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[bookmark: _gjdgxs]

Invitation to Provide a Mini-Tender for Competition under North West Construction Hub Low Value Construction Framework

Job Reference. XXX

 
[Construct Only / Design & Construct]

For

[Project Title]















Information regarding this template document and the use of it. (Please delete text after use and before issue for review)


· This is a template for a Mini-Competition document, drafted in content, style and format in a consistent and NWCH framework compliant manner, to minimise the time and effort required by NWCH Clients and / or their consultants, in creating an edited version of this template to reflect the requirements of their specific project for Mini-Competition purposes.

· NWCH core management personnel will work with Clients and / or their consultants, to ensure that the finished document is both compliant with the rules and protocols of NWCH frameworks, whilst at the same time, dealing effectively with the specifics of the Clients project.

· [Text in emboldened italics and in square brackets represents advice regarding the nature / purpose of the information that needs to be drafted in that particular location. Such text will then need to be deleted ]

· Text NOT in italics and in square brackets represents text that needs to be edited as required relative to the specifics of the project. 

· Appendices are for Client guidance and can be deleted as necessary.
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1.0	Introduction

This document is intended to give the construction partners on the North West Construction Hub (NWCH), Low Value Construction Framework, an opportunity to tender for appointment as the Construction Partner on [Project Title] for [Client name].

The tender will take the form of a Mini Competition between partners.  This will be ‘Stage 1’ of a 2-Stage call-off procurement process under the protocols and procedures of NWCH. Your submissions should be based upon the information provided and questions asked within this document. 

Once selected, the successful Constructor Partner will become part of the Client’s broader ‘project team’ to take the project forward through ‘all-party collaborative engagement’ to contract agreement. This will be Stage 2 of the call-off procurement process with the contractor usually appointed through a pre-construction services agreement (PCSA).

[Add to the above as appropriate and relevant to this particular project]


2.0	Background

[Give relevant background information and summarise the requirement which will communicate to the Constructor Partners basic information regarding the Client’s need for / purpose of the scheme e.g. business expansion, improved running costs etc.]


3.0	Scope of the Works 

[Provide relevant information which will communicate to the Constructor Partners sufficient information regarding the scope of the works including size, functionality, maximum budget, plans of the site, site address, consultant team involved, early designs, planning, and feasibility and output information if available. Also, any ‘bespoke’ project logistical considerations that it would be pertinent to highlight – any key project ‘must have’/‘must not have’ issues. 

[The Public Contracts Regulations 2015 (Reg. 72(1) (b) allows for up to 50% increase of the contract subject to satisfying certain criteria. However, if there are additional scope/changes or even additional phases that may be added (even if funding is not yet formally secured) then it may be prudent to state the intention to include them at a later date as part of this procurement exercise. NB Framework value thresholds apply to the elements with a known value.]

Appendices can be used and cross-referenced, to communicate any other relevant information/documentation regarding the scope of the works]

3.1	Works Information 

[Provide relevant information as appropriate, possibly with cross reference to attached documents/appendices. This should include all information regarding what stage of development the project is at, and which parties have been involved in getting it to that stage. Also, any specific key employer requirements which will be for background information at this Stage 1, though not requiring any ‘action’ until Stage 2. 
The Constructor Partners will want to fully understand exactly where the project is up to at the point that they will be getting involved. 

If possible, please provide a register/table of the available information provided, also the status of other information would be helpful: survey dates, RIBA stages etc.

Any relevant site / building surveys that may have been already undertaken should be made available at this stage as background information.]


4.0	Funding Approval   

[Provide relevant information regarding sources of funding for the project and also if the funding is already secured or not. If funding is not secured please highlight what stage of approval the various streams are at and indicate the process / timing regarding obtaining same. Highlight particularly if there is any ERDF funding on the project.]


5.0	Programme 

[Provide relevant programme information known / being worked to at this stage. In addition to the outline key date programmes, some narrative is always helpful to explain any key programme drivers and/or flexibilities or phasing information. Also any key ‘not later than’ dates regarding project completion and or other key milestones/stages. Regarding sources of funding for the project and also if the funding is already secured or not. If funding is not secured, indicate the process / timing regarding obtaining same. 

Appendices can be used and cross-referenced, to communicate any other relevant information / documentation regarding the programme.]


6.0	Contract Arrangements 

[Clients are reminded that NWCH allows the use of any collaborative / partnering form of contract embracing a two stage tendering approach. The Contract is agreed at the end of Stage 2, during which time the ‘work content’ commercials are negotiated and agreed. Commercials in this Stage 1 Mini-Competition are restricted to pre-construction costs, preliminaries, overhead and profit, plus design fees in the case of ‘Design & Construct’ projects.]

[State which form(s) of contract are going to be used, including any separate ‘pre-construction’ contract(s) to deal with pre-construction management activity of the Constructor Partner and any enabling works to be undertaken concurrent with Stage Two development / agreement, plus design activity costs in the case of ‘Design & Construct’ projects.

State also who the Client’s Project Manager / Contract Administrator / Principal Designer will be, also, any other consultants directly appointed by the client should be stated.]

[The Client may mandate a minimum/living wage requirement, or maximum payment periods to Tier 2 and Tier 3 supply chain partners, these should be clearly stated within the Mini-Competition document.]





7.0	Procurement of Construction Partner

[Construction Partners being invited to submit details on this Mini-Competition have already demonstrated  through their inclusion on this NWCH  Framework their acceptable overall standards of performance, organisation and capacity. The purpose of this Mini-Competition is to focus on their specific competence, enthusiasm, ability and flair to tackle the specific requirements and challenges of this project, following which, the highest scorer will become the Constructor Partner who progresses through to Stage 2 of the call-off process.]

