Addendum 1 – evaluation – commercial items

Evaluations

The following evaluation information is provided.  The Government will evaluate proposals using the following approach:

Basis for Contract Award.  The Government intends to award this contract to the responsive, responsible Offeror whose overall proposal represents the “Best Value” to the Government price and other factors included.  In making its “Best Value” determination, the Government will consider overall technical merit to be of significantly greater importance than evaluated price.  However, the importance of price as a factor in the final determination will increase with the degree of equality in the overall technical merit of the proposals.  

The Government intends to award a contract without discussions.  If and only if discussions are required, a contract will be awarded after conducting discussions with all Offerors whose proposals are determined to be within the competitive range.  Due to the intent to award without discussions, each Offeror is encouraged to provide the Offeror’s best terms from a price and technical standpoint in their initial submission.  

If discussions are required, the Government will make the determination as to which proposals are in the competitive range.  The competitive range determination shall be based on an analysis of each Offeror’s Technical, Management Performance, Past Performance and Price proposal volumes.  If the Government determines that the number of proposals that would otherwise be in the competitive range exceeds the number at which an efficient competition can be conducted, the Government may limit the number of proposals in the competitive range to the greatest number that will permit an efficient competition among the most highly rated proposals. 

Once a Competitive Range Determination is made, Offerors found to be within the Competitive Range would be notified.  Offerors eliminated from the competitive range will be promptly notified in writing.  Debriefings may not be provided to Offerors that are excluded from the Competitive Range until after contract award has been publicized.  
Procedures.  Pricing (price) will be evaluated separately from Product Performance/Management Performance/Past Performance (technical).  A rating and risk assessment will be used to establish technical merit and performance risk, respectively at the factor level.

Rating.  The evaluation panel will use five (5) ratings per the following Table to depict the ratings for each of the factors set forth below.
	Rating
	Definition

	Outstanding
	Exceeds specified requirements and has: many significant strengths and no significant weaknesses or risks. 

	Excellent
	Exceeds specified requirements and has: few significant strengths and no significant weaknesses or risks; or many significant strengths and few significant weaknesses or risks.

	Acceptable
	Meets specified requirements and has: few significant strengths and few significant weaknesses or risks; or no significant strengths and no significant weaknesses or risks.

	Marginal 
	Meets specified requirements and has: no significant strengths and few significant weaknesses or risks; or many significant weaknesses or risks.

	Unacceptable
	Fails to meet minimum requirements.


Risk Assessment.  In addition to the adjectival ratings, the Government will identify and assess the risk associated with an Offeror’s proposal and capabilities at the same factor levels used for adjectival ratings.  Risk assessments per the Table below are the Government’s evaluation of the Offeror’s ability to perform successfully based upon the approach set forth in their proposal and their record of past performance with similar efforts of size, scope, and complexity.

	Proposal Risk Rating
	Definition

	HIGH
	Serious potential for schedule disruption, increased cost, or performance degradation - extraordinary contractor effort and intense Government monitoring may not address difficulties.

	MODERATE
	Some potential for schedule disruption, increased cost, or performance degradation - special contractor effort and close Government monitoring will probably address difficulties.

	LOW
	Little or no identifiable potential for schedule disruption, increased cost, or performance degradation - normal contractor effort and routine Government monitoring will likely address difficulties.


Selection.  The Government plans to make an award based on the initial written proposals unless, in the opinion of the Government, discussions are necessary to determine the “best value” to the Government.  Oral Presentations may be part of discussions, if discussions are held.

Evaluation Criteria.  While the evaluated price to the Government is a consideration in the integrated assessment of offers, the non-price factors collectively are of significantly greater importance.  Therefore, the Government may select other than the lowest priced, acceptable offer if it is determined that the additional capability is worth the additional price. The Technical portion of the proposals are divided into three (3) Factors the relative order of importance of the Technical Factors are listed below in the relative order of Importance:

1.  Product Performance

2.  Management Performance

3.  Past Performance

Product Performance.  Product Performance is divided into seven (7) Sub-factors.  These sub-factors are listed below in relative order of importance.  Sub-factors will be evaluated but will not be rated.  Ratings will be assigned at the factor level.

· Product Performance

· Performance Against Demonstration Scripts

· Integration Strategy

· Technical Architecture

· Product Upgrade Strategy

· Product Life-Cycle Stage

· Product Development Strategy

Management Performance.  Management Performance is the second factor and is divided into six (6) Sub-factors.  These sub-factors are listed below in relative order of importance.  Sub-factors will be evaluated but will not be rated.  Ratings will be assigned at the factor level.
· Offeror Viability

· Offeror Involvement in Project

· Customer Support

· Training

· Metrics

· Risk Management

Past Performance. Past Performance is the third factor and has one (1) Sub-factor. The Sub-factor is Past Performance/Related Engagements. Sub-factors will be evaluated but will not be rated.  Ratings will be assigned at the factor level.
A more detailed discussion of each Factor within each are is provided later in this document.

Pricing.  Pricing shall be Firm-Fixed Price.   Pricing has one (1) Sub-factor, listed below.

· Total Price and Terms

The price proposed by the Offeror will be evaluated, but not rated.  The price evaluation will determine whether each Offeror’s proposed price offers the best value alternative to meet the Government’s needs.  The proposed price to the Government shall be consistent with the technical portion of the offer.

