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page document contains a list of 40 tasks which, when executed, help ensure compliance with
public policy Once the process is finished, this document can be used to prove that the entire
process comp ied with pubhc policy and the law,
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6 Document the protest procedure.
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1. FoHow an RFProad~map.

Use t s doc rr entto demonstratethatthe entweprocesswas properiyplarned.

Developingand issuing an RFP and selectingthe “best value” proDosal is a comrron processbasedon “fair and
open competition” Many jurisdictions base their processon the Mode ProcurementCode deveiopedby the
Areer’can Bar Association in the 1 980s and recently revised. The State ProcurementBurea , Stateof Vortana
pr v desMontanaAgencieswith agood roadmapbased a22~stepRF processanda50~’pageRFPManua
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14. Evaluatiorcommitteeshould ‘neetto discussproposalreviewandscoringprocess

5. Proposalsreceived,inspected,anddistributedto evaluationcorirr ittee

16 Evaluationcommitteemeetings.Meeting notification postedon the State’ssolicitation website.
a) initial determinationif proposalsareresponsive
b) clarification questionssentout if required
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19. Agencyconductsfinal negotiationwith offeror if required.

20. Contractreviewedandsignedoff by SPBandagency.IT contractsrequireChief InformationOfficer signature.

21. Contractissuedwhenrequireddocumentsarein. Signedcopysentto SPB.

22. Agencybeginscontractperformancemonitoring.

Montana has provided direction in a series of documents, each dealing with a different element of

the RFP process. Here is a list of these documents:

DocumentName

ContractorAssessmentProgramTemplate

RFPEvaluationProcess Instructions

The roadmap described above is “RFP Flowchart”. All of the documents
~//www.discoverinmontana.com/do&GSD/css/Resources/RFPProcess.as

2. Specifytheactivitiesof the EvaluationCommittee.

Use this documentto demonstratethat the EvaluationCommitteewas properly organizedand directedto ensure
fairness.

Membersof the evaluationcommitteeare usuallyselectedbecauseof their knowledgeor expertiserelatedto the
procurement. In some organizations, membersof the evaluation committee may have pre~existing,informal
relationshipswith contractors.It is importantthat eachpersonon the evaluationcommitteeunderstandtheir role and
the critical natureof their activities and behaviorduring the process.In manyjurisdictions, care is takento ensure
that thereareno conflictsof interestandthe proposalsanddeliberationsarekept confidential.Committeemembers
are provided written instructions and areoften required to sign agreementson how they will behave.in Arizona,
thereis aState law requiring adeclarationfrom eachcommitteemember.In Alaska,eachprospectivememberof an
EvaluationCommitteeis providedwith RFPEvaluatorsGuide.

Bath Arizona and Alaska provide strong, specific directions to members of any Evaluation
Committee. In Arizona, the issue is dealt with in the Procurement Code.



In Arizona, the State has established a law to restrict the activities on members on an evaluation

committee. Title 41, Chapter 23, Arizona Procurement Code.

http://www.azleg.state .az. us/AnizonaRevisedStatutes.asp?Title=41)

In Alaska, the Division of General Services has developed an 8~pageguide to help evaluators

understand their role and responsibilities.

www.state. ak. us/local/akpages/ADMI N/dgs/pdf/rfpguide.pdf

This short publication deals with significant issues and emphasizes the required behavior of an
evaluator. It deals with many common issues including ethical considerations, procurement code
considerations, protests, and conflicts of interest:

~ Neither the Procurement Officer non the evaluation committee are allowed to deviate from the
procedure and evaluation requirements of the RFP.

~Your duty is to apply judgment in awarding points to the proposals for the purpose of ranking
them. You will be limited to considering only the evaluation criteria published in the RFP.

it is recommended that each evaluator complete and sign a Non~Conflictof Interest Form,
http://www..state.ak.us/local/akpages/ADMIN/dgs/poiicy.htm

NON~CONFLICT OF INTEREST STATEMENT

I certify that neither I nor any memberof my immediatefamily hasa material personalor financial relationship
with anyofferor, or to adirect competitorof anyofferor underconsiderationby this proposalevaluationcommittee.
I furthercertify that no other relationship,bias or ethical conflict existswhich will preventme from evaluatingany
proposalsolelyon its meritsand in accordancewith the Requestfor Proposal’sevaluationcriteria.

