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BEST VALUE 

TIPS FOR INDUSTRY

 

1. Actively participate in our Advance Planning Briefings for industry (APBIs); Best Value Symposia; one-on-one sessions with individual contractors conducted either as part of the APBI process or in conjunction with specific acquisitions; and Pre-Solicitation and Pre-Proposal Conferences. 

2. Use our Web based Business Opportunity Page (BOP) to submit comments on draft specifications/Statements of Work and solicitations. 

3. Read and fully understand the Executive Summary and Section M of the solicitation at the earliest possible time (i.e. while issued in draft form on our BOP). If anything appears to be unclear or if you have any recommendations on what you believe would be a better acquisition strategy or approach for Team C4IEWS to pursue, provide that information to the Contracting Officer as soon as possible. 

4. Not every solicitation is the same. Ensure that your proposal preparation team thoroughly reviews, understands and follows the instructions contained in the solicitation, particularly Sections L and M, regarding both content and format. Particular attention must be paid to those acquisitions where proposal page limitations are being used. It is imperative that your proposal be focused exclusively on the areas of discrimination identified in Sections L and M for evaluation by the Government. 

5. Submit your best proposal initially. Don't retain creative ideas, significant adjustments in technical approaches or labor hours, or dramatic reductions in cost/price until the submission of your Best and Final Offer. 

6. Unless prohibited by the terms of the solicitation, consider submitting alternative proposals rather than selecting, for example, either a low cost/price, technically conservative approach or a higher cost/price proposal which pushes the state of the art. 

7. When an oral proposal or presentation is required, have it presented by the knowledgeable individual who best understands what you are offering.

8. Be entirely responsive to our Items for Negotiation, whether they are furnished exclusively in writing or as the subject(s) of face-to-face discussions. 

9. Accurately portray your capabilities, past and proposed approach in your proposal. Don't omit negative information regarding your performance on prior contracts; explain it but don't leave it out. 

10. On your debriefing team include one individual who was not on the proposal team. This ensures a neutral and objective assessment of out award decision. 

11. If, after the debriefing, you are still not comfortable with the award decision, use an ADR-based approach to pursue a resolution. Employ the Contracting Officer, PARC, Commanding General or the Army Materiel Command as the decision-making forum rather than the General Accounting Office. This approach will save us both time and money. 

12. Execute a Partnering Agreement with us when you are the successful offeror to focus and dedicate our efforts to a positive and proactive relationship based upon mutual trust, effective and continuous communication and dedicated to the delivery of quality products and services to the warfighter. 

 

 

For more information about BEST VALUE at CECOM contact:

Technical Industrial Liaison Office (TILO) (732) 532-2974

Solicitation Ombudsman (732) 532-1467

Mr. Edward G. Elgart, Director, CECOM Acq Center

(732) 532-5601

