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"Acquisition Contractor Selection"

When you make selection, you’re obviously—most of the time at NASA, we do that on the basis of “best value,” which is taking a look at what they’re proposing, the approach, the risk—we specifically require contractors in their proposals to identify the risks in their plans on dealing with them—either what they can do to eliminate them, how they’re going to mitigate them, or how they’re going accept them and then make sure that there’s a high degree of success likely in their approach.  So you need to evaluate that very clearly once the proposals come in, and when we go out for questions as we do in most situations—not all—if there are areas where there’s a lack of clarity, or some things just don’t seem to make sense, we need to pursue those.  So, again, at every stage, starting with when you define the requirements, how we structure the competition, how we evaluate the proposals, and then make the selection, there are tools and techniques to help you reduce risk and to help you have a higher degree of probability of success in the ultimate program.

