BUSINESS CLEARANCE MEMORANDUM  COMPETITIVE

SECTION I - BCM COVER SHEET AND SIGNATURE PAGE.
Contracting Activity:  
US Army TACOM-     

Date:02/23/99 FORMTEXT 

02/23/99





Acquisition Center





AMSTA-     
Description of Item/Service being obtained:       

Contract Type:  FORMDROPDOWN 

Contractor’s Name and Address:          

Solicitation/Contract No.       

Contractor Proposal        

total, including options
Abstract of Offers
Price
Merit Rating

     
     
     

     
     
     

     
     
     

     
     
     

     
     
     

     
     
     

     
     
     

     
     
     

     
     
     

if applicable
NOTE:  If abstract is to voluminous, provide as an exhibit.  This must be indicated on the cover sheet.
Period of Performance:       

CONTRACT SPECIALIST(Sign)__________________________________
Date:     
  Printed or Typed Name:           

  TELEPHONE EXT:          

  E-MAIL:     
REVIEWER (Sign)

 __________________________________
Date:     
  Printed or Typed Name:       

PRENEGOTIATION BCM

APPROVED (Sign)

  _________________________________
Date:     
  Printed or Typed Name:     
   FORMCHECKBOX 
 See attached list of conditions which must be met.

POSTNEGOTIATION BCM

APPROVED (Sign)

  _________________________________
Date:     
  Printed or Typed Name:     
   FORMCHECKBOX 
See attached concurrence sheet as required.
SECTION II - PRENEGOTIATION BCM DATA
A.  Introduction:         The Pre-BCM is mainly a review of the basis of the establishing the competitive range to ensure that full documentation exists to allow the Army to withstand any subsequent protest or allegation that the price was not fair and reasonable.  When cost analysis is not performed, explain this and use Section F to document determination that the price offered is reasonable per FAR 15.805-2.  If cost analysis is used, see the “Prenegotiation BCM  Non-Competitive format, Section IIF for guidance.
B.  Procurement History.:       Provide a description of the item/service/ program and its procurement history.
C.  Type of Contract.:  FORMDROPDOWN 
 
    1. Give rationale:        

    2. Discuss technical, schedule and cost risk involved:      

D. Competitive Range.:     
 (a) Provide a summary of offerors’ proposed and evaluated costs/prices and the results of the Government’s evaluation of all other factors/subfactors being considered for award (i.e., scores, adjectival ratings, acceptable/unacceptable determinations).  Discuss the evaluation results for each factor and subfactor for each offeror.  Include a list of items to be negotiated and the source selection plan as exhibits.  Provide the Contracting Officer’s determination of competitive range per FAR 15.608.

   (b)  When a cost reimbursement contract is anticipated,

   the evaluation of cost/price must include documentation of the 

   Government’s estimate of most probable cost per FAR 15.608. 

E. Prenegotiation Price Analysis:      
In accordance with FAR 15.805-1(b) and 15.805-2, the contracting officer is required to perform a price analysis to determine that the price is fair and reasonable.  This requirement is in addition to cost analysis.  When the performance of a price analysis is not practical, the contracting officer shall document the file accordingly (FAR 15.805-1(b)).  See the Armed Services Pricing Manual and FAR 15.805-2 for examples of price analysis techniques.  For follow-on buys, include a comparison of the prenegotiation objective to historical unit prices adjusted for inflation, engineering change proposals, and any other variables that may exist. 

  Per DFARS Subpart 215.9 Discuss the contractor’s proposed profit/fee/rate.  Discuss the history of the profit rate, award fee, percentage of award fee earned, cost overruns/underruns on any flexibly priced contracts, etc.

Discuss the incentive/award fee structure, if appropriate.  For incentive contracts, the use of graphs is encouraged.  Discussion should address the determination of incentive share ratios, ceiling price, minimum/maximum fee structure, Point of Total Assumption (PTA) analysis and, for CPIF, the range of cost incentive effectiveness.  For award fee contracts, attach the award fee clause and plan to the BCM as an exhibit.

F. Special contract requirements:       

List any special contract requirement which may affect source selection or price, and attach a copy to the BCM as an exhibit.  Examples of special requirements which should be discussed in this section are:

   
Economic Price Adjustment  (EPA)

   
Government Furnished Property  (GFP) - Give details of the amount and type of GFP, and discuss how the GFP affected the establishing the competitive range or price of a proposed contracting action.  Discuss the contractor’s approach to using GFP and the relative benefits derived from the contractor’s approach


Unusual contract financing clauses, i.e., milestone billings, advance payments


Small business incentives


Deviations to FAR, DFARS, AFARS, other departmental regulations


Warranty provisions


Design to cost


Liability to third persons


Rights in technical data


Special tooling/special test equipment - Discuss the requirements of FAR 45.306 and 45.307 with regard to the acquisition of special tooling and special test equipment


contingent liabilities


Safety/surety issues


Discuss whether or not data for competitive reprocurement is being obtained.  Discuss cost, delivery and whether or not the Government will get unlimited rights. 

G.  Negotiation Strategy:      
H. List of Pre-negotiation BCM Exhibits and Other Key Documents: 

 FORMCHECKBOX 
 Acquisition Plan

 FORMCHECKBOX 
 Solicitation and Amendments

 FORMCHECKBOX 
 Contractor Proposal(s)

 FORMCHECKBOX 
 DCAA Reports

 FORMCHECKBOX 
 ACO Reports

 FORMCHECKBOX 
 Technical Reports

 FORMCHECKBOX 
 Pre-Award Survey

 FORMCHECKBOX 
 Past Performance Management Information System Reports

 FORMCHECKBOX 
 Contracting Officer's Determination of Competitive Range

 FORMCHECKBOX 
 Other:      
List key documents which are not attached to the prenegotiation BCM and where they are located in the official contract file (by Tab #) and list any exhibits in the order in which they appear, giving the Exhibit No.  Note that only documents directly related to the pricing proposal should be attached as "Exhibits".  Identify each document by reference number and date.  Include the following key documents in the list:

