
 

2.  What 3 things could you have done better in pre-award and post-award evaluations 
knowing what you know now?  We could stand to improve our preferred supplier 
program in house.  The system needs to be institutionalized. 
 
3.  How much training is given in-house regarding supplier evaluations?  We give 3 and 
half to 4 hours of pre-award training on source selections.  We also give 4 hours of 
training to cover the preferred supplier program.  This addresses the post-award phase. 
 
4.  Does your firm use multi-functional teams when performing pre-award and post-
award evaluations or do different departments (e.g. engineering, purchasing, marketing) 
act separately?  Yes, we do have an IPT.  It is a matrixed structure.  Especially if they’re 
involved in a source selection.   
 
5.  How many individuals typically participate in a pre-award or post-award evaluation 
(i.e. $1M, $50M, & $100M+ acquisitions)?  This will vary.  7 people if I had to say off 
the top of my head.  They’re from different functions. 
 
6.  Would you characterize you relationships with suppliers short-term or long-term?  I 
would like to think that our relationship has improved.  The fact that we have preferred 
supplier process and a rating system in place it has helped improved supplier 
relationships.  Our development program of suppliers has received feedback that we work 
well with our suppliers on the military side.  I can’t speak of the commercial side.   
 
7.  Has your relationship with your suppliers improved or suffered because of your 
evaluation procedures?  I think it has improved.  The suppliers feel that we are fair.  On 
the commercial side I think it’s just the opposite.  McDonnell Douglas had a history of 
working with suppliers as partners.  There is a heritage there.   
 
5C.  Does your company do business in the aircraft or manufacturing industries?  Yes 
 
6C.  What regulations does your company have which outline the pre-award evaluation 
process?   We have PROs (Enterprise procedures) that people are trained on.  We have 
PRO for supplier performance measurement.  The PRO number is 3275.  We have 
another PRO for supplier certification 1113 is 9 pages.   We have a PRO for source 
selection.  We have a PRO for strategic sourcing that is approximately 7 pages.  All of 
these PROs help us to document what our process is.  It helps us to train our people 
accordingly.  Typically, a PRO should only be 2 pages.  But if you’re trying to get it 
across all of Boeing, you need to cover various scenarios.   Most are under 30 pages. 
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(United Air Lines) 
 

Interview Questions for Contractor/Program Office Personnel 
 
 

Contractor 
Pre-Award Evaluation  
 
1.  What are the categories/factors of assessment used for evaluating past performance?  
How were these categories constructed (i.e. industry standard, from within)?  If it’s a new 
supplier for example computer products:  I know we’ll need 6,000 for airport stations.  
The people in information systems have a role, the people in purchasing have a role, the 
users have a role, and the managers will decide.  When I choose a new company I want a 
know they’re financially viable, if they have on-time delivery, their proximity, and 
technical performance.      
 
2.  Is your rating system quantitative (e.g. late delivery in terms of # of days) or 
qualitative (e.g. quality performance)?  There is both.  Price is quantitative.  The location 
of the supplier and responsiveness is qualitative.  
 
3.  How many days on average does it take you to award a contract (e.g. clock starts 
when a requirement or funding document is received)?  United Airlines is one of the 
largest telcomm users in the world.  A telcomm bid could take 8 months.  A bid for 
plastic products (polybags—for skis and golf clubs) was done reverse auction and 
completed in 1 afternoon, although the specifications were clear up-front.  It depends on 
the complexity of the buy. 
 
4.  Has your pre-award evaluation process changed over the last 5 years?  I would.  It 
used to be the best price.  It is no longer like that.   
 
5.  Have you been able to quantify any savings over the last 5 years with your evaluation 
process?  We have saved money by reverse auctions.  People are able to go down lower 
in price with reverse auctions and competitions become intense.  We are now looking at 
overall costs of maintaining the item.    
 
1C.  What is your impression of the current DoD past performance and risk assessment? 
My first impression is the $400 toilet seat or the $200 hammer.  It is very difficult to deal 
with DoD at times.  There is some companies that do not want to deal with DoD because 
of the administrative burden. 
 
6.  Does your company receive feedback from other business partners concerning your 
own past performance evaluation (e.g. how you are perceived or rate with other firms)? 
In all honesty a lot of times the people that don’t get the business, we are reluctant to give 
them that information.  The reason is that I want to get that buy completed.  The last thing 
the buyers want to do is get in to great detail as to why they didn’t win the bid. 
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7.  Would you categorizes most of your contracts fixed-price, incentive based, or cost-
plus?  Fixed-price and cost-plus arrangements, I have a cost-plus contract with Hewlett-
Packard for personal computers.   
 
8.  Is the importance of price or financial performance tailored for each acquisition? 
Yes.  On polybags or cans of coke price is especially important.  But, when I’m dealing 
with a service price is not the most important. 
 
9.  Is price the most important factor in evaluation?  Depends on the complexity.  The 
initial price might be fine, but if I’m having cans of coke delivered from California to 
Illinois I’ll get killed on shipping.   
 