Furthermore,I agreeto notify the ProcurementOfficer if my personalor financial relationshipwith one of the
offerorsis alteredat anytime during the evaluationprocess. If I am servingasthe ProcurementOfficer of record
I agreeto advise my supervisorof anychangesthat could appearto representaconflict of interest.

C. A personwho sesweson an evaluationcommitteefor aprocurementshall sign astatementbefore reviewingbids or proposals
that the personhasno interestin theprocurementotherthanthat disclosedandwill haveno contactwith anyrepresentativeof a
competingvendorrelatedto theparticularprocurementduringthe courseof evaluationof bids or proposals,exceptthosecontacts
specifically authorizedby sections4©2534, 4©2537,41-2538and 41-2578.The personshall discloseon the statementany
contactunrelatedto the pendingprocurementthatthe personmay needto havewith arepresentativeof acompetingvendorand
anycontactwith arepresentativeof acompetingvendorduringevaluationof bids or proposalsexceptthosecontactsspecifically
authorizedby sections4i-2534,41-2537,41-2538and41-2578.A personwho serveson an evaluationcommitteeandwho fails
to disclosecontactwith a representativeof a competingvendoror who fails to provide accurateinformationon the statementis
~ecttoaci’silenaltyofatleastonethousanddoilarsbutnotmorethantenthousanddollnrs.



3. Developa fairnessplan.

This is a great document. It presents a plan for doing it right! And it can be easily adapted for use
in other jurisdictions since the procurement process in Australia is very similar to that followed in
the U.S. Go to: ~ V b.vic.ov.au and search fan “Probity Plan Template”.

http://www.vgpb.vic.gov. au/CA256C4500I 6850B/WebObj!PnobityPlan/$File/Pnobity%2OPIan .doc

The following tasks are generally in chronological order.

Ask for conflict of interestdeclarations

Obtainconfidentialityagreements

Checkbudgetapprovalobtained

Ascertainif aprobityauditoror adviseris.
required

Determineif it is necessaryto go to public
tender
Checkprocurementteammembers’
credentials.

Settledetailsof theProbityPlan

Checkprocurementteammembersare
familiar with andhaveaccessto all relevant

~ies
Ensurethat all tenderershaveaccessto the
sameinformation

Setup confidentialityprocedures

~rorietai’inform~onrocedures
, Brief all staff involved

13. Reviewprobityat completionof PLANNING
milestone

14. Settleinvitation documents(RFTi

15. Reviewprobityat completionof TENDER
PREPARATIONmilestone

16. Setup processfor receipt,recordingand
acknowledgingbids

17. Checkadvertisingarrangements
This includespressadvertisements,

etc
Arrangetenderbriefing meetings
Recordwho attended.Preparea summary
reportandpostit on awebsiteormakeit

~lableinhardco.
Checktendersarereceivedaccordingto
Conditions of Tender

18.

19.

20. Securedocuments

21. Reviewprobityat completionof TENDER
INVITATION STAGEmilestone

Use this documentto demonstratethatyou havetakenstepsto ensurethat your processis equitable,justifiableand
soundandprovidesequalopportunityfor all proposers.

The Victoria GovernmentPurchasingBoard(Australia)hasproducedsomeexcellentdocumentationrelatedto the
entireprocurementprocess.Probity, definedas“unimpeachablehonestyandvirtue” or “completeandconfirmed
integrit’!’, is acritical issue.Theyhavedevelopedandpublisheda policy which is accompaniedby a Probity Plan
Template.This 28-pagedocumentcontainsa list of 40 taskswhich, whenexecuted,helpensurecompliancewith
public policy.



Task

Many jurisdictions have created guidelines to help the evaluators. Issue 43 of The RFP Report
identified two good documents: the one produced by the State of Alaska, and the one from the
Federal Transportation Authority.

Issue 43 also discussed the Atlantic Lottery Corporation’s Evaluation Charter. This I 3-page
document is one of the best guides I’ve seen. It’s well organized. It’s synchronized with the RFP. It
deals with critical issues including Project Strategy, Responsibilities, and Risk Management. Risk
management is a topic which should routinely be part of every evaluation but one which is rarely
included.

