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SECTION M

Evaluation Factors for Award

IMPORTANT NOTE:  The various contract preparation software applications used in AFMC (Con-Write, MADES, BCAS, ACPS-GUI, SPS, etc.) produce contract instruments (including Section M) which differ somewhat in appearance.  Although this Template and Guide was developed in Microsoft Word 97, the organization of the template follows that of the Con-Write program.  If you are using a contract preparation application, the software will organize and format your Section M (Subsections M-I and M-II in this template).  The bulk of your effort will be in tailoring and completing provisions M001, Source Selection, and M002, Evaluation Factors.  These two Administrative and One-Time Use Provisions In Full Text under Subsection M-II of this template provide tell your offerors how you plan to evaluate their offers and make a source selection.  See Section M Guide (especially Chapter 1, paragraphs 3 and 4) for details.

M-I - Solicitation Provisions Incorporated by Reference

 (add applicable provisions in full text)

(Includes the key provision(s) telling the offerors how the overall source selection decision will be made.)

(If you need to add further description concerning "Evaluation Factors for Award" not covered in this template, see your Acquisition Support Team specialist for approved administrative provisions and/or assistance in drafting provisions to suit your specific situation.)

Clearly state in this part of Section M all factors and subfactors (and elements, if used) and their relative importance as well as the general approach for evaluating these factors and subfactors (and elements, applicable).

M001 SOURCE SELECTION

a. Basis for Contract Award

CPA will select the best overall offer, based upon an integrated assessment of Mission Capability, Past Performance, and Price/Cost. This is a best value source selection.(fill in date of AFFARS issue being used) Contract(s) may be awarded to the offeror who is deemed responsible whose proposal conforms to the solicitation’s requirements (to include all stated terms, conditions, representations, certifications, and all other information required by Section L of this solicitation) and is judged, based on the evaluation factors. (and elements, if used) CPA seeks to award to the offeror who gives CPA the greatest confidence that it will best meet or exceed the requirements affordably. This may result in an award to a higher rated, higher priced offeror, where the decision is consistent with the evaluation factors and the determination that the technical superiority and/or overall business approach and/or superior past performance of the higher price offeror outweighs the cost difference. To arrive at a source selection decision, the contracting officer will integrate the evaluation This process, by its nature, is subjective and, therefore, professional judgment is implicit throughout the entire process.

b. Number of Contracts to be Awarded

CPA intends to award one (1) contract (insert numbe.

c. Rejection of Unrealistic Offers

CPA may reject any proposal that is evaluated to be unrealistic in terms of program commitments, including contract terms and conditions, or unrealistically high or low in cost when compared to Government estimates, such that the proposal is deemed to reflect an inherent lack of competence or failure to comprehend the complexity and risks of the program.

d. Correction Potential of Proposals

CPA will consider, throughout the evaluation, the "correction potential" of any deficiency or proposal inadequacy.  The judgement of such "correction potential" is within the sole discretion of CPA.  If an aspect of an offeror's proposal is not considered correctable, the offeror may be eliminated from the competitive range.

e. Competitive Advantage from Use of GFP

The Government will eliminate any competitive advantage resulting from an offeror's proposed use of Government-furnished property (GFP).

M002 EVALUATION FACTORS
(List factors and subfactors (and elements, if used) and state their order of importance. Tailor the evaluation factors and subfactors (and elements, if used) and their order of importance to your acquisition. The important thing to do is specify order of importance down to the last level of indenture.)

Note: In accordance with AFFARS 5315.305(a)(2), the Past Performance factor must be at least as important as the most important non-cost/price factor (typically Mission Capability).

a. Evaluation Factors and Subfactors and their Relative Order of Importance

Award will be made to the offeror proposing the combination most advantageous to  CPA based upon an integrated assessment of the evaluation factors  (and elements, if used) described below. The evaluation factors are listed below in (specify, e.g., descending or equal) order of importance. 

Factor 1: Price/Cost

Factor 2: Past performance

Factor 3: Mission Capability 

(The subfactors listed above and the relative importance of the factors and subfactors are for illustrative purposes only. For a slightly more complex example, see the Section M Guide.)

(This paragraph meets the requirements of FAR 19.1202)

(This paragraph meets the requirement of DFARS 215.304)

b. Importance of Cost/Price.  The evaluation factors other than cost or price, when combined, are:

(Choose only one)

.

or

approximately equal to cost or price; however, cost/price will contribute substantially to the selection decision.

or

.
(The following paragraphs describe each of the evaluation factors. Tailor these to meet the requirements of your solicitation, including reordering the paragraphs to reflect the relative order of importance of the factors.)

d. Cost or Price Factor

See Section M Guide for further discussion of Cost/Price Evaluation.

(Insert an explanation of how cost to the Government will be evaluated. For example: cost/price of the basic effort only, basic plus all options, down select portions priced as Not-to-Exceeds*, life cycle costs, unit costs, a "Best Estimated Quantity," etc.)

(1) The offeror’s cost/price proposal will be evaluated...

