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Introduction 
 
This White Paper focuses on the competitive pricing activities that should optimally occur before the 
final request for proposal (RFP) is released.  There are the five types of competitive pricing analysis that 
should inform your pricing strategy:  

1. The customer’s available funding for the opportunity  
2. The customer’s should-cost analysis for the opportunity 
3. The customer’s award history and tendencies 
4. Your estimation of the project scope and cost 
5. Your company’s overall and opportunity specific price competiveness 

 
The objective of these analyses is simple: to improve your probability of win. 
 

 
 
These factors form the backbone of the pricing component of Centurion’s Opportunity Assessment 
NOWTM (OAN) analytic tool and create the core of your Capture Plan. Information about each of these 
factors is gathered during one or more of the opportunity tracking phases described in the following 
section.  

  



    

Federal Contractor Knowledge White Paper 

 

 

 

©2013 Centurion Research Solutions, LLC 

 

4 

1. Available Funding 
 
Understanding the funding status of a federal opportunity (see the following figure) is one of the most 
critical but often-ignored bid factors. Identifying the funding source and whether the project is in the 
budget and stable is key to determining if the program is viable. This analysis will help determine the 
probable ceiling price, a funding estimated confidence factor, the financial rationale for making a bid 
decision and serve as a critical element of the pricing strategy. 

 

2. Should-cost Analysis 
 
Here is a notional example of a should-cost analysis for a software development project. The should-cost 
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process is highly dependent on the dynamics of the pursuit and, of course, availability of information. 
  
The federal government has entered an extreme phase of cost competitiveness where a majority of bids 
are being awarded on the basis of lowest price, technically acceptable (LPTA). This means there is a need 
to have competitive pricing information readily available in order to develop winning pricing strategies.   

3. Award History 
 
Knowing the agency and individual stakeholders’ 
(both influencers and decision makers) award 
tendencies, and how favorably or unfavorably they 
view your company and the competition, are 
essential considerations in your decision to bid. 
One key question is how sensitive are they to 
price?  
 
Perform reverse engineering on existing contracts 
in your market and service area with available 
financial information to determine burdened labor 
rates, direct labor rates, average rate per hour and 
total contract value. This data will help determine whether to bid on a recompete or similar contract 
and if so, what the competition, including the incumbent(s), might bid. Of course, all the information 
you need isn’t always available. But if not, Centurion’s pricing experts can often ferret it out. 

 
There are basically two types of analyses that provide insight into the competition’s wrap rates and 

bidding strategies. Looking at competitive rates and strategies 
allows you to see if you are competitive with a particular 
competitor. This analysis is done for many of the 
opportunities in Business Intelligence NOW™ at no charge 
and, if a client is interested in a particular opportunity in the 
database where the necessary data is available but not yet 
done, Centurion will complete the analysis for the client at no 
charge. 
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Here is an example of using contract budget and financial reporting data to identify which projects are 
most likely to have re-competes that are well funded. This is an example of an Information Technology 
services contract scheduled to expire in 3 years. 

 
If the contract has already 
reported an amount close 
to the spending ceiling (the 
two green boxes) it might 
be recompeted early, the 
incumbent contractor has 
been performing well 
enough to have received a 
significant portion of the 
contract value and the 
follow-on contract will 
probably also be well 

funded. This is important information to have when making a decision whether to pursue the 
recompete. 
 
Or, if the reported spending is on track (the two red boxes), then the contract will most likely run its full 
term unless the incumbent contractor is performing poorly or the project is hit with unexpected budget 
cuts. It also means that the contract has a fairly high probability of being fully funded in the future. 
 
Finally, if the reported spending is well below the budget baseline or expected spending (the two orange 
boxes), then 

 The contractor may be performing poorly, 

 The program may not be seen as really required by the customer, or 

 The program may be targeted for restructure or early recompete 
 
There are two major types of contracts to reverse engineer. The first involves labor rate schedules 
where labor categories are listed with fully burdened labor 
rates: 

 Map salaries to labor categories 

 Calculate wrap rates by dividing fully burdened 
labor rate by salary 

 Remove obviously gamed rates 

 Apply a discount, if appropriate 

 And then average the resulting individual wrap 
rates 

 
The second type of contract includes those where total 
hours and total labor dollars are available or calculable. 

