		5		2		5		3

		269		73		Contractor was having problems finding qualified employees, after award of contract.  The agency was quite upset that many of the contractor employees were not qualified to do the job.



A cure letter was issued, the contractor was not able to hire respo		2		2		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		5		1		1		1		1		1		1		4		3

		270		79		SITUATION:  Based upon a pre-award survey, a small business was found to be responsible to perform a portion of work for which they bid under an invitation for bid.  Only one contract line item was bid on.

ACTION:  The contracting officer awarded one-hal		2		3		9		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		3		1		1		1		1		1		1		1		1		1

		271		78		S:  The Contract Specialist (CS) sent a Statement of Work (SOW), along with the 1900-37 to the Office of Small and Disadvantaged Business Utilization (OSDBU) to review and concur with her recommendation for a full and open competition, as the previous con		1		3		4		5		4		5		4		5		5		5		4		3		4		1		1		5		5		3		4		1		1		4		4		1		1		1		1		1		1		1		1

		272		87		Situation:  While negotiating a high dollar value contract, with a Fortune 500 company, negotiations came to a stand still because the contractor refused to offer the Government most favored customer price on one particular item.  Action:  Negotiations ca		2		1		8		5		4		5		5		5		5		4		5		5		5		5		4		5		5		5		5		5		4		5		3		1		1		1		1		1		3		1		1

		273		76		S--A not for profit Contractor requested a letter of credit prior to award of a Blanket Purchase Agreement (BPA).



A--The Contracting Officer researched the Federal Acquisition Regulation (FAR) requirements for approval of a request for letter of credit		1		3		8		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		3		3		1		1		1		1		5		5		1		1		1		1

		274		87		Bid evaluation: Situation: A late offer was received, after the closing date, however, the Government was closed during a snow storm.  Action:  Legal advice was sought.  Outcome:  Bid was not accepted because it was not mailed 5 days in advance by certifi		1		1		7		4		4		1		1		5		5		5		5		1		1		1		1		5		5		1		1		5		5		5		5		3		3		1		1		1		1		1		1

		275		79		SITUATION:  A requirement was received for analysis of environmental samples.  Historically, the end user had pushed to have this defined as a supply based upon the data as the final product and unfortunately past contracts personnel had allowed it.

ACTI		1		1		5		1		1		2		2		2		2		4		4		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		276		78		S:  A contractor's performance had deteriorated significantly until the program office was so fed up they wanted to terminate and find a new contractor.

A:  The CS researched Termination for Default procedures in FAR, consulted with her managers, documen		1		3		14		2		3		3		3		3		2		4		4		4		4		3		3		5		5		4		4		1		1		3		3		5		5		2		2		1		1		5		5

		277		87		Situation:  Price Analysis was reviewed by contract review team.  It was noticed by the reviewer that the Pre-Award objectives did not line up with the data in the Price analysis.  Action:  The Contract Specialist was required to change the established ne		1		2		8		4		4		5		5		5		5		5		5		5		5		3		3		4		4		5		5		5		4		5		5		1		1		1		1		4		4		1		1

		278		86		Situation: A contractor asked a Contracting Officer what the cutoff date would be for communicating with Agency personnel other than the Contracting Officer.  

Action:The Contracting Officer gave the incorrect answer (didn't consult the FAR) which contra		2		3		6		1		1		5		1		5		1		1		1		1		1		5		1		5		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1

		279		76		S--The Request for Proposals (RFP) for laboratory services specified that offerors could submit proposals for 200, 400 or 800 samples.  Firm A submitted a proposal to perform the 800 sample requirement.  The Government made the determination that Firm A w		2		3		8		1		1		1		1		1		1		1		1		5		1		1		1		1		1		5		1		3		2		1		1		1		1		1		1		1		1		1		1

		280		78		S:  The Wireless telephone vendor's invoices for overage costs on monthly accounts were being returned by finance because of inadequate funding.  The program office did not realize that they were exceeding the monthly minutes, and therefore, they did not		1		1		12		1		1		2		2		1		1		3		3		2		2		3		3		4		4		2		2		1		1		3		3		3		3		4		4		4		4		1		1

		281		87		Situation:  The contractor was awarded a contract based on the Government receiving the most favored customer.  However, during the contract period it was revealed to the contract specialist that the contractor had given a better price to one of their oth		1		2		12		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		2		2		5		5		1		1

		282		79		SITUATION:  An Invitation for Bid stated that the Government estimated 11 contract awards would be made as a result of the solicitation.  The solicitation and all actions related to it, i.e., questions & answers were posted on the internet for bidders to		2		3		5		4		1		2		1		1		1		4		1		5		1		1		1		5		1		2		1		1		1		1		1		1		1		1		1		1		1		1		1

		283		76		S--The Agency awarded 2 contracts for bronze plaques.  During contract performance, the Government realized that Firm A could supply all of the plaques that were needed at a lower cost and higher quality than Firm B.



A--The Contracting Officer did not		1		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1

		284		78		S:  A Contracting Officer decided to change a formerly small business set-aside to an 8(a) sole source, because it would help meet agency goals, and allow the program office an opportunity to interview and select a quality contract, then negoitate a reaso		2		3		8		5		3		5		4		4		3		5		4		5		3		2		2		5		3		5		4		4		3		3		3		2		1		4		3		3		3		1		1

		285		79		SITUATION:  An animal care contract was about to enter its last year of performance.  For the past 15 years contracts supporting this effort were cost plus fixed fee.

ACTION:  Recognizing that this was a recurring service with ample performance history t		1		1		2		5		5		5		5		5		4		5		5		1		1		5		5		5		3		1		1		1		1		5		4		1		1		1		1		1		1		1		1

		286		86		Situation:  Program personnel were trying to meet the socio-Economic goals for that program office by placing an order with one of the contractors on the Federal Supply Schedule.  The COR working on market research talked to 3 different individuals at the		2		3		2		5		1		5		1		5		1		1		1		1		1		1		2		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		287		87		Situation:  Solicitation was prepared and publicized.  A pre-proposal conference was held.  During the pre-proposal conference it was revealed that the Government was not requesting the cost of the service, i.e.,personnel security identification, properly		1		2		6		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1		1		1		5		5		1		1		1		1		1		1		1		1

		288		76		S--The Government and the Contractor wanted to extend the period of performance of a Task Order.  The Government wanted to pay the Contractor the fixed rates that were in effect at the time the Task Order was issued and the Contractor wanted to be paid th		2		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1

		289		78		s:  A team of contracting officers was negotiating a series of similar regional contractors for which the same group of offerors had all proposed.  One offeror proposed a very unusual pricing scheme which the auditors and two of the three contracting offi		2		3		8		2		2		3		3		2		2		2		2		5		4		2		2		5		4		5		4		5		3		2		2		2		2		4		3		3		2		1		1

		290		79		SITUATION:  An offeror's technical proposal was determined to be totally deficient.  Considering himself to be highly qualified the offeror was enraged and threatening to protest.

ACTION:  The contract specialist conducted a debriefing in which she very		1		2		9		1		1		4		2		1		1		1		1		5		5		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1

		291		95		A small disadvantage business had a proposal in house to be evaluated.  Because the Contracting Specialist

working on the proposal had set up various appointments with the company and cancelled several of those appointments.  The next appointment to revi		2		2		7		4		1		4		1		5		1		3		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1

		292		101		Situation:  On a commmodities buy, the contract specialist ws to obtain 3 oral quotations prior to making an award.  

Action:  The contract specialist had to contact the three vendors 4 times because he id not obtain all of the required information with		2		1		6		2		1		2		2		3		2		2		2		2		1		4		1		4		1		1		1		1		1		4		1		1		1		1		1		1		1		1		1

		293		97		Situation: A difficult negotiation session was being conducted.  The parties had several significant differences.  The lead negotiator for the contractor engaged in a long (over half hour) diatribe on the unreasonableness of the Government's position.		1		3		8		1		1		1		1		1		1		2		2		2		2		5		5		4		5		5		5		3		2		3		4		1		1		1		1		1		1		1		1

		294		102		Situation:  Leading a Technical Evaluation Team on $1B procurement.  



Action:  Establish a timeline, a list of duties, and assigning team members by skill set to accomplish the evaluation.  



Outcome:  Coordinated timely TEB report with concensus for		1		3		8		4		4		1		1		1		1		1		1		5		5		4		5		5		5		5		5		2		2		4		4		1		1		1		1		1		1		1		1

		295		95		A proposal for a partial commercial item and how would that proposal be evaluated.  The Contracting Officer had to disassemble the item being offered and break down the cost versus the commercial price of the item.  The Contracting Officer was able to do		1		3		8		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5

		296		101		Situation:  The requiring activity wanted to go sole source to a favored vendor although the service was readily available from numerous other sources.

Action:  The contract specialist went only to that source for a quote.

Outcome:  The government ended		2		1		3		4		1		4		1		5		1		4		1		2		1		2		1		4		1		3		1		1		1		2		1		1		1		3		1		1		1		1		1

		297		102		Situation:  Leading a Technical Evaluation Team on $1B procurement.  