[Provide here, project specific details that put into context the stage of the project at which the Mini-Competition winner will be joining the project, including all pertinent information concerning other ‘stakeholders’ who will be involved.]

Should the selected Contractor cease trading, or is unable to agree terms with the Client, then the Client reserves the right to appoint the first runner-up on their same terms tendered, and without further competition. The Contractor will be able to recover their reasonable costs on a quantum meruit basis, unless another mechanism has been agreed. In return, the Contractor will pass on / transfer to the Client and or “the first runner up” any outputs / value derived from any expenditure recovered on a quantum meruit basis, which can be gainfully deployed in taking the project forward.

The timetable for the Mini-Competition process is as below, including the current key milestone dates for the progression of the project.
 
	Milestone
	Date

	Issue Mini-Competition document
	[ Insert Date ]

	Mini-Competition briefing meeting
	[ Insert Date ] [ ‘norm’ is three or four working days after Mini-Competition issue ]

	Mini-Competition return
	[ Insert Date ] [ ‘norm’ is three weeks after Mini-Competition issue ]

	Clarification interview
	[ Insert Date ] [ ‘norm’ is within one week of Mini-Competition return]

	Constructor Partner selection / notification ( including notification & feedback to unsuccessful partners )
	[ Insert Date ] [ ‘norm’ is within one week of clarification interviews, but also subject to client governance approval timescales ]

	Pre-Construction activity
	[ Insert Date to Insert Date ]

	Agree Contract 
	[ Insert Date ]

	Contract period commences
	[ Insert Date ]

	Contract period completion
	[ Insert Date ]



[Please note that Contractor feedback on a strictly ‘without prejudice’ basis is a critical element of the Mini-Competition process meaning that Contractors will always get something valuable from your projects even if they don’t win the Mini-Competition this time around; this improves interest and competition for your future schemes.]

7.1	Procurement Process

[ Client name ]  are employing  this streamlined  Mini-Competition procurement process to select a Constructor Partner from NWCH Medium Value Construction Framework to work with them tender to [ design and ]  construct and deliver [ name of project ] .

7.2	Stages 1 & 2:

Stage 1 will result in a Constructor Partner being selected.

Stage 2 will progress the [design and] negotiation of the contract commercial agreement with the selected Construction Partner.

The submission at Stage 1 will be evaluated against an agreed set of criteria following a 70/30 quality/cost scoring percentage split in compliance with the Framework notice.


8.0	Scoring Criteria – Quality questions

The quality section of your submission will be based upon the ‘Quality’ questions below. These questions are designed to establish who is best placed to deliver this proposed project.

As stated above, the answers to these questions carry 70% of the total scores available as the quality section of the submission.

Your answer to each of the questions asked in this document will be scored using the scoring principles set out below.

All the questions below will be scored out of a maximum of 5 based on the following criteria:


	 Score
	Scoring Principles


	1
	Rejected - Evidence is unacceptable or non-existent, or there is a failure to properly address any issues.

	2
	Poor – The evidence is deficient in certain areas where the lack of detail or information requires the reviewer to make assumptions.

	3
	Satisfactory –The evidence is acceptable, but with some minor reservations.

	4
	Good – The standard of evidence meets expectations with some evidence provided.

	5
	Excellent – Comprehensively meet requirements with high quality and substantial amounts of evidence and information provided.















8.1 Qualitative questions

[The ‘Quality’ questions below are considered to be a good cross-section of questions, that should relate to key values and objectives that the Client wishes to achieve on this project. It is not an exhaustive or compulsory list of questions, but it is a list of questions that will suffice in most cases. A Client may need to add / omit, or alter and adapt to suit. 

The questions should ‘tease out’ and score most highly, which Constructor Partner is best suited to the specific needs / demands of this particular project. The questions should ‘look forward’ into the project. They must not ‘look backwards’ at more generic criteria already tested at the ITT stage of the framework procurement. The example questions below are worded in a way that they could be used with little or no alteration for any project. The same questions on different projects, demand different answers, due to project specific context.  

Other questions could be asked, but no more than 5 or 6 questions should be needed to be able to satisfactorily differentiate which Constructor Partner is best suited to deliver this project. 

If the Client wishes to reduce the timescales involved for the Mini-Competition, then the number of questions should also correspondingly be reduced, likewise if the number of questions is increased then the timescales should also be increased. ]


Please provide responses to all of the questions (1 to X) listed below 

All responses shall be no more than the number of sides of A4 (font 11) stated in brackets at the end of each question.

1. Identify the key personnel that will be involved in the project along with their roles, and provide CV’s for each, which should emphasise how and why their previous experience would be have particular benefit to this project. (Maximum ? sides, plus CVs as an appendix)

2. What do you consider to be the main risks and challenges in this project, and how you would manage them, and minimise any potential negative outcomes? Use evidence to support your answers where appropriate from previous project experience / successes. (Maximum ? sides.)

3. Describe how you will use this project to maximise positive outcomes with regard to environmental, social and economic sustainability issues. Use evidence to support your answer where appropriate from previous project experience / successes. (Maximum ? sides)  Tendering contractors should also within their proposal demonstrate how their social value
proposal will not just be Manchester specific but also project specific and be targeted at the
following priorities:
• Hard to reach groups e.g. care leavers, adults with additional needs, long term
   unemployed, rehabilitating offenders, etc.
• Wards local to the project
• Environmental improvements in or around the immediate vicinity of the site
• Environmental improvements in wards local to the project
• Making positive contributions to existing social value schemes within the vicinity of
   the site e.g. shared apprenticeships, existing work clubs, etc.
• Supporting local organisations whose work contributes to the positive outcomes in
   the community              

[Add any specific Client objectives in context of such matters, please see guidance note.]

