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Presenter
Presentation Notes
Lesson Length:  __ hours
Lesson Goal:  Provide insight into the generic steps that contractors take in building a submitting a proposal.
  Contractors procedures vary from company to company according to the internal proposal controls they want implemented when writing proposals.  
  this lesson provides a generic view of the process.
  However, all contractors have an objective of refining and submitting  a winning proposal that simultaneously attains contractor business objectives.  

Many proposals are complex and include numerous  volumes:
  Cost
  Technical
  Management
  IMP/IMS 
  Past Performance
  Proposal activities must be tightly managed if contractors are to submit quality proposals, on a timely manner that win government business.  


Proposal Complexities In Government Contracts

« Contracting With The Government Requires A Proposal Process

— Government is Sovereign With Many Laws, Rules and Regulations
 Processes Are Necessary To Insure Compliance
« Government Contracting Relationships Are Complex (legally)

« Competitive Acquisitions Utilize Government Procedures That
Provide For Little Flexibility

— Proposals Must be IAW Proposal Instructions, Laws, Regulations

— Proposals Must Also Be Timely (Late proposals are rejected)



Presenter
Presentation Notes
  All proposals have certain common objectives:
  Describe the proposed efforts in a manner that can be easily understood by the customer and maximizes contractor’s competitive position.
  Sound technical approach
  Sound management approach
  Effective Cost Management
  Win the CONTRACT AWARD is the primary objective
 Government contracting rules and regulations are much different that in the commercial market place.
  In order for the contractor to produce a quality proposal on time (responsive):
  the process must be managed
  a proposal schedule established for all events
  individuals identified to accomplish each event
  Proposal team must be properly staffed with the knowledge necessary to accomplish the functions
  Technical expertise
  Contracting expertise
  Pricing expertise
  the proposal team must be focused on the critical proposal events.


Proposal Quality

 Factors that often drive proposal quality
— RFP and supporting document clarity
— Early industry involvement
— Understanding the requirement
— Contractor Pre-planning (Business Development)
— Proposal Development Time
(Proposal Submission Dates - RFP Instructions)
— Contractors Proposal Process
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  The proposal manager(s), including contracts and pricing disciplines, must effectively communicate with all parties and manages the resources necessary to compile a high quality proposal.
  Customer communications are crucial to compiling a quality proposal 
  customer must first effectively communicate requirements and the contractor must properly interperate/respond with a proposal meeting customer expectations .
 Communication should start early which can be accomplished in many ways
  Pre-solicitation conferences
  Alpha Contracting (if conditions are correct)
  Draft RFP
  The earlier companies know requirements the earlier they can:
  begin communicating with critical players 
  Financial and Business Managers
  IPT communications
  Subcontractors & Interdepartmental transfers
  making crucial decisions:
  teaming, 
  make vs. buy decisions
  draft subcontractor agreements
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  Above is a streamlined flow chart of an example proposal process.
  Many actions must occur for the flow  - actions in blue are crucial for the process to work 
  We will break part of the proposal process down to more fully evaluate some of the steps. 
  Bid/No Bid decisions is crucial as this will provide management buy-in
  contractor general order to propose the effort and establish charge numbers
  acquire the proper proposal team staffing
  acquire other company resources as necessary 
  bid/no bid decision usually prior to RFP -- if not accomplished ASAP
  Proposal Plan of Action (PPOA) is very crucial document. 
  internal company communications of how to compile the proposal 
  identifies whom is responsible for different proposal actions 
  instructs from whom/how proposal information is to be provided.  
  Pricing instructions - normally included in the proposal plan of action.
  defines how to submit cost data (format, backup data, BOEs, etc)
  Contractors must provide information to subcontractors/supplies early as these organizations must compile their own proposal and submit the proposals to the prime contractor.
  The Pricer will lead the compilation of the cost proposal
  The receive all data and produce the cost package
  Raw data is transformed into cost data
  Proposal (cost, technical, management, past performance, etc) are drawn together, reviewed and adjusted.
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  The proposal efforts continues after proposal issuance
  The process flow changes according to the customers award process
  In many cases the proposal may need to be modified.
  The same technical personnel need to modify their Basis of Estimates (BOEs) or modify other areas
  Subcontractors may need to modify their proposals
  pricing will need to update the pricing software and produce cost proposal updates
  If the contract effort is subject to the Truth-In-Negotiations Act, the contractor will need to certify after negotiations that all information was “Current, Accurate and Complete” at the time of agreement.  
  to this end, the contractor must tightly control all information transmitted to the Government so they will know exactly what information they are certifying.
  Data tracking system is needed and must be strictly followed
  Data sweeps 
  before negotiations are commonplace 
  after negotiated agreement they are necessary to be comfortable in providing certifications.  
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  Now we will break down the process further.
  Bid/No Bid Decision
  Critical Decision as tremendous resources can be expended compiling proposals
  A lot of factors are considered
  (See Attachment 1 to this package)