Post-Award Evaluation  
 
1.  How is post-award evaluation maintained by your firm?  Unfortunately to some extent 
a lot of times I don’t even know when a delivery hasn’t been made because of a buffer 
stock in the Denver warehouse.  There’s other items such as headsets from China, we 
have to worry about the efficiency in getting us the delivery, I don’t think we do 
statistical analysis, but I do believe the individual buyers manage their purchases.  I do 
know that we look to see that invoices are correct.  I attended a briefing by Hewlett 
Packard in Grenoble, France.  The person in charge was using a supplier ratings system.   
 
2.  Is the process automated or manual?  What is the role of purchasing personnel in this 
process?  It is a manual process.  I know that Dell is doing the automated supplier ratings.  
They want their suppliers right next door so they can track them.  The purchasing role is 
informal.  It gets back to the end user buying the product.  If I’m not hearing complaints 
from them, I know that they’re satisfied.   
 
2C.  What is your impression of third-party rating systems (e.g. OpenRatings)?  I have 
heard of OpenRatings.  We do not use a system like that.  I think in different financial 
conditions I would absolutely look at this.  It would make my job easier.   
 
3C.  If your process is automated, who designed the software or what third-party 
company maintains this database?  We do have a system from Peregrine for asset 
tracking.  The system can do this.  I just don’t know if we are using this system to its full 
capability. 
 
3.  How much time (hours, days) is required to complete a post-award evaluation?  How 
often is it performed (never, monthly, quarterly)?  It is not done.   
 
4.  Does your evaluation after award affect award-fees or bonuses given for above 
average performance?  No rating system. 
 
5.  What factors do you perceive will affect the success or failure of a contract?  
Management of the supplier is extremely important.  Often times the supplier has free 
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roam to your user, the user becomes pre-disposed and your hands are tied by the 
specification created.  The requirement should be clearly defined up-front.   
 
General Questions 
 
1.  How would you describe/define strategic sourcing?  Does it apply before and after 
award?  That’s what our department is called.  It gets into the issue of how purchasing 
has changed, it essentially looking at more than price.  It means establishing long-term 
relationships that create long-term value for the company.  It applies before and after 
award. 
 
4C.  Do you maintain one rating for each supplier which covers all contracts or are they 
given a rating which is based on their performance on one particular contract?  No 
ratings.  Our company has that Perigrine system that has the capability to run the reports 
to see that this product was received on this date.  However, we haven’t used it long 
enough to know how successful its been.  If I had the system I would want to know on a 
particular contract.  When I deal with a company like IBM or Hewlett-Packard for 
something like EZ Pass (Electronic Boarding Pass) I would want to know what IBM 
division actually did the EZ Pass and how well they did.  Our suppliers have many 
different divisions and locations. 
 
2.  What 3 things could you have done better in pre-award and post-award evaluations 
knowing what you know now?  I would try to make sure the specifications are more 
clearly defined.   
 
3.  How much training is given in-house regarding supplier evaluations?  We give each 
new employee 8 hours of training and there other classes to teach purchasing agents 
about negotiation, software, and legal issues that amount to 40 hours per year. 
 
4.  Does your firm use multi-functional teams when performing pre-award and post-
award evaluations or do different departments (e.g. engineering, purchasing, marketing) 
act separately?  Yes we use multi-disciplined teams that all work in the same building. 
 
5.  How many individuals typically participate in a pre-award or post-award evaluation 
(i.e. $1M, $50M, & $100M+ acquisitions)?  If we had a $50M buy, I would assume that 
there would be about 8 core individuals involved in the buy. 
 
6.  Would you characterize you relationships with suppliers short-term or long-term? 
We certainly hope and expect that our relationships are more and more long-term. 
 
7.  Has your relationship with your suppliers improved or suffered because of your 
evaluation procedures?  Our relationships have improved.   
 
5C.  Does your company do business in the aircraft or manufacturing industries?  Yes 
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6C.  What regulations does your company have which outline the pre-award evaluation 
process?  We have a very thorough set of regulations.  They explain the agreements that 
are in place.  We use web regulations that are probably 100 pages in length.  However, 
only 15 pages of that are purchasing specific. 
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(UTC) 
 

Interview Questions for Contractor/Program Office Personnel 
 
 

Contractor 
Pre-Award Evaluation  
 
1.  What are the categories/factors of assessment used for evaluating past performance?  
How were these categories constructed (i.e. industry standard, from within)?  We have 8 
factors we look at.  We look at their delivery, quality, financial performance, lean 
manufacturing initiatives, engineering initiatives, manufacturing capabilities, 
manufacturing capacity, and open ratings. 
 
2.  Is your rating system quantitative (e.g. late delivery in terms of # of days) or 
qualitative (e.g. quality performance)?  The ratings system is both.  The Quantatitve is 
delivery, quality, and financial/cost competitiveness.  The Qualitative is lean 
manufacturing initiatives, engineering initiatives, manufacturing capabilities, and 
manufacturing capacity.  
 
3.  How many days on average does it take you to award a contract (e.g. clock starts 
when a requirement or funding document is received)?  It depends on how motivated we 
are.  I would say for a $50M contract would be 6 to 9 months. 
 
