Market Research

Market Research (MR) provides the foundation for creating an effective solicitation and successful contract.  MR should be conducted before developing new requirement documents and before soliciting offers, and consequently, is a shared responsibility of the technical and procurement communities.

Who should conduct MR?

Team approach is always a key for success.
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Program managers
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Logistic personnel
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Procuring personnel
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MR is essential tool to:
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Determine if sources capable of satisfying the agency's requirements exist; 
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Determine if commercial items or, to the extent commercial items suitable to meet the agency's needs are not available, nondevelopmental items are available that-- 

· Meet the agency's requirements; 

· Could be modified to meet the agency's requirements; or 

· Could meet the agency's requirements if those requirements were modified to a reasonable extent; 
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Determine the extent to which commercial items or nondevelopmental items could be incorporated at the component level; 
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If MR indicates commercial or nondevelopmental item might not be available to satisfy agency needs, agencies shall re-evaluate the need in accordance with Federal Acquisition Regulation (FAR) 10.001(a)(3)(ii) and determine whether the need can be restated to permit commercial or nondevelopmental items to satisfy the agency’s needs

[image: image7.jpg]


Determine the practices of firms engaged in producing, distributing, and supporting commercial items that you are buying, such as terms for warranties, buyer financing, maintenance and packaging, and marking; and 
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Ensure maximum practicable use of recovered materials (see FAR Subpart 23.4) and promote energy conservation and efficiency.

When to conduct MR?
Required by FAR Part 10:
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 Before developing new requirements and before soliciting offers exceeding the simplified acquisition threshold (SAT; currently $100,000); and 
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 Before soliciting offers for acquisitions with an estimated value less than the SAT when adequate information is not available and the circumstances justify its cost.
Desired:

[image: image11.jpg]


Anytime to survey the market especially for recurring requirements.

How to conduct MR?
MR techniques include:
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Contacting knowledgeable individuals in Government and industry.
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Reviewing results of recent MR report covering similar items.
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Obtaining source lists from contracting agencies, trade associations, or other sources.
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Reviewing published or on-line catalogs and other generally available product literature.
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Publishing formal requests for information through contracting agency.
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Attending seminars, trade shows, and industry workshops.
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Conducting interchange meetings or pre-solicitation conferences early in the acquisition process.
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Caution!
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When conducting MR, you should not request potential sources to submit more than the minimum information necessary.
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Document the results of MR and attach it to your Purchase Request for better and faster acquisition process.

Need assistance for MR?

Contact us @ DSN 243-8404/7622.
Realistic lead-time?





How to write Spec/ SOW?





Better solution?





Reasonable estimate?





Commercially available?























