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Meet the Industry Presenters
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Panelists:

• Meredith Braselman, Meredith.Braselman@icfnext.com, Partner, Strategic Communications and 
Marketing, ICF Next

• Jeff Cotton, jeffjcotton@maximus.com, Technology and Consulting Services Senior Principal, Maximus

• Jeffrey Kerridge, Jeffrey.Kerridge@amentum.com, Senior Vice President for Business Development, 
Amentum

• Kirste Webb, Kirste.Webb@aleutfederal.com, Director of Growth, ARS Aleut Technical Services, LLC

Moderator:

• Paul Cunningham, Paul.Cunningham@wwt.com, Chief Technology Advisor, WWT
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Barriers to Entry
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• Access to contract vehicles 

• Relationships - New entrants may lack access to meet with 
programs

• Size of requirements 

• Past performance requirements 

• Total contract value size in evaluation criteria  

• Upfront investment required on certain contracts (e.g., 
cash outlay for 60-90 days v. use of drawdown fund)



Forecasts
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• Forecasts are critical for all businesses, particularly small, to 
prioritize investments and develop a pipeline of work to 
pursue. Companies must determine early in the process if 
they can prime or need to sub the work.  

oPrime opportunities are key to a company’s ability to grow

oWorking as a sub-contractor may serve as an opportunity to 
develop relationships and experience at DOE for new entrants. 
Early information sharing is key to this opportunity.

o The teaming process, which is competitive and can take months, 
often begins with information learned from the forecast.



Forecasts
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• Challenges:  
o Monitoring multiple websites to find opportunities (e.g., Sam.gov, https://www.emcbc.doe.gov/SEB/, 

fedconnect.net, and all of the prime contractor business opportunities pages) 
o Determining if information is accurate and up to date.
o Determining if we can prime/sub the work and start the process to find teaming partners. 

• Recommendations:
o Consider consolidating to a single website. Ensure information is updated at least quarterly and includes the 

date modified. This will reduce calls to Contracts Officers and CORs.

o Information on the EMCBC acquisition pages is very useful when it is updated regularly. This provides extensive 
background on the sites/projects that are coming up.

o Provide consistent information when possible that helps companies make investment decisions and start 
preparing. Companies use forecasts to determine:

▪ Are we the right fit for size, scope, and type of work? Need an adequate description; NAICS and PSC 
Codes; dollar value plus options; and contract type (e.g., end state, FFP, Cost Plus, etc.)

▪ Do we have the resources for the size and scope? Need to have the anticipated timing (understanding 
that things change) to understand competing resources, demands, and prep time

▪ Can we prime/sub and/or need teams?  Need set aside information(large, small, 8(a)) and contract 
vehicle

▪ How do we ask questions? Need a point of contact with title, email, and phone number. 

https://www.emcbc.doe.gov/SEB/


Example of USACE forecast 

ACQUISITION LOCATION DESCRIPTION TOTAL PLANNED VALUE
PLANNED 

RFP/Synopsis

PLANNED 

AWARD
BUSINESS SIZE COMMENTS

8a Small Business A-E Work assigned to NWD A-E Services MATOC $9,900,000 Aug-22 4Q FY23 8a small business

In source selection.  Request for Price 

Proposals in the next week to selected firms

 Unrestricted Preplaced Remedial Action Contracts 

(PRACs)

Work assigned to 

NWD/EPA Region 2

Preplaced Remedial 

Action Contracts 

MATOC $245,000,000 Jun-23 2Q FY24 Full and open

Received Industry feedback on draft RFP and 

adjusted criteria based on feedback.  Final 

package in internal USACE reviews before 

RFP.  

Maywood Single Award Task Order Contract Maywood, NJ

Site-specific 

Environmental 

Remediation Services/ 

Construction $40,000,000 Jul-23 3Q FY24 Small Business

Site specific SATOC to finish out Maywood 

FUSRAP site

Radioactive Waste Disposal Blanket Purchase 

Agreements

Work assigned to Kansas 

City District Rad Waste T&D Unlimited dollar Aug-23 2Q FY24 Full and open

Plan is to have BPA set-up with a maximum 

call amount and a time limit but no ceiling

Matteo Superfund Operable Unit 1 West Deptford, NJ

Excavation and capping-

-Industrial /residential/  

wetlands Greater than $50,000,000 Aug-23 2QFY24 Full and open

C-type contract, site specific.  Cost 

reimbursable, best value trade-off

8a Environmental Consulting Services Multiple 

Award Task Order Contract Work assigned to NWD

Environmental 

consulting/ compliance 

/ five year reviews $40,000,000 Oct-23 3Q FY24 8a small business

Replacement for current MATOC.  Currently 

approved at $25M but intend to ask for 

$40M

Cornell Dubilier Superfund Site, Operable Unit 4, 

Phase 4, Reaches 2-4 South Plainfield, NJ

Stream/floodplain 

excavation Greater than $50,000,000 Oct-23 2QFY24 Full and open

Sources sought was posted to sam.gov.  