4. Tendering contractors are required to read and take note of Manchester City Council’s
declaration of a climate emergency and the need to operate in a more sustainable fashion -
https://secure.manchester.gov.uk/news/article/8194/manchester_city_council_debate_climat
e_emergency_motion
Tendering contractors should outline in their proposal how they intend, through this project
and their methods of work, to demonstrate lower carbon and more sustainable ways of working specific to this project and any other environmental benefits they will bring through the carrying out of these works. Potential measures that may be used to demonstrate this (but not limited to this list) are:
• Reduction of carbon emissions
• Reduction of waste sent to landfill
• Use of recyclable materials
• Registered as a considerate contractor
• Contribution to the importance of climate change and the clean air agenda
• Procuring of sustainable materials
• Innovative environmental methods used throughout the construction delivery
• Design / detailing of the building fabric and servicing to reduce energy demand
Use evidence to support your answer where appropriate from previous project experience /
successes. (Maximum 2 sides).


Alternative Question to 3 and/or 4
Describe how you will use this project to maximise positive outcomes with regard to environmental, social & economic sustainability issues, with particular respect to apprentices. Describe and detail your proposals for working with the Client to monitor and reduce travel and the impact on the environment of any travel whilst ensuring compliance with the requirements. Use evidence to support your answer where appropriate from previous project experience / successes. (Max 2 sides)

5. [ For Design & Construct projects ] Demonstrate your management approach in ensuring that all functionality, design and specification issues, and budget constraints are developed in harmony, and within the Client’s requirements and aspirations. Use evidence to support your answer where appropriate from previous project experience / successes. (Maximum? sides.)

6. [ Where a project has any BREEAM requirements ]  It is a requirement of the funder that the completed building achieves a BREEAM [Excellent?] rating. How would you propose to manage the design and construction process to ensure compliance with this requirement? Use evidence to support your answer where appropriate from previous project experience / successes. (Maximum? sides.)

7. [ Where a project is to be delivered in an operational environment ]  
With reference to your company and proposed team members previous successes in delivering projects within an operational environment, state how your approach in delivering this project would ensure a safe, smooth and positive experience for the building users. (Maximum? sides.)

Non Scoring questions

8.  [Where a Client Cost Plan is available, there is a good opportunity to ask the following question of all Mini-Competition bidders. Suggest that it is asked as a ‘non-scoring’ question to encourage honest, informative, high level answers not influenced by a resulting score. ]  
    
The Client cost plans attached are based on the current estimates for the project. With the most current information available, please submit your high level comments/observations regarding robustness of these figures. (Maximum 1 side.)

9. [Where an outline Programme is available, there is a good opportunity to ask the following question of all Mini-competition bidders.  Suggest that it is asked as a ‘non-scoring’ question to encourage honest informative answers not influenced by a resulting score ]  
    
How robust do you consider the attached programme to be, with reference to the delivery expectations of this project communicated through the information provided in relation to this Mini-Competition. Please submit your high level comments/observations. (Maximum 1 side.)

[It is good practice to avoid asking legal questions, or including T&C’s or amendments as part of the Mini-Competition ( even on a non-scored basis ) – the Contractor will be required to pass them onto their own legal team for comment as part of their own due diligence processes and this may introduce additional issues for them in responding.]


8.2 Quality Scoring Weighting   

The aggregated weighting of all quality questions add up to 100 marks. The weightings are therefore ‘percentages’. These weightings are applied to the average scores out of ten from the scores awarded, per question, by the scoring panel members.

The scores for each of the above questions will be weighted/sub-weighted as follows: [weighting percentages is client’s choice, and should be reflected in page count]

	Question
	Scores – Quality / Criteria - Weighting

	1
	e.g.  20

	2
	e.g.  20

	3
	e.g.  20

	4
	?  [ optional ]

	5
	e.g.  20

	6
	?  [ optional ]

	7
	e.g.  20

	8
	0 (answer to this question is for information only. This question won’t be scored).

	9
	0 (answer to this question is for information only. This question won’t be scored).



The highest quality score will be normalised up to 70, with all other quality scores receiving a pro rata score in likewise fashion. e.g. if a highest score of, say, 60 was nominalised up to 70, then a second highest score of, say, 55 would be normalised to 64.17 (55 divided by 60 x 70).


9.0 Commercial submission 

The commercial consideration on this Mini-Competition will be based on the Commercial Return Workbook ( see Appendix 1 ). 

9.1 Scoring criteria

The compiled construction related commercials will be evaluated and the overall lowest commercial submission will be allocated the full financial score of 30%, with pro-rata scores applied to the other submissions.

Commercial submissions must be summarised on the ‘Commercial Return Workbook’ attached as Appendix 1, supported by build ups for Pre-Construction and Preliminaries and Design Fees based on the content and format of your original commercial framework submission.  Percentages for overheads and profit must be those submitted within your original framework submission.

Failure to submit a commercial submission that is based on the content and format* of your original commercial framework submission may deem it a non-compliant submission and excluded from the competition.

NB Additional discounts, ‘free’ work, and excessive unpriced items etc. from a Contractor may mean that the submission is non-compliant.

[*Whilst the ITT submission follows the default NRM based format, some clients may have their own developed format that they wish to use instead. In this case this should retain the same content and still allow for ease of input by the contractor and easy comparison by the Client’s team.]



9.2 Commercial submission component - Pre-Construction 

[Provide all relevant information that will allow this element to be priced with a robust level of certainty. Duration of the pre-construction period together with purpose, number and / or frequency of meetings / workshops should be given, to allow the pre-construction design rate and pre-construction management rates to be applied.] 

