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[bookmark: _Toc414891583][bookmark: _Toc415148389][bookmark: _Toc427243666][bookmark: _Toc467067524]introduction
Welcome to this Further Competition which is being managed by [insert Customer name] referred to as the Customer in this Invitation to Tender (ITT), and you, along with other organisations participating in this Further Competition, are referred to as a Potential Provider.
[insert Customer name], acting as the lead party in a clustered arrangement is referred to as the Customer] (Amend/delete as applicable depending upon whether this is a clustered arrangement)
This Further Competition will establish a [single/multi-lot] Supplier Call Off Contract for the purchase of a [total facilities management/soft facilities management/hard facilities management] solution for the Customer. 
This Call Off Contract is being offered under the Crown Commercial Services FM Services Framework Agreement referenced RM1056. The Framework terms and conditions which incorporate the NEC 3 Term Service Contract will govern any resultant Call Off Contract.
The Call Off Contract will be for an initial [5] year period [with an option to extend for a maximum of two (2), one (1) yearly extension periods reviewed on an annual basis.] 
[Any combination that doesn’t exceed 7 years in total]
This Invitation to Tender contains the information and instructions that you need to submit a compliant Tender. Words in this ITT which are capitalised have definitions either in the paragraph in which such words appear or in the glossary at paragraph 11. 
Please read this ITT carefully as non-compliance with the instructions contained in this document and all its Attachments may result in exclusion of your Tender from this Further Competition. If you have read all the instructions and information carefully but are still unsure at any point how to respond, please submit a question as described in Paragraph 7.
The Customer is using an [Insert name of eSourcing Suite] to manage this Further Competition and to communicate with you. No hard copy documents will be issued and all communications with [Insert Customer name] (including the submission of Tenders) will be conducted via the [Insert name of eSourcing Suite]. You must ensure that the details of the point of contact you nominate in the [Insert name of eSourcing Suite] are accurate at all times as the Customer will not be under any obligation to contact any other point of contact.
Your responses to the questions within Attachment 4 - Award Questionnaire have been designed to be completed on-line in the [Insert name of eSourcing Suite]. Guidance on how to use the [Insert name of eSourcing Suite] can be found in the [Insert details of where the guidance can be found]. 
You are welcome to ask questions or seek clarification regarding this Further Competition. See paragraph 7.1 for details on how to do so. Please make sure you have read all the ITT information and instructions carefully first.



[bookmark: _Toc427243667][bookmark: _Toc467067525]Background
[bookmark: _Ref284694562][Brief information relating to the background of the procurement and the Customer to be included here]
[bookmark: _Toc467067526]TUPE TRANSFER OF UNDERTAKINGS (PROTECTION OF EMPLOYMENT) REGULATIONS 2006
In respect of this Call-Off Contract, the Customer considers that the Transfer of Undertakings (Protection of Employment) Regulations 2006 (“TUPE”) may apply.
The extent to which TUPE will apply is to be agreed by the out-going and in-coming Service Providers, while the approach to Customer liability and duration of any indemnity is set out within Attachment 5 Call Off Contract incorporating NEC 3, Contract Schedule I- Staff Transfer.
It is the responsibility of Potential Providers to seek their own advice and consider whether TUPE is likely to apply in the particular circumstances of the Call Off Contract and to act accordingly. The Potential Provider is then encouraged to carry out its own due diligence exercise. 
Based on the assumption that TUPE may apply in respect of the Call Off Contract with the incumbent providers the Customer has acquired information relating to the employees of the incumbent providers. The Customer has gathered this for information purposes only and the Customer makes no representation or gives any warranties that the information is complete or accurate, nor does the Customer indicate the effort that will be required to deliver the Service.   The information provided is information supplied by the incumbent provider and reflects the staffing position at present and can be found in Attachment 9 TUPE Information.   The Customer is unable to provide any assurance or comments on what the staffing position will be when the contract comes to an end.   Potential Providers will be required to undertake their own due diligence. 
All TUPE information shall be deemed to be strictly confidential and for use solely in connection with the preparation of Tenders and the administration of any contract arising from this Tender.

