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OVERVIEW
Market Research (MR) is required to be conducted for all requirements.  It will vary in detail based on the dollar value and complexity of your requirement.  Simply put, your role in supporting MR is to survey the marketplace and provide an analysis to help the Government define the requirement and the price that the Government would be willing to pay for that requirement.    Even Federal Supply Schedule (FSS) or General Services Administration (GSA) actions require support of market research to ensure we know what we are buying before we try to buy it!

MR gathers current data on existing market sectors to identify potential sources of supply, commercial product characteristics, market characteristics, commercial item standards and best practices, emerging technologies, and vendor capabilities, so that informed acquisition strategy decisions can be accomplished.  MR is a process of exploration that will shape Government decisions surrounding your requirement.  It is not a source selection process by which you are trying to pick your favorite vendor for your requirement.  In the final analysis, we use the MR process to build a requirement that will support a competitive and fair acquisition!

DISCUSSION

Purpose
· To provide information about your requirement – is your description or Performance Work Statement clear and accurate?
· To demonstrate the capabilities of the firms in the marketplace – are there enough to support competition and what kinds/types are available?
· Specifically, test the Small Business firms capabilities to meet Federal goals for acquisition award
· To identify differences between requirements, (offering, form, fit, function) – does your item description or Performance Work Statement accurately capture what you want or are there other offerings available that you might want to include in your baseline?
· To identify price/cost levels & various levels of support or technical drivers and gain insight into the development of an Independent Government Estimate – is it affordable given your budget or do you need to tailor to accommodate?
· If you are doing a reacquisition, has the market for your requirement changed significantly to impact changing the way it should be acquired now compared to the way it was acquired previously?

Process
 CAUTION:  Please be clear to potential sources during this data gathering process that you are not obligating government resources or giving the impression that a contract award will be issued to a particular firm based on your MR activities!   
· 1. Define The Requirement – What do you think you want to purchase and can you clearly state what it is?
· 2. Gather Historical Information – What have you purchased in the past – can you summarize the past acquisition history? 
· 3. Develop MR Strategy – How do we plan on gathering the MR to support (tools, resources, techniques)? 
· 4.  Conduct MR Activities – Perform!  
· 5. Prepare MR Report.  Document the MR activities conducted and resultant findings! (Note:  See template at the end of this primer for an example format!)  This is the detailed version supporting acquisitions >$100K.  Contact your CO to determine the degree of detail required to support your acquisition!

Additional Information
· Informal methods of surveying the market are available at your fingertips –use the internet
· Go here for a listing of good research sites
· Formal means of surveying the market are also available – contact your CO for detail
· Formal Requests For Information (RFIs) can be advertised and sent out across industry.  From these RFIs, you can get formal pieces of MR – things like Rough Order of Magnitudes, Tech Capabilities Briefs,  and other insight into specifics regarding your requirement.
· If a Vendor Demonstration is appropriate, the CO can also assist with sponsoring an agreement.  Go here for more detail!

SUMMARY
MR is a very important part of the acquisition process.  Making sure you have completed a thorough analysis up front during this phase will make-or-break your acquisition. Do your homework upfront – be an educated Government consumer!!

TRAINING RESOURCES	
· 50 CONS Customers’ Acquisition Process, Step 1 Need Identified
https://wwwd.my.af.mil/afknprod/DocView.asp?DocID=1082047

· 50 CONS Customers’ Acquisition Process, Step 1 MR Sources
https://wwwd.my.af.mil/afknprod/DocView.asp?DocID=1082040

· AFMC Market Research Guide
https://www.my.af.mil/gcss-af/USAF/AFP40/d/1176799/Files/editorial/market_research_guide.doc

· Market Research CoP
https://www.my.af.mil/afknprod/community/views/home.aspx?Filter=OO-AQ-MR-P5

· FAR Part 10 – Market Research
http://farsite.hill.af.mil/reghtml/regs/far2afmcfars/fardfars/far/10.htm


[bookmark: template]
MR TEMPLATE
(Courtesy of AFMC Market Research Guide, Sep 2007)

Product/Service Description
Include a description of the product or service to be addressed by this market research report.   Information shall be provided to state current and projected quantities or service requirements to be addressed by this acquisition as well as an assessment as to the potential sustainment life cycle for any follow on requirements.  Provide an estimated dollar amount and projected period of contract performance for this requirement.