Add other information as appropriate.]

9.2a Commercial submission component  -  Preliminaries

[Provide all relevant information that will allow this element to be priced with a robust level of certainty. An estimated contract period must be given to ensure a ‘level playing field’ for time related costs, especially people and relevant accommodation and plant / hire costs. Plans showing site lines / compound areas / access points should be provided to allow informed pricing of hoardings, cabins.  It is unreasonable to ask for preliminary costs for items that are of such a specific nature / need that the quantum and cost provision for them could not be determined until Stage 2.]

[The tendering Contractors are required to price the preliminary items included in the Framework commercial submissions at Mini-Competition stage, all relevant information that will allow this element to be priced with a robust level of certainty should be provided at the outset of the Mini-Competition. Please note that there are a number of ‘greyed out’ preliminary items that are generally not required to be priced at Mini-Competition stage as they are items of such a specific nature/need that the quantum and cost provision for them cannot reasonably be determined until the Preconstruction Phase commences, therefore an appropriate allowance should be made in any cost plan/budget for such items. However, if the Mini-Competition is taking place at a late RIBA Stage and there is plentiful detailed information available, then it may now be reasonable for some items to be priced, the specific ‘greyed out’ items should then be highlighted in yellow to make this clear.  An estimated contract period must be given to ensure a ‘level playing field’ for time related costs, especially people and relevant accommodation and plant/hire costs. Plans showing site lines/compound areas/access points should be provided to allow informed pricing of hoardings, cabins etc. The Preliminaries pricing document in the format as set out in the Framework ITT should be included as part of the Mini-Competition tender documentation. ]

Based on the tendered construction management rate and range of items / item types priced in your commercial framework tender submission, build up preliminaries costs based on an estimated [52?] Week 'on-site' period, and summarise these figures on the Mini-Competition Commercial Return Workbook. A full build-up based on your framework submission format must be provided. Do not include at this Mini-Competition stage for preliminaries items that would normally be sub-contracted packages e.g. scaffolding. Such items, plus 'lower cost' preliminaries items not priced at framework tender stage, will be the subject of definition, negotiation, and agreement, at stage 2 of this tender process. 

A blank copy of the Preliminaries pricing document for Client guidance, can be found in the Documents area of the NWCH Website.

9.2b Commercial submission component - Design Fees 
[delete if ‘Construct only’ project] 

[The project type and value should influence the design fee proposals from each Constructor Partner.]

Build up your design fee proposal based on your construction stage design rates from your commercial framework submission. Add or omit design skills required / not required for this project from those priced in your commercial framework submission.

[Add other information as appropriate.]
9.2c Commercial submission component - Overheads & Profit.

Percentages for overhead and profit must be those submitted within your original framework submission. These must be included in your mini competition Commercial Return Workbook.


10.0	Scoring Panel will be as follows: -

[Job title / role]
[Job title / role]
[Job title / role]
[Job title / role]

[Ideally the scoring panel should reflect a range of disciplines: an end user or other stakeholder(s), a project manager, a quantity surveyor, and an ‘added value’ person / champion who understands community benefit/ CSR / Social Value to act as the Client’s specialist in assessing and driving forward positive outcomes on the back of the project. ‘Social Value’ through procurement in the public sector continues to develop into a major requirement]


11.0 Briefing Session 

A shared briefing session for bidders to fully understand the proposals has been organised for [date and venue details] 

[This information should have been previously communicated at the Expression of Interest stage, as the date of this event will probably be only four or five days after issue of this document]


12.0	Clarification

To ensure transparency and fairness any inquiries regarding the Mini-Competition are to be submitted in writing [state mode of communication and contact details of person to send to] no later than [date / no of days] before stated due date. Questions received after this date are not guaranteed to be answered.

[State all relevant details re the proposed fair and clear management of clarifications questions and answers] 

12.1	Clarification Interviews

The Interview Panel will comprise [those members on the scoring panel stated above?].

Interviews will be held [week commencing [?] or [specific date]. A separate communication with full details of agenda, times and venue will follow. [Optional text -The Client reserves the right to interview the top two/three scored submissions only.]

[Ideally, the earlier specific details can be determined / communicated, the better. The logistics of getting several people available and prepared for interview in sufficient time is an important consideration in treating our NWCH Partners with due respect. Some Client organisations may have to interview every Contractor, however this is time consuming for all parties and probably pointless for the Contractor scoring third or below; unless the scores are very close it will be unlikely their scores will change sufficiently to claim first place.]

At Interview we would expect to see a range of persons who are proposed for the project.  The purpose of the interview is to validate and clarify the mini tender proposals. 

[The Client team is best using the opportunity to undertake a ‘question and answer’ exercise to verify the individual team members’ experience and suitability for the project. It is the first real opportunity to assess the team that they will be working with, and a presentation would not necessarily satisfy this.]

Presentation of additional information / material which was not part of your written submission, will not be allowed.

As a result of the interview process, the quality score of your bid could be increased or decreased, or remain unchanged.


13.0	Documents to be returned:-

Documents to be returned should be [submitted by email / via the ‘Chest’/other portal/other?] to / for the attention of: - [name & contact details]

To arrive by / no later than [time] on [date] 

[Ensure all information regarding web portal communication ‘protocols’ are clearly communicated]

Your response must be returned as described above and comprise the following:-

· Covering letter / Declaration summarising the content of your tender and duly signed for and on behalf of your organisation by the person responsible for the delivery of the services in question
· ‘Quality’ submission 
· ‘Commercial’ submission



Appendix 2, Guidance Note - Social Value (Client has the option to omit text or leave in following Appendices section)

The Public Services (Social Value) Act 2012 seeks to maximise the additional benefit and value that can be created by procuring or commissioning services, above and beyond the benefit of merely the services themselves.