[bookmark: _Toc427243668][bookmark: _Toc467067527]OVERVIEW OF Invitation to tender
The following will form the suite of documentation required for this ITT:
Attachment 1-Invitation to Tender
Attachment 2-Terms of the Further Competition
Attachment 3-Service Information 
Attachment 4- Award Questionnaire
Attachment 5-Call Off Contract
Attachment 6-Cost Model
Attachment 7-TUPE Liability Cost Model 
Attachment 8-Datapack
Attachment 9-TUPE Information 
[Please note that there may be additional attachments which form part of the ITT. These should be a continuation from the list above]
[bookmark: _Toc414891586][bookmark: _Toc415148392][bookmark: _Toc427243669][bookmark: _Ref430164632][bookmark: _Ref430167223][bookmark: _Ref430687134][bookmark: _Ref430687155][bookmark: _Toc467067528]FURTHER COMPETITION TIMETABLE
The anticipated timetable for this Further Competition is set out in the table below:
	DATE
	ACTIVITY

	DD/MM/YY
	Release of the ITT to all Potential Providers

	DD/MM/YY
	Clarification period starts

	DD/MM/YY
	Site Visit  (where  applicable)]

	00:00 (BST/GMT) DD/MM/YY 
	Clarification period closes (“Tender Clarifications Deadline”)

	00:00 (BST/GMT) DD/MM/YY 
	Deadline for the publication of responses to Tender Clarification questions 

	00:00 (BST/GMT) DD/MM/YY 
	Deadline for submission of Tenders to the Customer (“Tender Submission Deadline”) 

	DD/MM/YY – DD/MM/YY
	Evaluation Period

	DD/MM/YY 
	Award notification issued to successful and unsuccessful Potential Providers.

	DD/MM/YY
	Return of Signed Contract

	DD/MM/YY 
	Planned date for appointment of Supplier to Contract 

	DD/MM/YY
	Mobilisation Commences

	DD/MM/YY
	Expected service commencement date for Contract.



