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 To provide certified small businesses (SBs) and 
Disabled Veteran Business Enterprises (DVBEs) 
with a better understanding of the state 
procurement process and tips on how to be 
successful. 

Purpose of Training 

Presenter
Presentation Notes
We hope that this can assist you with 
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 Overview of State Contracting 
 How the State Buys 
 Finding & Receiving Solicitations 
 How to Review a Solicitation 
 SB Preference 
 DVBE Incentive 
 Commercially Useful Function 
 Contract Readiness 
 Tips for Success 
 Common Mistakes  
 Resources  

 
 
 
 

Overview of Training Topics 

Presenter
Presentation Notes
These are the topics we will cover today. Following each topic we will try to answers questions 



C A L I F O R N I A   D E P A R T M E N T   O F   G E N E R A L   S E R V I C E S    •   P R O C U R E M E N T   D I V I S I O N 

How The State Buys 

 Contracts Exempt from Advertising  

 Fair and Reasonable - Less than $5,000 

 SB/DVBE Option  

 Emergency purchases  

 Request for Information (RFI) 

 Invitation for Bid (IFB) 

 Request for Proposal (RFP) 

 Request for Quotation (RFQ) 

 

Presenter
Presentation Notes
In this class today we will cover 5 types of procurement methods used by the State of California: Contracts Exempt from Advertising, Request for Information (RFI),  Information For Bid (IFB), Request for Proposal (RFP) and Request for Quotation (RFQ). 

There is one other procurement document that we did not list and it is the Request for Offer (RFO), but it is Leveraged Procurement Agreements (LPA), specifically California Multiple Awards Schedules (CMAS) and Master Service Agreements (MSA).  
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Fair And Reasonable – Less Than $5,000 

 Non-IT Goods and IT Goods and Services 
 5 techniques: 
 Price Comparison 
 Catalog/market pricing 
 Prices set by law or regulation 
 Historical comparison 
 Cost/benefit analysis 

 

 

Presenter
Presentation Notes
Each agency is responsible for creating their own policies on Non-IT Service contracts under this dollar amount in accord with the State Contracting Manual (SCM) Vol. 1, 5.90.  For Non-IT Goods and IT Goods and IT Goods and IT Services, there are 5 different techniques that may be used in order to informally purchase under this dollar amount. 
Price Comparison-Using a quote from within the last 18 month period to make an up to date purchase. 
Catalog/Market Pricing-Using a reputable business’s website, newspaper ad, or catalog to document pricing and award. 
Historical comparison-Using a Purchase Order from within the last 18 month period to make an up to date purchase. 
Controlled pricing- When what needs to be acquired is priced by regulation; for example, gas, eggs, milk, and some items or services that are offered on an LPA contract valued at under $5,000.
Cost/Benefit Analysis-When an experience buyer can determine that no other quotes are needed for price fairness; and can document how the State can save time/money with this procurement method. 

Less than $5,000 – Fair and Reasonable, 2 quotes, and does not have to be a small business. Less than $5,000-Competition is always the preferred method of acquisition.  However, departments may acquire non-IT goods valued less than $5,000.00 if fair and reasonable pricing can be established without receiving alternate quotes. (SCM V2 Chp. 4C1.0)
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SB/DVBE Option 

 Certified SB or DVBE 
 Goods, Services, & IT goods and services - $5,000.01 

to $249,999.99 
 Public Works - $5,000.01 to $291,000.00 
 At least two price quotes (2 SBs or 2 DVBEs) 
 Reference: 
 GC Sections 14838.5 (a) and (b) 

 

Presenter
Presentation Notes
Per Government Code 14838.5 agencies may procure from either a SB or DVBE through competition free from advertising or protests within the dollar threshold of $5,000.01-$249,999.99.  A minimum of 2 responsible and responsible quotes must be received in order to award. (SCM V2, Chapter 3 page 7)

Contract award may be made upon receipt of responsive price quotations from at least 2 responsible certified SB or DVBE businesses. 

