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Description

Competence in contract management is a direct result of the Contract
Manager’s ability to apply leadership, management, and technical
competencies as a single, integrated process. This session explores the
Contract Management Standard (CMS) and the Contract Management Body
of Knowledge (CMBOK) through the flow of the CMBOK Competency

System.

This System presents the interactive relationships of the CMS and CMBOK
domains, competencies, and job tasks, which are independently and jointly

performed by buyers and sellers.

GNCMA

The Road to the
CMS

GNCMA

NATIONAL CONTRACT MANAGEMENT ASSOCIATION .
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Step 1—ASD Status

Dec 2017: BoD approved :
pursuit of ANSI AWG-S develops P&P Ll o) apprc_)val, e
smd  Manual submitted to

Accredited Standards Manual ANSI
Developer (ASD) status

. April 2018: ANSI
AN rewewgd . pos'ted Executive Standards
Manual on its website Q
MWM

: : Council accredits NCMA
for 30-day public review as an ASD
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Step 2—ANS Approval

July 2018: President 4
establishes the SCB conducts public JorI:Tar:k A nalzs;s (i.;%)k
Standards Consensus meeting & votes to Sureey il :?re g t
Body (SCB) & issues approve new work e tie
participate

“new work”

SCB reviews JTA results
and develops draft CMS

5 137 comments received: SCB finalized CMS &
A?\l';fLCNMCS“;SA';z:t:g_:: 52 approved, 7 accepted submitted for BoD BoD approved
ublic revi \ w/ modification, 78 not approval to submit to submitting CMS to ANSI
P ot approved, and 0 appeals ANSI

April 2019: ANSI
Executive Standards

Council approved the
CMS as an American
National Standard
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CMS Structure
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Standards & Certfcaton MANAGEMENT

"STANDARD

THE

=
Purpose of the CMS | CMS by the Numbers

The purpose of the CMS is to
describe contract management
in terms of the processes
created through the integration
and interaction of job tasks and
competencies, and the
purposes they serve.

5 Domains
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Intent of the CMS

Standardize the term “contract management”

Fortify contract management processes

Present and define life cycle processes

Inspire critical thinking and learning

CONNECTING TO
CREATE WHAT'S NEXT

CMS Definitions

Contract—a legally enforceable agreement for the sale, purchase, or lease of
products, goods, supplies, or services; or the construction, alteration, or
repair of real property. The agreement is either an exchange of promises to
act or refrain from acting in a specified way (bilateral contract) or an
exchange of an act for a promise (unilateral contract, e.g., a purchase

order). To be legally enforceable such agreements must satisfy the
requirements of pertinent government laws, codes, and regulations; the
common law of contracts; and treaties or other international agreements.

Contracts include acquisitions, grants, leases, orders, procurements, purchases,
subcontracts, and other legally enforceable agreements consistent with the above
description.

Orders may be awarded as standalone contracts themselves or as an order made
against a previously awarded contract.

CONNECTING TO
CREATE WHAT'S NEXT
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CMS Definitions

* Contract management—the actions of a contract manager to
develop solicitations, develop offers, form contracts, perform
contracts, and close contracts.

* Contract manager—the authorized representative or agent for a
contracting party.

* Contract performance—the execution of the terms of a contract.

* Customer—the recipient or user of goods or services delivered under
a contract.

Contract Management Standard (Third Edition)
1.0 2.0 3.0 4.0

Guiding Principles Pre-Award Award Post-Award
1.1 Skills and Roles 2.1 Develop Solicitation 3.1 Form Contract 4.1 Perform Contract
1.2 Contract Principles 2.1.1 Plan Solicitation 311 P_nce or Cost 4.1.1 Administer Contract

Analysis

1.3 Standards of Conduct 2.1.2 Request Offers 3.1.2 Plan Negotiations 4.1.2 Ensure Quality
14 Regulatory 2.2 Develop Offer 3.1.3 Select Source 4.1.3 Manage
Compliance Subcontracts
L5 Situational 2.2.1Plan Sales 3‘.1'4 Manage 4.1.4 Manage Changes
Assessment Disagreements
1.6 Team Dynamics 2.2.2 Prepare Offer 4.2 Close Contract
L7 Comrnun_ication and 4.2.1 Close Out Contract
Documentation

2/1/2024



The CMS is applicable to:

1. All acquisitions, grants, leases, orders, procurements, purchases, subcontracts, and

3.

any other types of legally enforceable contracts—from credit card purchases to
major system acquisitions;

Any organization that works with any type of contract [e.g., government (federal,
state, and local), industry (business-to-business, business-to-government, large
business, mid-size business, small business), subcontractors (all tiers)];

Any oversight activity involving contract procedural, regulatory, and statutory
compliance (e.g., appeals, arbitration, audits, legal opinions and decisions, litigation,
performance management reviews, protests, risk assessments);

13

The CMS is applicable to:

4.

Any organization developing training courses and programs or education courses
and curricula (e.g., schools, colleges, training providers, professional associations);
and

Any individual interested in developing and increasing competence or any
organization interested in expanding its workforce capability [e.g., focus scarce
resources (personnel, money, equipment, time, etc.) to target competence gaps;
achieve certification; obtain meaningful results].

14
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CMS = Dot One

15
Who Uses the CMS?
+ US Government
* DAU and FAI have incorporated the CMS into their Contracting Competency Model
* The CMS “complies with section 861 of the Fiscal Year 2020 National Defense Authorization
Act (Public Law 116-92)"
» National Defense Industrial Association—Integrated Program Management
Division (NDIA-IPMD)
» Contracts Committee is aligning EIA-748 (Standard for Earned Value Management Systems
(EVMS)) with CMS & CMBOK verbiage
* Intended to enhance the alignment between contract management and integrated program
management practitioners
16
16
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Who Uses the CMS?