4.  Has your pre-award evaluation process changed over the last 5 years?  Not 
significantly.  We’ve automated things but we’re evaluating the same criteria.   
 
5.  Have you been able to quantify any savings over the last 5 years with your evaluation 
process?  $1B Savings on the product side to Wall Street through 2001.  On the non-
product side we are on track for a $700M savings by the year 2004.    
 
1C.  What is your impression of the current DoD past performance and risk assessment? 
No impression of the government. 
 
6.  Does your company receive feedback from other business partners concerning your 
own past performance evaluation (e.g. how you are perceived or rate with other firms)? 
Yes, they call us they e-mail.  They work through their commodity manager or their 
management.  If suppliers get good ratings we don’t hear from them, if they get bad 
ratings they’ll contact us.   
 
7.  Would you categorize most of your contracts fixed-price, incentive based, or cost-
plus?  Fixed-Price with regressive clause that decreases the cost each year after. 
 
8.  Is the importance of price or financial performance tailored for each acquisition? 
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Yes, financial performance and cost of the product is a key driver.  If we’re looking at 
buying 10,000 screws the price is most important.  If we’re buying an engine we’re less 
concerned about price but more concerned about the future investment.  
 
9.  Is price the most important factor in evaluation?  My personal opinion is no.  The 
corporate by line is probably yes.   
 
Post-Award Evaluation  
 
1.  How is post-award evaluation maintained by your firm?  We have a monthly 
scorecard that is published on the website.  All of the six divisions at UTC roll up their 
receipts for their suppliers and it is consolidated at corporate.  The scorecard contains 
quality and delivery information only.   
 
2.  Is the process automated or manual?  What is the role of purchasing personnel in this 
process?  It’s a combination of both.  It’s automated out of the business units but it’s a 
manual effort to consolidate it.  We have a lot of legacy systems still.  Purchasing is the 
first line of defense for phone calls, they don’t play a role in getting the data published. 
 
2C.  What is your impression of third-party rating systems (e.g. OpenRatings)? 
Very good.  We leverage it internally.  When we look at performance there are different 
pieces we look at.  There are some things we don’t have access to.  The Dun & Bradstreet 
information from OpenRatings is very helpful.  We don’t put 100% faith in OpenRatings 
but we do use it quite significantly to drive internal activities. 
 
3C.  If your process is automated, who designed the software or what third-party 
company maintains this database?  Home grown system managed out of our Supplier 
Quality Organization.   
 
3.  How much time (hours, days) is required to complete a post-award evaluation?  How 
often is it performed (never, monthly, quarterly)?  Pulling the data at the division level is 
automated.  The information is automatically taken from the purchase order, it includes 
delivery, quantity, and inspection information.  When the information reaches the 
corporate level the roll-up it takes minimal time to roll-up.    
 
4.  Does your evaluation after award affect award-fees or bonuses given for above 
average performance?  We don’t give bonuses although we give plaques to recognize 
good suppliers. 
 
5.  What factors do you perceive will affect the success or failure of a contract?  We find 
that we have the most success with suppliers that practice Lean Manufacturing.  Failure is 
often found with companies that give the best price but don’t necessarily have the 
capability.  That is probably because we’ve given them an impossible challenge.  It could 
be bad drawings and bad specifications. 
 
 

94 



 

General Questions 
 
1.  How would you describe/define strategic sourcing?  Does it apply before and after 
award?  Strategic sourcing consists of commodity management teams responsible for the 
strategic direction of the supply base.  The goal is to establish as much commonality 
between the divisions.  The products are often similar and can be consolidated to create a 
common approach.  We want to work with strategic partners.   
 
4C.  Do you maintain one rating for each supplier which covers all contracts or are they 
given a rating which is based on their performance on one particular contract?  
We have a scorecard that allows you to see a roll-up for all contracts.  We can get to the 
data individually but we don’t look at it that way. 
 
2.  What 3 things could you have done better in pre-award and post-award evaluations 
knowing what you know now?  We could improve in how we collect data.  Our legacy 
systems need to be upgraded.  We are trying to determine who it is that we spend what 
with.  We could also do better in supplier evaluations. 
 
3.  How much training is given in-house regarding supplier evaluations?   It is a 2 day 16 
hours of training that discusses the 8-step sourcing process.  We offer them additional 
training called Achieving Competitive Excellence (ACE).  It consists of lean 
manufacturing principles.  On average people receive 16-24 hours of training. 
 
4.  Does your firm use multi-functional teams when performing pre-award and post-
award evaluations or do different departments (e.g. engineering, purchasing, marketing) 
act separately?  Yes, our commodity teams are cross-functional.  Procurement, Quality, 
Finance, Manufacturing Engineering, and Design Engineering. 
 
5.  How many individuals typically participate in a pre-award or post-award evaluation 
(i.e. $1M, $50M, & $100M+ acquisitions)?  I would say there are 4 to 8 core people from 
each functional and 4 to 10 people used for support. 
 
