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Today

Intro: CMBOK Overview

Unit 1: Pre-Award
Unit 2: Award
Unit 3: Post-Award

Conclusion: Key Takeaways
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Which phase? Use the chat! 
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Chapters

1.The Contract Management Framework
2.CMBOK Overview
3.Leadership
4.Management
5.Guiding Principles
6.Pre-Award
7.Award
8.Post-Award
9.Learn
10.Abbreviations, Acronyms, and Lexicon

Annex

The Contract 
Management 
StandardTM

Appendices

1. Position Standards for Contract Managers
2. CM Curricula Models
3. CM Continuing Professional Education Guide
4. CMBOK Competency and Knowledge Matrix
5. Organizational Capability Measurement
6. Organizational Capability Survey
7. Best Practices in State and Local Government
8. Uniform Commercial Code ToC
9. Federal Acquisition Regulation ToC
10. CMS FAR Matrix
11. CMBOK Changes and Evolution
12. CMBOK Contributors and Reviewers

National Education Seminar
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CMBOK Competency System

A. Leadership

B. Management

C. Learn

2.0 Pre-Award

3.0 Award

4.0 Post-Award

1.Guiding Principles

Figure 2-3. The CMBOK Competency System
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A.0 
Leadership

A.1 
Competence 

A.2 
Character

A.3 
Collaboration

A.4 
Emotional Intelligence

A.5
Vision

B. 
Management

B.1 
Business Management

B.2 
Change Management

B.3
Financial Management

B.4
Project Management

B.5 
Risk Management

B.6
Supply Chain 
Management

1.0 
Guiding Principles

1.1 
Skills and Roles

1.2 
Contract Principles

1.3 
Standards of Conduct

1.4 
Regulatory 
Compliance

1.5 
Situational 
Assessment

1.6 
Team Dynamics

1.7 Communication & 
Documentation

2.0 
Pre-Award

2.1 
Plan Solicitation

2.2 
Request Offers

2.3 
Plan Sales

2.4 
Prepare Offer

3.0 
Award

3.1 
Price or Cost Analysis

3.2 
Plan Negotiations

3.3 
Select Source

3.4 
Manage 
Disagreements

4.0 
Post-Award

4.1 
Administer Contract

4.2 
Ensure Quality

4.3 
Manage Subcontracts

4.4 
Manage Changes

4.5 
Close Out Contract

C. 
Learn

C.1 
Continuous Learning

C.2
Individual Competence

C.3 
Organizational 
Capability

Competency Outline
Figure 2-2. CMBOK Outline of Competencies
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Pre-Award



The Contract Lifecycle: Using the cmbok as your guide®

Pre-Award

2.1 Plan Solicitation

2.2 Request Offers

2.3 Plan Sales

2.4 Prepare Offer

Buyer

Buyer

Seller

Seller



The Contract Lifecycle: Using the cmbok as your guide®

Learning Objectives
Pre-Award - Buyer

• Build a solicitation plan
• Select the appropriate contract type 

based on risks
• Select the appropriate contracting 

method (IFB, RFP, etc.) based on 
goals

• Outline elements of a typical 
statement of work. 

• Apply the OFPP Mythbusting Memos 
to buyer-seller communication. 

Pre-Award - Seller
• Evaluate a solicitation
• Assess opportunity risk.
• Make a bid or no bid decision. 



The Contract Lifecycle: Using the cmbok as your guide®

Plan Solicitation 
Coordinating and integrating a 
comprehensive plan for 
fulfilling the customer need in a 
timely manner at a reasonable 
cost. 

2.1 Plan Solicitation

2.2 Request Offers

2.3 Plan Sales

2.4 Prepare Offer

Buyer

Buyer

Seller

Seller
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Buyer and Seller Communication

Seller
“10,000 nails 

should be enough.”

Buyer

“You’re going to need a lot more 
than that. Also, those are screws…”
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Request Offers is the process of 
implementing the solicitation 
plan by soliciting responses 
from sellers in order to fulfill a 
customer need. 

