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All,

BACKGROUND:

On 6 December 2010, NMCARS Change 08-8 revised the policy in NMCARS
5201.690, Requirements to be Met Before Entering into Contracts. The new policy
identified contract actions that require a formal Business Clearance Memorandum
(BCM) using the template in NMCARS Annex 2. The policy also identified contract
actions that do not require a formal BCM, but for which the rationale for award
must be sufficiently documented in the contract file. Accordingly, MAPS 1.690 and
CMPG are revised to reflect this requirement.
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1.690 (NMCARS) Requirements to be met before entering into contracts.

(a) Business clearance review/approval levels shall include the value of the base period
and all options under a contract. For multiple award contracts, the approval authorities are
based upon the total solicitation/contract price inclusive of the base year and all options for all
proposed contracts.

(b) Business Clearance Memorandums (BCMs) shall be prepared in accordance with the
applicable format outlined in CMPG, BCM Module, 2.0.

(c) Business clearance approval authorities are as follows:

(1) MCLC Albany is authorized to approve business clearances for actions up to and
including $25 million. The CCO at MCLC Albany shall approve all business clearances valued
between $1 million and $25 million.

(2) RCO Quantico is authorized to approve business clearances for actions up to and
including $10 million. The CCO at RCO Quantico shall approve all business clearances valued
between $1 million and $10 million.

(3) RCO Far East, RCO Camp Lejeune, RCO Camp Pendleton, RCO Parris Island, and
RCO Hawaii are authorized to approve business clearances for actions up to and including $6.5
million. The CCO at each of these MCFCS offices shall approve all business clearances valued
between $1 million and $6.5 million.

(4) The business clearance approval threshold for all other MCFCS offices is $1 million.

(5) The CCO shall establish business clearance review/approval levels which require
approval by a Contracting Officer at least one level higher than the person responsible for
negotiating the action. In addition, the approving Contracting Officer shall hold a warrant equal
to or greater than the Pre-Negotiation business clearance dollar value.

(6) For actions requiring approval by ADC, I&L (Contracts) or designee, the CCO shall
sign the business clearance as the “Reviewer” before electronically submitting to HQMC, I&L
(Contracts).

(c) Business Clearance Memorandums (BCMs) shall be prepared using the format in
NMCARS Annex 2 for all actions set forth in NMCARS 5201.690(b).

(d) The table below outlines the various business clearance documents required based on
threshold and type of acquisition:

Type of Action Documentation Required

Those contract actions set forth in NMCARS
5201.690(b)(1) through (9) NMCARS Annex 2

Contract actions awarded using SAP

Simplified Acquisition Award Decision
Document
Delivery Order/Task Order Award
Decision Document FAR Subpart 8.4
and FAR 16.505
Task Orders or Delivery Orders issued on a Delivery Order/Task Order Award
firm-fixed price basis against indefinite-delivery, Decision Document FAR Subpart 8.4
type contracts for supplies or services. and FAR 16.505

Task Orders or Delivery Orders issued under
FAR 8.4, Federal Supply Schedules
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BUSINESS CLEARANCE MEMORANDUM

1.0 Introduction
2.0 Required Business Clearance Documentation
3.0 Reqgulations
4.0 Types of Business Clearances
4.1 Prenegotiation BCM
4.1.1 Establishing the Competitive Range
4.2 Postnegotiation BCM
4.3 Combined Pre/Postnegotiation BCM
5.0 Price/Cost Analysis
5.1 Price Analysis
5.1.1 Price Analysis Technigues
5.1.2 Documenting Price Reasonableness
5.2 Cost Analysis
5.2.1 Insufficient Price Analysis
5.2.2 Discussion of Cost Analysis Techniques
5.2.3 Exceptions to Cost or Pricing Data
5.2.4 Cost Realism Analysis
5.2.5 FAR Part 31 Contract Cost Principles
5.2.6 Cost Accounting Standards
5.3 Recommended Cost/Price Proposal or Evaluation Format
5.4 Price Challenges
6.0 Preparing a BCM
7.0 Routing and Approval of the BCM

1.0 Introduction

A. A Business Clearance Memorandum (BCM) is the Contracting Officer's instrument by which to
demonstrate the fulfillment of statutory and regulatory responsibilities and set forth business
decisions for approval. FAR 1.602-1(b) explains:

1. "No contract shall be entered into unless the Contracting Officer ensures that all
requirements of law, executive orders, regulations, and all other applicable
procedures, including clearances and approvals, have been met."

B. Contracting Officers are relied upon to be good stewards of the taxpayers' dollars; they have a
fiduciary responsibility on behalf of the Federal Government to make smart contracting decisions
in the best interest of the Government and its people. BCMs serve as the formal record of
sufficient analysis and sound business decisions during the contracting process, engendering
confidence in taxpayers and industry partners through the source selection process.

C. BCMs provide an audit trail for postaward review, if necessary, and serve as key evidence to
support contracting decisions in the case of disputes or higher-level reviews, such as those by the
General Accountability Office (GAO) or the Department of Defense Inspector General (DoD IG).
Also, BCMs serve as a guide for future negotiations. For this reason, BCMs should be all-
inclusive, stand-alone documents, containing all supporting data required to tell the whole story
within the BCM itself.
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2.0 Required Business Clearance Documentation

A. Aformal BCM is required for all acquisitions, with the exception of the following, as identified in
NMCARS 5201.690(c):
1. Contract actions with a value up to and including the simplified acquisition threshold
(SAT).
2. Task orders or delivery orders issued under FAR Subpart 8.4, Federal Supply Schedules
(FSS).
3. Task orders or delivery orders issued on a firm-fixed price (FFP) basis against indefinite
delivery type contracts for:
i Supplies for which unit prices are established in the contract; or
ii. Services for which unit prices are established in the contract for specific tasks to
be performed and where a SOW/SOQ is not required.
B. Although a formal BCM is not required for the actions identified in NMCARS 5201.690(c), the
rationale for award must be sufficiently documented in the contract file.
C. Pursuant to MAPS 1.690(d), use the table below to determine the required clearance document
based on threshold and type of acquisition:

Type of Action Documentation Required

Those contract actions set forth in
NMCARS 5201.690(b)(1) through (9) NMCARS Annex 2

Contract actions awarded using SAP | Simplified Acquisition Award Decision Document

Task Orders or Delivery Orders issued Delivery Order/Task Order Award Decision
under FAR 8.4, Federal Supply Schedules| Document FAR Subpart 8.4 and FAR 16.505

Task Orders or Delivery Orders issued on

a firm-fixed price basis against indefinite- Delivery Order/Task Order Award Decision
delivery type contracts for supplies or Document FAR Subpart 8.4 and FAR 16.505
services.

3.0 Regulations

A. EFAR 15.406-3 directs the Contracting Officer to document the principal elements of a negotiated
agreement, offering a "Price Negotiation Memorandum” (PNM) as an example. The elements
identified in FAR 15.406-3 must be included in the BCM.

B. DFARS 215.406-1(b) instructs the Contracting Officer to document and obtain review of all
negotiation objectives in accordance with Departmental procedures.

C. The Navy Marine Corps Acquisition Regulation Supplement (NMCARS) is the first regulation to
employ the term "business clearance." NMCARS 5201.690 explains that the formal review
process - demonstrating that the proposed action conforms to law, regulation, good business
practices, and DoN acquisition policies - is conducted and documented through the use of a
Business Clearance Memorandum (BCM), for the contract actions identified in NMCARS
5201.690(b).

D. The MCFCS shall comply with MAPS 1.690 requirements before entering into a contract.

E. Per MAPS 1.602-1-100(a), CL is an integral part of the business management team, and
consultation with CL field Counsel in business decisions is strongly encouraged; however, the
Contracting Officer is ultimately responsible for all contracting decisions. The Contracting Officer
should consider submitting BCMs to CL field Counsel for review/comment, especially in the
following situations: competitive range determinations to exclude offers, proposed awards that
might be contentious or subject to protest, and acquisitions involving patents or technical/data
rights.

4.0 Types of Business Clearances

A. Contracting Officers may complete several BCMs during a given procurement to document and
obtain approval of various business decisions in accordance with NMCARS 5201.690. BCMs are
required most commonly for the following negotiated contract actions:
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1. |Initial contract award or follow-on.
2. Contract modifications (e.g., pursuant to Definitization, Changes, or Government
Furnished Property (GFP) Clause).
B. A good Prenegotiation BCM demonstrates that the Contracting Officer has prepared for
negotiations/discussions; a good Postnegotiation BCM demonstrates that the deal is a good one.

4.1 Prenegotiation

A. The Contracting Officer must complete a Prenegotiation BCM to demonstrate to the BCM
approving official that they are ready to enter into negotiations — either with the Offerors within the
competitive range or with the justified sole-source Offeror.

B. The Prenegotiation BCM should discuss and document the rationale behind the following:

1. Offeror(s) position.

2. SSEB, C/PAT, and PPET Reports recommendations.

3. The Contracting Officer's initial negotiation position, explaining the analysis of the
evaluations considering all pertinent information such as field pricing assistance,
audit reports, technical analysis, fact-finding results, Independent Government Cost
Estimates (IGCE), and price histories.

4. Any applicable compliances (see BCM 10.1.1).

C. The Contracting Officer must have a thorough understanding of all analyses to adequately prepare
for negotiations. Technical and/or cost discussions shall not be held with any Offerors prior to
approval of the Prenegotiation (or competitive range) BCM. With respect to sole-source
procurements, however, some preliminary discussions may need to occur in order to develop a
Prenegotiation Objective. Those instances should be clearly documented as fact-finding sessions
only so as not to be misconstrued as the commencement of formal negotiations.

D. Sole-source or competitive, the Prenegotiation BCM should provide thorough analysis, to include
discussion of the offer(s), DCAA audit positions, technical analysis, and a clear negotiation
objective. Again, Contracting Officers are depended upon by the public to -

1. Develop objectives that represent the best interests of the Government/taxpayers.

2. Command trust by documenting the facts and analysis behind the decisions.

E. In a competitive environment, the Prenegotiation BCM is also used to document the basis for
determining the competitive range and affirm price and non-price discussion topics to be
addressed with each Offeror. A BCM supporting the competitive range determination must be
approved before any Offeror is notified that its offer was determined to be outside of the
competitive range and no longer eligible for award. See BCM 5.1.1 for detailed discussion on
establishing the competitive range.

4.1.1 Establishing the Competitive Range

A. The Government may determine a need to conduct discussions with Offerors. Before conducting
discussions, the Government must establish a competitive range and document the
decision/rationale in a Prenegotiation BCM. In general, a competitive range should be established
only after the Government has evaluated each offer in accordance with all evaluation factors in the
solicitation, including cost/price. That is not to say, however, that the Government must under all
circumstances consider the Offeror's proposed cost/price before it eliminates that offer from the
competitive range.

B. The Government may eliminate an offer from the competitive range without evaluating that offer's
proposed cost/price if the Government determines that the offer is excessively or grossly deficient
(e.g., the Offeror's technical proposal contained one or more deficiencies or failed to meet a
material solicitation requirement). Proposals should also be screened to determine whether they
are in compliance with all stated mandatory requirements. If a proposal does not meet the material
requirements of the solicitation, it may be eliminated. Under such circumstances, the Offeror's
proposed cost/price becomes irrelevant.

C. The Contracting Officer and the SSA must take care in establishing the competitive range. As such,
it is important to have CL field Counsel's concurrence and involvement in the competitive range
determination. The Government's failure to properly establish a competitive range may have the
following consequences:

1. Offerors improperly eliminated from the competitive range could file protests.
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2. Offerors that should have been included in the competitive range were not and, in
retrospect, could have revised or modified their offers to such an extent that their
offers would have been the best value to the Government.

3. Offerors who are not likely to be selected for award had to continue expending bid
and proposal costs on a competition they had no reasonable chance of winning,
instead of shifting their bid and proposal costs to competitions in which they have a
better chance for success.

D. FAR 15.306(c) states that the competitive range shall consist of all of the most highly rated offers,
unless the range is further reduced for purposes of efficiency (as specified in the solicitation). To
determine whether an offer is one of the most highly rated and should be included in the number
at which an efficient competition can be conducted, consider the following:

1. Whether a "clean break" exists between offers to be included in the competitive
range and those that will not be included. For example, some offers are substantially
stronger in various areas associated with non-cost/price evaluation criteria than
others.

2. Evenif alarge number of offers are received, they all may still be the most highly-
rated and therefore should be included in the competitive range.

3. Expected dollar value of the award(s).

4. Complexity of the acquisition and solutions proposed.

5. Other relevant matters consistent with the need to obtain the best value.

. Note that it is permissible to establish a competitive range of one. Irrespective of how many offers
are included in the competitive range, the SSA and Contracting Officer must determine which are
the most highly-rated offers, and the Contracting Officer must document that determination and its
supporting rationale in a BCM.

. After establishing the competitive range, the Contracting Officer must provide written notification to
each Offeror that does not fall within the competitive range. This notification shall state the
following:

1. That its offer has been eliminated from consideration for award.

2. The basis for the determination.

3. That a revised offer will not be considered.

G. The Offeror is entitled to a preaward debriefing if requested in writing within three (3) days after
receipt of the notice of exclusion (see FAR 15.505). At the Offeror's request, this debriefing may
be delayed until after award. If delayed, the debriefing shall include all information normally
provided in a postaward debriefing (see FAR 15.506(d)). If the Offeror does not submit a timely
request, the Offeror need not be given either a preaward or a postaward debriefing. Offerors are
entitled to no more than one debriefing for each offer.

If it is necessary to further reduce the competitive range after discussions have begun, the
Contracting Officer must document the revised competitive range determination and notify
Offeror(s) of their elimination from consideration for award.

I.  The basis for determining the competitive range can be included as a component of the

Prenegotiation BCM or can be submitted as a Competitive Range Determination BCM in advance

of the Prenegotiation BCM.

m

Tn

I

4.2 Postnegotiation BCM

A. Postnegotiation BCMs contain information presented by both the Government and industry during
the negotiation process and provide rationale for the settlement position achieved by the
Contracting Officer. They also serve to document any changes in the Prenegotiation Objective.
Postnegotiation BCMs should document the following:

1. All significant facts considered in reaching a settlement position/agreement, as well
as the implications of the negotiation on cost/price.

2. For competitive negotiated acquisitions, the historical record of the source selection
process where factors in addition to price may serve as the primary basis for award.

3. The historical record of the business/pricing aspects of the procurement and written
justification that the price established is fair and reasonable.

4. |If variances exist between the initial Prenegotiation Objective and the final
negotiated price, documentation of the variances.

5. Any applicable compliances (See BCM 10.2.1).

B. If the Contracting Officer expects to achieve Prenegotiation BCM objectives during negotiations,
while a Postnegotiation BCM is still required the Contracting Officer may request, in the
Prenegotiation BCM, a waiver of higher-level approval of the Postnegotiation BCM. For instance, a
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Prenegotiation BCM may include the following on the signature page: “Request authority to waive
the requirement for approval above the Contracting Officer of the Postnegotiation BCM if all
objectives are achieved.” Again, this does not waive the requirement to write a Postnegotiation
BCM but rather the requirement to obtain signatures beyond that of the Contracting Officer drafting
the BCM. The Postnegotiation BCM is required to be included in the contract file.

4.3 Combined Pre/Postnegotiation BCM

A. Pre/Postnegotiation BCMs contain all of the requirements of both the pre and postnegotiation
clearance documentation. Pre/Postnegotiation BCMs are used when the Contracting Officer
makes an award on initial offer(s).

B. If using a combined Pre/Postnegotiation BCM, a Peer Review event must be conducted prior to
approval of the combined Pre/Postnegotiation BCM for the acquisitions identified in MAPS 1.170.
The Peer Review event shall be conducted using the Peer Review Procedures for MCFCS
Acquisitions. These procedures outline the purpose of Peer Reviews and provide detailed
instructions on conducting all Peer Review events.

5.0 Price/Cost Analysis

A. Price/Cost Analysis is a crucial step in the business clearance process. The Contracting Officer is
responsible for determining whether an offer is fair and reasonable (also referred to as price
reasonableness), which is defined as what a prudent person would pay for a product or service
under similar market conditions with buyers and sellers free to bargain. The BCM for every
contract action must contain a documented price reasonableness determination. This
determination can be reached through several avenues depending upon the individual
procurement and information available. Price Analysis is conducted on all procurements. Cost
Analysis is conducted when Cost or Pricing Data are required or when Price Analysis fails to show
the price to be fair and reasonable.

B. A comparison of Price Analysis and Cost Analysis is summarized in the following chart from the
Source Selection (Army) Manual:

Comparison of Price, Cost, Cost Realism, and Profit Analyses

Price Cost Analysis Cost Realism Profit/Fee

Analysis Analysis Analysis
The process [The review and The process of The

of examining evaluation of  [independently |process of

and the separate evaluating examining
evaluating an cost elements |specific the
Offeror's and profit/fee in |elements of proposed
proposed an Offeror's each Offeror's |profit or
price to proposal and  cost estimate fee to

determine if it the application to determine |determine
is fair and of judgmentto whether the if it is
reasonable |determine how estimated cost reasonable
without well the elements are: |in light of
evaluating its |proposed costs the
separate cost represent what | . Realistic for associated
elements and the cost of the the work to be risks.
proposed contract should |performed,;

What is it?

profit/fee. be, assuming .Reflecta DFARS

reasonable clear 215.404-4
Price analysis economy and understanding |contains
always efficiency. of the DoD's
involves requirements; |policy on
some sort of and performing
comparison . Are profit or
with other consistent with fee

prices; e.g., the unique analysis.




