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Certificate in Military and Defense Project Management

Acquisition and Procurement Processes

Acquisition is the overarching process by which a military organization identifies, develops, and procures
the capabilities it needs to fulfill its strategic objectives. In the context of defense project management,
acquisition encompasses every activity from the initial articulation of a capability gap to the final disposal of
a system. Understanding acquisition terminology is essential because each term defines a specific phase,
decision point, or requirement that shapes how resources are allocated and how risk is managed.

Procurement refers specifically to the act of obtaining goods and services from external suppliers. While
acquisition includes internal activities such as research, design, testing, and integration, procurement
concentrates on the contractual relationship with vendors. In practice, the procurement function executes
the acquisition strategy by issuing solicitations, evaluating proposals, and awarding contracts.

Acquisition Cycle is the sequence of steps that a program follows from concept to disposal. The cycle
typically includes phases such as Concept Exploration, Technology Maturation, System Development,
Production, Operations & Support, and Disposition. Each phase has defined decision points, often called
Milestones, which serve as formal reviews to assess technical progress, cost performance, and schedule
adherence. For example, a Milestone Decision Authority (MDA) may approve the transition from the
technology maturation phase to system development only after a successful Technology Readiness
Assessment.

Defense Acquisition System is the structured framework that the Department of Defense (DoD) uses to
manage acquisition programs. It is governed by regulations such as the Federal Acquisition Regulation (FAR)
and the Defense Federal Acquisition Regulation Supplement (DFARS). The system mandates specific
documentation, including the Acquisition Strategy, Acquisition Plan, and Program Management Review.
Understanding the hierarchy of these documents is crucial because they provide the baseline against which
performance is measured.

Acquisition Strategy outlines how a program will achieve its required capabilities within the constraints of
cost, schedule, and performance. The strategy addresses sourcing decisions, contract types, risk mitigation
approaches, and sustainment considerations. For instance, a program targeting rapid fielding of a new
communications suite may adopt a Fixed‑Price contract to limit cost growth, while also establishing a
parallel Indefinite Delivery/Indefinite Quantity (IDIQ) vehicle to accommodate future upgrades.

Acquisition Plan is a detailed roadmap that translates the strategy into actionable tasks. It includes a work
breakdown structure, resource allocations, key performance parameters (KPPs), and a schedule of major
events. The plan is updated regularly to reflect changes in technology, funding, or threat environment.
Practically, a program manager uses the acquisition plan to coordinate with the Integrated Product Team
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(IPT) and ensure that each functional area—engineering, logistics, finance, and contracting—is aligned.

Integrated Product Team (IPT) is a cross‑functional group that brings together all stakeholders required to
develop and field a capability. An IPT typically includes representatives from the user community,
engineering, logistics, finance, contracting, and legal. The IPT’s collaborative structure helps to identify
conflicts early—such as a design choice that would increase sustainment costs—and to resolve them before
they become entrenched in the program baseline.

Milestone Decision Authority (MDA) is the senior official empowered to approve progression from one
acquisition phase to the next. The MDA assesses the adequacy of the program’s documentation, risk
mitigation plans, and resource commitments. For example, before entering the Production phase, the MDA
will review the Earned Value Management (EVM) data to confirm that cost performance is within acceptable
variance thresholds.

Earned Value Management (EVM) is a performance measurement technique that integrates scope, schedule,
and cost data. EVM provides three key metrics: Schedule Variance (SV), Cost Variance (CV), and Schedule
Performance Index (SPI). By tracking these metrics, a program manager can identify cost overruns or
schedule slippage early. A practical application might involve using EVM to forecast the final cost at the
halfway point of a development effort and to adjust the acquisition plan accordingly.

Requirement is a formal statement of a need that a system must satisfy. Requirements are categorized as
either Capability Requirements (what the warfighter needs to accomplish) or System Requirements (the
technical specifications that enable the capability). The Joint Capabilities Integration and Development
System (JCIDS) process generates Capability Development Documents (CDDs) that capture capability gaps,
which are then translated into system requirements during the Requirements Analysis phase.

Capability Gap describes a shortfall between the desired operational capability and the existing capability
set. Identifying a capability gap is the first step in justifying a new acquisition. For example, a failure to
detect low‑observable threats in a contested electromagnetic environment would be documented as a
capability gap, prompting the development of a next‑generation radar system.

