

















Stage 5: v,

The Objective

The main objective of the DELIVERY Stage is to help
your company, once you have been awarded the
tender, to understand and measure its performance
against internal (the company itself) and external
(the client) contract requirements. The focus here is
to improve service delivery, manage risk and seek to
build a long term business relationship with the
client.

The Approach
It is important that following the successful award of
a tender, you set up and agree performance metrics

to monitor your performance and exposure during
the delivery phase of a contract, remembering to
focus on internal and external measures, as well as
contract criteria.

The following performance metrics are a sample of
some of the more common measures that can be
adopted. However, you should be better placed to
decide which metrics and criteria are most relevant
to your own business and specific contract. The
buyer may also have set criteria which you will be
expected to measure and report against.

Sample Performance Metrics

= (trade debtor / sales) x 365

Generally lower numbers are better, which reflects
5 better liquidity and management of working capital

= (trade creditors / sales) x 365

Ideally in line with the top end of the company'’s
JaNSE supplier payment terms. High numbers suggest

GOVERNMENT cash flow may be a problem.
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A w30 The focus here is on cash flow, no cash, no flow!
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External =>

This will highlight if loan repayments will become an issue.
Increasing interest rates may impact cash

Bank interest rates

This index provides a benchmark on sentiment in the market
and therefore gives you a good guide to all areas of your business.
For example, in a declining index you can use the negative
sentiment to negotiate better terms from your suppliers

CIPS Purchasing managers' index

Helps indicate if you should consider flexible staffing arrangements
(sub-contract) or permanent (if growth is happening, it makes sense
to recruit to remove the sub-contractor's margin)

Economic growth

Versus contract =>

Outline the key deliverables for the contract in a numerical format and benchmark monthly and
quarterly progress versus target. This is a key risk management tool when it comes to
assessing impact of variation orders, snag lists and project delays caused by other parties.

It should also highlight problem areas in time to allow pre-emptive/corrective
action to be taken before the buyer seeks compensation or imposes penalties.

Sample Tender Criteria Metrics

Has your liability position on the project changed?

Has the indemnity risk on the project changed?

Has your risk of defaulting on the contract changed?

Political =>

Is the client in the press? Positive or negative?

Do local politicians know about the client or project?

Is the environment changing? Will it affect the client?

Are you on target to deliver on time and at cost?

Is the buyer paying on time?

Have any changes in criteria (for example, snag list) decreased your company's potential profit from this project?

It is important that you are able to act upon lessons
learnt from previous contracts and tenders. Having a
robust recovery plan is just one way of assuring a
potential buyer that a supplier is fully prepared for

any challenges which may lie ahead in the delivery of
the contract. You may wish to consider the following
points when addressing the areas of risk
management and business continuity.

How do you manage major incidents?

Do you have a business continuity plan?

What happens if your factory burns down?

What happens if your office burns down?

What happens if the project leader leaves?

What happens if your key suppliers go bust?

Do you have back-up suppliers?
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Summary

The BUILD to Win Guide to Winning Tenders is
designed to help you take a step-by-step approach to
assessing both the feasibility of a new tender
opportunity and your ability to bid for it successfully.

BUILD to Win should be used for guidance and
should not be considered as a pre-requisite to
submitting a tender for new business. The model is
aimed at encouraging you to prepare PRIOR to
tender submission and to target opportunities that
you are best equipped to win and deliver successfully.

It stands to reason that tendering for a contract that
you are not capable of winning or delivering is
unlikely to result in success.

With specific reference to tender opportunities and
associated procurement procedures for the London
2012 Olympic Games, the following websites are
important sources of information and you should
ensure that your company is registered on them and
a detailed profile uploaded to the relevant portals:

CompeteFor - The main source of information regarding Olympics business opportunities. Register and publish
your business profile in order to respond to opportunities.

https://www.competefor.com

The London 2012 Business Network

http://www.london2012.com/get-involved/business-network

London 2012 eTendering portal - The ODA's e-procurement portal for companies bidding directly to them

for Olympics related business opportunities
https://etenders.london2012.com

To access Tendering Information Sources held by Invest NI
http://www.investni.com/index/grow/strategic_development/business_information_services/eic/

tenderalertingservice.htm

If you would like further advice on tendering for opportunities related to London 2012, please refer

to the contact details listed below.

Invest Northern Ireland
Bedford Square
Bedford Street

Belfast

BT2 7EH

Eleanor Butterwick

T: 028 9069 8033

www.investni.com/2012games

T: 028 9069 8044

Gillian Glass Jim Shaw
E: eleanor.butterwick@investni.com E: gillian.glass@investni.com E: jim.shaw®investni.com

T: 028 9069 8367

If you require this brochure in an alternative format
(including Braille, disk, audio cassette or in minority
languages to meet the needs of those whose first
language is not English) then please contact:

Invest Nl's Equality Team
T:028 9069 8315

Textphone : 028 9069 8585
E-mail : equality@investni.com
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