NOTICE OF CONTRACTOR ADVISORS TO THE SOURCE SELECTION PANEL

Offerors are advised that the Government may use the following contractors as source selection advisors. Contractor source selection advisors shall not evaluate, rank or recommend one proposal over another, assign any ratings, or otherwise act in a decision-making capacity.  Offerors shall include a written statement, which either does, or does not provide the Offeror’s consent to the review of all of its proposal information by all of the contractor advisors referenced below.  In the event that an Offeror does not provide consent to the review of all of its proposal information by all of the contractor advisors referenced below, it shall mark all data included in its proposal that it does not want to be disclosed to the public for any purpose in accordance with Federal Acquisition Regulation (FAR) clause 52.215-1(e).  

· BRTRC Technology Research Corporation

· Advanced Software Design 

· Impact Resources Technologies

· Northrop Grumman Mission Systems

Proposal Instructions, Preparation, and Organization

The following proposal preparation and organization information is provided.  

General Proposal Instructions

Proposals submitted shall include all required responses contained within the RFP and all appendices shall be completed in their entirety.  This process is consistent for ensuring a complete and impartial review of information provided.  This RFP, your submitted proposal, all appendices and attachments, and stated terms and conditions may become part of the resulting contract.

The contract resulting from this solicitation shall be a firm-fixed price contract.

Additionally, in the event a conflict arises between the information presented in this section and that provided in the SOO, the information contained in this section takes precedence.
Offeror Proposals shall be structured in accordance with the following:

Preparation of Proposals

Proposals shall be prepared using “Arial” or “Times New Roman” 11-point font.  Margins shall be 1 inch on all sides. Tables and illustrations may use a reduced font style not less than 8 point.   All material submitted shall be single-spaced.  Offerors should ensure that each page provides identification of the submitting Offeror in the header or footer.  Electronic submissions shall be Microsoft Office compatible.  

Organization of the Proposal

Offerors shall provide a Table of Contents, Compliance/Reference Matrix, Functional and Technical Requirements Matrices and Acronym List with their proposals.  These items will not be included as part of the page count.  The following instructions apply to the format:

	Part
	Content
	Page Limit

	Executive Summary
	Letter of Transmittal and Executive Summary
	3 Pages

	Part I
	Sections A, B and any other special provisions
	None

	Part II
	Price Proposal Material Submission
	7 pages

	
	License Agreement Information
	None

	
	Technical Proposal 
	

	Part III
	 Product Performance
	45 Pages

	
	Optional Demonstration Script Supporting Documentation
	25 Pages

	Part IV
	Management Performance
	20 Pages

	Part V
	Past Performance
	10 Pages


Letter of Transmittal / Executive Summary:  This section shall not exceed three (3) pages; it shall include the Offeror’s Letter of Transmittal, along with a brief summary of the Offeror’s capability to accomplish the requirements of the contract.  In addition, the Offeror shall also address any exceptions, deviations and/or requests for waivers.

Exceptions, deviations, and requests for waivers may cause proposals to be considered unacceptable. An exception is where the Offeror takes specific exception to a term or condition of the solicitation. A deviation is where an Offeror states it will not comply with a requirement but proposes an alternative to meet the intent of the requirement, usually involving a specification.  A waiver is where an Offeror requests authorization for the Government to accept an item that will depart from specified requirements.  

Part I.  The Offeror shall agree to the terms and conditions of this solicitation including all documents, exhibits, and attachments. The submission of your proposal will, upon acceptance by the Government, contractually bind the Government and the Contractor to the terms and conditions of the resultant contract.

If the proposal includes the use of sub-contractors, or embedded third party products or services the Offeror shall clearly state this in its proposal.    

Part II.   The Offeror’s price proposal shall consist of a completed Section BThe contractor shall provide a CLIN structure in its proposal that is consistent with the proposed technical solution.  The contractor shall provide a listing of all software required to include a break out of the associated pricing for items including, but not limited to licenses, and maintenance fees.  

The price proposal shall include sufficient backup information to assist the evaluation team with determining price reasonableness, and that the Offeror sufficiently understands the requirement.  The back up information shall include information regarding licenses and maintenance fees.   A suggested tabular format for license and maintenance information is provided below. No certificate of current cost and pricing data is required since adequate price competition in accordance with FAR 15.804-3(b) is expected.  

License and Maintenance Information

Complete the following table (or equivalent) to describe the product(s) and/or Module(s) to be acquired in order to satisfy the requirements set forth in this RFP.  Clearly state your best pricing to license the product and maintain the product.
	Product, Module and/or Suite
	Type of License
	Quantity of Licenses
	Date to Acquire License
	License Charge
	Maintenance Charge
	Date Maintenance to Start

	
	
	
	
	
	
	


License Period

Indicate license period: _____________________________
Maintenance Period

Indicate maintenance period: ________________________
Maintenance Fee Adjustment for Future Periods

Indicate fee adjustment for future periods: ______________

The Offeror shall submit the license agreement terms and conditions for all software this it proposes.  

Price Proposal:

The detailed factors for evaluation of pricing are provided below.  The factors are listed in their relative order of importance.  Offerors provide price information in the table below.

