Source Selection Process and Techniques

DEFINITION

Source Selection process covers all activities required for the Government to choose a source or sources for any supply/service.  Technically, this includes selecting sources across the full “Best Value” spectrum:  from selecting Lowest Priced Technically Acceptable offerors to acquisitions requiring negotiations.  However, this paper concentrates on source selections covered by FAR 15 (Contracting by Negotiation) and related supplements.  

WHERE IN ACQUISITION CYCLE

Pre-award.

OVERVIEW OF TOPIC

The source selection process is ultimately designed to ensure the selection of the source(s) whose proposal is most advantageous and realistic (Best Value) and whose performance is expected to best meet stated Government requirements.  Source selection typically entails:

1. Developing Acquisition Strategy

a. Publicizing Contract Actions 

b. Developing Request for Proposal

i. Determining evaluation factors

c. Source Selection Plan

d. Solicitation Review Boards

2. Evaluating proposals

a. Determining Competitive Range

b. Conducting written/oral exchanges with offerors

c. Selecting the source

d. Awarding the contract

SPECIFIC INFORMATION

1. Developing Acquisition Strategy (AcqStrat):  Every acquisition begins with a "need" for a supply or service identified by some end user.  The acquisition machine then goes into action to try to provide the supply/service.  Market research is conducted to identify potential sources capable of satisfying the requirement.  Preferably, the research will show that the requirement can be easily satisfied with commercial or non-developmental items/services.  If not, the research should disclose the potential sources with the capability to develop a new item/service that satisfies the needs of the end user.  Based on the market research results, an appropriate acquisition strategy (AcqStrat) is put together to procure the items/services.  The acquisition strategy is the conceptual framework for conducting an acquisition.  It covers all of the broad concepts and objectives that direct and control an acquisition.  It delineates the Government’s overall plan for satisfying the mission need in the most effective, economical, and timely manner.  The AcqStrat provides the necessary technical and business parameters that serve as the basis for building an effective request for proposals (RFP) and source selection plan.  Critical to an effective RFP, is the development of evaluation factors that can simplify, as much as possible, the selection process by delineating evaluation criteria that easily/objectively discriminates among the different offerors.  The RFP must state the relative importance of all evaluation factors used, and should include only those factors that will affect the source selection decision.  Closely tied to the development of the RFP is the writing of the source selection plan (SSP).  The SSP addresses all technical, business, and other considerations that will control the actual source selection procedure (to include source selection team) and identifies those milestones at which decisions should be made.  An approved acquisition plan is normally a prerequisite to the release of the RFP.  Based on agency procedures, the overall AcqStrat may be subject to the review of a Solicitation Review Board (SRB).  The SRB may be comprised of intra- and/or interagency experts who can provide and objective evaluation of the acquisition to ensure that it does indeed represent the best way to satisfy the stated Government requirements. 

2. Evaluating Proposals:  Evaluation of proposals may be the most critical aspect of a source selection.  It is during the evaluation of proposals that a good AcqStrat, source selection plan, and good evaluation factors/criteria pay big dividends.  The source selection team (SST) must evaluate the proposals only against that criteria identified in the RFP.  After properly reviewing the proposals, and consistent with RFP instructions, the SST may recommend award of a contract with or without discussions.  Before arriving at discussions, the SST may exchange information (written or oral) with the contractors through "clarifications" and/or "communications."  Clarifications are used to resolve administrative/minor inconsistencies, but do not allow contractors to revise their proposals.  Communications are conducted for the purpose of resolving issues/concerns, which are the determining factor keeping a contractor from being included in the competitive range.  Communications also do not allow a contractor to revise its proposal.  A contractor may only revise its proposal as the result of "discussions/negotiations," which are exchanges with offerors after the establishment of the competitive range.  After discussions, the offerors are invited to submit final proposal revisions (FPR), which may incorporate items addressed during discussions.  The SSET then evaluates the FPRs, finalizes their ratings, and prepares to brief the source selection authority (SSA) on the results of the evaluation.  The SSA assesses the information provided by the SSET and selects the successful offeror(s) for award of a contract.          

RECENT CHANGES

N/A

CASE LAW

Various, specially dealing with protests based on unfair/flawed source selection procedures

RELATED CLAUSES

Various, based on specific acquisition.  But, see 52.215-1 Instructions to Offerors-Competitive Acquisition.

RELATED TOPICS

· Market Research

· Synopses (Sources Sought, NOCA, Award), 1279s

· Protests

· Source Selection Procedures (Basic, Median, Agency)
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POSSIBLE BOARD QUESTIONS

· Describe the major milestones in the source selection process

· Describe the differences between clarifications, communications, and discussions