SB/DVBE Option – 2 quotes, must be either a SB or DVBE, under $250,000 for commodities/goods and services; under $291,000 for public works related projects. GC Section 14838.5 enables a department to conduct a competitive solicitation valued at $5000.01 through $249,999.99 that targets only certified SB or certified DVBEs. ( SCM V2 Chp. 3.2.4) SB and DVBE Quotes can not be combined. 
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Emergency Purchases  

An emergency purchase as defined by PCC section 1102 
is “ a sudden, unexpected occurrence that poses a clear 
and imminent danger, requiring immediate action to 
prevent or mitigate the loss or impairment of life, health, 
property or essential public services” 

 

Presenter
Presentation Notes
An emergency is defined as “ a sudden, unexpected, occurrence that poses a clear and imminent danger, requiring, immediate action to prevent or mitigate the loss of impairment of life, health, property or essential public services. 

Emergency purchases are not always natural disasters, i.e. flood in building and the building is used to assist those look for a job (replacement and clean up of carpets need to happen quickly) , check processing issues with EDD, Breach in Network Security, etc. 

Emergency- Departments may contract for emergencies regardless of dollar limits but must adhere to the purchasing processes applicable to the classification of the emergency. (SCM V2 CHP. 1.A2.6)
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Request For Information (RFI) 

 RFI may also be used to “survey” the marketplace to 
understand what products or services may be 
available to project the dollars that may be needed for 
the procurement. 

 RFI can also be referred to as Request for Interest.   

 

 

 

 

 

Presenter
Presentation Notes
RFI is typically used when there is an excessively large pool of interested suppliers. 
It helps establish the mailing list for buyers to use when distributing a solicitation.  

What does the RFI typically include:
Solicitation number and title-questionnaire asking specific warranty info, specification, compliance, etc. 
General description of the equipment or services to be solicited
Estimated quantities, features
Does not provide or ask for cost information
The RFI will indicate where and how to submit vendor response to the RFI. 

RFI-to separate those suppliers who intend to participate in an upcoming solicitation from those who have no interest in participating. 
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Invitation For Bid (IFB) 

 The IFB is typically used to obtain simple, common, or 
routine services that may require personal or 
mechanical skills. 

 It follows a formal bidding process.  

 An IFB seeks an answer to the following: 
 “Here is exactly what we need to have done.  Here are the 

qualification requirements, performance specifications, time 
frames, and requirements that must be met.  How much will you 
charge us?” 

 

 

 

 

 

 

 

Presenter
Presentation Notes
The requesting agency knows exactly what they want, they just need quotes. 

Invitation for Bid is used for formal solicitations-Goods, IT and Non-IT services, simple to explain, state provides a complete SOW (specifications for non-it goods) describing everything the state needs a vendor to accomplish; including all work, supplies, personnel and time frames.  Bidder bids on how much they will charge the state to complete the work and the winning bidder is based solely on low bid. (Low Cost)

Contract award resulting from this IFB process will be to the responsible bidder that submits a responsive bid that is the lowest cost after application of any preference, or incentive. 

IFB method is a written procurement method used to solicit bid responses for Non-IT goods exceeding $100, 000.

Formal vs. Informal 
These have to do with dollar threshold and processes and additional requirements such as being protest able. Informal for IT Goods and Services is usually $5,000 to under $ 1 million and does not include the ability to protest. For No n-IT Goods it is under $100,000. Over $100K would be formal. Informal methods include RFO’s RFQs, LPA’s, SB/DVBE option,  phone quotes. Formal competitive are IFB and RFP and are usually $10K to over $1 million . These are high risk, complex and high dollar acquisitions. 
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Request For Proposal (RFP) 

 Primary RFP – is used to obtain complex services in 
which professional expertise is needed and may vary. 

 Secondary RFP – is used to obtain very complex 
and/or unique services in which professional expertise 
and methods may vary greatly. 

 RFP’s are generally awarded based on the weighted 
criteria identified in the bid package.  The RFP award 
is a “Best Value” award.  Not based on low bid or cost 
alone.  

