
     
 

City of Long Beach Small Business Enterprise Program (LBSBE) 
Good Faith Effort (GFE) and Statement of GFE Compliance  

 

Vendor Name:   
 

Project Name: 
 

 
Bid Number: 

 

 
If a Bidder/Proposer cannot meet the established combined LBSBE goal for this project, then the 
Bidder/Proposer must document it has met the GFE requirements by completing this form and 
providing supporting documentation. The Bidder/Proposer must submit the GFE with their bid/proposal if 
unable to meet the LBSBE goal. Attach the GFE documentation and the City will review your firm’s attempts 
to subcontract out.  Below is a list of eligible GFEs. Each item is worth 10 points. A Bidder/Proposer must 
receive at least 70 out of 100 points to be found responsive if the project specific LBSBE goal on Attachment 
B (Commitment Plan) cannot be met.  Place an "X" in the first column for each item you are claiming for credit, 
then summarize the total score on page 2. Failure to achieve the minimum number of Good Faith Efforts 
points stated in the box below or submittal of GFE documentation may deem your bid as 
nonresponsive. The City may, at its discretion, allow bidders up to three (3) additional business days to 
submit Good Faith Effort documentation. All documentation submitted as evidence of Good Faith Effort must 
explicitly reference this specific solicitation by name and bid number, and must have been prepared and 
executed in connection with this bid.  

 
NOTE: All actions necessary to earn GFE Points must be undertaken prior to Bid Opening. 

 
Total Available GFE Points = 100 Minimum Number of GFE Points Required for responsiveness= 70 

 
Check Box Points Good Faith Effort (GFE) 

 10 Attend the Pre-bid/Pre-Proposal Meeting. The bidder/proposer must submit 
written evidence that he/she attended the pre-bid conference or pre-proposal 
meeting. 

 10 Subdivide the Work. The bidder/proposer prepared and followed a plan to 
subdivide the work into disciplines or work elements that could be economically 
performed by small businesses. It is the bidder's/proposer's responsibility to 
demonstrate that sufficient work was made available to SBEs, VSBEs and 
LSBEs to meet contract requirements. 

 10 Advertise. The bidder/proposer submitted written evidence of commercial 
advertising for small business subcontractors/subconsultants at least 14 
calendar days prior to the bid/proposal due date. A copy of the advertisement 
showing the advertisement date(s), name of publication, type of work and 
amount of work that is being solicited, must be provided. 

 10 Use Public Databases. The bidder/proposer submitted written evidence of 
using the City's SBE/VSBE/LSBE database, small business, minority business, 
and women-owned business associations, and chambers of commerce to help 
solicit subcontractors. 

 10 Directly Solicit Small Businesses. The bidder/proposer submitted written 
evidence of directly soliciting for small business subcontractors/subconsultants. 
A copy of the written notices sent directly to SBEs, VSBEs and LSBEs must be 
provided. A direct solicitation should include the type of work, amount of work, 
and a brief specific description of the work being solicited. 

  

LBSBE Attachment C 



Check Box Points Good Faith Effort (GFE) 

10 Provide Relevant Information to Interested Small Businesses. The 
bidder/proposer submitted written evidence that he/she has provided 
interested small business with information about the requirements of 
the contract, and how to obtain plans and specifications, at least 14 
calendar days prior to the bid/proposal due date or as specified by City 
staff. 

10 Conduct Follow-Up: The bidder/proposer submitted written evidence 
of specific activities used to follow up initial solicitations in preparing the 
bid/proposal. 

10 Offer Assistance. The bidder/proposer demonstrated that he/she has 
offered to assist small businesses in obtaining bonding, insurance or 
equipment. 

10 Negotiate. The bidder/proposer submitted written evidence that he/she 
has negotiated in good faith with interested small businesses. 
Documentation must include company name, contact person, method 
of contact, and specific items that were negotiated (scope of work, 
materials, equipment, insurance, bonding, personnel, timing of project, 
etc.). 

10 Document Bid and Negotiation Results. For any negotiations which 
were unsuccessful and/or bids/proposals received but not accepted, the 
bidder/proposer submitted the unsuccessful bidder's/proposer's 
company name, telephone number, contact person, price bid (if 
applicable), and the reason for rejecting the bid or proposal. If price is 
the reason for rejecting the bid/proposal, list the price bid by both the 
SBE/VSBE/LSBE and the low bidder for that element of work. 

= Total GFE Points (Claimed By Bidder) 

Bidder/Proposer Representative: 

Bidder/Proposer Signature: 

Date: 

Bid Due Date: 

[Updated: August 2026] 
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