Case Study Instructions and Rubric

The purpose of contracting is to get “the stuff” to the people who need the stuff. If at the end of your written
response you haven’t gotten the stuff to the people who need the stuff, you have failed. TRY AGAIN!

You may make any and all reasonable assumptions in your addressing of a case study, but you may not assume
away the problem. For example, in case study 1 you may not assume that Dr. Vickery changed his mind and doesn’t
want shelves.

Process:

1. Read the entire case study.
2. Consider the information from the reading and the lectures to date that are relevant to this specific situation and
how it applies to solving the problem at hand
3. Draft your list for section 1.
a. combine related subjects together
b. remove unimportant subjects
c. repeat a and b above until you are satisfied with your list

4. Follow our outline as follows:
I. Subject

This should be 2-3 sentences that describe what the case study is about. They should identify the subject in
contracting terminology. For example. Case study 1’s subject is not about building shelves. It is about agency and
authority (among other things).

These 2-3 sentences should be followed by a (lengthy) bullet list of the contracting subjects that you think will guide
your decision making. This list is sometimes as long as 30-40 items, sometimes not so long.

II. Issues

This should be the longest section of your case study response. In this section you solve the problem presented by
the case study. Explain, in the context of our situation, the list that you presented in section I. How do the concepts
on the list guide your decision making in THIS situation. MAKE DECISIONS and solve the problem. At the end
of this section your answer to this situation should be apparent.

ITI. Detailed Answers to the Questions

By detailed I mean explain your reasoning and the importance to the situation at hand. These questions will lead
you to areas of thought that you may not have addressed in section 2. If you did address them in section 2, you may
refer me to that, but make sure that the details are truly addressed. These answers should be longer than a couple of
sentences. DETAILED!

IV. Summary

This section should be an integration of everything that we have learned to date. This section grows as the semester
goes on. IT IS NOT JUST ADDING SOME INFORMATION TO LAST WEEKS SUMMARY! The information

integrates together into a single holistic system for contracting. The new information from this week doesn’t just get
added on to the end. By the end of the semester the length of this section should rival that of section 2.



XYZ SBG(G)N

“I passed my CO warrant board! Now for the fun! Vacation tomorrow!” you think.

Just then your boss comes into the office. After you crawl out from under the desk and explain
you dropped a paper-clip, your boss hands you a procurement package.

You have in front of you a detailed design specification for the “XYZ Super Bad-Guy(Girl)
Neutralizer.”

“We need 3000 of these and we need them now! Special Ops has sent us $30 mil to get this
done. The soldiers in the field need this weapon! It is vital to the war effort”

“So much for vacation. . .”
How do you proceed? (hint: go sole source this time!)
1. Plan an acquisition strategy to acquire the XYZ SBG(G)N.

You receive a single proposal from General Statics Corporation for $31 mil. You determine that
the proposal is responsive and the contractor is responsible.

2. What do you do now?

3. Youreach an impasse with General Statics in your negotiations. What plan of action do you
suggest?