Task
22. Notify biddersof anysignificantalternations

that mayoccurin the futuredueto changeof
circumstances

23. Assessbids as quickly aspossible

24. Ensureall bids arecomparedon the same
basis

25, Notify shortlistedtenderersof interview

26. Notify tenderersnotshortlisted

27, Documentinterviewsandpost tender
~ations
Performduediligenceof short listed
tenderers

28.

29. Plananddocumentsitevisits (if conducted)

30. Brief ReferenceGroup(if appropriate)

31. Reviewprobity completion of
EVALUATION milestone

32. PrepareSupplierSelectionReport

33. Reviewprobityat completionof SUPPLIER
SELECTION RECOMMENDATION
REPORT.

34. PrepareSupplierSelectionReportfor
~sters’ or Secretaries’a royal
SubmitSupplierSelectionReport to APE or

~oraproval
Notify the successfultenderer.

35.

36.

37.

38.

Notify unsuccessfultendererstheir offersare
ted

Debriefunsuccessfultenderers

~. ~letransition~anements
Store all documents40.

The evaluationprocessoften becomesthecenterof controversyand intensescrutiny, lt is a commonpracticeto definethe
details of the evaluation processwhile the RFP is being developed.in most organizations,the Project Manageror
ProcurementOfficer reviews the evaluation procedurewith the Evaluation Committeejust before the proposals are
distributed.Theywantto ensurethat eachevaluatorunderstandsthe processandperformsaccordingly.

Someorganizationsprovide the evaluatorswith scoresheets;others, with a descriptionof their responsibilities.Some
organizationsprovideeachevaluatorwith aGuide,adetaileddescriptionof the evaluationprocessbasedon the RFPitself.
While theseGuidestaketime andeffort to prepare,theyare worth it! TheseGuideshelp the evaluatorsunderstandthe
processand their responsibilities.They simplify the work of the evaluatorsand they are agreattool in defendingthe
processfrom criticism.

TheAtlantic Lottery Corporation’sEvaluationCharteris oneof thebestI’ve seen.
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~2Re’vieu’edb’:

Use thisdocumentto demonstrateyour senseof fairness,and your organization’swillingnessto dealwith suppliers’
concerns(without litigation).

The existenceof a well-written reasonabledebriefingprocedurewill re-enforcethe ideathat the entire RFP process
was done properly. it will also convincesome disgruntledvendorsto seekmoreinformation beforetalking to their
lawyers.And finally, an inviting andopen debriefingprocesspermits you to find out which vendorsarereally, really
angryandgives youan opportunityto defusethesituation.

Debriefing is often looked upon as the crumbs given to losers to offset, at least in the purchaser’s
mind, the cost of submitting a losing proposal. It is an attempt by the Purchasing Organization to
provide some value to the suppliers. It is also a means by which the Purchaser can determine
which suppliers are really mad and intend to challenge the results, either through senior
management, the political process or the courts.

Most jurisdictions provide an opportunity for suppliers to obtain details about their proposals and
why they didn’t win. The suppliers are offered some information as a ‘thank you’ far the cost and
effort of preparing a proposal.



Under many different access to information laws in many jurisdictions, a large amount of
information is available about an RFP and the proposals:

p” Project authorization
~ The RFP document
~ The Evaluation Process
~ The Evaluators’ notes
~ Memo recommending the winner
~ Suppliers proposals, except for competitive information
~ Evaluation summary sheets.

While there are lots of examples of documents dealing with this topic, I’ve selected three for
inclusion here. Each of these demonstrates some element of excellence. Each reflects a serious
commitment to a transparent process. And each, in its own way, argues against initiating a legal
action until the debriefing is completed.

~ provides tools to promote acquisition workforce
skills and knowledge. http:!/www.fai .gov/prodev/pdfs/Unit47.pdf

Unit 47 deals with this topic and is a good model for a debriefing document. It first defines the
skills and abilities required in a debriefing and then provides the details of a 9-step procedure:

I. Determine whether to debrief an offeror.
2. identify Government personnel for debriefing participation.
3. Schedule debriefings.
4. Determine the method of debriefing.
5. Prepare for preaward debriefing.
6. Prepare for post-award debriefing.
7. Conduct the debriefing.
8. Document debriefing session.
9. Provide debriefing information on the successful offeror’s proposal to interested parties.