2.1Plan Solicitation

2.2 Request Offers

2.3 Plan Sales

2.4 Prepare Offer

Buyer

Buyer

Seller

Seller
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Boots for Foots
Case Study A: 
Market Research and 
Solicitation Plan - Buyer

Read case study (workbook pg X).

1. Outline your market 
research

2. Develop your solicitation 
plan
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Plan Sales:
• Organizing pre-sales activities 

to develop customer relations 
and market strategy, 

• Understanding the 
marketplace, and 

• Assessing competition. 

2.1Plan Solicitation

2.2 Request Offers

2.3 Plan Sales

2.4 Prepare Offer

Buyer

Buyer

Seller

Seller
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Risk Sources and Ways to Mitigate
6-18; 6-19

Technical risk
Delivery risks
Financial risks

Contractual risks
Reputational risks

How to mitigate or avoid risk?
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Beat Feat
Case Study B: 
Opportunity and 
Risk Assessment
—Seller 

• Read case study
• Outline opportunities
• Complete the Risk 

Assessment table
• Choose a risk quadrant
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Prepare Offer:
Execute the sales plan and 
assemble an offer to win 
business.

2.1 Plan Solicitation

2.2 Request Offers

2.3 Plan Sales

2.4 Prepare Offer

Buyer

Buyer

Seller

Seller
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Understanding a Solicitation
2.4.2

• Identify key information
• Identify key words or phrases
• Separate the solicitation into 

sections
• Identify deliverables
• Create a checklist
• Identify critical skill sets
• What is it worth? Make a bid/no-

bid decision
• Format the offer

• Read the solicitation
• Reread the solicitation
• Write a two-paragraph summary of 

the requirement
• Read instructions to offerors
• Read evaluation factors for 

selection
• Resolve inconsistencies and 

ambiguities
• Understand contracting method 

and award
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Iron Tred Soles
Case Study C: Bid or 
No Bid Decision
—2nd Tier Seller 

• Read case study
• Complete the Bid/No Bid 

Assessment
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Award
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Award

3.1 Price or Cost Analysis

3.2 Plan Negotiations

3.3 Select Source

3.4 Manage Disagreements

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller
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Price or Cost Analysis: 
Determining fair and reasonable 
prices when negotiating new 
contracts and contract 
modifications.

3.1 Price or Cost Analysis

3.2 Plan Negotiations

3.3 Select Source

3.4 Manage Disagreements

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller
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Learning Objectives
Award
• Distinguish between cost analysis and price analysis. 
• Determine whether an offer has a fair and 

reasonable price. 
• Distinguish between LPTA and Tradeoff selection 

methods. 
• Document a best value tradeoff decision. 
• Outline elements of contract interpretation and 

disputes. 
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Cost vs. Price
3.1.1

Price Analysis

Examining a proposed price 
without evaluating separate cost 
elements. 

100 pairs of boots 
= $2,000 

Cost Analysis

Evaluating separate cost elements 
and profit or fee. 

100 pairs of boots =
Laces - $100
Soles - $200
Leather - $500
Labor - $800
Shipping - $100
Overhead - $100
Fee - $200
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Price Analysis
3.1.1

Evaluate based on: 
• Historical prices paid
• Published prices
• Competitive analysis
• Comparative analysis
• Market data

Methods: 
• Parametric
• Price trend analysis
• Bottoms up
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Cost Analysis
3.1.1

Direct Costs

Indirect Costs

Fixed Costs

Variable Costs

Specifically identifiable within a contract requirement. 
Ex. material, labor, etc. 

Not directly identifiable within a specific cost objective but 
impact two or more cost objectives. Ex. electricity bill

Do not change over a given period but become smaller on a per-
unit basis as volume increases. 

Change directly or in proportion to the quality or cost of goods 
or services. 
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Develop Total Cost of Ownership (TCO) Model

Use the Regulations, TCO elements & drivers to identify 
stakeholders.

