SAP Combined Pre/Postnegotiation BCM Template July 08

	BUSINESS CASE MEMORANDUM
	Clearance No.: 

	Contracting Office:  
	PR No.:  

	
	Appropriation Type:      

	Competition Requirements and Authority:

	  FORMCHECKBOX 
  Full and Open Competition
	 FORMCHECKBOX 
  Negotiated Pursuant to Changes Clause

	 FORMCHECKBOX 
  Full and Open Competition After Exclusion of Sources (FAR 6.2)     
(Click box & use arrows to bring choice to the top and then click OK)   FORMDROPDOWN 

	 FORMCHECKBOX 
  Negotiated Pursuant to Contract 
Definitization Clause (FAR 52.216-25) 

	  FORMCHECKBOX 
  Other Than Full and Open Competition (FAR 6.302) 


 (Click box & use arrows for authority)  FORMDROPDOWN 

	 FORMCHECKBOX 
  Negotiated Pursuant to Disputes and 
REAs Clause (41 U.S.C. 601-613)

	
If “Authorized or Required by Statute” selected above, click box for 
Application:  FORMDROPDOWN 

	 FORMCHECKBOX 
  Negotiated Pursuant to GFP Clause

	Type of Contract:   FORMDROPDOWN 

(Click box & use arrows for choices)
	Type of Order:   FORMDROPDOWN 

(Click box & use arrows for choices)
	Clearance Total (include options):  $
Guaranteed Minimum (IDIQ):  $

	Clearance
	
	

	A.
 FORMCHECKBOX 
  Prenegotiation
	B.
 FORMCHECKBOX 
  Authority to Contract
	C.
 FORMCHECKBOX 
  FAR Part 12

	
 FORMCHECKBOX 
  Postnegotiation


 FORMCHECKBOX 
  Combined Pre/Post
	
 FORMCHECKBOX 
  Authority to Establish


Competitive Range 
	
 FORMCHECKBOX 
  FAR Subpart 13.5


 FORMCHECKBOX 
  FAR Part 15

	Proposed Awardee (as applicable)
	Address (City, State)
	Solicitation/Contract/Order No.(s)

	     
	     
	     

	Program
	Description of Supplies/Services

	
	

	Project Manager POC and phone number:      

	FSC:      
	NAICS Code:      

	Delivery or Period of Performance



	  

	

To Commence:
	     
	
To Finish:  
	     

	Pricing Structure 

(If CPAF or CPIF, indicate base and award/incentive fee.)
	
	Prenegotiation
	
	Postnegotiation

	PRICE
	  
	
	      
	
	     

	COST (Excl FCCOM and Profit/Fee)
	
	
	     
	
	     

	FCCOM
	
	
	     
	
	     

	Subtotal Cost
	
	
	     
	
	     

	Fee/Profit(    %)
	
	
	     
	
	     

	Base Fee(    %)
	
	
	     
	
	     

	 FORMDROPDOWN 
 Fee (    %)
	
	
	     
	
	     

	TOTAL COST
	
	
	      
	
	     

	Ceiling Price(   %)
	
	
	     
	
	     

	Sharing Arrangement     
	
	
	
	

	BUSINESS CASE MEMORANDUM

(Signature page - additional pages attached set forth facts)
	Clearance No.: 


	

	Clearance Recommendation:

	

	

	

	Counsel Review _______________________________

	CONTRACT REVIEW BOARD APPROVAL

	(if applicable in accordance with local procedures)

	NAME
	TITLE
	DATE

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	




	

	Clearance Reviews:
	Name and Signature
	Date
	Phone


	Contract Specialist
	      
	     
	     

	Contracting Officer
	     
	     
	     

	Head of the Contracting Office (HCO)
	     
	     
	     

	
	
	
	

	Approving Official


	
	

	
 FORMCHECKBOX 

Unconditional Approval
	 FORMCHECKBOX 

Conditional Approval
	 FORMCHECKBOX 

Not Approved

	 Signature 
	
	Date
	
	

	Conditions (if applicable):




Pursuant to FAR 13.003(g)(2), the Contracting Officer has full discretion based on the dollar value and complexity of the requirement to use an appropriate combination of the procurement procedures in FAR Parts 12, 13, 14, and 15. As such this document is provided as a streamlined BCM template that can be tailored for other than FAR Part 15 requirements. 
1. SUMMARY OF KEY DOCUMENTS

a. Synopsis and Solicitation (or Combined Synopsis/Solicitation)

