13.106

13.106 Soliciting competition, evalua-
tion of quotations or offers, award
and documentation.

13.106-1 Soliciting competition.

(a) Considerations. In soliciting com-
petition, the contracting officer shall
consider the guidance in 13.104 and the
following before requesting quotations
or offers:

(1)(i) The nature of the article or
service to be purchased and whether it
is highly competitive and readily avail-
able in several makes or brands, or is
relatively noncompetitive.

(ii) Information obtained in making
recent purchases of the same or similar
item.

(iii) The urgency of the proposed pur-
chase.

(iv) The dollar value of the proposed
purchase.

(v) Past experience concerning spe-
cific dealers’ prices.

(2) When soliciting quotations or of-
fers, the contracting officer shall no-
tify potential quoters or offerors of the
basis on which award will be made
(price alone or price and other factors,
e.g., past performance and quality).
Contracting officers are encouraged to
use best value. Solicitations are not re-
quired to state the relative importance
assigned to each evaluation factor and
subfactor, nor are they required to in-
clude subfactors.

(b) Soliciting from a single source. (1)
For purchases not exceeding the sim-
plified acquisition threshold, con-
tracting officers may solicit from one
source if the contracting officer deter-
mines that the circumstances of the
contract action deem only one source
reasonably available (e.g., urgency, ex-
clusive licensing agreements, or indus-
trial mobilization).

(2) For sole source acquisitions of
commercial items in excess of the sim-
plified acquisition threshold conducted
pursuant to subpart 13.5, the require-
ments at 13.501(a) apply.

(c) Soliciting orally. (1) The con-
tracting officer shall solicit quotations
orally to the maximum extent prac-
ticable, if—

(i) The acquisition does not exceed
the simplified acquisition threshold;
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(ii) Oral solicitation is more efficient
than soliciting through available elec-
tronic commerce alternatives; and

(iii) Notice is not required under
5.101.

(2) However, an oral solicitation may
not be practicable for contract actions
exceeding $25,000 unless covered by an
exception in 5.202.

(d) Written solicitations. If obtaining
electronic or oral quotations is uneco-
nomical or impracticable, the con-
tracting officer should issue paper so-
licitations for contract actions likely
to exceed $25,000. The contracting offi-
cer shall issue a written solicitation
for construction requirements exceed-
ing $2,000.

(e) Use of options. Options may be in-
cluded in solicitations, provided the re-
quirements of subpart 17.2 are met and
the aggregate value of the acquisition
and all options does not exceed the dol-
lar threshold for use of simplified ac-
quisition procedures.

(f) Inquiries. An agency should re-
spond to inquiries received through
any medium (including FACNET) if
doing so would not interfere with the
efficient conduct of the acquisition.
For an acquisition conducted through
FACNET, an agency must respond to
telephonic or facsimile inquiries only if
it is unable to receive inquiries
through FACNET.
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13.106-2 Evaluation of quotations or
offers.

(a) General. (1) The contracting offi-
cer shall evaluate quotations or of-
fers—

(i) In an impartial manner; and

(ii) Inclusive of transportation
charges from the shipping point of the
supplier to the delivery destination.

(2) Quotations or offers shall be eval-
uated on the basis established in the
solicitation.

(3) All quotations or offers shall be
considered (see paragraph (b) of this
subsection).

(b) Evaluation procedures. (1) The con-
tracting officer has broad discretion in
fashioning suitable evaluation proce-
dures. The procedures prescribed in
parts 14 and 15 are not mandatory. At
the contracting officer’s discretion,

202



