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Presenter Notes
Presentation Notes
Good Afternoon Everyone. I want to welcome you to the Spring Session of the DoD Commercial Solutions Opening Cross Talk. I am Elizabeth Midkiff from the Department of the Air Force and I will be your host today.  We have been conducting this DoD cross talk for about 2 years now. It originated as a smaller collaboration of around 65 DoD CSO subject matter experts. This year we have partnered with Defense Acquisition University to open the sessions to the entire DoD Workforce. So welcome to all our new audience members. 

This cross talk is a chance for participants, from across the DoD, to gather and discuss all things CSO. The audience consists of a wide range of experience levels when it comes to CSOs. Some audience members may routinely use CSOs in their organization and some are looking to use them in the future. This is a very informal, safe space for us to all share and learn from each other. We highly encourage you to speak up and collaborate with the group. 

Over the past two years, we have found that this cross talk is a great way to share CSO policy, training opportunities, knowledge, success stories, best practices, and lessons learned with each other. Hopefully, through this type of cross talk collaboration, we can improve our DoD CSO processes and expand the DoD’s use of CSOs. 

During today’s presentations, if you have questions, please type them in the chat function of TEAMs. I really want to encourage you to interact with each other in this chat function. Please comment on what the presenters are sharing as well as questions other members of the audience may post. If you have experience with a subject or know the answer to an audience members question, please answer it. This is a “cross talk” and we hope the audience members will participate and bring their component/agencies’ experience to the table. 





Overview

NOTE: Review the notes beneath each slide for additional 
commentary on the presented information 

• Where do CSOs fall in the Acquisition Process? 

• What is a CSO? 
   
• Examples of CSO Usage

• Benefits & Tips for Vendors

• Where to Look for CSO Opportunities 

• Traditional vs. CSO Comparison

• Vendor Opportunities: DoD and DAF
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Presenter Notes
Presentation Notes
Here is an overview of this presentation. Continue to review the notes beneath each slide for additional commentary on the presented information. 



Where Do CSOs Fall in the Acquisition 
Process?

Market Research Acquisition 
Planning

Solicitation
•Commercial Solutions 
Openings (CSO) 

Evaluation / Award Contract 
Administration
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FAR 13
Simplified Acquisitions
Purchase Orders
BPA
Micro Purchase

FAR 35 (15 USC 637c)
SBIR/STTR

FAR Based

FAR 12
Commercial Items

FAR 16.5
IDIQ

Challenge/Prize

Commercial Solutions 
Opening (CSO)

Non-FAR 
Based

Other Transactions
Research (§ 4021)
Prototype (§ 4022)
Experimental (§ 4023)

R&D Agreements
Partnership Intermediary 
Technology Investment
Cooperative R&D

S&T Business 
Arrangements

Procurements for
 Experimental Purposes

Presenter Notes
Presentation Notes

Let’s start out by understanding where CSOs fall within the Acquisition Process. 


As depicted on the left, CSOs can result in FAR-based awards or Non-FAR Based awards.  As you can see CSOs fall in that middle ground between the two. They are subject to FAR regulations, however are exempt from some of the common FAR requirements as well.  The right side of the slide reflects the DAU contracting cone. Again, CSOs are FAR Based, but they are right there on the edge of the cone overlapping into that flexible Non-FAR Based Authority as well.   

At the bottom of the slide, you can see that a CSO is a solicitation tool.  

A CSO is just one of the innovative tools that can be used in an acquisition. Multiple innovative tools can be combined in one acquisition.  For example, an acquisition team could use a CSO as the solicitation method, in combination with a Pitch Day as the evaluation method, and an Other Transaction as the acquisition award strategy.  
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What is a CSO?

Two Types of Awards: 
FAR-Based   

Non-FAR Based

Competitive Process to 
Obtain Solutions or New 

Capabilities

Industry proposes 
Solutions to Gov Problem 

Statements

FY22 NDAA: Permanent Authority
Codified in 10 U.S.C. 3458

DFARS: 212.70

CSO Process: 
Open or Closed

Multiple Phased Approach Uses: 
Areas of Interest, White Papers, Leaner 

Proposals/Vendor Pitches

--No Commercial Item Determination
--Not Limited to One Type of Funding
--Combined synopsis/solicitation -
 separate synopsis is NOT required

 --Longer Open Proposal Time

Presenter Notes
Presentation Notes
What is a CSO? This slide is a pictorial flow chart highlighting the main features of a CSO. 