	Product or Service
	Purchase Price
	Maintenance Price

	
	
	Yr 1
	Yr 2
	Yr 3
	Yr 4
	Yr 5

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	Total:
	
	
	
	
	
	


	SUB-FACTOR 1 – Total Price and Terms

	Identification
	Description

	Price 1.1
	Total Purchase Price of Licenses and Payment Terms

	Price 1.2.
	Total Price of Maintenance and Support and Payment Terms

	Price 1.3
	Training Price

	Price 1.4
	Other Price


Price 1.1.  Total Purchase Price of Licenses and Payment Terms.  The Offeror shall provide a recommended timeline that makes the software available for development, testing, implementation, and fielding dates provided by the Marine Corps.  A Price and/or cost realism analysis will be conducted to support comparative price and cost analysis of vendor offerings.
The schedule for procuring the minimum software licenses quantity is anticipated to be as follows: 

1. 5% of the software licenses will be procured immediately after contract award. 
2. 5% of the software licenses will be procured at the successful completion of Government developmental test/Milestone C decision.  

3. 30% of the software licenses will be procured after the Initial Operational Test and Evaluation (IOT&E)/full rate production decision.  
4. Another 30% of the software licenses will be procured after the successful fielding / cutover at a selected MEF.  

5. The final 30% of the software licenses will be procured after successful fielding to the next MEF selected after the MEF identified in paragraph 4 above. 
Price 1.2 Maintenance and Support Price and Payment Terms. The Offeror shall provide pricing in support of the maintenance and support approach proposed in Management Performance.  A Price and/or cost realism analysis will be conducted to support comparative price and cost analysis of vendor offerings.
Price 1.3
Training Price. The Offeror shall provide pricing in support of the training approach proposed in Management Performance.  A Price and/or cost realism analysis will be conducted to support comparative price and cost analysis of vendor offerings.
Price 1.4
Other Price. The Offeror shall provide pricing in support of any other portion of its approach proposed not otherwise contained in Price 1.1, 1.2 or 1.3 above.  A Price and/or cost realism analysis will be conducted to support comparative price and cost analysis of vendor offerings.
Part III.   The Government will evaluate each Offeror's proposal in the Factors listed below.  The ratings for the factors comprising each Factor will be integrated by the Government to yield an overall descriptive adjectival factor and risk rating for each proposal.  For integration purposes, the following sequence reflects relative order of importance for the non-price evaluation factors: 

1. Product Performance

2. Management Performance

3. Past Performance

Technical Proposal:  

Describe software product features and relate them to specific GCSS-MC functional and technical requirements.  The technical approach shall describe specific Offeror products proposed to meet these requirements and the proposed products’ lifecycle stage and the maturity of the software development process.  The technical approach shall include a Requirements Allocation Matrix that explicitly shows the allocation of GCSS-MC/LCM Block I minimum requirements to an Offeror’s proposed product software components.  Additionally, the Offeror’s proposal shall demonstrate how the proposed product meets the Government’s requirements. The Offeror shall discuss features of their proposed offering that address product integration features. The technical proposal shall consist of Product Performance, Management Performance and Past Performance.  Functional and technical requirements matrices are included in the appendices.  The Offeror shall provide responses to the matrices in accordance with the instructions provided. These responses shall be included in the technical proposal.  The matrices shall not count against the possible total of 100-page limit for the technical proposal.  The sub-factors for Product Performance are provided below.

There are seven (7) Sub-factors in the Product Performance Factor, listed in order of their relative importance. The solution selected shall support both deployed and garrison forces.  Deployed forces operate with a constrained communications infrastructure (bandwidth and connectivity). The solution shall provide a deployed subset of functionality for GCSS-MC/LCM that mitigates the impact of these constraints on the Marine Corps Logistics Chain.

The LOG-OA represents the Marine Corps’ re-engineered objective process.   While the Marine Corps recognizes that implementation of the COTS solution may require some amount of additional Business Process Reengineering (BPR), the goal is to enable the LOG-OA and minimize the amount of required change to the greatest extent practicable.  

The solution shall be easy to implement with a minimum of support.  The offeror shall propose implementation accelerators available for the project and shall support both deployed and garrison forces.  

	SUB-FACTOR 1 – Product Performance

	Identification
	Description

	Product 1.1
	Functionality (capabilities mapped to prioritized requirements and objectives)

	Product 1.2.
	Configuration flexibility and level of skills necessary to effect configuration

	Product 1.3
	Tools availabl Tools available for development, configuration and set up

	Product 1.4
	Project Management Methodology based on the product



	Product 1.5
	Package and Project Management tools - Integrated with the package



	Product 1.6
	Tailorable product process models




1. Product Performance.

Product 1.1.  Functionality.  The Offeror will complete the Functional and Technical Matrices provided in Appendices A and B.   Additionally, the Offerors will provide a brief description of their process of matching the responses contained in the tables with the functionality that their software achieves.  The Offeror shall proposal a complete solution consisting of an integrated suite and/or best of breed products that provides maximum functionality, with minimal to no customization.  The matrices will provide evaluators with the amount of functionality provided by a particular solution.  Evaluators will assess the Offeror’s approach to the requirements in the matrices. Additional descriptions will be provided by the Offeror in the text of the proposal.  

Product 1.2.  Configuration flexibility.  Describe how the solution can be adapted to new business models and processes as they are required. Describe how the solution supports rapid additions of cost centers, organizations (units), intra-Marine Corps organizational structures, partner relationships, and workflows. Describe how the solution can modify a defined process and describe how previously created data is accessed, handled, and mapped to the new processes.  

Product 1.3.   Describe the tools available for development, configuration and set up, including but not limited to Tools to perform repetitive processes.  Describe the ability of the tools to:

· Promote code from test to production

· Perform data conversion including edit, validate and audit trail capabilities

· Track configuration activities 

· Perform tests, debugging, and error diagnosis

· Conduct product specific system monitoring and diagnostics

Product 1.4.  Describe Project Management Methodology based on the solution to include:

· Implementation methodology

· Project Management Process models

· Detailed work plans

· Checklists

· Sample Artifacts to support Change Management, Management briefings, general and project team presentations, etc.

Product 1.5.  Describe Package and Project Management tools that are integrated with the package.

Product 1.6.  Describe how the solution process models are tailorable.

	SUB-FACTOR 2 – Performance against Demonstration Scripts

	Identification
	Description

	Product 2.1
	Scripted Demonstrations

	Product 2.2
	Offeror Demonstrations 

	Product 2.3
	Desktop Integration

	Product 2.4
	Demonstration Format


Performance against Demonstration Scripts.  The Offeror shall demonstrate the functional requirements provided in the demonstration scripts included in Appendix C to this RFP.    Appendix C contains five separate demonstration scripts.  Offerors shall demonstrate four of the five scripts listed below.   Each script with the exception of Script #5, contains several scenario variations. Of the four demonstration scripts that contain variations, as many as three of the scenario variations contained within each script may be required to be demonstrated by the Offeror.  Offerors will not know in advance which four of the five scripts, and which variations within each script will be required.  All Offerors will demonstrate the same scripts and the same variations.  

Completion of the demonstration will not exceed eight (8) hours total, including two mandatory breaks of 30 minutes, for a total seven (7) remaining hours.  At a minimum, the Government shall witness performance of the Government-provided demonstration scripts.  The Government will then witness any demonstrations the Offeror has designed in the time remaining. This portion of the demonstration is not mandatory; it is completely at the discretion of the Offeror.  The overall length of time for the Offeror developed demonstrations shall not exceed two (2) hours.  The entire demonstration period will not exceed eight (8) hours in length, including the time for the breaks.

After a random selection, the Contracting Officer will notify Offerors of the exact time, location and date of their respective demonstration.  The Government will provide additional information regarding the demonstrations when the Offeror is notified of the demonstration schedule.  The Government anticipates the demonstrations occurring at a site other than Quantico. The Offeror shall provide all equipment necessary to perform the demonstration.  The Government will provide access to the Internet. Demonstrations shall be structured to address the scenarios and correspond with the written proposal showing how the system supports the objective capability of the operational architecture.

To facilitate the completion of demonstration scenarios, the Offeror shall provide a generic desktop computer (with back-ups in case of failure), loaded with a Microsoft Windows Operating System and a Microsoft Office suite.  This configuration will have a LAN connection to the Internet.  There will be a capability to display the screen to the entire audience.  The Offeror shall be responsible for operation of the computer during their demonstration. 

Offeror Product demonstrations, consisting of four components shall be part of the evaluation.   The demonstration components are:

Product 2.1.  Scripted Demonstrations.  The Offeror shall demonstrate proposed product offering by implementing the specific scenarios provided in the RFP per Appendix C.

Product 2.2.  The Offeror will present demonstrations of their own design to display product features of relevance.  This will include relevant technical capabilities including but not limited to development and configuration environment, tools for application monitoring and control, data load and unload, reports, etc.

The Offeror may also present demonstrations of their own design to display product features of relevance and interest to GCSS-MC that are not captured in the Scripted Demonstrations. The length of this demonstration and technical capabilities will not exceed two hours. The Offeror shall provide notification to the Government that it intends to display other product features of relevance.

Product 2.3.  Desktop Integration.  Offeror shall demonstrate the integration of their product with other desktop functionality such as word processing, spreadsheets, and email, to include document creation and printing.

Product 2.4.  Demonstration Format.  Demonstration scripts are provided and are reflected in Appendix C.  
	SUB-FACTOR 3 – Integration Strategy

	Identification
	Description

	Product 3.1
	Interface mechanisms

	Product 3.2
	Pre-built adapters and connectors

	Product 3.3
	Data conversion and load strategy

	Product 3.4
	Portal strategy 

	Product 3.5 
	Emerging Integration Strategy 


3.  Integration strategy.  The product shall be integrated with other USMC systems and sources 

of data with a minimum of effort and conversion required. To that end, the offeror shall describe interface mechanisms and pre-built adapters and connectors that are proposed for use in this project. 

Migration and integration are complex components necessary to achieve success with logistics modernization.  The Offeror shall demonstrate the ability to organize comprehensive migration strategies that meet the future vision for logistics support.  Successful integration constitutes the ability of the Offeror to provide access to cross-functional integration within the conventions of security and information assurance.  Compliance with interoperability and communications standards is also required.  The product shall be easily integrated with other USMC systems and sources of data with a minimum of effort and conversion required.

