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Introduction
In this piece of writing, I am going to discuss the different procurement and tendering strategies that could be used in the UK going forward to move away from lowest cost tendering in construction. It has become apparent that that currently in the UK, lowest cost tendering is leading the way in construction which is turn is affecting profit for suppliers at every level. This is detrimental to the industry and change needs to happen to retain order within construction enabling companies to thrive and make money which in turn would boost the economy in the UK. 
What is procurement? 
Procurement is the act of obtaining goods or services (Young, 2020). In Construction this would typically involve a client with an idea who then needs to consider criteria they need to reach their goal. For example, A local council identifies a need for a new leisure centre. The council would research Architectural firms with a history of leisure centre design. They would then invite the firms to exhibit their previous works and propose a fee for design services. The council would then consider each proposal and select the best firm for the project based on suitability, affordability, whilst agreeing the terms of appointment. 
However, there are various procurement strategies that could be considered when beginning to look at project. In most cases the project proposed will fall into the following categories. Time, Cost and, Quality. It is common for two of three categories to be the leading factors in most projects. The two most important categories will usually drive what procurement strategy is used. For example, if time is of essence, then traditional route of procurement is usually not suitable due to the time it takes to prepare tender documents and reviewing tenders which have been submitted by contractors. Usually when time is the most important element; design and build procurement strategy is often the approach. However, this approach can be expensive as all risk is handed over to the contractor and any variations within the design will affect the whole of the design and build contract (excellence, 2004). Procurement can be a complicated process considering all factors. It is within in everyone’s interests that the project is of good quality, completed on time and within budget. Therefore, it is important that all procurement methods are evaluated at an early stage to achieve the best results. 
The most common procurement routes in construction are Traditional, Design & Build, and Management / Partnering Contracting. 
Traditional Procurement
	Traditional procurement route separates design from construction. Usually, the client will appoint a Design team or Architectural firm to produce a design and tender documents which will then be sent out to contractors to competitively price in order to win the work. This is usually the most common procurement route used in construction as it is tried and tested, and clients can determine their best value for money before appointing a contractor. Typically, this route will hold the architect as the lead consultant who certifies the contractors work which in turn holds quality at the forefront of the project (Architecture, 2020). This method of procurement holds a reasonable cost certainty because the contract figure is known at the outset. However, this can change if the client or contractor need to make any variations which can sometimes affect cost and duration of the project. In addition to this, traditional procurement can be very time-consuming getting packages and designs together and then reviewing each tender to determine best quality. 
Design and Build 
Typically, design and build contracts are used where projects need to be fast tracked this is because work on site and design are running at the same time. Generally, work is started before designs are even finished (Erikson). Design and build contracts enable the client to pass all risk onto the contractor and the contractor is responsible for both the design and construction of the work. A contractor is usually appointed by a two-stage tender therefore still in keep with the competitive manner of procurement but not as time consuming as other methods. This is because a full proposal is not required at stage one. Therefore, contractors can produce a lump sum cost based on a concept design which will help the client determine the contractor they would like to use. Due to the nature of this method where all risk is handed to the contractor it tends to be the most expensive route of procurement. Also, as the contract is agreed based on fixed price from the contractor, quality of the project can sometimes be overseen as the contractor aims to remain within budget. Thus, sometimes neglecting quality.

Management / Partnering Contracting 
Partnering is about achieving the best value for all parties. Typically, two or more organisations come together and work collaboratively to achieve the same goal. Partnering can be project specific or a long-term commitment. However, strategic, or long-term partnering tends to be more beneficial (Masons, 2012). There are many benefits to this method of procurement for the client and contractor. The client / customer satisfaction is likely to be higher, this is due to elements of the method that allow the client to work closely with the contractor which enables them to make decisions together and have better communication throughout the project which leads to fewer claims against the client. Furthermore, it has a positive impact on time and cost which allows the contract to flow more efficiently encouraging the speed of the build. The Contractor also benefits from this method as they have more involvement in making key decisions which can sometimes allow a greater potential for profit. On the contrary, partnering also has it drawbacks. As this method requires a high level of management time and dedication and therefore is not suitable for small projects. It can also affect smaller contractors as they don’t have the set up or finances to enable them to enter this type of contract, compared with to other procurement routes such a traditional where they would be able to submit a tender. 
Overall procurement of any sort is vital in construction as is it creates competition between contractors which can result in better value for the client. It also enables the client to review multiple contractors and ensure best value for individual projects whilst not neglecting quality as every project is unique. It is also beneficial to the contractor as it encourages high standards of work and developing relationships with the client.






Tendering 
Tendering, not to be confused with procurement as sometimes done in the construction industry. However, they do work hand in hand. Whereas procurement is the entire process from need identification to invoice payment. Tendering itself is limited to the process of going to the external market with your tender documents in return of a bid from subcontractors (Easy, 2021). There are four main types of tendering. Open tender, Selective tender, Negotiated tender and Single Stage and Two Stage tender. 
Open Tender
Open tender is the most common type of tendering. This allows anyone to submit a bid for the work. This is great for new or emerging suppliers to gain work. However, it can be very time consuming for both client and supplier. Often many suppliers are unsuccessful and costs that have gone into that tender cannot be returned. 
Selective Tender
This process only allows suppliers to submit a bid by invitation. Typically, the suppliers have been selected based on their reputation and track record on previous contracts which gives the client more trust their requirements will be met when selecting a bid winner. In spite of this, it can exclude new or emerging suppliers who have yet been able to gain a reputation for themselves. 
Negotiated Tender
Negotiated tenders are typically used in specialist contracts. This is because the supplier has usually been sought out for its expertise in a particular field where they can have early involvement with the client and advise the client the best possible route to achieve their goal. It can also be used in cases where the scope of an existing contract requires extending. This is because the client will have already worked with the supplier and will have confidence in the output. 