6.  Would you characterize you relationships with suppliers short-term or long-term? 
Long-Term 
 
7.  Has your relationship with your suppliers improved or suffered because of your 
evaluation procedures?  Our relationship really hasn’t changed.  The OpenRatings 
systems that is coming out online the company will self evaluate.  We expect this to be 
positive.  
 
5C.  Does your company do business in the aircraft or manufacturing industries?  Yes 
 
6C.  What regulations does your company have which outline the pre-award evaluation 
process?  The 8-step sourcing process guide is approximately 10 to 20 pages long. 
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(C-130 Avionics Modernization Program) 
USAF Program Office Personnel 
 
Pre-Award Evaluation  
 
1.  What are the categories of assessment used for evaluating past performance?  How 
were these categories constructed (i.e. USAF/AFMC Guide, DoD Past Performance 
Guide, from within)?  We essentially used the CPARS Structure.  It includes Technical 
Performance, Program Management, Subcontractor Management, Systems Engineering, 
and Cost Performance on relevant contracts. 
 
2.  Is your rating system quantitative (e.g. late delivery in terms of # of days) or 
qualitative (e.g. quality performance, technical performance)?  The rating system is 
extremely qualitative.  We made every effort to remain subjective.  Objective ratings are 
hard to define in the request for proposals and this was common to most source selections 
and in accordance with SAF/AQC guidance.  
 
3.  How many days on average does it take you to award a contract (e.g. clock starts 
when a requirement or funding document is received)?  For our effort the program was 
approximately $2B to $3B.  The process took more than a year.  I would say for a $50M 
effort you could expect it to take 6 months to a year from start to finish. 
 
4.  Has your pre-award evaluation process changed over the last 5 years?  Not 
significantly.  The source selection process includes the same information. 
 
5.  Have you been able to quantify any savings over the last 5 years with your evaluation 
process?  No, in fact the acquisition process is more focused toward up-front work. 
 
1G.  What is your perception of the FAR’s restrictions on the pre-award evaluation 
process?  Not all that restrictive on past performance.  Most of the guidance that we use 
for source selections comes from command and AQC.   
 
6.  Does your office receive feedback from suppliers regarding past performance 
evaluation (e.g. source selections)?  Yes, we received feedback during de-briefings prior 
to award.  The contractors competing for the effort knew where they stood regarding past  
performance prior to the final de-brief.   
 
2G.  How many protests have you received?  No protests were received on this effort, 
although protests do occur rather frequently when so much is at stake.  I think in this 
effort, the contractors were hesitant to protest as the Joint Strike Fighter was upcoming.   
 
7.  Would you categorize most of your contracts fixed-price, incentive based, or cost-
plus?  Mixed, but a majority of our efforts in the systems environment are cost-plus type 
arrangements.  Years ago there was a push to go fixed-price, but that seems to have 
changed. 
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8.  Is the importance of price or financial performance tailored for each acquisition? 
Yes, it is usually a mix between cost, technical, and past performance factors.  It is 
difficult to assess how important cost is on each evaluation.  I can say that it is more 
likely to be a discriminator than past performance.  In our case though, I think past 
performance made a difference.   
 
9.  Is price the most important factor in evaluation?  No, the weights of cost, technical, 
and past performance vary from source selection to source selection. 
 
Post-Award Evaluation  
 
1.  How is post-award evaluation maintained by the program office?  Do you use USAF 
or AFMC guides?  It is a formal process driven by leadership.  There are typically IPT’s 
that cover each area of the award fee.  It is a very subjective and time consuming process.  
We try to remain subjective as opposed to objective because often times the objective 
areas will be the only areas to improve.  I remember Gen. Kadish under the C-17 program 
as saying, we want to keep it subjective for this reason.  I think it worked well. 
 
2.  What is the role of purchasing personnel vs. program managers in this process?  The 
contracting officer oversaw adherence to the contract stipulations.  However, it was 
clearly the program manager’s responsibility to carry out the award fee evaluation. 
 
3G.  If this process could be automated would it alter your perception of the DoD 
evaluation process?  Theoretically you could automate the scoring.  But if you did you 
would kill the fundamental benefit of communication between the teams.   
 
3.  How much time (hours, days, months) is required to complete a post-award 
evaluation?  How often is it performed (never, monthly, quarterly)?  I would estimate that 
the award-fee reviews take in excess of 100 man hours.  In my programs, I have seen 
Video Teleconferences that are conducted every 3 months.  I would also expect 6 month 
reviews that include briefings to the contractor.  This VTCs require 20 people and the 
there are various meetings and TDYs which consume 8 program and contractor personnel 
for about 1 to 2 days per month.   
 
4.  Does your evaluation allow for incentives if the contractor exceeds the requirement? 
Yes, if we have a cost-plus incentive fee arrangement.   
 
5.  What factors do you perceive will affect the success or failure of a contract?  I would 
say that the biggest factor of any program’s success or failure is how well the government 
and contractor team communicates.  That relationship is often the most important. 
 