Market Research is the systematic gathering of information about potential suppliers, commercial
technologies, and pricing trends. Conducting thorough market research helps acquisition professionals
determine whether a capability can be sourced commercially off‑the‑shelf (COTS) or whether a custom
solution is required. An illustrative case is the use of commercial smartphones as the platform for a secure
field communication device after market research revealed that existing COTS devices met most
performance criteria.

Solicitation is the formal request issued by a contracting authority to potential vendors. Common
solicitation types include the Request for Proposal (RFP), Request for Quotation (RFQ), and Invitation for Bid
(IFB). An RFP is used when the government seeks technical solutions and cost proposals, whereas an RFQ is
appropriate for well‑defined, low‑risk purchases where price is the primary factor.
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Request for Proposal (RFP) invites vendors to submit detailed technical and cost proposals. The RFP includes
a Statement of Work (SOW) or a Performance Work Statement (PWS) that outlines the required deliverables
and performance standards. A well‑crafted RFP enables the government to assess both the technical merit
and the cost realism of proposals. For example, an RFP for an unmanned aerial system might require
vendors to demonstrate compliance with specific endurance, payload, and data link standards.

Statement of Work (SOW) is a narrative description of the work to be performed, deliverables, and
performance criteria. The SOW is the foundation for contract pricing and performance evaluation. In
contrast, a Performance Work Statement (PWS) focuses on outcomes rather than prescribing how the work
must be executed. A PWS is often used in performance‑based contracts to incentivize innovation and
efficiency.

Contract Type defines the method of pricing and risk allocation between the government and the
contractor. The most common contract types in defense acquisition are:

• Fixed‑Price: The contractor agrees to deliver the product at a set price, assuming most of the cost risk. This
type is suitable for well‑defined requirements and low‑risk projects.

• Cost‑Reimbursement: The government reimburses the contractor for allowable costs plus a fee. This type
is used when requirements are uncertain or subject to change.

• Time‑and‑Materials (T&M): The contractor is paid for labor hours and material costs, typically with a fixed
fee. T&M contracts are appropriate for short‑term services or research tasks.

• Indefinite Delivery/Indefinite Quantity (IDIQ): Provides a flexible ordering mechanism for recurring needs
when the exact quantity or timing is unknown. IDIQ contracts are frequently employed for logistics support
and spare parts.

Choosing the appropriate contract type is a strategic decision that influences cost control, schedule
certainty, and risk distribution. A challenge often encountered is balancing the need for flexibility (favoring
cost‑reimbursement) with the desire to contain costs (favoring fixed‑price).

Contract Clause is a provision within a contract that defines rights, responsibilities, and procedures. Key
clauses in defense contracts include FAR 52.212‑2 (contract pricing), FAR 52.232‑33 (payment), and DFARS
252.225‑7000 (contractor performance assessment). Understanding these clauses is essential for both
contract officers and project managers because they affect how changes are handled, how payments are
made, and how performance is measured.

Source Selection is the process of evaluating proposals and awarding a contract. Source selection is guided
by the Best Value principle, which balances cost with technical merit and past performance. The evaluation
team assigns weightings to each evaluation factor, scores each proposal, and determines the awardee. A
common challenge is ensuring that the evaluation is objective and free from bias, especially when a
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procurement is highly competitive.

Best Value does not necessarily mean the lowest price. Instead, it reflects the solution that offers the most
advantageous combination of cost, performance, and risk. For example, a best‑value award may go to a
contractor whose higher price is justified by superior technical capability and a proven track record of
on‑time delivery.

Sole Source procurement occurs when only one supplier is capable of providing the required product or
service. A sole‑source justification must demonstrate that competition is not feasible due to unique
technical characteristics, proprietary technology, or urgent operational need. The justification must be
documented and approved at the appropriate authority level. A challenge with sole‑source awards is
maintaining transparency and preventing perceptions of favoritism.

Cost Estimate is a quantitative forecast of the expenses required to complete a program. Cost estimates are
classified by their level of confidence: Class 5 (order‑of‑magnitude), Class 4 (preliminary), Class 3 (budget),
Class 2 (definitive), and Class 1 (final). Accurate cost estimating is critical because it forms the basis for the
program’s budget request and influences funding decisions. A typical challenge is managing cost growth
when technical changes are introduced late in the development cycle.