Product 3.1 Interface Mechanisms.  Describe the solution’s use of standard application program interfaces, the use of integration middleware, and tools and methods to manage and implement interfaces. 

Product 3.2.  Pre-built adapters and connectors.  Describe other products for which the solution provides “certified” adaptors and connectors. 

Product 3.3.  Data Conversion and Load Strategy.  Describe the solution’s data conversion and load strategy.  The description should include information relative to mapping data models, converting, cleansing and loading data from legacy systems, and tools for data conversion, cleansing and loading.  Describe the customer’s accessibility to Metadata and the relevance of the solution’s Metadata to DoD application. 

Product 3.4.  Portal Strategy.  Describe the solution’s portal strategy.  

Product 3.5.  Emerging Integration Technologies.  Describe emerging integration technologies and standards which the product offering incorporates, Including but not limited to shareable services (UUP), service infrastructure (UDDI), message transport (SOAP, WDSL), Language (XML), etc.

	SUB-FACTOR 4 – Technical Architecture

	Identification
	Description

	Product 4.1
	Presentation Architecture

	Product 4.2
	Application Architecture

	Product 4.3
	Database Architecture

	Product 4.4
	Communication Architecture

	Product 4.5
	Standards

	Product 4.6
	Security strategy

	Product 4.7
	Hosting options


4.  Technical Architecture.  The Offeror shall demonstrate the ability to use DoD standards to support the shared data environment, a world wide web-based capability that supports access to applications and data, and the use of the Joint Technical Architecture (JTA). The Marine Corps is an expeditionary, forward deployed, warfighting organization.  The Offeror shall propose business applications that are accessible via standard web browsers.  This consideration is necessary to minimize the information technology footprint of deployed supported and supporting units.  The Offeror will also demonstrate the ability to comply with the JTA to facilitate web-based capability and access to GCSS-MC applications from remote, forward deployed locations as well as garrison domiciles.  

Product 4.1.  Presentation Architecture.  Describe the presentation layers architectural standards, including but not limited to Win 32 API. Identify the operating systems supported. Discuss and describe how the solution utilizes and/or supports presentation software, including but not limited to browsers, proprietary GUI, Citrix. Describe how the solution supports presentation in heterogeneous hardware environments, including but not limited to laptops, tablets, PDA’s, cell phones, etc. Describe the consistency of the user interface. Discuss how the presentation layer supports queuing of inbound transactions for off-line review and action and the off-line creation and queuing of outbound transactions. Describe communications bandwidth requirements and scalability to operate on low bandwidth (minimum 9.6 Kbps) connections. 
Product 4.2.  Application Architecture.  Discuss how the solution captures, reports, and manages business rules. Describe the mechanisms for extending the functionality of the solution. Describe the application layers architectural standards, including but not limited to J2EE, .NET.  Describe application configuration and construction. Describe the solution’s ability to perform load balancing, monitoring, management, and recovery to include tools provided or required. Identify the operating systems supported.  
Product 4.3.  Database Architecture.  Describe the types of databases the solution uses. Include a list of database vendors supported.  Identify the operating systems supported. Describe the solution’s ability to support and synchronize multiple database instances.  Identify the solution’s data warehouse capability. Describe solution’s database administration requirements to include skill levels and tools provided or required.  Describe the solution’s data recovery capabilities and tools. Describe the solution’s data archival capabilities and tools. 

Product 4.4.  Communication Architecture.  Describe the solution’s transactions synchronization capability.  Provide descriptions of the solution’s communications methods and protocols for passing transactions and data.  

Product 4.5.  Standards.  Map to the standards listed in Appendix H (TV-1) of the C4ISP.

Product 4.6.  Security Strategy.  Describe the solution’s information assurance capabilities as depicted in the Technical Requirements Matrix.

Product 4.7.  Hosting Options.  Recommend hosting options for the proposed solution.  Identify instances where the solution and/or the Offeror have hosted other DoD applications or capabilities. 

	SUB-FACTOR 5 – Product Upgrade Strategy

	Identification
	Description

	Product 5.1
	Frequency of upgrades

	Product 5.2
	Upgrade Support


5.  Product Upgrade Strategy.  The Offeror shall demonstrate a clearly defined strategy for product upgrades that is in place and supported by corporate resources.  This strategy shall define processes and procedures for managing product upgrade activity and for managing customer requirements necessary to accomplish upgrades.  Consistent with this strategy, the Offeror shall also identify configuration control procedures, functionality definitions, test and evaluation routines, and product release procedures. Process shall be repeatable and clearly documented. Management, Technical, and Functional staffs should understand the process. The Offeror shall be able to validate the process in terms of its value to the Government. The Offeror shall describe the process by which requirements documented by the Government are transferred to the corporate Product upgrade process. 

Product 5.1.  Frequency of Upgrades.  Provide an upgrade schedule of the proposed solution and describe impacts to the Government’s program schedule as provided in the RFP. 

Product 5.2.  Upgrade Support.  Describe the Offeror’s upgrade support strategy.  The strategy should include information regarding Offeror assistance for an upgrade, upgrade tools, and metrics related to downtime of planned upgrades.  Additionally, the strategy should discuss accessibility of patches and upgrades to include the solution’s procedures for applying service releases and the ability to discover and manage impacts affecting the execution of a service release including but not limited to custom ASP/JSP pages or user defined fields. Provide an example Release Statement that accompanied a past Service Release or Update.