	
	Issuance Date
	Closing Date
	Purpose of Amendment

	Synopsis
	
	
	

	Solicitation Number 
	
	
	

	Amendment 0001
	
	
	

	Amendment 0002
	
	
	

	Amendment 0003
	
	
	


b. Vendor Quotations  

	Offeror Name
	Date of Offer

	 
	

	 
	

	
	


c. Other as appropriate (e.g., SBA Offering Letter, Preaward Survey, etc.)

d. Attachments 

(1) Abstract of Offers 

(2) Technical Evaluation

(3) Justification and Approval (J&A), if applicable (per FAR 13.501(a))

(4) Source Selection Plan (SSP) 

(5) Other, as applicable 

2. BACKGROUND

a. Background

(1) Describe what is being acquired, period of performance, total value, etc.

(2) Describe funding availability, appropriation type, and amount.
(3) Provide brief history of how supplies/services were previously provided and whether or not there was a previous contract.
(4) Address external conditions that may affect the requirement and acquisition. 

(5) Describe how consolidation and/or bundling were addressed, if applicable. 

(6) Summarize market research performed. Identify any unique commercial terms and conditions concerning this procurement.

(7) Explain set-aside decision. If not set-aside, address subcontracting plan requirements for actions over $550,000.
(8) If options are included:

(a) Per FAR 17.205(a), justify the quantities or term of the options

(b) Per FAR 17.202(a), address notification period for exercising the options.

(c) Per FAR 17.203(g), discuss any limitation on option prices, if any. 

b. FAR Subpart 13.5. State that this acquisition is being conducted under the FAR Subpart 13.5 Test Program for Certain Commercial Items.

3. SOURCE SELECTION – streamline under FAR 13.106.

a. State the basis on which award will be made (price alone or price and other factors). Insert the text of your evaluation or award clause from the Solicitation.
b. While relative importance assigned to evaluation factors and subfactors is not required, if factors are weighted, include this information.

c. For best value, include the adjectival ratings and their definitions here or as an attachment. 

4. EVALUATION OF OFFERS

a. Provide a matrix (with all the criteria, as applicable) by Offeror name (with the apparently successful Offeror on top), with a technical rating, past performance rating, overall rating, and price. Example:

	
	Technical Rating
	Past Performance Rating
	Overall Rating
	Price

	Offeror 1
	Outstanding
	Neutral
	Outstanding
	$385,000

	Offeror 2
	Outstanding
	Satisfactory
	Very Good
	$450,000

	Offeror 3
	Satisfactory
	Satisfactory
	Satisfactory
	$290,000

	Offeror 4
	Marginal
	Marginal
	Marginal
	$500,000

	Offeror 5
	Unsatisfactory
	Marginal
	Unsatisfactory
	$270,000


b. Technical. If technical offers were required, describe the evaluation of each Offeror. If the offers were evaluated on a best value basis, state the adjectival rating for each factor and subfactor and include a brief narrative that justifies the rating given. Attach the written technical evaluation report.

c. Past Performance. If past performance was evaluated, briefly describe the following:
(1) How the evaluation was conducted (e.g., by telephone, Contracting Officer knowledge of the company, etc.).
(2) Information gathered (e.g., the Offeror submitted three references, three questionnaires were sent, two responses were received).
(3) Results from Past Performance Information Retrieval System (PPIRS) 
(4) The results for each Offeror.
(5) The analysis of the results for each Offeror and ratings assigned.
d. Pricing. State that the abstract of offers is provided as an attachment, which includes pricing for each Contract Line Item Number (CLIN)/Sub-Line Item Number (SLIN) in the Request for Quote (RFQ). Show a comparison of all offers for each performance period. Justify the price of your apparent winner. The degree of pricing information and analysis should be tailored to the size and complexity of the procurement. For example, if other than cost or pricing data were obtained, provide the results of the analysis of that data.

(1) If you have fair and reasonable pricing based upon adequate price competition, state so (see FAR 15.403-1(c)(1)).

(2) If only one response is received, include a statement of price reasonableness in the contract file based on the following: 

(a) Market research. 

(b) Comparison of the proposed price with prices found reasonable on previous purchases. 

