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Introduction
ABZ Inc. is a small business that deals in small floor refinishing and provides a special coating product for ceramic tile and marble floors. The company goal is expansion and growth and therefore it competes for navy contracts a local base to sell its services.in this paper, we shall develop the company’s acquisition and planning strategy for attaining the contract.
Acquisition and planning strategy for obtaining a contract
In most small companies like ABZ incl., strategic planning is less formal. The acquisition strategy is an integrated plan developed as a part of acquisition planning activities. The acquisition strategy will guide contract execution across the entire contract life and is updated at every major milestone and review (Engelbeck, 2001).to win this contract at the navy, ABZ incl. will need to develop a strategic plan, prioritize its objectives, determine its strategic position, and execute and manage its plan. Acquisition planning is very essential because it allows the company to get the right documents. The acquisition planning process involves; requirements definition, acquisition strategy, request for proposal, evaluation phase, and contract award (Engelbeck, 2001).
The acquisition of this contract is subject to federal acquisition regulation. The federal acquisition regulation addresses various aspects of the acquisition process, from acquisition planning to contract formation, to contract management (Worthington & Goldsman, 1998). For small companies like ABZ Inc., FAR provides a maximum practicable opportunity to participate in the acquisition. The overall objective of an acquisition strategy is to document and inform project stakeholders about how the acquisition will be planned, executed, and managed throughout the life of the project. The acquisition strategy documents the approach to be taken for items such as the actual acquisition, contracting, legal, personnel, and considerations (Worthington & Goldsman, 1998). The process for acquisition in ABZ Inc. Will begin by mobilizing my team which consists of one office assistant, two production employees, and myself. I will assign duties to everyone. I will take care of the contracting process while technical duties will be handled by the office assistant. I will negotiate with the personnel in charge of acquisition to reach an agreement and develop a course of action that each party must follow.
These negotiations may include persuasion, alteration of assumptions of positions, give and take, and may apply to price, schedule, technical requirements, type of contract, or other terms of the proposed contract (Worthington & Goldsman, 1998). The procedure for contracting by negotiation permit negotiations before the contract award. This stage ensures that the right and relevant information is provided. I will consult with the logistics personnel about the type, quality, and quantity, and delivery requirements.
Having assembled this information, I will write an acquisition plan by providing all required information.in the plan I will address all technical, business management, and any other important consideration that will control the acquisition (Fray et al, 1984). Specific contents may vary depending on the nature, circumstance, and stage of the acquisition process. This acquisition plan for implementing a performance based contracting method will be described then rationale will be provided (Fray et al, 1984). On filling the acquisition plan, it will be presented to the contracting officer at the navy. The process must be in line with the federal acquisition regulation that requires any agency to carry out acquisition planning as well as market research for all the acquisitions. The federal government's acquisition process involves the agency identifying the goods and services it needs, determining the most appropriate method for purchasing these items, and carrying out the acquisition (Manuel et al, 2012, November). Once the acquisition template is filled, I will wait to receive feedback from the contracting officer from the navy.
How adopting Smart Pay will assist my company and the Navy
GSA smart pay is one of the modern ways of making payments in the age of electronic contracting.it enables authorized government employees to make purchases on behalf of the federal government in support of their agency’s mission (Morton, 2020). GSA smart pay payment solutions streamlines transaction processing, increases accountability, and provided a more efficient and effective means to monitor transactions and identify fraud, wastage, and abuse (Morton, 2020). This method of payment will be of great importance to my company and the navy.it will help ABZ Inc. to offer its services at competitive prices hence benefiting the company from high accrued fees and earn refunds. This form of payment allows the customers to make a payment over the agreed period after getting their products. This form of payment helps address agency payment challenges. The navy will benefit through this payment because it will have some period to make payment. Alternatively, the company can request services as per the contract agreements and make their payments automatically with the debit card. Using smart pay is beneficial to both the contracting party and the agencies and this case the navy because it is secure and safe and it is also a convenient form of making payments.
 Conclusion
An acquisition strategy plan is a comprehensive, integrated plan developed as part of acquisition planning.it describes the business technical, and support strategies to manage risks and meet program objectives (Manuel et al, 2012, November). The stages of acquisition strategy provide an opportunity to understand the contract and its requirements. The acquisition strategy should provide sufficient detail to allow decision-makers to assess whether the strategy makes good business sense, effectively implements laws and policies, and reflects management priorities (Engelbeck, 2001). As ABZ Inc., we are interested in the contract at the navy and once the opportunity is granted we will be able to meet the requirements and the laws about the contracts.
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