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Abstract
This research assessed how economic recessions affect the commercial performance of UK main contractors, focusing on tendering conditions, profit margins and cash flow. Using a mixed method pragmatic approach, the study combined literature review, questionnaire responses from industry professionals and semi-structured interviews to provide both quantitative and qualitative insight. Findings showed that recessions increase tendering competition, reduce profit margins and place strain on cash flow, with contractors often prioritizing turnover. While some main contractors may strengthen during these periods, overall commercial performance is generally negatively impacted, with survival becoming the focus rather than profitability. 
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1.0 Introduction

[bookmark: _Toc228971029]1.1 Background

The UK construction industry plays a large role in the economy of the United Kingdom. A report from OPUS found that the industry made up ‘6% of total GDP’ (Opusllp, 2024) - contributing significantly to infrastructure and employment throughout the country. Given this, it is also a volatile and sensitive sector which is affected by wider market conditions. Supply and demand can go through peaks and troughs given political changes, global events or national recessions. Periods of economic recession can often lead to a slowing of construction activity, with shrinking budgets and less demand. Historically these events have proven to be difficult on main contractors, with declining turnover, cash flow challenges and possibly profit margin shrinkages. In 2023 an article from Construction News stated ‘The construction industry saw more companies go bust than any other sector last year, with a record 4,371 building firms collapsing in England and Wales’ (Construction news, 2024).
Despite general trends, some evidence does suggest that contractors are able to maintain or even improve commercially throughout an economic recession. From experience in working within the industry, the author did not notice a downturn in economic performance, but quite the opposite. Beating previous years’ turnover and profit targets. This may be due to factors such as selective tendering, changes to mentality and methods to ensure efficiency or strong relationships with supply chains. 
Understanding why some main contractors are able to perform better than others during a recession is therefore of significant interest to the wider industry. As stated above, with 4,371 building firms going under, it seems that identifying risks and possible opportunities during recession periods would be beneficial. From a Quantity Surveying perspective, the issues highlighted can provide valuable insight into tendering behaviors, risk management and pricing strategies taken on by main contractors. The aim of the research is to contribute to improved financial resilience and decision-making within the UK construction industry. 

[bookmark: _Toc228971030]1.2 Aim and Objectives
Aim:
To assess how economic recessions affect the commercial performance of main contractors on building projects in the UK, focusing on tendering conditions, profit margins and cash flow.
Objectives:
In order to achieve this aim, the following objectives have been set out:
· Analyze how recessions influence tendering conditions and competitive pressure felt by main contractors
· Evaluate the impact of recession on profit margins for main contractors on UK building projects.
· Evaluate the effects of recessions on cash flow, and what behavioral changes main contractors will make to protect themselves.
[bookmark: _Toc228971031]1.3 Summary
This chapter has introduced the background to the wider research by outlining the importance of construction to the UK economy. It has been established there are commercial challenges that are often faced by main contractors during downturns, particularly in relation to tendering competition, profit margins and cash flow. In addition, the research aim and objectives have been identified in order to guide the direction of the study.
The following chapter will present the literature review, critically analyzing existing research, industry reports and economic evidence relating to the impact of recessionary periods on the commercial performance of UK main contractors. This will provide theoretical information and context from the industry to support the primary research and identify key themes. 


[bookmark: _Toc228971032]2.1 Literature Review

The purpose of the literature review is to explore existing research which relates to the commercial performance of main contractors during economic recessions. It assesses how poor economic conditions affect tendering, profit margins and cash flow within the UK construction industry. The reviewing of past and current events provided the context needed to understand how main contractors were able to adapt commercially during challenging market conditions.
[bookmark: _Toc228971033]2.2 The impact of economic recession on the construction industry

The UK construction industry is widely known as one of the sectors that correlates very closely to wider market conditions. When recessions occur investment confidence falls, working pipelines reduce, budgets are reduced and competition for available work increases. The knock on effect of this is contractors lowering tender prices to secure work, putting additional strain on profit margins and financial stability. An article written by Sam Thyne stated ‘This means less work for everyone, and fiercer competition for the work there is, which usually results in contractors cutting thinner margins’ (Fenwick Elliot 4, 2023). What will aid in achieving the objectives is whether the whole supply chain also competing for work in turn creates opportunities for main contractors to capitalize on the situation. 
[image: ]The Office of National Statistics reported on the economy between 1997 and 2020. Figure 1 shares that construction added the least amount of value throughout all other sectors between the years 2008 & 2010.  Similarly, a report by the UK Parliament noted that the construction sector ‘fell more significantly during the financial crisis in 2008 and 2009 than the economy as a whole’ (UK Parliament, 2022). Which highlights the UK construction industry’s vulnerability to wider economic conditions. Figure 1 – Gross value added through sectors in the UK between years 1997 & 2020 (ONS, 2021).

