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URS and it’s Partners must continue to 
Strive to Meet Our Customer’s Expectations 

Where our Customer’s Build/Sold Expectation Applies: 

… Everywhere throughout the DOE Complex 
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Post Award - Proposal to Project 
Baseline Transformation 

• Customer expectation to deliver proposal 
– Premium placed on building what was sold 

• Technical Approach and Estimate Price and Cost 
• Proposal is the foundation for contract execution and 

change 
• Technical approach is reflected in cost volume 

– Scope and Quantity 
– Assumptions and Basis of Estimate 
– Confidence Level of Execution 

• Change Control process (following Project Baseline 
implementation) 

– Gives a crosswalk back to the proposal 
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‘Proposal-To-Project Delivery’ 
Model 

Field Perform
ance 

Technical Volume 
• Scope - WBS 
• People - OBS 
• Approach - Innovation 
• EwC Approach 

PXP 
Project Execution Plan  

 

PROPOSAL 

PMB  
Project Baseline 

EXECUTION 

Cost Volume 
• Schedule - P6 
• Estimate- CAES 
• Basis - BOE 
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• Critical Customer Expectation 
– Proposed Cost plus Material Difference plus Authorized Unpriced Work 

equals Project Baseline 
• Capitalize on previous experiences, lessons learned, procedures and 

process 
– Apply Execution with Certainty approach and methods 

Baseline Development 

Execution with Certaintysm is 
the URS product execution 
playbook for ensuring that we all 
deliver our projects safely, with 
high quality, on schedule, and 
within budget every single time. 
Build What You Sold.      

What is Execution with Certainty?  
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• Alignment to proposal – Cost volume – Negotiated Contract 
Cost (PMB+UB+MR) = Contract Budget Base 

• It is critical in FAR-based contracts to tie project baseline to 
proposed technical approach and cost/price 
– Bases of estimates as reflected in proposal  
– Level of estimating consistent with proposal 
– Resource loaded schedule presented as it was in the proposal 

Baseline Development, continued 

Regulatory 
requirements & 

milestones 

RFP/  
Proposal/  
Cost Vol 

Project Exec & 
Baseline 

System 
Plan 

RFP/  
Proposal/  
Tech Vol 

Contract 

Scope of Work and 
Terms/Conditions 

Project 
management basis 

& approach 

True Up 

Technical basis & 
execution 
strategy 

Customer cleanup 
requirements & 
innovative Tech 

approach 
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Roadmap to Execution 
Certainty 

Scope 
Delivery 

Proposal 

 
Transition 

  
 

Project 
Execution 

EVMS 
Certification 

Project 
Baseline 

Development 

Contract 
True-Up 

Project 
Alignment 

Project 
Foundation 

•Tech Approach 
•Cost Estimate 

•Material 
Difference 

•Proposed Cost + Material 
Difference (NCC) = Project 
Baseline (Contract Budget 
Base PMB+UB+MR)  
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