~ Best Practices Procurement Manual

contains two pages on this topic. http://www.fta.dot.gov/library!admin/BP PM/toc.html

It defines the value of a debriefing and its role in discouraging offerors from taking legal action:

Debriefing of unsuccessfulofferorscanbe valuableto both the offerorsandthe procuringagency.A debriefing canbe
helpful for anumberof reasons:

~ It communicatesasenseof fairnessandappreciationto offerorswho havemadesizeableinvestmentsof time
andresourcesin preparingbids or proposalsfor your program.



• it mayavoid aprotestby convincingadisappointedofferor that your agency~ deci~onwascarefullymade,
factually well supported,andthe bestonefor your agency.

Of most importance,it canhelpofferorsimprovetheir future proposals,which is adefiniteadvantageto there
andto your agency.

~ #3-The Office of G~!ernmentCommerce in the United Kin drsm has puHished a
21-oage Supplier Debriefing memo.
~p./v v~ctgp~ s kUlreferenc~~~,~i.ryLjeQ~j~’uda~QL~,gpje rdebref,,,pdf
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6. Documentthe protestprocedure.

Use this documentto inform vendorsthat you will attemptto resolvetheir issuesthroughdiscussionsand
negotiations,ratherthanlitigation.

vntter conplaintsorocedurecand rec. (andcontrol) thevendors’ ac~’vites promotecorf dencei t e pro~ess
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The City of Miami has a 3~pageprocedure.
~//www. ci, m iami.f . us! Procu re men~docs!B idP rote St. df

Protests must be initiated within two days of the notice of award of a contract. Only proposers
can protest. Protests may not challenge the evaluation criteria or we’ghts. And protests are first
dea t with Ly the Chief Procurement Officer,

T e S at°of Nebraska I-as a one page protest procedure tI-at ioeitif’es the timing (withi
day~of intert to av ard), the offic’a ‘ charge (Materiel D’v’s’ n 4~dmnist atar), and the tasks
http Iv ww.das sta e.ne us materel pu chasirglrfprianual fo ‘r_protestpracedu es pdf

~I-e~“t of r a d ias a two-page Bi A and Disp cs proce re P otests oft° ca
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11.1. SystemwideElements

11.2. Individual ProcurementElements

ill. QuestionnairesandCheck Lists

111.1. AssessmentPhaseinterviewQuestionnaires

111.2. ReviewFindingsCheckLists

IIl.3.a. SampleReportFormat

lIl.3.b. ReportSummaryTable

IV.2. Circular 4220.1E “Third PartyContractingRequirements”

The document contains interview questionnaires for mast stakeholders including:

a Attorney
a Grants Personnel
a Finance Personnel
a Head of Procurement
a Procurement Staff
a Program Manager
a Disadvantaged Business Enterprise (DBE) Representative

The suggested questions are quite extensive. For example, there are 27 topics covered for the
Program Manager and the questions include: What is your role in the initial acquisition process?
Do you have a copy of the Procurement Procedures Manual? What can your Department do to
improve procurement? Are you aware of the policy regarding acceptance of gifts, gratuities, favors
or anything of monetary value form contractors or potential contractors?

Chapter Ill contains an evaluation checklist of best practices related to RFPs. This checklist deals
with 30 different aspects of RFP5. Many organizations could improve the RFP process by
adopting same of these.

For example, item 7 requires that independent cost estimates be established before you open the
proposals. In fact, issuing an RFP without a cost estimate often leads to all the proposals being
over budget. Prior to creating an RFP for a new, or complex service, outside consultants are
sometimes hired to define the scope of work and estimate the casts,



Item 13 ensures that “brand names” are only used to establish specifications and not to restrict
competition.

Item 16 ensures that a competent vendor relying only on the information in the RFP (requirements
and the evaluation process) can produce a proposal which could win the competition.

Item 44 ensures that contract changes not within the original scope are treated as sole source
procurements.

~ETITI VE PROPOSALS P Checklist

7) independentCostEstimate[EI’i~i.~.422Q.jJ~10.1
T~nteemadeanddocumentedanindeendentcostestimatebeforereceitofroosals.

9) UnreasonableQualificationRequirements~l~5~,$220,iI~. 8.a.(1)I
T~olicfution did notcontainunreasonablere uirements lacedon fimm.

10) UnnecessaryExperienceandExcessiveBondingI~L.~4220.U!8.a.(2)i
~ssa’exerienceandexcessivebondinreuii’ementswerenotincludedinthissolicitationorcontractdocuments.