Life Cycle Cost (LCC) captures the total cost of ownership from acquisition through sustainment to disposal.
LCC includes development, procurement, operations, maintenance, and disposal costs. By assessing LCC
early, decision makers can compare alternatives on a total cost basis rather than focusing solely on
acquisition cost. For instance, a weapon system with a higher purchase price but lower maintenance
requirements may have a lower LCC than a cheaper alternative with high sustainment expenses.

Total Ownership Cost (TOC) is similar to LCC but emphasizes the cost to the end user, often incorporating
indirect costs such as training, infrastructure, and logistics support. Understanding TOC helps planners
allocate resources for long‑term sustainment and prevents “cost‑trap” scenarios where a system appears
affordable at acquisition but becomes prohibitively expensive to operate.

Funding is the appropriation of financial resources to support a program. Funding is provided through the
annual budget process and is subject to congressional approval. In defense acquisition, funding is often
phased, with separate allocations for research, development, production, and operations. A challenge
frequently encountered is “funding volatility,” where budget cuts or reallocations disrupt the program
schedule and force scope reductions.

Budget is the planned financial statement that outlines expected expenditures over a defined period. The
budget is presented to senior leadership and to the legislative branch for approval. Accurate budgeting
requires integrating cost estimates, risk contingencies, and inflation assumptions. Misalignment between
the budget and the acquisition plan can lead to schedule slips or the need for a “re‑baseline,” which is an
adjustment of the program’s cost and schedule targets.
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Milestone Review is a formal evaluation conducted at each major decision point. The review assesses
technical maturity, cost performance, schedule status, and risk mitigation. The review team typically includes
the MDA, the program manager, the contracting officer, and independent reviewers. A key deliverable of
the Milestone Review is the Acquisition Program Baseline (APB), which documents the approved cost,
schedule, and performance parameters.

Acquisition Program Baseline (APB) establishes the reference points for cost, schedule, and performance.
The APB is used throughout the program to measure variance and to trigger corrective actions when
thresholds are exceeded. For example, if cost variance exceeds a pre‑defined limit, the program may be
required to submit a Cost Management Plan to the MDA for approval.

Risk Management is an integral component of acquisition. It involves identifying potential threats to
program success, assessing their probability and impact, and implementing mitigation strategies. Risk is
recorded in a Risk Register, which is regularly updated. A practical risk mitigation technique is “technology
insertion,” where a mature commercial technology is integrated to reduce development risk.

Test and Evaluation (T&E) is the systematic process of verifying that a system meets its requirements. T&E is
divided into Developmental Testing (DT) and Operational Testing (OT). Developmental testing validates that
the system functions as designed, while operational testing assesses effectiveness in a realistic operational
environment. A common challenge is “test schedule compression,” where pressures to meet Milestone
deadlines lead to insufficient testing time, potentially resulting in undiscovered defects.

Developmental Test and Evaluation (DT&E) occurs early in the life cycle, often in laboratory or controlled
field environments. DT&E focuses on technical performance, reliability, and safety. For example, a new
missile guidance system would undergo DT&E to verify accuracy, range, and resistance to electronic
interference.

Operational Test and Evaluation (OT&E) is conducted after DT&E and involves end‑users operating the
system under realistic conditions. OT&E provides data on effectiveness, suitability, and survivability. A
successful OT&E for a new armored vehicle might demonstrate that it can navigate rough terrain while
maintaining crew protection.

Test Readiness Review (TRR) is a checkpoint that confirms a system is prepared for a specific test. The TRR
evaluates test objectives, test configurations, data collection methods, and safety considerations. Approval
of a TRR is required before test execution to ensure that resources are used efficiently and that test data will
be valid.

Acceptance Criteria are the specific conditions that a deliverable must satisfy before it is accepted by the
government. Acceptance criteria are defined in the SOW or PWS and are used during contract
administration to verify compliance. For instance, a software system may have acceptance criteria that
include successful execution of all functional test cases and compliance with cybersecurity standards.
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Contract Administration encompasses the day‑to‑day management of a contract after award. Activities
include monitoring performance, processing payments, managing changes, and ensuring compliance with
contract clauses. Effective contract administration requires close coordination between the contracting
officer, the program manager, and the contractor’s technical representatives.

Contract Modification is a formal amendment to the original contract that alters scope, price, or schedule.
Modifications can be initiated by either party but must be approved in accordance with FAR and DFARS
procedures. A common challenge is “scope creep,” where repeated modifications erode the original cost
baseline and increase schedule risk.