(c) Current price lists, catalogs, or advertisements. However, inclusion of a price in a price list, catalog, or advertisement does not, in and of itself, establish fairness and reasonableness of the price. 

(d) A comparison with similar items in a related industry. 

(e) The Contracting Officer’s personal knowledge of the item being purchased.

(f) Comparison to an Independent Government Cost Estimate (IGCE). 

(g) Any other reasonable basis. 

e. Subcontracting Plan. Document that a satisfactory Subcontracting Plan was submitted. Note: applicable in Pre/Postnegotiation BCM for unrestricted acquisitions exceeding $550,000. (See FAR 19.702(a)(1).) No matter which type of Subcontracting Plan is submitted by the Offeror, the Contracting Officer must negotiate, approve, and incorporate the Plan into the contract. The following are the three types of Subcontracting Plans depending upon individual procurements:

i. For commercial items, per FAR 19.704(d), a Commercial Subcontracting Plan (including goals) that covers the Offeror’s fiscal year and that applies to the entire production of commercial items sold by either the entire company or a portion thereof (e.g., division, plant, or product line) is preferred.

ii. An Individual Subcontract Plan covers the entire contract period (including option periods), applies to a specific contract, and has goals that are based on the Offeror’s planned subcontracting in support of the specific contract except that indirect costs incurred for common or joint purposes may be allocated on a prorated basis to the contract (see FAR 19.704(c)). 

iii. A Master Subcontracting Plan (also referred to as Comprehensive). Contractors are allowed to submit a Comprehensive Subcontracting Plan that has been reviewed and approved by the Administrative Contracting Officer (ACO) in accordance with FAR 42.302. In addition, the Contracting Officer should require Offerors to submit their intended use of small business participation for the specific effort (goals that are based on the Offeror’s planned subcontracting in support of the specific contract).

5. RECOMMENDATION – Choose either to establish the competitive range and enter into negotiations under subparagraph (a) below or make an award recommendation as laid out in subparagraph (b) below. 

a. Establish Competitive Range and Enter into Negotiations

(1) Establish the competitive range and document the decision rationale.

Competitive Range 

	
	Technical

Rating
	Past Performance

Rating
	Overall

Rating
	Offeror Proposed
	Government’s Prenegotiation Objective
	Competitive Range (Y/N)

	Offeror 1
	Outstanding
	Neutral
	Outstanding
	$385,000
	$385,000
	Yes

	Offeror 2
	Outstanding
	Satisfactory
	Very Good
	$450,000
	$450,000
	Yes

	Offeror 3
	Satisfactory
	Satisfactory
	Satisfactory
	$290,000
	$290,000
	Yes

	Offeror 4
	Marginal
	Marginal
	Marginal
	$500,000
	$360,000
	No

	Offeror 5
	Unsatisfactory
	Marginal
	Unsatisfactory
	$270,000
	$300,000
	No


(2) Provide a determination and supporting discussion for each Offeror within or outside of the competitive range.

(3) Document the competitive range determination, including rationale for exclusion of any offers. Examples: 

(a) Offeror 4 is excluded from the competitive range because deficiencies and shortcomings noted during the evaluation indicate a lack of understanding of the requirement. The proposed price was unreasonably high in comparison with the other Offerors, its past performance rating was rated marginal, and its technical proposal was rated marginal. Detailed deficiencies are included in the evaluation summary. (Specific information can be included here or by attachment.)
(b) Offeror 5’s offer is excluded from the competitive range because the proposed price was unrealistically low, the past performance rating marginal, and the technical proposal demonstrates a lack of understanding of the requirement. Detailed deficiencies are included in the evaluation summary. (Specific information can be included here or as an attachment.)
(4) Describe all price and non-price Prenegotiation Objectives that will be addressed with each Offeror.

(a) Identify any deficiencies, significant weaknesses, and concerns with each of the Offerors that will be covered in discussions.  These would include considerations that could affect the evaluation rating of an evaluation factor and may apply to cost or price and past performance, as well as technical factors. 

(b) Identify significant strengths in each Offeror’s proposal, so that the Offeror will know not to remove a desirable provision in its final revision that would reduce the value of its offer.

