Submitting your SC Tender for Dry Lining (3 weeks to return price)
(90% of project build cost are on 20-30 SC packages and we procure at least 4 SC for every package!!!)
Q. We are now the SC and we have received the drylining tender package that we put together as the MC…I want you to navigate and  ensure, profitability and reduce our risks, but remain competitive!!!
Start with me talking about:
What you get as the tender package will tell you a lot about the MC/QS you are going to be working with! What do I mean about that?
1. MC Tender letter
a. Tells you about the Main Contract conditions, what your Sub Contract terms are, any amendments included
b. Typical payment terms
c. The Retention
d. Practical completion date (master programme)
e. A Scope of Works showing what they need you to do
f. Tender pricing document – BoQs!
g. Any BIM process to be followed
h. Schedule of drawings and specifications
i. Hopefully just the drawing and info relevant to your SC package only!!!
j. 10,000 drawings etc. and we are pricing drylining – they are looking to stich you up with a statement…..” you are deemed to have read and understood all of the information and risks involved for your SC package from the information sent”

If this happens then - When you submit your tender clearly note what drawings you have used to price the package (inc. drawing ref no’s and any revisions)


In the tender return the SC must think about the holy trinity of:
1. Scope 
2. Time
3. Price
Scope: need to read and fully understand the scope of works and what is required from you. Also fully understand the drawings and spec before thinking about pricing/time elements….possible RFIs. Take note of the schedule of attendances, what MC is providing and what SC is providing! 
What are the H&S requirements? Cost implications etc.
Is there any design requirement? Fit for purpose clause!!!!
Time: or programme, unless you have the facility to produce a MSP programme this is a risky exercise. 
But we do know how long the various activities are going to take…. right? Think about interface with other trades on the programme. Weather! Perhaps just comment on the MC programme and when it would best fit or suite your work, particularly if you think that it is tight! 
Minimum statement in letter: “your price is based on, one visit of clear and unobstructed access to your work, and that a prestart meeting should be held to discuss the programme and access” 
Final – lead-in periods….if a material has a long leading period then identify this in your tender and make it known to the MC.
Price: if BoQ provided then obviously fill that out. Any errors make known. (you are obligated under the contract to do this as the bill takes precedent over any drawings or spec). But you want to remain competitive with other SC so put into letter what is not measured completely and include a price for this.
Also remember Value Engineering options – put into letter not BoQs, give yourself and edge….”with words like I can save you x amount of money by using x product”


In  your SC tender (letter), minimum to include:
· Summarise the price, In numbers and words
· Confirm if includes or excludes VAT (“where applicable should be added at current rate”)
· State any discounts willing to offer – what the MC has to do to get hold of the discount!!!
· How long your price is fixed for – 30 days, 60 or 90 days etc. (inflation of materials)
· Any requirement for performance bond, collateral warranties then state if you have included for them in your tender. (wording acceptable etc.)
· Include your Daywork Rates – good to set these out from the start
Good to use the RICS daywork rates and you add your percentage on top, then they are always current to wage rises etc.
· Terms and conditions to be included, check the amendments… do you accept them or not, are they fair?
A possible way out - State that you have “priced on a standard form of contract e.g. JCT/SBC/SC in its unamended form”
· Design is excluded – clearly state this! or are you designing SC works? Check the ‘fit for purpose’ clause
Finally….
· If you are rushed by the MC to return a price in a short space of time then must include “due to a short turn around in our tender, you hope that you have adequately captured the SoW that they require, but there are a number of risks that we need to discuss and agree before any order is raised”  this should get you out of any trouble.




Oh as a side rant…..
Increasing requirements for pre-qualification, PAS91 was meant to equal one questionnaire to cover all construction tenders….. frustrations over increasing requirements and accreditations required:
•	H&S policies
•	Environmental policies
•	Quality management policies
•	Able to deliver BIM
•	Don’t employ slaves 
•	Considerate contractors scheme
•	Equality and diversity policy
•	Corporate social responsibility policy
•	CHAS/Construction line/Achilles etc.etc.

Ask the question up front to the MC “are we going to have to fill in one of these accreditation forms?” 
Hold back payments until all docs are received etc.