Performance Metrics are quantitative measures used to assess how well a contractor is meeting contract
requirements. Metrics may include on‑time delivery rates, defect density, or mean time between failures
(MTBF). Performance metrics are tied to incentives or penalties in many contracts, encouraging contractors
to maintain high standards.

Key Performance Indicator (KPI) is a specific type of performance metric that reflects a critical aspect of
program success. For a logistics support contract, a KPI might be the percentage of spare parts delivered
within 48 hours. Tracking KPIs enables managers to quickly identify performance trends and take corrective
action.

Quality Assurance (QA) is the systematic process of ensuring that products and services meet established
standards. In defense procurement, QA activities include inspections, audits, and testing. A QA plan defines
the methods, responsibilities, and documentation required to verify compliance. Effective QA reduces
rework and improves overall program reliability.

Sustainment refers to the ongoing support required to keep a system operational throughout its service life.
Sustainment activities include maintenance, supply chain management, training, and upgrades. Early
integration of sustainment considerations into the acquisition strategy helps avoid costly retrofits later. For
example, designing a vehicle with modular components facilitates easier replacement of obsolete
subsystems.

Logistics Support is the subset of sustainment that focuses on the flow of material, information, and
personnel needed to support operations. Logistics support planning includes establishing maintenance
depots, spare parts inventories, and distribution networks. A challenge in logistics support is “obsolescence
management,” where components become unavailable due to technology changes or supplier closures.

Supply Chain Management (SCM) is the coordination of all activities involved in producing and delivering a
product, from raw material extraction to final delivery. In defense acquisition, SCM must address security
concerns, such as counterfeit parts and foreign‑origin restrictions. Effective SCM mitigates risk by ensuring
that critical components are sourced from reliable, vetted suppliers.

Obsolescence occurs when a component or technology is no longer supported or manufactured. Managing
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obsolescence requires proactive monitoring of market trends and the development of mitigation strategies,
such as establishing “last‑time‑buy” agreements or identifying alternative suppliers. Failure to address
obsolescence can result in system downtime or expensive redesigns.

Contract Closeout is the final phase of contract administration, during which all contractual obligations are
fulfilled, final payments are made, and documentation is archived. Closeout includes verifying that
deliverables have been accepted, resolving any outstanding disputes, and ensuring that all required reports
are submitted. A thorough closeout process prevents future audit findings and ensures that lessons learned
are captured for future programs.

Lessons Learned are documented insights gained from the execution of a program. They are captured
through after‑action reviews, debriefings, and formal reports. Disseminating lessons learned helps improve
processes, reduce repeat mistakes, and foster a culture of continuous improvement. For example, a lesson
learned might highlight the need for earlier stakeholder involvement to prevent requirement changes late in
the development phase.

Acquisition Governance is the set of policies, procedures, and oversight mechanisms that ensure acquisition
activities are conducted responsibly and in alignment with strategic objectives. Governance structures
include the Defense Acquisition Board (DAB), the Joint Requirements Oversight Council (JROC), and internal
audit functions. Effective governance provides accountability and transparency, reducing the risk of cost
overruns and schedule delays.

Defense Acquisition Board (DAB) is a senior advisory body that reviews major defense acquisition programs.
The DAB evaluates program status, risk, and resource allocation, and provides recommendations to senior
leadership. Participation in DAB meetings gives program managers an opportunity to raise concerns,
request additional resources, or propose schedule adjustments.

Joint Requirements Oversight Council (JROC) is responsible for validating joint capability requirements and
ensuring that programs address interoperable solutions. The JROC reviews capability development
documents and provides guidance on prioritization. Alignment with JROC recommendations helps avoid
duplication of effort across services.

Acquisition Ethics encompasses the principles and standards that guide behavior in procurement activities.
Core ethical considerations include avoiding conflicts of interest, preventing fraud, and maintaining
transparency. Ethics training is mandatory for acquisition personnel to ensure compliance with statutes such
as the Procurement Integrity Act.

Conflict of Interest (COI) arises when an individual’s personal interests could improperly influence official
duties. In acquisition, COI can manifest as a contractor employee having a familial relationship with a
contracting officer. Mitigation measures include disclosure, recusal, and documentation of the
decision‑making process.
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Procurement Fraud involves intentional deception for personal or organizational gain, such as submitting
false invoices or colluding with vendors. Fraud detection mechanisms include audit trails, mandatory
certifications, and whistleblower hotlines. Early detection of fraud protects taxpayer funds and maintains
public trust.