» State of North Carolina, Division of Purchase & Contract
* North Carolina Contract Manager (NCCM) Training & Certification Program is based on the
CMBOK and State procurement regulations
+ Pilot delivered Aug 2019 — Feb 2020
* Multiple rounds completed and going strong
* National Association of Procurement Officials (NASPO)
+ Teamed with NCMA to develop and deliver the Contract Management Organizational
Capability State Training Certificate Program (CMOC)
» Based on CMS, CMBOK, NASPO best practices, and State procurement rules
+ Pilot with DC delivered Feb — Apr 2022 and going strong
« NCMA CEO

* APM 4-2 (Financial Management): “The CEO shall approve and execute contracts IAW the CMS.”

17
Who Uses the CMS?
Industry Adopters Higher Education Adopters
" Fed PROPEL Division of
» leidos s g g i U CI Continuing Education
LOCKHEED MARTIN Y it UVA | 2 pRoFssoNAL STUDIES
FEDERAL NG =4 UNIVERSITY OF MARYLAND
@ oo SIS é GLOBAL CAMPUS
. P
Bidscale  BmMrA™ K?\EEES‘I{.
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19
CMBOK

* Built upon the competencies identified in the CMS and
organized through the CMBOK Competency System.

* Provides the knowledge necessary to effectively execute

contract management processes.

CONNECTING TO
nnnnnnnnnnnnnnnn

20

2/1/2024

10



CMBOK Content

Chapters

. The Contract Management Framework
. CMBOK Overview

. Leadership

Management

Guiding Principles

Pre-Award

Award

Post-Award

Learn

10. Abbreviations, Acronyms, and Lexicon

RNV R LN R

Annex

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. Contract Management Organizational Capability
Survey

7. Best Practices in State and Local Government
Contract Management

8. Uniform Commercial Code ToC

9. Federal Acquisition Regulation ToC

10. CMS-FAR-OPM Acquisition Workforce Matrix

11. CMBOK Changes and Evolution

12. CMBOK Contributors and Reviewers

Contract Management Standard (third Edition)
1.0 2.0 3.0 4.0

Guiding Principles Pre-Award Award Post-Award
1.1 Skills and Roles 2.1 Develop Solicitation 3.1 Form Contract 4.1 Perform Contract
1.2 Contract Principles 2.1.1 Plan Solicitation i‘:élly:irslce or Cost 4.1.1 Administer Contract
1.3 Standards of Conduct 2.1.2 Request Offers 3.1.2 Plan Negotiations 4.1.2 Ensure Quality
14 Regulatory 2.2 Develop Offer 3.1.3 Select Source 4.1.3 Manage
Compliance Subcontracts
L5 Situational 2.2.1Plan Sales 3‘.1'4 Manage 4.1.4 Manage Changes
Assessment Disagreements
1.6 Team Dynamics 2.2.2 Prepare Offer 4.2 Close Contract
17 Commun_lcatlon and 4.2.1 Close Out Contract
Documentation

2/1/2024
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Contract M

t Body of Ki ledge Outline of Competencies (7th Edition)

A.
Leadership

Management

1.0
Guiding Principles

2.0 3.0
Pre-Award Award

4.0

Post-Award

Learn

A.1 Competence

B.1 Business Management

1.1 Skills and Roles

2.1 Develop Solicitation

3.1 Form Contract

4.1 Perform Contract

C.1 Continuous Learning

A.2 Character

B.2 Change Management

1.2 Contract Principles

2.1.1 Plan Solicitation

3.1.1 Price or Cost
Analysis

4.1.1 Administer Contract

C.2 Individual
Competence

A.3 Collaboration

B.3 Financial
Management

1.3 Standards of Conduct

2.1.2 Request Offers

3.1.2 Plan Negotiations

4.1.2 Ensure Quality

C.3 Organizational
Capability

A.4 Emotional Intelligence

B.4 Project Management

1.4 Regulatory
Compliance

2.2 Develop Offer

3.1.3 Select Source

4.1.3 Manage
Subcontracts

A.5 Vision

B.5 Risk Management

1.5 Situational

2.2.1Plan Sales

3.1.4 Manage

4.1.4 Manage Changes

Assessment Disagreements
5.6 Suaply Chain 1.6 Team Dynamics 2.2.2 Prepare Offer 4.2 Close Contract
anagement
1.7 Communication and 4.2.1 Close Out Contract
Documentation

CMBOK Competency System

* Displays the system of interactive relationships between the
CMBOK competencies.

» Serves as a roadmap for the presentation of the CMBOK.

24
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CMBOK Competency System

1.0 Guiding Principles

s N
A. Leadership ‘ 2.0 Pre-Award
\ t j>§ =
! ! § ‘ 3.0 Award
B. Management
9 ) ‘ 4.0 Post-Award

|$ C. Learn

25
CMS CMBOK
Describes contract management in terms of Provides a common understanding of the
Purpose the processes created through the integration terminology, practices, policies, and processes
P and interaction of job tasks and competencies, used in contract management.
and the purposes they serve.
Provides explanations of consensus-based Provides broader and deeper explanations of
Approach domains, competencies, and job tasks in the CMS competencies, and emphasizes leadership,
contract life cycle. management, and learn competencies.
Presents the contract as a linear system in Presents the contract management practice as a
Design terms of a product life cycle. circular, interactive system in terms of a
competence development model.
Job Task Analysis, SME review & drafting, peer Uses the CMS as its foundation, SME input &
Development . . . . h
review, and formal comment validation. review, and literature review.
Pages 18 >400
@GNCMA
26
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CMBOK Competency System
A. Leadership

I;. ______
: A. Leadership
\ t
B. Management

N

GNCMA

CONNECTING TO
CREATE WHAT'S NEXT
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A. Leadership

Leadership competency is
necessary for the successful
performance of contract managers,
even when they are not in formal
leadership positions. Leadership in
contract management facilitates
and fortifies all other contract
management competencies.