 

 

 

 

 

 

Presenter
Presentation Notes
RFP are higher risk, solution based (we don’t know, help us)


An RFP seeks an answer to the following: Here is what we wish to accomplish.  Here are the qualifications requirements, performance specifications, time frames, and other requirements that must be met.  How would you accomplish the job for us and for how much?

Formal Solicitation (IT Goods and Services and Non-IT services) Large scale or complex project, the state will provide what is needed but leave the details on how the vendor proposes the solution.  Award of an RFP is scored based on the proposal the vendor supplies.  Money is scored but is secondary to the solution (High Score).
Scoring scale will be provided in solicitation. 

RFP method is used to obtain complex services or commodities
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Request For Quotation (RFQ) 

 The most common written solicitation format 
 Informal competitive solicitations and lists what is 

needed by item, quantity, and price.  
 State agencies may administer RFQ’s in the following 

formats: 
- Written (fax, email or mail) 
- Verbal (telephone quote) 

 

 

 

 

 

Presenter
Presentation Notes
Informal Solicitation (Goods and IT only) simple to explain, lowest complexity, does not require advertising, often accomplished via email. (Low Cost or Value Effective-Best Value is used for LPAs, i.e. CMAS & MSA)

Straightforward –need quote
Need more description

The dollar thresholds may be different and every department may use an RFQ regardless of dollar amount.  Ensure that you read the solicitation and follow the instructions of each department, understand that each department has internal policies-they can be more strict than DGS, but never less stringent.

Contract award resulting from the RFQ process will be to the responsible bidder that submits a responsive bid that is the lowest cost after application of any preferences. .
 RFQ-The most common written solicitation format used for conducting informal competitive solicitations is the Request for Quotation (RFQ). The RFQ is a straightforward procurement format identifying by item and quantity what is needed by item, quantity, and price
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Finding & Receiving Solicitations 

 Register with Cal eProcure 
- Creating your profile 

 SB/DVBE Certification  
 Upcoming solicitations 
 www.caleprocure.ca.gov 

 State Contract and Procurement Registration System 
(SCPRS) 

 California State Contracts Register (CSCR) 

 

Presenter
Presentation Notes
After you register with caleprocure, you want to make sure that your profile identifies exactly what you do, so that if a buyer is looking for you they can find you based on your keywords, unsps codes, etc, location, etc. 

Take students on tour of caleprocure-pull up a solicitation and go over the important info-contract administrator, requirements, bid due date, special instructions, etc.  

Take students to SCPRS and CSCR and explain the site and importance. 

SB/DVBE certification is available on our new portal. 

When searching for new solicitations you will need to look in the new online marketplace, caleprocure.  In this new portal, you can register to do business with the state of California, SB/DVBE certification, look at upcoming solicitations. 

The State Contract and Procurement Registration System (SCPRS) was established in 2003, as a centralized database of information on State contracts purchases over $5000. SCPRS tracks overall total contracting dollars procured by the State of California.  The SCRPRS data is in Microsoft Excel  format.  This spreadsheet will tell you specifics on contracting such as: department, dates, acquisition type, method, LPA number (if applies), supplier name, item title, item description, quantity, unite price, unit total, item classification (unspc code). 

If you are a supplier seeking contract opportunities with the State, please go to the California State Contracts Register. 


http://www.caleprocure.ca.gov/
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How To Review A Solicitation 

 Statement of Work /Scope of Work (SOW) 

 What is the department requesting: 

 Qualifications  

 Performance specifications 

 Additional requirements 

 Addendums 

 Understand Question & Answer Process  

Presenter
Presentation Notes
SOW- The statement of work protects the State and the contractor by identifying and documenting the details of the work to be performed (SCM V2 B4.0).  Depending on the type of contract, this term can be used interchangeably, however, typically with service contracts the Scope of Work is what you the supplier will provide in your bid response.  Always asking yourself the who, what, when, where and why?