Industry feedback being evaluated.  C-type 

contract, site specific.  Cost reimbursable, 

best value trade-off

LCP Chemical Superfund Site Linden, NJ

Excavation/Capping/ 

Installation of barrier 

wall Greater than $50,000,000 Dec-23 4Q FY24 Full and open

C-type contract, site specific.  Cost 

reimbursable, best value trade-off



Example of USACE Forecast

PROJECT LOCATION DESCRIPTION TOTAL PLANNED VALUE PLANNED CONTRACT

PLANNED 

TASK ORDER 

TYPE

PLANNED 

COMPETITION PLANNED RFP COMMENTS

Unimatic OU2 Remedial Action Fairfield, NJ

Remedial Action--

Sediment Less than $5,000,000 Small Business PRAC CPFF Best Value May-23

Pilot project for Highest Technically 

Rated Offeror with a Reasonable 

Price

White Chemical Superfund Newark, NJ

Remedial Action--In situ 

bioremediation Less than $25,000,000 Small Business PRAC CPFF Best Value May-23

Roebling Steel Superfund OU4/OU5 Florence Township, NJ

Remedial Action with 

multiple components:  

historical artifacts, soil 

cover Less than $25,000,000 Small Business PRAC CPFF Best Value Jun-23

Mansfield Superfund Byram, NJ Waterline Installation Less than $25,000,000 Small Business PRAC CPFF Best Value Sep-23

Tyson Valley FUDS--AOC 3 Remedial Action Eureka, MO

Remedial Action--

Shallow soil excavation Less than $1,000,000 SDVOSB PRAC FFP LPTA Mar-24



Market Research
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• Keep issuing RFIs and Sources Sought. It allows small business (and large) to begin formulating a solution and 
assess bid/no-bid decision and seek out teaming partners if needed

• Continue the industry days and one-on-one discussions 

o Allow industry to meet with DOE program managers before the solicitation is issued to learn more 
about the projects and different approaches to the problem – this is just market research and is 
encouraged in the OMB Mythbusting Memo. 

o Consider using responses to RFIs to decide who to meet with one-on-one. This will incentivize 
industry to provide a quality response and help EM decide who has something valuable to 
discuss.

o Incumbents will always have more information and customer knowledge. Open communication, 
particularly 1on1s are critical when seeking new bidders.

• Share summary of the responses received from the market research or at least let us know how 
market research information was used to shape thinking for the draft and final RFPs.

• Ensure greater consistency between market research and industry events held for unrestricted 
AND small business set aside procurements. Examples of inconsistency showed on next two 
slides.

https://www.darpa.mil/attachments/OFPPPolicyMemo.pdf


Market Research – Large versus Small RFIs
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RFI Question 1) Describe your ability and approach, including rationale, to performing all or a portion of the Major Elements 
of Scope. DOE is interested in cutting edge thinking, innovativeness, and other ways for DOE to be more effective in 
accomplishing work safely through technology.

Unrestricted DD&R Major Elements of Scope



Market Research – Large versus Small RFIs

Small Business 
DD&R

RFI Question 1) Describe your ability and approach, including rationale, to performing all or a portion of the Major Elements of Scope. DOE 

is interested in cutting edge thinking, innovativeness, and other ways for DOE to be more effective in accomplishing work safely through 

technology.



Market Research – Large versus Small RFIs

Small Business 
DD&R

Continued

RFI Question 1) Describe your ability and approach, including rationale, to performing all or a portion of the Major Elements of Scope. DOE 

is interested in cutting edge thinking, innovativeness, and other ways for DOE to be more effective in accomplishing work safely through 

technology.



RFPs and Evaluations 
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• Include Sections B, C, L, and M in Draft RFPs

• Release Draft RFPs for both Unrestricted and Small Business 
Procurements

• Explain why you have chosen certain requirements or 
evaluation criteria in the Draft RFP. If industry understands your 
thinking, they can provide better feedback and questions.

• Inconsistent scoring of CPARS across DOE may disadvantage 
certain types of bidders.

• If you ask for innovation, make sure to include evaluation 
criteria that scores it.



Debriefs
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• What Industry Wants to Know:
o Which sections were our strengths (and why)

o Which sections did we have weaknesses (and why)? What were you looking for?

o How can we do better next time?

o How did we compare against the successful offeror? 

o Was I treated fairly?

o Was the process handled properly and as advertised?
▪ Were the evaluation team’s findings consistent with the evaluation criteria?

• DOE EM does an EXCELLENT job with the information provided in written 
debriefs.

• The best debriefs combine written information and an opportunity to ask 
follow up questions in-person or by phone.



Protests
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• Lack of information or transparency in debriefs can increase the likelihood of a protest. Some 
companies protest to understand why they lost and why the successful offer won if it is not clear. 

o A company’s lack of knowledge, combined with high emotions after investing substantial 
time and money to pursue work, can contribute to incorrect beliefs re the evaluation 
process.  

• Companies may protest when there is a perceived inconsistency between evaluation criteria 
and how companies were evaluated in the debrief.

• Companies will consider protesting when scores and ratings are close.

o When companies receive the same grading, they need greater clarity in what separated 
the scores. (e.g., Why was their “outstanding” better than my “outstanding”?) 

• Incumbents that lose often protest to continue revenue stream.
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Questions?

POC: Krista Sweet,

VP of Civilian Agencies

ksweet@pscouncil.org

www.pscouncil.org

mailto:ksweet@pscouncil.org
http://www.pscouncil.org/

