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what is this really about?
getting the right thing

for you
for your team

for your councillors
for your communities
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You can’t do the thing yourself
You don’t know the outcome

You’re not sure of all the steps
You don’t know who is right



value



Value
= or ≠
cost
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some quick 
questions…



What are the kinds of 
things you procure?



How many procurement exercises 
do you do in a year?

1 a year A couple Up to 5 More 
than 5



Hands up for how good / 
successful the last exercise you 
ran was

Great! Okay Dreadful
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We use architecture to

build community and

create spaces that spark

a sense of connection.
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some fundamentals1



Background reading
The Procurement Act 2023

check it out



thresholds



thresholds

goods & 
services
£214,904

works

£5,372,609



thresholds

so why go lower?



thresholds



thresholds

ts@common-works.co.uk

For proportionate Standing Order text email me



cost of tendering



cost of tendering

For you?
• the overall principle that you need the thing
• the approach you want to take
• the brief you prepare
• the scoring methodology
• the list of people you’re going to
• the budget you have available
• finding funding
• assessment panels
• assessment decision



cost of tendering

On the other side?



cost of tendering

On the other side?
£10k / bid
1 in 10 success

9 x £10,000 = ouch
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do you need to tender?
Reasons to tender
• You have a clear brief
• You don’t know which supplier would be best (or you have a 

shortlist of a few who would be great)
• You know how to tell a good supplier
• You know the outputs, and that suppliers understand
• You have the time and resource
• You are sure about the budget, and that it is sufficient
• The expected budget is beyond your thresholds



do you need to tender?
Reasons not to tender
• You haven’t defined the scope
• You’re not sure how to choose the best supplier
• You haven’t got a budget for the work
• The contract might not go ahead
• You’re not sure who you would go to
• You know exactly who you want to do the work



single source & best value



single source & best value

asking the market
≠

best value



single source & best value

cost
=

resource



single source & best value

£££
≠

big profit

£££
=

lots of hours



single source & best value

£££ ££ £



you’ve got the power



you’ve got the power

good suppliers
want

good clients!



finding suppliers2
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frameworks

Positives
• Mapped out
• Managed
• Pre-selected partners
• High thresholds
• Guarantees
• Extra goodies



frameworks

Positives
• Mapped out
• Managed
• Pre-selected partners
• High thresholds
• Guarantees
• Extra goodies

Negatives
• Red tape
• Big suppliers
• Frameworks = service itself
• Time consuming



frameworks

Top tips
• Quiz the provider

• %age of successful tenders?
• How do suppliers get on the framework?
• What do they need from you?
• How does the framework make its money?

• Look up the suppliers on the lots
• Hold your own supplier event
• Agree a programme
• Set your version of ‘success’



just get it out there



just get it out there

A risky approach as you have less control
To improve this
• Prime some suppliers
• Use the open tender process as an Expression of Interest to 

narrow down to a shortlist
• Check other portals

• InTend, FindATender, ProContract, The Chest



curate your list



curate your list

Good because
• You upskill
• Keeps you focussed on what matters
• Builds your network



curate your list

Who is a good fit
• Website
• Word of mouth
• Invite them in



curate your list

Supplier sessions – making it work
• Not just one discipline
• Lots of council bods (including councillors)
• Ask suppliers to leave a project sample
• Be ready for follow up conversations
• Show timelines and contract values and be realistic
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• Website
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• Look internally (and work out if you need to refresh)



curate your list

Who is a good fit
• Website
• Word of mouth
• Invite them in
• Look internally (and work out if you need to refresh)
• Who or what haven’t you worked with before



 
writing tenders3



the basics



the basics

Boring stuff
• Relevant council policies
• As much existing info as you have
• Sample contract



the basics

Interesting stuff
• Brief
• Qualitative scoring breakdown
• Quantitative scoring breakdown
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• Tender programme
• Site visit
• Clarifications
• Assessment period
• Interviews
• Decision

• Attachments
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• Background
• Project brief
• Programme

• Tender programme
• Delivery programme

• Start
• Funding deadlines
• Planning targets
• Sign off requirements

• Attachments



contents of a brief
• Introduction
• Background
• Project brief
• Programme
• Attachments



making all this good

Good brief = good responses
• Test it with a potential consultant
• Start with a skeleton and ask

• What else is needed?
• What they would want to return?
• What they need to know?
• What time would they need to respond?