Social Value in construction is the delivery of economic, social or environmental benefits to a community or individual above and beyond the project itself. 

There is no authoritative list of what the benefits may be to the community or individual, this is very flexible. Social Value is best approached by looking at the individual needs. For example, in one area youth employment might be a concern, whereas in another area, lack of community engagement could be a more pressing need.

The Greater Manchester Combined Authorities (GMCA) have set out six social value priority goals which have agreed to deliver through commissioning and procurement activities. They are:

1. Provide the best employment that you can
2. Keep the air clean in Greater Manchester
3. Create the Employment and Skills Opportunities That We Need to Build Back Better
4. Be Part of a Strong Local Community
5. Make Your Organisation Greener
6. Develop a Local, GM-based and Resilient Supply Chain

The establishment and management of the National Themes Outcomes and Measures (TOMs) is an essential tool for monitoring the performance of the NWCH Frameworks in line with and the Greater Manchester Combined Authorities (GMCA) social value policy. Any contractor winning a place on the Framework shall engage in the use of a performance management regime that would embrace a series of TOMs.

The performance of Contractors is measured against the National Themes Outcomes and Measures, against pre-agreed benchmarks, using the Social Value Portal online tool.

NWCH reviewed KPI information recorded by the Contractors and highlight good performance to both Contractor partners and Client organisations. Where poor performance is recorded, this is investigated and discussed with relevant parties. Where poor performance persists, measures will be undertaken in line with the Framework Agreement.

The successful tenderer will be required to comply with the following TOMs:

Jobs: Promote local skills and employment
· Local employment opportunities (including opportunities for disadvantaged people) created and sustained
· Local labour
· Support with ex-offenders
· Work Placement schemes for schools and colleges
· Work placement schemes for hard to reach/ not in education (18+)
· Educational activities
· Training Opportunities (level 2-6)
· Apprenticeships (level 2-6)
 



Growth: Supporting growth of responsible regional business
· Opportunities and support for local SMEs and VCSEs
· Reduce inequalities
· Improving staff wellbeing and mental health
· Ethical Procurement
· Social value embedded into the supply chain

Social: Healthier, safer, and more resilient communities
· Supporting the local community groups including the elderly, disabled and vulnerable 
· Supporting local charities (sharing finance, time and knowledge)
· Ethical Supply e.g fair trade
· Community engagement e.g involving local residents
· Promoting social integration
· Supporting local culture and heritage
· Volunteering

Innovation: Promoting Social Innovation
· Promotion of local skills and employment
· Social innovation to enable healthier safer and more resilient communities
· Social innovation to safeguard the environment to the climate emergency



Appendix 3, Guidance Note - The Preconstruction Period, What makes a good process?

This document provides Clients, Professionals and Contractors with suggestions to allow for sufficient time to be allocated to the Preconstruction Phase in Two Stage tendering. It is recommended these steps are reviewed by Client teams prior to issue of the Mini-Competition and discussed during the analysis of Contractor submissions. NB Many Contractors are unable to start booking time (and therefore commence design work) without a purchase order in place, it would be prudent for the client team to have a mechanism in place that anticipates this requirement.

	Topic
	Objective / Improvement
	Typical Durations

	Start-up workshop

	Team introductions and setting of project objectives

Define scope and agree any change from the Mini-Competition.

Identify responsibilities and a clear set of deliverables that will mark a successful Second Stage process.

	
1 day

	Transferred Designers
	When considering the transference of designers, the mini-competition should identify any durations already agreed with the incumbent designers for each RIBA Design stage. 

Copies of existing client appointments and agreements should be shared with contractors. 

It is important the second stage programme allows time to reach agreed design status plus time for market testing and contractor engagement.
 
	Allow sufficient time based on Client original designer appointments

	Undertake Site Surveys and prepare reports

	Allow time for Contractor’s access, site-investigations, asbestos and demolition surveys, ecological surveys etc. plus report writing and conclusions.

Consider availability of any client information that may assist to reduce this period.

	1-4 weeks

	Design 

	Agree what design Stage is achievable in the second stage and the information required for pricing.

Ensure the design programme is collaborated and allows time for each designer discipline to input. 

Agree which packages require Subcontractor input to design development.  

Coordinated design helps when market testing, and subsequent costs can be audited against a specific measureable.

Consider design sign off and user meetings, these are best held sooner rather than later. 

	Always subject to scheme development 

Stage 2 to 3 
6 -10 weeks



	Bill and tender preparation

	Contractors will tender packages using combination of Bills of Quantities, and lump sum pricing of the drawings and Specifications.

Allow time for contractors to prepare these tender documents – these can be shared and allow Client team to audit or better understand inclusions. 
 
	1-3 weeks

	Pricing Period 
	Contractors, Subcontractors, Suppliers all need time to price.

Subcontractors require sufficient time to tender; information should be coordinated and clear in order to obtain the best price. This helps secure better returns and makes recommendations easier to complete. 
	1-4 weeks

[High value or complex design packages may need site visits or longer period]

	Tender reconciliation and reporting to clients team

	Tender reconciliations will provide evidence of market testing, demonstrate value and inclusions. Time may be necessary for subcontractor meetings to discuss offers, these can be attended by Client and representatives for major packages. 

Where tender reports are required allow time for Contractor to produce.
 
For contractor design/ larger packages it is worth considering post tender meetings will help resolve tender queries. 

Consider PQS involvement and time they require for cost checks or ratification of contractors recommendations.
 