http://128.229.124.38/usmc_cmpg/usmc_cmpg/files/doc/MAPS.doc#Subpart1_170


http://128.229.124.38/usmc_cmpg/usmc_cmpg/files/doc/MAPS.doc#Subpart1_170


http://128.229.124.38/usmc_cmpg/usmc_cmpg/files/doc/Peer-Review-Procedures-for-MCFCS-Acquisitions.doc


http://128.229.124.38/usmc_cmpg/usmc_cmpg/files/doc/Peer-Review-Procedures-for-MCFCS-Acquisitions.doc


http://www.aca-nrhq.army.mil/library/Army%20Source%20Selection%20Manual.pdf


http://www.acq.osd.mil/dpap/dars/dfars/html/current/215_4.htm#215.404-4


http://www.acq.osd.mil/dpap/dars/dfars/html/current/215_4.htm#215.404-4


http://www.acq.osd.mil/dpap/dars/dfars/html/current/215_4.htm#215.404-4


http://www.acq.osd.mil/dpap/dars/dfars/html/current/215_4.htm#215.404-4


http://www.acq.osd.mil/dpap/dars/dfars/html/current/215_4.htm#215.404-4


http://www.acq.osd.mil/dpap/dars/dfars/html/current/215_4.htm#215.404-4


http://www.acq.osd.mil/dpap/dars/dfars/html/current/215_4.htm#215.404-4


http://www.acq.osd.mil/dpap/dars/dfars/html/current/215_4.htm#215.404-4


http://www.acq.osd.mil/dpap/dars/dfars/html/current/215_4.htm#215.404-4





When must you perform it?

comparing an

methods of

Offeror's performance
proposed and materials
price with the described in
proposed the Offeror's
prices of technical
competing proposal.
Offerors or
with The most
previously probable cost
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5.1 Price Analysis

A. Price Analysis is the process of examining and evaluating a proposed price without evaluating its
separate cost elements. Several techniques can be used to perform Price Analysis; FAR 15.404-1
contains seven:

1. Comparison of proposed prices received in response to the solicitation. Normally,
adequate price competition establishes price reasonableness (see FAR 15.403-
1(c)(1))

2.  Comparison of previously proposed prices and previous Government and
commercial contract prices with current proposed prices for the same or similar
items, if both the validity of the comparison and the reasonableness of the previous
price(s) can be established.

3. Use of parametric estimating methods/application of rough yardsticks (such as
dollars per pound or per horsepower, or other units) to highlight significant
inconsistencies that warrant additional pricing inquiry.

4. Comparison with competitive published price lists, published market prices of
commodities, similar indexes, and discount or rebate arrangements.
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5. Comparison of proposed prices with Independent Government Cost Estimates
(IGCEs).

6. Comparison of proposed prices with prices obtained through market research for the
same or similar items.

7. Analysis of pricing information provided by the Offeror.

B. For procurements in which cost or pricing data are not obtained, documenting price
reasonableness in the BCM may require the utilization of more than one price analysis technique
and as many techniques as necessary to support price reasonableness should be utilized and
documented. The first two FAR techniques (i and ii above) are preferred, but if the Contracting
Officer determines that information on competitive proposed prices or previous contract prices is
not available or insufficient to determine fair and reasonable pricing, he/she may use any of the
remaining techniques as appropriate to the individual procurement.

C. The following flowchart depicts the seven techniques in order of preference and the associated
documentation required in the BCM when using each technique to document the price as fair and
reasonable:







FAR 15.404 1 BCM
Price Analysis Technigue Documentation

Summary of all
bids received

Evidence of the
last price paid

Copy of the catalog
or price list

Document the details
of the estimate

Reconcile any
price differences

= .’ﬂ
E Sales historyto
other customers

Pricing
information?
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W

Il =) Include the cost
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5.1.1 Price Analysis Techniques

A. Adequate Price Competition.

1.

This is the most preferred price analysis technique, as competition usually yields the
best obtainable price. When using this technique, determine if the competition meets
the requirements of Adequate Price Competition under FAR 15.403-1:
a. Two or more responsible Offerors, competing independently, submit

priced offers that satisfy the Government's expressed requirement.
b. Award will be made to the Offeror whose proposal represents the best

value where price is a substantial factor in source selection.
c. There is no finding that the price of the otherwise successful Offeror is

unreasonable.
If adequate price competition exists, make a summary of all offers received and
document the Price Analysis in the BCM.
To be able to use this technique in competitive procurements in which only one offer
is received (commonly referred to as "one-bid situations"), the Contracting Officer
must fully document the expectation of multiple competitors as well as the
expectation for more than one bid. The Contracting Officer should also consider
whether or not the one-bid Contractor might have known that it was the only bidder.
Example:
a. A Contractor obtains a quote for a part from the only subcontractor in

town who manufactures said part. In this scenario, the Contractor asks

the subcontractor if it has received any other requests for quote. A

negative reply from the subcontractor reveals that the Contractor was

likely the sole bidder.
This concept is important because Contractors who think they are the only bidder
may inflate their prices. Even in competitive procurements in which multiple offers
are received, it is important that the reasonableness of the negotiated price be
supported and documented in the BCM whether through adequate price competition
or other analyses. For example, if competitive offers received are greatly disparate,
this may indicate a lack of understanding of the solicitation requirements and may
not reflect adequate competition or represent reasonable pricing.
If there are unusual circumstances where it is concluded that additional information
is necessary to determine the reasonableness of price, the Contracting Officer shall,
to the maximum extent practicable, obtain the additional information from sources
other than the Offeror. Additionally, the Contracting Officer may request other than
cost or pricing data to determine the cost realism of competing offers or to evaluate
competing approaches.

B. Historical Prices.

1.

Prices paid for the same item in the past are a good basis for Price Analysis in the
present. Adjust the historical price to reflect changes in market conditions, economic
conditions, quantities, terms, and conditions. If historical pricing is available, the
Contracting Officer must be sure to not only provide the historical pricing but also to
provide evidence of fair and reasonable determination of the last price paid.

A historical comparison with prices for the same or like items should be used
whenever possible. The comparative analysis should include comments verifying the
reasonableness of previous prices (see FAR 15.404-1(b)(2)(ii)) and adjustments
made for quantity, time, breaks in production, etc. The historical prices used as a
comparison should be stated in or attached to the BCM, and any difference between
the item being procured and the item previously purchased, as well as the impact of
those differences on the price, should be documented. If there is a substantial cost
or technical difference, the BCM must explain why the comparison is still valid as a
basis for the price reasonableness determination.

C. Parametric Estimates.

1.

This technique incorporates cost estimating relationships and rules of thumb, based
on historical data. According to the Cost Estimating (Parametric) Handbook, the
origins of parametric cost estimating date back to World War Il:
a. The war caused a demand for military aircraft in numbers and models

that far exceeded anything the aircraft industry had manufactured

before. While there had been some rudimentary work from time to time
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3.

to develop parametric techniques for predicting cost, there was no

widespread use of any cost estimating technique beyond a laborious

buildup of labor-hours and materials. A type of statistical estimating

had been suggested in 1936 by T. P. Wright in the Journal of

Aeronautical Science. Wright provided equations which could be used

to predict the cost of airplanes over long production runs, a theory

which came to be called the learning curve. By the time the demand for

airplanes had exploded in the early years of World War I, industrial

engineers were using Wright's learning curve to predict the unit cost of

airplanes.
Another example of when parametric estimates would be appropriate would be if a
solicitation included the lease of a 70,000 square foot building. A proposal is
received at $75 per square foot, but market research discovers that the market price
for an office building is $69 per square foot. To properly evaluate the proposal, the
Contracting Officer must be able to identify any features of the solicitation that could
affect the cost estimating relationship, such as added security, state of the art phone
systems, surveillance equipment, etc. These features would be quantified and the
price adjusted accordingly.
If used, the nature of parametric estimates and the source of the data should be
documented in the BCM.

D. Catalog or Market Price.

1.

Catalogs and published price lists are usually a product of a competitive market
place. Catalog Prices must be regularly maintained, specify current or last sales
price, and be published or otherwise available for inspection. DCAA also may
substantiate sales for commercial items.

The use of a commercial price/parts list in and of itself does not justify the price to be
fair and reasonable ( FAR 15.403-3(c). The Contracting Officer must also confirm
and document that quantities were sold at the prices listed, identify to whom they
were sold, and consider whether or not a price reduction is warranted because of the
purchase quantity. Before the price can be determined reasonable, the Contracting
Officer should also be aware of any discounts, rebates, or the best price paid by any
of the Contractor's commercial customers. The Contracting Officer should consider
prices paid under similar contracts in which the item may not have been considered
commercial.

The BCM must also document the differences, if any, between the catalog item and
the item to be procured, and the price/cost impact of those differences. The
commercial prices used as a comparison should be stated in the BCM and catalogs
or price lists should be included as attachments.

E. Independent Government Cost Estimate.

1.

An IGCE is usually developed by the Project Office to determine the expected cost
of producing an end item or providing a service. The IGCE should include material,
labor hours, and labor rates at a minimum. An IGCE is used when no other pricing
method is available. An IGCE is normally based on a visual analysis or a value
analysis by an expert in the commodity field or the product/service being procured.
The United States Government Accountability Office (GAO) Cost Estimating and
Assessment Guide lays out a multi-step process for developing comprehensive,
accurate, and credible cost estimates. The guide also explains how to manage
program costs once a contract has been awarded and presents 48 case studies,
drawn from GAO published audits that illustrate typical pitfalls and successes in cost
estimating. Also refer to IGCE for Services Acquisition Sample for an example of an
IGCE.

When an IGCE is used, the Contracting Officer should understand that the estimator
made certain assumptions. The Contracting Officer should thoroughly review the
IGCE to understand the assumptions made, the source of the information, and the
pricing methods applied.

F. Similar Products.

1.