[CCS recommends no less than a 6 week tender period]
This timetable may be changed by the Customer at any time. You will be informed via the [Insert name of the [Insert name of eSourcing Suite] if the Customer decides that changes to this timetable are necessary.
[bookmark: _Toc414891587][bookmark: _Toc415148393][bookmark: _Toc427243670][bookmark: _Toc467067529]completiNG AND SUBMITTING A tender [the following section describes the process if using the ccs eSourcing suite, please amend accordingly if using an alternative system]
To participate in this Further Competition exercise, you are required to submit a Tender which fully complies with the instructions in this ITT and its Attachments.
You are strongly advised to read through all documentation first to ensure you understand how to submit a fully compliant Tender.
Remember:
It is your responsibility to ensure that you submit a fully compliant Tender.
You must ensure that you are using the latest versions of this document and its Attachments, as the documentation may be updated from time to time.
Any incomplete or incorrect submissions may be deemed non-compliant, and as a result you may be unable to proceed further in the Further Competition process.
Allow plenty of time for the entering of responses into the [Insert name of eSourcing Suite] – do not leave it until the day of the Tender Submission Deadline.
[bookmark: _Ref430164284]For technical guidance on how to complete questions, and how to upload any requested attachments please see [Insert details of how and where any Guidance can be obtained].  
Additional Materials, Documents and Attachments
You must adhere to the following instructions;
No additional attachments should be submitted with a Tender unless specifically requested by the Customer. 
Any additional documents requested by the Customer must only be attached [Insert details of how and where to attached any additional attachments required by the Customer] using a unique, unambiguous and relevant file name as specified by the Customer in the question. [They must be submitted in the format requested using the paper clip icon of the CCS eSourcing suite].   
Data Entry
A fully compliant Tender must adhere to the following instructions;
[All responses must be inserted into the relevant Bid Field unless an attachment is additionally permitted. Only information entered into the relevant Bid Field or information provided as an Attachment supplied in accordance with the Customer's instructions will be taken into consideration for the purposes of evaluating a Tender].
The Tender must be submitted in the English (UK) language.
You must answer all questions accurately and as fully as possible, within the word / character limits specified.
[Where options are offered as a response to a question, you must select the relevant option from the drop down list].
You must not answer questions by cross referring to other answers or to other materials (e.g. annual company reports located on a web site). Each question answered must be complete in its own right.
1.1.1.1 Please note the use of images to support responses is not permitted unless requested by the Customer.
[The Evaluation Panel will disregard any part of a response to a question which exceeds the specified character limit (i.e. the excess will be disregarded, not the whole response). The stated word / character limit includes spaces and punctuation].
Potential Providers who fail on the grounds of non-compliance will be notified accordingly.
Deadline for the submission of Tenders
All Tenders must be received by the Customer before the Tender Submission Deadline (see the Further Competition Timetable in paragraph 5 for details). 
Late Tenders:
Tenders received after the Tender Submission Deadline may be rejected by the Customer to ensure that all Potential Providers are treated fairly. The decision whether to reject a Tender received after the Tender Submission Deadline is made entirely at the Customer’s and/or Customer’s discretion.
Uploading and submitting a Tender
You are responsible for ensuring that your Tender has been successfully completed in the [Insert name of eSourcing Suite] prior to the Tender Submission Deadline.
All Tenders must be submitted to the Customer using the [Insert name of eSourcing Suite]. Tenders submitted by any other means will not be accepted.
Elements of a Tender may be submitted or attached as required at any time before the Tender Submission Deadline using the [Insert name of eSourcing Suite]. 
[You may modify and resubmit your Tender at any time prior to the Tender Submission Deadline. Before the Tender Submission Deadline, you must satisfy yourself that you have submitted all responses directly via the [Insert name of eSourcing Suite] and attached any requested attachments. You cannot modify your Tender after the Tender Submission Deadline].