Rate	
Schedules	

Salaries	to	
Labor	

Wrap	Rates	

Gamed	Rates	
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Average	
Rates	
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 If total hours and total hours by year are available, assumptions are made or actuals are given 
regarding Other Direct Costs (ODC), travel and materials based on the contractor Statement of 
Work (SOW). 

 Burdened labor dollars are calculated by subtracting these out. 

 Labor categories are mapped to salaries from various surveys and databases to calculated direct 
unburned labor dollars. 

 This provides Insight into competition’s wrap rates and bidding strategies and allows you to see 
if you are competitive with this particular competitor. 

 
Labor contract pricing greatly benefits from a 
custom competitive wrap rate analysis. There 
are two basic methods: reverse engineering as 
previously discussed and bottom-up using 
Centurion’s set of standard wrap rate models, 
then deviating from those based on open 
source differences for a particular target.  
 
This usually includes multiple target competitors in a particular market for a particular pursuit. 
Centurion can also include a competitive assessment relating to the impact of the analysis on pricing the 
specific opportunity.  

4. Cost Estimation 
 
There are two basic overall proposal cost estimating methods, top-down, which is based on similar 
projects and bottom-up, which is developed by estimating the cost of each element of a project.  
 
A preliminary project work breakdown 
structure (WBS) provides you with a structure 
that defines the tasks and/or work that needs 
to be performed to meet project objectives. 
Development of the final WBS should be a team 
activity to build consensus and understanding 
of the scope and work plan necessary to 
complete the project. A WBS should illustrate 
the project activities at successively lower levels 
of detail but no further than necessary to assist with the management of the project.  It is important to 
understand that this process is about defining how you will perform the job not just a regurgitation of 
the statement of work. 
 
Some projects require earned value management (see following diagram). In these cases, you will need 
to factor in earned value discrete work packages. Earned value management is a schedule and cost 
system used to assist project teams and customers in assessing progress, provide early warning of the 

Structure	 Collabora on	 Decomposi on	

Defini on	 Earned	Value	 Quality	
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need for corrective action and estimates of future schedule and cost based on current progress.  It’s too 
complex a topic to adequately cover in this white paper, however, your pricing estimate will need to 
incorporate the necessary resources and schedule time to accommodate earned value management. 

 
Finally, the WBS will also 
need to reflect whether you 
are planning a fixed price,  
level of effort, or a defined 
task project. 
 
There are several approaches 
that can be taken to define a 
work breakdown structure – 
for instance, by function or by 

deliverable. Regardless, it should clearly identify necessary tasks and should be used to develop 
schedules, cost estimates, skill sets, and project risks. 
 
Shown here are 
two simple 
examples of a 
possible WBS for 
the development of 
three training 
modules. The WBS 
on the left is 
arranged by 
functional phase 
while the WBS on 
the right has been 
structured around 
each of the three training modules.  
  
It is sometimes easier to picture the relationship between the various work elements in a graphical 
representation such as the one pictured below where the categories of work to be performed are clearly 
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outlined. In this example of building a house, the foundation, rough construction and finish construction 
are each decomposed into their constituent subtasks with corresponding WBS paragraph numbers as 
shown in the small white boxes. 
 
Each work element or activity should have a 
measurable milestone such as review complete 
and, if possible, a definable output or deliverable. 
The start and end events should be clearly defined. 
The activity duration & cost should be easily 
estimated. Work assignments should be 
independent and definable. But don’t overwork the 
WBS. It should be only as detailed as necessary to 
describe what you need to manage the project.  
Keep in mind the burden placed on the company 
support staff of dealing with too many work and 
cost elements.  
 
One final point – be certain to check all the special 
requirements in the RFP. For instance, many 
Department of Defense contracts specify Military Standard 881, which gives specific direction regarding 
WBS development. 
 

On the left is an example of 
part of the design phase WBS 
for a software development 
project. It illustrates the 
decomposition of two major 
tasks shown in yellow into 
subtasks shown in light green. 
These subtasks are discrete 
activities that can be measured 
and, if required, for which 
earned value can also be 
tracked. 
 