The current market price of similar supplies or services to those being procured can
be established through market research. Market research to determine price
reasonableness involves contacting commercial entities with the capabilities to
perform the contract and obtaining the current market prices for the same or similar
items under the same conditions stipulated in the proposal received.
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2. This method is most commonly used for items that are readily available from
commercial sources but that must be purchased to the maximum extent practicable
from Required Sources of Supplies and Services such as Federal Prison Industries
(see FAR 8.602(a)). When using this method, the Contracting Officer should
compare the proposed price with prices received through market research and
describe the market research conducted. For more information on conducting
market research, see CMPG 1.3.

G. Pricing Information provided by the Contractor.

1. When independent techniques fail to establish a fair and reasonable price, the
Contracting Officer should ask the Contractor to support the proposed price by
supplying pricing information such as sales history to other customers, proposal
history, or information other than cost or pricing data.

2. The primary difference between "Cost or Pricing Data" and "Information Other Than
Cost or Pricing Data" is the certification required by FAR 15.406-2. Contracting
Officers should ask for whatever information is necessary to make and support their
price reasonableness determination. If there isn't enough pricing information
available to make the determination, the Contracting Officer may ask for cost related
data. None of the information/data provided as "Information Other Than Cost or
Pricing Data" is required to be certified.

H. These seven Price Analysis techniques are further explained in the Defense Procurement and
Acquisition Policy (DPAP) Contract Pricing Reference Guides from DPAP Volume 1- Price
Analysis. See also DAU Price Analysis Technigues Training Material and Commercial Item Sole
Source Proposal Analysis Roadmap.

5.1.2 Documenting Price Reasonableness

A. The DASN(ACQ) Memo, Contracting Officer Determination of Price Reasonableness When Cost or
Pricing Data Are Not Obtained states that when approving a BCM using other than cost or pricing
data, the approving official must ensure that the document as written, documents the following:
1. The exception (from FAR 15.403-1 (c)(1) through (4)) for not obtaining cost or
pricing data.

2. Price reasonableness, without reliance on information that is not in the BCM unless
properly referenced and retained in the contract file.

3.  The comparisons and differences in the item being procured and any items being
compared.

B. If an Offeror refuses to provide information necessary to support the Contracting Officer's
determination of price reasonableness, the issue should be elevated to higher management until
the issue is resolved. Management should take actions as necessary to assist in obtaining
adequate pricing information. A determination of price reasonableness cannot be made without
adequate supporting documentation, and without adequate price reasonableness determination,
the Contractor shall not receive award. Therefore, it is in the best interest of the Government and
Contractor alike that adequate information be provided.

C. Common pitfalls that Contracting Officers need to be aware of when determining price
reasonableness, as identified during DoD Inspector General (IG) Audits, include:

1. Not performing market research appropriate to the circumstances.
2. Accepting catalog prices without additional review or verification of items actually

being sold at prices listed.

Not justifying prior prices used for comparison as reasonable.

Prices justified as competitive when no competition truly exists.

Accepted costs that were not supported or warranted.

Failure to request discounts based upon quantity buys.

Failure to make adequate efforts to use competition.

Contract files not properly documented to support determination justification.

NGO r®

5.2 Cost Analysis

A. Cost analysis is the review and evaluation of the separate cost elements and profit in an Offeror's
proposal (including cost or pricing data or information other than cost or pricing data), and the
application of judgment to determine how well the proposed costs represent what the cost of the
contract should be, assuming reasonable economy and efficiency.
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B. Cost Analysis is required in the following situations:
1. When Price Analysis does not result in a fair and reasonable price determination.
2. When cost or pricing data are required by Public Law 87-653 Truth In Negotiations
Act (TINA), exceptions under FAR 15.403-1(b) do not exist and the procurement
value exceeds the threshold in FAR 15.403-4 (currently $700,000).

TINA is a public law enacted for the purpose of providing for full and fair
disclosure by Contractors in the conduct of negotiations with the
Government. The most significant provision included in TINA is the
requirement that Contractors submit certified cost and pricing data for
negotiated procurements above a defined threshold.

C. DPAP Memo, Waivers Under the Truth in Negotiation Act (TINA) spells out the extremely high
standards for meeting the exceptional circumstances exception under FAR 15.403-1(c)(4) in which
the Head of the Contracting Activity (HCA) waives cost or pricing data. Note that the need to
request such a waiver is extremely rare within MCFCS procurements. Nearly all of our acquisitions
will meet one of the exceptions listed in FAR 15.403-1(b).

D. Whenever Cost Analysis is performed, the Contracting Officer should also perform Price Analysis
as a Cost Realism check on the supplier's cost data. (See BCM 6.2.4 for a discussion of Cost
Realism).

E. Contract Pricing Reference Guides from DPAP provide additional guidance on how to analyze
individual cost elements.

5.2.1 Insufficient Price Analysis

Normally, competition and catalog prices suffice in determining price reasonableness. In certain
circumstances, however, it may be appropriate to perform Cost Analysis on competitive or catalog-
priced contracts. The following chart illustrates examples of situations in which Cost Analysis is
recommended due to insufficient Price Analysis information:

SINGLE SOURCE COMPETITION CATALOG PRICE
Contracts that contain a

Cost-Reimbursable Special Tooling or Test
complex work statement or .
Contracts Equipment
Spec
High dollar _supplles or Construction Projects nghly_(_Zustomlzed or
services Modified Products

Maintenance & Repair Transportation Services and

Contract modifications contracts Travel Costs

5.2.2 Discussion of Cost Analysis Techniques

A. The Government may use various cost analysis techniques and procedures to ensure a fair and
reasonable price, given the circumstances of the acquisition. Per FAR 15.404-1(c)(2), such
techniques and procedures include the following:

1. Verification of cost or pricing data and evaluation of cost elements, including--

a. The necessity for, and reasonableness of, proposed costs, including
allowances for contingencies;

b. Projection of the Offeror's cost trends, on the basis of current and
historical cost or pricing data;

c. Reasonableness of estimates generated by appropriately calibrated
and validated parametric models or cost-estimating relationships; and

d. The application of audited or negotiated indirect cost rates, labor rates,
and cost of money or other factors.
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2. Evaluating the effect of the Offeror's current practices on future costs. In conducting
this evaluation, the Contracting Officer shall ensure that the effects of inefficient or
uneconomical past practices are not projected into the future. In pricing production of
recently developed complex equipment, the Contracting Officer should perform a
trend analysis of basic labor and materials, even in periods of relative price stability.

3. Comparison of costs proposed by the Offeror for individual cost elements with--

a. Actual costs previously incurred by the same Offeror;

b. Previous cost estimates from the Offeror or from other Offerors for the
same or similar items;

c. Other cost estimates received in response to the Government's
request;

d. IGCE by technical personnel; and

e. Forecasts of planned expenditures.

4. Verification that the Offeror's cost submissions are in accordance with the contract
cost principles and procedures in FAR Part 31 and, when applicable, the
requirements and procedures in 48 Code of Federal Regulations (CFR) Chapter 99
(Appendix to the FAR looseleaf edition), Cost Accounting Standards.

5. Review to determine whether any cost or pricing data necessary to make the
Contractor's proposal accurate, complete, and current have not been either
submitted or identified in writing by the Contractor. If there are such data, the
Contracting Officer shall attempt to obtain them and negotiate, using them or making
satisfactory allowance for the incomplete data.

6. Analysis of the results of any make-or-buy program reviews, in evaluating
subcontract costs (see FAR 15.407-2).

5.2.3 Exceptions to Cost or Pricing Data

A. The Contracting Officer is responsible for obtaining information that is adequate for evaluating the
reasonableness of the price or determining cost realism. Such information could include cost or
pricing data or other than cost and pricing data, depending on the acquisition. As such, the
Contracting Officer shall obtain cost and pricing data only if none of the exceptions to cost and
pricing data apply. The Contracting Officer, however, may require information other than cost and
pricing data to support a determination of price reasonableness or cost realism. FAR 15.403-1(b)
explains the exceptions to the requirement for Cost or Pricing Data as follows:

1. Adequate Price Competition. The determination of "adequate" competition should
be based on the criteria in FAR 15.403-1(c)(1); however, if there are unusual
circumstances where it is concluded that additional information is necessary to
determine the reasonableness of price, the Contracting Officer shall, to the
maximum extent practicable, obtain the additional information from sources other
than the Offeror. In addition, the Contracting Officer may request information to
determine the cost realism of competing offers or to evaluate competing
approaches.

2. Prices Set by Law or Regulation. When the Contractor claims an exemption based
on Prices Set by Law or Regulation, it should be verified. The Contractor should
identify the law or regulation establishing the price offered. The Contractor should
attach a copy of the controlling document or ruling.

3. Commercial Items. The Contracting Officer should verify the commerciality of the
item. For items that meet the commercial item definition in FAR 2.101, based on
market research, a commercial item determination shall be prepared using the
procedures in CMPG 1.3.3, for acquisitions valued at greater than the SAT, pursuant
to MAPS 12.102.
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a. Pursuant to FAR 15.403-1(c)(3)(iii)(B) modifications of a commercial
item are exempt from the requirement for submission of cost or pricing
data provided the total cost of all such modifications under a particular
contract action does not exceed the greater of the threshold for
obtaining certified cost or pricing data in 15.403-4 or 5 percent of the
total price of the contract.

b. Pursuant to FAR 15.403-1(c)(3)(iii)(C) modifications of a commercial
item are not exempt from the requirement for submission of cost or
pricing data on the basis of the exemption provided for at FAR 15.403-
1(c)(3) if the total price of all such modifications under a particular
contract action exceeds the greater of the threshold for obtaining
certified cost or pricing data in 15.403-4 or 5 percent of the total price
of the contract.

