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PROGRAMME OBJECTIVE

To provide an overview 

of what is needed 

to present a creditable submission.



BARRIERS & CONSTRAINTS
 Not understanding procurement procedures

 Insufficient experience or track record 
(references)

 Policies (the core four plus one)

 Accreditations  & Certifications (e.g. NICEIC, 
CHAS, Constructionline, ISO, etc.)

 Financial capacity (not having 2/3 years accounts)

 Workload capacity



BARRIERS & CONSTRAINTS

 Systems & procedures (Sub contractor/supplier 
evaluation procedures)

 Processes involved in submissions/bidding are 
complex and costly

 Lack resource to submit public sector PQQ’s of 
tenders

 How to find out about opportunities 

 The Development of e-procurement



BUYERS OBJECTIVES
Purchasers/procurers are looking for a variety of 
things but in simple terms the decision is likely to be  
in finding a supplier that is:

 Suitable and appropriate (meets the requirements) 

 With acceptable risk

 Providing Value for money – or Best Value for Local 

Authorities.



IMPORTANT TO THE BUYER
What is important to the Buyer?

 Better sources of supply

 Increased competition = lower costs

 Increased competition = innovation

 Help to overcome shortages

 Vendors with understanding of  local issues

Also require:

 Vetted vendors 

 Supply base reflective of local community

 Opportunity to review and improve 



ESSENTIAL POLICIES

•Health & Safety (OHSAS 18001)
•Environmental (ISO 14001)
•Equalities & Diversity
•Quality Assurance (ISO 9001)
•Business Continuity (BS25999)



ACCREDITATIONS & 
CERTIFICATIONS

Third party accreditation

 Constructionline the UK's register of pre-
qualified local and national construction and 
construction-related suppliers (DTI funded) -
www.constructionline.co.uk

 Exor - www.exorgroup.co.uk

 Achilles - www.achilles.com

 CHAS - www.chas.gov.uk

 SafeContractor - www.safecontractor.com



PRE-QUALIFICATION (1)
Demonstrate  that  your  organisation   is  a  creditable  

potential  supplier

 Experience  and  capability

 References, track record

 Trade membership or quality standards

 Staff capabilities

 Organisation  and   legalities

 Appropriate insurance policy documents

 Certificate of Incorporation

 Staff structure

 Staff turnover rate



PRE-QUALIFICATION (2)

Financial status

 Up to 3 yrs audited accounts

 Bank reference

Best practice and policies

 Health and Safety

 Equal Opportunities

 Environmental policy 

 Quality/Customer Care

 BCP

 Sub Contractor/Supplier Evaluation



SELL YOURSELF WITHIN PQQ
SME’s have:

 Lower cost base

 Innovative

 Responsiveness

 Flexibility

 Quality

 Specialise

 Brings greater 
competition

Use your USP’s:

 Why are you the best

 Fast response –better service

 Improved environmental 

impact

 Local issues

 Give the benefits as well as 

the features of your business

Quality of your bid not the service



THE ‘DON’TS’

1. Don’t participate unless you are totally dedicated to succeed. It is better 
to decline than give a poor representation of your business.

2. Late submissions. Failure to comply with timetable.
3. Spelling mistakes and poor grammar.
4. Forgetting to remove previous clients name from submission.
5. Not complying with all instructions, (e.g. format, number of copies, etc).
6. Too much waffle and not enough substance. Avoid generic information.
7. Failing to ask questions of the buyer if unsure.
8. Exaggerating your business offer to succeed.
9. Condemnation of competition.
10. Taking success for granted or offering bribes or inducements for work.
11. Failing to ask for de-briefs if unsuccessful.
12. Busting word limits.



BALANCED SCORE CARD

For Example:

1. Within geographical area
2. Proportionality
3. References
4. Accounts (number of years)
5. Years of experience
6. Trade accreditations
7. Policies 
8. Need to sub contract (high/low)
9. Etc as determined



THANK YOU
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