Cost Elements – Regulations - Cost Drivers 

ACQUISITION/ PURCHASE 
COST

TRANSPORTATION
MATERIALS 

MANAGEMENT 
COST

QUALITY COSTS INVENTORY 
CARRYING COST

PERFORMANCE 
COST

COST 
ELEMENTS

COST 
DRIVERS

POTENTIAL 
ACTIONS

• Transport Distance
• Transport Mode
• Insurance
• Travel

• Shipping Containers
• Labels
• Qty/ Quality of 

Samples 
• Order and Payment 

Process

• Supplier Vetting
• Supplier Quality Control 

Checks

• Inventory Levels
• Planning Stability
• Transportation Laws

• Required Personnel
• Equipment Reliability
• Maintenance
• Warranty
• Reports

• Local Suppliers
• ”Site Visits” To 

Suppliers
• Managed Freight

• Mandatory Supplies
• Packaging & 

Delivery

• Key personnel
• Use of supplier tech 

systems
• Monitoring & review

• Contract Type
• Shipping & Handling
• Deliveries
• Storage 

• Specs/ Sources
• Updates/ Software
• Spare Parts
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Plan Negotiations: 
• Preparing for interaction between 

the buyer and seller regarding the 
offer and its terms. 

• Clarifying requirements and parties 
• Requesting changes or 

consideration of an alternate 
approach consistent with the 
solicitation requirements. 

3.1 Price or Cost Analysis

3.2 Plan Negotiations

3.3 Select Source

3.4 Manage Disagreements

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller
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Source Selection: 
Determining which vendor wins a 
contract. 

The term is also used to summarize 
all activities in the evaluation process. 

3.1 Price or Cost Analysis

3.2 Plan Negotiations

3.3 Select Source

3.4 Manage Disagreements

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller
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Source Selection Types
3.3.1-3

• Simplified acquisition
• Sealed bidding
• Negotiated source selection
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Basis of Award
3.3.4.6

Lowest Price 
Technically 
Acceptable

Minimum 
requirements met 

+ lowest price. 

Tradeoff

Evaluation factors to 
determine best value. 
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PRICE 

VA
LU

E

VALUE MAXIMIZATION

Best Value Tradeoff
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Case Study D: 
Price Analysis, Best 
Value Tradeoff and 
Negotiation Priorities
—Buyer and Seller 

Read the case study. 

Complete Parts 1-5: 
1. Price Analysis Table
2. Comparative Analysis Table
3. Tradeoff Decision
4. Buyer Negotiation Priorities
5. Seller Negotiation Priorities
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Manage Disagreements: 
Resolving conflict between 
potential and actual contracted 
parties in order to maintain legal 
conformity. 
Contractual disagreements may 
involve disputes, differing 
interpretations and protests. 

3.1 Price or Cost Analysis

3.2 Plan Negotiations

3.3 Select Source

3.4 Manage Disagreements

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller
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Reading the 
Contract

Order Of 
Precedence

Defining Key 
Terms

Extrinsic 
Evidence

Parole 
Evidence Rule

Contra 
Preferentem

Rule
Clarification

Contract Interpretation and Disputes 
4.4.1
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Post-Award
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Post-Award

4.1 Administer Contract

4.2 Ensure Quality

4.3 Manage Subcontracts

4.4 Manage Changes

4.5 Close Out Contract

Buyer

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller

Seller
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Learning Objectives
Post-Award
• Outline contract administration steps
• Process requests for equitable adjustments and claims
• Recognize how claims can escalate into appeals to the appropriate court or 

board
• Describe the hybrid nature of subcontract management 
• Resolve a subcontract performance issue
• Outline contract changes process 
• Respond to a cure notice, a show cause notice, and a termination for 

default decision
• Describe the hybrid nature of subcontract management 
• Outline contract close out process
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The Administer Contract: 
The oversight of contract 
performance pursuant to the 
fulfillment of the contract terms, 
conditions, and specifications. 