4. Modifying an existing Commercial Contract or Subcontract.

5. Waivers. The Head of the Contracting Activity (HCA) may waive the requirement for
submission of Cost or Pricing Data in exceptional cases. The reason for the waiver
should be fully documented, pursuant to FAR 15.403-1(c)(4).

6. Other circumstances ( FAR 15.403-2). Exercise of an option at the price
established at contract award or proposals for overrun funding or interim billing price
adjustments.

5.2.4 Cost Realism Analysis

A. Cost Realism Analysis determines if proposed costs are realistic for the work to be performed. It
uses basic Cost Analysis techniques to evaluate the proposed cost elements from the following
perspectives:

1. Are they realistic in comparison to the historical data?
2. Do they show a clear understanding of the work to be performed?
3. Are they consistent with the solution described in the technical proposal?

B. As described in the comparison table, BCM 6.0 , the result of Cost Realism Analysis is an
adjustment to the Offeror's proposed cost (and fee when appropriate) to reflect additions or
reductions in cost elements to reach a realistic estimate. This probable cost should reflect the
Government's best estimate of the cost of any contract resulting from the Contractor's offer. The
probable cost may differ from the proposed cost and shall be used for evaluation purposes to
arrive at the Government's Prenegotiation Objective.

C. Some factors that may be adjusted as a result of Cost Realism Analysis are direct labor hours,
labor hour rates, materials, subcontracts, indirect rates, and other direct costs. Three important
areas considered during Cost Realism Analysis are:

1. Substantiation of Costs - Cost credibility rests entirely with the Offeror to support
estimates with historical costs, past experience on similar programs, sufficient
narrative descriptions of methodologies, and supporting data used to develop hours,
rates, costs, etc.

2. Traceability - Particularly in the Basis of Estimates matching the tables, the Work
Breakdown Structure, and Section B.

3. Completeness - Ensure that the Offeror provides everything requested in Section L.

D. Itis incumbent upon the Government to ensure that all information required to perform the Cost
Realism Analysis is requested in Section L of the solicitation.

E. Contracting Officers should consider the following when conducting Cost Realism Analysis:

Uncompensated Overtime (UCOT): Has excessive UCOT been proposed?

Temporary Labor: Is temporary labor excessive in the proposal?

Hours per Month: Do the proposed hours account for vacation and holidays?

Non-Recurring Costs (NRCs): Have any NRCs been omitted from the proposal?

Inventory Material: Is material priced at current market value?

Labor Rates: Are the proposed rates commensurate with the level of expertise

required?

okwbdE
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5.2.5 FAR Part 31 Contract Cost Principles

A. We saw in 6.2.2 that FAR Part 31 Contract Cost Principles is applicable to cost analysis whenever

Cert
cost
1.
2.
3.

4.
5.
B. Reas

ified Cost or Pricing Data is required. This part of FAR defines an allowable cost. An allowable
must satisfy the following conditions:

It must be Reasonable.

It must be Allocable.

In compliance with Cost Accounting Standards (CAS) or Generally Accepted

Accounting Principles (GAAP).

In compliance with the contract.

In compliance with FAR 31.205.

onableness. The test of reasonableness is based on what a "Prudent Person" would pay for

an item sold in a competitive market place. Actual costs incurred by a Contractor are not

reas

onable unless they satisfy the "Prudent Person" test. The burden of proof is on the Contractor

to establish that actual costs are reasonable.

1.

C. Alloc

Factors to consider in determining reasonableness include:

a. Isitordinary and necessary?

b. Isitsound business practice?

c. Is it socially responsible?

d. Is it consistent with established practices?

ability. A cost can be allocated to a contract only if it benefits that contract in some way.

Costs can be allocated to a contract either as direct charges or as indirect allocations such as
Overhead and G&A expenses. The following criteria are used in determining Allocability:

1.
2.
3.

Direct Costs - Must be required by the contract Statement of Work.
Overhead Costs - Must benefit both this contract and other work.
G&A Costs - Must be necessary for the overall operation of the business.

D. Compliance with CAS or GAAP. If the Contractor is subject to CAS, all costs allocated to the
contract must be in compliance with all applicable CAS rules. A CAS non-compliance usually

resu
discl
E. Ifthe

Its in unallowable costs charged to the contract. Contractors must also comply with their
osed accounting practices (see FAR Part 30).
Contractor is not subject to CAS, then all costs must be in compliance with GAAP. Accounting

practices under GAAP should be appropriate for the particular circumstance.
F. Compliance with the contract. The terms of the contractual agreement can define an allowable

cost.

The contract will take precedence over FAR Part 31 , unless the cost is expressly

unallowable per FAR. The Contracting Officer may negotiate an advance agreement with the
Contractor, addressing the allowability of certain costs. These agreements can help prevent
disputes and aid in negotiations. Put these advance agreements in writing and incorporate them
into the contract.

G. Compliance with FAR Part 31.205. FAR 31.205 covers selected costs and addresses allowable
and unallowable costs. This section identifies 52 categories of costs. There are allowable and
unallowable elements within each category. Certain costs are expressly unallowable. Expressly
Unallowable costs must be identified and excluded from any billings, claim, invoice, or proposal
subject to Certified Cost or Pricing Data.

I

Most

of the costs identified in this section appear in Indirect cost pools. An audit is necessary to

identify these costs.

There are some Direct costs that the Contracting Officer should identify and exclude from the

Offeror's proposal.

“

Unallowable Direct or Indirect Costs

Contingencies - Except when the effects are foreseeable and within
reasonable limits of accuracy (e.g., material scrap factors).

Bid and Proposal Costs - Must be included in G&A or specifically required by
the contract (e.g., letter contracts).

31.205-23|Losses on Other Contracts — Any excess of costs over income.

Travel Costs -To the extent they exceed the maximum per diem rates of the
31.205-46 - " :
FTR or include first class airfare.

31.205-51|Cost of Alcoholic Beverages (e.g., employee expense reports).

31.205-7

31.205-18

K. Unallowable Indirect Costs
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31.205-1 Advertising Costs — with some exceptions.

31.205-3 Bad Debts*
31.205-6 Executive Compensation in excess of $473,318.00 per year.
31.205-8 Contributions*

Employee Morale
Costs of Gifts — with some exceptions.

31.205-13 Costs of Recreation — with some exceptions.
Losses from Food Services — with some exceptions.
31.205-14 Entertainment*
31.205-15 Fines and Penalties — with some exceptions.
31.205-17 Idle Facilities — with some exceptions.
31.205-20 Interest*
31.205-22 Lobbying — with some exceptions.
31.205-27 Organization Costs — with some exceptions.
31.205-31 Plant Reconversion — with some exceptions.
31.205-47 Legal Costs — with some exceptions.
31.205-48 Deferred R&D Costs — with exceptions.
31.205-49 Goodwill*

*Expressly Unallowable (U/A)

5.2.6 Cost Accounting Standards

A.

Public Law 91-379 was enacted in 1970 to promulgate uniform CAS in negotiated Defense
contracts and to disclose in writing and follow consistently their cost accounting practices. The
purpose of CAS is to achieve uniformity and consistency in the measurement, assignment, and
allocation of costs to Government contracts. Prime Contractors are responsible for the
administration of CAS as it applies to subcontractors. In April 1992, Public Law 100-679 was
enacted to recodify the CAS in 48 CFR Part 99. CAS can now apply to any Federal contract.

. While DCAA is intimately familiar with CAS, it is critical that the Contracting Officer is also aware of

generalities associated with the standards in order to adequately interpret DCAA audit reports and
review Contractor proposals. Furthermore, as set forth in BCM 10.1.1, Compliances, the
Contracting Officer is responsible for reviewing the Contractor's submitted Disclosure Statement
which is a written description of a Contractor's cost accounting practices and procedures. It is
used as a means to measure the consistency and compliance of a Contractor's day-to-day cost
accounting with applicable CAS.

A Contractor may choose to structure its accounting system in any fashion as most standards
provide numerous options in accounting techniques. The critical aspect of CAS is that the
Contractor must be consistent in its accounting approach. For instance, a Contractor cannot
choose to collect costs in one way to benefit a FFP type of contracting vehicle and then restructure
its cost accounting methods under a cost type contract when it is more advantageous to do so.
That would be in violation of CAS. It is critical that the Contracting Officer understand these
principles in order to adequately and successfully review any submitted cost proposal. Even if the
proposed action is not a CAS covered contract, if the Contractor has an approved cost accounting
system, it should not be deviating from it regardless of the dollar thresholds of the isolated action.

Audit reports will often cite noncompliance with various CAS standards, and thus the Contracting
Officer's basic understanding of the standards is critical to effectively negotiate and understand the
ramifications of what those violations mean to the proposed negotiation.

