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Bidding, tendering
and pitching workshop

| t0s not |Just about

great product or service

| t 0s about being a g
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London 2012/Public Sector
opportunities

Olympic Park, Venues & Games £9.3 billion

Stratford City phase one £4.0 billion
Athletes Village/Residential £5.5 Dbillion
Thames Gateway £10+ billion
Crossrail £15+ billion?

Local Government Procurement £158 billion pa?
SE Councils £ 4 -4.5 billion? < >
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Morrisons
Construction

Balfour Beatty Ra
Olympic Supply Chain

Sir Robert McAlpine
@ J. Murphy & Sons

- Second tier Second tier
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SME Opportunities
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So what is CompeteFor?

Suppliers
>100,000

@,

O
>3,500 opportunities posted to date  Business
www.london2012.com/business RH



Workshop timetable

Morning 0 approx timings
09.00 -10.50 Session 1

11:00 -13:00  Session 2 (incl. breakout practical)
12:55 -13:00  Pre-lunch summing up
Afternoon - approx timings

14:00 -15:30 Session 3 (incl. breakout practical)

15:40 -16.20  Session 4 (incl. breakout practical) ‘ >
16:20 -16:30  Closing session o
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Bidding, tendering & pitching workshop

Business Link South East

Grant Pearson Brown Consulting Ltd
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Who are you?

Brieflyé.
A

A Company name

A
AWhat 6s your of Bidquiag, teneamingend pitching?
A

A How many tenders and pitches have you done?

o
AN - BUSINess
- ‘CompeteFor W o LINK




Bid writing and tendering workshop

July 2010 workshop series run by:
Ewan Pearson and Carl Schreiter

37 Great Queen Street

London WC2B 5AA

Tel: 020 7831 1000

Email: e.pearson@gpbuk.com and c.schreiter@gpbuk.com
Web: www.gpbuk.com

London, Oslo, Paris, Hamburg, Madrid, New York, Toronto, Hong
Kong, and Sydney
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Introductions

A Who are GPB?

A We are specialists in advising and training on bidding,
tendering and pitching

A We help SMEs and others to win business by advising
on tenders and pitches

A Our clients have won many £billions in new contracts,
more importantly their success rate is over 80% in
bids and pitches

®,

O

Business
LINK



What will you get from today?

A Better access to bidding for opportunities
A More success with responding to PQQs

A Better tender writing and responses to
tender questions

A A little advice about consortia

A Better preparation and delivery of pitches
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Agenda

1. Why you should do public tendering
3. Policies, insurance, references and financials
5.  Writing good tender documents

7.  Pitching 0 preparation and delivery of excellent

pitches
But firstééo
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Development Objective:

Development Activities To Meet Objective:

Completion Date:

1:
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You should do publ i c

A

There is still a huge public sector market for your products &
services, Y2 -% spend goes to SMESs, despite impending cuts

Access to many opportunities is easy

Free opportunities, open to all, with local bias (~¥4 spend?)

The market is fair in awarding business

| tos el ther free or cheap to see
Public Sector clients will look good on your client list

The private sector has not had a

®
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Finding the good opportunities

A You have to go and look for them in a several/many places,
e.g. CompeteFor, TED, Business Link, SE portals, Supply2.Gov

A Every opportunity is there for every business, so most will not
be relevant to you

A Avoid being swamped by applying the right filters o0 by
country, NUTS codes, and CPV codes, or their alternates

A Finish off the registration process thoroughly, and ask to get
the email alerts daily

A Fine tune as you go along o
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CompeteFor.com | séé

A A website that publicises new business opportunities within the
London 2012 supply chains

A

A Designed to signpost UK businesses towards existing local
business support, so that they increase their capacity and
expertise

