AMEDDC&S
Academy of Health Sciences

Army-Baylor University Graduate Program in Health and Business Administration
Healthcare Contracting and Negotiations, HCA 5330 

3rd Semester, 2008
"Excellence in Federal Health and Business Administration"
I.  Instructor Information.
Instructor Name:  Karin Waugh Zucker, MA, JD, LLM, MFS
Willis Hall, Bldg 2841, Room 1413
Office hours:  Monday through Thursday, 0630 - 1300 or by appointment.  If you have difficulty seeing me, please email me at both email addresses, given below, or call me at home to make an appointment.

Office phone number: (210) 221-6764


Home phone number:  (210) 599-3603


Email address:  Karin.Zucker@amedd.army.mil and ameddja@aol.com 
Instructor Name:  Kim K. Judd, JD, Contract Attorney

MEDCOM HQ - Suite 17

Office hours:  Monday through Thursday, 1300 - 1700.
If you have difficulty seeing me, please email me at both email addresses, given below, or call me at home to make an appointment.

Office phone number: (210) 221-7986


Cell phone number:  (210) 386-4028



Email address:  Kim.Judd@amedd.army.mil and teachatty@yahoo.com
II.  Course Information.  
A.  Core or elective:  Core for MBA; Elective for MHA
B.  Prerequisites:  None
C.  Day/Time the class meets:  See the schedule at VII, below
D.  Course Description:  The common law of contracts will be analyzed in the areas of formation, performance and discharge, breach and remedies, the statutes of frauds, covenants, and third party rights.  The bases of government contracting will be laid and followed by study of contract types, formation, administration, termination, remedies, and ethical problem areas.  The study of negotiations will include the process and applicable techniques, strategies, and tactics.  
E.  Curriculum Integration:  Healthcare Jurisprudence and Health Management Information Systems, as well as the finance courses, provide good background for this course, both specifically and generally.  Courses which build on Healthcare Contracting and Negotiations include, but are not limited to, Advanced Seminar in Human Resources Management, Homeland Security and Disaster Relief, Current Issues in Healthcare Quality, Current Problems in Bioethics and Health Law, Healthcare Facilities Planning and Utilization, Selected Topics in Business Law, and Organizational Ethics. 
III. Course Objectives.
A.  Course Goal: The purpose of this course is to refresh students' recollections concerning basic contracting, and to understand specific requirements for governmental contracting, with an emphasis on healthcare contracting.  Students should also gain an understanding of the federal contracting environment and be able to plan such contracts.
B.  Course Objectives:  By the end of the semester students should be able to--
1.  Substantively participate in, and contribute to, discussions involving non-governmental and governmental contracting or contractual problems, having gained some facility with the language peculiar to the area of contract law generally and with that peculiar to government contracting;

2.  Recognize significant liability producing areas in non-governmental and governmental contracting so that you can identify and prevent, or lessen the impact of, problems in those areas, including the area of acquisition planning;

3.  Recognize situations appropriate to negotiations;

4.  Overcome fear of negotiations, if existent;

5.  Differentiate among the stages of the process of negotiation; develop your own negotiating style or, at least, recognize what will work for you; and begin to apply this knowledge and skill;
6.  In federal contracting, identify planning factors, including constraints on the use of money, necessary to develop a government contracting requirements package;

7.  In federal contracting, apply planning factors to develop an adequate federal purchase request package;

8.  Evaluate a federal contractor's performance;
9.  Recognize and avoid conflicts of interest and other violations of law which are of special concern to individuals with federal contracting/procurement responsibilities; and

IV.  Course Method(s): This course will involve classroom lectures and discussions, practical exercises, and formal student presentations.  Groups will be determined during the first class period.
V.  Course Resource Requirements.
A.  Textbooks/Course Materials:  
1.  Healthcare Contracting and Negotiations (CM)- to be provided)

2.  Mann, Richard A. & Roberts, Barry S., Smith & Roberson's Business Law (S&R), 13th ed., Mason, OH:  Thomson/West, 2006  --If you are an MBA student, this book will be used for Selected Topics in Business Law, so you should get it now and use Part 2 and Appendix B to supplement your study of general contracts.