11) OrganizationalConflict of interest(OCI) If ~C4220~E 8.a.(5)I
Thereis anapparentor potentialOCI andthe solicitationcontainsprovisionsto eliminateor mitigatetheconflict (e.g.by
insertinga clausethat prohibits the contractorfrom competingfor the follow-on contractto thecurrentdesignor research
contact).

12) 4rbitra~actionlL~ aC.ffLI.1 8 a (61(c)I
Therewasno arbitraryactionin theprocurementprocess.(An exampleof arbitraryaction is whenawardis madeto other
thanthecontractorwho mostsatisfiedall thegrantee’srequirementsas specifiedin the solicitationandas evaluatedby

13) .BrandNameRestrictionsI IA..~42~2tb~LF!8,c,(1)j
A. “bsmednam.eor equal’specificationis usedandthesolicitationhas identified the minimumneedsandclearlyset forth
thosesalientphysicalandfunctionalcharacteristicsof thebrandnamerequiredby thegrantee.

If the solicitationspecifies‘brand name” only withoutspecifyinganequalor listing thephysicalor functional
characteristicsneeded,checkDeficient.

I~ocurementdoes not ccif a “ brandname”,checkNA,

14) GeographicPreferencesU2I’~s!!,,~f27~0,Jj,~8,b.I
Thesolicitationcontainsno in-Stateor local geographicpreferencesexceptwhereFederalstatutesexpresslymandateor
encouragethem.

15) Contract Term Limitation [j~f’~fj,j.220~jF7.m.j
Thecontractperiodofperformancefor rolling stock andreplacementpartsdoesnot exceedfive (5) yearsinclusiveof
optionswithoutprior ETA approval.Forall other typesof contracts,theprocurementfile containsevidencethat the
~ct term is baseda on soundbusiness ud ent,

16) Written ProcurementSelectionProcedures j’~�j,f22f~J.F~8.c.1
Thegranteehaswritten selectionproceduresandthe solicitationalso identifiesall requirementsthatofferorsmustfulfill
~li otherfactors to beusedin evaluatin bids or ro osals.

17) Solicitation PrequalificationCriteria If~5~~C.4220.ifi.8.d.1
Thesolicitationrequiredprequalificationof persons,firms, or products.The list is current, includesenoughqualified
sourcesto ensuremaximumfull andopencompetition,andpotentialbiddersarenotprecludedfrom qualifying during the
solicitationperiodfrom issuanceofthe solicitationto its closingdate.
~olic itationdoesnot containa re ualificationre uirement,checkNA.

18) Award to ResponsibleContractorIf~T~4~,If.20~1E7.h.]
The granteemadea determinationthat it wasawardingto a responsiblecontractorconsideringsuchmattersascontractor
~ com~liancea’ ublicolic,record ofp~ formance,andfiaancialand technicalresources.

14



19) Sound and CompleteAgreement [fl.k~~4220,JE15.a.& b.]
This contract is a soundand completeagreement. In addition, it includes remedies for breach of contract and provisions
c~in terminationfor causeandconvenience.

24) Clear,Accurate,andCompleteSpecification~l’~~~4220,li 9.c.(1)& 9.c.(2)(b)1
A complete,adequate,andrealisticspecificationor purchasedescriptionwas availableand includedanyspecificationsand

attachmentswhich definethe itemso~ jces sou tin order for the bidderto properlyrespond.

25) MoreThanOneSourceIflA.~4a~Q.1E
9.d.I
Forthis procurement,morethanone qualifiedsourcesubmittedoffers,i.e. proposals.(If not, the reviewershouldreview
t~ntractasa noncom etitive ne otiation.

29) PublicizedIf~i’f~.,fj4~f~0JjL9.d.(1)]
~his rocurement,theRe uestfor Pro osalswas ublicized.

30) AdequateNumberof SourcesSolicitedIJI~c~22Q,iE9.d.(2)1
~is rocurement ro osalswere solicitedfrom anadeuatenumberof ualifiedsources.

36) Evaluation~ (!4220.1E9.d.(3)]
A methodis in placefor conductingtechnicalevaluationsof theproposalsreceivedandthe solicitationhasevaluation
f~rs identifiedaba with their relativeim ortance.