	1-3 weeks

	Risk and Opportunity 

	Risk and Opportunity schedules should be developed from the first meeting and regularly reviewed. Allocate time to review.

	Bi weekly 

	Contractors Proposals 

	Allow time to finalise the offer and jointly review the whole proposals, it is important to review and check there are no discrepancies or ambiguity. 
   
	1 day – 1 week

	Check for Success
	Review the deliverables set out in the Start Up Meeting check the process is complete.

	1 day

	Client approval and process periods 

	Where possible the Client approval process should be mapped out in the ITT.

It should include any PQS review, preparation of approval papers, funding applications and sign off 

Consider duration and activities to finalise and appoint.

e.g. 	Submission of documents to Directors/ Board
	Timing of Board Meetings
	Director Approvals
	Letter of Intent agreement 

	1-2 weeks



	Contract, Warranties, Bonds 

	The contract will need engrossing, drafts can be agreed ahead, but time will be necessary to make the final amendments and issue to each of the parties for signing. A NWCH review of common practice concerning T&C’s can be provided by the Hub’s Management Team upon request.

	1-2 weeks







Appendix 4, Guidance Note – Pre-Construction Services Agreement (PCSA) Standardisation

Pre-Construction Services Agreement is designed for appointing a Contractor to carry out pre-construction services under a two-stage tender process.
The Pre-Construction Services Agreement enables the Contractor to collaborate with the employer or their team of consultants to develop detailed designs, to develop the main contract works, or to compile specialist tender documents.
The Contractor’s involvement at the pre-construction stage is valuable and often essential in the final design process of a project, as well as making preparations for the construction phase, such as the programme, cost plans, buildability and any specialist procurement.
The agreement covers the period from the submission of first stage tenders up to the submission of a definitive second stage tender and entry into a main contract for the construction phase.
**NB Whilst the RIBA design stages are common to most projects, the procurement route (e.g. Design & Build) may mean that for a particular project certain activities may take place in a different RIBA stage to another project.

	
	COMPLETED PRIOR TO MINI-COMP
	REQUIRED PRIOR TO PROJECT COMMENCEMENT

	 
	
	CLIENT
	CONTRACTOR

	PREPARATION & BRIEF (RIBA STAGE 1)

	Secure funding
	
	
	

	Fix budget
	
	
	

	Develop brief
	
	
	

	Appoint Principal Designer
	
	
	

	Appoint PM and QS
	
	
	

	Select consultants
	
	
	

	Set initial designer roles & responsibilities
	
	
	

	Appoint consultants
	
	
	

	DQI/AEDAT Briefing
	
	
	

	Prepare Project Execution Plan
	
	
	

	Initial Planning Enquiry
	
	
	

	Options Appraisal
	
	
	

	BIM 
	
	
	

	CONCEPT DESIGN (RIBA STAGE 2)

	Issue project request - finalise project brief
	
	
	

	Select design option
	 
	 
	 

	BIM EIR's Agreed
	 
	 
	 

	Value Management Workshop
	 
	 
	 

	Risk Workshop
	 
	 
	 

	Create risk register
	 
	 
	 

	Surveys
	 
	 
	 

	Outline programme
	 
	 
	 

	Planning pre app discussion / meeting
	 
	 
	 

	Feasibility report
	 
	 
	 

	RACI workshop - Responsible, Accountable, Consulted and Informed. 
	 
	 
	 

	Agree pre-construction scope
	 
	 
	 

	Agree pre-construction cost
	 
	 
	 

	Project order
	 
	 
	 

	Accommodation schedule
	 
	 
	 

	Issue final Employers Requirements **
	 
	 
	 





	DEVELOPED DESIGN (RIBA STAGE 3)

	Hold project launch
	 
	 
	 

	Hold design team meetings
	 
	 
	 

	Set Design scope / deliverables
	 
	 
	 

	Develop design proposals
	 
	 
	 

	Initial cost plan
	 
	 
	 

	Value Management Workshops
	 
	 
	 

	Risk Workshops
	 
	 
	 

	Select supply chain
	 
	 
	 

	Mid design DQI & KPI review
	 
	 
	 

	Design freeze
	 
	 
	 

	Issue final Employers Requirements **
	 
	 
	 

	Update costs
	 
	 
	 

	Develop H&S plan
	 
	 
	 

	Planning application
	 
	 
	 

	BEP (BIM execution plan)
	 
	 
	 

	TECHNCIAL DESIGN (RIBA STAGE 4)

	Issue final Employers Requirements **
	 
	 
	 

	Prepare target costs
	 
	 
	 

	Issue contract proposals
	 
	 
	 

	Complete detailed design
	 
	 
	 

	Value Management/Engineering Workshops
	 
	 
	 

	Risk Workshops
	 
	 
	 

	Liaison with planners
	 
	 
	 

	Submit building regulation application
	 
	 
	 

	Finalise risk register
	 
	 
	 

	Finalise programme
	 
	 
	 

	Finalise H&E plans
	 
	 
	 

	Formalise contract data
	 
	 
	 

	Submit target cost
	 
	 
	 

	Agree all documents and costs
	 
	 
	 



Appendix 5, Guidance Note – Budget Considerations

Understanding the Client’s project budget is a great benefit to the Contractor’s team early in the tendering process. With a better understanding of the decisions made early by the design team and the Client in setting the budget, Contractors can help test the cost plan early in the design process. This in turn will provide the Client with best value solutions, so that early choices are only designed once rather than trying to match a budget later in the design process once the Contractor is involved using a value engineering approach. The following topics explain this rationale:

1. Early Contractor Engagement – Contractors can help the Client’s team set the strategic design direction by assessment of benchmark data for typical construction solutions i.e. frame type, envelope option and M&E performance. The supply chain can be engaged to assist in these decisions by offering early advice on innovation, outline thermal modelling, buildability and early BIM information to assist in design coordination.