Action:  Did not establish a timeline, a list of duties, or assigning team members by skill set to accomplish the evaluation.  



Outcome:  Confusion, duplication of effort, evaluat		2		3		8		4		1		1		1		1		1		1		1		5		3		3		1		5		1		5		1		3		1		4		1		4		1		1		1		1		1		1		1

		298		95		The Contracting Officer has requested a preaward audit on a proposal.  The Company would not provide the information to the Federal Government in order for the Auditor to perform their analysis.  The Contracting Officer made the award with a stipualtion t		2		3		9		4		3		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1

		299		101		Situation:  The contract specialist conducted a labor interview on a construction project.  Upon review of the wage determination, the specialist noticed a discrepancy in the wages paid per the employee versus the wage determination.

Action:  The special		1		2		13		1		1		1		1		1		1		3		3		2		2		4		4		5		5		1		1		1		1		5		5		4		4		3		3		1		1		1		1

		300		97		Situation:  Contract specialist was conducting negotiations with hard-nosed contractor.  Accompanying the contract specialist was an engineer who was not well versed in contracting procedures or what was expected of him as the Government's technical repre		2		2		8		1		1		1		1		1		1		1		1		5		2		4		2		5		1		5		2		2		2		5		3		1		1		1		1		1		1		1		1

		301		95		The Contracting Officer determined a need to include IT services on contract.  The Contracting Officer reasearched the market place and analyzed how this item should be placed on contract.  The federal government is now buying billions of dollars of servi		1		3		6		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		4		5		5		5		5		5

		302		102		Situation:  Contracting Officer was assigned to administer a $200M ID/IQ commercial equipment contract.  The relationship among the C.O., COTR, contractor, Finance, and Receiving/Inventory control staff ranged from disgruntled to downright hostile.  



A		2		3		11		3		1		1		1		4		2		3		2		3		2		5		1		5		2		4		1		1		1		5		2		5		1		5		2		3		1		1		1

		303		101		Situation:  On the drawings for a removal of underground fuel storage tanks, a small area of contaminated soil had been identified as needing to be removed.

Action:  The contracting officer recommended testing of soil around all of the leaking undergroun		1		3		2		5		5		1		1		1		1		4		5		3		3		1		1		4		5		1		1		1		1		5		5		4		4		5		5		1		1		1		1

		304				Situation:  A contractor did not finish a building renovation within the contract performance period. 

Action:   In lieu of a cure notice, the contracting officer agreed to give the contractor one more week, at which time he was not finished, so the CO g		2		3		10		2		2		1		1		1		1		1		1		1		1		3		2		5		2		4		2		1		1		5		1		5		1		3		1		1		1		1		1

		305				The Contracting Officer received a modification to a contract.  The company wanted to add a new type of service.  A question was asked on the solicitation to

state that no one receives a better discount than offered.  The Company answered no however they		2		3		10		3		3		4		4		5		3		5		3		5		3		5		3		5		3		5		3		5		2		5		1		5		2		3		2		2		2		5		2

		306		102		Situation:  Contracting Officer was assigned to administer a $200M ID/IQ commercial equipment contract.  The relationship among the C.O., COTR, contractor, Finance, and Receiving/Inventory control staff ranged from disgruntled to downright hostile.  



A		1		3		11		4		5		1		1		4		5		4		5		2		2		4		5		5		5		4		5		1		1		4		5		5		5		4		5		1		2		1		2

		307				Situation:  A contractor did not complete the work within the performance period.  

Action:  The contracting officer discussed the situation with the contractor and agreed to a one-week extension for monetary consideration.  The CO also advised the contr		1		3		10		2		2		1		1		1		1		1		1		3		4		3		4		5		5		1		1		1		1		5		5		4		5		4		4		1		1		5		5

		308				A modification came in to add new labor categories to a contract.  The Contracting Officer requested information regarding sales.  After laborious negotiations the Contracting Officer realized that there were no sales for the labor categories and refused		2		4		8		3		4		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		3		1		5		1

		309				A modification came in to add new labor categories to a contract.  The Contracting Officer requested information regarding sales.  After laborious negotiations the Contracting Officer realized that there were no sales for the labor categories and refused		2		4		8		3		4		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		3		1		5		1

		310				Situation:  Contractor submitted a proposal for an increase in response to incorporation of a new Service Contract Act wage determination during exercise of an option.

Action:  Contracting officer requested payrolls for the previous six months, looked at		1		3		13		1		1		1		1		1		1		1		1		4		4		4		4		4		5		4		5		1		1		5		5		1		1		4		4		4		5		1		1

		311		102		Situation:  Fixed Price contract for IT services that include establishing a Disaster Recovery site.  During performance the contractor and the client realize the site needs to be "built out" to hold 10 vs. 5 staff.  The contractor proposes a contract mod		2		2		10		3		2		1		1		4		3		4		2		4		4		3		4		5		5		4		3		2		3		5		5		3		3		1		1		5		5		1		1

		312				A proposal came in and the Contracting Officer analyzed the offer.  The Contracting Officer did not award the items because they could not determine commerciality of such items.  Another Contracing Officer award the same items with a different company.  T		2		3		9		5		1		5		1		4		2		5		2		5		1		5		1		4		1		5		1		5		2		5		2		2		1		1		1		1		1		1		1

		313		97		Situation:  Government inspector had accepted material that did not meet the specifications.  The accepted material was unusable because its use would violate Federal environmental laws.  Program office wanted the contractor to replace the defective mater		2		1		11		1		1		1		1		1		1		1		1		1		1		3		2		4		3		4		2		1		1		5		3		5		1		2		1		1		1		1		1

		314		95		The contracting officer received a proposal.  The estimated sales was low.  Through negotiations the Contracting Officer determined a major sale was pending from this award and could negotiate based upon volume of sales.		1		3		8		4		3		4		3		4		5		4		5		5		4		4		5		4		5		4		4		4		4		4		4		1		1		1		1		1		1		1		1

		315				Situation:  Following a bid opening for washer/dryer maintenace, all five bidders were eliminated from the competition due to front-loading of bid, unbalanced bidding, non-responsiveness to bid, non-responsibility of bidder, and lack of procurement integr		1		2		7		3		4		3		3		1		1		3		3		4		4		1		1		4		4		1		1		5		4		4		5		1		1		3		3		1		1		1		1

		316		95		The Contracting Officer received a modifcation and did not completely review the information the modification was awarded at a high price.		2		3		10		3		2		5		3		4		2		4		3		4		3		5		3		5		2		5		2		5		2		3		2		3		2		2		2		2		1		1		1

		317		97		Situation:  Offeror submitted detailed cost or pricing data for the major components of a system but summary data on most of the secondary components. Offeror said the information was available upon request.



Action:  Price analyst asked the offeror to		2		2		8		1		1		1		1		3		1		3		1		4		2		1		1		4		2		5		2		3		1		4		3		1		1		1		1		1		1		1		1

		318		102		Situation:  The agency needs to buy access rights to a unique database maintained by a small company of 4 individuals.  The company has no approved accounting system, never done a government contract, no established indirect rates, and no idea what a prop		2		2		9		1		1		3		3		1		2		3		4		4		4		3		2		3		3		4		5		5		1		1		2		1		1		1		1		5		2		1		1

		319				Situation:  Employees (illegal immigrants) on federal construction site complained to the contracting officer that they had not been paid appropriate wages but stated they were scared of the employer.

Action:  Contracting officer reviewed certified payro		1		3		13		1		1		2		3		1		1		1		1		3		3		2		3		5		5		1		1		1		1		5		5		2		2		1		1		1		1		1		1

		320		95		The Contracting Officer did not read all the added terms and conditions within the proposal.  Made the award and the agency using the contract lost several

millions of dollars based upon a term that should of been negotiated.		2		3		8		5		2		4		2		4		4		4		2		4		1		5		1		5		1		5		1		3		1		2		3		2		1		2		1		1		1		1		1

		321		102		Situation:  Contracting Officer was assigned to figure out how to make an award to a small, not for profit company that owned and maintained a unique database.  The contractor had no approved accounting system, no knowledge of contracting (let alone govt		1		3		9		2		4		1		1		2		2		1		1		2		5		3		4		5		5		4		5		4		5		2		2		1		1		3		4		5		5		1		1

		322		95		The Contracting Officer received a modification to add labor categories to the contract.  The Contracting Officer through laborious negotiations found wout there were not sales for the labor categories and could not determine price reasonabless therefore		2		4		8		4		1		5		1		5		1		5		1		5		1		5		1		5		1		5		1		4		1		2		1		1		1		1		1		1		1		1		1

		323				Situtation:  On a time-and-materials contract, the contractor submitted an invoice for more than the not-to-exceed amount shown on the contract.  Contracting officer authorized payment of the not-to-exceed amount without establishing what work had been co		2		3		14		1		1		1		1		1		1		1		1		3		1		3		1		5		1		1		1		1		1		5		1		5		1		4		1		5		1		5		1

		324		102		Situation:  The contractor says the items were shipped.  The COTR says the items were not received and won't authorize payment.



Action:  The CO goes to the receiving dock and tracks down the items. 