3.  A book of your choosing on the subject of negotiations.

            4.  Recommended (if you will be working with contracts, you may want to ask your office or library to get these):  
a.  Cibinic, John, Jr. & Ralph C. Nash, Jr., Administration of Government Contracts, Washington, DC: The George Washington University Press, latest edition
b.  Cibinic, John, Jr. & Ralph C. Nash, Jr., Formation of Government Contracts, Washington, DC: The George Washington University Press, latest edition

B.  Readings:  Handouts regarding current events may be used to supplement assignments


1.  Required readings:  N/A


2.  Library holdings:  N/A


3.  Web Resources:   Federal Acquisition Regulation (FAR) and Supplements (http://farsite.hill.af.mil)



4.  Recommended/additional readings:  May relate to noteworthy, current situations
C.  Case studies:  May be distributed

D.  Films (recommended)  Pentagon Wars and Afterburn
E.  Requirements:  
1.  Class Participation. - 25%.  This will include completing and discussing the last two problem sets in the Basic Contracts / Lecture Notes and Problems Section of your course materials, 3 points each out of 100; being prepared to discuss all cases or statutes or other readings in the course materials, 5 points (not being prepared when called upon will result in a loss of 2.5 points per instance to a total of 5); analysis and discussion of a civilian contract, 5 points; and 3 practical exercises in government contracting, 3 points each.  A student may sign in as unprepared once during the course.  This will excuse him or her only from being prepared to discuss cases, statutes, or other readings in the course materials; it will not excuse him or her from participation in the discussion of the problem sets, the civilian contract, or the practical exercises.
a.  Basic/non-governmental problem sets are to be worked by students individually and then verified in groups of three or four.  (3 problem sets; 3 % each; total 9%)   No materials from prior classes may be used; and completed problems are not to be passed on, directly or indirectly, to incoming or prospective students.  When a section of the material is completed, the problems for that section will be due at the next class meeting, unless otherwise announced.  The group grade for each problem set will be used in calculating the overall grade for the problem sets.  

b.  You will be given a civilian, non-governmental contract to review.  (5%)  You are to identify(on the document) and be prepared to discuss (a) points that are poorly or inadequately dealt with, e.g., that are ambiguous; (b) matters that are left out but which should have been included; (c) surplusage; and (d) points that are exceptionally well handled.  You may use any materials that you find helpful.  Consider what should be included; is it there?  If not, tell what is missing and why having it in the contract or statement of work is important to accomplishing the mission.  If it is there, is it clear, unambiguous, and thorough.  We would expect that you would find 10 to 15 points to discuss in each contract.  Expect to be asked to turn in your contracts, so that we can see your annotations.
c.  Government Contracting Practical Exercise (PE) #1.  (Due 11 February; 3%)  Read Federal Crop Insurance Corporation v. Merrill, CM, Part IV, page 20.  Working individually, prepare a written brief of it.  The sections of your brief should be (a) summary of the facts; (b) identification of the issue(s), i.e., the legal questions presented; and (c) statement of the decision or holding, i.e., what was the court's answer to the legal questions presented; (d) the reason for the court's decision; and (e) the relevance of the decision to federal contracting.  This will be due during Session #14, Monday, 11 February
d.  Government Contracting Practical Exercise #2.  (Due 25 February; 3%) Working in approved groups, analyze an actual, completed acquisition for logistical services, which will include incidental requirements for equipment.  The services contract was awarded near the end of a fiscal year and involved communication from a contractor's employee to a contracting officer. Identify, in writing, the legal risks presented by the facts; the likely outcomes of those risks; and the actions each party could have taken to minimize or prevent the legal risk(s). 
e.  Government Contracting Practical Exercise #3.  (Due 3 March; 3%)      Read WPC Enterprises, Inc. v. U.S., CM, Part IV, page 23.  In your assigned group, prepare a written brief of it, as described in subparagraph V.E.1c., above.  

