Pricing Proposal Instructions
With a business volume in excess of $25 billion, GSA offers more services and products than any commercial enterprise in the world.  Accordingly, the U.S. General Accountability Office has specifically recommended, “the price analysis GSA does to establish the government’s MAS negotiation objective should start with the best discount given to any of the vendor’s customers [most favored customer(s)].” GSA has a fiduciary responsibility to the American taxpayers and to customer agencies to take full advantage of the government’s leverage in the market in order to obtain the best value for the taxpayer.  GSA is seeking discounts, terms and conditions equal to or better than the Offeror’s most favored customer.

The following items must be included in the Price Proposal:
PRICE PROPOSAL

All proposed pricing shall be submitted as FOB Destination.  Pricing shall be clearly stated and Offerors are encouraged to use the pricing template found in the statement of work for the respective SINs.  Pricing submitted in the Price Proposal shall clearly indicate the applicable Special Item Number.  The following shall be included in the offeror’s pricing proposal:

· Price Proposal – Offerors shall submit pricing based on commercial pricing practices.  A clear pricing proposal shall be prepared; including the price offered to GSA, the offeror’s commercial rate, and discount offered to GSA.  Offeror’s are encouraged to use the pricing templates found in the statement of work to the maximum extent possible. 

· Labor Category Descriptions - Offerors proposing labor categories shall include a complete description, including at a minimum, title of labor category, function performed, qualifications and education required. 
· Product Descriptions – Offerors proposing products shall include a complete description of the proposed product.

· Course Descriptions – Offerors proposing training courses shall include a complete description of the course, which shall include length of class, topics covered, pre-requisites, and qualifications of instructors. 
NOTE: FOR SIN 653-7, MOVE MANAGEMENT SERVICES, ONLY - If offering household goods tariffs for commercial carriers please refer to the Employee Relocation Statement of Work for pricing guidance. 
PRICING SUPPORT

Commercial Items (as defined in FAR 2.101) with Established Catalog Prices:  For proposed pricing based on commercial catalog pricing, Offerors shall submit a copy of their established commercial catalog (published and dated), pricing guide or rate card and indicate the applicable SIN for which products/services are being offered to the government.  

· Commercial catalog pricing proposed under this procurement shall be submitted for the initial year only.  The initial year pricing will be the base line of the five-year contract.  Future price increases are subject to the Economic Price Adjustment Clause 552.216-70 (SEP 1999).

Commercial Items (as defined in FAR 2.101) without Established Catalog Prices:  For proposed pricing with no established catalog pricelist, internal business memorandum, pricing guide or rate card, Offerors must provide documentation on how they arrived at the proposed price.  The Offeror shall provide documentation to substantiate proposed pricing (e.g., agreements with corporate customers, internal policies, market prices, quote sheets, invoices, cost build-up, etc.).  The pricing documentation shall assure that pricing and price related terms and conditions are clear.
· Commercial pricing without established catalog prices can be proposed with an economic price adjustment.  Refer to clause I-FSS-969 – Economic Price Adjustment of this solicitation for a summary of economic price adjustments available. 

COMMERCIAL SALES PRACTICES FORMAT & SUPPORTING TRANSACTIONAL INFORMATION

The Commercial Sales Practice Format (CSP-1), must be completed in accordance with the Commercial Sales Practice Instructions, demonstrating comparative pricing with your most favored customer(s).  Most Favored Customer is defined as the customer who receives the best discounts, pricing and/or concessions. (See also Clause 552.212-70, Preparation of Offer (Multiple Awards Schedule)).  
Additionally, the offeror must provide transactional information (e.g. invoices where these services or labor categories have been “sold” before).  Invoices must support most favored customer pricing described in the Commercial Sales Practice Format. 
Failure to submit information required on the CSP-1 will result in immediate rejection of your offer

PRICING NARRATIVE

The Offeror is to submit a Pricing Narrative with their offer.  The narrative should address the following points:

· Indicate if any further discounts are offered, i.e. volume, quantity, prompt payment etc.
· Discuss why the offeror believes pricing is fair and reasonable and how it relates to most favored customer pricing.  Provide supporting documentation.  If GSA is not offered discounts, terms and conditions equal to or better than your most favored customer (the lowest price), provide an explanation why.

· Statement that the .75% Industrial Funding Fee (IFF) is understood and responsibility is accepted. (See contract Clauses 552.238-74, Industrial Funding Fee and Sales Reporting).  The Industrial Funding Fee will be included in the awarded prices and reflected in the total amount charged to ordering activities.  
· Statement that your firm understands and acknowledges clause 552.232-77 Payment By Government Commercial Purchase Card.  This clause requires contractor acceptance of government purchase card for orders less than or equal to $3,000.  Information on accepting the purchase card can be found at www.gsa.gov/smartpay.
· If rates are audited by a Federal Agency, include this information in the narrative.  However, this is the least preferred method of establishing price reasonableness.

