THE GOVERNMENT PROCUREMENT BID/PROPOSAL CYCLE SCENARIO

By George Boehm, Kutztown SBDC Business Consultant

So, your best friend, or worse yet, your marketing representative, just told you about a Government Procurement Opportunity that is a “sure thing” for your company and you must bid! The bid is due in five (5) days so, if you bid, you must rush to get a proposal submitted. What do you do?

· Bid ASAP with a Ready-Fire-Aim approach which is “doomed for disaster” (been there, done that)

· Stop and see if it fits into your Business Evaluation Criteria – which is the Ready-Aim-Fire approach. 

The problem is – what do you consider as part of this Business Evaluation Criteria?

Notes on this article:

This article is the first in a series of articles pertaining to a Business Evaluation Criteria approach to the total Government Procurement Bid/Proposal cycle. While the approach is geared toward the Government Procurement Bid/Proposal Cycle, the application of the concepts and thought process is applicable to the commercial sector with minor variations. This thought process also works whether the business is a one (1) person consulting business or a several hundred people manufacturing business. The concepts and thought processes are the important key elements. This article considers an overview of the entire cycle. Future articles will address the specifics of each main element on a “how-to-do-it” basis/approach.

The items provided to consider in these articles will generate questions resulting in a “thought process” that must be considered prior to pursuing Government Procurement Opportunities, during the bid decision, proposal preparation and most important contract performance, if an award is made to your company. Format of the documentation is not important; it can be in Excel spreadsheets, Word, brown paper bag or a “cocktail napkin”. The “thought process” and writing it down somewhere is the key to success.

CURRENT BUSINESS

The successful business approach to the Government Procurement Bid/Proposal Cycle starts with an analysis of the company’s current business load/backlog. Some factors to consider are:

· Type of business to be pursued; prioritize if multiple

· Current business load; manpower, timing, etc.               

· Allocation of current resources

· Availability of additional resources

The answers to these questions on the current status of the company must be known to define the type of new Government Procurement Opportunities, if any, to pursue. Searching for and bidding on a job that cannot be successfully contractually performed, if awarded, will be detrimental to the company with long term negative impacts.

BID ANALYSIS

Once the company has evaluated their current business position, found a Government Procurement Opportunity and requested the solicitation, the following items should be performed when the solicitation is received:

· Read, read and re-read the solicitation 

· List the key requirements (technical, quality, schedule, background, experience, price, etc)

· Consider the allocation of resources available to develop a “winning” proposal

· Develop a “time line” for submitting the proposal

· Consider the schedule and resources required to successfully perform the contract, if awarded

Evaluate the answers to the above criteria to determine if your company can submit a bid on this Government Procurement Opportunity. If the company decides to “no bid”, which could be the “right decision”, send a short note, letter or email response to the contracting agency to let them know the company is not bidding and express an interest to keep your name on their “bidder’s list” for future Government Procurement Opportunities from their agency. Remember, you always want to be “marketing” your company in a positive, professional manner.

PROPOSAL

If your company has made the evaluation and decided to bid, the company now has to generate a credible, professional,  “winning proposal” in a timely manner to be considered for an award. Items to consider/do are:

· Generate a proposal outline with key items to address under each main heading

· Generate a proposal generation time-line allowing for reviews of drafts, revisions and a timely submission

· Allocate all resources with assignments for each section of the proposal

· Conduct a kick-off meeting to address the proposal content, outline, time-line, requirements, etc

Remember that “procurement is related to risk”. The company’s proposal has to sell your company with confidence to convince the government agency that your company has the ability and capability to successful perform the contract, if awarded.

QUESTIONS AND PRE-AWARD SURVEY

Now your proposal is submitted and you can relax until you hear from the government agency. Absolutely not! Depending on the type of solicitation/procurement, size of the potential award, etc. there could be questions and/or a Pre-Award Survey. Questions require no preparation time until you receive them; however, be aware when answering any questions that your responses could be (and usually are) provided to all bidders and theirs’ to you. Therefore, be concise, accurate, discrete and professional with your response. If a Pre-Award Survey is requested, some of the items to consider and prepare for are:

· Make a professional “top down” presentation on your company, capabilities, program, etc.

· Consider a well-organized “tour”, if applicable, of your facility and/or capabilities

· Present your past experience as it relates to the solicitation

· Plan and rehearse the event since it could be your last chance at winning the award

RESULTS

Now you have to wait until the decision is made for an award. You should feel comfortable and confident that you have taken the Ready-Aim-Fire, “business approach” toward winning the contract. You have considered all the business elements necessary to assure that, if awarded the contract, the company can successfully perform in accordance with the contract. That is the ultimate goal.
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