Background
Provide a short narrative on the various weapon systems and/or platforms for which this product or service shall be used to support.  For follow on contracts include information relative to the previous awards such as: 
· past acquisition strategies supported
· past MR summary and results
· activities taken to remove competitive barriers 
· actions data to resolve deficient data issues
· changes in the market place (suppliers, trends, technologies)

Performance Requirements 
State the critical performance requirements which the product or service must meet.  Provide an assessment as to whether the requirements are military unique or can be acquired to some degree in the commercial market sector.  Identify as appropriate any critical and long lead schedule items which will impact contract performance and delivery requirements.

Vendor Survey
List of potential vendors and known sources of supply that could be solicited to provide the product or service required.  Include location, point of contact information and an assessment of their potential capabilities to meet our requirements.  Conduct an assessment of each potential supplier’s capacity to meet our requirements in terms of known schedule needs and the potential for excess capacity to meet critical changes in mission operational tempo.  Identify as appropriate any past experience or related experience relative to the product or service which may be used to identify potential acquisition risks.  Identify the number of sources contacted; large business; small business; small disadvantaged business; 8(a) business including Alaskan Native, Native Hawaiian, or Native American Corporation; woman-owned small business; veteran-owned small business; service-disabled veteran-owned small business; historically underutilized business zone small business; historically black college or university/minority institution; governmental entity; or non-profit agency.   If sole source, describe efforts to locate additional sources.  Explain the rationale used to exclude sources (remember you are looking for a CAPABILITY - not doing a SOURCE SELECTION).  Summarize the information obtained from each source contacted. 
	
Product Data
List any available commercial product sheets, test data, qualification data, support manuals, or related data that defines the performance and manufacturing characteristics of the product required.  If the product is under the configuration control of the government provide an assessment as to the quality and thoroughness of the available data to sustain an acquisition for this product. 

Environmental Impact Considerations & Certification Requirements
Identify any known environmental regulations or product certification requirements which must be obtained in order to manufacture, produce, store, or distribute the product or provide the service.

Commercial Opportunities
Provide pertinent information that a contracting officer can use to conduct an assessment as to whether the product or service meets the definitions of FAR Part 2 in terms of commercial items or non-developmental items which can be acquired using the streamlined acquisition procedures under FAR Part 12.

Industry Standards, Commercial Business Practices
List any applicable industry standards, regulations, trade journals, or process guides germane to the product or service to be acquired.  Identify any professional societies or organizations that represent the market sector or advance the science and technology of the products or services comprising the marketplace.
 
Technology Trends & Technology Insertion Opportunities
Provide a technology assessment of the market sector as applicable to the product or service to be acquired as to:

· current state of the art employed by the government as compared to what is available in the commercial marketplace.
· known parts obsolescence and diminishing vendor impacts that could affect the current acquisition requirements and any projected life cycle sustainment efforts.

Small Business Opportunities
Provide an assessment of the potential opportunities for small business set aside and direct award opportunities as well as potential subcontracting opportunities.

Terms and Conditions 
Provide an assessment of any differences between the terms and conditions offered to the government versus commercial customers.  Identify standard industry terms and conditions offered to commercial customers in the market place to include: 
· warranty options
· maintenance support
· financing and discounts
· marking and packaging 
· inspection and acceptance processes
· a fair/reasonable market price for the industry, which may include an assessment of available price data, price ranges, known pricing issues, or an explanation of price variations 
· insured/bonded/licensed
· payment plans

Government’s Presence/Leverage in the Market 
Provide your assessment of the government’s leverage in the marketplace, such as being the only buyer, making a minority of buys in the market, making the majority of buys, or being one buyer among many.   Describe the nature of other market participants, such as other governments (foreign, state/local), and commercial firms.

Conclusions and Recommendations
Summarize your data analysis with recommendations for:  
· acquisition strategies to pursue (i.e., 8(a), HUBZone, or Service-Disabled Veteran set-aside or sole source, small business set-aside, full and open competition, sole source award, commercial or non-commercial)
· list of potential contract vehicles that already exist which may be employed to satisfy your requirement
· quality and thoroughness of the government’s technical performance documents and configuration control data to include suggestions for improvement before contract solicitation
· relevant risks to be considered as part of any source selection activities
· for specific contract terms and conditions

Market Research Techniques Used 
Describe the various methods used to arrive at the market research findings. Examples of techniques that may be used are: Internet searches, industry days, one-on-one industry sessions, Requests for Information (RFIs) to Industry (Solicitation for Information or Planning Purposes), Federal Business Opportunities announcements, etc. 