2. Correct Risk Allocations - The joint allocation of risk contingency by both Client side and Contractor side can ensure the budget is appropriately risk managed, this is relevant to the choice of design solution and the construction build strategy. Contractors can assist in discussing and setting realistic risk and design contingencies by allowing the supply chain to gain an early understanding of the design. Visibility of the Client’s contingency provision is also essential as it engenders a true collaborative approach and allows for informed decisions to be made early on.    

3. Work Package Cost Validation - The understanding of cost allocation for key packages within an initial cost plan is essential to support the early outline design strategy. With early advice from the supply chain, Contractors can offer initial market testing against outline design solutions to ensure a robust cost is possible for the key packages.

Suggested Way Forward
Recognising the above the following suggested approach could be a benefit to all parties.

Tender Stage 1 – (Mini-Competition stage) – The provision of a high level cost plan detailing the main package or elemental allowances and high level design decisions will provide the opportunity for the Contractors to work through the proposed scheme, ideally on an element by element basis, by checking the quantities and any proposed specification against Contractors ‘as built’ cost data.

The non-scoring cost-plan question suggested within the Mini-Competition document template allows Clients to gain high level comments on the cost plan allowances. However depending upon the information available, a more detailed cost plan could allow for a more detailed commentary at stage 1, to help set the scene for stage 2 early Contractor involvement.

Tender Stage 2 – Pre-Construction Services Agreement (PCSA) – An initial meeting between the Client’s team (including designers) and the Contractor’s team to review budget assumptions early in Tender Stage 2 will enable agreement of a joint strategy on how best to collaboratively develop the Stage 2 cost plan. The Contractor can then assist in responding to future Client project reviews and agree a programme of market testing which would be aligned to the design team’s information flow via an agreed Stage 2 Information Required Schedule and Design Responsibility Matrix (including Contractor Design Portions) to support the PCSA.



Appendix 6, Guidance Note – Open Book Accounting

‘Open Book Accounting’ means the breakdown of all costs and charges of the Contractor and each of its subcontractors on an open book basis showing directly incurred costs and any mark up, profit element, management fee or other return for the Contractor or the subcontractor as far down the Contractor’s supply chain as reasonably possible. Source: HVF 2023 Framework Agreement 

The key objective of open book accounting is to support better underlying value to the Client. ‘Two Stage Open Book’ creates processes that enable a Client to review and test all assumptions for design, cost, risk and programme at an early stage, whilst working in conjunction with the Contractor. 

This review and testing process creates new opportunities to achieve savings and improved value in the project as a whole, and in specific work/supply packages too. It takes place transparently and methodically within specified timescales under contract conditions, and therefore remains entirely within the Client's control.

Open book accounting requires the following:

· That Clients are committed to an integrated team
· A collaborative approach to cost management
· An appropriate use of incentives
· A trusting, cooperative and proactive culture
· An attitude of joint ownership of costs
· Clear processes and timetable
· Clearly defined roles and responsibilities
· A focus on improving efficiency and effectiveness
· Ring fenced overhead and profit

To provide cost transparency in an open book environment, the team should agree the following items:
· A Pre Construction Services Agreement (PCSA)
· A full break down of the project budget including fees, surveys and contingencies
· An agreed list of packages
· A list of subcontractor packages
· Single source contractors
· Documentation used for pricing including Bills of Quantities, drawings and specification

In analysing the subcontractor returns the team will have to take into consideration:

· The number of returns (ideally a minimum of 3)
· Gaps in subcontractors quotations that need to be plugged
· Qualifications to quotes that need to be addressed
· Provisional items for elements still to be resolved
· Benchmarking with tier 2 and 3 quotations for single sourced contractors
· Current design status 
· Design gap analysis impacting on programme and price
· The jointly developed risk and opportunity matrix
· Opportunities for value engineering



Appendix 7, Guidance Note – Levelling of Tenders
Levelling of tenders takes place to ensure that there is parity across the offers from different Contractors to enable a fair comparison of their bids, and to establish the foundation of the commercial arrangements going forward with the successful bidder.
To allow for all Main Contractors to price on a like for like basis, and facilitate a compliant submission, the Client’s team should supply the following information
· Format of response.
· Contract duration.
· Pre-Construction duration.
· A clear statement instructing what should be included within the preliminaries of the Mini-Competition, and what is intended to be priced within the pre-construction period as more information becomes available, e.g. fill in which boxes, greys, yellows.
· Specific compound requirements i.e. number of cabins etc.
· Provisional quantities / type for measurable items i.e. fencing.
· Pricing of packages needs to be very prescriptive e.g. should cleaning be priced within preliminaries or as part of a package item?
· Design fees and surveys also need to be very prescriptive, giving clarity of the Client’s requirements at different RIBA stages.
· BIM requirements.
· Timescale information to Contractors e.g. public sector sign offs may be longer than the Contractors anticipate.
· Insurances, if pricing is to be mandatory or not. 

Early Contractor engagement should be undertaken to ensure that the above criteria are realistic expectations. 

Historically, the Framework ITT scoring process covered priced preliminaries items that were generic across most projects, whilst items that were scheme specific were ‘greyed out’ and were not priced as part of the exercise. Therefore, the Client’s procurement team need to be aware of this and make sufficient allowance within their budgets that there may be a difference between the priced elements of the NWCH preliminary book** and what is actually required for the scheme.

If there are preliminaries items specific to the scheme that can be reasonably priced within the Mini-Competition (bearing in mind the RIBA stage and the level of information available) then these items can be highlighted in yellow.