Single Stage and Two Stage Tender 
Single Stage tenders are used when all information required to calculate a price for the work are available. Typically, by invitation, suppliers are asked to produce a price for the works with an adequate date of return. Tenders are then reviewed by the client and a winner will be selected based on best value. 
Similar to Negotiated tenders, Two Stage tenders are commonly used when early involvement of a supplier is required, commonly design and build contracts. At the first stage, not all documentation required to calculate a price is available and suppliers are requested to offer an estimate for the works based on a concept. This enables work to begin while the rest of the design is being worked on. In the second stage a fixed price is negotiated for the contract and the client and supplier work closely together to achieve the build (Kinetic, 2019).
Why lowest cost tendering is prevalent in UK
Having read “The Perfect Storm” and other articles it has become apparent that lowest cost tendering is dominant in the UK. Articles suggest that lowest cost wins because clients don’t know enough about construction and pricing of materials therefore choose the lowest price tender expecting to save money (Cash, 2021). It is not uncommon that when lowest price tender wins that project quality is overlooked. This can be because the supplier is cutting corners in order to remain within budget thus sometimes resulting in a poorer quality build. Also, with a poorer quality build you tend to have more medium to long term costs having to fix or repair things that haven’t been done correctly or to a minimum standard. Therefore, even though the tender was the lowest price it is not necessarily the best value. “Cash” claims that the current approach is highly transactional and that all parties involved do not learn from the project and repeat mistakes, resulting in buildings that do not meet the requirements and expectations of the people that live and work in them and that we need to move away from lowest cost tendering. 
An article by (Chee H. Wong, 2000) also suggests that we need to shift from lowest cost wins. “Wong” suggests a conversion to ‘multi criteria selection’ practices in the contractor selection process in the form of (PSC) project specific criteria. This PSC is based on a questionnaire that contractors will have to submit as part of their tender which will allow the client to gain a better understanding of each contractor at tender stage to aid them in selecting the best value tender based on elements other than cost. The article reports “results show an increasing use of PSC. It is also found that ‘lowest-price’ is not now necessarily the client's principal selection criterion, but rather, the realization that cost has to be tempered with evaluation of PSC in any attempt to identify value for money” (Chee H. Wong, 2000). The article by (Cash, 2021) states a similar strategy to that of the PSC in the UK governments Industrial Strategy Whitepaper introduced in 2017. However, on the contrary states that many perceive this as just a tick box exercise rather than a project enhancing tool. 
From experience in recent times. It may also be a knock-on effect of COVID 19 and Brexit as to why lowest cost tendering is prevalent in the UK. With suppliers blaming Brexit and logistics for infinite material cost increases and the pandemic having an effect on everyone financially and mentally may be the reason we are seeing more tenders winning on cost alone.
The article by (Cash, 2021) also suggests that the correct procurement route could enhance people’s mental health. The article states that 26% of construction professionals thought about taking their own lives in 2019 a factor that was probably increased by COVID 19. Nevertheless, with added stress from lowest cost tender and annual budget pressures… could a different procurement route have improved if not mitigated this statistic?   










Is Change the answer? 
There has been significant evidence to suggest that change is needed in construction. “Cash” believes that alliancing and partnering in construction is the answer. Partnering allows a close relationship between two more organisations, which enhances the buildability and quality of projects as suggested by the case study “Sheffield Hallam University Campus Masterplan” mentioned in the article. The Hallam Alliance is described as a ground-breaking new construction industry procurement and delivery model, and is one of the first adopters NEC4 Alliance Contract (Cash, 2021). Working this way allows all parties involved to share on ‘Pain and Gain’ meaning that benefits and risks are shared amongst parties, including profit. It seems that the Alliance model was developed around 1988 Egan Report. The Egan report states “The industry must replace competitive tendering with long term relationships based on clear measurement of performance and sustained improvements in quality and efficiency” (Egan, Rethinking Construction, 1998). Which is what the alliance model has adopted.   
Obstacles to consider
However, there are some concerns that need to be considered with type of procurement. For example, “Whilst partnering often leads to further work from a client, this is not guaranteed.  The risk therefore is that "investment" from all parties in collaborative teams may be lost” (Masons, 2012). In addition to this, it could have a detrimental effect on smaller organisations as they may not have the capital to invest in such contracts which could potentially mean some construction companies collapsing if all work is procured this way as they will no longer be able to compete like such with traditional procurement. As well as this there are also concerns that we don’t have personnel to step into the roles required for this type of contract as suggested by Egan in his report (Egan, Rethinking Construction, 1998) pg 26.  




Conclusion
In my opinion I think that working this way could be a great benefit for the future of construction. Mainly because it increases opportunity for profit and enhances quality of buildings. Furthermore, having long term relationships with clients creates greater workload certainty as well as opportunity to gain and share knowledge amongst parties creating a better work environment for everyone. In addition to working with this method increases the potential of reducing disputes within a contract which in turn reduces the legal and administrative expense of a project and can free management for productive tasks (Masons, 2012). Moreover, it has the potential to reduce capital costs, defects within the build and accidents as highlighted by (Egan, Rethinking Construction, 1998) in the table below. 
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