TOPIC: BEST VALUE





DATE: 7 NOV 01

REFERENCES: FAR 2; FAR 15.101; DFARS 15.101; AFFARS 15.101; AFMC PPT GUIDE, dated Sep 99

DEFINITION: An expected outcome of an acquisition that in the Government’s estimation provides the greatest overall benefit in response to the requirement. 

KEY INFORMATION:  In using the best value approach, the Government seeks to award to an offeror who gives the Air Force the greatest confidence that it will best meet our requirements affordably. This may result in an award being made to a higher rated, higher priced offeror where the decision is consistent with the evaluation factors listed in Section M of the solicitation and the Source Selection Authority (SSA) reasonably determines that the technical superiority and/or overall business approach and/or superior past performance of the higher priced offeror outweighs the cost difference. Prior to FAC 97-02, September 30 , 1997, the term best value procurement was not included  in the FAR but was widely used to describe the competitive negotiation process where the Government evaluated both price and non-price factors and awarded the contract to the offeror that was perceived to have the best value considering all of the factors. This approach provides the government 2 distinct processes: Tradeoff Process and Lowest Price Technically Acceptable Process (LPTA).

Tradeoff Process: The Performance Price Tradeoff (PPT) process is appropriate if the Government will consider awarding the contract to other than the lowest priced offeror or other than the highest technically rated offeror. The following apply.

· All factor and subfactors affecting contract award and their relative importance shall be clearly stated in the solicitation.

· It shall also state whether all evaluation factors other than cost or price, when combined, are significantly more than, approximately equal to, or significantly less important than cost or price. 

Note: This process actually allows the Government the freedom to tradeoff among cost/price and non-price factors as long as the perceived benefits of the higher priced proposal merit the additional cost and it’s documented in the file.

Lowest Price Technically Acceptable: This process is appropriate when best value is expected to result from selection of the technically acceptable proposal with the lowest evaluated price. The following apply:

· Evaluation factors and significant subfactors that establish the requirements of acceptability shall be set forth in Section M of the solicitation.

· Tradeoffs are not permitted 

· Proposals are evaluated for technical acceptability but not ranked
· Exchanges are allowed, see FAR 15.306
THRESHOLDS: None
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