	SUB-FACTOR 6 – Product Life Cycle Stage

	Identification
	Description

	Product 6.1
	Proposed Product(s)

	Product 6.2
	Predecessor products

	Product 6.3
	Planned new products



	Product 6.4
	Market position




6.  Product life cycle stage.  The Offeror shall identify the maturity of the solution proposed.  The current life cycle state for the solution shall be provided as well as procedures established by the Offeror to transition products through the solution’s life cycle.  The Offeror shall also identify the total number of users documented for the solution from its initial release to the current time.  

Product 6.1.  Proposed Product.  Identify how long the current solution, including version number, has been available.

Product 6.2.  Predecessor Products.  Describe discontinuities in Technical/Functional lineage since Version 1.0

For example:  

· COBOL to Java or COBOL to C++ or C++ to Java

· Client Server to n-tier web native

· Files system to relational database

· Support of one RDB vs. another, or one version to the next

· Executes in native O/S to Application Server-based

· O/S support - Windows to UNIX or ______ to ________

· Significant new module(s) added.  Source of these.  

· Version-number designation of these releases

Product 6.3.  Planned New Products.  Provide a list of planned new products. Explain the philosophy in version numbering, and relate this to any major new version releases in the offer.

Product 6.4.  Market Position.  Identify the industries and verticals that the Offeror targets and what specific, unique functions are being developed for them.  Identify the customer base and characterize the types of users, including but not limited to industry, process, etc. 

	SUB-FACTOR 7 – Product Development Strategy

	Identification
	Description

	Product 7.1
	Native development versus acquisition

	Product 7.2
	Size and Location of Development Force

	Product 7.3
	Mechanisms for customer input and influence over product direction

	Product 7.4
	Software development process maturity


7.  Product development strategy.  The Offeror shall demonstrate a strong product development strategy.  The Offeror shall provide evidence that there is a mature repeatable software development process applied to the software.  The Offeror shall provide a product roadmap.  

Product 7.1.  Native development versus acquisition.  Identify year of initial release(s). If different company(ies) produced initial version(s) provide the following information:

1. Regarding the company(ies) who released initial version(s):

a. Is it the same as company submitting this Proposal

b. Was it acquired by company submitting this proposal

c. Did it sell the product to this submitter

2. In the event of a company or product acquisition above:

a. Number of personnel who made the original transition

b. Number of transitioned personnel who are still employed by submitter

c. Answer these questions for each company or product acquisition since Version 1.0

3. Explain any version numbering jumps.

Product 7.2.  Size and Location of Development Force.  Describe workforce composition, location, and retention rate. Discuss use of contractor vs. employee developers to include ratio of contractor to employees. Describe resource allocation of product development to customer base.

Product 7.3.  Mechanisms for customer input and influence.  Describe the process for including customer input to product development.  Provide the strategy for product enhancements over the next 2-5 years.  Describe new modules under development and that may apply to this proposal and the method for deciding which modules are developed. Describe improvements being made to existing modules and include information regarding the level of effort applied to the improvements.

Product 7.4.  Software development process maturity.  Identify new release strategy and timing.  Provide information regarding the Offeror’s success in meeting its strategies and commitments over the last five years.

Part IV.  Describe how the Offeror will organize to manage this contract, customer

relationship, and other product features such as upgrades and warrantees.  The Offeror shall describe product implementation, support, and training services that are included in the offer. 

There are six (6) sub-factors in the Management Performance Factor, listed in order of their relative importance.  

	SUB-FACTOR 1 – Offeror Viability

	Identification
	Description

	Management 1.1
	Financials 

	Management 1.2
	Composition and tenure of management team


1.  Offeror Viability.  The Offeror shall have financial stability in order to support the product over the long term.  The organization shall have long-term viability as a continuing business.  The Offeror shall provide information supporting the organization’s continuing operations and viability.  The Offeror shall provide information regarding the composition and tenure of its management team(s).

	SUB-FACTOR 2 – Offeror Involvement in Project

	Identification
	Description

	Management 2.1
	Nature and extent of Offeror implementation participation

	Management 2.2
	Experience working with systems integrators


2.  Offeror Involvement in Project.  The Offeror is required to be part of the future project implementation team throughout the life cycle of the project.  The Offeror shall have a management approach for meeting the SOO and the requirements listed in the solicitation.  The Offeror shall identify how corporate processes are organized to work successfully with the various business process, complexities, and multiple organizations in the Marine Corps logistics enterprise.  Include how you shall prepare to resolve anticipated contingencies, and to achieve desired results within desired schedules.  At a minimum, the Offeror shall have representation at the project executive level.  The Marine Corps, the systems integrator and/or the Offeror, will determine additional required resources.  Therefore, it is necessary to describe the level of involvement of the Offeror you propose/recommend and are willing to have on this project.  

Offeror shall describe the source of implementation resources, and the nature and extent of Offeror’s participation in product implementation.  [Note:  The purpose of this procurement is to acquire the COTS product(s) that will be used to implement the new system.  A second procurement will follow to choose an implementation contractor, which is experienced and familiar with the products and practices of implementing new systems in industry.]  

The Offeror shall describe corporate plans to support additional phases of the project unrelated to business application availability. 