The key activities necessary to determine your competitive bid price are: 

 Analyze competitive landscape, 

 Analyze the customer’s view – their likes and dislikes, 

 Determine the agency’s pricing/award history, 

 Model the competition’s pricing, 

 Develop a cost basis and justification, and 

 Consider your ability to successfully perform at the bid price, especially on fixed price or 
performance-based contracts. 

WBS CLIN	0002		Design	Phase	Elements 
2.1.1 Data	modeling 
	2.1.1.1 	Logical	Data	Model 
			2.1.1.1.1 			Validate	Logical	Data	Model	Document,	deliver	to	DOL 
			2.1.1.1.2 			DOL	Review	of	Logical	Data	Model 
			2.1.1.1.3 			Finalize	and	Deliver	Logical	Data	Model 
	2.1.1.2 	Physical	Data	Model 
			2.1.1.2.1 			Validate	Physical	Data	Model	Document,	deliver	to	DOL 
			2.1.1.2.2 			DOL	Review	of	Validated	Physical	Data	Model 
			2.1.1.2.3 			Finalize	and	Deliver	Physical	Data	Model 
			2.1.1.2.4 			Perform	Ini al	Baseline	of	Data	Model 
			2.1.1.2.5 			Perform	Ini al	Analysis	of	Lookup	Values	for	Data	Model 
			2.1.1.2.6 			Populate	Ini al	Lookup	Values	in	Data	Model 
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Your pricing strategy and estimate needs to take into consideration the type of contract. Familiarize 

yourself with the Federal 
Acquisition Regulation Part 16. It 
describes the federal regulations 
for each of the major federal 
contract types including the five 
illustrated here. Anyone who does 
proposal pricing should be familiar 
with the provisions of this 
document. 

5. Price Competitiveness 
 
The figure on the right presents a list of 
competitive pricing data. Research GSA and 
other rate schedule, labor category and 
burdened labor rates for your specific 
service areas and target agencies. Next, 
map these labor categories to various salary 
surveys and calculate the burden for each 
labor category. Identify and discard gamed 
or unused labor rates and then average 
remaining rates into competitive wrap 
rates. This analysis will provide you with 
insight into the wrap rates and bidding 
strategies of your likely competitors. 
 
Clearly, all this analysis can all be overwhelming. But especially on highly competitive bids, the hard 
work has been proven to pay enormous dividends.  
 

By understanding where your company 
falls in this competitive range as it 
relates to the customer’s probable 
should-cost and the likely competitors, 
you can determine if you should even 
bid the job and, if so, what changes or 
actions you might need to make to your 
capture and pricing strategy including 
staffing mix and teaming partner 
selection to achieve your target price.  
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If the scenario shown to the left was a best-value procurement, then your company’s position might be 
sufficient assuming you have outstanding key personnel, client relations and past performance.  On the 
other hand, the delta between your price and Company A and B prices probably wouldn’t allow the 
government to select you if this was an LPTA procurement. 
 
There are, of course, much more sophisticated pricing tools and methodologies. But for many smaller 
contractors, even a simple cost competitive exercise can make a big difference.  
 
A company price competitiveness analysis should be performed if you are consistently losing on price, 
moving into a new market segment, reorganizing or transitioning from a small business to a large   
business. This involves an assessment of your business unit’s financial structure including cost pools, 
disclosure statement details and previous bidding practices. This will help you to determine if you are 
cost competitive in a particular market. 
 
Shown below are some of the key financial elements of your pricing approach including fee, profit, 
subcontract and material, other direct charges and capital. The bid pricing strategy often evolves over 
time as teaming arrangements are solidified and further competitive information is gathered. Each 
version of the capture plan should further refine this strategy. 

 
The next pricing strategy section presents several complex pricing elements that may be new. I’d 
encourage you to discuss this section with one of your company’s finance and pricing experts or a 
Centurion pricing expert. 
 
Companies use different terms to refer to the key labor rates and cost structure elements shown in this 
diagram. 
 