Applicability: Contracts awarded after April 1992, are subject to 48 CFR Part 9903, which has a
$650,000 threshold. The Contracting Officer should include CAS Notices and Certification (see
FAR 52.230-1) in each solicitation expected to exceed $650,000. This certification must be
completed and signed by the Offeror prior to the award of a contract. If an exemption to CAS is
claimed by the Contractor, CAS does not apply, and there is no need to include CAS clauses in
the contract agreement.

Exemptions: The following are some exceptions to CAS. To see a complete listing, refer to the
CAS Coverage and Disclosure Statement Determination Flowchart.








1. Firm-Fixed Price Contracts or subcontracts awarded on the basis of competition
without the submission of cost or pricing data.

2. Firm-Fixed Price Contracts or subcontracts for the acquisition of commercial items.

3. Contract or subcontract executed and performed entirely outside the United States,
its territories, and its possessions.

4. Contracts/subcontracts with a small business.

5. Contracts or subcontracts with foreign governments, their agents or
instrumentalities.

G. CAS Disclosure Statement: If no exemption to CAS is claimed, the Offeror must disclose their
cost accounting practices, on Form CASB-DS-1, unless:

1. The Disclosure Statement was previously submitted.
2. The Offeror claims the monetary exemption ($50 Million).
3. The Offeror claims the interim exemption.

H. Types of CAS Coverage: A CAS covered contract can be subject to two types of coverage:

1. Full coverage. Full coverage requires that the business unit comply with all of the
CAS in effect on the date of the contract award.

2. Modified coverage. Modified coverage requires only that the Contractor comply with
CAS 401, 402, 405, and 406.

I. Offerors will disclose whether full or modified CAS coverage applies by completing FAR 52.230-1
Cost Accounting Standards Notices and Certification, Part 1l Eligibility for Modified Contract
Coverage as requested by the solicitation as follows:

1. If the box in Part Il is not marked, full coverage applies. Include FAR 52.230-2 and
FAR 52.230-6 in the contract.

2. Ifthe box in Part Il is marked, modified coverage applies. Include FAR 52.230-3 and
FAR 52.230-6 in the contract.

3. Ifthe Seller is an Educational Institution, modified coverage applies. Use FAR
52.230-5 and FAR 52.230-6 in the contract.

J. The CAS Board (CASB) has issued a total of 19 CAS. The CASB had four objectives in
establishing CAS. These objectives are summarized below:

1. Uniformity: To achieve a uniform set of cost accounting practices among different
U.S. Government prime Contractors.

2. Consistency: The application of similar cost accounting techniques applied to similar
projects, under similar contract types, in different time periods.

3. Comparability: The ability to compare cost data from different Contractors in
different time periods to yield meaningful information.

4. Neutrality: To establish a neutral position in negotiations between the U.S.
Government and prime Contractors over cost accounting methods.

K. Pension Protection Act (PPA): The Pension Protection Act of 2006 permits companies to
voluntarily increase their pension contributions. In 2008, the PPA may cause Contractors to
significantly increase their required minimum pension contribution for tax purposes; however, such
funding changes will not necessarily result in increased costs on negotiated contracts, including
Forward Pricing Rates (FPRs). If Contractors propose increased pension costs as a result of the
PPA based on the current CAS, the cognizant ACO and auditor should be consulted before
determining whether to include any proposed costs relating to the PPA in the contract price or
FPRs. Contracting Officers must be familiar with the applicable policy set forth in DASN(ACQ)
Memo, Impact of the Pension Protection Act of 2006 on Forward Pricing.

5.3 Recommended Cost/Price Proposal or Evaluation Format

A. Most Contractors have unique accounting systems that create or feed into their cost/price
proposals. The output of such systems can be a challenge to simple and thorough cost evaluation.
If Contractor data are cumbersome and poorly structured, the Contracting Officer may overlook
existing issues with proposed costs and associated burdens. It is incumbent upon the Contracting
Officer to re-structure raw data from cost/price proposals in such a format to allow for its
manipulation and proper, thorough analysis. This restructuring may often illuminate errors or
hidden costs within the Offeror's proposal.

B. The Cost Proposal Format Sample is an Excel spreadsheet that lays out a standard recommended
format. Whether the action is a multimillion-dollar sole source procurement, the definitization of a
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letter contract, or change order, the Sample Format can be prepared for all negotiated proposed
actions. Instructions to Offerors Sample provides direction to the Offerors on how to complete the
Sample Format and what back-up documentation/raw data are required to support the analysis.
Adherence to these directions streamline the evaluation process, mitigating requests for
supplemental information from Offerors that could have been provided at the onset.

C. Contracting Officers can use the spreadsheet to enter raw data received from Offerors, or they can
mandate the use of this format by Offerors in Section L of the RFP and provide the spreadsheet as
an attachment to the solicitation. The latter would help reduce the risk of keystroke errors;
however, the Contracting Officer should always check the spreadsheets to ensure the integrity of
the formulas.

D. To learn more about pricing techniques and factors that should be considered when developing the
negotiation position, see Contract Pricing Reference Guides from DPAP.

5.4 Price Challenges

A. When a Project or Contracting Officer suspects that the Government is being overcharged for a
product, he/she may submit a Price Challenge directly to the Price Challenge Hotline Website. The
Price Challenge Hotline provides pricing validation support for all Navy/Marine Corps pricing
inquiries related to spare parts, consumables, services, supplies and equipment, and weapons
systems used in support of Navy/Marine Corps. On the website, users may complete and submit a
one-page questionnaire to receive fast, accurate data with respect to pricing validation, suspected
overpricing, identical/duplicate items in the system, and alternate sources. Anyone in the DoD -
civilian or military - may submit a Price Challenge and may be eligible for an award based on the
outcome of the challenge.

B. The Price Challenge Hotline is a component of the Naval Inventory Control Point's (NAVICP) Price
Fighters. Established in 1983, the Price Fighters mission is to:

0 Provide responsive, value analysis, technical assistance, and pricing validation
support to buyers, managers, and users of equipment, material, services,
supplies, spare parts, and weapon systems in an accurate, cost effective, and
unbiased manner.

C. Today, the Price Fighters' DoD support is far-reaching. In addition to cost analysis, Price Fighters
offers an arsenal of services including Business Case Analysis (BCA), Source Selection Support,
Proposal Evaluation, Litigation Support, and Software Simulation Modeling.

D. Is there a charge to participate in the Price Challenge Program or use Price Fighters other
services? The Price Challenge Program is free to all of DoD. However, there is a charge for Price
Fighter's other services (e.g., cost and pricing services). Remember to follow the proper
procedures for Interagency Acquisitions under the Economy Act (See CMPG 5.13).

E. What services can Price Fighters offer that DCMA may not be able to provide? Price Fighters is
able to provide an in depth analysis of a proposal, and because Price Fighters is solely dedicated
to one proposal at a time, it is able to provide an exhaustive analysis including areas of recurring
and non-recurring engineering, direct labor, material, or any other area the program/contracting
office wishes to address. Price Fighters can examine the basis of estimate, such as "similar to",
historical data, analogous efforts or parametric estimates, which DCMA generally does not have
the time to address. With extensive training and experience in cost estimating, the Price Fighters
team is able to provide a thorough justification for multiple negotiating positions, and provide "at
the table" negotiation support for the Contracting Office.

F. For more information, visit the Price Fighters Department Website and the Price Fighters Brief.

6.0 Preparing a BCM

A. All BCMs shall be prepared and completed using the appropriate template identified in BCM 2.0.

B. When developing a prenegotiation profit or fee objective on a BCM for a negotiated contract action
when cost or pricing data are obtained, except in the case of cost-plus-award-fee contracts,
contracts with Federally Funded Research and Development Centers (FFRDCs), or when
assessing cost realism in competitive acquisitions, Contracting Officers must use a structured
approach pursuant to DFARS 215.404-4. Whenever a structured approach to profit analysis is
required, Contracting Officers shall perform a Weighted Guidelines (WGL) analysis using the web-
based Weighted Guidelines Application, as required by MAPS 15.404-70.

1. The WGL analysis evaluates profit based on four factors: performance risk, contract
type risk, facilities capital employed, and cost efficiency. This approach rewards
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Contractors with a prescribed profit objective and takes into consideration all cost
elements. Despite the fact that all cost objectives enter into the calculation, some
Contracting Officers are reluctant to apply profit to cost elements that do not carry
the same risks, such as travel or materials. If this is the case, the Cost Proposal
Format Sample should be modified to apply fee to a different base.

2. The WGL Application automates the development of the DD Form 1547 Calculation
Tool and standardizes the reporting method of profit statistics to the Directorate for
Information Operations and Reports (DIOR), Washington Headquarters Services
(WHS). DEARS 215.404-71 and the Weighted Guidelines Sample provide guidance
for performing the analysis and determining profit.

3. Users can register for a WGL Application account by first emailing the E-Business
(WGL) point of contact listed in CMPG VIl to obtain a case-sensitive code. This code
allows secure access to the application during self-registration and is required during
initial use only. Upon receipt of the code, users must register on the WGL
Application site by going to the WGL Self-Registration page and selecting the
appropriate contracting office from the drop-down menu. All MCFCS offices begin
with the letter “F” followed by the last four digits of the UIC/DoDAAC. Once
registration is complete, users may log onto the WGL application using a Common
Access Card (CAC). See Instructions for Accessing the WGL Application for
additional information.