Outcome: The COTR signed the receiving report.		1		3		11		1		2		1		2		1		2		1		2		1		2		5		5		3		5		5		5		1		1		4		5		3		5		4		5		1		1		3		5

		325		95		The Contracting Officer made an award to the company because that person was afaird of their supervisor who wanted an award made and knew they would not be held responsible if the award was made.		2		4		9		2		1		3		2		5		1		4		1		5		1		5		1		5		1		5		1		4		1		5		1		5		1		4		1		4		1		2		1

		326		95		The Contracting Officer made an award to the company because that person was afaird of their supervisor who wanted an award made and knew they would not be held responsible if the award was made.		2		4		9		2		1		3		2		5		1		4		1		5		1		5		1		5		1		5		1		4		1		5		1		5		1		4		1		4		1		2		1

		327		97		Situation:  Program office wanted a sole source award.  Contracting officer agreed, prepared the necessary paperwork and submitted it to the Office of Small and Disadvantaged Business Utilization for review.  OSDBU small business specialist did not concur		1		2		3		3		2		5		4		3		3		2		1		1		1		1		1		5		4		1		1		1		1		5		4		1		1		1		1		1		1		1		1

		328		102		Situation:  An inventory shows serious discrepancies in IT equipment.  



Action:  The CO/COTR goes through the inventory discrepancies.  They realize the Receiving Personnel have property tagged individual components of PCs as separate accountable items		1		2		13		1		1		1		1		1		1		1		2		3		5		4		5		5		5		4		5		3		5		3		1		4		5		1		2		1		1		4		5

		330		97		Situation:  Government inspector and contractor were in disagreement about whether a sample of plastic tape to be used to mark off areas was the specified color.  The specified color was displayed on a color chip, but the plastic tape would appear to chan		1		2		11		1		1		1		1		1		1		5		4		5		5		1		1		5		5		5		5		1		1		5		5		2		2		1		1		1		1		1		1

		332				Situation:  Contractor was late delivering supplies.  Customer was anxious to get supplies by required delivery date.



Action:  Contracting officer got verbal assurances from the conractor that the supplies would be delivered "next week," so he took no		2		3		11		1		1		1		1		2		1		3		2		2		1		2		2		5		1		4		2		1		1		5		3		5		1		3		1		1		1		1		1

		333				Situation:  Politically-connected 8(a) contractor proposed grandiose plan that far-exceeded what was required by the Government.  The 8(a) contractor would not scale back its proposal, insisting that the Government provide the funding necessary to establi		1		3		8		1		1		1		1		1		1		2		2		3		4		4		4		5		5		5		5		5		5		5		4		1		1		1		1		4		3		1		1

		334		97		Situation:  Sole source contractor for a unique item not sold outside the Government was asked for cost or pricing data.  However, the contractor primarily produced commercial items, so it refused to submit cost or pricing data.  Its attitude was "if you		2		2		8		1		1		3		1		3		1		5		2		3		3		3		2		3		2		4		2		1		1		4		3		1		1		1		1		1		1		1		1

		335				Situation:  Contracting officer thought that there were two HUBZone small businesses that could do the work, but was unsure.  Also, he thought that there were two or more non-HUBZone small businesses that could do the work, but was unsure.  He did not wan		1		3		6		4		4		5		5		4		4		3		3		1		1		2		2		4		4		1		1		3		4		1		1		1		1		1		1		1		1		1		1

		336		110		A small business contractor, under contract for the manufacture and delivery of transmitters, was having a cash flow problem within their company.  The KO reviewed the situation to see if their was any monetary relief that she could provide during the cou		1		3		12		5		5		4		4		5		5		5		5		5		5		3		2		4		5		5		5		5		5		5		5		4		4		5		5		5		5		1		1

		337		113		Situation



Contract Officer gives assignment to Contract Specialist

to contact contractor about stop work order.



Action



CS leaves message for contractor to stop work, but does no follow-up with COTR regarding matter.



Outcome



COTR is extreme		2		1		13		1		1		3		1		5		1		5		2		1		1		5		1		5		2		5		1		1		1		5		2		5		1		1		1		1		1		1		1

		338		112		Situation: Senior manager held up procurement for 3 months due to misinterpretation of the Specific vs General appropriation law rule.

Action: Contracting officer wrote memo to Division Chief, giving her interpretation of the rule. Several meetings led t		2		4		2		2		1		1		1		2		1		1		1		3		2		5		1		5		1		5		1		4		2		5		2		4		2		5		1		4		1		1		1

		339		111		Small business contractor (KTOR) complained about lack of payment.  Indicated he would stop work and had called Congressman.  The KO checked issue thru the payment office. The contract had sent wrong account data for e-payment so 2 months of payments had		1		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		4		5		4		5		5		1		1		1		1

		340		109		SITUATION:  The day before the period of performance expired on a cost reimbursable contract the contractor related to the contract specialist that all funding on the contract had been expended and that they were only 30% complete.  ACTION:  The contract		2		2		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		4		2		5		1		1		1

		341		110		A seasoned KO was tasked with the administration of a soon to expire existing contract for a outside, difficult customer.  (The contract had previously been administered by another Division/Contract Specialist who did not successfully meet the customer's		1		3		2		5		5		5		5		4		4		5		5		3		2		5		5		5		5		5		5		4		4		5		5		1		1		1		1		1		1		1		1

		342		109		SITUATION:  End user requested additional upgrade services be added to a task order under Blanket Purchase Agreement that had expired six months prior.  ACTION:  Contract specialist prepared a modification to extend the period of performance and add fundi		2		3		10		1		1		2		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		4		2		1		1		1		1		1		1

		343		113		Situation



Contractor requests payment for additonal work performed on contract after discussion with COTR.  



Action 



Contracting Officer notified contractor of letter sent to contractor prior to perfomance of work.  The letter stated work outside		1		3		10		1		1		1		1		1		1		5		5		3		2		1		1		1		5		1		2		1		1		5		5		5		4		1		1		1		1		1		1

		344		112		Situation: Unauthorized use of software licenses by field offices. The Contractor submitted letter stating that the Coast Guard owed them $3 million as a result of the unauthorized use.    

Action:  The procurement was transferred from one contract speci		1		3		8		5		5		5		5		4		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		4		4		5		5		1		1

		345		114		Situation: Construction contractor upset and threating to pull employees from work site because of government delays in providing phased work site.  Contractor stated the Government was trying to run the contractor out of business.



Action:  Meeting was		1		2		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1

		346		110		A KO, administering a Military Interdepartmental Purchase Request (MIPR) with GSA for computer support services, noticed the GSA contractor was billing at a higher hourly rate than was authorized on the MIPR.  The KO withheld the hourly rate difference on		2		3		12		1		1		1		1		5		2		5		2		4		2		3		2		5		1		5		3		4		4		5		1		2		1		5		3		1		1		1		1

		347		111		Two Purchase Requests (PRs) were sent in by a program office using the same number, with similar Stamens of Work (SOW), but for widely different dollar values.  One PR was hand printed and submitted manually and a second one was submitted thru the officia		2		2		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		348		112		Situation: Contract Specialist held up an IT procurement for 2 months due to a lack of knowledge of the procurement process and leasing of IT hardware/software.

Action:  Procurement was transferred to another contract specialist to resolve and award acti		2		2		2		5		1		5		1		5		1		5		1		5		1		5		1		5		2		5		1		5		1		5		1		5		1		4		1		4		2		1		1

		349		109		SITUATION:  A Combined Sysnopsis/Solicitation was publicized for purchase the mailing systems.  The contract specialist received a call and letter from two contactors stating the solicitation was restrictive in its wording and only one company could possi		1		1		6		4		4		4		5		5		5		5		4		1		1		5		4		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		350		113		Contract Specialist is given assignment to follow-up with program office on requirements in the SOW. Program Office is upset with CS questions. Heated discussions and shifting blame e-mails are exchanged.



The CS calls the program office and begins an		2		2		4		5		1		1		1		1		1		4		2		1		1		5		1		5		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1

		351		110		A KO, who sites at a customer's offsite location once a week (this task is shared with another Division) received an email from the funds manager stating that funds for a certain procurement were now valid and could be awarded.  Since HQ provides multiple		2		3		10		1		1		1		1		1		1		1		1		1		1		5		1		5		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1

		352		109		SITUATION:  A Combined Sysnopsis/Solicitation was publicized for purchase the mailing systems.  The contract specialist received a call and letter from two contactors stating the solicitation was restrictive in its wording and only one company could possi		1		1		6		4		4		4		4		5		5		5		4		1		1		5		4		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		353		114		Situation:  Contract Specialist received new requirement for major renovations of a building.  Requiring activity wishes to award the contract by issuance of a Sealed Bid.  Contract Specialist identified a better contract and contractor could be obtained		1		2		4		5		5		1		1		1		1		1		1		5		5		2		2		5		1		5		5		5		5		5		5		5		5		3		2		1		1		5		5

		354		109		SITUATION:  Eleven proposals were received in response to full and open competition for computer servers and hardware.  The COTR evaluating the proposals notified the contracting specialist that none of the proposals were technically acceptable.  ACTION:		1		1		5		1		1		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		355		110		A contractor (KTR) was working on a major system ID/IQ contract that had 16 active task orders (24 overall).  He had spent approximately $18.9M over the course of 4 years trying to develop an information system.  Progress was extremely slow and fraught wi		1		3		14		1		1		5		5		4		5		1		5		1		1		5		5		5		5		5		5		1		1		5		5		5		5		1		1		5		5		5		5

		356		112		Situation: Contractor complained to a contract specialist that a discount was given to the Government and promp payment was not applied.

