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[Knowledge Bits

A Winner!

Bid Ready Activity
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Where are you?

Newbie

Gain knowledge
Check internals
Set goals
Be realistic

BUILIG

Uncertain

Analyse results

New knowledge

Test & Improve
Target

Experienced

Analyse success
Build on it
Seek alliances
Bigger orders
Set goals and
benchmarks

The goal

Unaware Aware Familiar Proficient Expert Innovator
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Procurement?

The 3 megatrends
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What is Public Procurement?

Purchase of goods and
services

« To be delivered to
communit!

« For use by public
organisations
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Procurementis...

_. |S e buying
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3 Megatrends

ICT Usage & E-Procurement
Community Benefit
Encouraging Collaboration
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BUILTO Is it for you?

.
Grasping the
contract culture
s it for you?

? ATyou warance ?
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3 Types of agreement Legal difference
GRANTS GRANT  CONTRACT
Specified services for
SERVICE LEVEL AGREEMENTS PO subsdies paymens
CONTRACTS oon el i g o ey
+ FRAMEWORK AGREEMENTS
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Services in 2 categories

Part A : Priority Part B: Residual
Computer support Leisure services
Engineering Legal services
Financial gervices Social serviges
Maintenance & repail :‘“iheare
management consultancy v::ﬂtionar Serviges
warket reseay el Selvigeg

Annex 1A and 1B
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ug EU directive 97/52

What’'s behind VFM?

Understanding Value for Money
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VFMis....

* “The optimum combination of WHOLE LIFE cost and
quality (fit for purpose) to meet the customer’s

requirement”

« WHOLE LIFE = take account of all costs

* Running
« Disposal

¢ Purchase

BULT¢7)

“Quality to meet customer’s requirements”

Allows buyers to meet TWO levels:

Specify what's needed to meet
department objectives

Contribute to organisation’s objectives
such as sustainability and environmental
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How they will judge you

*Right price
*Right quality
*Right place
*Right time
*Right quantity

High value for money

Economy — Relatively low costs
Efficiency — High productivity

Effectiveness — Successful outcomes

Value for money

£'s Inputs Outputs Outcomes
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Tender Scoring
Insights

@)

O
Business
Link

Tenders

EY open
¥’] Negotiated
&'] Restricted
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Typical decision-making criteria

Star 5 criteria

Quality

EUROPEAN UNION

Introduction to the
European Union impact
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Management -
and policy Price
Technology Criteria and weightings 5
and innovation T EER RS Del very -
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http://ted.europa.eu

Understanding your
public sector
procurement customer
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3tiers of governance Procurement stages
- =
EU Legislation PR v 4
EllTreaty, directives & UK regulations Adverﬂsa Need
NATIONAL legistation - ——
sTegulations, gmdanr,eimmw Express ‘_
@ and central government O
LOGAL
"a0ing orders, byelaws.focal
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Typical process VFM Non-financial
— - Their agenda
Review & _
=t —— Capabilites
Manage Trackrecord
Contract Evaluate &
Refine Relationship 2oi
ism
Manage offer reatis
preparations Award pepartment fit
Contract -
geiress Confict
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Focus on PQQs

(Pre Qualification Questionnaires)
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PQQ/Expression of Interest

Usually includes questions on:
General background

Financial standing
Business probity
Health & Safety
Quality assurance
Technical capability
Equal opportunities
Environment

BUILT ¢7)

?

Bunness
Lk

Getting PQQ information

“Completing the PQQ”
Free from
support@spotlearn.com o
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BIG tip! - BidPacke
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Knowledge Bits

A Winner!

Bid Ready Activity

BUILIO

The Essential Diagnostic

Meeting your 10 challenges
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Sourcing the 2 options

Lower value quotations

Competitive tendering
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Sourcing &
Prospecting
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http://ted.europa.eu
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www.competefor.com
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An introduction to NEPO
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What makes the NEPO portal a unique solution

‘End to end’ electronic interaction between suppliers and councils — Includes all stakeholders

Suppliers receive

Suppliers express
/ interest

Suppliers submit PQQ
PR and all relevant
documentation

M Tender documentation

received and submitted

Successful bidder
notified, contract
awarded, catalogue

created and passed into
marketplace as
approved supplier

PQQ responses

received and assessed
enders sent t
uccessful applic

Tenders received and
assessed
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Build database (Act?)

» Mix of marketing effort

* Register online

» Check listings / advertising
» Approach direct
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Developing

your bid
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Six steps
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Improving
through
feed-back
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Your rights

“Feedback is vital to
improve bid technique

and increase future
chances of success”
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Feedback

Against their criteria?

Areas to improve?

Keep attitude right

Even if successful

Reasons for rejection

Suppliers may be
rejected for 2 reasons:

v ]
> ailed to meet the
specification

,_' Meets the criteria but

not VFM
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