[bookmark: _GoBack]Importance of the Draft RFP especially for contracts of $20M and higher

-        Section L standardized Proposal Outline benefits both SSEB and contractors

-        Importance of DAG Chapter 2 and the Acquisition Strategy, IP Strategy and Life Cycle Sustainment Strategy and Product Support BCA.

-        Must provide the same opportunity to all offerors to demonstrate their goods (this is normally not done at an industry day, but in one-on-one meetings/visits)

-        COTS:  Try before you buy

-        COTS: You must think through the product support plan for something you don’t control

-        Vendor support for HW is about 3 to 5 years and software is typically less (1 to 3 years maximum)

-        Don’t forget about the HW and SW wrappers that need to be built and maintained to host the NDI and COTS products

-        Government should determine page count of the proposal; You must know the page count to figure out how big each section of the proposal should be (tailored for each section).  (Normally, the offeror submits a “proposed SOW” with their proposal, which the Government then incorporates, modified as necessary, into the resulting contract.  The Government may also incorporate the entire proposal into the contract, thus binding the contractor to their offer.)
	
- RFIs may be used to justify J&A Sole Source procurements because they provide proof that only one bidder can meet the warfighter requirements

- For IT procurements, the PWS is used more than the SOO because of the interoperability constraints required.

- If data is not delivered, the Government does not have rights to it; even OMIT data (Operations, Maintenance, Installation and Training)

- OMIT, FFF and CSD all come with Government Unlimited Rights IF a deliverable

- TDPs do not include the software source code (see software definition)

- If contractor develops something paying 100% of its cost, the government cannot require that item be delivered but they can be biased against in a source selection.  For example, if a contractor declines to provide the source code for a software module developed exclusively at contractor expense, the Government cannot require delivery, or disqualify the offeror, however, if the Evaluation Factors For Award (Section M) permits the Government to reduce an offeror’s score for declining to offer a CDRL, the offeror would suffer in the Source Selection Evaluation.  

- Limited Rights for Tech Data or Restricted Rights for software; Restricted Rights software can only be used on one computer, unless otherwise specified in the contract.
- Some contractors prefer to build software with their own money making it Restricted Rights so that their competitor can't see/use their software

- Government accepts most commercial licenses except for the indemnification clauses.

- If we don't get the data, it is very difficult to compete product support contracts.

- Data assertions; Government usually does auto-inclusion into contract.  Must ensure that each data delivery with “limited”, “restricted” or “Government Purpose” markings are consistent with assertions incorporated into the contract.   If the Government does not agree with an assertion, upon data/SW delivery the Government may challenge and the burden of proof is on the contractor.

- Recommend purchasing all warranties as options (separately priced.)  This enables the Government to purchase the warranty if the Government will benefit from it.  (Example of where it gets no benefit:  Warranty is valid for two years from delivery, but item is warehoused for more than two years.)  Warranties also provide indication of how reliable offeror believes their product to be.   If product is not reliable, warranty prices will be high; if product is reliable warranty prices will be low.

- Add options for things you might need later so you don't have to compete them again; Example is detailed descriptions of parts for later use. (A software example would be where the contractor is the SSA initially, but the Government elects to transfer software support to the Government or a third party in the future.)

- Deferred ordering clause and Data Accession List allows you to order data later, when you realize you need it.  The data will not be free (and it will be priced in a sole source environment), but at least you can get it.

- Contractors bid and proposal budgets typically are about 2 percent of their sales;  you should expect that a contractor will spend approximately 1% of contract value on the response to your RFP; For small dollar contracts, make sure you realize this (be creative – PowerPoint proposals for small contracts, etc.)

- Section M key to the contractor’s  "Bid, No Bid" decision

- How do you figure out what data is needed?  What is the MT(s) here? See ENG 301 material.

Here is what I captured on the "How do you know what data you need?"

Great alternator example...need something like this 300 level classes.