4G.  Does the program office currently maintain a performance file for each of its 
contractors?  Only for programs that have award-fees.  We also have CPARs ratings for 
some system contracts.  However, we are only capturing files contract by contract.  I 
would like to see an overall roll-up so that we could assess Boeing’s St. Louis division.  
Currently, there is no means for doing this. 
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General Questions 
 
1.  How would you describe/define strategic sourcing?  Does it apply before and after 
award?  Not heard of the term, but it would say it’s sourcing at the higher level.  I would 
think that it would mean building systems around common platforms.  I’m currently 
involved with the UAV systems.  Essentially, we have the same guts that can be modified 
or upgraded rather easily. 
 
2.  What 3 things could you have done better in pre-award and post-award evaluations 
knowing what you know now?  Get involved with DCMA at the earliest possible date 
prior to a source selection.  They know how one particular division is performing. 
 
3.  How much training is given in-house regarding supplier evaluations? 
An hour of training is given prior to source selections.  I do not know of any specific 
training which addresses supplier evaluations.  I would assume its taught at the initial 
acquisition courses.  What frightens me is that many of our senior acquisition officials at 
the product center have never been involved in a source selection and as a result they 
don’t have the experience.  There are people that they can go to for a advice, but we need 
more experience within the program offices. 
 
4.  Does your program office use multi-functional teams when performing pre-award and 
post-award evaluations or do different functionals (e.g. engineering, purchasing, 
marketing) act separately?  Yes, we use the matrixed approach.  Many functional experts 
are now sitting together.  This seems to work well. 
 
5.  How many individuals typically participate in a pre-award or post-award evaluation 
(i.e. $1M, $50M, & $100M+ acquisitions)?  I would say 20 people for a $50M program.  
Our C-130 AMP program had 60 to 70 people. 
 
6.  Would you characterize you relationships with suppliers short-term or long-term? 
I would said the relationship with major primes is long-term.  However, we don’t have 
any relationship with subcontractors. 
 
7.  Has your relationship with your suppliers improved or suffered because of your 
evaluation procedures?  We’ve lost the ability to seek out new suppliers.  We are 
becoming more and more dependent on our prime contractors.  Overall, though, our 
relationship with our current suppliers has probably improved as the number of 
debriefings of their performance has increased.  
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USAF Program Office Personnel (AFRL Enterprise Buying System) 
 
Pre-Award Evaluation  
 
1.  What are the categories of assessment used for evaluating past performance?  How 
were these categories constructed (i.e. USAF/AFMC Guide, DoD Past Performance 
Guide, from within)?  We assess management, technical, functionality, operations and 
sustainment, and cost performance in general.  These criteria were constructed from 
related programs. 
 
2.  Is your rating system quantitative (e.g. late delivery in terms of # of days) or 
qualitative (e.g. quality performance, technical performance)?  Mixture of both.  We use 
questionnaires on source selections and often times we make the Likert Scale 
quantitative.  The comments are qualitative and are considered subjective.  
 
3.  How many days on average does it take you to award a contract (e.g. clock starts 
when a requirement or funding document is received)?  I would say that from start to 
finish it takes 6 months to a year. 
 
4.  Has your pre-award evaluation process changed over the last 5 years?  I would say 
that the PRAG process has more structure that it had 5 years ago.  There are guides that 
you can use. 
 
5.  Have you been able to quantify any savings over the last 5 years with your evaluation 
process?  No 
 
1G.  What is your perception of the FAR’s restrictions on the pre-award evaluation 
process?  I don’t feel restricted by the FAR.  Most of the procedures aren’t in the FAR.  
The policies usually come out of headquarters for a source selection. 
 
6.  Does your office receive feedback from suppliers regarding past performance 
evaluation (e.g. source selections)?  Yes, contractors are able to give us feedback during 
the debrief. 
 
2G.  How many protests have you received?  We did not receive a protest on the 
Enterprise Business System.  But yes, we do get protests on other source selections. 
 
7.  Would you categorize most of your contracts fixed-price, incentive based, or cost-
plus?  I would say that AFRL does predominantly research contracts.  Most of our 
contracts are cost-type.  However, this effort was a mix of fixed-price and cost-plus. 
 
8.  Is the importance of price or financial performance tailored for each acquisition? 
I think cost is highly important.  It is often not the most important, but if the requirements 
are well defined, it should be. 
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9.  Is price the most important factor in evaluation?  No, I would like to say that we use 
the best value approach.  This meaning that technical performance, cost performance, and 
past performance are considered.   
 
Post-Award Evaluation  
 
1.  How is post-award evaluation maintained by the program office?  Do you use USAF 
or AFMC guides?  Under the science and technology arena this process is very informal.  
This makes it hard to compare suppliers down the road. 
 
2.  What is the role of purchasing personnel vs. program managers in this process? 
Most of the purchasing personnel will play an administrative role.  They are there to 
ensure that reports are received on time. 
 
3G.  If this process could be automated would it alter your perception of the DoD 
evaluation process?  I would say that there is a lot of information that can not be 
quantified in an automated rating.  Subjective ratings can  be a good thing. 
 
3.  How much time (hours, days, months) is required to complete a post-award 
evaluation?  How often is it performed (never, monthly, quarterly)?  I’m not sure that this 
is really done for science and technology contracts. 
 
