Contract Formation

Activity 20: Price Analysis

Procedures for examining and evaluating a proposed price without evaluating its separate cost elements or the
proposed profit.

Related Flow Charts: Flow Chart 20

Related Courses: CLC 058: Introduction to Contract Pricing, FAC 021: Price Analysis

Related Tools: Acquisition Gateway Hallways, GSA Contract-Awarded Labor Category (CALC), GSA Dashboards and Prices
Paid Tools, GSA eLibray, DAU Contract Pricing Reference Guides
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http://www.fai.gov/drupal/sites/default/files/CPSG_Activity20_Flowchart.pdf
https://hallways.cap.gsa.gov/
https://calc.gsa.gov/
http://www.gsa.gov/portal/content/194595
http://www.gsa.gov/portal/content/194595
http://www.gsaelibrary.gsa.gov/
https://acc.dau.mil/CommunityBrowser.aspx?id=406579

2. Determine the evaluated price or, FAR 15.304(c)(1) Evaluation factors Accurately compute the evaluated price or prices of each
when multiple awards may be and significant subfactors. offer/quote using the criteria established in the solicitation.
made, evaluated prices for each
offer/quote.

e Identify any relevant data. Consider data provided by
each offeror/quoter and other available information.

e Apply identified price-related factors.

e |dentify the lowest evaluated price or, if multiple awards
may be made, the offers/quotes that collectively
represent the lowest evaluated price.
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Tasks

4. Determine the apparent reasons
for any significant difference
between the government estimate
and the apparent successful
offer/quote.

FAR Reference(s)

FAR 15.404-1 Proposal analysis
techniques [contract pricing].

Additional Information

Given market research and other available information explain
any significant differences between your estimate and the
proposed price(s).

An unexpectedly high offer/quote could result for a variety of
reasons, including:

e  Offeror/quoter collusion;
e Changes in market conditions; or
e Inadequate competition.

An unexpectedly low offer/quote could result for a variety of
reasons, including an offeror’'s/quoter’s:

e Attempt to buy-in (i.e., offer a price below market price in
order to attain a favorable advantage in future
competition or establish a basis to negotiate higher
prices through anticipated contract modifications).

e Mistake (e.g., failure to use correct wage rates).
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Tasks FAR Reference(s) Additional Information

6. Document the price analysis, FAR 15.406 Documentation [contract For simplified acquisitions using:
relf’:\teq decisions, and pricing pricing]. e An oral solicitation - show the names of the quoters, the
objectives.

prices quoted, and other terms quoted.

e A written solicitation - document the names of the
quoters, prices, delivery, references to quoted price lists
used, and other pertinent data.

For other acquisitions document price analysis as part of overall
offer analysis and negotiation (e.g., in the price negotiation
memorandum (PNM)). Price analysis documentation must
include:

e A summary of the contractor's proposal,
e Any field pricing assistance recommendations;
e The Government's negotiation objective; and

e The source and type of data used to support analysis.
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