2.  Negotiations and More Notebook.  (Due 7 March; 20%) 

a.  Beginning on 4 January, you are to note the first 15 non-negotiated contracts that you enter into.  State who, what, where, for what purpose, and give the consider-ation.  That is Part 1 of the notebook. (3%)
b.  Similarly, begin Part II on 4 January.  Divide your pages in half vertically and use only the left column of a divided page for noting a negotiation.  Put only one negotiation on a page.   Again, tell who, what, when, where, and why; tell how the negotiation proceeded; tell what the consideration was; and give the outcome –all in sufficient detail that the reader can understand what occurred.  Note only negotiations here.  You may use only two negotiations that could not reasonably lead to contracts; for example, negotiations with your children or spouse.  Otherwise, the negotiations should be such as could reasonably lead to contracts, whether that comes to pass or not.  --Include a minimum of ten (10) negotiations.  (3%)
c.  After we have discussed alternative dispute resolution and, specifically, negotiation, i.e., after 1 February, go back and review at least 5 of the negotiations you have noted in Part II of your notebook.  Review only negotiations that led to, or were intended to lead to, contracts.  Using the right column of the notebook, analyze in detail the transaction based upon what you have learned.  Note especially, what you did well, what might have been done differently; and how you would now do it.  Do not forget to discuss the tactics you used and how they worked; and, with the benefit of hindsight, what additional tactics, if any, you believe you should have tried.  For purposes of your grade, the analysis is much more important that the note regarding the negotiation itself. (10%)
d.  Part III of the notebook is simply for pertinent newspaper articles that you come across in your reading or for summaries of them if they are too long to include.   For example, if you read an article involving a lawsuit about a restrictive covenant, include that and a brief summary of it and tell us about it in class when, and if, the subject comes up.  --This should not be a burdensome requirement.  Contract award, administration, and termination are not biggies in the popular press.  You may well have only 5 or 6 articles.  (4%)
e.  Notebooks are to be turned in before class on Friday, 7 March, but I may also check them during the semester.  

If you do not understand the instructions for setting up the notebook, let me know  –just remember, the notebook, whether purchased or generated on the computer, is to have three parts:  1) contracts that required no negotiation; 2) negotiated contracts; and 3) news articles regarding contracting, alternative dispute resolution, and/or negotiations.

3.  Book Review, Summary, and Discussion.  (Review and Summary due Friday 25 January; 15% -10% review, 5 % summary)
You will choose and read one book on the subject of negotiation and may be required to present the book's main points to the class orally.  You (a) will also write and submit, in the style used in Military Medicine, a written review, four to six double-spaced pages long; and b) will write and submit a summary which will bear the same identifying information but which should give only the primary and most useful points of the book.  Book reviews must be substantively very good (thorough, emphasizing main points and short-comings, and without substantive error) and must be well written to receive a grade of A, A-, B+, or B.  The format for the summary should be whatever you believe will best convey the information  --narrative, graphic display, main points and bullets, etc. 
4.  Acquisition Planning Package  (APP) (Due 29 February; 20 %)


The Statement of Need which will be handed out at the end of Session 16 on Wednesday, 20 February, will be the basis of the Acquisition Planning Package, upon which the package will be based will be handed out at the end of Session 16 on Wednesday, 20 February.  You will prepare the request for contracted pre- and post-mobilization support, as described in the Statement of Need.  Prepare this as though the requiring activity is a Regional Medical Command within USA MEDCOM.  Prepare the request for personal services only and ensure that the package is complete.  The package shall not exceed 20 double-spaced pages.  
5.  Test (10 March; 20%)

This will be a Contracting Officer’s Representative Course test (20%) adapted from one given in the course Professors Judd and Zucker developed. 

VI.  Method(s) of Evaluation.
    
A.  Deliverables: (type, value/points, date due)
	TYPE
	VALUE (points)
	DATE DUE

	
	
	

	Class Participation 
     Discussion

     Basic Contracts, Problem Set 2

     Basic Contracts, Problem Set 3

     Analysis of a Medical Contract

     Govt. Contracts PE #1

     Govt. Contracts PE #2

     Govt. Contracts PE #3
	25 points (pts)
    5 pts

    3 pts

    3 pts

    5 pts

    3 pts

    3 pts

    3 pts
	Throughout / See syllabus
     throughout

     tentatively 14 January
     tentatively 23 January

     24 January
     11 February
     25 February

       3 March

	Book Review
       Review 10%; Summary 5%
	15 pts
	25 January

	Acquisition Planning Package
	20 pts
	25 February

	Negotiations and More Notebook
	20 pts
	  7 March

	COR Test
	20 pts
	10 March - 9 AM



B.  Grading Policy:  Any academic dishonesty (e.g., plagiarism or cheating) may result in failure of the course, dismissal from the program, UCMJ action, and/or other punitive action. 
C. Army-Baylor University Graduate Program grading chart:
	LETTER GRADE
	PT CONVERSION
	GRADE RANGE

	
	
	

	A
	4.0
	94-100

	A-
	3.75
	90-93

	B+
	3.5
	87-89

	B
	3.0
	84-86

	B-
	2.75
	80-83

	C+
	2.5
	77-79

	C
	2.0
	74-76

	C-
	1.75
	70-73

	F
	0
	Below a 70 


NOTE: Decimal places in a grade/score will not be"rounded up."   For example, an exam grade of 89.5% becomes an 89 (B+), it is not rounded up to a 90% (A-).  