A statement of work is unique to each purchase document, but usually consists of some or all of the following:
• A detailed statement of the purpose, objective or goals to be undertaken by the contractor. • The job classification or approximate skill level of the personnel to be made available by the contractor. • An identification of all significant material to be developed by the contractor and delivered to the State. • An identification of all significant materials to be delivered by the State to the contractor. • An estimated time schedule for the provision of these services by the contractor. • Completion criteria for the work to be performed. • The name or identification of the contractor personnel to be assigned. • The contractor’s work hours required to accomplish the purpose, objective or goals. • The contractor’s billing rates per work hour (as provided in the contract documentation). • Cost per deliverable • Contractor’s total cost. • Product specifications • Description of when, where product is to be delivered • Pallet requirements • Delivery personnel requirements (SCM V2 2.B4.1)

Did you read the solicitation?  If you have any questions on the solicitation, do not hesitate to contact the contract administrator.  View Q&A eprocurement, Please be sure you read the entire solicitation before contacting the administrator.  

What is the department requesting? The department will explain details of the work to be performed in the SOW. 

What are the qualifications for the business? 

What are the performance specifications?

What are the timeframes?

Are there any additional requirements?

When is the due date? Be sure to look at the date and time, late is late.  

What is the required method of bid/delivery submittal? You need to be sure if emailed or fax bids are acceptable, this information will be spelled out in the solicitation. 

Are there SB/DVBE preferences and/or incentives?

All competitive bid proposal packages (IFB & RFQ) shall contain (as applicable)
Date, time and place bids are due (PCC 10341 and 10344)
SB preference program info GC14835, (SCM 1, chapter 8)
DVBE participation goal (PCC 1015)( SCM, chapter 8)
DVBE Incentive  or documentation of incentive exception (GCC14600, 14615.2CCR 1896.99.100)(SCM 1 chapter8)
Conflict of Interest Provision (PCC 10410, 10411)
Corporation qualification to do business is CA (R&TC 23101)
Drug Free Requirements
Statement of Compliance
Antitrust Claims
TACPA preference if applicable
Protest Procedure
Loss leader provision
Darfur Certification
Iran Contracting Act Certification
Insurance Requirement
Priority Hiring consideration for Contract for contract with a value in excess of $200,000
The general terms and conditions of the contract and any unique provision should included in he bid doc 

Addendums are changes to the original solicitation, so be aware if you see one.  They can include the change in a bidder’s conference, due date, etc. 

Understand the Question & Answer process, so if you ask a question it is expected that a contract manager share the question with all potential bidders and vice versa. 
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SB Preference  

 Departments granted competitive purchasing authority 
shall offer a 5 percent preference to California certified 
SBs.  

 Applies for competitive solicitations regardless of the 
solicitation format (RFQ, IFB, RFP) or dollar value with 
few exceptions. (GC 14838) 

 SB Preference does not apply to SB/DVBE Option 

Presenter
Presentation Notes
The Small Business Preference is different from the option, the preference gives SBs an opportunity to compete against large businesses. 
The SB Preference can be claimed by a large firm, if they sub a minimum of 25% to a certified SB.
If SB preference is claimed, it shall be 5% of the net bid price of the lowest responsible bidder meeting specifications.  
For bids based on low price, the maximum bid preference allowed individually may not exceed $50,000 for any bib. 
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Applying The SB Preference 
 
  

Bidder B wins the contract for         
the original amount of $102,000. 

It pays to get certified!!! 

Bidder A Bid = $100,000 

Bidder A 
Not a Certified SB 

Bids $100,000  
$100,000 
x       .05 (5%) 
$   5,000 

Adjusted Bidder B Bid =$97,000  

 Bids $102,000  

Bidder B  
Is a Certified SB 

$102,000 
-    5,000 
$  97,000 

Presenter
Presentation Notes
This is an example on how the bid preference is used during the evaluation stage. 
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DVBE Incentive 

 Provides advantage to bidders that propose participation of 
California certified DVBE.  

 The DVBE incentive applies to all competitive solicitations that 
include the DVBE Program Requirement, regardless of format, 
delivery method or dollar threshold.  