[Potential Providers must ensure they select the ‘Submit all draft bids’ icon in order for their response to be submitted. Failure to select this option will mean that the bid remains in a ‘draft’ status and will therefore not be considered].
1.1.2 Potential Providers may withdraw from this Tender process at point during the Further Competition. If you decide to withdraw you must provide reasons for doing so in a message via [Insert name of eSourcing Suite].
If a Tender withdrawal has been received post Tender submission, theCustomer will remove your Tender from the Quality and Price Evaluation process.
All Tenders (including prices) shall be valid for a period of [120] days from the closing date. [the price validity period will be determined by the size/complexity of the further competition as well as the time built in for the evaluation period. This may be extended if required]
If Potential Providers experience any technical difficulties uploading their Tender,  [Insert contact details who Potential Providers contact in the event they experience problems returning their tender]  
Specific Losses 
The Customer will not be liable for any bid costs, expenditure, work or effort incurred by a Potential Provider in proceeding with or participating in this Further Competition, including if the process is amended, cancelled or withdrawn by the Customer. 
Confidentiality
Potential Providers must not collude with nor disclose the fact of their intention to submit a Tender to other Potential Providers. 
The Customer may disclose information provided by a Potential Provider where there is express provision to do so in accordance with Regulation 21 (2) of the Public Contract Regulations 2015.
[bookmark: _Toc414891589][bookmark: _Toc415148395][bookmark: _Toc427243671][bookmark: _Ref430011257][bookmark: _Toc467067530]questions AND ClarificationS 
[bookmark: _Ref430011859]You may raise questions or seek clarification regarding any aspect of this Further Competition at any time prior to the Tender Clarifications Deadline (see the Further Competition Timetable in set out paragraph 5). Questions must be submitted [Insert details of how questions should be submitted]. 
To ensure that all Potential Providers have equal access to information regarding this Further Competition, the Customer will publish all its responses to questions asked and or clarifications raised by you [Insert details of how responses will be published]. 
If you ask any questions and or raise clarifications please do not refer to your identity in the body of the question. 
Questions asked and or clarifications raised will be responded to in batches, rather than one at a time, with updates appearing at regular (approximately 1 to 3 working day) intervals. The Customer will endeavour to publish responses to all questions asked and or clarifications raised that are outstanding at the end of the clarification period, within 3 working days following the Tender Clarifications Deadline.
If you wish to ask a question or seek clarification in confidence you must notify the Customer and provide your rationale for withholding the question and any response. If the Customer does not consider that there is sufficient rationale for withholding the question and the corresponding response, the Customer will inform you and you will have an opportunity to withdraw the question or clarification.  If the question and or clarification is not withdrawn, then the response will be issued to all Potential Providers   
You are responsible for monitoring the [Insert name of eSourcing Suite] and the [‘Questions and Answers’] document in particular, for any responses to questions, general clarifications or other information issued by the Customer. Answers to such questions may contain important information that could affect how you complete your Tender.
[Please ensure that this document is labelled version 1, 2, 3 etc.]
The Customer reserves the right to contact you at any time for clarification on all or any part of your Tender during this Further Competition and which is likely to require a prompt response from you. 
2. [bookmark: _Toc427243672][bookmark: _Toc436298127][bookmark: _Toc427243673][bookmark: _Toc467067531]SITE VISIT [WHERE APPLICABLE]
[bookmark: _Toc436298128][bookmark: _Toc467067532][Standard wording is provided below regarding site visits however this may need to be updated depending upon the requirements of the further competition.]
2.1 [bookmark: _Toc434997196]The Customer wishes to invite interested Potential Providers to attend a Site Visit that will be held on [Insert date and time]. 
2.2 The Site Visit will further enhance Potential Providers understanding of the Customer’s FM related requirement. 
2.3 Potential Providers shall meet and register at [INSERT LOCATION] [and will then be escorted around each of the proposed sites]. 
2.4 [Unfortunately there will be no refreshments or lunch provided during the Site Visit therefore Potential Providers are to ensure that they bring their own on the day]. 
2.5 The Site Visit will follow the agenda detailed below:

	Start
	Finish
	Agenda Item

	[09:00
	10:00]
	[INSERT AGENDA ITEMS]

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	



2.6 Please note that the above agenda may change by the Customer. If any major changes occur Potential Providers will be informed accordingly. 
2.7 Upon arrival at [INSERT LOCATION], the Potential Provider will be greeted [and security checked].
2.8 [Potential Providers will be permitted to take notes on paper but not to use tablets, laptops or mobile phones, this includes the taking pictures]. 
2.9 Mobile phones may need to be switched off during certain parts of the Site Visit.
2.10 [bookmark: _Toc431808338]Site Visit Rules and Regulations
2.10.1 Upon arrival, the Customer will provide Potential Providers with an overview of the rules and regulations that shall be adhered to.
2.10.2 Should a Potential Provider not adhere to these rules and regulations they may be escorted from the premises and take no further part in the Site Visit.
2.11 [bookmark: _Toc431808339]Site Visit Questions and Answers 
[Customers may wish to have a dedicated Question and Answer Session i.e. Potential Providers cannot ask questions during the Site Visit but can write them down during the day and ask them during a Q&A session at the end of the visit. Therefore please amend this section accordingly]
2.11.1 Potential Providers are permitted to ask questions throughout the Site Visit.
2.11.2 The Customer will collate all questions submitted during the question and answer session and will provide answers via the [Insert the name of the eSourcing suite] to all Potential Providers.
2.11.3 The Customer will endeavour to give a direct response to questions on the day, however Potential Providers should note that official responses will be provided via the [Insert the name of the eSourcing suite.]
2.11.4 Should there be a conflict in responses given at the time of the Site Visit to the response given via the [Insert the name of the eSourcing suite], it is the response provided via the [Insert the name of the eSourcing suite] that takes precedence. 
2.12 Those Potential Providers that wish to attend the Site Visit should provide the following details via the [Insert the name of the eSourcing Suite’s] messaging facility by [INSERT TIME] on [INSERT DAY AND DATE]:
2.12.1 Name;
2.12.2 Organisation;
2.12.3 Contact Telephone Number; and
2.12.4 Contact email address.
2.13 Potential Providers shall note that participation in site visits shall be restricted to a maximum of [2] attendees from each Potential Provider’s organisation per site.
[bookmark: _Toc467067533]EVALUATION [CCS recommends that price be weighted higher than quality to maximise value for money and savings]
Evaluation will comprise of:
evaluation of Potential Providers answers to the questions contained in Attachment 4 – Award Questionnaire (“Quality Evaluation”) and
evaluation of the prices tendered in response to the Cost Model (“Price Evaluation”)
The maximum possible score capable of being achieved by a Potential Provider will be 100 (being the sum of the scores achieved for Quality Evaluation and the Price Evaluation [i.e. 40/60] [These weightings should be reflective of the procurement]
The Overall Quality Evaluation is weighted at 40%.
[bookmark: _Toc416265895][bookmark: _Toc416265973][bookmark: _Toc416267515][bookmark: _Toc416265896][bookmark: _Toc416265974][bookmark: _Toc416267516][bookmark: _Toc416265897][bookmark: _Toc416265975][bookmark: _Toc416267517][bookmark: _Toc416265898][bookmark: _Toc416265976][bookmark: _Toc416267518][bookmark: _Toc427233084][bookmark: _Toc427237705][bookmark: _Toc427233085][bookmark: _Toc427237706][bookmark: _Toc427233086][bookmark: _Toc427237707][bookmark: _Toc427233087][bookmark: _Toc427237708]The Call Off Contract will be awarded on the basis of the most economically advantageous Tender. That is to say, when considering all the factors, the proposal that enables the Customer to achieve best value for money.
Tenders will be evaluated in line with the Marking Scheme set out in Attachment 4 – Award Questionnaire.
[The question in Section A of the Award Questionnaire are assessed on a PASS/FAIL basis. If you receive a ‘FAIL’ for any of these questions your Tender will be rejected and disqualified from further participation in this Further Competition.] 
The evaluation of each of the questions in Section B of the Award Questionnaire will be conducted and consensus checked in accordance with the Consensus Marking Procedure detailed below.  
[bookmark: _Ref430179524]Consensus Marking Procedure
The Consensus Marking Procedure is a two-step process, comprising of:
independent evaluation; and
group consensus marking.
During the [independent] evaluation process each evaluator will separately (i.e. without conferring with other evaluators) scrutinise questions that are scored and require evaluation. Evaluators will apply the criteria applicable to the question as set out in Attachment 4 - Award Questionnaire to determine the overall quality of each answer. Each evaluator will then allocate a mark for the answer in accordance with the Evaluation Marking Scheme applicable to that question. Each evaluator will also provide a rationale for the mark they attributed to an answer. All of the evaluators’ marks and related rationale will be recorded separately in the [Insert name of eSourcing Suite].
When the [independent] evaluation has been completed by all of the evaluators, group consensus marking will be coordinated by a consensus marker as follows:
The consensus marker will review the marks allocated by the individual evaluators together with their rationale for awarding the marks. 
The consensus marker will arrange for the evaluators to discuss the marks they have allocated to relevant responses (that were scored and required evaluation). The consensus marker will facilitate discussion among the evaluators regarding the marks awarded and the related rationale. 
During the meeting each evaluator will discuss the quality of the answers given to a question and review their rationale for attributing the marks having regard to the relevant Marking Scheme. The evaluators will continue discussing the answers until the evaluators reach a consensus regarding the mark that should be attributed to each Potential Provider’s answer to the question. 
The consensus marker will record the consensus mark and the rationale for the consensus mark (in addition to each evaluator’s original mark and rationale) in the [Insert name of eSourcing Suite]. 
[Please ensure that this process aligns with the process of the Customer as the they may wish to add an extra layer of moderation; therefore whatever is agreed/approved needs to be reflected under this section]
The process above will be repeated until all applicable answers in the Tender have been consensus marked by evaluators.
[When the Consensus Marking Procedure has been completed, the [Insert name of eSourcing Suite] will be locked by the consensus marker to ensure no further modifications are made to the consensus marks and rationale.
And/or
2.14 Upon completion of the Consensus Marking Procedure, a further moderation process will take place by the Customer to validate the consensus marks and finalise the Quality Evaluation. 
2.15 Once both the Consensus Marking Procedure and the moderation process have been completed, the final agreed marks shall be locked down within the eSourcing System].