VII.  Class Schedule:  For Sessions #1 - #7, please prepare one session ahead of the assign-ment.  If we finish the material assigned for the day, we will move on to the next assignment.
	     Session
	                                            Topics Covered

	Session #1 
Fri.- 4 Jan.
7:30 - 9:20
	Topic Title: Introduction and Basic Contracting (Review of Fundamentals of Non-Governmental Contracting)
Learning Objectives:  
· Define a contract
· Differentiate non-governmental contracts from governmental contracts

· Explain the 7 elements of a contract

· Explain classification by means of formation, performance, and enforceability

· Explain the objective theory of contracts

· List (a) contractual rules of interpretation, (b)remedies, and (c)defenses

· Define estoppel, waiver, privity, standing, and quasi-contract
Homework due: 
· Read cases (Part I of CM): Northstar Mutual Insurance, p.3; Med-Star Central, p. 6; and Berry v. Druid City, p. 12
· Read 1st slide set in Part II of Course Materials (CM)

· Optional. - Read S&R, Ch. 14

Deliverable due:

· Do 1st problem set, found near the end of Part II of CM (in class, if materials were not made available earlier)



	Session # 2
Mon. - 7 Jan.
7::30 - 9:20
	Topic Title: Basic Contracting - A More In-Depth Look at Non-Governmental Contracts (I)
NB:  Basic Contracting - A More In-Depth Look at Non-Governmental Contracts (I -V) will be seamless.  Be prepared to proceed through the material with no set end point for classes (I - IV)  Those given below are estimates only; actual progress will depend upon the amount of class discussion which is typically a function of the number of students in class.

Learning Objectives:

· Explain contractual competence and incompetence and the effect of incompetence on the legality and legal permanence of a transaction

· Explain the concept of necessaries and give examples
· Explain the effect of illegality and the remedy of severability
· Explain covenants not to compete and give healthcare examples

· Give an example of valid and invalid exculpatory clauses
· Explain the Statutes of Frauds
· Explain collateral contracts
Homework due:

· Read cases (Part I of CM):  Hauser v. Rose Health Care Systems, p. 8; Lavoie v. Safecare, p. 19; and OVRS, p. 42
· Read the 2nd slide set in Part II of CM, giving particular attention to the material before the discussion of third party contracts

· Optional.  Read S&R, Ch. 13 and Ch 15


	Session #3

Wed. - 9 Jan.
7:30 - 9:20
	Topic Title: Basic Contracting - Basic Contracting - A More In-Depth Look at Non-Governmental Contracts (II)

Learning Objectives:
· Explain what is meant by validity of an offer
· Explain what is meant by validity of consideration
· Discuss problems that arise with regard to consideration
· Discuss mutuality of agreement
· Explain what is meant by a fiduciary relationship

· Explain and give an example of each of the 5 rules of contractual interpretation

· Explain why the Rule of Severability might be considered a rule of construction and not of interpretation

· Distinguish the types of contractual fraud
Homework due:

· Read cases (Part I of CM):  CAN Enterprises, Inc., p. 32; Kovats v. Freeman, p 36; and Arkansas Blue Cross and Blue Shield, p. 51
· Review the 2nd slide set in Part II of CM, giving particular attention to the material before the discussion of third party contracts

· Optional. - Read S&R, Ch. 10, 11, and 12 


	Session #4

Mon.- 14 Jan.
7:30 - 9:20
	Topic Title: Basic Contracting - Basic Contracting - A More In-Depth Look at Non-Governmental Contracts (III)

Learning Objectives:

· Distinguish between a third party contract and an assignment
· Distinguish among the types of third party beneficiaries

· With regard to third party contracts, explain who can sue whom

· Distinguish between assignments and delegations
· Give an medical example of a permissible assignment and an impermissible delegation

· Distinguish performance, breach, and discharge
Homework due:

· Review the 3rd slide set in Part II of CM, giving particular attention to the material beginning with the discussion of  third party contracts

· Optional.  Read S&R, Ch. 16
Deliverable due:  

· 2nd problem set, found near the end of Part II of CM



	Session #5

Wed. - 16 Jan.
7:30 - 9:20
	Topic Title: Basic Contracting - Basic Contracting - A More In-Depth Look at Non-Governmental Contracts (IV)

Learning Objectives:

· Define contractual condition
· Give medical and non-medical examples of conditions precedent and subsequent
· Discuss breach of contract

· List 4 types of agreements to discharge contractual obligations

· Distinguish among the four types of agreements to discharge contractual obligations
· Explain how a novation differs from an assignment
· Discuss three types of discharge by operation of law
Homework due:

· Review the 2nd slide set in Part II of CM, giving particular attention to the material beginning with the discussion of  third party contracts

· Optional.  Read S&R, Ch. 17


	Session #6

Wed. - 23 Jan.
7:30 - 9:20
	Topic Title: Basic Contracting - Basic Contracting - A More In-Depth Look at Non-Governmental Contracts (V)

Learning Objectives:

· List 5 types of remedies that might be sought in contract actions

· Explain why quasi-contract would not fit in the above list

· List types of damages
· Distinguish among types of damages

· Explain the concepts of privity, standing, election of remedies, waiver, and estoppel

· Explain what is unique about a contract to cure
Homework due:

· Read cases (Part I of CM):  Hadley v. Baxendale, p. 59; Hawkins v. McGee, p.62; and Sullivan v. O'Connor, p.65
· Review the 2nd slide set in Part II of CM, giving particular attention to the material beginning with the discussion of  third party contracts

Deliverable due:
· 3rd problem set, found near the end of Part II of CM



	Session #7

Thur. - 24 Jan.
7:30 - 9:20
	Topic Title:  Review and Discussion of a Non-Governmental Contract for Medical Services
Deliverable due:

· Review and analysis of the contract for medical services; see V D. 1.b., supra
· Book review and book summary (2 products)



	Session #8

Mon. -28 Jan. 
7:30 - 9:20
	Topic Title:  Negotiations
Learning Objectives:

· Distinguish alternative/administrative  dispute resolution (ADR) from litigation
· List 5 types of ADR
· Distinguish arbitration from mediation
· Explain negotiation
Homework due: 

· Read case (Part I of CM):  Madden v. Kaiser Foundation, p. 54

· Read the slide sets in Part III (ADR) of the CM


	Session #9
Wed.- 30 Jan
7:30 - 9:20
	Topic Title:  Negotiations (If time permits proceed to the discussion of books scheduled for Session #10)
Learning Objectives:

· List the 3 stages of negotiation

· Explain five negotiation tactics  

· Identify a major barrier to becoming a good negotiator

· Name the most important thing you can do to become a better negotiator

Homework due:

· Review the slide sets in Section 3 (ADR) of the CM

· Be prepared to hand out your summary of your negotiations book

· Be prepared to discuss your negotiations book



	Session #10

Fri. - 1 Feb.
7:30 -9:20 
	Topic Title:  Negotiations
Learning Objectives:

· Given a book on the subject of negotiations, explain its strengths and shortcomings

· Given a book on the subject on the subject of negotiations, explain the author's most important/useful points.

· Given a negotiations book, classify its most appropriate audience by negotiating experience and profession
Homework due:

· Review the slide sets in Section 3 (ADR) of the CM

· Be prepared to hand out your summary of your negotiations book

· Be prepared to discuss your negotiations book



	Session #11

Mon- 4 Feb.
7:30 - 9:20
	Topic:  Governmental Contracting - Federal Acquisition Concepts
Learning Objectives:

· Identify key differences from commercial contracting

· Explain the hierarchy of authorities

· Recognize differences between acquisition and contracting

Homework due:

· Review Government Contract Slides (GCS) in Lecture Notes, pages 1-3

· Read Government Contract Cases and Other Materials (GCC & OM), pages 3 - 6 and 67



	Session # 12

Wed - 6 Feb

7:30 - 9:20
	Topic:  Governmental Contracting - Key Organizational Components and

                                                           Phrases

Learning Objectives:

· Identify acquisition organizations and key positions therein

· Identify the three phases of a federal acquisition

· Explain the three phases of a federal acquisition

Homework due:

· Review GCS, pages 4-7

· Read Boyle, GCC & OM, pages 60-66



	Thur. - 7 Feb

6:00 - 9:00 pm

Dr. Z's
	Ethics & Edibles:  Pentagon Wars  (The Classic Government-Contracts Film)

	Session #13

Fri. - 8 Feb.

7:30 - 9:20
	Topic:  Governmental Contracting - Phase I (Acquisition Planning)
                                                           Responsibilities

Learning Objectives:

· Differentiate between the requiring activity and the contracting activity

· Identify FAR guidance for planners

· Identify the principal portions of an acquisition package

Homework due:

· Review GCS, pages 8-10



	Sun. 10 Feb.