A labor rate (sometimes called a 
direct rate) is a term that needs to 
be modified with either the word 
unburdened or burdened to make 
complete sense. An unburdened 
labor rate is the hourly rate being 
paid to an employee. 
 

Fee																			
Structure	

Profit	
Poten al	

Subcontract	
and	Materiel	
Percentage	

Other	Direct	
Costs	

Capital	
Expenditure	
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A proposed burdened labor rate is an hourly labor rate fully burdened with fringe, overhead, general & 
administrative costs (G&A), and the fee (profit) that you are proposing to the government for a specific 
labor category. Your project controller has the financial related overhead structure necessary for you to 
incorporate into your price estimate.  
 
A negotiated fully burdened rate is the final negotiated hourly labor rate on the approved (awarded) 
contract. A price wrap rate is a factor that when multiplied by an hourly unburdened labor rate equals 
the final fully burdened rate including fee. An operating unit is a collection of similar work within a 
definable organizational unit that applies the same wrap rate to hourly labor rates. In other words, an 
operating unit, sometimes called a cost center, has the same fringe (benefits), overhead & G&A 
structure. 

 
On labor contracts, labor category 
information is an important component 
of your pricing strategy. Some of this 
information can be found in Centurion’s 
biNOW and Freedom of Information Act 
(FOIA) requests for previous contracts.  It 
can also be inferred from company-
published GSA schedule rates – keeping in 

mind that these are often discounted further. Centurion’s pricing experts can help you perform this 
analysis. 

6. Pricing Strategy 
 
The overall company pricing structure can significantly harm 
individual opportunity pricing competitiveness.  Essentially, the 
fringe, overhead, G&A and fee make up the additional costs that 
are added to the direct labor rate to establish the amount that 
will be billed to the government.  This information is very 
company competition sensitive. 
 
As shown on the left axis of the following graph, federal 
contractors provide a full range of services from less skilled but 
no less important labor contracts to more complex design, 
hardware and software contracts. These lend themselves to 
lower or higher corresponding indirect costs as shown along the 
bottom of the graph. In other words, you need to take into consideration what wrap rate, shown on the 
rising line, competitors who are providing a similar service are bidding. Unfortunately, the recent 
increase in LTPA contract awards has had a dampening effect on wrap rates and the fees companies are 
able or willing to bid. 

Fee	

G&A	

Overhead	

Fringe	

Labor	
Cost	
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Contractors need to find a balance between winning and being to successfully perform – and in some 
cases, be willing to walk away. 
 
The Centurion bottom-up wrap rate development process is illustrated in the following figure. We do 
not know the companies’ specific wrap rate structure, cost components or wrap rates. Even if we 
somehow did, the data is proprietary and we are ethically bound to keep that data in confidence. 
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Factors Considered 

Direct Labor Calculated 

Fringe Calculated 

Overhead Calculated 

G&A Estimated 

Review of target’s 
benefits summaries; 

consideration of 

CBAs, WD 

Analyze	10K	filings;	
consider	special	
pools	for	this	type	

of	work	

Start with standard 
services model and 

adjust for known 

variations 

Salary surveys; 
Job postings; 
Monster.com, 

Salaries.com 

For use in calculating 
DL, fringe & OH (e.g. 

work days, training days, 

benefits, 401K, etc) 

Consolid ated  Financial  Data— Five  Year Summary 

    (In  m illio ns, ex cep t p er sh are 

data  and ra tio s )   

OPERATING RESUL TS (a)   

