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MYTH #1
C o n t r a c t o r C a n n o t m e e t

o n e - o n - o n e w i t h t h e G o v t .
O f f i c i a l

As Long as no preferential Treatment is received, Govt Official can meet with 

the potential offeror one-on-one.

FAR PART 15 ENCOURAGES COMMUNICATION
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MYTH#2
C o n d u c t i n g  

d i s c u s s i o n s / C l a r i f i c a t i o n s  a f t e r  
p r o p o s a l  i s  s u b m i t t e d  m a y  l e a d  

t o  a d v e r s e  d e c i s i o n  o n  t h e  a w a r d  
.

Avoiding communication solely from the fear of delayed award may 

cause bigger problems during contract performance
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MYTH#3
T h e  b e s t  w a y  t o  p r e s e n t  m y  

c o m p a n y ’ s  c a p a b i l i t i e s  i s  b y  
m a r k e t i n g  d i r e c t l y  t o  c o n t r a c t i n g  

o f f i c e r s  a n d / o r  s i g n i n g  t h e m  u p  
f o r  m y  m a i l i n g  l i s t .

Contracting officers and program managers are often inundated with 

general marketing material that doesn’t reach the right people at the 

right time. Contractors should take advantage of various outreach

sessions that agencies hold for the purpose of connecting contracting

officers and program managers whose skills are needed.
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MYTH #4
A g e n c i e s  g e n e r a l l y  h a v e  

a l r e a d y  d e t e r m i n e d  t h e i r  
r e q u i r e m e n t s  a n d  

a c q u i s i t i o n  a p p r o a c h  s o  
o u r  i m p a c t  d u r i n g  t h e  p r e -

R F P  p h a s e  i s  l i m i t e d

Early and Industry specific information is valuable. Agencies 

generally spend a great deal of effort collecting and analyzing 

information about capabilities within the marketplace. The 

more specific you can be about what works, what doesn’t, 

and how it can be improved, the better.
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MYTH #5
I f  I  m e e t  o n e - o n - o n e  w i t h  

a g e n c y  p e r s o n n e l ,  t h e y  
m a y  s h a r e  m y  p r o p r i e t a r y  

d a t a  w i t h  m y  c o m p e t i t i o n .

Agency personnel have responsibility to protect proprietary 

information from disclosure outside the government and will 

not share it with other companies.

Add a Footer 7



MYTH#6
T o  d e v e l o p  m y  n e w  p r o p o s a l ,  I  
d o n ’ t  r e a l l y  n e e d  t o  t a i l o r  m y  

s o l u t i o n  t o  t h e  s p e c i f i c  
s o l i c i t a t i o n  s i n c e  t h e  g o v e r n m e n t  

w o n t  r e a d  m y  p r o p o s a l  t h a t  
c l o s e l y  a n y w a y .

Offeror should tailor each proposal to the evaluation criteria, proposal 

instructions, and specific requirements of the solicitation to which they 

are responding. Contracting officers and evaluation team members read 

proposals closely for compliance with the proposal instructions and 

must evaluate them against the evaluation factors and the statement of 

work in the solicitation.
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THANK YOU
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