4.  Does your evaluation allow for incentives if the contractor exceeds the requirement? 
Very little incentives are included in our contracts.  However, that sort of thing goes in 
cycles.   
 
5.  What factors do you perceive will affect the success or failure of a contract?   
Overall, I would say the contractor management is most important.  You can tell if the 
contractor is on top of things.   
 
4G.  Does the program office currently maintain a performance file for each of its 
contractors?  No, not currently. 
 
General Questions 
 
1.  How would you describe/define strategic sourcing?  Does it apply before and after 
award?  I’m not exactly sure what it means.  I know headquarters mentions it during 
meetings, but it hasn’t filtered down. 
  
2.  What 3 things could you have done better in pre-award and post-award evaluations 
knowing what you know now?  Got an earlier start.  We should have put the 
questionnaires in the request for proposal.  Additionally, the criteria we are assessing 
should be more aligned to the questionnaires. 
 
3.  How much training is given in-house regarding supplier evaluations? 
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A couple of hours of training is given on EZ Source.  This is a software program that aid 
the source selection team. 
 
4.  Does your program office use multi-functional teams when performing pre-award and 
post-award evaluations or do different functionals (e.g. engineering, purchasing, 
marketing) act separately?  Yes, we use the IPT approach. 
 
5.  How many individuals typically participate in a pre-award or post-award evaluation 
(i.e. $1M, $50M, & $100M+ acquisitions)?  For our program, which was $15M it took 15 
to 20 people about 6 weeks to fully evaluate the suppliers.    
 
6.  Would you characterize you relationships with suppliers short-term or long-term? 
I would say it’s a mix.  An example of a long-term supplier in the labs is in the 
propulsion division.  An example of short-term is the Small Business Innovative 
Research (SBIR) contractors.   
 
7.  Has your relationship with your suppliers improved or suffered because of your 
evaluation procedures?  I would like to think that it will improve based on the feedback 
we give during debriefings.  However, those that do not win are often more upset and do 
not understand the process. 
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(FedEx)  
 

Interview Questions for Contractor/Program Office Personnel 
 

Contractor 
Pre-Award Evaluation  
 
1.  What are the categories/factors of assessment used for evaluating past performance?  
How were these categories constructed (i.e. industry standard, from within)?  We use a 
scorecard system that evaluates price trends, services, financial performance, on-time 
delivery performance, certification, reporting, invoice discrepancy rate, receipt 
discrepancy rate, cycle-time performance, and globalization capability.  It was designed 
from within. 
 
2.  Is your rating system quantitative (e.g. late delivery in terms of # of days) or 
qualitative (e.g. quality performance)?  On-time delivery is quantitative as well as 
discrepancy rates, cycle-time performance, and financial performance.  The rest are 
quantitative.  
 
3.  How many days on average does it take you to award a contract (e.g. clock starts 
when a requirement or funding document is received)?  $50M contract would take 5 or 6 
months. 
 
4.  Has your pre-award evaluation process changed over the last 5 years?  The process 
has changed to include more cross functional leads and towards a supply chain 
management focus.  We are also engaging more diverse (minority) suppliers. 
 
5.  Have you been able to quantify any savings over the last 5 years with your evaluation 
process?  We have quantified a 5 to 10% savings using reverse auctions with E-sourcing.  
We are involved in a program called AeroExchange that manages the auctions for us.  
 
1C.  What is your impression of the current DoD past performance and risk assessment?  
No impression of the DoD past performance process. 
 
6.  Does your company receive feedback from other business partners concerning your 
own past performance evaluation (e.g. how you are perceived or rate with other firms)?  
We do not receive much feedback from other partners.  We try to be as clear as possible 
with our scorecard system.   
 
7.  Would you categorize most of your contracts fixed-price, incentive based, or cost-
plus?  Fixed-Price  
 
8.  Is the importance of price or financial performance tailored for each acquisition?  Yes, 
the weight of price depends on the strategic importance of each buy.  
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9.  Is price the most important factor in evaluation?  In most cases it is, but 40% of 
weighting is assigned to support services.    
 
Post-Award Evaluation  
 
1.  How is post-award evaluation maintained by your firm?  There are two levels of 
management.  We have Supply Chain Specialists who own the process from cradle to 
grave.  We also have sourcing managers who own the larger contracts.  They produce 
ratings on a monthly basis via a scorecard on each supplier.  Additionally, there is a 
supply management specialist (SMS) who maintain a portfolio on each company.  
Overall, planners and buyers are consolidated to manage the supply chain focus.  We 
seem to have lost some intelligence about the buying side by consolidating the buying 
and planning functions. 
 
2.  Is the process automated or manual?  What is the role of purchasing personnel in this 
process?  A Little of both.  The number of purchase orders that are delivered on-time is 
automated.  There is still manual manipulation of data when discrepancies are discovered.  
It takes purchasing 30 minutes to an hour to get data.  If there are discrepancies it can 
take much longer.   
 
2C.  What is your impression of third-party rating systems (e.g. OpenRatings)?  I don’t 
feel that I would be able to trust the data as much as the data of our own systems.  AirBus 
does this but doesn’t also have great data. 
 