Starting on the top left of the slide, the CSO authority was first authorized by Section 879 of the FY17 National Defense Authorization Act (NDAA). Section 803 of the FY22 NDAA provided the DoD with permanent CSO authority and a DFARS final rule was published in 2023.  DFARS Subpart 212.70 outlines the limitations and procedures of a CSO.


Following the arrow down, a CSO is a competitive process used to obtain solutions or new capabilities that fulfill requirements, close capability gaps, or provide potential technological advances. Following the arrow over, when the Government as a problem but isn’t quite sure how to solve it, a CSO gives industry the opportunity to solve the problem. There is not a Performance Work Statement (PWS) or a Statement of Work (SOW) identifying what supply or service the Government is looking for. A CSO is a request for solutions. CSOs are similar to Broad Agency Announcements (BAAs) which are used for Research and Development (R&D); however, CSOs are set up for innovative commercial solutions.


Following the arrow over, the CSO Process can be open or closed. An open CSO is an approach that allows for white paper or proposal submission at any time within a specified period or at any time within the CSO’s availability. If a CSO is open for more than a year, the Government typically publicizes a review/updated to the CSO, no less frequently than annually. A closed CSO is an approach that allows for White Paper and/or proposal submission at the date and time specified in the CSO. Late bid and proposal provisions in accordance with (IAW) FAR 52.212-1(f) are usually included in this type of CSO.

A CSO is a multiple phased approach that uses Areas of Interests and Statement of Objectives to communicate the Government’s problem statement to industry, therefore, soliciting innovative solutions to the problem from industry. The process calls for white paper submission, leaner proposals, and often utilizes vendor pitches. After a technical evaluation and consideration of available funding requirements, prototypes and simulations are funded and potentially follow-on contracts. CSOs are used to generate new ideas and concepts and obtain an innovative solution when shorter evaluation timelines and rapid selection of innovative commercial solutions are necessary and when proposals with varying technical/scientific approaches are anticipated. 

Following the arrow down, the flexibilities of a CSO include: 
	No Commercial Item Determination
	Are not limited to One Type of Funding
	A combined Synopsis/Solicitation is used. Therefore, a separate synopsis is not required. 
	Longer Open Proposal Times are used. Some CSOs are “open” for 5 plus years. 

Lastly, following the arrow down, two types of awards can result from a CSO: FAR Based Contracts or Non-FAR Based awards such as Other Transactions. 
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Examples of DoD CSO Usage

Small undersea drones
- Increased capability and interoperability 
- DIU originally awarded the OT via CSO – Navy awarded 200 
unit production follow-on award

     

 Mission Command System/Common Operational Picture
 - Contract awarded to a small simulation and training company
 - Capability of leveraging a digital ecosystem to fuse data from 
     a variety of sources 
 - Enhanced and improved global situational awareness for 
 commanders

Hypersonic Systems
- 3 vendors – 2 U.S. Vendors & Australian vendor for a prototype system
- Contract is to develop the airborne testing vehicle capable of operating in 
a ‘representative environment’ that can maintain speeds above Mach 5 

Presenter Notes
Presentation Notes
Here are some examples of what is being purchased across the DoD on CSOs. 
�DIU awarded an OT via a CSO for small undersea drone. The navy then awarded a 200 unit production follow-on award. 

SOCOM awarded a mission command system to a small simulation company that improved global situational awareness for commanders. 

The Hypersonic System CSO was awarded off of a DIU CSO, resulting in a prototype system contract to develop the airborne testing vehicle capable of operating in a representative environment. 



https://breakingdefense-com.cdn.ampproject.org/c/s/breakingdefense.com/2023/10/hii-wins-347m-contract-for-up-to-200-lionfish-small-undersea-drones/?amp=1
https://www.cae.com/news-events/press-releases/cae-usa-awarded-us135-million-contract-for-ussocom-mission-command-system/
https://www.cae.com/news-events/press-releases/cae-usa-awarded-us135-million-contract-for-ussocom-mission-command-system/
https://www.cae.com/news-events/press-releases/cae-usa-awarded-us135-million-contract-for-ussocom-mission-command-system/
https://www.cae.com/news-events/press-releases/cae-usa-awarded-us135-million-contract-for-ussocom-mission-command-system/
https://www.cae.com/news-events/press-releases/cae-usa-awarded-us135-million-contract-for-ussocom-mission-command-system/
https://news.satnews.com/2023/04/19/diu-awards-1st-contracts-for-prototyping-hypersonic-systems/