4. The WGL Training for MCFCS provides instructions for using the online application.
Additional guidance can be found on the WGL Application website.

5. A modified Weighted Guidelines should be used for non-profit institutions as outlined
in DFARS 215.404-72.

7.0 Routing and Approval of the BCM

A. Contracting Officers shall not enter into discussions or award a contract prior to approval of the
appropriate BCM.

B. All BCMs shall be approved as outlined in MAPS 1.690. The scope and depth of the analysis in a
BCM is directly related to the dollar value, importance, and complexity of the business decision.
Likewise, the approval thresholds are commensurate with the magnitude and complexity of the
documented action to be reviewed. Approval authorities review the BCM to ensure that the
following are clearly and adequately documented:

a. Sound business judgment.

b. Evidence that the position is in the best interest of the USMC.

c. Policy/Regulatory/Statutory compliance.

d. When cost analysis is required, pertinent issues to be negotiated, cost objectives,
and a profit/fee objective.

C. As BCM for review and approval, it is advisable that the Contracting Officer include any relevant
resource material, such as a copy of the solicitation and the DCAA/field pricing support.

D. Each MCFCS office is required to establish internal review and approval procedures for BCMs.

E. For BCMs submitted to the ADC, I&L (Contracts) for approval, the Contracting Officer should allow
ten (10) working days for the following review process:

a. Contracting Officer submits the BCM to HQMC, I&L (Contracts) by emailing the BCM
and any relevant resource material to HQMC, 1&L (Contracts).

b. HQMC, I&L (Contracts) reviews the BCM and provides comments back to the
Contracting Officer.

c. The Contracting Officer shall resolve all issues, or in some cases, conditional
approval is granted by the Approving Authority.

d. The Approving Authority signs the BCM cover sheet, granting approval or setting out
the parameters for conditional approval.

e. The approved BCM is returned to the Contracting Officer for action.
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SIMPLIFIED ACQUISITION AWARD DECISION DOCUMENT


			HEADQUARTERS UNITED STATES MARINE CORPS


SIMPLIFIED ACQUISITION AWARD DECISION DOCUMENT 


Use for FAR Part 13 supply acquisitions and service acquisitions up to the SAT, and acquisitions conducted pursuant to FAR 13.5—TEST PROGRAM FOR CERTAIN COMMERCIAL ITEMS. Refer to CMPG, BCM module for additional information.


			REQUISITION NO.





			


			AWARD NO.








Note: Enter an “X” in the box to the left of all applicable items and complete any additional information





			1. Acquisition Plan (FAR Part 7, DFARS Part 207)


|_|  Acquisition Planning Document - SAP approved (insert date).


|_|  Acquisition Strategy approved (insert date).














			2. Solicitation/Request for Quote


|_|   Oral solicitation ($3K - $30K) (FAR 13.106-1(c)(1)


|_|   Response to combined synopsis/solicitation


|_|   Response to RFQ

















			3. Price Quotes/Proposals


|_|   All quotes/proposals received on time.  If not, explain:_______________________________________________________________________


|_|   Adequate funds available


|_|   Abstract of offers attached














4. Evaluation of Non-Price Factors


|_|   N/A. Only price evaluated.





|_|   Factors other than price evaluated as follows (list): 


          a._______________________


          b._______________________


          c._______________________


          d._______________________





Perform evaluation of all non-price factors for all quotes received.  Address analysis here or in a separate attached document.








5. Method for Determining Price Reasonableness (see NAVSUPINST 4200.85D Section 6)


     a. Primary Method Used


|_| Adequate price competition (see page 3 record of price quotes)


	_____# Vendors Solicited   _____# Quotes received


|_| Comparison with published price lists, catalogs, or advertisements (see attached supporting documentation and analysis)





     b. Secondary Method Used


|_| Historical comparison of the same or similar items (see attached comparison and analysis)





|_| Independent Government Estimate (see attached worksheet providing detailed estimate)





     c. Auxiliary Method Used


|_| Value Analysis (see attached analysis)





|_| Price Breakdown (see attached analysis)





|_| Parametric Estimate (see attached analysis)











			6.  Basis for Award 


|_| Price Only 


|_| Low Price/Technical Acceptable (LPTA) 


|_| Best Value Tradeoff Analysis (address the tradeoffs between price and non-price factors, and how the best value determination was reached) 














			7.  Award Recommendation


Based on the information provided herein, recommend that award be made to [Contractor Name] in the amount of $________________.














			8. Central Contractor Registration (CCR) 


|_| Contractor/vendor is registered with the CCR (Attach printout from www.ccr.gov and retain in the file)


|_| Contractor/vendor is not registered with the CCR but has filed required application with the CCR; award will not be made until registration is obtained (Attach printout from www.ccr.gov and retain in the file)


   |_| Contractor/vendor is not registered with the CCR but a waiver has been made due to urgency























			9. Responsibility Determination


The proposed contractor has been determined to be responsible as prescribed by FAR 9.104. The contractor--


|_| Has adequate financial resources to perform the contract, or the ability to obtain them. 


|_| Is able to comply with the required or proposed delivery or performance schedule, taking into consideration all existing commercial and governmental business commitments as demonstrated in the proposal. 


|_| Is not on the Excluded Parties List System (EPLS): www.epls.gov as of [INSERT DATE].


|_| Has a satisfactory record of integrity and business ethics as determined by reviewing the EPLS 


|_| Has the necessary organization, experience, accounting and operational controls, and technical skills, or the ability to obtain them as determined by evaluating past performance where contractor has been awarded contracts and has performed in an excellent manner.   


|_| Has the necessary production and technical equipment and facilities, or the ability to obtain them as has been determined by evaluating the past performance information; and,


|_| Is otherwise qualified and eligible to receive an award under applicable laws and regulations.














			10. Attachments (as required)


|_| Evaluation of non-price factors.





|_| Approval to use GCPC as form of payment.





   |_| Other (list as appropriate)














			11. Reporting Contract Actions


|_|  A Contract Action Report (CAR) for this action will completed via FPDS-NG in the Standard Procurement System. Maintain copy in purchase file. 











			12. PREPARED BY (SPECIALIST/BUYER):     


In accordance with NMCARS 5201.690, review by one level above will be obtained prior to award. 


Name/Signature: _________________________________________________________________                                                                                                                                                                                                                                                 


			
DATE:

















			13. Counsel review for legal sufficiency (mandatory when proposed contract exceeds SAT):





|_| REVIEWED BY: _________________________________________________________________                          _              


                            Counsel Name / Signature                                                                                        Date





|_| Email from Counsel dated [INSERT DATE] stating legal sufficiency is in the contract file. 














			14. Contracting Officer Approval:


As the Contracting Officer I am awarding to [Contractor Name] at $_____________. This decision is based on the analysis and recommendation within this document.











			APPROVED BY (CONTRACTING OFFICER):     (Name/Signature)


			
DATE:














			


15. CCO Recommendation/Approval and/or HQMC I&L (LB) approval in accordance with MAPS 1.690(b)





   


RECOMMENDED/APPROVED BY: _________________________________________________________________________________ 


                                                          CCO Name                                                                            Signature                                          Date








APPROVED BY: ________________________________________________________________________                          _              


                           HQMC (LB) Approver Name/Title                                                   Signature                                          Date








			















			RECORD OF PRICE QUOTES





			Firm’s Name


			


			


			





			Address/Tel. No./Fax No.


			


			


			





			


			


			


			





			


			


			


			





			


			


			


			





			Person Contacted


			


			


			





			Delivery Time


			


			


			





			F.O.B. Point


			


			


			





			Payment Terms.


			


			


			





			Type of Business: 





Click Box for Business Types


			


			


			





			GSA Contract No./FSS


			


			


			





			DOL Wage Determination No.


			


			


			





			


			


			


			





			ITEM


			QTY


			UNIT


			UNIT PRICE


			EXTENSION


			UNIT PRICE


			EXTENSION


			UNIT PRICE


			EXTENSION





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			Proposed Price


			0.00


			0.00


			0.00





			Discount (Trade or Quantity)


			


			


			





			Estimated Shipping Cost


			


			


			





			Total price


			0.00


			0.00


			0.00





			DUNS/TIN Number (provide to accounting office (FAR 4.6/FAR 4.9))
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DELIVERY ORDER/TASK ORDER AWARD DECISION FAR PARTS 8.5 and 16.505


			HEADQUARTERS UNITED STATES MARINE CORPS


DELIVERY ORDER/TASK ORDER AWARD DECISION


FAR PARTS 8.4 AND 16.505


Only applicable for orders without a SOW, pursuant to FAR 8.4 and 16.505. For orders with a SOW, must use NMCARS Annex 2 Business Clearance Memorandum (BCM) format. Refer to CMPG, BCM module for additional information.


			REQUISITION NO.





			


			PURCHASE ORDER NO.








Note: Enter an “X” in the box to the left of all applicable items and complete any additional information


			1 Acquisition Plan (FAR Part 7, DFARS Part 207)


|_|  Acquisition Planning Document for orders or BPAs approved (insert date). (Include as an attachment if forwarded to HQMC for approval).


|_|  Acquisition Strategy approved (insert date).  (Include as an attachment if forwarded to HQMC for approval).