Note:  The way cost/price is evaluated depends upon contract type. Use the following information to guide you in developing appropriate language to explain how the Government will calculate total evaluated cost/price when various contract types are used. This language should not be used without proper tailoring. If you are using more than one contract type, you will need to combine the concepts in more than one of the paragraphs below and must identify how the cost/price evaluations will be made for various CLINs if they differ as to contract type. If you will be evaluating cost based on life cycle costs or similar criteria, you must include special language for that.

(For Firm-Fixed-Price (FFP) efforts)

..., for award purposes, based upon the total price proposed for basic requirements (basic award) and all options. (NOTE: There could be situations that affect the bottom line evaluated price. These should be addressed as appropriate for your effort. An example is rental value for Government Furnished Property.)
(For Variable Quantities)


(2) Evaluation of options shall not obligate the Government to exercise such options. 

*Note: In accordance with AFFARS 5306.304-93(a), an approved Justification and Approval is required before any NTE option may be exercised.

(Include the following paragraphs (3) and (4) in solicitations for other than fixed price contracts)

(3) CPA will evaluate the realism of each offerors’ proposed costs. This will include an evaluation of the extent to which proposed costs indicate a clear understanding of solicitation requirements, and reflect a sound approach to satisfying those requirements. (See FAR 15.404-1(d)(3) for conditions under which cost realism analyses may be used on competitive fixed-price incentive contracts or other competitive fixed-price-type contracts and how such analyses may be considered under Proposal Risk evaluations, Mission Capability evaluations, Performance Confidence Assessments, and responsibility determinations.)
e.  Past Performance Factor

Under the Past Performance factor, the Performance Confidence Assessment represents the evaluation of an offeror’s present and past work record to assess CPA’s confidence in the offeror’s probability of successfully performing as proposed.  CPA will evaluate the offeror's demonstrated record of contract compliance in supplying products and services that meet user's needs, including cost and schedule. The Past Performance Evaluation is accomplished by reviewing aspects of an offeror's relevant present and recent past performance, focusing on and targeting performance which is relevant to the Mission Capability.   Although the past performance evaluation focuses on performance that is relevant to the Mission Capability subfactors, the resulting Performance Confidence Assessment is made at the factor level and represents an overall evaluation of contractor performance.

Offerors without a record of relevant past performance or for whom information on past performance is not available will not be evaluated favorably or unfavorably on past performance and, as a result, will receive a "Neutral/Unknown Confidence" rating for the Past Performance factor.  (Consider adding:  For offerors with no relevant performance record, the Government may consider relevant performance information regarding key personnel.)

NOTE: The criteria the PRAG uses to determine “relevancy” should be included in this part of Section M.  For example, relevancy criteria might include domain expertise, software development and integration experience, contract/subcontract management, and scope of effort. These criteria should relate to the Mission Capability subfactors.  To that "relevancy" discussion, add the following:)

More recent and relevant performance will have a greater impact on the Performance Confidence Assessment than less recent or relevant effort.  A strong record of relevant past performance may be considered more advantageous to the Government than a "Neutral/Unknown Confidence" rating.  Likewise, a more relevant past performance record may receive a higher confidence rating and be considered more favorably than a less relevant record of favorable performance.

Offerors are to note that, in conducting this assessment, the Government reserves the right to use both data provided by the offeror and data obtained from other sources.

(For further discussion of the Past Performance factor and the Performance Confidence Assessment, see Section M Guide)

f. Mission Capability
(Include the description of each Mission Capability subfactor and how it will be evaluated.  See Section M Guide for detailed discussion of Mission Capability subfactors)

(If thresholds are established, but not objectives, and consideration will be given to performance in excess of the thresholds, add:)  In arriving at a best value decision, CPA reserves the right to give positive consideration for performance in excess of threshold requirements.  Proposals for this factor will be rated as acceptable; not acceptable.
(If thresholds and objectives are established, add:)  In arriving at a best value decision, CPA reserves the right to give positive consideration for performance in excess of threshold requirements, up to the objective requirements.  No further positive consideration will be given for performance in excess of the objective requirements.

OR

(If performance beyond objectives will be considered, add:)  

(See Section M Guide for further discussion of Discussions and tradeoff factors)

 (Members from the technical and contracting teams may conduct plant or site visits to assist in determining the contractor’s capability to perform the proposed effort. If you plan to conduct a plant visit(s), use language such as the following provision.)

 (To place the offeror on notice that the awardee will be bound to meet all terms and conditions of the resulting contract (not just the evaluation factors), you should include language in Section M similar to the following provision.)
MXXX (specify provision number) SOLICITATION REQUIREMENTS, TERMS AND CONDITIONS

Offerors are required to meet all solicitation requirements, such as terms and conditions, representations and certifications, and technical requirements, in addition to those identified as factors, subfactors (and elements, if used).to be eligible for award. Failure to comply with the terms and conditions of the solicitation may result in the offeror being removed from consideration for award. Any exceptions to the solicitation’s terms and conditions must be fully explained and justified.
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