Transparency in procurement is the principle that processes and decisions should be open and
understandable to stakeholders. Transparency is achieved through public notices, open competition, and
thorough documentation. Transparent procurement reduces the perception of favoritism and enhances
competition.

Accountability requires that individuals and organizations be answerable for their actions and decisions. In
acquisition, accountability is enforced through performance evaluations, audit findings, and corrective
action plans. A culture of accountability encourages diligent cost management and adherence to schedule
commitments.

Procurement Regulation refers to the body of laws, rules, and policies governing acquisition activities. In the
United States, the primary sources are the FAR, DFARS, and agency‑specific supplements. Understanding the
hierarchy and interplay of these regulations is essential for compliance and for navigating exceptions or
waivers.

Procurement Process is the sequence of activities that lead to the acquisition of goods or services. The
process typically includes: (1) Identification of need, (2) market research, (3) development of requirements,
(4) solicitation preparation, (5) source selection, (6) contract award, (7) contract administration, and (8)
contract closeout. Each step has specific deliverables and decision points that must be documented.

Procurement Planning is the early-stage activity that defines the approach for acquiring a product or
service. Planning involves determining the appropriate acquisition method, estimating costs, assessing
market conditions, and establishing a schedule. A well‑crafted procurement plan reduces the likelihood of
re‑procurement or contract modifications later in the life cycle.

Procurement Documentation includes all records generated throughout the procurement process, such as
the acquisition strategy, solicitation, evaluation worksheets, award decision, and contract files. Maintaining
organized documentation is critical for audits, dispute resolution, and historical reference.

Procurement Authority is the individual or entity empowered to initiate, approve, and oversee procurement
actions. Authority is delegated based on organizational policy and is often tied to monetary thresholds. For
example, a contracting officer may have authority to award contracts up to $50 million, while higher‑value
awards require senior leadership sign‑off.

Acquisition Literacy is the knowledge base that enables personnel to understand and navigate the
acquisition system. Literacy includes familiarity with terminology, processes, regulations, and best practices.
Building acquisition literacy across the organization improves communication, reduces errors, and
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accelerates decision‑making.

Acquisition Program Management is the discipline of planning, executing, and controlling acquisition
projects. Program managers are responsible for integrating technical, financial, and schedule aspects to
deliver the required capability. Effective program management relies on tools such as Earned Value
Management, risk registers, and performance dashboards.

Acquisition Schedule Baseline is the approved timeline that defines key events, milestones, and delivery
dates. The schedule baseline is used to track progress and to identify variances. Schedule compression
techniques, such as fast‑tracking or overlapping phases, may be employed to meet urgent operational
needs, but they increase risk.

Acquisition Cost Baseline is the approved budget that outlines planned expenditures for each phase of the
program. The cost baseline is linked to the APB and serves as the reference for cost performance
measurement. Cost overruns trigger corrective actions, such as re‑baselining or scope reduction.

Funding Profile depicts how funds are allocated over the program’s life cycle. A funding profile may show a
high initial outlay for research and development, followed by a larger production surge, and then a plateau
for sustainment. Understanding the funding profile helps managers anticipate cash‑flow constraints and
plan staffing levels accordingly.

Independent Review Team (IRT) provides an unbiased assessment of a program’s technical and cost status.
The IRT conducts independent analyses, validates risk assessments, and offers recommendations. The IRT’s
findings are presented to the MDA and can influence milestone decisions.

Program Baseline Change occurs when the approved cost, schedule, or performance parameters are
modified. Changes may be driven by technical discoveries, requirement modifications, or external factors
such as policy shifts. Formal procedures, including a Baseline Review Board, are required to approve and
document changes.

Earned Value Baseline (EVB) integrates the cost and schedule baselines to provide a unified performance
measurement framework. The EVB is established at the start of a reporting period and serves as the basis
for calculating earned value metrics. Maintaining an accurate EVB is essential for credible variance analysis.

Cost Management Plan outlines how cost performance will be monitored, reported, and controlled. The
plan defines thresholds for cost variance, corrective action procedures, and reporting frequency. A robust
cost management plan helps prevent cost growth and supports timely decision‑making.

Schedule Management Plan details the methods for developing, maintaining, and reporting schedule
performance. It includes tools such as critical path analysis, schedule risk assessment, and milestone
tracking. Effective schedule management ensures that the program remains on track to meet delivery
commitments.
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Risk Management Plan describes the approach for identifying, assessing, and mitigating risks throughout
the program. The plan defines risk categories, assessment criteria, mitigation strategies, and reporting
mechanisms. Regular risk reviews keep the risk register current and enable proactive decision‑making.