 Incentive percentage must be identified in solicitation and how 
evaluation will occur.  

Presenter
Presentation Notes
The DVBE incentive is different from the preference on how incentive percentage is determined and calculated. 
Unlike preference in which the inclusion is standardized in competitive solicitations and a standard percentage is stipulated, discretion is left to departments to determine incentive percentages for a particular transaction based upon a business strategy to achieve their annual goal. 

If included in the solicitation, the bidder must be compliant with the DVBE program requirements and responsive to all other requirements, including a commercially useful function being performed by the DVBE. 

SCM V2, Chp 3 page 19
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Additional Contracting Opportunities  
 
- Leveraged Procurement Agreements (LPA) 

- California Multiple Awards Program (CMAS) 

- Master Service Agreements (MSA) 

- Statewide Commodity Contracts 

- State Price Schedules (SPS) 

- Software Licensing Program (SLP) 

For more information visit: 
http://www.dgs.ca.gov/pd/Programs/Leveraged.aspx 
 

Presenter
Presentation Notes
LPAs are pre-negotiated contracts that DGS houses.  LPAs allow departments to buy directly from suppliers through existing contracts and agreements.  LPAs are available to California's State, county, city, special district, education and other government entities. Please read User Instructions of LPA to determine if county, city, special district, education and other government entities are allowed to use the LPA.


http://www.dgs.ca.gov/pd/Programs/Leveraged.aspx
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Consolidated Annual Report   

 The State awarded over $10 billion for goods, services 
and construction. 
 $2.4 billion to SBs 
 $407 million to DVBEs 

  
http://www.documents.dgs.ca.gov/pd/smallbus/ReportsPage/FY2014-
15/FY2014-15AnnualReport.pdf 

 

Presenter
Presentation Notes
The DGS/PD-The office of Small Business and DVBE Services is the centralized point to consolidate the following contracting activity reports: • Contracting Activity • Infrastructure Bond • Consulting Services • SB/DVBE Option and DVBE Incentive • Ethnicity, Race and Gender, Sexual Orientation (ERGSO) The report provides fiscal statistical information on each department’s Small Business/Microbusiness (SB/MB) and Disabled Veteran Business Enterprise contracting activities to the legislature. To accomplish this, State agencies, departments, boards, commissions and other entities must provide a CAR to the DGS Reports Coordinator annually by August 1st.

Dollar figures based on FY 2013-2014 Consolidated Annual Report.  Total contract dollars were $8.8 billion and 26% went to Small Businesses and 3.7% to DVBEs. You can see an entire copy of the CAR on DGS website.

You may ask yourself why this is important? Well, the CAR helps you see the departments that are currently doing business with the state as well as those who are not.  You can market your business to either or, however, this will help with strategizing your marketing to specific departments. 

http://www.dgs.ca.gov/pd/Programs/OSDS/ContractReporting.aspx
http://www.documents.dgs.ca.gov/pd/smallbus/ReportsPage/FY2014-15/FY2014-15AnnualReport.pdf
http://www.documents.dgs.ca.gov/pd/smallbus/ReportsPage/FY2014-15/FY2014-15AnnualReport.pdf
http://www.documents.dgs.ca.gov/pd/smallbus/ReportsPage/FY2014-15/FY2014-15AnnualReport.pdf
http://www.documents.dgs.ca.gov/pd/smallbus/ReportsPage/FY2014-15/FY2014-15AnnualReport.pdf
http://www.documents.dgs.ca.gov/pd/smallbus/ReportsPage/FY2014-15/FY2014-15AnnualReport.pdf
http://www.documents.dgs.ca.gov/pd/smallbus/ReportsPage/FY2014-15/FY2014-15AnnualReport.pdf
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Commercially Useful Function (CUF) Applicability 

 
 All California-certified SBs and DVBEs 

(contractors, subcontractors and  
suppliers of goods/services)  

bidding on / participating in a state contract,  
regardless of the procurement approach          

or the payment method used,  
must perform CUF! 