- CMBOK

28

2/1/2024
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Leadership: Yesterday vs Today

Yesterday

If you don’t define yourself, especially in tough times, you can be
certain someone else will do it for you.
- Jack Welch

29

What is Leadership?

* Leader to Follower
» The ability to influence people and situations to achieve organizational goals

* Follower to Leader

« A gift followers bestow on a person who:

Advocates for our competence (professional development),
Validates our character (beliefs and values),

Encourages collaboration (high-trust relationships),
Applies emotional intelligence (behavior awareness), and
Inspires vision (a clear pathway to success).

. ThIS gift must be earned—and continue to be earned—by the leader

"o AN o

c TIN
CREATE WHAT'S NEXT

30
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Question for Consideration

Why do you want to be a leader?

a) | want to contribute to the leadership development and professional

development of others.
b) Leadership is a powerful choice. | own that choice.

c) Our current leader needs to step aside so | can do the job right.

ENCMA
31
Leadership Roles
e Chosen by organization
e Based on position
e Make & enforce decisions
Informal e Chosen by peers
e Based on reputation
(Expected) e Influence decisions

CONNECTING TO
uuuuuuuuuuu
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A. Leadership

To effectively lead others and to
interact with stakeholders, the
contract leader must be technically
proficient in contract management.
This means the leader should have
a deep and broad understanding of
the practices, policies, and
processes inherent to contract
management.

- CMBOK

33

Maximum Effectiveness

Don’t think
outside of
the box...

use all of the
box.

@NCMA

34

2/1/2024
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A. Leadership

To be effective, contract leaders
must be able to perform contract
management within the highest
standards of ethical behavior.
Contract managers are routinely
trusted with sensitive information
while collaborating with multiple
stakeholders.

— CMBOK
35
Principles of Character
1. Lead by 2. (.th.arartter 3. When
building is a stakes are
example | )
process ‘- high
GNCMA
36
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A. Leadership

Effective collaboration between
contract leaders and contract
stakeholders will provide a strong
foundation for a successful
partnership to accomplish contract
performance.

- CMBOK

37
Collaboration
* Why is collaboration important?
* It is a means of filling knowledge gaps
* The more you know, the more you realize what you don’t know
» Education should inspire curiosity
» Develop collaboration and research skills to satisfy curiosity
Filling Filling
knowledge + performance Collaboration
gaps gaps
GNCMA
38
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A. Leadership

A.4 Emotional Intelligence

Emotional intelligence is the ability to
recognize and understand emotions in
yourself and others, and to use this
awareness to manage behavior and
relationships.

Most influential leaders apply
emotional intelligence without
realizing they are doing it.

However, whether emotional
intelligence is deliberate or intuitive, it
strengthens leadership competence
when inspiring people to achieve
organizational goals.

- CMBOK

39

Self-Awareness
* Your ability to:

* Events,
» Challenges, and
» People.

 Accurately perceive your emotions in the moment and
* Understand your tendencies across situations.

* Includes staying on top of your typical reactions to specific:

GNCMA

40

2/1/2024
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Self-Awareness

* The more we truly understand our personal beauty and
blemishes, the better we are able to achieve our full potential.

EFFECTIVE

41

Self-Management (S-M)
*S-Mis:

« What happens when you act—or do not act,
* Dependent on your Self-Awareness, and

* Your ability to use your awareness of emotions to stay flexible and direct
your behavior positively.

@NCMA

42
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Historical Emotional Intelligence

“Educating the mind without
educating the heart is no education at
all.”

- Aristotle

GNCMA

43

A. Leadership

Having vision means being able to

see the possibilities of a better
future and guiding others on
getting there.

For contract managers, vision is
required when developing a plan to
produce and drive behavior to
achieve contract performance and
mission success.

- CMBOK

44
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Define Success - Then Achieve It

“Begin with the end in mind.”
- Dr. Stephen Covey

* The key to success is in defining what success is
* For contract managers, this means:
* Envision what a successful contract close-out looks like
* Develop a plan and performance processes to achieve that
successful end

45

Value of Vision

Vision

Mission

46

2/1/2024
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What is Leadership?

* Leader to Follower
* The ability to influence people and situations to achieve organizational goals

* Follower to Leader

* A gift followers bestow on a person who:

Advocates for our competence (professional development)
Validates our character (beliefs and values)

Encourages collaboration (high-trust relationships)

Applies emotional intelligence (i.e., behavior awareness), and
5. Inspires vision (a clear pathway to success)

* This gift must be earned—and continue to be earned—by the leader

Eall A

i)

47

People or Mission First?

Mission first, people always.

- Anonymous

48

2/1/2024
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A. Leadership—Wrap Up

BODY OF
KNOWLEDGE

T EDITION

CMBOK Competency System
B. Management

e
A. Leadership

\——-I'——q

B. Management

cccccccccccc
ssssssssssssssss
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B. Management

N\
‘ B.1 Business Management

‘ B.2 Change Management

‘ B.4 Project Management
[

‘ B.5 Risk Management

‘ B.6 Supply Chain Management
V4

Management competency is
important to the performance of
contract managers because it
consists of the basic functions
used to enhance individual
competence and organizational
capability while accomplishing
the organization’s contract
management goals.

- CMBOK

51

B. Management

N\
‘ B.1 Business Management

predicted that “[t|he success of
contracting professionals will be
measured by their business
management skills, not how many
contracts are awarded or changes
processed.” That prediction has
come true.

Today, a contract manager’s job is
more Strategic and team-oriented,
requiring technical competency
and acquisition skills to meet
customer needs.