37) PriceandOtherFactorsIJ~1ft,(1,4220.JJ~19.d.(4)1
Forthis procurement,awardwasmadeto theresponsible~rm whoseproposalis mostadvantageousto the grantee’s

th rice andother factorsconsidered.

40) Evaluationof OptionsIfluii.4220,fll 9.i.(1)I
The optionquantitiesorperiodscontainedin thecontractor’sbid or offer were evaluatedin orderto determinecontract
award. (To beeligible for Federalfunding, optionsmustbeevaluatedaspartof thepriceevaluationof offers,ormustbe
treatedas sole sourceawards.)

I~econtactdoesnotcontaino tions, checkNA.

41) Costor PriceAnalysis I1~’Lkf!$22fi.I,Fi10.1
Eithera costanalysis,with associatedprofit negoti.ation,or apriceanalysiswas performedanddocumentedin the
procurementfile with respectto the initial contractaward,Also costanalysiswasperformedwhennegotiatingcontract
modificationsunlesspricereasonablenesswas establishedon thebasisof a catalogor marketpriceof a commercial

oIdinsubstantialuantitiestotheeneralubiicoronthebasisof~ricessetb1aworregulation.

42) WrittenRecordof ProcurementHlstorr ILL~.L~i22ttIr7 U
The file containsrecordsdetailing thehistoryof this procurement.At a minimum, theserecordsinclude:

(1) the rationalefor the methodof procurement,
(2) selectionofcontracttype,
(3) reasonsfor contractorselectionor rejection,and

~asis for thecontract rice.

43) Exerciseof Options~ 9.i.(2)j
The granteeexercisedanoption on this contractadheringto the termsandconditionsof theoption statedin thecontract
anddeterminedthat the optionpricewasbetterthanpricesavailablein themarketor that theoption wasa more
advantageousofferat the time theoptionwasexercised.

~on wasnot exercisedunder this contract, checkNA.
44) Out of ScopeChanges[1 A.C4220.1E9.h.]
The grantee amendedthis contract outsidethe scopeof the original contract, The amendmentwas treated as a sole source
procurement(complying with the ETA requirementsfor ajustification, costanalysisandprofit negotiation).If the contract
~ot modifiedor if all modificationswere within the sco eof the conkact,checkNA.

45) AdvancePaymentProvisions~T.i. C4220.IE.12.a.1
Thecontractordid notreceiveanadvancepaypaentutilizing FTA funds andthecontractdoesnotcontainadvance

rovisionsor, if it did, norwritten concurrencewasobtainedfromETA,

46) ProgressPaymentProvisions[J C4220.jE12.b.]
Thecontractcontainsprogresspaymentsbasedon costsincurred(asopposedto percentof completion)andthe contract
containsa provisiongiving thegranteetitle to property(materials,work in progress,andfinishedgoods)for which
progresspaymentsaremade.Thecontractmaycontainothersecurityin lieu of obtainingtitle,

If thecontractdoesnotcontainprogresspayments,checkNA.



47) Time andMaterialsContractsftl’Ac322~.l.E~7.j.]
This is a time andmaterialscontract;the granteedeterminedthat no othertype of contractis suitable;andthe contract
specifiesa ceilingprice.

If this is not a time andmaterialscontract,checkNA.

48) Cost Plus Percentageof Cost J~j1~~422Q,,jE10.e.1
~is not a cost las a ercenta of cost contract.
49) LiquidatedDamagesProvisionsIf~7A 4220.1ff 13.]
Thiscontractcontainsliquidateddamagesprovisionsandthe assessmentfordamagesis specifiedin thecontractat a
specific rateperday for eachdayof overrun in contracttime,

conkactdoesnot containii uidated dama es rovisions,checkNA.

50) Piggybacking[ !AC4270JE7.e.(3)]
1) This file contains:Assignabilityprovisions[ I’AC42.1E 7.p.]
2) Theprocurementfile contains:Pricereasonablenessdetermination[ft~,,,AC’42rfFft 7.e.(3)]

l~s is hot a “ Pi backina”contract,checkNA.

56) ClausesII~L&.~.422Q.1Jf16.]
This contractcontainstheappropriateFTA requiredclauses,

The contractclauseslocatedin the ryiuryft,yreement.shouldbe usedto determinethe applicabilityof theclausesto the
procurementtype Thef ~ canbeuseoto determineheapplicabili y of thespecific
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