—RESTRIGHEB-COMMER S HAT——

TABLE OF CONTENTS

Issue Record

Oistibuton L B

Table of Contents L e G 0
L:st of Annexes |

FPURPOSE . | L

BACKGROUND . e T PP SRR

EVALUATION =~

Technical Evaluation .. ... o - ‘
Commercial Evaluation . ... ... L A . ’
Financial Bvaluation ...
OVERALL RESULT .. T PR UTTTTUST T L _ :

RECOMMENDATION. ... ... L

ENDORSEMENT . ... .. .. o

LIST OF ANNEXES

Strand Report - ITN Evaluation (Support Services)
Strand Report - ITN Evaluation (Works Services)
Strand Report - ITN Evaluation (Commercial)

3

Strand Report - ITN Evaluation (Financial)

CO® >







Technucal Evaluation

7 The 2 Technical Evaluation strands were run as parallel activities as they usen o
same evaluation methodology and there was an overlap with individual evaluators  Tne
conclusions from the reports are as follows:

Support Services

a. Bidder X. Although being generally compliant (a score of at least &) tmuie
were a significant number of method statements that gave insufficient detad o
enaole the evaluation panel to recommend a higher score than 2. On mary
occasions Bidder X missed the opportunity to include specific statements of inten:
and method in their tender return. and on occasion no method statemenr? at !

h. Bidder Y. Their method statements were in general terms the more
technically and commercially compliant when compared against the Statement
Requirement (SOR). They attempted to answer all SORs with a methcd
statement that were both technically and commercially acceptable. On occasior
they missed opportunities to demonstrate specific service intents and methads by
there was no failure to respond to each SOR.

Works Services

a. Bidder X. Considering Bidder X is a major construction company, ineir
response was disappointing. On many occasions they failed to provide suffiziert
information to convince the evaluators they were capable of delivering the
construction projects. This may not be a true reflection of the company but the
evaluators could only evaluate on the evidence provided in their response. which
reflected the poor quality of their bid. In 3 of the 4 Works evaluation areas. Bride:
X were deemed to have provided only a generic response that had not heen
adapted to this project, and under the specified scoring regime equated to @ dur -
response, and therefore not considered fully compliant. ‘

b. Bidder Y. Bidder Y 1s a major construction company. Their submisenr
demonstrated considerable effort in putting the bid together and they provided the
majority of the evidence the evaluation team were seeking to satisfy them that the
company is capable, committed and in position to deliver the construction proje:*s.

Commercial Evaluation

8 The Commercial Evaluation considered the bidders’ willingness to sign the draft
contract issued as part of the ITN, either unchanged (the standard bid) or with changes
marked up in their innovative bid. One of the aims of the commercial workshop, heid
during ITN, was to resolve any issues that the bidders highlighted as a difficuity in an effof
to produce a standard bid was non-contentious. This evaluation also included a review ¢!
the response to the risk and insurance matrices. The conclusions from these areas are ac
folows:

a. Bidder X Bidder X's bid specifically identified that it was not inciusive are
therefore was difficult to evaluate, particularty where it stated there may be or v
be’ further comments. at preferred bidder. In addition. the comments provic
were high level and not always sufficiently specific to be properly evaluated
Bidder X confirmed at the final workshop that their method statements were
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OVERALL RESULT

12. The scores from each evaluations were input into the following table o establish:
the overall score for each bidder:

1D |  Description '} High Level Available | BidderX |  BidderY
i . ... Criteia_ | Score | Score | Score
1 Service Method . Business ;
Statements [ capability i |
Support Services 40% 14 7% 20 A
.. Works Services SR 8% o A%k GG
2 Sersce pricing f Faancal '
¢ Securily
Support Senv.ces '1 10% 7% RER
Works Services b s 126%
3 Corfiguratior Control . Quality and f
ana Change  Business _ 10% 4%, ; SR
. Management | Performance o
4 | Keypersonnel Company 10% 2% ! 8%
__________________ . . lValues . ,
' ' Total 4 o 100% 44.4% . 6B.2%
13. Other factors that influenced the final decision were the overall quality ¢f the bid

submitted, the attitude and responsiveness of the bid teams both at formal meetings and »
responding to clarification questions raised. and the confidence of reaching satisfactory
contractual position during the preferred bidder stage. Whilst none of these are scored
they do have an influence on the final recommendation.

PREFERRED BIDDER NEGOTIATIONS

14 The following issues must be resolved prior to contract award during final
negotiations:

a. Construction prices — compare prices with Stage C and D drawings

b Risk - transfer back to MOD where is shows VM.

C. Insurance — reduce to self indemnification.

d Method Statements — legalise.

RECOMMENDATION

15. Having completed the full evaluation, strand leaders together with COT TL a0

Commercial Branch (Giasgow) convened a review board to consider evidence from the
strand reports and the overall resuits table, and to agree a recommendation for the
Defence Academy Programme Board to consider.

4ol

16. The recommendation of the Review Board was that Bidder Y should be selectad
as provisional preterred bidder for the Campus Integrator Project.

17. A Review Note. if accepted by the Programme Board. should be sent to IAB i
accordance with the conditions set at Initial Gate Approval. Once approved the preforroo
- bidder should be nformed







