Principles of Contract Pricing

(CON 104)

Capstone Exercises

Orientation

Welcome to the Capstone Exercises portion of the CON 104 course. The purpose of this package is to provide you with the class schedule and the requirements for completing this portion of the course.  You should have successfully completed the online lessons before registering for and taking this portion of CON 104. Refer to the information in this package to prepare for attending this part of CON 104.

The Capstone Exercises consist of a series of role-playing and problem-solving group exercises covering the material in all three Modules of the course. There are three parts to the Capstone Exercises: 

· Price Integrated Exercise

· Cost Integrated Exercise

· Negotiations Workshop

The Price and Cost Integrated Exercises require you to work in groups to solve problems and answer questions, based on the Integrated Exercise Scenarios included in this package. You should read these scenarios prior to arriving at the Capstone Exercise. In the classroom, you will be placed in a small group to discuss the information in the scenario and complete a worksheet for each integrated exercise. An open book quiz will be given at the completion of each integrated exercise to assess your comprehension of the material.

The Negotiation Workshop serves to give you practice using knowledge you gained in the online Module 3: Negotiation Techniques lessons, and will allow the instructor to assess your understanding of the material through observations of your performance in role-playing situations and simulations.  You will also receive feedback and critiques from the instructor and your peers.

During the Negotiation Workshop exercises, you are expected to create pricing objectives based upon proper analysis techniques, then develop and implement a negotiations strategy that will enable you to obtain that pricing objective. Your team will alternate between playing the role of contractor and Government for specific negotiation scenarios.

You will complete two introductory practice exercises, then engage in structured team practice in 4 scenarios. 

The introductory exercises are:

1. Used Car

2. Win As Much As You Can

The main structured team practice exercises are:

3. Protecto Manufacturing Corp. 

4. Scan Electronics Co. 

5. AIRMAC Co.

6. Coburn International/Callaway Corp.

Scenarios and rules for the Used Car and Win As Much as You Can Exercises will be handed out just before those exercises begin.  In the case of the Used Car exercise you will be assigned a role as either a buyer or seller and will receive the appropriate scenario.

The ground rules for the main structured practice exercises, with accompanying worksheets, and the actual scenarios for each of the four exercises will be handed out in class after you are assigned into groups, and you will be asked to read them in advance of the exercise session the following day in order to be prepared to discuss them with your group. There are two different handouts for each scenario: one which describes the confidential Government facts, and one which describes the confidential contractor facts. You will receive the appropriate handout when your group is assigned to take one of the two sides.
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Classroom Schedule

Below is the schedule for the classroom portion of the course. 

Capstone Exercises Schedule

Day
Curriculum
Time Allotted

Prior to Monday
Students read Price and Cost Integrated Exercise Scenarios


Monday
Welcome and Introduction

Price Integrated Exercise team work session

Price Integrated Exercise Quiz

Cost Integrated Exercise team work session

(Handout Protecto Case)
3 hours

1 hour

3 hours



Tuesday
Cost Integrated Exercise team work session  (cont’d)

Cost Integrated Exercise Quiz

Hand back and discuss (graded) Integrated Exercise quizzes

Introduction to Negotiation Workshop

“Used Car” Case Exercise and Critique

“Win As Much As You Can” Exercise

“Protecto Case” Group Preparation

“Protecto Case” Negotiation
2 hours
1.5 hours

30 minutes

30 minutes

3 hours



Wednesday
“Protecto Case” Critique 

“Scan Case” Preparation

“Scan Case” Negotiation

“Scan Case” Critique
1 hour

1 hour

3 hours

1 hour



Thursday
“AIRMAC Case” Preparation 

“AIRMAC” Negotiation

“AIRMAC” Critique

“Coburn/Callaway” Case Preparation
1 hour

3 hours

1 hour

1 hour



Friday
“Coburn/Callaway” Case Negotiation

Coburn/Callaway Case Critique

Administration and Wrap-up for Course
3 hours

1 hour

15 minutes



Grading Policy

This is a pass/fail course.  Passing the CON 104 course assumes that you have successfully passed all of the lesson tests (this is normally a prerequisite for enrolling in the Capstone Exercises part of the course).  For the Capstone Exercises, you are given a grade, which is based on the following point system:



Points

Price Integrated Exercise Quiz
35

Cost Integrated Exercise Quiz
45

Negotiation Workshop Participation Assessment

20



Total

100

In order to successfully complete this course, you must achieve a point score of 80 on the total of the above three assessments for the Capstone Exercises.

If your progress at any point is such that you cannot possibly achieve a total score of 80 points, you will be immediately disenrolled from the course with a grade of F.

Three points will be deducted from the total score for each hour of class missed. The maximum hours a student can miss before disenrollment is two.

Negotiation Workshop Participation Criteria

Your performance during the negotiation workshop will be evaluated (based on the observations of the instructor) on the following criteria:

· Following directions 

· Demonstrating principles, content, and skills learned throughout the course in choosing techniques and strategies for negotiation

· Playing your assigned role conscientiously and without distractions, such as horseplay

· Creating a credibly realistic and professional "character" while role playing

· In general, demonstrating a serious, positive attitude toward learning while performing the exercises

Classroom Attendance

All students attending the Capstone Exercise, including those from the local area, are in a TDY status. 

Students are REQUIRED to be in class during the designated hours unless they are ill or a member of their immediate family is critically ill.  Dental appointments, vehicle maintenance, job requirements, committee meetings etc. are not valid excuses for absence.

As stated above, the maximum hours a student can miss before disenrollment is two.

ALL ABSENCES SHOULD BE CLEARED IN ADVANCE WITH THE 
INSTRUCTOR.

Classroom Materials

The following materials are used in preparation for, and during, the Capstone Exercises:

· Price Integrated Exercise Scenario (emailed or downloaded in advance)

· Price Integrated Exercise Worksheets (provided in class)

· Cost Integrated Exercise Scenario (emailed or downloaded in advance)

· Cost Integrated Exercise Worksheets (provided in class)

· Negotiation Workshop Scenarios and Worksheets (provided in class)

It is recommended that you bring a calculator to help you complete the Integrated Exercise worksheets.
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