Technology Maturation is the phase where emerging technologies are refined to a level of readiness
suitable for integration into a system. Technology maturity is measured by Technology Readiness Levels
(TRLs). Advancing a technology from TRL 5 to TRL 7 often requires prototyping, testing, and validation.

System Development follows technology maturation and involves detailed design, integration, and
verification of subsystems. System development culminates in a fully functional prototype that is ready for
production. Effective coordination among engineering, logistics, and contracting is essential during this
phase.

Production is the phase where the system is manufactured in the quantities required for operational
deployment. Production planning includes establishing a supply chain, configuring manufacturing lines, and
implementing quality control processes. Production risk often centers on schedule adherence and cost
control.

Operations & Support (O&S) encompasses all activities required to keep a system functional throughout its
service life. O&S includes maintenance, training, spare parts provisioning, and upgrades. Early O&S
planning reduces lifecycle cost and improves system availability.

Disposition is the final phase where a system is retired, disposed of, or transferred. Disposition planning
addresses environmental considerations, asset recovery, and potential repurposing. For example, a
decommissioned aircraft may be demilitarized and sold as a civilian trainer, extending its useful life.

Capability Development Document (CDD) captures the operational need, performance objectives, and
desired effects for a new capability. The CDD serves as a bridge between strategic guidance and system
requirements. It includes a description of the capability gap, key performance parameters, and constraints
such as weight or power.

Key Performance Parameter (KPP) is a measurable attribute of a system that is essential to achieving the
desired capability. KPPs are used to evaluate whether a system meets its primary objectives. For a missile
system, a KPP might be “probability of kill > 85 % at 30 km range.”

Key System Attribute (KSA) is a secondary performance attribute that, while important, is not a KPP. KSAs
support the primary mission but are not considered essential for baseline acceptance. An example KSA for a
communications satellite could be “data encryption strength.”

Performance Work Statement (PWS) defines the desired outcomes and measurable performance standards
for a service contract. The PWS encourages contractors to propose innovative solutions while ensuring that
the government receives the required results. Using a PWS can lead to cost savings because the contractor
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assumes responsibility for achieving performance, not just delivering inputs.

Statement of Objectives (SOO) is a high‑level description of what the government intends to achieve,
leaving the method of achievement to the contractor. An SOO is often used in performance‑based contracts
where flexibility and innovation are desired. For instance, an SOO for a cybersecurity service might state
“provide continuous threat monitoring and rapid incident response,” without specifying the tools to be
used.

Contractor Performance Assessment Reporting System (CPARS) is the DoD’s system for documenting
contractor performance. CPARS records ratings on criteria such as schedule adherence, cost control, and
technical performance. These ratings influence future source selection decisions and can affect a
contractor’s eligibility for award.

Past Performance is a key evaluation factor in source selection. It reflects a contractor’s historical ability to
deliver on time, within budget, and to required quality standards. Evaluators examine CPARS entries, audit
findings, and customer feedback to assess past performance.

Cost Realism Analysis evaluates whether the proposed costs in an RFP are realistic and reasonable. The
analysis compares the contractor’s cost estimate with independent cost data, historical cost trends, and
engineering estimates. A cost realism finding that the proposed cost is too high can lead to negotiation or
re‑sourcing.

Negotiation is the process of reaching agreement on contract terms, price, and scope. Negotiations must
be conducted in accordance with FAR Part 15, which outlines procedures for source selection and award.
Effective negotiation balances the need for fair pricing with the imperative to secure the required capability.

Award Decision follows the source selection and negotiation phases. The award decision formalizes the
selection of a contractor and sets the stage for contract execution. The decision must be documented,
communicated to all offerors, and recorded in the acquisition system.

Contractor Technical Representative (CTR) is the contractor’s appointed individual who serves as the primary
liaison with the government for technical matters. The CTR works closely with the government’s technical
point of contact to resolve issues, coordinate testing, and ensure compliance with technical requirements.

Government Technical Point of Contact (GTC) is the government official responsible for overseeing the
technical aspects of a contract. The GTC ensures that the contractor’s deliverables meet the specified
performance standards and that any technical changes are properly documented.

