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Doing Business with ORNL
• System for Award Management (SAM.gov) 
• ORNL Business Opportunities Page
• ORNL Supplier registration on Ariba Network

– ORNL Contracts Staff

https://sam.gov/content/home
https://smallbusiness.ornl.gov/business-opportunities
https://contracts.ornl.gov/staff-assignments/
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Major Sections of Solicitation
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• Project Scope Specifications
• Pricing and Cost Breakdown
• General Terms and Conditions

• Contracts Website - Current Provisions

• Proposal Format
• Variable Clauses
• Submittal Requirements

https://contracts.ornl.gov/terms-and-conditions/
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Top Ten Reasons Proposals Don’t Win

1. Didn’t follow the proposal instructions
Missing Technical or Business Management Proposals, Not signing required forms, or not 

following format guidelines

2. Didn’t return the requested forms
Missing Letter of Commitment, Representations & Certifications, SF 1440

3. Didn’t address the Evaluation Criteria as described in 
the Proposal Format

Qualifications, past performance, or ability to meet requirement scope.

4. Technical proposal just regurgitated Statement of Work
Restating the Statement of Work

5. Didn’t adhere to page limit; too wordy
Technical Proposal page limit should not exceed 15 pages
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Top Ten Reasons Proposals Don’t Win

6. Didn’t state the assumptions or the basis for the proposed 
costs

Narrative/summary on basis for proposal 

7. Poor safety record
OSHA Form 300A, EMR

8. Lack of understanding regarding the work
Proposal lacks understanding of requirement

9. Lack of documented past performance
No past performance listed or too vague

10. Cost/Price
Inaccurate or incorrect pricing / overhead cost
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Strategies for Success

• Ask questions.
• Do not get lost in the solicitation information. Break it 

down into sections:
• What are the qualifications? 
• What is most important criteria? 
• What is the deadline? 
• Who is my main contact?, etc.

• Do not assume that the person(s) evaluating your 
proposal are familiar with you as a vendor.
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Strategies for Success

Watch out for these:
• Inadequate Project Management

• Poor infrastructure and accounting system

• Damaging or destroying relationships with ORNL staff

• Lack of defined agreement with subcontractors

• Inflexibility
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Strategies for Success

• Know the organization

• Be competitive

• Adhere to safety standards

• Pay attention to detail

• Exceed customer expectations

– Communication is key!
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Thank you.
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