[Please modify depending on the Customer’s eSourcing system.]
[bookmark: _Ref430685880]Once the mark achieved for each question has been agreed in line with the Consensus Marking Procedure in paragraph 9.8. The mark achieved in in response to a question will entitle the Potential Provider to receive a weighted score. 
The weighted score for each question is calculated by multiplying the question weighting by the mark allocated using the Marking Scheme. 
When the weighted score for each question has been determined they will be added together to determine an overall score for the Quality Evaluation (“Quality Score”). 
[bookmark: _Ref430091189]An overview of the Quality Evaluation criteria and weightings is provided below which includes a worked example of how the weighted score is calculated. 
[insert the overview of the Award Questionnaire questions, marking scheme and weightings] 


	Award Question Number
	Subject
	Question Weighting
	Mark (from Marking Scheme)
	Weighted Score


	AQB1
	[Mobilisation and Implementation]
	20%
	60
	12

	AQB2
	[Service Delivery]
	20%
	75
	15

	AQB3
	[Security]
	15%
	75
	11.25

	AQB4
	[Customer Satisfaction]
	15%
	75
	11.25

	AQB5
	[Projects and New Works]
	10%
	50
	5

	AQB6
	[CAFM System]
	10%
	50
	5

	AQB7
	[Management and Governance of the Contract]
	10%
	60
	6

	Total of sub-weighted scores – TOTAL SUB WEIGHTED SCORE
	65.5

	Total weighted score multiplied by 40% Quality
	26.2

	Quality Score
	26.2



The Overall Price Evaluation is weighted at 60 %.
2.16 [bookmark: _Ref430182435]The following elements will form the Price Evaluation
2.16.1 Total Cost [75%], which will comprise:
2.16.1.1 Total Aggregated Cost; and
2.16.1.2 TUPE Liability Cost
2.16.2  [Reactive Scenario Cost] [25%]
 [Update price evaluation elements with weightings and include any additional pricing elements the Contracting Body wishes to include as part of the price evaluation. Please note that these pricing elements weighting should add up to a total of 100%.]
2.17 [bookmark: _Ref391641228]Price Evaluation Methodology
2.17.1 Information in relation to how a Potential Provider inputs its prices can be found within:
2.17.1.1 Attachment 6 – Cost Model
2.17.1.2 Attachment 7 – Cost Model Instructions 
2.17.1.3 Attachment 8 – Datapack
2.18 Failure to upload Attachment 6 – Cost Model may deem your Tender non-compliant and disqualify you from further participation in this Further Competition
2.19 The Potential Provider must ensure that the prices provided within Attachment 6– Cost Model are sustainable in relation to the requirements throughout the duration of the Call Off Contract. 
2.20 Instructions on how to complete the Cost Model can be found in Attachment 7 – Cost Model Instructions. Please note that such instructions can be amended by the Customer from time to time and it is therefore the Potential Provider's responsibility to ensure that they fully understand the current version of Attachment 7 – Cost Model Instructions relevant to this Further Competition. 
2.21 Failure to complete the Cost Model in line with Attachment 7 – Cost Model Instructions may result in your Tender being deemed non-compliant and disqualified from further participation in this Further Competition.
2.22 [Mobilisation costs will be applied to the Year 1 cost. The Customer may wish to amortise the cost over the duration of the initial [x] year period of the Contract. The Potential Provider shall input any increase as a percentage in Attachment 6 Cost Model which will be used should the Customer exercise the amortisation option]. 
[bookmark: _Toc467067534][Legal advice sought around how amortised costs would be dealt with should there be early termination of the contract [Please review the above two statements and amend in-line with the Customer’s process.]
2.23 [bookmark: _Ref427241040][Cost Model Compliance Checking
2.23.1 The Customer shall conduct compliance checking exercise on your submitted Cost Model. 
2.23.2 If there are any areas that require clarification, the Customer shall issue correspondence to the Potential Provider.
2.23.3 A Cost Model Clarification Meeting may be arranged by the Customer for all Potential Providers if deemed necessary. Such meetings shall either be conducted face to face or via a telephone conference (whichever is deemed appropriate by the Customer at that time). 
2.23.4 A Cost Model Clarification Meeting Protocol document shall be provided to the Potential Provider when appropriate.
2.23.5 If, post Cost Model Clarification Meeting, a Tender is deemed to be non-compliant, you may be disqualified from further participation in this Further Competition.]

2.24   The Total Cost used within the Price Evaluation has been automatically calculated within cell G48 within the Tender Cost Summary Sheet of Attachment 6 – Cost Model. 
2.25 All Potential Providers who submit a Total Cost [and a Reactive Scenario Cost] shall be awarded a percentage score pro rata in relation to the lowest Total Cost [and Reactive Scenario Cost] submitted.
2.26 All Potential Providers who submit prices will be awarded a percentage score pro rata in relation to the lowest Total Cost submitted. 
2.27 [bookmark: _Ref430686299]The calculation used to determine the weighted score for each evaluated element is as follows:

Price Score = Lowest Total Cost  submitted          	x    	100
           Potential Provider Total Cost 

[Price Score = Lowest Total Reactive Scenario Cost submitted 	x	100
     Potential Provider Reactive Scenario Cost]
2.28 Worked example
2.28.1 In order to illustrate how each element is evaluated, a worked example has been provided below. Please note that the example is purely for illustration purposes and the prices contained within the example shall in no way represent market prices or prices expected to be received during the Tender for this Further Competition:

Total Cost 
	Name
	Total Cost
	Score
	Weighted Score (75%)

	Potential Provider A 
	£250,000
	100
	75

	Potential Provider B
	£300,000
	83.33
	62.50

	Potential Provider C
	£350,000
	71.43
	53.57

	Potential Provider D
	£400,000
	62.50
	46.88








[Reactive Scenario Cost]
	Name
	Reactive Scenario Cost
	Score
	Weighted Score (25%)

	Potential Provider A 
	£250,000
	100
	25

	Potential Provider B
	£300,000
	83.33
	20.83

	Potential Provider C
	£350,000
	71.43
	17.86

	Potential Provider D
	£400,000
	62.50
	15.63







[Please update the table to ensure that the example percentages correspond with the price/quality split agreed with the Customer]
2.29 The “Price Score” is determined by adding together the weighted Total Cost score and Reactive Scenario Cost [detail other applicable Cost Scores here] score and multiplying the “Score” by the overall price weighting of [60%]
Price Score
	Name
	Total Cost (Weighted score)
	[Reactive Scenario Cost (Weighted Score)]
	Total Weighted Score
	Price Score (total weighted score x 60%)