Management 2.1.  Nature and extent of Offeror implementation participation.  Describe Offeror plans to support phasing of the solution for the Marine Corps.  The plan shall discuss support for:

· Process redesign

· Configuring the package

· Technical support

· Implementation methodologies

· Project management

· Change management

· Verification and Validation of Integrator Implementation

Management 2.2.  Experience working with Systems Integrators.  Identify existing and previous relationships with system integrators.

	SUB-FACTOR 3 – Customer Support 

	Identification
	Description

	Management 3.1
	Customer Support Strategies

	Management 3.2
	Escalation processes

	Management 3.3
	Consulting support

	Management 3.4
	Product Support


3.  Customer Support.  The Offeror shall provide customer support for all development, implementation, and post-production issues.  The Offeror shall describe how system bugs will be addressed.  

Management 3.1.  Customer Support Strategy.  Describe the customer support process. Include help desk service level options. Identify technical and user documentation to include type and method of distribution.

Management 3.2.  Escalation Processes.  Describe escalation processes with service level options. 

Management 3.3.  Consulting Support.  Describe consulting support options separate from customer support/help desk processes. 

Management 3.4.  Product Support.  Describe Service Level Agreements for trouble report response and escalation procedures.  Describe how  their product support strategy benefits the customer (including but not limited to cost savings/avoidance).

	SUB-FACTOR 4 – Training 


4.  Training.  The Offeror shall provide comprehensive product training that is tailored to the product proposed.  Training shall be available, and presented in locations that are easily accessible to the program management team.  

Describe the solution training packages, formats, and procedures.  Discuss the ability to tailor training for the customer and additional training services and tools available. Provide information regarding training facilities, locations and the ability to provide training at customer locations.  Discuss third party training requirements or opportunities.

	SUB-FACTOR 5 – Metrics

	Identification
	Description

	Management 5.1
	Project Progress

	Management 5.2
	System Operations

	Management 5.3
	Corporate Metrics


5.  Metrics.  The Offeror shall propose metrics that will be used to measure the progress of the project and metrics that measure the efficiency of the software.   Metrics shall address customer service and product support

Management 5.1. Project Progress.  Describe the metrics used for measuring project progress, and any tools used in that measurement.

Management 5.2. System Operations.  Describe the metrics used for measuring system operations, and any tools used in those measurements.
Management 5.3. Corporate Metrics.  Describe the metrics used for measuring business performance, and any tools used in that measurement.

	SUB-FACTOR 6 – Risk Management

	Identification
	Description

	Management 6.1
	Risk Management Approach

	Management 6.2
	Visibility to the Government

	Management 6.3
	Reporting Mechanisms

	Management 6.4
	Risk Metrics

	Management 6.5
	Risk Management Tools


6.  Risk Management.  The Offeror shall describe its approach to risk management including risk identification, risk characterization, risk mitigation, risk tracking, risk control, and risk officer responsibilities.

Management 6.1.  Risk Management Approach.  Describe how the Offeror’s approach for identifying risks and implementing corrective action will minimize cost and schedule impacts when any deviations from the statement of objectives are anticipated or occur.

Management 6.2.  Visibility to the Government.  Describe the visibility that will be provided to the Government into the Offeror’s risk status to assist the Government in assessing the contractor’s ability to meet the GCSS-MC statement of objectives, business rules, and product performance requirements.


Management 6.3.  Reporting Mechanisms.  Describe any mechanisms that will be put in place to encourage project staff to report their concerns about potential risks to the Offeror’s GCSS-MC Program Manager.

Management 6.4.  Risk Management.  List risk metrics, and technical performance measures that can be monitored and reported.

Management 6.5.  Risk Management Tools.  Describe any tools that will be used for risk management.

Part V.  Offerors shall provide a description of all the Offeror’s relevant federal, state, and local Government as well as any commercial prime and major subcontract efforts ($1,000,000 or more and/or 1000 users or more) received within the past three (3) years.  Relevancy is defined as having the same or substantially similar size, scope, and complexity to the USMC requirement.  Offerors shall provide the same information for each team member or major subcontractor anticipated to be associated with the Offeror on this proposal.  A major subcontractor is defined as a subcontractor that is performing at least 5% of the total effort proposed by the Offeror, or a subcontractor that is performing the majority of the effort under a specific CLIN.  Moreover, Offerors must also provide the information requested in Past Performance 1.1 and Past Performance 1.2 below.   
	SUB-FACTOR 1 – Past Performance/Related Engagements

	Identification
	Description

	Past Performance 1.1
	Product Performance

	Past Performance 1.2
	Offeror Performance 


1.  Past Performance/Related Engagements.

Past Performance 1.1.  Product Performance.  Management and successful performance of tasks that demonstrates relevancy to the requirements of this solicitation

1. Provide examples of project documentation from previous similar engagements.  The information shall include the following:

a. Scope of each previous engagement. (Planned and Actual)

b. Modules/applications implemented.

c. Number of sites installed.

d. Number of users supported with the system currently in production.

e. Business problems that were addressed. 

f. Similarities to Marine Corps deployed requirements.

g. Schedule and timing? (Planned and Actual)

h. Total cost/price of the engagement. (Planned and Actual)

i. Upgrades since start of production.

