General Services Administration

use or disposition of Government-fur-
nished property). Legal Counsel and
the Assistant Inspector General—Au-
diting or Regional Inspector General—
Auditing, as appropriate, must concur
in any modifications to the clause.

514.202 General rules for solicitation
of bids.

514.202-4 Bid samples.

(a) Solicitation requirements. (1) When
you require bid samples, require bid-
ders to submit samples produced by the
manufacturer whose products will be
supplied under the contract.

(2) The FAR limits use of bid samples
to cases where you cannot describe
some characteristics of a product ade-
quately in the specification or pur-
chase description. This usually applies
to subjective characteristics. You may
determine that you need to examine
objective characteristics of bid samples
to determine the responsiveness of a
bid. Base your determination on past
experience or other valid consider-
ations. In the solicitation, separately
list ‘“‘Subjective Characteristics” and
““Objective Characteristics.”

(3) A sample provision appears at
552.214-72, Bid Sample Requirements.
You may use this provision as shown or
modify it to fit the circumstances of a
procurement.

(b) Handling and disposition of samples.
(1) Retain samples from accepted bids
for the period of contract performance.
If you have no outstanding claims re-
garding the contract, dispose of the
samples at the end of the contract
term following the bidder’s instruc-
tions.

(2) If you anticipate a claim regard-
ing the contract, retain the bid sam-
ples until the claim is resolved.

(3) Retain samples from unsuccessful
bids until you make award. After
award, dispose of these samples fol-
lowing the bidder’s instructions.

(c) Using bid samples. Include the in-
formation required by FAR 14.202-4(e)
in the solicitation. Provide the num-
ber, size, and full description of sam-
ples with instructions on how to sub-
mit bids. List the characteristics that
you will examine. The list needs to in-
clude any aspect of the bid sample the
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acquisition team will examine to deter-
mine the product(s) acceptability.

514.203 Methods of soliciting bids.

514.203-1 Transmittal to prospective
bidders.

Prospective bidders, as used in FAR
14.203-1, include both the following:

(a) The incumbent contractor, except
when its written response to the notice
of contract action under FAR subpart
5.2 states a negative interest.

(b) Bidders that responded to recent
solicitations for the same or similar
items.

514.270 Aggregate awards.

514.270-1 Definition.

Aggregate award means an arrange-
ment whereby two or more separately-
priced line items are combined for
award to that bidder whose bid will re-
sult in the lowest overall cost to the
Government for the line items as a
group. The individual price for each
item does not have to be the lowest bid
received. (See also the definition of a
“line item” in FAR 3.302.)

514.270-2 Guidelines for use.

(a) GSA usually solicits prices and
reserves the right to make award for
individual line items. In some cases it
serves GSA'’s best interest to combine
two or more line items for an aggre-
gate award. Such cases include when:

(1) Users desire uniformity of design,
style, and finish (e.g., suites of house-
hold furniture).

(2) The articles will be assembled and
used as a unit, and different manufac-
turers’ components may not be inter-
changeable.

(3) Users have high demand for cer-
tain articles, but demand for related
articles is insufficient to attract com-
petitive bids (e.g., various sized of
socket wrenches). Awarding the low-de-
mand articles in conjunction with the
high-demand articles may encourage
competition.

(4) One location (delivery point) has a
large requirement, and another loca-
tion has a requirement too small to in-
dividually attract competitive bids.
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(5) Awarding and administering nu-
merous small contracts for similar ar-
ticles or services is impractical.

(b) Before deciding to combine items
for aggregate award, consider the fol-
lowing factors:

(1) The capability of bidders to fur-
nish the types and quantities of sup-
plies or services in the aggregate.

(2) How grouping delivery points will
affect bidders.

(3) Which combinations will accu-
rately project the lowest overall cost
to the Government.

(c) Do not use an aggregate award if
it will significantly restrict the num-
ber of eligible bidders.

514.270-3 Evaluation
award.

Clearly state in the solicitation the
basis for evaluating bids for aggregate
award. Require bidders to submit a
price on each item within the group or
a percentage to be added or subtracted
from a list price. Advise bidders that
failure to submit prices as required
within a group makes a bid ineligible
for award for that group.

factors for

514.270-4 Grouping line items for ag-
gregate award.

(a) Type of contract. While this sec-
tion addresses supply contracts (arti-
cles and delivery points), the same
principles apply to service contracts
(types of services and service areas).

(b) Effect on compeition. Provide for
full and open competition when you
group items for award. Grouping items
for award may preclude a significant of
firms from bidding. This occurs if firms
are unable to provide all the types or
quanities of supplies or services, or
make deliveries to the various delivery
points included in the prospective ag-
gregate group.

(c) Grouping different articles. Include
only related articles in an aggregate
group. Related articles are those nor-
mally manufactured or produced by a
majority of prospective bidders. Group-
ing unrelated articles often restricts
competition unnecessarily.

(d) Grouping geographic locations or de-
livery points. Consider the following
guidelines before deciding to group dif-
ferent geographic locations or delivery
points:
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(1) A delivery point may have suffi-
cient requirements so that individual
shipments involve economic produc-
tion runs and carload or truckload
quanities. In this case, list it as a sepa-
rate line item.

(2) The types of bidders (i.e., small or
large firms, manufacturers or distribu-
tors, etc.) who respond to previous so-
licitations can provide important in-
formation. For example, if previous
bidders are distributors with franchises
in certain territories, grouping dif-
ferent territories could tend to restrict
competition.

(3) Transportation costs can affect
competition and pricing. They may
constitute a significant portion of the
total delivered cost. Obtain the advice
and assistance of transportation spe-
cialists before grouping geographic lo-
cations or delivery points. Depending
upon the supplies being acquired:

(i) Grouping widespread geographic
locations or delivery points may reduce
competition or result in higher prices.
It can cause you to lose ‘‘area pricing”’
advantages provided by a supplier with
a single production point.

(i) Conversely, for many small com-
mercial items (hand tools, locks, etc.),
manufacturers may quote the same
price for delivery anywhere in the U.S.

(iii) Tariff boundaries can also affect
how manufacturers price deliveries to
different areas.

514.270-5 Evaluation
for aggregate awards.

(a) Definite quantity contracts without
options. For definite quantity contracts
without options, the evaluated bid
price is the total bid price, as adjusted
for any price-related factors identified
in the solicitation. This reflects the ac-
tual cost to the Government and will
identify the most advantageous bid.

(b) Indefinite quantity contracts, re-
quirements contracts, and options. Indefi-
nite quantity and requirements con-
tracts use estimated quantities. Op-
tions involve the probability of wheth-
er and when the options will be exer-
cised. These situations may result in
unbalanced bids (see FAR 15.404-1(Q)),
leading to inaccurate evaluation of the
projected cost and award to other than
the most advantageous bid. To avoid

methodologies
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