3C.  If your process is automated, who designed the software or what third-party 
company maintains this database?  The scorecard system was built in-house and is posted 
on the website. 
 
3.  How much time (hours, days) is required to complete a post-award evaluation?  How 
often is it performed (never, monthly, quarterly)?  It takes a couple of minutes.  The time 
required is generally associated with data retrieval.    
 
4.  Does your evaluation after award affect award-fees or bonuses given for above 
average performance?  There are some incentives if contractors perform exceptionally 
well on the scorecard.  It depends if it is included in the contract terms. 
 
5.  What factors do you perceive will affect the success or failure of a contract?  
Examples include:  Quality Management Practices, Documentation and self-audit, 
process/manufacturing capability, management of the firm, design and development 
capabilities, and cost reduction capabilities:  There are two things.  First, quality is a 
huge emphasis at FedEx.  We must ensure that the product is delivered and is acceptable.  
If not we have to deal with refunds or repairs.  The second item is service related.  When 
companies are bought out or merge with other companies it can cause problems down the 
road. 
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General Questions 
 
1.  How would you describe/define strategic sourcing?  Does it apply before and after 
award?  It is making sure that you identify your requirements up-front and early.  It also 
includes optimizing you supply base to decrease the number of suppliers that you partner 
with.  Yes, it applies before and after award. 
 
4C.  Do you maintain one rating for each supplier which covers all contracts or are they 
given a rating which is based on their performance on one particular contract?   We have 
one rating for each contract, however, we roll-up score cards if the company has several 
divisions. 
 
2.  What 3 things could you have done better in pre-award and post-award evaluations 
knowing what you know now?  Make sure the source of supply a little more in-depth.   
 
3.  How much training is given in-house regarding supplier evaluations?  New employees 
receive 40 hours of training each year.  After that employees receive 20 hours of training 
per year.  
 
4.  Does your firm use multi-functional teams when performing pre-award and post-
award evaluations or do different departments (e.g. engineering, purchasing, marketing) 
act separately?  Yes, we use integrated product teams when evaluating suppliers. 
 
5.  How many individuals typically participate in a pre-award or post-award evaluation 
(i.e. $1M, $50M, & $100M+ acquisitions)?  I would say there is a core team of about 6 to 
8 people when performing an evaluation for a $50M effort. 
 
6.  Would you characterize you relationships with suppliers short-term or long-term?  Our 
relationships are becoming more and more long-term. 
 
7.  Has your relationship with your suppliers improved or suffered because of your 
evaluation procedures?  The suppliers like our scorecards.  It provides them feedback on 
a more consistent basis.  Our suppliers are now asking that they be able to fill out a 
scorecard on us.   
 
5C.  Does your company do business in the aircraft or manufacturing industries?  Yes 
 
6C.  What regulations does your company have which outline the pre-award evaluation 
process?  There is a formal request for proposal guide which is 30 pages long.  Other 
information can be found on the website. 
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(Lockheed Martin)   
 

Interview Questions for Contractor/Program Office Personnel 
 

Contractor 
Pre-Award Evaluation  
 
1.  What are the categories/factors of assessment used for evaluating past performance?  
How were these categories constructed (i.e. industry standard, from within)?  We assess 
quality, delivery, affordability, and management.  This was determined from within.   
 
2.  Is your rating system quantitative (e.g. late delivery in terms of # of days) or 
qualitative (e.g. quality performance)?  Quality and delivery are quantitative.  
Affordability and management are qualitative.  Quality and Delivery information is e-
mailed directly to the supplier on a monthly basis.  The qualitative information is sent 
semi-annually.  It is sent electronically in a performance feedback report to 225 major 
suppliers.   
 
3.  How many days on average does it take you to award a contract (e.g. clock starts 
when a requirement or funding document is received)? I can’t answer that. 
 
4.  Has your pre-award evaluation process changed over the last 5 years?  The process is 
generally the same with the exception of the rating systems.   
 
5. Have you been able to quantify any savings over the last 5 years with your evaluation 

process?  Can’t answer that. 
 

1C.  What is your impression of the current DoD past performance and risk assessment?  
No impression of the DoD past performance process. 
 
6.  Does your company receive feedback from other business partners concerning your 
own past performance evaluation (e.g. how you are perceived or rate with other firms)?  
We receive feedback from them at our annual supplier conference.  This consists of our 
strategic suppliers.   
 
7.  Would you categorize most of your contracts fixed-price, incentive based, or cost-
plus?  Not for certain.  
 
8.  Is the importance of price or financial performance tailored for each acquisition?  Yes, 
because we are now moving to a best value approach.  We use reverse auctions but they 
are still best value.   
 
9.  Is price the most important factor in evaluation?  No.    
 
Post-Award Evaluation  
 

105 



 

1.  How is post-award evaluation maintained by your firm?  We use the ratings that 
compile on each supplier and we use them for future award determinations.  We have a 
STAR supplier program to recognize excellent performance from suppliers.  It is a type 
of award that most suppliers are proud of.  There is also a Supplier Performance 
Evaluation & Action Response (SPEAR) program to help suppliers recover or get them 
up to speed.  
 