j. Degree of customization required. (Heavy, Moderate, Minimal, None)

Past Performance 1.2.  Offeror Performance.  The Offeror shall provide a Past Performance Reference Matrix illustrating the most relevant work of similar size, scope, and complexity to that of this effort accomplished during the past three (3) to five (5) years.  The Offeror shall provide evidence of corporate and product viability.  Offeror shall provide no more than five references for sales of the same software product(s) being offered to the USMC.  References shall be for sales within the last 3-5 years.  References will be for sales of similar size, scope, and application as GCSS-MC.  A Past Performance questionnaire is provided at Appendix D. The Government will use the questionnaire for verification of information submitted.
The Offeror shall demonstrate proficiency in managing either DoD or commercial best practices initiatives requiring rapid implementation of COTS products targeting specific migration objectives and delivering mandatory functionality.  

The Government will focus its inquiry on the past performance of the Offeror and its proposed subcontractors' previous and current capability and performance on efforts, which are of the same or similar complexity as the effort required by the solicitation. In addition, the Offeror shall provide past performance information as it relates to the use of the sub-contractor(s) proposed in response to this solicitation.  For an effort to be considered as "similar/related" it shall be of similar size or complexity, involve related technologies and be performed by the same organizational entity.  The past performance will be reviewed as it relates to all solicitation requirements, such as price, schedule, and performance.  The Government will evaluate the Offeror’s ability to adhere to contract requirements within price estimates as well as adhere to contract schedules including the administrative aspects of performance.  The Government may also use information included in the Contractor Performance Assessment Report (CPAR) database, questionnaires to Government employees, telephone contacts with knowledgeable sources and other information sources to assess contractor past performance.

The Offeror shall ensure that accurate and concise information is provided for each reference, and indicate whether the data is for the prime or the subcontractor, including:

(1).  Offeror’s (or major subcontractor’s) CAGE and contractor establishment code (CEC) numbers.  

(2).  Government contracting activity, address, and telephone number.  

(3).  Procuring Contacting Officer’s name, telephone number, and FAX number.  

(4).  Government or commercial contracting activity technical representative or contracting officer representative (COR), telephone number, and FAX number.  

(5).  Government contract administration activity and the name, telephone number, and FAX number of the Administrative Contracting Officer (ACO) and the Chief of Program and Technical support.  

(6).   Contract number.

(7).   Program title.

(8).   Contractor/subcontractor place of performance.

(9).   Contract type.

(10).   Period of performance.

(11).   Awarded contract price.

(12).   Final or projected price or cost.

(13).   Original delivery date.

(14).   Final or projected delivery date.

(15).   Program description and relevancy.  For each instance of past performance, provide a description of the effort, highlighting similarities and differences between that experience and the effort required under this solicitation.  

(16).   Technical Performance.  Describe how well the product or system was compliant with contract requirements.  Highlight and explain any deviations from the system performance requirements and the actions performed to mitigate and resolve these differences.  Describe the timeliness and completeness of deliverables under that contract to the original product performance requirements.  Identify and explain any cure notices received.    

(17).   Schedule and Cost Performance.  Provide a narrative of the objectives achieved and any cost growth or schedule delays encountered.  For any Government contracts that did not meet original requirements with regard to schedule and cost performance, provide a brief explanation for such shortcomings and any demonstrated corrective actions taken to avoid recurrence.  Explain those processes now in place to prevent past problems and ensure such problems do not affect future performance on this proposed contract.  

(18).  Provide the above required information for any and all terminated Government contracts with the offeror, in whole or in part, for any reason during the past three (3) years.  Include those efforts currently in the process of such termination as well as those that are not similar to the proposed effort.  

(19).  Provide a statement as to whether any claims or Requests for Equitable Adjustment (REA) against the Government have been made relating to the contract.  

(20).  New corporate entities may submit data on prior contracts involving its officers and employees.  However, in addition to the other requirements in this section, offerors shall discuss in detail the role performed by such persons in the prior contracts.  

(21).   Offerors shall include in their proposal the written consent of their proposed significant subcontractors to allow the Government to discuss that subcontractor’s past performance evaluation with the Offeror’s during negotiations (Note: Written permission from subcontractors is excluded from the page count).  

(22).   Offerors should identify other directly pertinent past history which indicates efforts of the same or similar complexity have been performed using the Offeror’s existing plant capabilities and demonstrate satisfaction of customer requirements.   

Note:  The Government reminds Offerors it may evaluate offeror past performance from both independent data and data provided by Offerors in their proposals.   Since the Government may not necessarily interview all of the sources provided by the Offerors, it is incumbent upon Offerors to explain the relevance of the data provided.  The Government does not assume the duty to search for data to cure problems it finds in proposals.  The burden of providing thorough and complete past performance information remains with the Offerors.  Proposals that do not contain the information requested by this paragraph, risk rejection or receiving a high risk rating during evaluation.   

Past performance is used as an indicator of the capability of the Offeror to provide consistent technical and management elements to the GCSS-MC/LCM program.  The Offeror should provide demonstrated examples of previous work accomplished, establishing the basis for their approach and ability to manage performance risk.  

In the case of an offeror without a record of relevant past performance or for whom information on past performance is not available, the offeror may not be evaluated favorably or unfavorably on past performance.
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