In 2000, W. Grtzﬁor Macfarlan

52

2/1/2024
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B.1 Business Management—Summary

‘ Estimating costs ‘

2.1.1
Accounting

2.16
Lead Times & Quality Operations ‘ Competition
Management
2.1 Business
Management
- — 2.15 Firzmigial
Price & Availability ‘ Marketing Analysis Vendor Health ‘
2.1.4
Information
Science/
Decisions ‘ Technology
| @GNCMA

CONNECTING TO
CREATE WHAT'S NEXT

B. Management

Contract managers experience
continual changes to processes,
people, resources, milestones, etc.
and they must be adaptable to
changes and recognize when a
contract change is required.
Successful contract managers
understand and apply change
management processes to achieve the
vision of organizations, stakeholders,
and contracts.

‘ B.2 Change Management

27



The Effect of Change Management on the Transitional Process

Effective change management

‘ Change s resultsin hl'yfferfihlihood of

Change \dopted P g change adoption and benefits
Implemented H // realization

. . /‘/;UTURE STATE

. Benefits Realization —_—
; Without change
management, there is no
guarantee of successful

change adoption or benefits
realization

Performance

While this diagram depicts a change event, a typical
transition is not a one-directional, linear, or smooth process

Time

55

B.2 Change Management

If you want to make enemies, try to

change something.
- Woodrow Wilson

28 US President
GNC

56
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B. Management

Managing contract funds is an
essential responsibility of the
contract manager, and financial
management of the contract is
equally important to managing
the technical detail.

The first step in the financial
management process is to
develop an estimate of how
much funding the contract will
require over time.

57

B. Management

‘ B.4 Project Management

()

Successful contract managers
understand how projects are
developed and executed, and
they understand the relationship
between contract managers and
project managers throughout
the contract life cycle.

58

2/1/2024

29



B. Management

>N
. )
N K

\

Contract management has evolved
into a strategic role that interacts
with internal and external
stakeholders.

Contract managers are placed on
the frontline of being able to
determine internal and external
risks to contract management and
project management.

Understanding how to recognize
risks and how to mitigate them is a
crucial competency for contract
managers.

}V/
59
B.5 Risk Management
4{ 1. Identify oppartunities and risks }47
'
O?qporlunilyﬁ’Risk -—] ‘ 2. Analyze opportunities and risks ‘
. . ssessment
Opportunity/Risk ]
Management (O RM) 4{3. Prioritize opportunities and risks ‘
6-Step Model
4{ 4, Develop opportunities and risk action plans ‘
Opportunity/ ¢
Risk Action - ‘5. Implement opportunities and risk action plans ‘
Plans
'
4{ 6. Evaluate project results }7
60

2/1/2024
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B.5 Risk Management

Risk Sharing through Contract Types

(Types of Contracts)
I Fixed-price | T&M* | Cost-reimbursement I
]
—+—e ¢ ———¢—+ e
FFP FP/EFA FPI Té&M cs CR CPIF  CPAF CPFF CPPC
(Low) Buyer's Risk (High)
(High) Seller’s Risk (Low)

“Té&M contracts typically involve higher levels of risk for buyers.

61

B. Management

It is important for contract
managers to understand how a
requirement—and changes to
the requirement—impacts the
contractor’s ability to effectively
manage its supply chain.

62

2/1/2024
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Supply Chain

SCis the network of organizations
that extend downstream to
customers’ customers’ customers
and upstream to suppliers’
suppliers’ suppliers

cccccccccccc
nnnnnnnnnnnnnnnn

63

B. Management—Wrap Up

N\
‘ B.1 Business Management

' B.2 Change Management
{

‘ B.3 Financial Management
[

BODY OF
KNOWLEDGE

‘ B.4 Project Management 7™ EDITION
[

‘ B.5 Risk Management

‘ B.6 Supply Chain Management
4

64
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CMBOK Competency System
1.0 Guiding Principles

P e e e
110 Guiding Principles |

4 N\

A. Leadership
\ I /

B. Management

A )

_______________________

GNCMA
65
1.0 Guiding Principles
Y
1.1 Skills and Roles L L.
Guiding Principles for contract
management are applicable
throughout all phases of the
contract life cycle in all contract
_ management circumstances,
1.4 Regulatory Compliance irrespective of changes in
ool : priorities, strategies,
SRR requirements, or resources
T Y — (e.g., personnel, money,
equipment, time).
‘ 1.7 Communication and Documentation - CMBOK
4
66

2/1/2024
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1.0 Guiding Principles

Contract management is the
process of managing contracts
throughout the contract life cycle
while ensuring customer
satisfaction.

There are 2 primary functions—
the buyer and the seller.

The buyer and the seller satisfy
requirements through effective
management of the contract.

- CMBOK

67

1.0 Guiding Principles

Contract principles are the
fundamentals of contracting that all
contract managers must
understand and apply. Simply put,
a contract results from:

» Offer,
» Acceptance,
* Consideration, and

* The intent to create a legal
relationship.

- CMBOK

68
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1.2 Contract Principles

 Contracts:
 Define roles and responsibilities,
» Spell out the conditions under which the work will be done,
* Define the rights of the parties,
* Protect the parties, and
» Provide remedies if one party fails to meet obligations.

EGNCMA
CAENTE RIATS NExT 69
69
Importance of Terms and Conditions
Payments
Miscellaneous T&Cs | Inspection and acceptance
Delivery terms \ / Financing
Parts availability — <— Warranties
Spares // \ Taxes
| Guarantees
Exchange rate
Indemnity
and liability GNCMA
70

2/1/2024
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1.0 Guiding Principles

Standards of conduct help to
define the ethical behavior
expected of all contract managers
and their organizations.

Standards of conduct are intended

C\ to create trust and confidence in
J the integrity of the contract

(/ﬂ\) management process.