2.  Is the process automated or manual?  What is the role of purchasing personnel in this 
process?  A good portion of it is automated.  The monthly portion of quality and delivery 
feedback is automated via e-mail.  The semi-annual data is somewhat manual.  The 
buyers complete a web form to fill out the quantitative information.  
 
2C.  What is your impression of third-party rating systems (e.g. OpenRatings)?  The 
system at Lockheed Martin is already so automated that OpenRatings would not provide 
much benefit.  I feel that OpenRatings would provide that most benefit to a small 
company that doesn’t have the computer programming resources of a large firm such as 
Lockheed Martin.    
 
3C.  If your process is automated, who designed the software or what third-party 
company maintains this database?  The software was designed internally using some 
COTS software.  It took about a week for a team of experts within the company to design 
it.   
 
3.  How much time (hours, days) is required to complete a post-award evaluation?  How 
often is it performed (never, monthly, quarterly)?  The monthly reports take about 30 
minutes to complete.  The semi-annual reports take awhile to compile but to batch the 
information requires about 30 minutes.   
 
4.  Does your evaluation after award affect award-fees or bonuses given for above 
average performance?  It depends if it is included in the contract terms and the ratings 
certainly won’t be the only consideration given. 
 
5.  What factors do you perceive will affect the success or failure of a contract?  
Examples include:  Quality Management Practices, Documentation and self-audit, 
process/manufacturing capability, management of the firm, design and development 
capabilities, and cost reduction capabilities:  Subcontracting Management.  Lockheed 
Martin is pushing its suppliers hard to manage and rate their suppliers. 
 
General Questions 
 
1.  How would you describe/define strategic sourcing?  Does it apply before and after 
award?  It is not a formal partnership with suppliers but a level of trust in working 
together.  It also involves stratifying the supply base by top level managers.   
 
4C.  Do you maintain one rating for each supplier which covers all contracts or are they 
given a rating which is based on their performance on one particular contract?   It is an 
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overall rating for a particular supplier.  But it can be broken down by program to describe 
the details of one particular effort. 
 
2.  What 3 things could you have done better in pre-award and post-award evaluations 
knowing what you know now?  Better control or management over our supplier’s 
suppliers (subcontractor management).  They are often the reason for a delay.     
 
3.  How much training is given in-house regarding supplier evaluations?  There is 3 hours 
of training given to new employees which depicts evaluation procedures at Lockheed 
Martin.   
 
4.  Does your firm use multi-functional teams when performing pre-award and post-
award evaluations or do different departments (e.g. engineering, purchasing, marketing) 
act separately?  Yes, we use integrated product teams when evaluating suppliers. 
 
5.  How many individuals typically participate in a pre-award or post-award evaluation 
(i.e. $1M, $50M, & $100M+ acquisitions)?  It depends. 
 
6.  Would you characterize you relationships with suppliers short-term or long-term?  I 
would say that they are long-term. 
 
6. Has your relationship with your suppliers improved or suffered because of your 

evaluation procedures?  The suppliers like our rating systems.  They will ask 
questions if our e-mails are late.   

 
5C.  Does your company do business in the aircraft or manufacturing industries?  Yes 
 
6C.  What regulations does your company have which outline the pre-award evaluation 
process?  There are buyer checklists on the web to ensure that each buyer follows the 
same process. 
 
 
 
 
 

107 







 

 
Raytheon Corporation, Lexington, MA.  Vice President of Enterprise Supply Chain 
Management, Telephone Interview.  6 Dec 2002. 
 
Reese, David.  “Purchasing and Supply Chain Management Briefing”.  AF/IL, 24 Mar 
2002. 
 
Rumsfeld, Donald. “Secretary of Defense--Interview with CNBC.” n. pg. 
http://www.defenselink.mil/news/May2002/t05222002_t0520cnb.html. 20 May 2002. 
 
Simpson, Penny M., JudyA. Siguaw, and Susan C. White.  “Measuring the Performance 
of Suppliers:  An Analysis of Evaluation Processes,”   The Journal of Supply Chain 
Management, 38: 29-41 (Winter 2002).   
 
Smith, Stanford A.  “Third-Party Supplier Ratings,” Purchasing, 129: 40-41 (22 
December 2000). 
 
Snyder, Thomas J. “Analysis of Air Force Contract Implementation,” Air Force Journal 
of Logistics, 25: 14-21 (Summer 2001). 
 
United Airlines, Chicago, IL.  Manager of Technology Purchasing, Telephone Interview. 
4 Dec 2002. 
 
United Technologies Corporation, Farmington, CT. Manager, Supplier Development, 
Telephone Interview.  5 Jan 2003. 
 
Yin, Robert K.  Case Study Research: Design and Methods.  Thousand Oaks, CA:  Sage 
Publications, 1994. 
 
Zsidisin, George A. and Lisa M. Ellram.  “Activities Related to Purchasing and Supply 
Management Involvement in Supplier Alliances,” International Journal of Physical 
Distribution & Logistics, 31: 629-646 (Issue 9/10 2001). 

 

110 