	Potential Provider A
	75
	25
	100
	60

	Potential Provider B
	62.50
	20.83
	83.33
	83.33

	Potential Provider C
	53.57
	17.86
	71.43
	71.43

	Potential Provider D
	46.88
	15.63
	62.51
	37.51



[bookmark: _Price_Evaluation_methodology][bookmark: _Ref373315614]







2.30 The Price Evaluation process and resultant ranking of Potential Providers (along with the scores awarded) will be independently checked and verified by individual(s) not previously involved in the Further Competition process.
2.31 Abnormally Low Tenders (ALT)
2.31.1 [bookmark: _Ref396480177]As part of the Price Evaluation process, in accordance with Regulation 69 (1) - (6), if the Customer believes that a Tender in full or in parts is abnormally low it will conduct further analysis of the prices submitted.
2.31.2 In order to aid the ALT process, the Customer will firstly form a benchmark by calculating average prices across all Potential Providers.
2.31.3 Any prices that fall below the [30%] benchmark will be flagged and further investigation shall be required 
2.31.4 The steps the Customer will take in this event are as follows
2.31.4.1 Highlight prices to the Potential Provider that are deemed to be abnormally low to verify if these are correct. 
2.31.4.2 Request in writing explanations of the abnormally low prices
2.31.5 The Customer will take account of the evidence provided in the Potential Provider’s response and investigate further if necessary to ensure the prices provided will be sustainable throughout the Call Off Period.  

2.31.6 If the analysis concludes that the Tender prices are deemed as abnormally low, then the Tender will be rejected and withdrawn from the Further Competition process.
Final Score 
Rounding takes place in the [Insert name of the e-Sourcing Suite], rounding up to 2 decimal places. The Customer will not apply any other rounding. All results will be ranked by the highest score.
The Quality Score will be added to the Price Score for each Potential Provider to determine the Final Score. 
[bookmark: _Toc427243674][bookmark: _Toc467067535][bookmark: _Toc416265901][bookmark: _Toc416265978][bookmark: _Toc416267520][bookmark: _Toc427233089][bookmark: _Toc427237710][bookmark: _Toc427241462][bookmark: _Toc427241668][bookmark: _Toc427243675][bookmark: _Toc427753867][bookmark: _Toc434997199]CONTRACT AWARD 
The Potential Provider that achieves the highest Final Score will be awarded the Call Off Contract. 
[bookmark: _Ref430260776]If two or more Potential Providers obtain the same Final Score the Potential Provider with the highest score for [Insert question number from Award Questionnaire] element will be deemed the winner and awarded the Call Off Contract.  
If following the ranking process detailed above in 10.2 there is still a tiebreak then the ranking process will continue by determining which Potential Provider obtained the highest score in this ranking of questions until there is one clear winner.
The table below provides the ranking order of questions if a continual tiebreak occurs:
	Question ranking
	Question reference

	1
	

	2
	

	3
	

	4
	

	5
	

	6
	



If the Customer receives only one Tender in relation to this Further Competition, the Customer reserves the right to terminate the Further Competition. 
Where the Customer receives only one Tender and the Customer decides not to terminate the Further Competition, the Potential Provider will be awarded the Call Off Contract provided that they meet the Minimum Total Score of insert Score. 
[Recommendation is normally 60% however this can be higher/lower]



[bookmark: _Toc427243677][bookmark: _Ref430010740][bookmark: _Toc467067536]glossary 
[bookmark: _Toc416265903][bookmark: _Toc416265980][bookmark: _Toc416267522][bookmark: _Toc427233092][bookmark: _Toc427237713][bookmark: _Toc427241465][bookmark: _Toc427241671][bookmark: _Toc427243678][bookmark: _Toc427753870][bookmark: _Toc434997201]In this ITT the following words and phrases have the following meanings:
	Abnormally Low Tenders

	means costs proposed in a submitted tender by a Potential Provider which appear to be abnormally low in relation to the average costs of all submitted tenders;

	Attachments 

Award Questionnaire
	means a document made available to Potential Providers in relation to this Further Competition via the [Insert name of eSourcing Suite] ;
means a document containing questions which the Potential Provider is required to respond to as part of the Further Competition. 