2:00 - 5:00

Dr. Z's
	Ethics & Edibles (Snacks):  Pentagon Wars  (The Classic Government-Contracts Film)

	Session #14
Mon. - 11 Feb. 
7:30 - 9:20
	Topic:  Governmental Contracting - Technical Description and Funding Fundamentals

Learning Objectives:

· Differentiate among the types of requirements descriptions

· Identify statutory bases for funding

· Explain the three primary funding constraints

Homework due:

· Review GCS, pages 11-14

· Read GCC & OM, pages 94-118

Deliverable due:
· Written brief on Merrill 



	Session #15
Wed. 13 Feb.

7:30 - 9:20
	Topic:  Governmental Contracting - -The Consequences of Market Research 

Learning Objectives:

· Explain the relationship between market research and a "needs" description

· Describe the development of the in-house cost estimate

· Develop customer-centered evaluation factors

Homework due:

· Review GCS, pages 15-17



	Session #16

Wed. - 20 Feb. 
7:30 - 9:20
	Topic:  Governmental Contracting:  Customer Based Services Acquisition
Learning Objectives:

· Identify the principle purpose of the acquisition

· Identify the outputs required by the Statement of Work

· Explain the requirements for pre-submission approvals

· Recognize potential deficiencies in acquisition packages

Homework due:

· Review GCS, pages 18-20
· Read GCC & OM, pages 94-118



	Session #17
Mon.- 25 Feb.
7:30 - 9:20
	Topic:  Governmental Contracting - Actions of Contracting Office Personnel After the Purchase Request is Received

Learning Objectives

· Differentiate between contract actions involving task/delivery orders and  new awards

· Explain the basis methods of contracting

· State the requirement for advertising

· Explain the review required regarding small business set-asides

Homework due:

· Review GCS, pages 21-25

· Read GCC & OM, pages 68-78

Deliverable due:

· Written analysis of a completed acquisition



	Session #18

Wed.- 27 Feb.
2:00 - 3:50
	Topic:  Governmental Contracting - Award Based on the Acquisition Package/Purchase Request Presented by the Requiring Activity

Learning Objectives:

· Identify the risks in making an award

· Explain the relationship of the award to the customer's need

· Determine the duties of the Contracting Officer (KO) during the process and up to beginning performance

Homework due:

· Review GCS, pages 26-27



	Session #19

Fri.- 29 Feb.
7:30 - 9:20
	Topic:  Governmental Contracting - Post-Award Processes
Learning Objectives:

· Identify whether the KO needs a pre-performance conference

· Differentiate among the roles of key players during performance

· Explain the tools available for changes and continuations during performance

Homework due:

· Review GCS, pages 28-32

Deliverable due:

· Acquisition Package



	Session #20

Mon.- 3 Mar.
7:30 - 9:20
	Topic:  Governmental Contracting - Contracting Officer Representative (COR) Duties and Limitations
Learning Objectives:

· Determine the appropriate level and method of surveillance

· Differentiate between routine administration and early detection of performance failures

· Identify the types of terminations and other available remedies for the government

Homework due:

· Review GCS pages 33 - 39

Deliverable due:
· Written brief of WPC 


	Session #21

Wed.- 5 Mar.
7:30 - 9:20
	Topic:  Governmental Contracting - Remedies for Breach and the Planning of Follow-On Acquisitions
Learning Objectives:

· Differentiate between administrative dispute resolution and more formal legal avenues

· Understand what should be the ethical concerns of the members of the acquisition team throughout the process

· Give examples of how rules and ethics sometimes keep the customer from getting what he or she wants

Homework due:

· Review GCS pages 40-44



	Session #22

Fri.- 7 Mar.  
7:30 - 9:20
	Topic:  Governmental Contracting - Guest Lecturer and Wrap-Up
Learning Objective:

· Identify challenges facing contracting in pre- and post-mobilization, medical support

No homework; grades on Acquisition package will be handed out and the Acquisition Packages will be discussed



	Final Examination

Date 10 March
Time:  9:00

	Examination - Will be over all material, including that tested on the mid-term.  The emphasis will be on what a COR should, can, and cannot do; but keep in mind that a COR must have a basic understanding of contracts, civilian and military, and must be comfortable with the language, which includes many acronyms and abbreviations.  (20% of grade)



VIII.  Other.  N/A
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1