A CompeteFor www.competefor.com
A Business network site  www.london2012.com
A eTendering site https://etenders.london2012.com
A SE Portal www.businessportal.southeastiep.gov.uk
o
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AN

oy CompeteFor CompeteFor - giving businesses unique access
to London 2012 opportunities

v Vision and Objectives

Welcome To CompeteFor - London 2012
v Help

. REGISTERED USERS LOGIN
v Useful Links

v Motice to Users

v Register User Login
v Login :“Iilr;idnizeies*requiredfield. ] .
2012 DIEU OPPORTUNITIES ReQ|Strat|0n | Staqe one
E"iew details of current OJEU Emall addreSS
oppartunities Apassword
ALTE: AName & contact detail
To contactthe CompeteFor ABusmess name and address
Helpdesk, call: T T T S O T S T T Y the CompeteFor

0845 2177804 for UK callers

+44 845 2177804 for callers outside UK = .
Lacte a2 hmkﬁ;ﬁgg sabuice hﬁmeen aIPLT=Te
18001 0845 2177804 for Callal

publication of Games-related contract opportunities, brokerage service as a buyer or supplier of Games-

B | rolated goods and services. You will first need to register

impaired hearing This enables you to:-

Manually search & view opportunities
ASee who is winning contracts i full details
ASearch & view supplier profiles
AAdd additional users from your company

n = L e AR e R 7

. ] . published.
and the Olympic Delivery Authority (ODA],
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‘ ‘ CompeteFor CompeteFor - giving businesses uniq

v Vision and Objectives
v Help

v Useful Links

v Motice to Users

v Reqister

v Login

2012 DJEU OPPORTUNITIES

to London 2012 opportunities

Welcome To CompeteFor - London 2012

REGISTERED USERS LOGIN

Ue acCcess

Add more business categories

I view details of current QJEU
opportunities

[ HELPDESK

Alnsurances & Policies info
AFinancial Details

To contact the CompeteFor
Helpdesk, call:

0845 2177804 for UK callers

+44 845 2177804 for callers outside UK

18001 0845 2177804 for callerd
impaired hearing

AMarketing Info & photos
ASubmit profile!
—— T T LT T —

Publication of profile - stage two

AOwnership & Employee Diversity

Wm nes-

related goods and services, You will first need to register

This enables you to:-

Set email alert preferences
AView matched opportunities
ARespond to opportunities

our organisation. This will allow you
< and gain access to Games-related
ill also be able to post opportunities

mpeteFor as a supplier, you must
ss profile, Once your profile is
track your activity and search for

London Development Agency, working closely with the Londan
Organising Committee of the Olympic and Paralympic Games (LOCOG)
and the Olympic Delivery Authority (ODA],

y wish to partner, You will not be
able to respond to available opportunities until your profile is fully
published,
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Key policies

1. Health and Safety Policy

2. Equality and Diversity Policy

3. Quality Assurance Policy (QA)

4. Environmental Policy

What others might help to differentiate you?
A For importers: Ethical Sourcing

A Maternity/paternityéée
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Insurance policies - typical types/values

1. Professional Indemnity (PI) £ 1 -2 million
2. Public Liability (PL) £ 2 -5 million
SEmpl oyersodo Li abi IEb-10ymillibnE L )

Take care with consortia as 0Joi n-

you are covering the other members, unless you ensure all
parties have good or matching cover
@,
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References, testimonials and case studies

A References are not the same as testimonials

A

A Testimonials need all reference information PLUS positive,
relevant and recent commentary from an impressive and
Impressed customer/client

A The combination can often be a key differentiator
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Financials

AMost tenders need 3 yearsd accoun

Alf you are a yo e
soéwithdraw fro

can in terms of:

ung business, you
m the bid or give

APast P&L, balance sheet, cash flows (past and future)
AManagement and audited accounts

AOrder book levels
AReferences from your accountant and/or bank

What the buyer really wants is reassurance that you will
(a) cope and (b) be around to deliver.
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Practical: How ready are you to tender?

