1) BIDDER PRICING GUIDANCE
Utilize this guidance when responding to your  RFP package to support consistent and compliant price proposals.
	Section
	Guidance for Bidders

	1. Cost Principles Reference
	All proposed costs must be: 
– Allowable under 2 CFR 200 Subpart E 
– Allocable to the specific project 
– Reasonable for the services provided

	2. Format & Structure
	Use the Cost_Price Bid Template provided. Pricing should be broken down by:
– Labor Categories or Functional Roles
– Hourly Rates (fully burdened)
– Estimated Hours
– Total Line Item Costs
– Travel & Other Direct Costs (ODCs), if applicable

	3. Indirect Costs
	If indirect rates are applied:
– Provide details of the base and rate (e.g., Overhead at 15% of direct labor)
– If using a federally approved indirect cost rate, include a copy of your NICRA or approval letter

	4. Competitive Benchmarks
	Proposed rates should be competitive and reflect fair market value. Where applicable, benchmark your pricing against: 
– GSA schedule rates 
– Industry averages 
– Comparable nonprofit/public sector engagements

	5. Compliance Requirements
	Confirm pricing: 
– Does not include profit on pass-through subcontractor costs (unless explicitly allowed) 
– Avoids unallowable costs such as lobbying, entertainment, etc. 
– Includes disclosure of any anticipated subrecipients or consultants

	6. Travel & Per Diem
	Travel costs must comply with GSA per diem rates. Breakdown must include:
– Purpose
– Duration
– Location
– Mode of transportation
– Lodging & M&IE rates

	7. Supporting Documentation
	Bidders must attach: 
– A narrative description of cost basis and assumptions
– Resumes or bios of proposed personnel
– Signed disclosure of conflicts of interest and organizational chart (if required)

	8. Executive Summary Reminder
	Your proposal should include a one-page executive summary outlining: 
– Total proposed cost
– Any value-added elements
– Key personnel
– Compliance certifications
– Primary contact info

	9. Negotiation Notice
	Final pricing may be subject to clarification or negotiation. Providing detailed assumptions upfront reduces delays during award determination.