4.1 Administer Contract

4.2 Ensure Quality

4.3 Manage Subcontracts

4.4 Manage Changes

4.5 Close Out Contract

Buyer

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller

Seller
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Using effective 
communication

Attending the post-
award kickoff meeting

Conducting status 
review meetings

Preparing written status 
reports

Observing and 
monitoring performance

Documenting 
performance and 

providing feedback 
Resolving REAs and claims

National Education Seminar

Contract Administration
4.1
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Ensure quality:
• Planning for contract 

performance delivery and 
monitoring, and 

• Inspecting and accepting 
contract performance. 

4.1 Administer Contract

4.2 Ensure Quality

4.3 Manage Subcontracts

4.4 Manage Changes

4.5 Close Out Contract

Buyer

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller

Seller
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Quality Assurance Measurement and Testing
4.2.1-2

In the contract:
• What will be measured or tested
• How data will be collected
• When measurement or testing will occur
• Process for measurement or testing
• How costs will be handled
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Manage Subcontracts: the management of 
contracts in support of the prime contract, 
including: 
• Subcontract award, 
• Technical and financial performance, 
• Monitoring performance, and 
• Payment to the subcontractors and 

suppliers for the work accomplished under 
subcontract terms. 

4.1 Administer Contract

4.2 Ensure Quality

4.3 Manage Subcontracts

4.4 Manage Changes

4.5 Close Out Contract

Buyer

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller

Seller
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Privity of Contract

Government buyer

Prime contractor

1st Tier Subcontractor

2nd Tier 
Subcontractor

2nd Tier 
Subcontractor

1st Tier Subcontractor

2nd Tier 
Subcontractor

2nd Tier 
Subcontractor
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Flowdown Clauses
Flowdown Prescriptions
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Teaming Agreements
4.3.11

Purpose
Win large complex 
programs by 
combining 
complementary 
resources. 

Types
• Partnerships
• Joint ventures
• Prime/sub 

team
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Manage Changes:
• Initiating, considering, 

negotiating, and issuing contract 
modifications; and 

• Maintaining configuration control 
of the contract and subsequent 
contract performance. 

4.1 Administer Contract

4.2 Ensure Quality

4.3 Manage Subcontracts

4.4 Manage Changes

4.5 Close Out Contract

Buyer

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller

Seller
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Step 1:
Initiate the 
Contract 
Change

Step 2: 
Plan the 
Contract 
Change

Step 3:
Approve and 
Negotiate the 
Contract 
Change

Step 4:
Award the 
Contract 
Change

Step 5:
Administer the 
Contract 
Change

Step 6:
Closeout 
Contract 
Change

4.4.5.1 Six-Step Contract Changes Management Process

Pre-Award

Award

Post-Award

National Education Seminar
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When things don’t go as planned…

4.4.6 Brief Termination Types
• FAR Part 12 commercial items (cause or convenience)
• FAR Part 49 termination (default or convenience)
• Excusable delay/force majeure
• Contract cancellation
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Case Study E: 
When Things Don’t 
Go as Planned
—Buyer

Read the case study. 

Decide what type of notice you 
will send the contractor. 
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Case Study F: 
When Things Don’t 
Go as Planned
—Seller

Read the case study. 

Part 1: 
• Decide how you will proceed with 

the Buyer. 

• Decide how you will proceed with 
your subcontractor. 

Part 2:
How will you respond to the Buyer?
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Close Contract is the process of: 
• Verifying all the requirements of 

the contract are satisfied, 
• Settling unresolved matters, and 
• Reconciling the contract to 

make final payment. 

4.1 Administer Contract

4.2 Ensure Quality

4.3 Manage Subcontracts

4.4 Manage Changes

4.5 Close Out Contract

Buyer

Buyer 
+Seller

Buyer 
+Seller

Buyer 
+Seller

Seller
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conclusion
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CMBOK Competency System

A. Leadership

B. Management

C. Learn

2.0 Pre-Award

3.0 Award

4.0 Post-Award

1.0 Guiding Principles
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Competency Assessment

72

• Assess experiences through 
eight buyer and seller 
assessments. 

• Expand learning through 
four resource maps. 

Example of Buyer Assessment Page
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The contract lifecycle
Using the contract management body of knowledge 
(Cmbok)® as your guide
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