Benefits & Tips for Vendors
 Benefits:

 Faster time-to-market for your solutions
 Streamlined procurement process
 Increased opportunities for SB and NTDC
 Greater flexibility in contract terms and pricing
 Reduce barriers to entry and help companies expand their
     customer base into Government sector

 Tips:
 Tailor Solutions to Problem Statement & Evaluation Criteria 
 Understand the Rules of Engagement for each stage
 Submit any & ALL questions--identify anything proprietary, confirm lines of 

communication
 IP & DATA rights 
 If needed – ask for additional pages to white pages/solution proposals 6

Presenter Notes
Presentation Notes
Benefits of CSOs
So, why should industry care about Commercial Solutions Openings? Well, CSOs offer a number of benefits, including:

Faster time-to-market for your solutions
Streamlined procurement process
Increased opportunities for small businesses and non-traditional contractors
Greater flexibility in contract terms and pricing

Here are some Tips for Vendors
Tailor Solutions to Problem Statement & Evaluation Criteria 
Understand the Rules of Engagement for each stage
Submit any & ALL questions--identify anything proprietary, confirm lines of communication
IP & DATA rights 
If needed – ask for additional pages to white page and solution proposal submissions




Traditional & CSO Comparison
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TRADITITIONAL (COMM/NON-COMM) CSO (COMMERCIAL)

Speed
Can be slow and cumbersome

Speed
Delivery of capability to the warfighter = significantly 
decrease cycle time

Competition
Follow applicable DoD SS procedures

Competition
Considered competitive – DoD SS Procedures do not 
apply

Publicity
Must be publicized via Gov Point of Entry

Publicity
Must be publicized via Gov Point of Entry

Commercial Item Determination
If commercial, based on $ value

Commercial Item Determination
Not required

Proposal Receipt
As specified in the RFP/RFQ

Proposal Receipt
Any time during the opening

CSO CoE Resource: 

Presenter Notes
Presentation Notes
This CSO CoE Resource is a Traditional Contracting vs. CSO Comparison.

You can see for each of the categories, a comparison is made between the traditional approach and the CSO flexibility allotted. 

For example, Speed: Traditional Route--can be slow and cumbersome. 
	         CSO--delivery of capability to the warfighter is significantly faster with decreased cycle time

	For Competition: Traditional Route—DoD SS Procedures are required. 
		     CSO--Procedures are not required. 

	Proposal Receipt: As specified in RFP-typically 30-60-90 days. 
		     CSO--Can be open for years and proposal receipt can occur any time during the opening
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Evaluations
IAW procedures in the RFP/RFQ

Evaluations
Required, but no comparison with other submissions

Funding
Not limited

Funding
Not limited

Approvals
Various, depending on the acquisition

Approvals
>$100M, SCO approval prior to award

Debrief/Protest
FAR 15.505/15.506/15.507

Debrief/Protest
FAR 15.505/15.506/15.507

Data Rights
Negotiated

Data Rights
Commercial

Traditional & CSO Comparison

Presenter Notes
Presentation Notes
For Evaluations: Traditional Route—IAW procedures in RFP/RFQ. 
		     CSO—Required, but no comparison with other submission. The proposal shall be evaluated IAW the evaluation factors specified in the CSO, by a scientific, technological, or other subject matter expert peer review 		     process.  Pitch days are a common evaluation technique used in CSO evaluation.

For Funding: Traditional and CSO: Not limited to a specific type.

For Approvals: Traditional: various depending on the acquisition
	CSO: >$100M, SPE approval prior to award DFARS PGI 212.7003(a)
		Delegated to the SCO in DAFFARS 5312.7003(a)

For Debriefs/Protests: Same Process for Traditional and CSO

For Data Rights: Traditional: negotiated
	    CSO: Commercial
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Type of Award
FAR-based Award; no restrictions on contract 
type (FFP, Cost, T&M, etc.)