   
For Small Business:  Government Code 14837(d)(4)(A)   

For DVBEs:   Military and Veterans Code 999(b)(5)(B)  

Presenter
Presentation Notes
Applies to all SB/DVBE bidding and participating in the contract (listed SB/DVBE as well as the to the SB/DVBEs that substitute the listed SB/DVBE during the contract term)
Emphasis on regardless of the procurement approach or payment method used.
.
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A SB/DVBE certified firm…  

 Performs CUF when is doing all of the following: 

 Executing a distinct element of the work of the contract. 
 Performing, managing, or supervising the work. 
 Performing work that is normal for the firm’s business services and functions. 
 Negotiating price, determining quality and quantity, ordering, installing, and making 

payment. 
 Not subcontracting a portion of the work greater than expected by industry practices. 

 
 Does NOT perform CUF  if: 
 

 An extra participant in a transaction, contract, or project through which funds ar  
passed in order to obtain the appearance of  SB/DVBE  participation. 

 Not being used to perform the work as stipulated in the bid. 
 No longer used to provide good/services listed in initial bid response. 

 

 

 

 

    What is CUF? 

Presenter
Presentation Notes
Go through the definition.
The purpose of the CUF is to prevent pass throughs, to ensure that preference is given to work performed on the contract.
CUF does not exists outside the contract, so getting certified does not automatically mean that the firm performs CUF. 
The CUF evaluation is done by the buyers/contract officials of the awarding department pre-award and post-award during the contract life.
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CUF-Related Penalties and Sanctions 

Military and Veteran Code 999.9 
  
MVC 999.9(a) Violations, including CUF-related 
 
MVC 999.9(b) Penalties and sanctions: 

• Misdemeanor: jail and/or $1,000 fine 
• Civil penalties: 

1st violation: $10,000 - $30,000 
2nd violation +: $30,000 - $50,000/each 

• Costs and attorney’s fees 
 
MVC 999.9(c) DGS authority to: 

• Suspend from doing business with the state 3-10 
years 
• Revoke SB and/or DVBE certification for : 

1st violation :           5 years 
2nd violation:           10 years 

• Refer to Attorney General for civil penalties if 
sufficient grounds 

Presenter
Presentation Notes
The important thing from this slide is:
To get the citation MVC 999.9 and 
Become aware of DGS’ authority to suspend from doing business with the state, or revoke certification.
If suspecting/encountering issues, contact first the awarding department's SB/DVBE advocate.
Last resort, contact OSDS/Outreach.

Note: Some CUF evaluations may result in referral to OSDS for certification compliance reviews, 
which may result in shorter term de-certifications.





C A L I F O R N I A   D E P A R T M E N T   O F   G E N E R A L   S E R V I C E S    •   P R O C U R E M E N T   D I V I S I O N 

Are you contract ready? 

 Does the project fit your core business strategy? 
 Are you ideally positioned to respond? 
 Do you understand your client’s goals, issues and 

biases? 
 Do you have the financial capacity? 
 Can you deliver on the contract? 
 Do you meet the client’s requirements? 

 
 

Presenter
Presentation Notes
-Here are a few questions to ask yourself before entering into a contract with the state?

State can not pre-pay so understand what financial capacity means for your business. 

Look at the locations when reference to requirements and actual delivery. 
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Tips For Success – Pre Bid  

 Keep your business information up-to-date to ensure 
you receive important information. 

 Don’t miss out on a business opportunity by letting 
your SB/DVBE certification lapse.. 

 Ask questions early on, do not wait until the last 
minute.  

 Forecast your operating costs before solicitation is 
submitted.  

 Make sure you read and understand the performance 
expectations and requirements set forth in the 
solicitation.  

 Make sure you have funding available to purchase 
goods and be prepared to wait 45 days for payment.  
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Tips For Success – Pre Bid  

 Make sure you have funding available to purchase goods and be 
prepared to wait 45 days for payment.  

 Understand what Commercially Useful Function (CUF) means 
and how it applies to your solicitation.  
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Tips For Success – Post Bid  

 Be sure you have the correct DGS SB/DVBE 
certification-this could result in a disqualification of 
award.  