			2. Request for Quote  Only applicable for orders without a SOW. For orders with a SOW, must use NMCARS Annex 2 Business Clearance Memorandum (BCM) format. Refer to CMPG, BCM module for additional information.





GSA FSS Under $100,000


|_|   Supplies or services without a SOW:  List the schedule contractors surveyed (at least 3 are required).  Seek price reductions for orders over the maximum order threshold.  (FAR 8.405-1)





GSA FSS over $100,000, for both Supplies and Services  (DFARS 208.405-70(b))


|_|   Posted to GSA e-Buy





|_|   Not posted to e-Buy but quotes received from 3 schedule contractors.  (DFARS 208.405-70(c)(1)(i)(A))





|_|   At least 3 quotes not received.  Written determination in file pursuant to DFARS 208.405-70(c)(1)(i)(B).





Multiple Award IDIQ Contracts (MAC)


|_|   Each IDIQ contract awardee has been provided a fair opportunity to submit a quote/proposal.

















			3. Price Quotes/Proposals


|_|   All quotes/proposals received on time.  If not, explain:_______________________________________________________________________





|_|   Adequate funds available





|_|   Abstract of offers attached














			4. Evaluation of Non-Price Factors


|_|   N/A. Only price evaluated.





|_|   Factors other than price evaluated as follows (list): Non price factors can only be factors not related to technical requirements that would normally be included in a SOW. E.g., past performance & schedule. 


        a._______________________


        b._______________________


        c._______________________


        d._______________________





Perform evaluation of all non-price factors for all quotes/proposals received.  Address analysis here or in a separate attached document. 














			
5. Method for Determining Price Reasonableness


|_|   For FSS orders, BPAs, or MAC orders for supplies or services not requiring a SOW, pursuant to FAR 8.404(d) FSS Prices have been determined to be fair and reasonable. However, in accordance with FAR 8.405-2(d), a price evaluation is required to determine the total price is reasonable. Therefore, for this acquisition, the total price has been determined reasonable based on the following:  


      |_| Adequate price competition (see page 3 record of price quotes)


	_____# Vendors Solicited   _____# Quotes received





      |_| Comparison with published price lists, catalogs, or advertisements (see attached supporting documentation and analysis)





      |_| Historical comparison of the same or similar items (see attached comparison and analysis)





      |_| Independent Government Estimate (see attached worksheet providing detailed estimate)


 














			6.  Basis for Award 


|_| IAW Solicitation evaluation criteria (attach the criteria)


      |_| Price Only 


      |_| Low Price/Technical Acceptable (LPTA) 


      |_| Best Value Tradeoff Analysis (address the tradeoffs between price and non-price factors, and how the best value determination was reached)





























			


7.  Award Recommendation


    Based on the information provided herein, recommend that award be made to [Contractor Name] in the amount of $________________.

















			8. Central Contractor Registration (CCR) 


|_| Contractor/vendor is registered with the CCR (Attach printout from www.ccr.gov and retain in the file)


|_| Contractor/vendor is not registered with the CCR but has filed required application with the CCR; award will not be made until registration is obtained (Attach printout from www.ccr.gov and retain in the file)


|_| Contractor/vendor is not registered with the CCR but a waiver has been made due to urgency














			9. Contractor Responsibility Determination: The proposed contractor has been determined to be responsible as prescribed by FAR 9.104. The contractor--


 |_| Has adequate financial resources to perform the contract, or the ability to obtain them. 


 |_| Is able to comply with the required or proposed delivery or performance schedule, taking into consideration all existing commercial and governmental business commitments as demonstrated in the proposal. 


 |_| Is not on the Excluded Parties List System (EPLS): www.epls.gov as of [INSERT DATE].


 |_| Has a satisfactory record of integrity and business ethics as determined by reviewing the EPLS 


 |_| Has the necessary organization, experience, accounting and operational controls, and technical skills, or the ability to obtain them as determined by evaluating past performance where contractor has been awarded contracts and has performed in an excellent manner.   


[bookmark: wp1084079][bookmark: wp1084081] |_| Has the necessary production and technical equipment and facilities, or the ability to obtain them as has been determined by evaluating the past performance information; and,


   |_| Is otherwise qualified and eligible to receive an award under applicable laws and regulations.














			10. Attachments  (as required)


|_| Evaluation of non-price factors.





|_| Approval to use GCPC as form of payment.





   |_| Other (list as appropriate)














			11. Reporting Contract Actions


|_|  A Contract Action Report (CAR) for this action has been completed via FPDS-NG in the Standard Procurement System. Maintain copy in purchase file.














			12. PREPARED BY (SPECIALIST/BUYER):      


In accordance with NMCARS 5201.690, review by one level above will be obtained prior to award. 


Name/Signature: _________________________________________________________________                                                                                                                                                                                                                                                 


			DATE:

















			13. Counsel review of contract for legal sufficiency (over SAT):





|_| Email from Counsel dated [INSERT DATE] stating legal sufficiency is in the contract file. 





REVIEWED BY: _________________________________________________________________                          _              


                            Counsel Name (signature is not required, retain review email in contract file)                             Date

















			14.  Contracting Officer Approval:  


As the Contracting Officer, I am awarding to [Contractor Name] at $_____________. This decision is based on the analysis and recommendation within this document.








			APPROVED BY (CONTRACTING OFFICER):     (Signature)








			DATE:

















			15. Recommendation/Approval and/or HQMC I&L (LB) approval in accordance with MAPS 1.690(b)





   


RECOMMENDED/APPROVED BY: _________________________________________________________________________________ 


                                                          CCO Name                                                                            Signature                                          Date








APPROVED BY: ________________________________________________________________________                          _              


                           HQMC (LB) Approver Name/Title                                                   Signature                                          Date























			RECORD OF PRICE QUOTES





			Firm’s Name


			


			


			





			Address/Tel. No./Fax No.


			


			


			





			


			


			


			





			


			


			


			





			


			


			


			





			Person Contacted


			


			


			





			Delivery Time


			


			


			





			F.O.B. Point


			


			


			





			Payment Terms.


			


			


			





			Type of Business: 





Click Box for Business Types


			


			


			





			GSA Contract No./FSS


			


			


			





			DOL Wage Determination No.


			


			


			





			


			


			


			





			ITEM


			QTY


			UNIT


			UNIT PRICE


			EXTENSION


			UNIT PRICE


			EXTENSION


			UNIT PRICE


			EXTENSION





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			


			


			


			


			0.00


			


			0.00


			


			0.00





			Proposed Price


			0.00


			0.00


			0.00





			Discount (Trade or Quantity)


			


			


			





			Estimated Shipping Cost


			


			


			





			Total price


			0.00


			0.00


			0.00





			DUNS/TIN Number (provide to accounting office (FAR 4.6/FAR 4.9))
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POLICY:

MAPS 1.690 (NMCARS), "Requirements to be met before entering into contracts,"
is revised to:

a. Require the use of the Business Clearance Memorandum (BCM) format at
NMCARS Annex 2 for all actions set forth in NMCARS 5201.690(b); and

b. Incorporate the following table outlining each type of clearance document that
is required for the actions listed in NMCARS 5201.690(b) and NMCARS 5201.690

(c).

Type of Action
Documentation Required
Those contract actions set forth in NMCARS 5201.690(b)(1) through (9)

NMCARS Annex 2 <http://farsite.hill.af.mil/reghtml/regs/other/naps/Annex2.htm=>

Contract actions awarded using SAP

Simplified Acquisition Award Decision Document <http://128.229.124.38/
usmc cmpg/usmc cmpq/files/doc/
Simplified Acquisition Award Decision Document.doc>

Task Orders or Delivery Orders issued under FAR 8.4, Federal Supply Schedules

Delivery Order/Task Order Award Decision Document FAR Subpart 8.4 and FAR
16.505

Task Orders or Delivery Orders issued on a firm-fixed price basis against indefinite-
delivery type contracts for supplies or services.

Delivery Order/Task Order Award Decision Document FAR Subpart 8.4 and FAR
16.505

PROCEDURES:



http://farsite.hill.af.mil/reghtml/regs/other/naps/Annex2.htm

http://128.229.124.38/usmc_cmpg/usmc_cmpg/files/doc/Simplified_Acquisition_Award_Decision_Document.doc

http://128.229.124.38/usmc_cmpg/usmc_cmpg/files/doc/Simplified_Acquisition_Award_Decision_Document.doc

http://128.229.124.38/usmc_cmpg/usmc_cmpg/files/doc/Simplified_Acquisition_Award_Decision_Document.doc



a. Comply with the attached MAPS 1.690 language, which replaces the MAPS
1.690 language that was issued in APM 11-22. This language will be incorporated
in the next MAPS release.

b. Comply with the attached CMPG, BCM module language, which replaces the
BCM language that is currently in the CMPG. This language will be incorporated in
the next CMPG release.

Please ensure this policy is provided to all appropriate acquisition personnel.

John (Jack) Sineath

HQMC Contracts Division

2 Navy Annex, Rm 2135
Washington, DC 20380-1775
Ofc: 703-695-6590 Ext 2548
Fax: 703-695-6382

john.sineath@usmc.mil