Aln small groups:
AReview why you are bidding for public sector contracts

AReview your abilities at finding the good opportunities,
your policies/insurance, and filling in PQQS

AComplete your first S.M.A.R.T. Action in your workbook

(15 minutes maximum)
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Development Objective:

Development Activities To Meet Objective:

Completion Date:

1:
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The Key Principles of PQQs

1.

S o bk G N

Donot apply 1+ f the work 1 s
firm

Answer gquestions honestly

Answer ALL the questions

Be KEEN about it

Submit the PQQ response well before the deadline

Try to understand why each guestion was asked.
They are all there for a reason.

@,

o

Business
LINK

r



Ent er t he mi nd of t he

A Specifications are only as good as the writer (the
buyer)

A Cheapest is not often the best (M.E.A.T.)*
A If you are not clear about something, ask the buyer
A Comply with what is asked for

A Do not make the life/decision of the procurer
difficult, make it easier

A Try to add value!

*Serco beat the Stratford -based and Pashley -led Citybyke jv for the contract
for the London Bike Hire Scheme, then outsourced to DeVinci in Canada!

OTf LhJlune 2010: 0Serco were able to offer thObest

obliged to follow regulations to ensure aBHUSINESS en
LINK



What PQQs do

They do 4 things:

They ensure that bidders give full information
preventing wasted time and hassle

They throw the net very wide, so giving the buyer a big
list of potential suppliers

They give the buyer fair and objective tools to cut the
number of companies invited to the tender stage

Produce a much more manageable (shorter) list of
potential suppliers to choose from
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CompeteFor response 0 Essential questions

Opportunity Response

LDA Employee Survey

Step 1 - Essential Questions | Step 2 - Other Questions I ’ Step 3 - Submit

Complete all of the following steps to respond to this opportunity. You can save your response and return to view, edit, or submit it any time before the deadline.

Opportunity Details
Opportunity Name LDA Employee Survey
Response Deadline 09/02/2009 16:00

The buyer has set the following questions as essential criteria for a successful bidder.

Question

Has your business met the terms Yes 4
of its banking facilities and loan
agreements during the last year?

Do you have effective Yes >
arrangements to ensure equality

of opportunity within your

organisation regardless of age,

race or sexual orientation?

In the last year, has your Please select... =
business' turnover been above

J100K ?

If applicable, would your ultimate Please select... =

holding company be prepared to
guarantee your contract
performance as its subsidiary? (If
not applicable, please answer yes)

Does your organisation have a Please select... >,
Health & Safety Policy that is

reviewed at least every 12

months? (If you have fewer than

five employees, please answer ?

yes?)

Does your organisation make sure = Please select.. b
it complies with the Health &

Safety at Work Act 19742 (If you

have fewer than five employees,

please answer ?yes?)

Does your organisation have Please select... »
access to health and safety advice

from a competent person (internal

or external) as required by Reg. 7

of the Management of Health &

Safety at Work Regulation 19997

If you have fewer than five

employees, please answer yes.



CompeteFor response 9 Other guestions

Opportunity Response

LDA Employee Survey

Step 2 - Other Questions Step 3 - Submit

’Step 1 - Essential Questions

Complete all of the following steps to respond to this opportunity. You can save your response and return to view, edit, or submit it any time before the deadline.

Opportunity Details
Opportunity Name LDA Employee Survey
Response Deadline 09/02/2009 16:00

The buyer has asked for the following additional information.

Questions

How many employees are there in your ’11 to 15 =
organisation?

How many references can you provide relating to ﬁiease select.. =
this opportunity?

What is the largest size of contract that you have GBP 51k - GBP 100k %
previously fulfilled?

Can your business receive payment by BACS? Yes v
Has your business had any county court judgements | g -

(or equivalent) made against it in the last 3 years?

If asked, how many years of accounts could you 2 -
provide for your business?

What is the value of your professional indemnity Please select . =
insurance cover?

In the last three years have you had any contracts | pjaase select -

terminated for poor performance, or any contracts
where damages have been claimed by the client?

Previous Step Next Step
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