A key consideration is whether all Contractors have had the opportunity to approach the pricing exercise in a fair, consistent, and transparent manner. A Contractor offering to do items or elements for ‘free’ such as the pre-construction period, or offering commercial discounts, will likely to result in a non-compliant bid. However, innovation that offers improved value can be considered, for example a multi-skilled staff member undertaking several roles such as Site Manager and Programmer, or using a Senior Quantity Surveyor who could cover several commercial roles.

Post bid - clarification around the ‘plugging’ process should be undertaken to ensure that tenders are compared on a like for like basis, and this should be part of post tender discussions rather than done unilaterally. In this regard the Client’s procurement team should consider accepting of a Contractor’s justifications as long as clarity is provided regarding inclusions / exclusions and resource input, and that equitable treatment of all submissions is maintained. If the Client’s commercial team consider a bid non-compliant, or there are excessive omits/equalisations, it may be reasonable to give an additional two to five working days to complete (depending on the scale of the non-compliance) and re-submit.

Any changes, clarifications or additional information for the Mini-Competition must be circulated to all of the Contractors involved to ensure that no-one is at an advantage or disadvantage. However this should not give away details of any individual Contractor’s proposals, such information must be treated as strictly confidential.

Offers to reduce the programme should be noted and saved for the second stage discussion to avoid the risk of unequal bids.

** Upon request the NWCH can provide details from the Contractor’s ITT submission, including:
· Overhead, which staff members are already included?
· Priced preliminaries book.

. 



Appendix 8, Guidance Note – Feedback

Client feedback is essential to allow tendering partners the opportunity to improve their bids going forward allowing the Client to obtain maximum value from framework submissions. A robust process will deliver:

· Sustained interest from the tenderers and supply chain.
· Improved bids employing ‘lessons learned’ that meet Client needs and framework aspirations.
· Improved competition which drives value and performance.
· Establishes the particular Client and their projects as the tender opportunities of choice, because win-or-lose, the Contractor will still obtain value from participating in the process.
· A true ‘level playing field’ on which to assess suitability for project partners.
· Ensures that Contractors are complying with the Contractor’s Framework Agreement.
· Ensures efficiencies in utilising a standard template / process to provide feedback.

If framework partners obtain a true understanding of the scoring process, they can then develop and fine-tune their responses going forward. They will be able to employ lessons from previous submissions to demonstrate their unique suitability to support the achievement of Client’s expectations.

Feedback is essential to delivering continued improvement, whether the tenderer is unsuccessful or not. 

We would promote the following:

· Scores and Client commentary on both price (where information is not commercially sensitive) and quality elements. Where the tenderer is not successful, the contract award notice should contain the scores and also detail the characteristics and relative advantages of the winning tender.

· Written feedback provided in advance of the formal feedback session to gain maximum understanding and make best use of the face to face / telephone meeting.

· A formal Client feedback session between the tenderer and procuring body should be offered. This can be done in a face-to-face meeting, telephone or video conference, and should be held explicitly on a ‘without prejudice’ basis.

Feedback is a natural development of the activities already undertaken as part of a tender evaluation, for this reason the process of giving feedback should be an uncomplicated activity.

Please note that examples of the sections for feedback within the Mini-Competition Scoring Matrix can be found in the Documents section of the NWCH Website.


Appendix 9, Guidance Note – Modern Slavery

The client’s procurement teams should be aware to challenge any abnormally low cost tenders to ensure they do not rely upon the potential contractor practicing modern slavery.



Appendix 10, Guidance Note – Digital Construction

As part of our commitment to supporting the construction industry to continually improve, the NWCH encourages and supports innovation within project delivery wherever possible. This includes the use of Building Information Modelling (BIM) and a constantly evolving range of digital tools and technology that can create added value or efficiencies.
Introduction to Level 2 Building Information Management / Modelling (BIM)
BIM encourages collaborative ways of working within the construction industry whilst also pushing the generation and delivery of digital project information in a consistent and structured way. There are a number of standards that support the specification of BIM (Information Management) in order to facilitate its delivery. The key standard being BS EN ISO19650:2018.
In order to support BIM (Information Management), there a number of documents that must be produced in order to define and manage its implementation at the early stages of a project. There are two key documents to be prepared initially by a Client:

· Exchange Information Requirements (EIR) – A client’s brief for BIM which notes the processes and standards that are required to be adhered to. The requirements should form part of the contract.
· Asset Information Requirements (AIR) – A document outlining the asset information required for capturing during the project and which reflects critical asset information required for the optimum and successful performance throughout the buildings operational life.

Our constructor partners are experienced in assisting Clients to refine their EIR and AIR. As a starting point, Clients should consider the following points as early as possible in project development:

· What information do you need?
What building information do you need to be captured throughout the design and construction process? This should be driven by your plans for the use of the data after construction is complete.

·  Why do you need it?
To establish an efficient and effective building lifecycle information / operational model such as links to scheduled repairs and maintenance, building management systems, space utilisation planning. 

·  What format would you like the information in? 
Though a 3D model is extremely useful as design tools and for visualisation it forms only a part of the overall information together with other electronic documentation used by operational staff and how the information is transferred at completion to the operational teams.. 

What should be considered within the Mini Competition process?
We would advise including an overview of any Client specific digital information needs identified within the supporting project information of the mini competition. Information needs could be structured simply in the above way. A question could ask the contractor to suggest an approach to fulfilling these needs, supported by case studies of previous projects where they have used BIM together with a ‘soft landings approach’ with other information management tools. This question can be worth zero marks and does not have to contribute to the overall score, so as to not dissuade you from undertaking a new or unfamiliar approach. 
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