N et sales   $ 41, 862 $ 39, 620 $ 37, 213 $ 35, 526 $ 31, 824

Co st o f sales   37, 628 36, 186 34, 676 33, 558 29, 848

  4,234 3,434 2,537 1, 968 1, 976

O th er  in co m e (ex p ense) , net   293 336 316 171 114

O p er atin g  p ro fit   4,527 3,770 2,853 2, 139 2, 090

Inter est ex pen se   352 361 370 425 487

O th er  no n-op eratin g  inco m e 

(ex pen se) , net   193 183 133 (5 0 -71

Ear ning s  befo re in co m e tax es

  4,368 3,592 2,616 1, 664 1, 532

Inco m e tax  ex pen se   1,335 1,063 791 398 479

N et earnin gs   $ 3,033 $ 2,529 $ 1,825 $ 1, 266 $ 1, 053

EARNING S P ER 

COMMON SH ARE   

Basic   $ 7.29 $ 5.91 $ 4.15 $ 2.86 $ 2.36

D ilu ted   $ 7.1 $ 5.8 $ 4.1 $ 2.83 $ 2.34

CASH  DIVI DENDS   $ 1.47 $ 1.25 $ 1.05 $ 0.91 $ 0.58

CONDENSED BALANCE 

SHEET DATA   

Cash  an d cash  eq u ivalen ts   $ 2,648 $ 1,912 $ 2,244 $ 1, 060 $ 1, 010

Sh ort-ter m  in vestm ents   333 381 429 396 240

O th er  cu rren t a ssets   7,959 7,871 7,856 7, 497 8, 151

Pro perty , p lan t a nd  

eq u ipm en t, n et   4,320 4,056 3,924 3, 599 3, 489

G o odw ill   9,387 9,250 8,447 7, 892 7, 879

Pu rchased  in tan gib les, n et   463 605 560 672 807

Prep aid  pens ion  ass et   313 235 1,360 1, 030 1, 213

O th er  ass ets   3,503 3,921 2,924 3, 408 3, 386

To tal   $ 28, 926 $ 28, 231 $ 27, 744 $ 25, 554 $ 26, 175

Cu rren t m atu rities  of  lo ng-

ter m  deb t   $ 104 $ 34 $ 202 $ 15 $ 136

O th er  cu rren t liab ilit ies   9,767 9,519 9,226 8, 551 8, 757

Lo ng-ter m  deb t, net   4,303 4,405 4,784 5, 104 6, 072

A cc rued  pens ion  liab ilit ies   1,192 3,025 2,097 1, 660 1, 100

O th er  po stretir em en t b en efit 

liab ilit ies   928 1,496 1,277 1, 236 1, 440

O th er  liab ilit ies   2,827 2,868 2,291 1, 967 1, 914

Sto ck ho lders ’ eq u ity   9,805 6,884 7,867 7, 021 6, 756

To tal   $ 28, 926 $ 28, 231 $ 27, 744 $ 25, 554 $ 26, 175

COMMON SH ARES AT 

YEAR-END   409 421 432 438 446

CASH  FLOW DATA   

Cash  provid ed  by operatin g 

ac tiv ities   $ 4,241 $ 3,783 $ 3,194 $ 2, 924 $ 1, 809

Cash  used  fo r investi ng  

ac tiv ities   (1,205 (1 ,655 (499 (7 08 -1 ,461

Cash  used  fo r f inan cin g  

ac tiv ities   (2,300 (2 ,460 (1 ,511 (2 ,166 -2 ,076

RETURN ON INVES TED 

CAPITAL (g)   21. 4 19. 2 14. 5 10. 8 9. 60%

NEGOTIATED BACKLOG   $ 76, 660 $ 75, 905 $ 74, 825 $ 73, 986 $ 76, 899

2003 (f )2007 (b) 2006 (c ) 2005 (d) 2004 (e )

Example – Not Real Data 

Competi tor: Competitor XX Competitor XX

Pool Contractor Site Government Site

Factors:

Paid Holidays (Days) 10 10

Annual Vacation and Sick Leave (Days) 17.5 17.5

Other Leave (Jury , Bereavement, etc .) 1 1

Indirec t Labor Days (Perf . Review , Training, etc.) 1 1

Supplemental Health Costs /Y ear $11,000 $11,000

(Inc ludes Medical, Dental, Vis ion, Life, Disability, EA P)

Percent paid by  employer 80.0% 80.0%

Percent participation in health plan 75.0% 75.0%

401k Matching 5.0% 5.0%

401k Participation 50.0% 50.0%

Tuition Assis tance Cap Per Y ear $5,000 $5,000

Tuition Assis tance Participation 5.0% 5.0%

FICA /Medicare Matching, WComp (Total Salary) 8.9% 8.9%

Bonuses (Percentage Workf orce) 5.0% 5.0%

Bonuses - A verage Percent of  Salary 25.0% 25.0%

Other Employee Benef its 1.50% 1.50%

Competitor: Competitor XX Competitor XX

Pool Contractor Site Government Site

Productive Hours:

Baseline 2,080 2,080

Paid Holidays 80 80

Annual Vacation and Sick Leave 140 140

Other Leave (Jury , Bereavement, etc.) 8 8

Indirect Labor (Perf . Rev iew , Training, etc .) 8 8

Subtotal Produc tive Hours 1,844 1,844

Cost Pool Average Salary $87,880 $87,880

Cost Pool Average Hourly Rate $42.25 $42.25

Cost Pool Direct Headcount (Notional) 1,000 1,000

Direct Labor Dol lars $77,909,000 $77,909,000

Competitor: Competi tor XX Competitor XX

Pool Contractor Site % of Base Government Site % of Base

Fringe Benefits Costs:

Paid Holidays $3,380,000 4.34% $3,380,000 4.34%

Annual Vacation and Sick Leave $5,915,000 7.59% $5,915,000 7.59%

Other Leave (Jury, Bereavement, etc .) $338,000 0.43% $338,000 0.43%

FICA /Medicare Matching, WComp (Total Salary ) $7,821,320 10.04% $7,821,320 10.04%

Health Benef its $6,600,000 8.47% $6,600,000 8.47%

401k Matching $2,197,000 2.82% $2,197,000 2.82%

Tuition A ssistance $250,000 0.32% $250,000 0.32%

Bonuses $1,098,500 1.41% $1,098,500 1.41%

Other Benef its $1,318,200 1.69% $1,318,200 1.69%

Fringe Benef its Costs $28,918,020 37.12% $28,918,020 37.12%

Fringe Benefits Rate 37.12% 37.12%

Competitor: Competi tor XX Competitor XX

Pool Contractor Site % of Base Government Site % of Base

Overhead Rate Build-up:

Indirect Labor (Perf . Review , Training, etc.) $338,000 0.43% $338,000 0.43%

Preemployment Expenses $220,000 0.28% $220,000 0.28%

Business Unit General Mgmt Staf f  Labor/Expenses $1,218,702 1.56% $1,218,702 1.56%

Facilities $8,531,600 10.95% $0 0.00%

Depreciation Expense $1,168,635 1.50% $0 0.00%

Indirect Travel $584,318 0.75% $155,818 0.20%

Intermediate Service Center Cost Pool Allocations $10,009,928 12.85% $1,914,933 2.46%

   (Security, HR Reps, IT, Finance, Accounting)

General Operating Expenses/Supplies/Tools $1,947,725 2.50% $779,090 1.00%

Other Indirect Ledger Accounts $779,090 1.00% $973,863 1.25%

Total Overhead Costs $24,797,997 31.83% $5,600,405 7.19%

Overhead Rate 31.83% 7.19%Competitor: Competitor XX Competitor XX

Pool Contractor Site Government Site

Indirect Rate Summary

Fringe Benefits Rate 37.12% 37.12%

Overhead Rate 31.83% 7.19%

Subtotal 68.95% 44.31%

G&A Rate 8.82% 8.82%

Cost Wrap Rate 1.838 1.570

Fee 8.0% 8.0%

Price Wrap Rate 1.986 1.696
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Our pricing experts first look at various factors considered in wrap rate development such as: benefits, 
401k and vacation. Then we calculate direct labor using applicable salaries from a variety of sources. 
Based on a target competitor’s benefits and other fringe components, we calculate fringe rate. These 
include Social Security, Medicare and Workman’s Comp, paid holidays, sick time and several other 
benefits.  
 
Next, deviating from market based standard models, we target specific differences and then calculate 
the overhead rate. The overhead calculation includes the business unit general management and staff as 
well as other business unit expenses including facilities, security and any other indirect expenses. 
 
G&A rates are calculated the same way, but we rely more heavily on 10K filings and financial statements 
that are available in open source. The G&A calculation includes the organization and corporate 
management and staff as well as expenses for: 

 Executive and support staff 

 Sales, marketing, business development (BD), corporate allocations and bid and proposal costs. 
 