 Make sure you are properly licensed and insured.  
 Read the entire bid; note mandatory requirements, 

specifications, delivery requirements, locations, etc.   
 Determine whether the bid must be received by a 

specific date and time.  
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Tips For Success- Post Bid  

 Respond to every item, in the order requested.  
 Stay within page limits.  Avoid clichés, repetition.  
 Stay clear and consistent, with all answers and 

responses.  
 If the bid includes a response checklist, use it.  

 
 

 

Presenter
Presentation Notes
Undisputed invoice-make sure it’s correct because if it is not correct the 45 days does not start immediately. 
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Tips For Success –Post Bid  

 Be Responsive  
 If faxing bids, send your response early to  

avoid missing the bid closing date and time.  
 All required documents are included in each 

solicitation 
 make sure you complete and return them. 

 Read the instructions carefully  
 Determine whether the bid must be received by a 

specific date and time or postmark date.  

Presenter
Presentation Notes
Responsive – submit a complete and timely bid package that complies with all aspects of the State’s solicitation.  One missing item can dismiss your entire bid package.  For clarification, contact the contracting/purchasing official by the Key Action Date for supplier questions. 
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Tips For Success- Post Bid  

 Be Responsible  
 demonstrate how you will fulfill the solicitation’s 

requirements and specifications 
 show how your proposal gives the State the best value 

regarding product pricing, product quality and timely 
product delivery. 

 Be sure to include SB/DVBE certification stamp or 
information on your invoice, this helps expedite the 
processing.  

 Understand language used in the solicitation 
 For example: “lump sum” means that they will not get 

paid until the project or phase is complete.  
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Tips For Success – Post Bid  

 If your business secures a State contract 
 you are legally bound to deliver as promised.  
 many contracts do not pay until the job is 

completed;  
 be sure you can meet all aspects of the contract 

including the financial impact on your business.  
 Make sure that your performance has a positive 

impact on future opportunities. 
 Communication is key to success, have a clear 

understanding of your responsibilities.  
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Common Mistakes   

 Bidders overprice their offers  
 Common when utilizing the SB/DVBE Option. This 

can result in a formal solicitation. 
 

 Lack contracting requirements (i.e. insurance, bonding). 

 Bidders assume each solicitation is the same, even if it is 
for something you have bid on in the past.  

 Read the “REQUIREMENTS” carefully.  

 Forgetting and/or omitting required signatures.  

 Submit a bid price based on conditions or requirements 
identified in the bid document.  

 

 

 

 

Presenter
Presentation Notes
We surveyed buyers & advocates for the State of California and requested the most common mistakes vendors make when submitting their bids and these are the responses we received. 
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Common Mistakes (cont.)  

 Forgetting to respond to information requests.  

 Forcing private sector business practices to fit the 
government contract environment.  

 Failure to ask contract administrator questions about 
the solicitation.  

 Lack of understanding about the performance 
expectations for the term of the agreement.  

 Failure to follow instructions.  
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Resources  

 Cal Eprocure 
 Communication/Outreach Section 
 Business Development  
 Small Business Administration (SBA) 
 Small Business Development Center (SBDC) 
 Procurement Technical Assistance Centers (PTAC) 
 Service Corporation of Retired Executive (SCORE) 

 
 
 

http://www.caleprocure.ca.gov/
http://www.dgs.ca.gov/pd/Programs/OSDS/CommunicationsOutreach.aspx
http://www.dgs.ca.gov/pd/Resources/BusinessDevelopment.aspx
https://www.sba.gov/
https://www.sba.gov/tools/local-assistance/sbdc
https://www.sba.gov/tools/local-assistance/ptac
https://www.score.org/
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Questions   

We wish you success! 
If you have any questions please email us at:  
Emma Cardenas 
Emma.cardenas@dgs.ca.gov 
916-375-4343 
 

mailto:Emma.cardenas@dgs.ca.gov
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California Department Of General Services 
Procurement Division 

Thank you for 
participating 
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