  Plan of Action 
  Communications are crucial -- this document provides direction within the Prime contractor and directs the issuance of subcontract actions. 
  Identifies the proposal schedule and people responsible for each action

  Pricing Instructions
  Identifies crucial pricing instructions
  contract type (IAW RFP)
  stipulates how proposed work should be time phased in BOEs 
  CLIN Structure
  Period of Performance
  IDs the BOE template (keeps all estimates in same format)


Bid/No Bid Review Issues

« The Bid/No Bid decision is crucial as proposing on contract
actions consumes tremendous resources

» |tems often addressed include:

-- Strategic Analysis

-- Customer Information
-- Capture/Win Strategy

-- Management Baseline
-- Past Performance

-- Proposal Management
-- Potential Profit/Loss

-- Financial Information

-- Competition Issues

-- Technical Baseline

-- Cost Estimating/Pricing Issues

-- Risk (Technical/Cost/Management)
-- Internal Company Considerations
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  The Bid/No Bid decision can be based on a lot of factors including:
  Profit Potential
  Cash Flow

  Market Share
  Will this impact Market Share?
  Can we drive the market?
  Potential Follow-on Business
  Is this the start of a long term relationship
  Availability of assets and resources
  Capacity issues (production capability, financial issues, etc)
  Strategic fit within the company
  Is this in the core company business area
  Is this an area where the company wants to work



Proposal Plan of Action (PPOA)
Issues

 The Proposal Plan of Action (PPOA) is a critical document that
communicates proposal instructions to all proposal participants:

General Program Information
Provides proposal instructions
Provides a Proposal Schedule (individual assignments/due dates)

Ground Rules and Assumptions
 Describes the proposal (Cost, Technical, Mgt, Past Performance)

Reviews the Statement of Work (SOW)

Pricing Instructions (including BOE and other instructions)
Contracting Instructions

Points of Contact (Proposal Mgr, Pricing Mgr, Contracts Mgr, etc)

(See example Proposal Plan of Action (POA))
(See example Basis of Estimate (BOE))
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  Effective communication to all proposal participants is a necessity
  What is the intended proposal?
  Cost Volume?
  Technical Volume?
  Management Volume?
  Past Performance Volume?
  Whom shall accomplish which actions and when is the action due?
  What are the pricing instructions?
  What is the required BOE format?
  Who are the players:
  Proposal manager
  Contracts Manager
  Pricing Manager
  Who will provide proposal submission authority?
  Corporate? -- Divisional? -- Local?
  Accomplish reviews before submission
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  If circumstances exist where the contractor plans to vary from their purchasing system, a deviation approval will be needed prior to doing so.  
  Are there unusual purchases (example: unusual materials purchase)  
  As subcontract and supplier proposals are submitted to the prime contractor, the prime generally takes the following actions:
  Technical Personnel accomplish a technical evaluation of the subcontract proposal and provide information to the subcontract managers:
  technical acceptability
  reasonableness of proposed labor & material
  necessity of proposed travel, IT support,
  Info on any other resources being expended under the subcontractor’s proposed solution.  
  The subcontract managers take the technical evaluation and other audit available and accomplish a “Desk Analysis” which is the contractor’s initial estimate of the potential costs.
  The “Desk Analysis” is provided to the pricing department to be included in the proposal.
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o Complete a cost proposal check list
 Often used for proposals over $550K
* (TINA compliance/other issues)
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  Rates and factors are of critical importance
  Contractor’s should be using the Forward Pricing Rate Agreements
  Does the contractor need to establish any unique rates to support this proposal?
  Cost Estimating Relationships (CERs):
  Which are applicable and representative so as to allow compilation of a reasonable cost estimate?
   Is there a logical relationship between the cost pool and the cost base?
  Estimate Sales Volume for the period
  How will sales effect the pool
  calculate the rate
  Pricing will input the data into the company Pricing System
  The pricing systems allow companies to provide timely proposals
  Some companies use unique software packages and have modified the software to help support their own procurement and pricing systems.  
  Some use basic software under Excel
  Most large companies convert pricing cases to the government’s software preference to facilitate evaluation 
  software should be compatible with customer software
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  Contractors have review and approval levels
  proposal review checklists should be completed to insure a high quality proposal
  Internal Controls to insure sound business decisions
  Higher dollar level proposals or high risk efforts are often approved at the corporate level
  Plan for sufficient time to conduct reviews in the PPOA  
  Legal Review?
  Management Review?
  Final approval authority?