The final chart on the lower left of the diagram above illustrates the final competitive rate analysis. 
 
Determining the price your company needs to bid to win is, of course, a critical component of the 
capture phase. This activity should begin, where possible, well before RFP release. The pricing 
complexity varies greatly between product, software, hardware and services contracts.  
 
The opportunity lead, whether a BD professional or a capture manager, along with a pricing lead’s 
assistance, should gather competitive pricing information as well as prior agency award history.  
 

In general, there are two major 
agency pricing evaluation models as 
shown here. The first is to select the 
lowest price bidder that is 
technically acceptable. The second 
is to select the bidder that provides 
the most value to the customer at a 
reasonable price. For the purposes 

of your pricing strategy, identify the customer’s stated or most likely proposal evaluation strategy 
realizing that the stated preference may not end up matching the actual contract award reality. 
 
Try to identify the customer’s typical award criteria for the specific type of contract you are interested in 
bidding. What is the relative importance of price? Clearly this information will help you develop the 
highest possible scoring pricing strategy and proposal. Here is an example of typical best-value RFP 
evaluation criteria:  

 70% - Management & Technical are equal and more Important than Key Personnel and Past 
Performance. 

 30% - Price Realism & Price are of equal importance. 

Best 

Value 

• Strong Technical 

• Within ~XX% of Lowest 

Cost 

Lowest Price      

Technically Acceptable 

• Acceptable Qualifications 

• Average Proposal 

• Aggressive Pricing 
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This is a pricing 
example from the 
transition-in phase of 
a project WBS in an 
Excel spreadsheet 
form. It illustrates 
how you can 
document the labor 
hours for each of the 
WBS subtasks and 
then calculate 
corresponding budget 
dollars by multiplying 
the hours times the 
fully burdened labor rate. In general, a task should be broken down until you can adequately monitor 
and control that task. 

Conclusion 
 
Pricing analysis and determination is often a complex and time-consuming activity. Yet the return on 
investment in terms of increased win probability and revenue growth is considerable. Centurion’s 
pricing experts can often perform these analyses more efficiently and at a lower cost than internal 
resources. When Centurion performs your pricing analysis, we strictly adhere to these professional 
standards: 

 Projects are tailored to the specific client needs. We don’t force your pricing requirements into a 
canned model, 

 We make sure non-disclosure agreements are in place to protect your confidential and 
proprietary data, 

 We hold analysis projects in strictest confidence, 

 Every pricing engagement is exclusive to you, and  

 Centurion does not publicly publish client names and engagements. 
 
  

	
WBS 

	
Hours 

	
CLIN	0001		Transi on-In	Phase	Events 

	
Budget	

1.1.1 48 Vendor	coordina on	(assume	12	mee ngs)	4	hours	each $4202.88 

1.1.2 32 Project	management	&	Project	ar fact	transi on $2801.92 

1.1.3 4 Internal	Budget	Review	Milestone $350.24 

1.1.4 30 Development	environment	setup $2626.80 

1.1.5.1 80 Review	Requirements	Documents $7004.80 

1.1.5.2 66.5 Revise	Task	Es mates $5822.74 

1.1.5.3 24 Requirements	Elabora on	mee ngs	(6	mee ngs	x	4	hours	each $2101.44 

1.1.5.4 32 User	Interface	design	mee ngs	(Assume	8	mee ngs)	4	hours	each $2801.92 

1.1.6 71 Updated	Supplemental	Specifica ons	Document $6216.76 

1.1.7 80 Updated	Glossary,	Acronym	List,	and	Business	Rules $7004.80 

1.1.8 70.5 Updated	Requirements	Traceability	Matrix $6172.98 

538 $47,107.28 

 
 

 
 

 
 

 

 
 

 

 
 

 
 

 

x Fully Burdened Labor Rates = 
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About Centurion Research Solutions 
 
Learn more about this and other business development topics during our eleven free 30 minute Federal 
Contractor Knowledge Webinars including:  
 
Teaming and Subcontracting Best Practices 
 
How to Develop a Winning Capture Plan 
 
Analytics and Business Development and over 50 useful Business Development Tips 
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