Action:  Contract specialist told contractor that he had to wait 30 days to be paid.

Outcome: Contract specialist wa		2		2		12		1		1		1		1		1		1		1		1		1		1		4		1		5		1		3		1		1		1		4		1		4		1		5		1		5		1		1		1

		357		109		SITUATION:  Evaluation of Proposals, in response to full and open competition, were conducted.  The COTR evaluating the proposals notified the contracting officer that none of the proposals were technically acceptable while refusing to evaluate all offero		2		3		8		1		1		1		1		1		1		5		1		5		1		1		1		5		1		5		1		5		1		1		1		1		1		1		1		1		1		1		1

		358		113		Subcontractor submits letter to Contracting Officer that prime contractor has not been paid the subcontractor's last two invoices after submitting progress reports. Subcontractor is frantic and looking for some assistance from the contracts shop on the is		1		2		10		1		1		1		1		5		3		5		5		1		3		5		2		5		5		4		5		1		1		5		5		5		1		1		1		1		1		1		1

		359		110		A COTR in a major systems project was not functioning as stipulated in her letter of appointment from her KO.  The Project Manager (the COTR's boss) decided to relieve her of this responsibility and conveyed this to the COTR.  The COTR sent an email to th		2		3		13		1		1		1		1		1		1		1		1		1		1		5		4		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		360		115		Situation:  Scientist requires info from market regarding new theory; interested in finding out whether instruments exist commercially to perform required science to prove/disprove theory

Action:  Contract Specialist works with scientist to develop Reque		1		1		2		5		4		5		5		3		4		5		5		3		3		4		4		5		4		3		3		1		1		5		4		1		1		1		1		1		1		1		1

		361		111		Situation &#8211; Incorrect documents approval level adversely impacting the procurement and  office operations.

Action - An Acquisition Plan was generated and approved for procurement at far too low a level.  As a result the source selection official wa		2		3		4		5		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		362		109		SITUATION:  During a time of agency transition a requirement for proposal plan was submitted.  Contract specialist solicited, received, evaluted and awarded a FFP task order.  Two days after award, word came down from the front office that they things wer		1		1		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1

		363				Contracting Officer has not finalized negotiated rates on a cost type contract. Division Chief has directed KO to closeout contract within 30 days. KO does not expect to have final negotiated rates for 30-60 days.



The contracting officer creates a memo		1		2		14		1		1		1		1		1		1		1		1		3		3		1		1		5		5		3		3		1		1		5		5		1		1		1		1		5		5		5		5

		364		111		Situation &#8211; In order to be more efficient, we decided to modify nation wide delivery order contracts to allow the field to place orders via credit card rather then have orders placed by a central office. 

Action -  The field instructions were modif		2		2		10		5		1		5		1		1		1		1		1		4		1		1		1		5		1		4		1		1		1		1		1		1		1		1		1		1		1		1		1

		365		111		Situation &#8211; The Agency needed to expand it very limited bomb/drug dog program quickly to meet a rapid shift in missions after Sept 11.  The customer wanted an expedited sole source for the contract in the last month of the fiscal year.

Action - the		1		3		1		5		5		5		5		5		5		5		5		4		5		3		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		366		112		Situation:  Contract Specialist had difficulty preparing weighted guidelines documentation for new award.

Action:  Contracting officer insturcted the contract specialist to prepare documentation without giving the new contract specialist guidance.

Outco		2		2		8		2		1		1		1		1		1		1		1		5		2		5		1		5		1		5		1		5		2		5		3		3		2		4		2		5		2		1		1

		367				Situation:  A junior Contract Specialist requested a Contracting Officer signature of a Contractor invoice.  

NOTE: Contracting Officer is a senior Contract Specialist.  The invoice was accepted and signed by the COTR, however the invoice did not include		1		2		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		3		2		5		5		3		3		5		1

		368		111		Situation &#8211; Contract Specialist working on a non-competitive 8a contract was negotiation with the contract before the SBA had been contacted.  The employee felt he was in the role of market research.

Action - The specialist was walked thru the regs		2		3		6		5		3		5		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		369				SITUATION:  Contract specialist received a call from contractor stating he had not been paid for two invoices and inquiring when payment would be made.  ACTION:  Contract speialist determined that due to the events of September 11th and, the subsequent An		1		1		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1

		370				The Government had the need for document scanning services, to be performed at the Government's site in West Virginia.  The project office provided all the necessary paperwork to the KO to facilitate the best value award.  The KO conducted informal market		1		3		9		1		1		5		5		1		1		5		5		3		4		4		4		5		5		3		4		5		5		5		5		3		4		1		1		1		1		1		1

		371		115		Situation:  New Contract for security serrvices needs to be signed; performqance is to start November 1.  There is no funding available as a result of the new Fiscal Year; NASA is operating under a continuing resolution.  COTR is unhappy with old contract		1		2		9		5		3		3		3		1		1		1		1		3		2		4		4		5		5		5		5		5		5		5		5		1		1		5		5		1		1		1		1

		372				Situation:  Contract Specialist was assigned a task of contract closeouts.  The contract specialist intimated that she did not know how to conduct contract closeouts.

Action:  Contracting Officer assigned contract specialist to a senior contract speciali		1		1		14		1		1		3		1		3		1		1		1		4		3		4		2		5		4		4		3		2		1		5		2		4		3		3		1		4		3		5		1

		373		111		The Office has a significant backlog of old contracts that require closeouts.  

In an effort to get the oldest out of the way, these actions were assigned to a new employee.  The employee was walked thru the process for cost close outs and undertook to c		1		1		14		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		5		5		4		5		5

		374				Employee is upset with Division Chief policy that changes individual's work schedule from having every other Friday off to an 8-hr (Mon-Fri)work schedule.

This action takes place in September of each year due to the end of the fiscal year requirement.		1		4		1		1		1		1		1		1		1		1		1		5		5		1		1		5		5		5		5		5		5		1		5		1		1		1		1		1		1		1		1

		375				Situation:  During construction, the contractor struck a CATV line and knocked the cable out for several buildings.  



Action: Contract Specialist and COTR responded to the construction site analyzed the situation and/or damages and determined the contr		1		2		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		3		5		5		4		2		1		1		4		2

		376				Situation: Contract Specialist encountered an irate COTR because the COTR had the impression that the contract specialist did not know what she was doing and the procurement would be delayed.

Action:  The contracting officer held a meeting with the COTR		1		3		8		5		5		5		5		5		5		5		4		5		5		5		5		5		5		5		5		5		5		5		5		5		4		4		4		5		4		3		1

		377		115		Situation:  COTR feels that the follow on competition should be open to all sources, and not limited to 8(a) sources as it had been in the past.  COTR cites financial stability as factor in requiring large company to be allowed to compete.  Small business		1		3		3		5		5		5		4		5		5		3		3		4		4		5		5		5		5		5		5		4		4		5		5		1		1		1		1		1		1		1		1

		378		110		A small business contractor, under contract to provide testing services onsite at a remote Government facility , submitted a monthly invoice.  Specifically stated on the invoice was a charge for 'lunch with the Project Officer'.  When the Project Officer		1		3		12		1		1		1		1		3		4		1		1		1		1		4		4		5		5		4		5		4		5		5		5		4		2		5		5		5		5		1		1

		379		111		At the end of the fiscal year, a customer wanted records scanned at an off-site location.  They presented a PR to place a task order on a contact.  In discussion of the requirements it was noted the the statement of work did not identify the fact the want		1		3		4		4		5		5		5		5		5		4		4		1		1		4		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		380		109		SITUATION:  Contract specialist received a requirement for a high priority short lead time IT service.  ACTION:  Contract specialist utilized the commercial streamlined acquisition process, solicited requesting oral proposals, evaluted and awarded the eff		1		3		6		1		1		1		1		4		4		5		5		1		1		4		3		5		5		5		5		5		5		5		4		5		4		5		1		5		3		5		1

		381		115		Situation:  CO needs to create a source selection presentation for the source selecting authority.  

Action:  CO collects all pertinent data generated by the source selection Board.  CO reviews information, and refines wording to develop bulleted informa		1		3		8		4		4		1		1		1		1		1		1		5		5		1		1		3		3		5		5		5		5		5		5		1		1		1		1		1		1		1		1

		382				Situation:  Mechanical Project Manager sent an e-mail to the Construction Contractor identifying a problem with newly installed HVAC system.  Construction contractor very upset threating to send letter to Government.  Conractor's Site Supervisor told the		1		2		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		5		5		3		2		1		1		5		3

		383		109		SITUATION:  Contract specialist received a purchase request and PWS for custodial services two weeks before the end of fiscal year, that the end user wanted to have awarded by end of the FY.  Their was already an incumbent providing the custodial services		1		1		3		1		1		5		4		5		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		384		111		A customer came in to complain that the contractor could not compelet the work assigned under a task order.  In conversations about the issue, it was determined that at the end of the Fiscal Year the customer had decided to move records off-site and have		2		3		2		5		2		5		4		1		1		5		1		5		1		5		1		5		1		5		1		5		1		1		1		5		1		5		1		1		1		1		1

		385				The contactor has discovered an typographical error in his bid price after submitting the bid package to the Government. The contractor requests permission to make the correction to his proposal.