N The standards require contract

managers to conduct themselves
in such a manner as to bring credit
upon the profession.

- CMBOK
71
1.3 Standards of Conduct

Always do right—this will

gratify some and astonish the

rest.

- Mark Twain
EGNCMA

72
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1.0 Guiding Principles

1.4 Regulatory Compliance

Fundamentally, the contract
management profession is
about the knowledge and
application of laws, codes, and
regulations.

It is important for contract
managers to have a working
knowledge of the laws, codes,
regulations, and other sources
of guidance that define, to a
large extent, the environment in
which they operate.

- CMBOK

73

1.0 Guiding Principles

1.5 Situational Assessment

A critical business competency
that involves being acutely
aware of what is occurring in the
immediate conditions to
understand how information,
events, and one’s own actions
will impact organizational short-
and long-term goals and
objectives.

- CMBOK

74
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1.0 Guiding Principles

The contract management team
combines the functional
disciplines of buyers and sellers
for the common purpose of
satisfying the customer need.

To be successful, each member
must have a working knowledge
of all roles involved on the team.

- CMBOK

75

1.0 Guiding Principles

Communication between all
affected parties must be
exchanged and managed early
and often to maintain contract
management effectiveness.

Contract managers facilitate
communication through clearly
written documentation that is
unambiguous and able to be
understood.

- CMBOK

76
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1.7 Communication & Documentation

Examples of topics to document include, but are not limited to:

* Contracts and the planning * Performance issues and
leading to a contract; accountability;

* Gestures, conduct, and verbal * Conflicts and resolutions;
exchanges; * Changes and solutions;

and business judgment; .
Juce * Contract compliance and

* Mutually agreed-upon performance quality; and

expectations; .
P * Knowledge gained and lessons

* Planned and unplanned events; learned.
ENEMA

CONNECTING TO
CREATE WHAT'S NEXT

7

77

1.0 Guiding Principles—Wrap Up

Y

1.1 Skills and Roles

BODY OF

1.4 Regulatory Compliance

THEDITION

1.5 Situational Assessment

1.6 Team Dynamics

‘ 1.7 Communication and Documentation

7

78
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A. Leadership I

N I 4

B. Management

- J
N

CMBOK Competency System
2.0 Pre-Award

CONNECTING TO
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2.0 Pre-Award

N\
2.1.1 Plan Solicitation

2.2.2 Prepare Offer

Pre-Award is the first phase of
the contract life cycle. The pre-
award process involves contract
management functions of
“contract planning” and includes
the processes for buyers to
produce solicitations and sellers
to prepare offers.

- CMBOK

80
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2.0 Pre-Award Life Cycle Phase

There are two domains within the pre-award life cycle phase:

1. Develop Solicitation—The buyer competencies for this domain are “plan
solicitation” and “request offers.”

2. Develop Offer—The seller competencies for this domain are “plan sales”
and “prepare offer.”

Pre-Award Award Post-Award
. . Domain: Domain:
Domain: D . Domain:
Develop Lomain: Form Perform Close
solicitation Develop Offer i Contract Contract
Outcome: Outcome: Outcome:
Outcome: I ra— Outcome:
P Offer Contract Closed
Solicitation Contract
Performance Contract

GNCMA

81

2.1.1 Plan Solicitation—Job Tasks (Buyer)

.1 Shape Internal Customer Requirements

.1 Perform Needs Assessment
_ .2 Perform Requirements Analysis
2°0 Pre Awa rd .3 Identify Measurable Outcomes and Incentives
.4 Verify Availability of Funds

.2 Conduct Market Research
.1 Identify Potential Suppliers
.2 Evaluate Requirement Achievability
.3 Conduct Pre-Offer Conference
.4 Consider Solicitation Changes

2 Perform Rick An:l\_l:k
. e . .1 Make or Buy Assessment
2‘1‘1 Plan SOIICItatlon .2 Supply or Services Determination
.3 Develop Delivery Schedule

.4 Determine Owner-Furnished Property/ Equipment/
Information Management
.4 Formulate Contracting Strategy
.1 Select Proper Contract Type
.2 Select Proper Contract Method
.3 Determine Appropriate Business and Regulatory
Requirements
.4 Formulate Offer Evaluation Plan
.5 Finalize Solicitation Plan

82

41



Action Office Comparison (Make or Buy)

Action Office Requirements Solicitation E\gli:::::n Decision Per;:‘rlrir::ce Oversight Payment Termination
Human Position ttps://www.usaj Evaluation . Performance . . LéyOff/
RT:):I::;ES Descritption h po/l:s.gov ! Factotrs Hired Person Plan Supervisor Timesheet ;;:Ii/d
Quality Tac/
Procuremen Statement of Evaluation Awarded Assurance .
(buy) t ttWorkt https://sam.gov Fact;rs Contract Surv:lie:lre]mce Agency Invoice 1;)[::/
GNCMA
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Market Research Application
Albert Einstein was visited one day by one of his students.
"The questions on this year's exam are the same as last
year's!" the young man exclaimed. "Yes," Einstein replied,
"but this year all the answers are different.”
GNCMA
84
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2.0 Pre-Award

2.1.2 Request Offers—Job Tasks (Buyer)

.1 Execute Solicitation Plan
.2 Prepare Solicitations

.1 Respond to Questions from Potential

Offerors

.2 Incorporate Proposed Contract Terms
.3 Determine Need for Pre-Offer Review

.3 Issue Solicitations

.1 Determine Need to Publicize Solicitations

.4 Respond to Seller Communications
.5 Amend Solicitations

85

2.2.1 Plan Sales—Job Tasks (Seller)

2.0 Pre-Award

.1 Conduct Pre-Sales Activities
.1 Assess Customer Relationships
.2 Develop Marketing Strategy

