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1.0 Introduction
Tender is an offer which incorporates the sum of money, time, and other conditions required to carry out the contract obligations in order to complete a project or a part of it consisting of specified works. (UWTSD- Dr Tobin 2019) The tendering process must apply by the principles of fairness, clarity, simplicity and accountability, as well as reinforce the idea that the apportionment of risk to the party best placed to assess and manage it is fundamental to the success of a project.
1.1 Open tendering
One form of tendering that is commonly used in the construction industry is open tendering. This is when a client will advertise a project usually in the local press or if a larger project the national press, and any company can bid for the contract of the project. However open tender is more commonly used for smaller projects and tends to be favoured by local authorities and health and water authorities. When an authority is advertising a project on open tender, the advert will include;
· A brief description of the proposed works
· The date that they hope for the project to start
· An approximate budget or value of the job
· where to obtain tender documents and the deadline of when the bids will be accepted
One advantage of open tender is it removes any chance of favourism because it gives all companies an opportunity to bid for the contract, as opposed to the client selecting companies they believe that they prefer. Due to this lack of favourism with open tendering it brings opportunities for both clients and contractors. Firstly, it gives the client a chance to have a new contractor. The client may have used the same contractor for long period of time and believed that they were the best but open tendering gives them opportunity to work with a new contractor who may turn out to work more efficiently and be a better option than their previous contractor. Open tendering brings opportunity to contractors because if they put in a strong bid and win the contract and perform well, then they will start to be considered for contracts that they may not have been before. 
A huge incentive for a client to use open tendering is the likelihood of getting the most competitive price and best price for the contract. Open tendering means that there are more companies competing for the contract so in order to win It they are forced to better the price in order to win the contract. Sometimes, during open tender, larger and more popular companies will complete the project at a price that means they just break-even and take no profit just to keep other up and coming companies out. This means a client can get a competitive price for the project.  
Although there are benefits to open tendering, there are clear disadvantages to it in terms of time and cost. When using open tendering, it is a legal requirement to look through every single applicant which is very time consuming and a lot of the applicants may not have put forward a particularly serious offer meaning a lot of time would be wasted. Furthermore, someone will have to be employed to look through every bid which means they will have to be paid to look through them and if there are a large number of applicants this could prove very costly. Construction projects and the construction industry in general is a very costly industry and companies tend to be working on a tight budget anyway meaning the cost of open tendering may make a project too expensive or not worth it.
Another problem with the use of open tendering is when there is such a high and wide number of bids that have to be considered, it makes it very difficult to properly evaluate and consider each bid. Therefore, it could lead to overlooking an offer for the contract that would be particularly suitable for the company and instead opting for a weaker offer because mistakes have been made or missed due to the high load of bids that have to be considered and evaluated. 

1.2 Selective Tender
Selective tendering is another method of tendering available to companies and is when the employer will advertise the contract and invite contractors to apply to be on a pre-qualification list, from which chosen companies will be invited to bid. A list will be given to potential contractors of information that they should supply about themselves in order to “pre-qualify”. 
When using selective tendering there aren’t an excessive numbers of bidders to consider, in most circumstances there are no more than five. Therefore, an advantage of using this method of tendering is time and cost is reduced because there aren’t many contractors to consider and evaluate for the job so there doesn’t have to be someone employed and being paid to evaluate the bids for a long period of time which becomes costly. Additionally, I spoke with a director from Swansea based construction firm Dawnus and asked him what tendering methods he favoured. He mentioned how selective tendering is useful for projects such as schools and similar buildings as they “already know the contractors who will be reliable” and the “lack of tender documentation helps in speeding up the whole process” (Russell Evans 2019). Another advantage of using selective tendering is it only allows for capable and approved firms to be able to tender, which means all the bids are serious bids from companies who are already believed to be capable of a doing a good job, meaning there is less risk and less time wasted considering bids that would definitely not be suitable. Furthermore, if the list of information of required is specific and covers all bases then the evaluation process can be relatively simple and quick and may just include analysing the cost of the project rather than the quality as well. When speaking to Russell Evans of Dawnus he mentioned how “crucial” the information list is.
However, there are problems when using selective tendering. When tendering, the main aim is to get a good price for the project but because there is a little competition, so companies do not have to drop their costs in order to compete with a large number of other companies and therefore, the tender sum is driven up.  Additionally, unlike open tendering, selective tendering doesn’t give opportunities to new contractors, so there is a chance that the client misses an opportunity to use a new contractor who may be better than the ones they currently favour.  Another problem when using selective tendering there is the potential for collusion between contractors which again drives up the price. For example, the tender sum was driven up on a south Asian transport project where there were “false and forged bid securities submitted by three of the bidders of four of the bid packages.” This is a “strong indicator of collusion” because only the winning bidder will call the security and therefore the “companies that know they are going to lose can avoid the expense of purchasing a real security.” (guide.iacrc.org 2019)
1.3 Negotiated Tender
Negotiated tender is a slightly more uncommon method of tendering, which removes the element of competition and bidding. The client will approach only one contractor who they believe is most suitable for the project and negotiate a price with them. Negotiated tender tends to happen when a project requires a quick start or in case of emergency.  
Negotiated tender is advantageous when the work requires a specialist of some sort. For example, if a company has a certain specialist plant, machinery or technique then it is easier to approach them directly rather than take any risks when it requires a specialist. Another time when negotiated tender is useful is when there is a problem in the market of some sort. 
There are clear disadvantages when using this method of tendering. For example the cost of the contractor will be very high as they will be aware its only them who are in negotiations and therefore, will not have any competition to drag down their price and usually this method is used in times of emergency or times where a specialist is required which means the contractor in negotiations will have a lot of power and can charge a high price.