The contracting officer reviews the proposal and agrees		2		2		6		3		2		5		2		5		2		5		1		5		1		5		1		5		1		2		1		5		1		5		1		2		1		1		1		1		1		1		1

		386		109		SITUATION:  Contract specialist received a requirement and SOW for a sole source IT effort to be issued to a 8a small business interest as a go through to a large business.  An offering letter was sent to the SBA.  The SBA replied back that the small busi		2		3		3		1		1		1		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		387		111		In the last week of the fiscal year a Customer needed immediate research on safety/detection devices due to concerns about possible loss of life.  The KO pulled up GSA schedules and information from web searches.  Upon determining the possible sources, th		1		3		3		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		388				Situation:  Proposals are due at 3 pm.  Solicitation identifies building where proposals are to be delivered, building where they are due is a secure facility, and no parking is available.  



Action:  Contract Specialist posted at the guard gate  where		2		2		7		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		3		1		1		1		1		1		1		1		1		1		1		1		1

		389		115		Situation:  Need to write up semi-annual performance evaluations report. Conduct Performance Evaulation Board meeting.  Identify available award fee pool.  

Action:  Contact all Task Area Monitors (TAMs) and COTR to request written submission of their ev		1		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1

		392		121		PROGRAM MANAGER (PM) SUBMITS PROCUREMENT REQUEST (PR) FOR SERVICES EFFORT THAT IS EXACT DUPLICATE OF PREVIOUS YEAR EFFORT.  CONTRACT SPECIALIST (CS) REQUESTS PM TO REVIEW REQUEST IN LIGHT OF CURRENT PERFORMANCE.  PM REFUSES. 



CS REVIEWS CURRENT EFFORT		1		2		2		3		2		3		2		1		1		3		4		5		5		1		1		4		4		3		4		1		1		5		5		4		4		1		1		1		1		1		1

		394		120		A military contracting officer with a limited warrant traveled to Africa to perform contracting to support a peacetime operation.  One of the contract actions was for a minor construction project to build a temporary mess hall.  The military officer was s		2		2		4		5		1		5		5		5		3		5		4		3		4		5		4		5		3		4		3		5		1		5		2		1		1		1		1		1		1		1		1

		395				A contract specialist synopsized in FEDBIZOPS a new IDIQ design contract using Architectural and Engineering (A-E) procedures.  The selection criteria included a requirement that the A-E firm shall have experience in designing DoD Schools in an overseas e		2		2		4		5		3		5		3		5		3		5		3		2		1		2		1		2		1		2		1		2		1		5		3		2		1		2		1		2		1		2		1

		396		132		SITUATION:  A customer/IPT lead has a requirement for a major upgrade to an aging missile system.    He would like to achieve competition for the design effort associated with the upgrade of this existing system.



ACTION:  The contracting officer assist		1		3		2		5		5		4		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		397				Contract Specialist received a new, urgent contract requirement from the project engineer.  As a result of heavy rains, the integrity of a wall was compromised and risked a government parking lot and buildings.  Working closely with the project engineer,		1		2		10		4		4		3		3		4		4		5		5		4		4		5		5		5		5		5		5		5		5		5		5		3		4		4		4		4		5		1		1

		398		132		SITUATION:  A design competition was successfully conducted and mutiple offers were received.  Before award, the program manager was informed of a budget cut that would significantly reduce production quantities of the system, once developed.



ACTION:		1		3		6		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		5		1		1		1

		399				A contract was solicited for a very large construction project overseas using best value contracting procedures.  The selection criteria included past performance as well as other technical factors.  Price was considered equivalent to past performance and		1		2		9		5		4		5		4		3		5		5		5		4		4		3		3		5		5		5		5		5		5		2		3		1		1		1		1		1		1		1		1

		400				A contract specialist was negotiating a very difficult delivery order for engineering services under an A-E contract.  The contract was firm, fixed-price, but the overhead and profit rates were not negotiated under the original contract as was customary.		1		3		8		4		4		5		4		1		1		1		1		5		4		4		4		5		3		5		4		5		5		5		4		2		2		2		1		5		5		1		1

		401				Significant delays were experienced under a construction contract.  Further, during construction, the roof of the structure failed inspection requiring a significant amount of rework and cost to the contractor.  The contract administrator worked very clos		1		2		10		1		1		1		1		1		1		1		1		1		1		3		3		5		5		1		1		1		1		5		4		5		5		5		5		5		5		5		4

		402				Offers were received under a best value source selection.  The evaluation criteria were numerous and required an extensive amount of analysis.  The contract specialist led the technical analysis with legal counsel assistance.  The contract specialist was		1		2		8		5		5		2		2		4		5		2		1		5		5		2		2		5		5		5		5		3		2		2		2		2		2		2		1		1		1		1		1

		413		123		Situation:  Cardholders buy goods and services to support an office's missions.  As part of that task, they must determine if it is appropriate to purchase items.



Action:  The cardholder purchased a luxury item (Coach Briefcase) instead of buying the m		2		1		1		3		1		4		3		5		1		5		3		4		1		1		3		4		2		4		1		5		4		5		2		1		1		5		1		3		2		2		2

		414		123		Situation:  The contracting office receives a continuous stream of requirements for Personal Digital Assistants (PDAs) and must determine the most effective means of meeting customer requirements.



Action:  The contracting office waits until they have r		2		2		1		5		3		5		3		5		2		5		5		4		4		3		3		5		2		4		4		5		2		3		3		2		3		4		4		3		2		2		1

		415		123		Situation:  There was a requirement for completion of many studies over several years, but no clear definition of exactly how many and the Goverbment wants to reduce its risk.



Action:  Contract specialist set up a contract with otions, each action was		1		2		2		5		5		5		5		5		5		5		4		5		5		5		4		5		4		4		4		4		4		5		5		3		3		4		4		2		2		1		1

		416				Situation:  There is a need to establish multiple award service contracts to support quick turn around requirments for systems changes.



Action:  Contracting officer awards contracts to over 100 sources because that is how many submited at least accepta		2		3		8		5		2		4		3		5		2		5		5		4		2		5		2		5		3		3		3		5		2		5		2		4		2		4		3		1		1		1		1

		417				Situation:  Contracting specialist must award task orders under a multiple award contract and determine which awardees should be requested to submit a proposal.



Action:  Conatrcing officer states thet have discretion to place the award on a sole source		2		3		3		5		1		3		3		5		1		4		4		4		2		5		1		5		2		3		3		5		1		5		4		3		2		3		3		3		2		1		1

		418		168		SITUATION:The contract specialist sent the required 60-day notice for exercising Option Year II of a contract to the contractor.  Unfortunately, the contractor received it on day 59.  The contractor then refused to accept the option period without negotia		1		1		10		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		419		168		SITUATION:  The contractor is in his third year of the contract.  He informs the contracting officer that he is losing money and cannot continue to perform if the third option year is exercised.

ACTION:  The Contracting Officer calls for an audit of the		1		2		10		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5

		420		168		SITUATION:  An 8(a) contractor is awarded a contract for a base year with two option years.

ACTION:  Sometime during the Option year II, the contracting officer unilaterally adds five additional option years via modification.  

OUTCOME: It was later det		2		2		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		1		1		1		1		1		1		1		1

		421		168		SITUATION:  An Invitation for Bids is issued.  Bids are received from five bidders.  The low bidder is extremely lower than the other bidders and the government estimate.

ACTION:  The Contract specialist sends a letter to the lowe bidder to confirm his p		1		1		7		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1

		422		168		SITUATION:  Solicitation is issued to all contractors responding to the synopsis published in the Commerce Business Daily.  One potential bidder submits a letter stating that the specifications were to restrictive.

ACTION:  The Contracting Officer briefl		2		2		6		1		1		1		1		1		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		423		168		SITUATION:  Customer submits a late requirement for a sole source action for vital services.  They indicate that there must not be any break in service.

ACTION:  The contract specialist and customer meet and discuss all viable options for the procurement		1		1		2		5		5		3		3		3		3		1		1		1		1		3		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		424		168		SITUATION:  Solicitation is issued.  Bids are received.  Low bidder submits a letter to the contracting officer that he has made a mistake in his bid.

ACTION:  The Contracting Officer requests all original work papers from where the contractor recorded h		1		1		7		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		425		180		Situation:  Quotes had come in for commerical services, with price based on estimated number of hours multipled by hrly rate.  