Change Order is a contract modification that adjusts scope, price, or schedule. Change orders must be
justified, approved, and reflected in the contract baseline. Excessive change orders can indicate poor initial
requirement definition or inadequate planning.

Contractor Incentive Fee is a monetary award linked to performance metrics such as cost savings, schedule
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adherence, or technical excellence. Incentive fees motivate contractors to exceed baseline expectations. For
example, a contractor may receive a 5 % incentive fee for delivering a system two months ahead of
schedule.

Contractor Penalty is a reduction in fee or a monetary charge applied when the contractor fails to meet
performance thresholds. Penalties enforce accountability and encourage timely delivery. A common penalty
is a liquidated damages clause that imposes a daily fee for late delivery.

Liquidated Damages are pre‑determined monetary amounts specified in a contract to compensate the
government for delays or failures. Liquidated damages provide a predictable remedy and reduce the need
for litigation. However, they must be reasonable and not punitive to be enforceable.

Dispute Resolution mechanisms address disagreements between the government and contractor. Common
methods include negotiation, mediation, arbitration, and, as a last resort, litigation. The FAR outlines
procedures for filing claims and appeals, ensuring that disputes are resolved fairly and efficiently.

Audit is an independent examination of financial records, contract compliance, and performance. Audits
may be conducted by internal auditors, the Defense Contract Audit Agency (DCAA), or external agencies.
Audit findings can lead to corrective actions, financial adjustments, or even contract termination.

Contract Termination occurs when a contract is ended before its completion. Termination can be for default
(contractor failure) or for convenience (government decision). Termination for default may result in penalties
and loss of future contract opportunities for the contractor, while termination for convenience typically
involves compensation for work performed.

Termination for Default is invoked when the contractor fails to perform, breaches contract terms, or is
unable to meet delivery schedules. The government may recover costs, impose penalties, and seek a
replacement contractor. A thorough documentation of the contractor’s deficiencies is essential for a
successful termination.

Termination for Convenience is a sovereign right exercised when the government decides that the contract
is no longer needed, regardless of contractor performance. The government must compensate the
contractor for work performed and reasonable costs incurred. This type of termination is often used when
strategic priorities shift.

Contractor Debriefing is a post‑award meeting where the government provides feedback to unsuccessful
offerors. Debriefings explain the strengths and weaknesses of proposals, allowing contractors to improve
future submissions. Transparency in debriefings enhances competition and trust in the acquisition process.

Acquisition Lifecycle Cost (ALC) is a comprehensive view of all costs associated with a capability from
inception to disposal. The ALC includes research and development, production, operations, sustainment,
and disposal costs. By analyzing ALC, decision makers can compare alternatives on a true cost basis.
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Acquisition Risk Register is a living document that captures identified risks, their probability, impact,
mitigation actions, and owners. The risk register is reviewed regularly to update status and to add new risks
as they emerge. Effective risk registers are essential for proactive risk management.

Risk Mitigation Strategy outlines specific actions to reduce the likelihood or impact of a risk. Strategies may
include technology insertion, schedule buffers, alternate suppliers, or contingency funding. For example, to
mitigate the risk of a critical component shortage, a program may qualify a secondary supplier and maintain
a safety stock.

Schedule Buffer is an intentional addition of time to the schedule to absorb uncertainties and delays. Buffers
are often placed at critical path milestones to protect overall program delivery. However, excessive buffering
can mask underlying schedule issues and lead to complacency.

Contingency Funding is a reserve of funds set aside to address unforeseen cost growth. Contingency is
typically expressed as a percentage of the total cost estimate and is justified based on risk analysis. Properly
managed contingency helps prevent schedule delays caused by funding shortfalls.

Cost Baseline Re‑baseline is the process of formally adjusting the cost baseline to reflect new estimates,
scope changes, or revised risk assessments. Re‑baselining requires approval from the MDA and must be
documented in the acquisition program baseline. Frequent re‑baselining can indicate poor cost estimation
practices.

Schedule Re‑baseline follows a similar process for the schedule baseline. It may be required when
significant schedule changes occur due to technical challenges, resource constraints, or external factors.
Re‑baselining must be justified with a clear rationale and approved by the appropriate authority.

Performance-Based Contracting (PBC) focuses on outcomes rather than inputs. In PBC, the government
specifies desired results, and the contractor determines how best to achieve them.

Read online: https://certificates.gsbf.co.uk/guides/5321144/
acquisition-and-procurement-processes
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