1.4 Documents Required


· Letter of invitation

This is the first document that starts the process off is the invitation. Depending on the form of tendering used, the project will be advertised, or companies will be approached.

· Form of Tender
This is the formal acknowledgement that the terms and conditions of the requirements of the project are understood and accepted by tenderer. They are normally required to provide an overall cost and an explanation of this cost, details of equipment, plant and labour through workers and subcontractors. 
· Preliminaries
Preliminaries are a basic description of the project to give the contractors a chance to start assessing the costs. NBS 2018 describe preliminaries as an opportunity to “describe the works as a whole, and to specify general conditions and requirements for their execution, including such things as subcontracting, approvals, testing and completion”

· Bill of quantities 
This document is done by the quantity surveyor after analysing the specification and drawings and is a specific and measured quantity of the materials and work required. This document helps the contractors because the tenderers price against the bill of quantities in terms of calculations of construction costs because all bidding contractors will be pricing the same quantities. The contractor enters rates against the which are then used for “valuing variations” to the design (Willis 12th edition 2014)

· Conditions of contract
This document is relevant and will contain a form of general contract which may be a template used or a specific one that the company had created and will include the contractual basis for carrying out the project and what must be contractually met by both the client and the tenderer. Special conditions will be included like this which will be specific to the project.

· Articles of agreements
The articles of agreements outline the core obligations of the parties involved in the project. A common article of agreement that is used is the “JCT Standard Building Contract”

· Tender Specifications
These are the documents that outline the performance and technical criteria required for the project. The specification will depend on whether it’s a performance or prescriptive specification. A prescriptive specification gives the client more certainty regarding the materials used and the final end product. For example, external cladding would be included on a prescriptive specification. A performance specification is less “set in stone” and gives contractors more room to innovate. For example, service lifts would be included on the performance specification

· Tender Drawings
The designs and drawings are produced with dimensions to give the client a better idea of what the final product will look like.
Other documents that can be relevant to the tender process include:
· Sample copy of letter of acceptance
· Sample copy of bang guarantee for performance bond
· Sample copy bank guarantee for advance payment


1.5 Assisting the Client
The quantity surveyor will be a great help to the client during the tendering preparation process.  Once the drawings and designs have been completed it is important for the client to ensure that they are within their budget. During this stage Chung (2000) recognises that the key duties are to provide preliminary cost advice, cost planning and value management. Furthermore, the RICS 1999 highlight the importance of the QS providing a preliminary cost plan in order to make sure the client is capable of affording the project they desire. Additionally, a QS will assist the client by advising them on contractual methods to use and what kind of tender procedures to use. For example, they may advise on with method of contract procurement to use, either a traditional contract procurement route which is a more long winded route but tends to lead to less errors, or a design and build contract procurement route which will speed up the process but can lead to critical errors.  A quantity surveyor can also assist the client during the tender process in terms of arbitration and legal issues. When preparing methods of tender and contracts the quantity surveyor will ensure the client does not leave themselves in a position where they could be facing legal issues because of a problem in the contracts. 
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