Action: The CO re-did the math independently, and found gross errors.  The contractor was informed and asked whether the quo		1		1		8		1		1		1		1		1		1		1		1		4		4		4		4		5		5		4		4		1		1		1		1		1		1		5		5		5		5		1		1

		426		174		Situation: A contract specialist was soliciting information/quotes from three GSA Schedule contractors for a variety of supply items. Written quotes were telefaxed from the three GSA Schedule contractors for each of the supply items. Each GSA Schedule con		1		3		8		1		1		1		1		1		1		1		1		5		5		1		1		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		427		180		Situation:  Vendor X offered a special very low maintenance price on some, but not all CLINs.  The CLINs not given a discount were priced higher than market prices.  Vendor X was asked to lower all prices, and responded that the very low discount was all		1		1		3		1		1		5		5		5		5		5		5		5		5		3		3		5		5		4		4		4		4		4		4		1		1		5		5		1		1		1		1

		428		181		A purchase request has been submitted to the contract specialist to buy four line items.  Two of the line items are described on the first page of the purchase request and two line items are described on the second page of the purchase request.



The con		2		1		2		5		1		4		1		1		1		3		2		5		4		4		2		5		1		5		2		5		2		5		3		5		2		1		1		1		1		4		1

		429		181		A purchase request has been submitted to the contract specialist to buy four line items.  Two of the line items are described on the first page of the purchase request and two line items are described on the second page of the purchase request.



The con		2		1		2		5		1		4		1		1		1		3		2		5		4		4		2		5		1		5		2		5		2		5		3		5		2		1		1		1		1		4		1

		430		176		SITUATION: Due the Governments delay in have sites ready for installation of Video Teletraining systems, acceptance and, therefore, payment to the contractor was delayed. The contractor, who was an 8(a) firm, "threatened" to submit claims for interest.

A		1		3		12		3		1		1		1		3		1		1		1		1		1		1		1		3		4		3		4		1		1		1		1		4		4		5		5		4		4		1		1

		431		182		Situation:  Re:  Acquisition Planning.  A project officer phoned to say that he needed services of a contractor because he forgot to plan ahead for the coming year.

Action:  The project officer needed to obtain the necessary funding from his management.		2		3		1		5		1		5		1		5		1		5		1		1		1		5		1		5		1		1		1		1		1		1		1		1		1		5		1		5		1		1		1

		432		174		Situation: A competitive BPA for workstations was issued against a contractor's GSA Schedule contract. The BPA had guaranteed quantities valued at $24 million and the overall estimate of the BPA's value was $35 million. The next low GSA Schedule contracto		2		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		1		5		1		4		1		5		1		5		1

		433				Situation: The Agency was faced with an exigient acquisition for 30,000 workstations. There was a debate between the staff of the head of the Agency and the acquisition staff with regard to the most appropriate acquisition strategy. Although all parties a		1		3		3		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		434		182		Situation:  (Acquisition Planning) A project officer called to say that it was near the end of the fiscal year and he forgot to plan for some of the task that he needed to accomplish.

Action:  The contract specialist stated that there were other in-house		1		2		2		5		1		5		4		5		4		5		5		5		4		5		5		5		5		5		5		5		4		5		4		5		5		5		4		4		5		1		1

		435				Situation: A requirement to acquire software licenses on a noncompetitive basis had been approved by the Agency after completing all necessary pre-solicitation steps (e.g., sources sought synopsis, analysis of responses, public notice of intent to negotia		1		3		6		4		5		5		5		5		5		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		436		188		Situation:  The contracting office was not meeting its HBCU quota and had never awarded a contrat to an HBCU despite the fact that at least 5 HBCUs were located within a 100 mile radius of the contracting office.

Action:  The contract specialist decided		1		3		2		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		4		5		5		4		5		4		5		4		5

		438		188		Situation:  The contract specialist awarded the second of two awards for computer desks that were awarded about 6 months apart.  The first award had been delivered and the invoice paid. When the desk from the second order arrived....there was no keyboard		2		1		2		1		1		5		4		4		4		5		3		5		2		5		2		5		2		5		1		5		1		5		2		5		1		5		1		5		1		5		1

		440				Situation:  Site visit.  A site visit (preaward) was scheduled to view the work site for a new contract.  It was explained to the project officer prior to the site visit that he was not to speak or answer questions to any one individual contractor because		1		2		6		5		4		5		4		5		4		5		5		1		1		5		5		5		5		1		1		1		1		5		5		1		1		1		1		1		1		1		2

		441				Situation:  When a request for contract or purchase request is received and the amount is over $100,000, the contract specialist must refer the request to the Small and Disadvantaged Business Utilization Staff (SADBUS) to be reviewed for possible award to		1		1		3		5		5		5		5		5		5		5		5		1		1		1		1		5		5		5		4		1		1		5		5		3		3		3		3		1		1		1		1

		442				Situation:  Re:  Proposal Evaluation.  The contractor submits a proposal.  The technical evaluation team is assembled and uses the criteria set forth in the solicitation to evaluate the proposal.  The evaluation team faxes a questionnaire to the contracto		2		3		7		5		5		1		1		1		1		5		3		5		3		5		2		5		3		4		3		1		1		1		1		1		1		1		1		1		1		1		1

		443				Situation:  When a request for contract or purchase request is received and the amount is over $100,000, the contract specialist must refer the request to the Small and Disadvantaged Business Utilization Staff (SADBUS) to be reviewed for possible award to		1		1		3		5		5		5		5		5		5		5		5		1		1		1		1		5		5		5		4		1		1		5		5		3		3		3		3		1		1		1		1

		444				Situation:  Proposal evaluation:  The contractor submits a proposal.  The technical evaluation team is assembled and uses the criteria stated in the contract for the evaluation.  The technical evaluation team faxes a questionnaire to the contractor's refe		2		3		8		5		3		5		3		3		2		1		1		5		1		3		3		5		1		5		1		1		1		5		3		1		1		1		1		1		1		1		1

		445				Situation:  Contractor sends an invoice in for payment.

This is a construction contract and the invoice needs to be certified by both the contract specialist and the project officer.

Action:  The Finance Office submits the invoice to both the contract s		1		2		12		3		3		4		4		4		3		4		5		1		1		5		4		5		5		4		4		1		1		4		3		4		4		5		5		5		5		1		1

		446				Situation:  Price Analysis.  When proposals are received they are forwarded to the Audit Team in our Agency, the proposals are validated to assure that the contractor has input the correct totals for the requirement. 

Action:  The auditor submits a repor		1		2		8		3		3		3		3		4		3		4		4		4		4		4		4		4		3		4		4		1		1		4		4		1		1		4		4		4		4		1		1

		447				Situation:  Late Offers.  The contractor has to submit his proposal by 3 p.m. on the date set for receipt of proposals.

Action:  The contractor arrives at 3:02 p.m. stating that traffic was heavy.

Outcome:  The proposal is clocked in but not accepted.		1		1		7		3		3		3		3		3		3		3		3		1		1		3		3		5		5		3		3		3		3		5		5		2		3		1		1		1		1		1		1

		448				Situation: Mistake in offers.  A contractor called and stated that he had made a mistake in offer.  He wanted us to allow him to raise the price of the item after award.  The contractor could not prove conclusively that a mistake in bid was made.

Action:		1		1		7		3		3		3		3		3		3		3		3		5		5		5		5		3		3		5		5		5		5		5		5		1		5		3		3		3		3		1		1

		449				Situation:  Canceling Solicitations.  Contractor submitted a pre-award protest stating that the scope of work was ambiguous.  The project officer had stated in his scope of work that only a brand name item would operate with his machinery.

Action:  The p		2		1		6		5		3		5		1		5		1		5		2		1		1		1		1		3		3		1		1		1		1		4		2		1		1		1		1		1		1		3		1

		450				Situation:  Need for Bonds.  It is up to the contracting officer as to whether or not bonds (performance or payment bonds) are required for a requirement when the requirement is valued under $100,000.  

Action:  The contracting officer evaluates the requ		1		2		5		4		4		5		5		5		5		4		4		5		5		5		5		4		4		1		1		1		1		5		5		1		1		1		1		1		1		1		1

		451		191		1. Situation:  A contractor employee in the payments department sends several communications to the contract specialist citing outstanding invoices and requesting payment.  When payment is not immediately received, the employee of the contractor states th		1		3		12		1		1		1		1		1		1		1		1		1		1		3		3		1		1		1		1		4		4		3		2		1		1		1		1		5		5		1		1

		452				2. Situation:  The Agency has a critical need for workstations and has issued a Request to FSS schedule contractors that they provide the configuration off of their FSS schedule that they feel will satisfy the requirements of the SOW.  IAW regulations, a		1		3		4		4		4		5		5		5		5		5		5		1		1		4		4		3		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		453		194		Situation: A contract specialist had issued a BPA for up to 30,000 workstations against a particular contractor’s Authorized GSA Schedule Contract. The BPA was established competitively and resulted in savings of over $5 million when compared to the next		2		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		1		4		1		5		1		4		1		4		1		1		1