• Then build it out
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• Too many documents
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avoiding mistakes
• Too many documents
• Too many authors
• Too lengthy
• Unrealistic or binding programme
• Inconsistent deliverables
• Ambiguous priorities



avoiding mistakes
describing the project
or
a tender to respond to?



avoiding mistakes
describing the project
or
a tender to respond to?

make a document
you can evolve from
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golden rules

1. Be proportionate



golden rules

1. Be proportionate
2. Be open



golden rules

1. Be proportionate
2. Be open
3. Give clear guidance



golden rules

1. Be proportionate
2. Be open
3. Give clear guidance
4. Think about how you’ll assess



triumvirate of technical
Give us a 
proposal

Tell us about your 
method

Show us you 
can do it



[side note on design]
Give us a 
proposal

Tell us about your 
method

Show us you 
can do it



triumvirate of technical
Give us a 
proposal • Beauty contest

• You’re looking for someone else’s 
vision

• You’re not planning on being that 
involved

• New landmark / artwork



triumvirate of technical

• Process and first thoughts
• Looking for a set of skills
• You want to be part of the process, 

a collaboration
• New building / public space
• Design and consultancy

(+ unusual construction)Tell us about your 
method



triumvirate of technical

• Replica of existing
• Someone who is consistent
• You’ve got a fixed brief
• Adding an accessible WC or 

building a lift
• Construction works or specialist 

engineering

Show us you 
can do it
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1. Methodology
• Design priorities
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1. Methodology
• Design priorities
• Client specific
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• Something for your team



methodology

1. Methodology
• Design priorities
• Client specific
• Key risks and mitigations
• Something for your team
• Case studies

• As a standalone
• As part of the answers above



methodology

2. Programme
• Programme itself



methodology

1. Programme
• Programme itself



methodology

1. Programme
• Programme itself
• Commentary



methodology

3. Team



methodology

3. Team
• Team structure



methodology

3. Team
• Team structure
• Resource chart



methodology

3. Team
• Team structure
• Resource chart
• CVs



methodology

4. Equality, Diversity & Inclusion
• Could be social value based
• Project specific
• Proportionate
• Costed separately



scoring
0 Fail   and also fail the tender full stop
5 Bare pass
10 Pass
15 Good
20 Excellent
25 Outstanding 



scoring
0 Fail   and also fail the tender full stop
20 Bare pass
40 Pass
60 Good
80 Excellent
100 Outstanding 

Good demonstration by the Tenderer of the relevant ability, 
understanding, experience, skills, resource & quality 
measures required to provide the supplies / services. 
Response identifies factors that will offer potential added 
value, with evidence to support the response 
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top tips

1. Practice answering
2. Supplier created submissions
3. Set page numbers
4. Additional docs?



top tips

1. Practice answering
2. Supplier created submissions
3. Set page numbers
4. Additional docs?
5. Simple questions



top tips





 
 
 

evaluating cost5



don’t



don’t

How much should it cost?
• Get the works costed by a QS
• Benchmark with another authority
• Ask suppliers direct



don’t

So work it out, prepare your 
budget and tell your suppliers

best value
=

best resource and services



but we know how this goes

So…



what to score

1. Overall price
2. Cost / unit of time
• Rates
• Effort days

3. Additional costs



how to score

1. Lowest price
2. Deviation from mean



Lowest cost vs
deviation from mean



Lowest cost
Initial Weighted at 50:50

Bidder Price Cost Quality Cost Quality Overall

A £40,000 50% 70% 25 35 60

B £37,000 54% 65% 27 32.5 59.5

C £32,000 62.5% 75% 31.25 37.5 68.75

D £29,500 68% 60% 34 30 64

E £20,000 100% 50% 50 25 75

deviation from mean
Initial – average price £31,700 Weighted at 50:50

Bidder Price Cost Quality Cost Quality Overall

A £40,000 78.1% 70% 39.1 35 74.1

B £37,000 87.2% 65% 43.6 32.5 76.1

C £32,000 97.4% 75% 48.7 37.5 86.2

D £29,500 89.7% 60% 44.9 30 74.9

E £20,000 60.8% 50% 30.1 25 55.1



lowest price
vs

deviation from mean



weighting each part

1. How certain are you about deliverables?
2. How important is competitive cost?
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1. How certain are you about deliverables?
2. How important is competitive cost?



weighting each part

Construction
70% cost

Consultancy
20% cost
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Construction
70% cost

Consultancy
20% cost

if costs come back too 
high?



weighting each part

Construction
70% cost

Consultancy
20% cost

if costs come back too 
high? Negotiate!



templates

Provide a template!
In Excel!
Test it to death!



final thoughts6



evaluation panels

• Allow enough time
• Brief your moderators
• Create a crib sheet
• Be Machiavellian if you need to be



comments

• Shareable
• Concise
• Linked to scoring criteria
• Constructive



wider thoughts

• Join forces with neighbours



wider thoughts

• Join forces with neighbours
• Make a panel for small works



wider thoughts

• Join forces with neighbours
• Make a panel for small works
• What can you do in house?



almost the end…

ts@common-works.co.uk
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• Be realistic
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four final thoughts

• Be realistic
• Be creative and courageous
• Be accessible and reach out
• Keep communicating



four five final thoughts

• Be realistic
• Be creative and courageous
• Be accessible and reach out
• Keep communicating
• You deserve great suppliers



Tom Sykes
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www.common-works.co.uk
ts@common-works.co.uk



getting positive 
outcomes from 

procurement