(c) The Government is not required to discuss the same topics with all of the Offerors in the competitive range.  However, discussion topics must relate to evaluation factors in the Solicitation and the Government may not favor one Offeror over another, reveal an Offeror’s solution to another Offeror, reveal an Offeror’s price without the Offeror’s permission, disclose source selection information, or reveal the name of individuals providing past performance information.

b. Make an Award Recommendation

(1) Discuss the award recommendation and how it represents the most advantageous offer to the Government, price and other factors considered.
(a) Describe tradeoffs among price or non-price factors, if any. 
(b) For recommendations to accept other than the lowest priced offer, address the perceived benefits of the higher priced offer and how the offer merits the additional cost. 
(2) Explain why the price proposed has been determined fair and reasonable (e.g., based upon adequate competition and in comparison with the Independent Government Cost Estimate (IGCE) and/or historical pricing).

(3) State that based upon the criteria in the solicitation, award is recommended to the selected awardee.

6. RESPONSIBILITY DETERMINATION 

Complete when awarding on initial offers (i.e., completing a Pre/Postnegotiation BCM) or when preparing Postnegotiation BCMs. If requesting authority to enter into negotiations, Responsibility Determination should be addressed in the Postnegotiation BCM.

a. Include a narrative description to address how the proposed awardee meets the following responsibility criteria in accordance with FAR 9.104, as shown below: 

(1) Has adequate financial resources to perform the contract, or the ability to obtain them (see FAR 9.104-3(a)). 

(2) Is able to comply with the required or proposed delivery or performance schedule, taking into consideration all existing commercial and governmental business commitments. 

(3) Has a satisfactory performance record (see FAR 9.104-3(b) and Subpart 42.15). A prospective Contractor shall not be determined responsible or nonresponsible solely on the basis of a lack of relevant performance history, except as provided in  FAR 9.104-2. See the Excluded Parties List System: www.epls.gov.

(4) Has a satisfactory record of integrity and business ethics. 

(5) Has the necessary organization, experience, accounting and operational controls, and technical skills, or the ability to obtain them (including, as appropriate, such elements as production control procedures, property control systems, quality assurance measures, and safety programs applicable to materials to be produced or services to be performed by the prospective Contractor and Subcontractors). (See FAR 9.104-3(a).) 

(6) Has the necessary production, construction, and technical equipment and facilities, or the ability to obtain them (see FAR 9.104-3(a)); and 

(7) Is otherwise qualified and eligible to receive an award under applicable laws and regulations. 

b. Address small business considerations, as applicable (see FAR 9.104-3(d)).
(1) If a small business concern’s offer that would otherwise be accepted is to be rejected because of a determination of nonresponsibility, the Contracting Officer shall refer the matter to the Small Business Administration, which will decide whether or not to issue a Certificate of Competency (see FAR Subpart 19.6). 
(2) A small business that is unable to comply with the limitations on subcontracting at FAR 52.219-14 may be considered nonresponsible. 
7. AUTHORITY REQUESTED
a. For competitive procurements, Prenegotiation authority request should read as follows:
Based upon the information contained herein, it is requested that authority be granted to include Contractors ABC, DEF, and XYZ in the competitive range and enter into discussions with each Offeror.

b. For sole-source procurements, Prenegotiation authority request should read as follows:

Based upon the information contained herein, it is requested that authority be granted to enter into negotiations with Contractor XYZ. Should the Contracting Officer meet or exceed the negotiation objective, request permission to waive the requirement of an approved Postnegotiation BCM (to be completed and maintained in the contract file). 
Note: If the Prenegotiation Objectives were achieved during negotiations, a Postnegotiation BCM is still required; however, the Contracting Officer may request, in the Prenegotiation BCM, a waiver of higher-level approval of the Postnegotiation BCM. For instance, a Prenegotiation BCM may include the following on the signature page: “Request authority to waive the requirement for approval above the Contracting Officer of the Postnegotiation BCM if all objectives are achieved.”  Again, this does not waive the requirement to write a Postnegotiation BCM but rather the requirement to obtain signatures beyond that of the Contracting Officer drafting the BCM. The Postnegotiation BCM should be included in the contract file.

c. For competitive or sole-source award on initial Offerors, authority request should read as follows:

Based upon the information contained herein, it is requested that authority be granted to award to Contractor XYZ at $______ price. 
SOURCE SELECTION INFORMATION – SEE FAR 2.101 and 3.104
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