		454		194		Situation: The Agency approved a noncompetitive software acquisition after completing all necessary requirements of the FAR (e.g., sources sought synopsis, analysis of responses, public notice of intent to negotiate on a sole source basis, etc.). Because		1		3		3		4		5		5		5		5		5		1		1		1		1		1		1		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		455		194		Situation: A competitively awarded contract included (along with numerous other contract line item numbers) an item for a specific quantity of terminal emulation software licenses; however, support for the existing software product was being discontinued.		1		3		10		1		1		5		5		5		5		1		1		1		1		3		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		456		194		Situation: The Agency had an exigent acquisition for up to 30,000 workstations. Although all parties agreed that there was insufficient time for a fully competitive, open market acquisition, the Commissioner’s staff disagreed with the acquisition strategy		1		3		1		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		457		194		Situation: A team leader was given a file to review that was for the competitive acquisition of various items of IT supplies in accordance with the GSA Federal Supply Service (FSS) Schedule Program. Under this program, at least three Schedule contractors		1		3		8		1		1		1		1		1		1		1		1		4		5		1		1		1		1		5		5		4		5		1		1		1		1		1		1		1		1		1		1

		458		194		Situation: The Agency had processed the necessary documentation to designate a specific suite of software products developed by a large business as Agency standards. The contract specialist was given instructions to set up multiple, competitive BPAs using		2		3		1		4		2		5		2		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		459		194		Situation: A contract specialist had been assigned a multi-million dollar requirement to process on a competitive basis. Such an acquisition required a detailed contract file that was prepared in accordance with established Agency procedures. In today’s e		2		2		9		1		1		1		1		1		1		1		1		1		1		1		1		1		1		3		2		5		3		1		1		1		1		1		1		1		1		1		1

		460		183		Questins from prospective contractors were arriving about a solicitation's payment schedule.  The proposed contract was for over a million dollars and lasting 18 months.  The contractors were stating that they could not wait for 18 months before getting p		2		3		5		5		2		5		2		5		2		4		3		3		3		5		2		5		3		4		2		5		2		5		2		1		1		5		2		5		2		1		1

		461		194		Situation: The contracting officer was conducting a multi-million dollar, competitive acquisition for IT hardware, software and a variety of support services. The requirement was a complete replacement of the Agency’s IT infrastructure and offerors were p		1		3		8		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1

		462		183		A statement of work was written requesting a contractor to provide IT support services and a backup for the person providing the IT support services if the initial person happened to be sick or on leave.  The services were quite technical, requiring train		2		3		8		5		3		3		3		5		2		5		4		5		3		4		3		5		3		5		3		5		3		5		3		2		2		5		3		5		3		1		1

		463		183		Negotiations were quite lengthly in awarding a contract for IT services.  One offeror took many exceptions to the solicitation and requested additional terms and conititions.  While the other offeror's proposal did not seem to require the same amount of a		2		3		8		1		1		4		3		3		3		3		3		5		2		4		3		5		2		5		2		5		3		5		3		5		2		4		3		4		3		1		1

		464		183		A project officer called about a new requirement.  She needed help with her market research, specially what contractors would be capable of performing the required services.  It was anticpated that the award was going to be made on the GSA schedule.  The		2		3		2		5		1		5		1		2		2		2		2		5		2		2		2		5		2		3		1		1		1		1		1		1		1		1		1		1		1		1		1

		465		183		SSA has a requirement for IT training off the GSA schedule.  The project officer wanted to get the delivery order awarded as soon as possible.  As negotiations were progressing with the contractor, it was discovered that some of the training classes were		1		3		8		3		4		5		5		1		1		2		2		3		3		5		5		5		5		5		5		5		5		5		5		1		1		1		1		1		1		1		1

		466		183		An IBM product was orders on GSA schedule from an IBM reseller. The product was received and installed on SSA's AS400s as planned.  The software was not working as expected.  Additional support from IBM was purchased, the software still did not work.  The		1		3		11		3		3		3		3		5		5		3		3		3		3		5		5		5		5		5		5		5		5		3		3		5		5		3		3		1		1		1		1

		467		183		An option to a contract was being exercised.   As requried by FAR, the prices in the option were being analyzed to determine price reasonableness.  The contract specialist requested back up pricing information from the contactor, but the contractor was re		1		3		10		1		1		3		3		1		1		5		5		3		3		5		5		5		5		4		4		3		3		3		3		4		4		3		4		5		5		1		1

		468		183		Software and software maintenance was being awarded on a GSA schedule.  The contractor wanted to add a Software License Agreement to the delivery order.  The contract specialist informed the contractor that the License Agreement was not being incorporated		1		3		8		3		3		5		5		5		5		3		3		3		3		5		5		5		5		5		5		5		5		3		3		2		2		2		2		2		2		1		1

		469		207		The contractor realised in performing the contract at multiple sites (commissaries) realised that the conditions were not as described in the solicitation statement, and that it was impossible to fulfill stmt. of work as written. The contractor tried unsu		2		3		2		3		1		5		1		1		1		1		1		2		1		1		1		5		1		1		1		1		1		5		1		5		1		4		1		3		1		3		1

		470				The commanding general insisted that the Army all have black berets by June 2001 (actual date - not sure) as an important morale initiative.  The actual time frame from the receipt of the request, which was considered urgent by the procuring activity, did		2		4		4		5		1		5		1		5		1		5		1		1		1		3		3		5		1		1		1		3		1		1		1		5		5		1		1		4		1		5		5

		471				The offeror, a woman-owned small business (WOSB), was eliminated on one of eight evaluations factors; the offeror was found to not be responsible because the offeror "did not have personnel with knowledgeable about the work required and therefore capable		2		3		8		1		1		1		1		5		1		4		2		1		1		1		1		3		1		3		1		5		1		1		1		1		1		1		1		1		1		1		1

		472				The small business came to the Office of Small and Disadvantaged Business Utilization, complaining that the SB personnel had helped a winning large business in the preparation of the successful offer, which included naming the SB in the subcontracting pla		2		3		8		3		2		1		1		5		1		5		1		3		1		4		1		5		1		3		1		5		1		5		1		1		1		1		1		5		1		3		1

		473		191		3. Situation:  A small business, who is supplying the product of a large business under a FSS BPA, advises the contract specialist that the large business has just informed them that they will no longer honor the price current being extended to the small		1		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		4		4		5		5

		474				The Army in Germany had a requirement for commercial buses, to take the children of American soldiers and civilians to American schools in the area.  This was a reoccurring requirement.  The Army had not been happy with the performance of the current bus		1		4		2		5		5		4		4		4		5		5		4		2		1		5		2		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1

		475		191		1. Situation:  Program office requires contractor services for software support with Microsoft software programs.  The program office wants to award a sole-source contract to Microsoft Corporation for these support requirements and prepares a Justificatio		1		3		2		3		2		5		5		5		5		5		5		1		1		3		2		3		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		476		191		5. Situation:  The Agency needed a way to quickly obtain workstations so that they could "refresh" existing technology on a flow basis.  They also wanted to be able to obtain consistency in the configuration and to be able to order as money became availab		1		3		3		4		4		5		5		5		5		4		4		2		1		5		5		4		4		1		1		4		4		1		1		1		1		1		1		1		1		1		1

		477		191		1. Situation:  Small business sends a letter to the contract specialist requesting assistance with an invoice that was short-paid by the Office of Finance.  The contractor explains that, when they checked with the Finance Office they were told that the in		2		2		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		1		5		1		1		1

		478		191		1. Situation:  Small business sends a letter to the contract specialist requesting assistance with an invoice that was short-paid by the Office of Finance.  The contractor explains that, when they checked with the Finance Office they were told that the in		2		2		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		4		1		5		1		1		1

		479				In the early 90's, NASA was directed by Congress to award at least 8% of its awards to small women and minority-owned companies.  



To meet the Congressional mandate, NASA takes a number of actions at the pre-proposal stage.  One of these is formal inte		1		4		4		4		3		5		5		5		5		4		5		1		1		3		2		5		5		3		1		1		1		5		3		3		1		3		2		3		3		1		1

		480		191		2. Situation:  The Agency has a critical need for workstations and has issued a Request to FSS schedule contractors that they provide the configuration off of their FSS schedule that they feel will satisfy the requirements of the SOW.  IAW regulations, a		2		1		7		1		1		1		1		1		1		5		1		5		1		1		1		4		1		1		2		3		3		1		1		1		1		1		1		1		1		1		1

		481		191		3. Situation:  A small business, who is supplying the product of a large business under a FSS BPA, advises the contract specialist that the large business has just informed them that they will no longer honor the price current being extended to the small		2		2		9		1		1		1		1		2		2		1		1		1		1		1		1		1		1		1		1		5		3		4		3		5		5		1		1		4		4		4		4

		483		194		Situation: Agency contracts that span multiple fiscal years incorporate annual options that give the Government the unilateral right to extend the term of the contract due to budgetary constraints. The one condition associated with this unilateral right i		2		3		10		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		2		3		2		1		1		1		1		1		1

		484				Situation: The Agency had a requirement for a new software product that would span five years due to the anticipated addition of new users and future maintenance support requirements. A requisition was submitted to the contracting office for the initial y		2		1		6		1		1		1		1		1		1		1		1		1		1		1		1		5		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		485		132		Situation:  Program Manager would like to find contractual method to manage technical risk in his development program.  He also has very little budgetary flexibility and would like to utilize a fixed price contract.