.3 Assess Competition

.4 Determine Supply Chain Support
.2 Evaluate Solicitation

.1 Request Clarification

.2 Propose Solicitation Changes
.3 Conduct Bid/No-Bid Analysis
.4 Finalize Sales Plan

86
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.2 Best Practices for Understanding a Solicitation

Reading the
Solicitation

Rereading the ) Read Instructions Read Evaluation
Solicitation ' to Offerors ' Factors

Resolve
Inconsistencies

Identifying
Deliverables

Understand : Separating the
Contracting eleliiny Ly mmd  Solicitation into

Method & Award Sl [ R Sections

Creating a Table ) Bid/No-Bid

of Deliverables ' Decision Offer Formatting

@NCMA
87
.3 Opportunity—Risk Assessment Grid
% High Opportunity High Opportunity
Low Risk High Risk
>
.*é‘
£
9 g
& &
o]
Il Low Opportunity Low Opportunity
Fll Low Risk High Risk
Low 40 120 High 160
Risk
88
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.3 Bid/No Bid Decision

“The specifications “The legal terms
were wrltFen to do not fit
clearly give a
particular supplier
an advantage.
Favoritism.”

present market
conditions.”

“The Terms and
Conditions were
not current or

“The agency is not
open to change; there
is no opportunity to
educate them about
new technologies
up-to-date.” and/or other possible

“The timeframe
was too just too
short for us to be

able to adequately
respond.”

“The set price
requirements
within the

RFP/IFB were
unrealistic.”

CONNECTING TO

Source: NIGP White Paper 2013, CAENTE RIATS NExT
“We No Bid & I'll Tell You Why”

GNCMA
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2.0 Pre-Award

2.2.2 Prepare Offer

2.2.2 Prepare Offer—Job Tasks (Seller)

.1 Execute Sales Plan
.2 Develop Execution Plan

.1 Understand Unique and Special Requirements
.2 Assess Capability to Satisfy All Solicitation
Requirements

.3 Develop Risk Mitigation Plans

.1 Develop Pricing Strategy

.2 Develop Terms to Manage Risk

.3 Develop Technical Approach

.4 Develop Offer Evaluation Strategy

.4 Assess Teaming Options and Partners

.1 Negotiate Nondisclosure Agreements
.2 Negotiate Agreements
.3 Make Teaming Decisions

.5 Participate in Customer Communications
.6 Finalize Offer

.1 Submit Offer and Verify Receipt

90
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Plan & Planning

Everyone has a plan
until they get punched in
the mouth.

Mike Tyson

Plans are nothing;
planning is everything.

91

2.0 Pre-Award—Wrap Up

N\
2.1.1 Plan Solicitation

2.2.2 Prepare Offer

BODY OF
KNOWLEDGE

THEDITION

92
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e

A. Leadership
\ I /

B. Management

- J
N

CMBOK Competency System
3.0 Award

CONNECTING TO
nnnnnnnnnnnnnnnn

The second contract life cycle
phase is Award. The award process
involves the contract management
functions known as “contract
formation” and reflects the work
by both the buyer and seller that
produces the awarded contract.

- CMBOK

93
3.0 Award / 3.1 Form Contract
3.1.1 Analyze Price or Cost
3.1.4 Manage Disagreements
94
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3.0 Award Life Cycle Phase

There is one domain within the award life cycle phase:

Pre-Award Award Post-Award
q . Domain: Domain:
Domain: D Ao Domain: = =
Develop famamg Form Perform Close
Solicitation Develop Offer Contract Contract Contract
Outcome: Outcome: Outcome:
Outcome: Outcome: P S—— S
e Offer - Contract Closed
Solicitation Contract
Performance Contract

GNCMA
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3.1.1 Cost or Price Analysis—Buyer Job Tasks

3.0 Award

.1 Comprehend Offer
.2 Evaluate Seller Terms and Their Impact on

. Risk
2'1'1 Analyze Price or .3 Determine Reasonable Pricing
ost

.1 Perform Price Analysis
.2 Perform Cost Analysis
.4 Document Analysis Results

96

2/1/2024

48



3.1.2 Plan Negotiations—Job Tasks

3.0 Award

.1 Clarification Requests
.1 Prepare®
.2 Respond?

.2 Document Negotiation Objectives’
.3 Conduct Discussions’

B = Buyer
S =Seller
J =Joint

97

Negotiation Best Practice

* Prepare, prepare, prepare
» Know the opposition’s positions better than they do

He can take his and beat
yours. Then he can take
yours and beat his.

- Coach Bum Phillips describing
Coach Don Shula

98
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3.1.3 Select Source—Job Tasks

.1 Review Compliance of Offer(s)®

.2 Source Selection
3.0 Award .1 Evaluate Offer(s) in Accordance with Evaluation
Criteria®

.2 Withdraw Offer®

.3 Conduct Negotiations’

.4 Finalize Negotiations’

.5 Final Offer Revision
.1 Request®
.2 Prepare’

.6 Prepare Contract Document
.1 Document Basis for Award®
.2 Review/Approve Contract’

.7 Finalize Contract Award®
.1 Award Contract
.2 Notify Unsuccessful Offeror(s)
.3 Debrief Offeror(s)

.8 Document Outcome of Offer®

99
3.1.4 Manage Disagreements—Job Tasks
3.0 Award
3.14 Manage .1 Submit Protests and Appeals®
Disagreements .2 Respond to Protests and Appeals®
B = Buyer
S = Seller
J =Joint
100
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3.0 Award—Wrap Up

BODY OF
KNOWLEDGE

T EDITION

101
CMBOK Competency System
4.0 Post-Award

p

A. Leadership

N I 4

B. Management
pN J
A
@GNCMA

102
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4.0 Post-Award
AN

‘ 4.1.1 Administer Contract

4.1.4 Manage Changes

4.2.1 Close Out Contract

Once the award phase is completed, the
ost-award contract life cycle phase
egins.

This involves the contract management
functions known as “contract
administration” and “contract closeout.”

The contract administration functions will

vary greatly depending on the complexity
of the contract.

Both the buyer and seller are actively
involved in contract administration to
ensure satisfactory performance and to
bring the contract to a successful
conclusion.

- CMBOK

103

4.0 Post-Award Life Cycle Phase

There are two domains within the post-award life cycle phase:

Pre-Award

Award Post-Award
q A Domain: Domain:
Domain: D o Domain: - ——
Develop Lomaiie — Perform Close
Solicitation Develop Offer i Contract Contract
Outcome: Outcome: Outcome:
Outcome: Outcome: P S— s
ST Offer P S— Contract Closed
Solicitation Contract

Performance Contract

104
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4.1.1 Administer Contract—Job Tasks

.1 Execute Contract®

.2 Conduct Post-Award Conference Meeting’
4.0 Post-Award .3 Maintain Contract Documentation/Files’
.1 Track Project Funding and Contract Value
.2 Manage Contract Payment Process
.3 Manage Key Personnel Changes
.4 Administer Owner-Furnished Property/
Equipment/ Information
.. .4 Provide Cost Information’
4.1.1 Administer .5 Establish/ Maintain Communications’
Contract .1 Internal Stakeholders
.2 External Stakeholders

.6 Evaluate Interim Contractor Performance
.1 Assess and Document Interim Contractor
Performance®
.2 Reclama or Rebut Interim Performance
Assessment’®
.7 Manage Deliverables

105

4.1.2 Ensure Quality—Job Tasks

4.0 Post-Award

.1 Plan for Contract Performance Delivery®
.1 Allocate Resources
.2 Execute Schedule
.3 Manage Costs

.4 Manage Risk
.5 Control Quality

.2 Plan for Contract Performance Monitoring®
.1 Conduct Performance Reviews

.3 Inspect and Accept Contract Performance®

B = Buyer
S =Seller
J=Joint

106
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4.1.3 Manage Subcontracts—Job Tasks

4.0 Post-Award

.1 Determine Supply Chain Requirements®
.2 Issue Subcontracts®
.1 Subcontract Planning

.2 Subcontract Formation
.3 Subcontract Administration

107

Privity = Contractual Relationship

YES

YES

vy

s D
Government -
\ %
a 0
Prime Contractor
- J
4 M
Subcontractor(s) |
- /

NO!

Privity does not exist between

government and subcontractors.

108
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Privity and Subcontract Management

Govt B

Tier 2 Tier 2

@NCMA
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4.1.3 Manage Subcontracts—Flow Down Clauses

» A flow down is the transfer and translation of requirements from
a prime contract into a subcontract in support of the prime
contract.

* Mandatory flow down clauses typically concern the workforce
» Safety, equal opportunity, drugs & alcohol, whistleblower

* Flow down issues

* Many prime contractors merely change “government” to “prime” and
‘prime” to “sub”
* The sub may unwittingly agree to terms that have nothing to do with its work
« Some primes forget to flow down a critical clause (eg, T4C)

CONNECTING TO
CREATE WHAT'S NEXT

110
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Flow Down Clauses

Tier 2 Tier 2

111
4.1.4 Manage Changes—Job Tasks
4.0 Post-Award
.1 Manage Contract Changes’
.1 Modifications Planning
.2 Madifications Formation
4.1.4 Manage .3 Modification Administration
Changes .2 Conduct Contract Interpretation’
.1 Submit Contract Disputes®
.2 Resolve Contract Disputes’
.3 Determine Contract Termination®
B = Buyer .1 Execute Contract Termination’
S =Seller
J =Joint
112
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4.4.4.1 Six-Step Contract Changes Management Process

‘ Administration ‘

‘ Step 6:
‘ Formation ‘ ‘ Closeout
Step 5: Contract Change
‘ Administer the
Step 4: Contract Change
’ Planning ‘ Award the
Step 3: Contract Change
‘ Approve and

Step 2: Negotiate the

Plan the Contract Contract Change
Step 1: Change
Initiate the
Contract Change

113

4.0 Post-Award / 4.2 Close Contract

Close Out Contract is the process of
ensuring all performance has been
accomplished, final contractor
performance has been evaluated, final
1 payment has been made, and the
contract has been reconciled.

This process involves the completion,
delivery, and acceptance of the
contract requirement(s) in accordance
with the terms and conditions of the

4.2.1 Close Out Contract contract.

- CMBOK
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4.0 Post-Award

Contract

4.2.1 Close Out

B = Buyer
S =Seller
J =Joint

4.2.1 Close Out Contract—Job Tasks

.1 Validate Contract Performance’
.2 Verify Physical Contract Completion’
.3 Prepare Contract Completion Documents’

.4 Coordinate Final Disposition of Owner-
Provided Property/Equipment’

.5 Settle Subcontracts’
.6 Reconcile Contract’
.1 Conduct Audits
.2 Respond to Audits
.7 Make Final Payment®

.8 Evaluate Final Contractor Performance
.1 Assess and Document Final Contractor

Performance®

.2 Reclama or Rebut Final Performance

Assessment®

.9 Finalize Contract’

115
Best Practices for Contract Closeout
Use Consistent Remember Ensure Consistent Document
Closeout Process Closeout Starts at (— Filing Thoroughly
Contract Award
|
v
Begin Closeout Base Subcontract
Resolve Issues Be Proactive ——>| Process Before Closeouts on
POP Ends Subcontract POP
|
v
Tackle the .
Backlog Be Flexible
116

2/1/2024

58



4.0 Post-Award—Wrap Up
AN

‘ 4.1.1 Administer Contract

BODY OF
KNOWLEDGE

T EDITION

117

CMBOK Competency System
C. Learn

e

.

A. Leadership

T

)

B. Management

4

%

N
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The Learn competency is the cornerstone of
individual competence and organizational
capability. Contract management knowledge can
be obtained through educational degrees,
training certificates, and professional
certification. However, learning is the effective
application of knowledge and is measured
through strong, sustained performance while
driving decisions and achieving meaningful
results.

Contract management competence is a direct
measurement of the contract manager’s ability to
apply leadership, management, and technical
competencies as a single, integrated process.

- CMBOK

119

C. Learn/ C.1 Continuous Learning

To excel in work, life, or as a leader,
contract managers must commit to
continuous learning. Many leaders
know this and practice it, but many
more miss opportunities for
learning that will help them
achieve personal and
organizational goals.

120
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C. Learn/ C.2 Individual Competence

Individual Competence is
developed by applying knowledge,
critical thinking, and innovation to
business problems, to implement
the best solutions.

121

C.2.2.1 Needs Assessment

* A needs assessment helps to identify strengths and weaknesses in job
performance and knowledge.
* Can help target education, training, and work experience to build competence.

* Reflective questions to build competence:
* What competencies do | firmly understand and apply?
* What competencies do | need to improve?
* Do | bolster my weaknesses, or do | make my strengths even stronger?
* How do | improve my competence?

@NCMA
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Getting Started (Novice Learning Goal Example)

» 1-Year Goal: | will become a better negotiator by accomplishing
one additional task related to negotiations each week until January
31, 2025. Ways to get there:

* Week of Feb 5: Read “Getting to Yes”

» Week of Feb 12: Short interview with veteran negotiator

* Week of Feb 19: Read article (CM Magazine, online authors)

» Week of Feb 26: Participate in negotiations (all phases)

» Week of Mar 4: Attend negotiations training (webinar, conference)

* Note: Establish a learning pattern of reading, collaborating, and
doing

GNCMA
123
Compound Effect of Learning
L
Learning = €
Training + ?
Education + n
Experience i
g
GNCMA
124
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2/1/2024

C. Learn/ C.3 Organizational Capability

Organizational capability is
reflected in the capability of an
organization’s contract
management processes.

The cumulative effect of the
number of competent individuals
working within effective processes
will produce the level of
organizational capability.

125

C.3 Organizational Capability—Results

Where do results come from?

Why do organizations fail to
achieve results?

CONNECTING TO
uuuuuuuuuuu
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C.3 Organizational Capability—Results

Why do organizations fail?

It’s bad execution. As simple as that: not
getting things done, being indecisive, not
delivering on commitments.

- Ram Charan, coauthor of Execution:
The Discipline of Getting Things Done

You are perfectly aligned to receive the results
you are now getting.

- Dr. Stephen R. Covey
EGNCMA

CONNECTING TO
CREATE WHAT'S NEXT
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Lesson Learned of Being the Go-To Guy/Gal

Core Memory Vacuum Tubes

Varnnm Tuhee

Lesson Learned: Develop other Go-To’ers

128
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Compound Effect of Learning

L
Learning = €
Training + ?
Education + n
Experience i
n
g

i START GROW @ MATURE ' DECLINE

Time

@NCMA
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Getting Started (Go-To Learning Goal Example)

* 1-Year Goal: | will become the go-to negotiator by accomplishing one
additional task related to negotiations each week until January 31, 2025.
Ways to get there:

* Week of Feb 5: Read “Getting to Yes” again

* Week of Feb 12: Participate in short interview with novice negotiator

* Week of Feb 19: Write article (CM Magazine, LinkedIn)

* Week of Feb 26: Conduct negotiations (all phases)

* Week of Mar 4: Develop and deliver negotiations training (webinar, conference)

* Note: Establish a learning pattern of writing, reading, collaborating,
doing, and making others look like heroes.

@NCMA
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Reaching the Go-To Status—How do you know?

1.

2.
3.

You don’t deliver expected results—you exceed them. You over
deliver. You WOW!

You don’t wait to be assigned—you take the initiative.

You focus on what'’s vital and don’t get distracted by immediately
saying yes to all meetings, answering all emails, or responding to all
communication.

You not only work to improve your role and area of responsibility, you
proactively develop a working knowledge of other roles and areas of
responsibility that impact your team’s productivity.

You don’t settle for being good at many things. You’re working on your
superpower/specialized skill.

You don’t only engage in the training provided by your boss, you seek
professional development opportunities outside your organization.
EGNCMA

131

CMS Affiliated Credential: Certified Contract Management Associate

Section # Questions
Introduction 8-12
1.0 Guiding Principles 15-22
C[!MA 2.0 Pre-Award 15-22
3.0 Award 15-22
4.0 Post-Award 15-22
TOTAL 90

132
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CMBOK Affiliated Credential: Certified Professional Contract Manager

Section # Questions
CM Framework 5-8
CMBOK® Overview 5-8
A. Leadership 8-12
o ; = B. Management 30-35
}. g,_‘_!ncwm 1.0 Guiding Principles 30-35
m . 2.0 Pre-Award 30-35
. 3.0 Award 30-35
4.0 Post-Award 30-35
C. Learn 6-10
TOTAL 180
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Value of Vision

<

Mission
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C.0 Learn—Wrap Up

C.1 Continuous Learning

BODY OF
C.2 Individual Competence KNOWLEDGE

T EDITION

C.3 Organizational Capability

135

CMBOK Competency System

e

A. Leadership
\ I /

B. Management

- J
A
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Questions?

John Wilkinson
jwilkinson@thinc-llc.com

804.896.6990
CONNECTING TO
CREATE WHAT'S NEXT NCMA
800.344.8096
NCMAHQ.org
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