Attachment 1 to USD(AT&L) memo subject: Acquisition of Services Policy, dated October 2, 2006
(Modified for use within the TRICARE Management Activity)
Acquisition Strategy Requirements
Consistent with the size and complexity of the program, Decision Authorities shall consider the following requirements for acquisitions of services:

1.
Requirements development and management:

a.
The source of the requirement, the outcomes to be achieved and, if performance-based (see Federal Acquisition Regulation (FAR) Subpart 37.6), what metrics will be used to measure the outcomes.

b.
How the requirement was previously satisfied.

c.
The nature and extent of market research conducted.

d.
Whether it complies, if a consolidated requirement, with Defense Federal Acquisition Regulation Supplement (DFARS) 207.

e.
For bundled requirements, determine if a benefit analysis was done as prescribed in the DoD Benefit Analysis Guidebook (see www.acq.osd.mil/sadbu/news/contractconsolidation.pdf).

2. Acquisition planning:

a.
The adequacy of the acquisition approach including appropriate milestones.

b.
Cost/price estimate for the total planned acquisition.

c.
How the acquisition will be funded and the availability of funding.

d.
Technical, business, management, and other significant considerations.  (If applicable, include a detailed “business case” here for the use of a contract vehicle other than T/AARMS, TEAMS, or D/SIDDOMS-3, or a contracting office other than USAMRAA or ITEC-4.)
e.
Opportunities for strategic sourcing.

f.
Demonstrated implementation of performance-based acquisition methods or rationale for not using those methods.

g.
Opportunities to implement socio-economic business concerns.

h.
A top level discussion of the source selection process: formal or informal, proposed evaluation criteria and basis for award.

i.
Any required waivers or deviations.

j.
If other than full and open competition, explain why full and open competition procedures will not apply and cite appropriate statutory authority.  Address actions taken to improve competitive environment for the current requirement and plans to improve competition for foreseeable follow-on acquisitions.

k.
Multi-year Contracts.  If the acquisition strategy calls for a multi-year service contract (as distinguished from contracts that span multiple years - see FAR Subpart 17.1 and DFARS Subpart 217.171), the strategy shall address compliance with 10 USC 2306c and Office of Management and Budget (OMB) Circular A-11.  OMB Circular A-11 requires that multi-year service contracts be scored as operating leases.  Therefore, the acquisition strategy shall address the budget scorekeeping that will result from use of the proposed contracting strategy.

l.
Leases. Include a lease-purchase analysis if required by OMB Circular A-94, Section 13.

3.
Solicitation and contract award:

a.
The type of business arrangements anticipated (e.g., single contract, multiple award task order contract, task order under existing multiple award contract, and interdepartmental transfers, or interdepartmental purchase requests (IPRs)).

b.
The duration of each business arrangement (base period and all option periods).

c.
Pricing arrangements (e.g., fixed price, cost reimbursement, time and materials, labor hour, or variations, based on guidance in FAR Part 16 and, for commercial services, in FAR Part 12).

4. Risk management:  An assessment of current and potential technical, cost, schedule, and performance risks and the plan for mitigating or retiring those risks.

5. Contract tracking and oversight:  The existing or planned management approach following contract award, quality assurance surveillance or written oversight plans and responsibilities, and tracking procedures or processes used to monitor contract performance.

6.
Performance evaluation:  The plan for evaluating whether the metrics and any other measures identified to guide the acquisition have been achieved.  These measures shall include the thresholds for cost, schedule, and performance for the acquisition of a service.

7.
Signature Block:  If a written acquisition strategy is required by the appropriate Decision Authority, it should contain the Decision Authority’s signature block.  For non-purchased care acquisitions of services with a value (including all options) from $100,000 up to $25 million, the Decision Authority is the TMA Head of Contracting Activity (Director, Acquisition Management & Support).  For non-purchased care acquisitions of services with a value (including all options) of $25 million or greater, the Decision Authority is the TMA Director.
