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Source Selection Process
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e Acquisition Planning
— Formal verses Contracting Officer Selection
— Negotiated verses Sealed Bid
— Commercial verses Non-Commercial
e Solicitation Preparation
— Communications prior to closing
* Proposal Evaluation

— Responsiveness
— Responsibility
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Process Continued

«—DiScussions

e Source Selection Decision
* Debriefing
* Protest
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Solicitation Requirements
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Found in Section L or 52.212-1

Each Requirement is unique

Written, Oral or combination

Mi ni mum requirements to meet the
Administrative, Technical, Management, Past Performance, and Price

May or may not result in discussions

Proposal restrictions
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Proposal Preparation
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Assemble Proposal Team
— Technical
— Management
— Pricing
— Independent Reviewer
Read entire solicitation prior to preparing proposal
Pay attention to both requirements and evaluation criteria when preparing proposal
Do not make assumptions without stating rationale
Support all calculations
Review proposal
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Advantages to Oral Presentations:

e ——

clearer understanding of knowledge of requirement and

of feror’s capability

quicker evaluation time

lower bid and proposal costs

ability for immediate clarifications
deters professional proposal writing
deters “shadow”’
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Oral Presentations Process:

—
1. Identification of factors for Oral Presentations
Complexity
2. Instructions for Presentation
Selection of date and time
Presentation limitations
Time
Presenters
Written material
3. Limited communications between Offeror and
Government
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Do’ s of Or al Presentatili ons:

e address all solicitation requirements

* be specific —demonstrate your point

* keep information relevant to requirement

* have the right presenters

* monitor your time during the presentation
e organize presentation early in procurement
* practice presentation
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Don’'ts of Or al Presentatil on

e ——

e worry about delivery but concentrate on message

* read presentation
edon’t spend ti me on topics that g
solicitation
Company history
Background of company officials
Irrelevant accomplishments or other business
ventures
Topics that are found elsewhere in the proposal such
as past performance or price
e use busy slides
e present conflicting statements
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Lessons Learned
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Choose subcontractor
If in doubt —Include
Get proposal in early and verify receipt

S wisely

Review your entire proposal for completeness and accuracy
Specific over general detail

Don’t overuse graphics
Submit any protests in a timely manner
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