Proposal Checklist Issues

13

« Proposal Checklists help insure:
— the submission of a quality proposal
— meeting customer requirements
— complying with any internal company procedures
 Forces the review of such things as:
— Competitive (did you bid to the source selection criteria?)
— Bidding Ground rules and Assumptions
— Cost Information (methodology, spreadsheet, WBS, Cost Detall, etc)
— Rates and Factors (DCAA Approved? Are Costs Time-Phased? Etc)
— Company Resources

— Basis of Estimates (clarity, debit/credit, documented the sources of
BOES)

— Identifying any Proprietary Data
— Management Judgments
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  extremely important to maintain quality standards throughout the entire proposal preparation process
  more efficient to provide quality information at the beginning as opposed to correcting proposal shortcomings
 business will be lost if proposals are non-responsive or don’t effectively described the proposed approach in an acceptable manner.  
  Many companies use checklists that must be completed and signed before upper management will consider approving a proposal(s) for submission.  


= Example
Proposal Process Flow Chart
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  Once the initial proposal is submitted, the next actions are dependent on the customers actions:
  customer makes the contract award competitively (no discussions):
  the customer and contractor need to execute the final document
  Customer enters discussions with the offerors
  Contractor supports discussions, makes proposal adjustments when appropriate (based on discussions) and submits a final (revised) proposal
  customer enters negotiations on a Sole Source Basis, the contractor:
  prepares for and supports negotiations
  tracks all information provided to the government from initial proposal submission and during all discussions and negotiations to the final negotiated agreement
  Note that once the contract awarded we have identified the action to Establish Budget:
  The Government often provides funds incrementally, the contractor must divide the funds up by IPT and regulate funds to the subcontractors.
  Each IPT has a budget
  IPTs can only perform up to their budget unless they have authority to continue
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  contractor conducts an data sweep to insure all information was “Current, Accurate and Complete” at the time that negotiated agreement was reached.
 often companies will do a preliminary sweep just prior to when they believe they are reaching agreement
  a sweep is conducted immediately after reaching an agreement
  For assurance purposes, companies often require all contractor managers that provided information used in the proposal or in negotiations to internally certify that information is still current, accurate and complete as of moment of negotiated agreement.  
  If during the sweep the contract identifies information that needs to be disclosed, it should be done as soon as possible, but definitely before signing the certificate.

  sign a certificate of current cost and pricing data form if all information is TINA compliant.
  If not TINA compliant, take actions necessary to become compliant.  


	Proposal Preparation ��EXAMPLE �PROPOSAL PROCESS 
	Proposal Complexities In  Government Contracts
	Proposal Quality
	Proposal & Contract Manager Interfaces�
	Slide Number 5
	Slide Number 6
	Example�Proposal Process Flow Chart�(Continued)�
	Bid/No Bid Review Issues
	Proposal Plan of Action (PPOA)�Issues�
	Example�Proposal Process Flow Chart�(Continued)�
	Example�Proposal Process Flow Chart�(Continued)�
	Example�Proposal Process Flow Chart�(Continued)�
	Proposal Checklist Issues
	Example�Proposal Process Flow Chart�(Continued)�
	Example�Proposal Process Flow Chart�(Continued)�

