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HUBZone
Introduction
In the United States, HUBZone is an administration program of small business or companies which operate and employ individuals in business zones that are historically underutilized. In reference to Dobson (2011), the program of HUBZone was in order to respond to the Act of HUBZone empowerment that was a creation by the United States’ congress in the year 1988. A HUBZone must be a small business and must have an ownership of 51% as well as the control by the US citizens. The work force of the firm who total 35% should have residences in the HUBZone. 
Small business line of HUBZone

The business is a small one and is controlled and owned by a minimum of 51% of the United States citizens. It is located in the State of Texas in the outskirts of Dallas which has been a zone that has historically been underutilized. In reference to Dilger (2011), its line of business is that it is a restaurant in the hospitality industry and hope to have outside catering as an extension of its main business line.  
Federal Government Procurement Opportunity

The federal government procurement that are aligned to with the line of business are maintenance, alteration and repair of real property, construction of structures and facilities, lease or rental of equipment, transportation, travel and relocation services as well as education and training services. In reference to Jeremy (2009), others are utilities and house keeping services, professional, administrative as well as management support services, medical services, installation of equipment, technical representative services, social services and maintenance, repair and rebuilding of equipment.  
The Firm’s Current Strategies

The business has a strategy of setting aside adequate resources in order to perform well in both external as well as internal environments. The firm is strategizing to develop, improve and increase its total value as well as on its overall quality of products and services. According to Dilger (2011), the company is strategizing to being a market leader in the hospitality or restaurant industry through continuous innovations, being customer centric as well as well as the offer of high quality differentiated products and services. 
SWOT Analysis

Figure 2 below shows SWOT analysis of the small business in its market place. The business has several strengths in the market by having a good reputation in terms of its superior products and services. Also, it has a well trained human resource base against its rivals. It has several weaknesses in that it is not able to fund most of its products. Again, it lacks key financial partners for lending into its business. In reference to Jeremy (2009), the business has a number of opportunities in that it has a wide clientele who promotes its business. At the same time, it has been able to venture into outside catering an area that has not been exploited by its competitors. The business has several threats like stiff competition as well as losing its well trained work force to its rivals in the market. 
	Strengths
	Weaknesses
	Opportunities
	Threats

	Good reputation in the market
	Unable to fund most of its projects
	Have a wide clientele base
	Stiff competition in the market place

	A well trained human resource base
	Lack of financial partners to lend it
	Have been able to venture into outside catering unlike its competitors
	Losing its well trained work force to its rivals in the market


Figure 2
Gap Analysis

The business has not been able to embrace information technology meaning therefore it has not been able to gain from online marketing or internet advertising. At the same time, the business had no ability of investing or injecting a considerable capital in its business. According to Dilger (2011), this has been because it has not been having financial partners who are dependable to lend it. To an extent, it has been cash-strapped which has really affected its projects. 

Federal Procurement Process and Action Plan

The action plan is for the Federal Government to help it in the information technology services in form of support systems to improve on its services. In reference to Dobson (2011), this will greatly help the business especially in the area of online advertising. The Federal government can also assist the business by assisting it to fund most of its projects which it has not been able to fund for some time.  
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Future Action Plan

· Ensure the panel of bid evaluation follows a clearly defined evaluation and supplier selection method. Only the key evaluation criteria should be considered with clarity between mandatory and rated requirements in order to avoid unnecessary efforts on part of the panel and the bidders.

· A proper analysis of departmental needs should be done to ensure projections about acquisition volumes are appropriate. 

· There must not be a standardized method of procurement which requires excessive cost and efforts on the part of bidders to prepare a bid response which hinders competition level as not all potential suppliers will take interest actively.

· Eligibility of bidders: It is important to note that all appropriate safeguards are in place to avoid conflicts of interest in case of government owned companies who are bidding. Furthermore, new entrant should also be included to avoid dominance of existing bidders and to increase competition.

· Reduce dominance by winning bidders: The interest of all players should be encouraged with no major company dominating the bid. The authority should reduce dependence on a single company.

Bid Decision Evaluation form

Evaluation criteria are benchmarks against which the bids are evaluated. A number of authors have developed a bidding evaluation system based on multiple attributes. (Herbsman, 1992)  The winning bidder is chosen based on the total scores on these attributes. Below are commonly used recommended criteria for bid evaluation.

1. Product/ service Quality: This is a basic requirement and will include aspects such as the ability of meeting technical and functional requirements, compliance with legal and statutory requirements, Durability, design and lifespan of the product.

2. Financial Stability of the contractor: It is imperative to consider whether the bidder has sufficient financial resources or the ability to acquire them in order to complete the project. Such aspects may also include legal status, ownership and size of the company.

3. Experience and Reputation: Having a relevant experience of working on similar projects, and reputation in the market with respect  to satisfactory performance, integrity and business ethics record.

4. Delivery  and Customer Service : it is important to consider the existing workload of the contractor and assess if he can comply with the proposed performance or delivery schedule and posses the ability of delivering the project in the required time frame. Additionally, Continued technical support, ability to respond timely to the queries and provide after sales services is also an important criteria to consider.

5. Bid Price or cost

	0: Inadequate: 0 marks
	Significant indications that the proposal have inadequacy and will not be able to meet the required standards.

	1: Concerns: 1/3 available marks
	Concerns  over the inadequacy in meeting some requirements.

	2: Potential: 2/3 available marks 
	Potential to deliver outcomes.

	3: Capable: full marks
	The bidder is able to deliver at the required standards.


	Evaluation Criteria
	Marks Available
	Score
	Marks Awarded*
	Decision/Remarks

	1. Product/ service Quality
	30
	3
	30
	

	2. Financial Stability of the contractor
	10
	2
	7
	

	3. Experience and Reputation
	10
	1
	3
	

	4. Delivery  and Customer Service
	20
	3
	20
	

	5. Bid Price or cost


	30
	3
	30
	

	Total marks
	100
	
	90
	


*(Available marks/3) * score

Bid Strategy
To develop a bidding strategy that will provide a competitive edge over the peer federal acquisition market, five key evaluation requirements are considered as shown below:

1. Buyer’s evaluation Criteria

2. Competitor’s bids

3. Price of the bid

4. Non price factors

5. Profit – Contractor’s efficiency
 The average bid strategy is a strategy in which a bidder wins if he meets a certain relationship with the average of all bid prices. (S. L. Liu, 2000)
Risks of the bidding strategy :
The main risks of average-bid method are :

· It does not necessarily promote price competition.

· It does not encourage innovation, technology and cost reduction.

· Contractors may form dummy companies to bid on the same projects. Their bids are very much similar to the real company’s one and so this pulls up the overall average towards their own bid. (Ioannou, 1993)
Mitigating the risks:

· Such risks could be mitigated by proper and continuous monitoring of the bidding process. 

· Furthermore, it would be more appropriate to award project closest to but less than the average bid as used in Italy and Taiwan.

· Efficient prequalification evaluation must be implemented to avoid collusion among bidders and dummy company bidding. (Ioannou, 1993)
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A matrix of five roles, responsibilities, and authority of the key RFP Team Members

1) The Project Committee

· Approve RFP including preliminary deliverables or terms of reference

· Approve the roles and responsibilities, and the communication strategy for the project

· Approve final deliverables or terms of reference

· Approve grant of consulting agreement

· Receive provisional and closing consulting reports and other associated staff reports

2) Primary Services Appraisal Task Force
· Participate in any presentations that might be necessary as required by proponents who reply to the Review RFPs and endorse a chosen consultant(s) to carry out the Review to the Project Committee depending on the results of the evaluation and related evaluation committee’s recommendations

· Review draft staff and consulting reports relating to the Review prior to submission to Project Committee
· Review communications involving the Review 

· Collaborate with primary staff contract and selected consultant(s) to make sure the Review stays in progress and that quality results are attained

3) Principal Staff Contact

· Draft RFP and other deliverables relating to the RFP

· Review and rate request for proposal responses in cooperation with evaluation team members and provide a recommendation on chosen consultant to the Primary Services Appraisal Task Force

· Draft consulting formal agreement

· Collaborate with Primary Services Appraisal Task Force and prepare project progress reports

· Work with consultant(s) to make sure that deliverables are achieved and the output is of quality

· Coordinate consultant interactions with all stakeholders

4) Advisors

· Counsel on the process and reference terms 

· Evaluate the responses to the RFP in collaboration with evaluation team

· Conduct reviews

· Plan, guide, and carry out communications to all interested parties in respect of project goals, process, and advancement.

5) Consultants

· Propose amendments to the deliverables and prepare work plan

· Create and present a quality product to the public and Project Committee
· Collaborate with Primary Services Appraisal Task Force and the Principal Staff Contact 


The stakeholders are equally an important group. They are service the recipients including clients, press, taxpayers, developers, and facility users. In addition, they give input with respect to the programs or services involved in RFP process.
The method to use in responding to the RFP ambiguity for a competitive advantage


The RFT states that the panel of bid evaluations must follow stipulated evaluation and supplier method by keeping interest only in the primary key evaluation criteria. This is an aspect of compromising standards regarding to bid evaluation. Secondly, departmental deeds must be put into consideration to make sure projections in respect of acquisition volumes are in order. 

Thirdly, and perhaps the most ambiguous one, is that standardized methods of procurement that demand excessive efforts and costs on bidders must not be used. Fourthly, on eligibility of bidders, care should be taken to avoid conflict of interests where state-owned enterprises may bid or where new entrants may face dominance by established long-time bidders. Finally, there should be a reduction of dominance by winning bidders while the company avoids relying on any one company. In the light of the above issues that raise ambiguity in the evaluation criteria for bidding, Herbsman (1992) advises that multiple attributes should be used to select the best bidder in a fair manner. In his view, the selection should follow an aggregate score built on the attributes used in the evaluation of the bid.


From the above, several attributes emerge. These include the application of evaluation and selection standards, departmental needs on volumes of acquisition, cost and labor efficiency, eligibility regarding conflicts of interest, and non-dominance of winning bidders against new entrants. During the development of the bidding strategy, the following vital evaluation requirements must be focused on the evaluation criteria of the buyer, the bids of competitors, the bid price, non-price factors, and profit margins (relating to the efficiency of the contractor). In an attempt to apply the average bid strategy as proposed by Liu (2000), it compels the company to ensure that the winning bidder is as close to the average of all bid prices.


First, the company should emphasize on meeting product/service quality requirements on technical and functional aspects, legal compliance, legislative requirements, design, lifespan, and durability of the product or service. Now, given the ambiguity in the other four criteria, bid price should come second. This is because cost may not necessarily reflect the quality of a service or product. The other criteria will then follow in the order of delivery and customer service, experience and reputation, and financial stability of the contractor. he best part of the average bid strategy, which is recommended for this, would be where the averages of these five criteria is used and the winner is decided upon based on the results (Ioannou, 1993) although the company must ensure, through careful evaluation, that bidders do not collude to affect the average bid.
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Work breakdown structure (WBS) showing a condensed version of cost estimates, using the price to win (PTW) cost approach

Work breakdown structure is one aspect of a project management apparatus; it is critical for time and cost estimation, as well as, collection, and resource allocation. As such work breakdown refers to a way of separating and decomposing a project into simpler and smaller parts for ease of management and control. PMBOK guide defines WBS as deliverable-oriented arrangement of fundamental projects components that defines and organizes the entire work scope of a project. Every descending level depicts an increasingly description of a project work (Cioffi and Rad, 2004). It is the main pillar for project management and thus ensures project implementation success. In addition, WBS is extremely critical to the project management since it simplifies the complex work and put all project activities under organized control as it is the basis for all other project management features such as cost estimation. The core advantage of WBS is allows accurate cost estimation, time and risk.  By breaking the project down, the project managers will concentrate on one part of a project as a definite project making it easier to estimate both time and cost needed to accomplish it, the project total cost is then a summation of all these definite project parts cost. 

 As such, the project proposal cost estimates are based on WBS, as explained by the project management approach. Price to win on the other hand refers to process of estimating a price that wins a project contract, which is the customer final trade-off between ability and purchase price (Cioffi and Rad, 2004). In order to estimate the winning price prior to making purchase decision, market knowledge, and target customer and competitor capabilities knowledge is critical. The project WBS details the cost through the critical process.

	Phase 
	Processes 
	Percentage of the proposed costs

	Plan 
	Establishing the project scope, undertaking the initial studies and business case
	0.09%

	Specify 
	Reviewing and developing a solution (that is system architecture) design and the requirements (specification process)
	0.11%

	Design 
	Reviewing and developing a detailed internal and external design of the project software 
	0.15%

	Build 
	This involve writing, inspection, reviewing and reworking code
	0.43%

	Test 
	This involves conducting a system-wide performance and assessment testing to make ascertain a quality solution
	0.16%

	Implement 
	Finally, installation and release of the solution, preparation and issuing of user documentation, and undertaking training, as well as, user follow-up
	0.06%


The work breakdown structure provides a platform for reference for all project components, for certain tasks in a project, and ultimately for better estimates and schedules.  It is intended to facilitate the process of integrating time planning, quality, and resources during project implementation. A sound breakdown structure supports a systematic planning procedure, minimizes the likelihood of omitting main project components and simplifies entire project through division of project components into several manageable units. Thus it is a skeleton for the estimate and schedule facilitating communication between various stakeholders and professionals implementing the project. Additionally, the WBS it encourages and facilitates sharing of critical information among different project stakeholders to ensure consistency and uniformity of the deliverables with the project’s objectives. In sum, the WBS depicts a logical organization of parts, modules and deliverables of the project. 

Strategies that could be implemented to prevent unethical practices and promote compliance with federal guidelines in the selected contract type’s performance risk and profit incentive

The literature mainstreams several strategies for maintaining ethics in any organization and to ensure compliance. The first strategies are compliance program, as well as, the integrity program. The basis of these strategies is compliance with basic tenets of pertinent legislation, the most evident and apparent compliance in U.S is one that is authorized by the “Federal Sentencing Guidelines,” amendments of the FS guidelines (2004), and Sarbanes-Oxley (2002)” (Arnold et al, 2010). The integrity system instills integrity into a contract and organization. It hinges on a meticulous testing and selection of the personnel and employees, who are contracted with values aligned to the organizational culture. The integrity system endorses personnel education and training in ethics, ethics champions and reward programs. It builds upon the rationale that integrity, commitment, and values should permeate workplace and have to be an integral part of the everyday decisions (Arnold et al, 2010). 

A third strategy to adopt is compliance strategy, which a low force behind it.  Compliance strategy is an integral part of all government stated ethics programs; every organization under this strategy must have a compliance standard communicated, examined and audited. Additionally, these companies need to have ethic officers and committee to address matters and certain cases, while serving as the business legal conscience.  For all organizations operating in U.S, it is mandatory to comply with the compliance code. In the U.S legal punishment as outlines by “United States Federal Sentencing Guidelines” for illegal or unethical activity is aggravated by the way properly diligent an organization is in observing its established ethical codes (Arnold et al, 2010).

Three ground rules and three assumptions that are conditional to the cost estimate

In any cost estimation approach, it is critical to ensure that the estimate is analyzed against the subjective knowledge of the project management professional and experiential data. The first core question to ask is whether the total cost estimate for the project are reasonable, since poor overall cost  estimates would lead to inadvertent omission within the RBS and WBS (Arnold et al, 2010).  Moreover, the methods and evidence used to establish cost estimates must be suitable to the nature of the project proposal, encompassing services and products to be acquired. Additionally, must fit procurement strategy to be used and other options to be presented to the federal government. In all cost estimation cases, methods and assumptions applied must be defensible and traceable under scrutiny and finance evaluation. Cost estimation should be based on the business case, project management plan, as well as, any initial technical documentation (Australian Government Information Management Office, 2012). 

Ground rules and assumptions are main components of cost analysis because cost analysis results are conditional on each of the ground rules and assumptions being true, and need to be noted as feasible. The following is the information that is critical to the cost estimation process. These considerations include quantities of production units and development units; life-cycle coast considerations together with information schedules such as, project development start and stop dates. Other includes certain items not included in the cost estimate, operations concepts and management concepts. Lastly, cost estimates will hinge on considerations relating to existing facilities together with their possible modifications on top of new facilities requirements. 
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