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How Proposal Evaluation Is and Is
Not Like Grading a College Essay

M

by Shlomo D. Katz

umbrage when she heard me say that proposal evaluation is like grading an essay; your grade is based less
on the content of your essay than on whether you addressed each of the items on the grader’s checklist.

Okay, I admit that I exaggerated. In a best value solicitation, proposal evaluators do look at the strengths and weaknesses

of “compliance” with an RFP - making sure you address each of the items on the evaluator’s checklist - is crucial for a
number of reasons.

put together a source selection plan which sets out the Government’s needs and how the Government will acquire them.
prospective contract successfully. In a properly conducted
procurement, that is the information that the Government will
request, primarily via the proposal preparation instructions in Section L and the evaluation criteria in Section M. (But,
don’t forget to read and take into account the other sections of the RFP, as well.) And, very likely, proposal evaluators

How Proposal Evaluation Is and Is Not Like Grading a College Essay

As noted above, submitting a clear and well-written
their proposal clearly. Incumbents, especially, fall into this
trap. As in that college essay, assuming that the grader
-
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responsibility to submit a well-written proposal, with
adequately detailed information that clearly demonstrates
compliance with the solicitation and allows a meaningful
review by the procuring agency.” Even if the agency wants
to award a contract to you, it will be hard-pressed to do so
if your proposal did not answer the right questions. And, if
the agency does award the contract to the non-compliant
through a protest.
But there is another reason for submitting a compliant
to meeting certain performance metrics, but your proposal
is silent or ambiguous on this point. How should the
evaluators evaluate this? Should they assume that you
intend to comply? In fact, if the Government awarded
you a contract, you would not be legally bound to meet
their prices if they had known that they could get away
without meeting those metrics. On a practical level, since
the performance metrics are not part of the contract, the
Government would have no way to ensure that it gets the
performance it wants. What the evaluators should do,
In this scenario, the Government might give you a second
chance. But don’t count on it, as generally the Government

Nor is it necessarily in your company’s interest to win a
contract based on an ambiguous or incomplete proposal,
since that is a recipe for disputes during contract perforclaims and litigating disputes instead of returning them to
the shareholders (or to you, in the form of a bonus) and,

If you are using any words that could be ambiguous in the
context of your proposal or your industry, make sure you
Should proposals contain creative solutions to the Government’s problems? Of course! But should you demonstrate
all of your creative writing skills when putting together
your proposal? Not if it competes for valuable pages when
providing the Government with the information requested
in the RFP.
*****
1 FAR § 15.305(a).
2 Matter of: T-C Transcription, Inc., B-401470.2, 2010 CPD ¶ 50.
3 See FAR § 2.101; Restatement (Second) of Contracts § (1981).
4 See, e.g., SETA Support Services Alliance, B-401754.4, 2010 CPD ¶ 10.
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