Action:  Contracting officer suggest		1		3		2		5		5		5		5		5		5		5		5		1		1		5		5		5		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		486		132		Situation:  Requirement to address obsolescence in fielded weapons system.  Engineering change proposal approach resulted in original equipment manufacturer declining to bid, stating he has closed that particular production line and is not interested.		1		3		2		5		5		5		5		5		5		5		5		1		1		5		1		2		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		487				1.  Situation:  Air Force has an ongoing Source Selection and is hosting a pre-solicitation conference.  The contracts awarded will be Blanket Purchase Agreements (BPA) and the Source Selection is unusual in that it will combine both Air Force and General		2		2		2		5		3		5		3		5		4		5		2		4		2		4		3		5		3		3		2		3		2		5		3		3		2		3		2		2		2		1		1

		488		214		Situation:  Same as previous except that the Air Force PCO and PM have invited several GSA representatives to attend the conference.



Action:  Questions regarding GSA policies, schedules, procedures are answered by the GSA representatives.



Outcome:		1		2		2		5		5		5		5		5		4		5		4		4		3		5		4		4		4		4		3		4		3		5		4		3		3		3		3		3		2		2		2

		489				Situation:  Debriefings are being scheduled after the award of a contract following a large dollar, extended and complicated source selection.  There are at least five unsuccessful offerors who feel that they should have won the award.  All unsuccessful o		1		3		9		5		5		5		5		4		4		5		5		5		4		5		5		5		5		5		5		5		5		5		5		4		4		3		3		3		2		2		2

		490				Situation:   Debriefings are being scheduled after the award of a contract following a large dollar, extended and complicated source selection.  There are at least five unsuccessful offerors who feel that they should have won the award.  All unsuccessful		2		3		9		5		2		5		2		5		2		5		3		5		1		5		2		5		2		5		1		5		1		5		1		3		2		3		1		2		1		1		1

		491				Situation:  It is September in the Contracting Office and everyone is very busy trying to ensure that all requirements are awarding before 1 October when the funds expire.    There is a requirement to send all contracts to JAQ for legal review if they are		1		2		2		5		5		5		5		5		4		4		4		3		3		4		4		5		5		4		4		4		5		5		4		2		2		4		4		4		4		3		3

		492				Situation:  It is September in the Contracting Office and everyone is very busy trying to ensure that all requirements are awarding before 1 October when the funds expire.    There is a requirement to send all contracts to JAQ for legal review if they are		2		2		2		5		3		5		3		5		3		4		2		5		2		5		3		5		1		5		2		5		2		5		2		5		2		5		2		4		2		3		1

		493				Situation:  A contract has been awarded for the preparation and serving of food in the base cafeteria.  The PCO&#8217;s Technical Representative (COTR) on the contract is required to provide close surveillance over the contract, which requires that he has		2		2		11		4		3		3		2		5		2		5		2		5		2		5		2		5		1		4		2		5		2		5		1		4		1		5		1		4		2		5		2

		494				Situation:  A contract has been awarded for the preparation and serving of food in the base cafeteria.  The PCO&#8217;s Technical Representative (COTR) on the contract is required to provide close surveillance over the contract, which requires that he has		1		2		11		5		4		5		4		5		4		5		4		4		5		5		5		5		5		5		4		4		2		5		5		5		5		3		4		3		4		4		5

		495				Situation:  A contract is awarded for grounds maintenance.  The prime contractor hires a subcontractor (1rst tier sub).  The subcontractor hires a subcontractor (2nd tier sub).  The three contractors begin work under the contract.  The period of performan		2		2		12		4		2		3		2		5		2		4		1		3		1		5		2		5		1		4		1		3		2		5		2		5		1		5		1		4		2		4		2

		496				Situation:  A contract is awarded for grounds maintenance.  The prime contractor hires a subcontractor (1rst tier sub).  The subcontractor hires a subcontractor (2nd tier sub).  The three contractors begin work under the contract.  The period of performan		1		2		12		5		4		5		5		5		5		4		4		5		5		5		5		5		5		5		5		4		4		5		5		5		4		5		5		5		4		5		5

		497		177		Contractor's performance under a contract for market research type services had initially been satisfactory.  However, a member of the project officer's team was dissatisfied with one deliverable submitted by the contractor.  This person made allegations		1		3		11		3		3		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		4		1		1		1		1		1		1

		498		177		An outside (non-federal government entity) has been involved in a particular contract between the agency and a private contractor.  The role of this non-government entity was to be one of technical guidance for the agency.  The agency believes, with good		2		3		11		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		2		5		2		1		1		1		1		1		1

		499		129		A contract specialist issued an order against an expired basic contract and the contracting officer signed it anyway.  It was later determined that three orders had been issued against the expired basic and three different contracting officers had signed		1		2		9		1		1		1		1		1		1		1		1		3		1		3		1		1		1		1		1		4		1		4		1		1		1		1		1		1		1		3		3

		500		129		A Contract Specialist did not solicit the last awardee.  A solicitation was issued and posted to the web, but the contracting specialist failed to send a copy of the solicitation to the last awardee.  The contractor complained and the contract specialist		2		1		6		3		1		3		1		5		2		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		501		129		The contract specialist would negotiate things with a the contractor and fails to incorporate them in the price negotiation memo.  Then the file is turned over to another contract specialist and the they have no clue as what was actually negotiatied.		2		2		8		1		1		1		1		4		1		1		1		3		1		1		1		4		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1

		502		129		The contract specialist ensures that all possible sources are contacted and notified of soliciation posted to the web.  The contract specialist does good market research to locate all possible bidders.		1		1		6		3		3		5		5		4		4		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		503		129		A contract specialist awarded an requirement to an unapproved source.  The contract specialist did not take to time to verify that the contractor was approved with the responsible engineer.  The contract was terminated for convience as the contractor was		2		2		9		4		1		4		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		504		129		Contract Specialist awarded a contract to a debarred contractor.  The Contract specialist failed to verify the contractor's eligibility for award.  The contract was terminated for convience.		2		1		9		3		1		3		1		5		1		1		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1

		505		129		The contracting officer negotiated contractor travel into a delivery order without determining the number of trips to be taken.  The order issued was for consulation services to take place in a different area than the contractor was located.  The contract		2		3		8		4		2		5		1		5		1		4		1		4		2		4		1		4		1		4		1		1		1		1		1		1		1		1		1		1		1		1		1

		506		129		A contract specialist negotiated an award of Basic Purchasing Agreement for the consultant services.  The contract specialist did the required market research and developed a strategy.  Three contractors were solicted from a GSA schedule.  Their proposals		1		2		8		5		5		5		5		5		5		5		5		5		5		5		5		5		5		4		5		1		1		1		1		1		1		1		1		1		1		1		1

		507		129		A contract specialist accepted a late bid, which won the award.  The opposing contractor filed a protest alledging that a late bid was accepted and should not have been accepted.  The contractor that filed the protest won and the award was terminated.		2		2		7		1		1		1		1		5		1		1		1		5		1		1		1		5		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5

		508		216		Shortly after September 11, 2001, a Contractor came into the Contracts Office indicating that he had helped the Pentagon to relocate to Crystal City immediately after the attack on the Pentagon.  He asked the Contracting Officer to cover his action on our		1		3		9		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1

		509		216		#2 – The Contracting Officer competed for goose deterrent services for the facility grounds using a small purchase.  At the end of the contract the Contracting Officer issued a modification to change the contract number from a purchase order to a large co		2		3		10		4		1		4		1		4		1		3		1		4		1		4		1		4		1		3		1		4		1		4		1		4		1		2		1		4		1		4		1

		510		216		#3 – The Customer had a need for Custodial Services.  The prior contract resulted in an antagonistic relationship between the Customer and the Contractor.  A new contract needed to be awarded.  The Contract Specialist/Contracting Officer reviewed the circ		1		3		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		5		5		5		1		1

		511		216		#4 – The Customer identified a need for help-desk services and other Information Technology Services worldwide.  This requirement had high visibility.  It was anticipated that there would be good competion amoung current Federal Supply Schedule holders.		1		2		3		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		5		1		1		3		4		1		1

		512		216		#5 – A Customer submitted a request on a sole source basis for Information Technology Services at Hill AFB, UT.  The Contract Specialist reviewed the prior files and realized that the same sole source justification was being submitted each year and that i		1		1		3		5		5		5		5		5		5		4		5		5		5		5		5		4		5		4		4		4		4		2		1		4		4		1		1		1		1		1		1

		513		216		The Contracting Office received a requirement to renew a goose deterrent contract.  A performance based statement of work was established.  A competitive commercial solicitation was issued and several responses were received.  A technical evaluation was r		2		2		11		4		3		4		4		4		4		4		4		4		4		4		2		4		5		3		2		5		5		5		5		4		2		1		1		1		1		1		1

		514		216		Contractor cannot get paid because of the wrong payment office on contract.  The Customer was contacted to verify the payment office as well as the Defense Finance and Accounting Service.  The Finance Office stated payment should be made by the South.  It		1		3		12		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		1		5		5		1		1		1		1		1		1
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