Type of Award
FAR-based Award or Non-FAR-based Award (e.g. 
OTP); must be fixed price 

Award Results
Results in an award (or multiple if executing a 
MAC)

Award Results
May not result in any awards; could result in 
multiple awards

Award Synopsis (FAR 5.2)
Required (with exceptions)

Award Synopsis (FAR 5.2)
Not required

Congressional Notification
$7.5m (DFARS 205.3) 

Congressional Notification
 $7.5m (DFARS 205.3) 
 More than $100M – notification to the 

congressional defense committees

Traditional & CSO Comparison



Air Force Contracting - Dept Air Force
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Vendor Opportunities: Commercial Solutions Openings (CSO)s

• CSO Industry Resources:
CSO Industry Education Training,              
CSO Overview Infographic,                      
DoD CSO Opportunities

• Active DAF CSOs on Sam.gov
• AFWERX Challenge CSOs
• DoD CSO Opportunities Shareable 

Document

Presenter Notes
Presentation Notes
You may have heard the term "Commercial Solutions Opening" or CSO, but do you know what it really means? A Commercial Solutions Opening is a solicitation process used by government agencies to acquire innovative, commercially available solutions to meet specific needs. It's an opportunity for industry partners like you to provide cutting-edge solutions to the government, while also driving growth and revenue for your business.
The Department of the Air Force spotlights all active CSOs on our newly revamped external AF Contracting Home Page. You can navigate to the site via the QR Code or by searching for AF Contracting. Once you land on the site, you’ll find the CSO Section under Vendor Opportunities.

In this section, you will find CSO Resources such as this presentation (CSO Industry Education Training) There is also a CSO Overview Infographic that showcases the most important info about a CSO in one infographic page. .
The CSO Section also includes a link to the Active Dept Air Force CSOs on Sam.gov. and has a shareable DoD Opportunities document with 16 other DoD Agency/Organization’s CSO links.


https://sam.gov/search/?index=opp&page=1&pageSize=25&sort=-modifiedDate&sfm%5Bstatus%5D%5Bis_active%5D=true&sfm%5BsimpleSearch%5D%5BkeywordRadio%5D=ALL&sfm%5BsimpleSearch%5D%5BkeywordTags%5D%5B0%5D%5Bkey%5D=%22Commercial%20Solutions%20Opening%22&sfm%5BsimpleSearch%5D%5BkeywordTags%5D%5B0%5D%5Bvalue%5D=%22Commercial%20Solutions%20Opening%22&sfm%5BagencyPicker%5D%5B0%5D%5BorgKey%5D=300000251&sfm%5BagencyPicker%5D%5B0%5D%5BorgText%5D=5700%20-%20DEPT%20OF%20THE%20AIR%20FORCE&sfm%5BagencyPicker%5D%5B0%5D%5BlevelText%5D=Subtier
https://sam.gov/search/?index=opp&page=1&pageSize=25&sort=-modifiedDate&sfm%5Bstatus%5D%5Bis_active%5D=true&sfm%5BsimpleSearch%5D%5BkeywordRadio%5D=ALL&sfm%5BsimpleSearch%5D%5BkeywordTags%5D%5B0%5D%5Bkey%5D=%22Commercial%20Solutions%20Opening%22&sfm%5BsimpleSearch%5D%5BkeywordTags%5D%5B0%5D%5Bvalue%5D=%22Commercial%20Solutions%20Opening%22&sfm%5BagencyPicker%5D%5B0%5D%5BorgKey%5D=300000251&sfm%5BagencyPicker%5D%5B0%5D%5BorgText%5D=5700%20-%20DEPT%20OF%20THE%20AIR%20FORCE&sfm%5BagencyPicker%5D%5B0%5D%5BlevelText%5D=Subtier
https://afwerxchallenge.com/
https://afwerxchallenge.com/
https://safaq.usaf.afpims.mil/Portals/63/documents/organizations/DOD%20CSO%20Opportunities.pdf?ver=8eifwo-7HDnCDo5StK1Iyg%3d%3d
https://safaq.usaf.afpims.mil/Portals/63/documents/organizations/DOD%20CSO%20Opportunities.pdf?ver=8eifwo-7HDnCDo5StK1Iyg%3d%3d
https://safaq.usaf.afpims.mil/Portals/63/documents/organizations/DOD%20CSO%20Opportunities.pdf?ver=8eifwo-7HDnCDo5StK1Iyg%3d%3d
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