	[Bid Fields] 
	means the bid fields set out in the e-Sourcing Suite;

	[Business Units] 
	means any of the individual Departments within the [XX] Cluster, which is managed independently to the [insert Customer name];

	Call Off Contract
	means the contract between the Customer and the successful Supplier based on NEC3 TSC Model Contract for the provision of the Services made between a Customer and the Supplier pursuant to Framework Schedule 5 (Call Off Procedure);

	[Cluster]
	[means Government Departments coming together acting as one “customer body” or similar to one body, sharing services and realising efficiencies, through economies of scale”];

	Consensus Marking Procedure
	means the evaluation procedure described in paragraph 9.8;

	Contractor 
	means the Potential Provider with whom the Customer has concluded the Call Off Contract;

	Cost Model


	means the Cost Model spreadsheet found within Attachment 6 (Cost Model) of the Invitation to Tender that the Potential Provider must complete in order for the Price Evaluation to be carried out;

	Customer
	means the [Insert the name of the Customer] whose offices are located at [Insert the address of the Customer] also referred to as Employer within the Call Off Contract. 

	Data Pack
	means a document containing the Customer’s Affected Properties asset data also referred to as Attachment 8 (Data Pack); 

	[eSourcing Suite] 
	mean the online tender management system which is being the used by the [Insert the name of the Customer] for this Further Competition which can be found at: [Insert the electronic link to the eSourcing suite]https://gpsesourcing.cabinetoffice.gov.uk/sso/jsp/login.jsp; 

	Evaluation Panel
	means a group of evaluators responsible for evaluating submitted tenders for this Further Competition;

	Final Score 
	means the score achieved by a Tender at the conclusion of the Quality and Price Evaluation process calculated in accordance with paragraph 9.24;

	Framework
	means in this instance the FM Services Framework Agreement (RM1056); 

	Further Competition 
	means the procurement process conducted by the Customer as a direct call off from the FM Services Framework Agreement (RM1056) and in line with Further Competition Procedure (Schedule 5 of the Framework Agreement);

	Invitation to Tender or ITT
	means this Invitation to Tender document and all related documents published by the Customer in relation to this Further Competition;

	Marking Scheme 
	means the range of marks that may be given to a Potential Provider depending on the quality of its response to a question;

	Minimum Total Score 
	means the minimum score that the Potential Provider must obtain in order to be awarded the Call Off Contract;

	Potential Provider
	means a company that submits a Tender in response to this Further Competition and has already been awarded a place on the FM Services Framework Agreement (RM1056);

	Price Evaluation 
	means the process of evaluating the prices submitted by a Potential Provider for the delivery of the Services;

	Price Score 
	means the score awarded to a Potential Provider at the conclusion of the Price Evaluation process calculated in accordance with paragraph 9.28;

	Quality Evaluation
	means the process of evaluating the responses to questions as set out in Attachment 4 (Award Questionnaire, Response Guidance, Evaluation and Marking Scheme) submitted by Potential Providers;

	Quality Score 

	means the score awarded to a Potential Provider at the conclusion of the Quality Evaluation process calculated in accordance with paragraph 9.12; 

	[Reactive Scenario Maintenance 
	means Reactive Scenario Maintenance included as part of Attachment 6 Cost Model which the Potential Provider is required to complete for the purposes of evaluation.]   

	Regulations 
	means the Public Contracts Regulations 2015 (located at http://www.legislation.gov.uk/uksi/2015/102/contents/made and the Public Contracts (Scotland) Regulations 2012;

	Response Guidance 
	means the response guidance associated with each question as set out in Attachment 4 – Award Questionnaire, Response Guidance, Evaluation and Marking Scheme that the Potential Provider must meet when responding to each question;

	Services 

[Site Visit
	means the services required by the Customer throughout the duration of the Call Off Contract;
means a visit by the Potential Provider to the Customer Affected Properties];

	Tender
	means the Potential Provider’s formal offer in response to the Invitation to Tender;

	Tender Clarifications Deadline 
	means the time and date set out in paragraph 5 for the latest submission of clarification questions;

	Tender Submission Deadline 
	means the time and date set out in paragraph 5 for the latest uploading of Tenders; 

	Total Aggregated Cost
	means the Total Aggregated Cost of all required Services to be evaluated in relation to the Price Evaluation; 

	Total Cost
	means the cost evaluated during the Price Evaluation which is the sum of the Total Aggregated Cost (cell G78 of the Tender Cost Summary tab within Attachment 6 – Cost Model) plus TUPE Liability Cost ((cell G79 of the Tender Cost Summary tab within Attachment 6 – Cost Model);

	TUPE Liability Cost 
	means the costs associated with any required Transfer of Undertakings (Protection of Employment) under this Call Off Contract; and can be found in Sheet xxx of Attachment 6 Cost Model. 
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