COVID 19 was an occurrence that proved to be problematic for the UK construction industry. At such unprecedented times, the abnormal conditions did have a negative affect on the industry as a whole. RICS reported on UK property construction, ‘reduced cashflow being experienced by 69.35%’ (RICS, 2020). The sharp reduction in demand led to a reduction in tender opportunities and increased competition for a limited amount of work. In a time where there is limited supply of work, focus can change to ensuring continuity rather than enhancing profitability. The result of this is aggressive pricing and reduced profit margins and poorer cashflow across the sector.
A report from Constructing Excellence looked into profitability at the end of 2009 which saw an end to the recession. They reported that the UK construction industry improved its profit margins as a median through 2008 and 2009. ‘In 2009, the median profitability before tax and interest was 9.9% compared with 9.6% in 2008’ (Constructing excellence, 2009). This improvement shows that even with shrinking budgets and more competitive tendering, measures can be taken to withstand the economic pressures. 
[bookmark: _Toc228971034]2.3 Tendering during the pandemic

Tendering behaviors in the UK construction industry became far more competitive during COVID 19, with contractors competing for a diminishing supply of work. A report from Gleeds stated ‘contractors reported a sharp decline in confidence about workload, and tender submissions were shaped by uncertain project pipelines and evolving risk perceptions’ (Gleeds, 2021). Confidence and certainty do play a role in the behaviors of contractors and can heavily influence their pricing strategies. Supply & demand is a concept that effects tendering, which then has a knock on effect to the commercial performance of the contractor. 
Similarly, the Gleeds spring 2021 report highlighted the ‘larger ranges in tenders’ were due to firms bidding aggressively despite lower work capacity, while other contractors went the other way by putting premium risk allowances within their tenders to account for any COVID related disruptions. The report indicated that these differences were driven by varying financial health of individual contractors and the uncertainty on the work pipeline (Gleeds, 2021).
Following on from the spring report from Gleeds, the Summer report outlined that ‘73 percent of respondents to our summer survey think that material shortages will influence tender prices more than skills/labour shortages’. This outlines how cost volatility and uncertainty clearly had an effect on contractors pricing strategies, and in turn increased pricing uncertainty.
[bookmark: _Toc228971035]2.4 Profit margins and financial performance

The construction industry has always operated on narrow profit margins. With CBI stating ‘average profit margins at the industry’s largest firms hovering around just 2.5%’ (CBI, 2020). During periods of economic recessions, these already tight margins are placed under further pressure. As demand for construction work declines, competition for available projects increases and contractors are often forced to reduce their tender prices to maintain workload. A key UK construction report published by Glenigan shows how profitability fell sharply after 2009, Lee Bryer the research and development manager at CITB, found that ‘profitability among contractors has fallen to 2.1%’ (Glenigan, 2014). This number was a sharp contract to the peak of 9.9% which was recorded in 2009.
Recessions reinforce financial weakness in the UK construction industry, particularly the sectors heavy reliance on cash flow, and inclusions of systems such as delayed payments and retention being essential for main contractors survival. During difficult financial times contractors prioritise turnover over profit margin, accepting lower margins to ensure sites keep running. These methods can works short term, however long term the underlying poor performance can catch up on them. Evidence from the 2008-2009 financial crisis demonstrates how external pressures negatively affected main contractors’ liquidity. The UK National Audit Office, who reviewed the collapse of Carillion, observed that the company’s business model relied heavily on cash flow generated from ongoing projects. This is not an alien business model, with a range of contractors adopting this model pre Carillion and post. ‘Its business model was a relentless dash for cash, driven by acquisitions, rising debt, expansion into new markets and exploitation of suppliers’ (Parliament UK, 2018). While Carillion do represent an extreme case it does illustrate the underlying issues with the industry as a whole, and how an economic crisis has such an effect on cash flow.
The Royal institution of chartered surveyors (RICS) further reinforces the relationship between recession and contractor cash flow. It’s market survey found that ‘reduced cash flow in the most significant issue currently facing construction firms’ (RICS, 2020). Whilst the survey did relate to COVID 19, it does reflect a consistent recession pattern where downturns can quickly translate into cashflow stress on main contractors, regardless of what the underlying cause may be.
[bookmark: _Toc228971036]2.5 Summary

The literature indicates that during UK recessions, main contractors prioritize turnover and continuity of work over profitability. This approach increases exposure to long term financial issues; this is heightened by the construction industry throwing it’s own problems such as project delays and disputes. These findings demonstrate that cash flow rather than profitability alone is a critical factor in the survival of main contractors in the UK and is a metric that is heavily affected by financial recessions.
The review also highlighted that while recessions generally create challenging trading environments, contractor performance is not uniform across the board, with financial status, strategy and market positioning playing a significant role in determining outcomes. The findings have established a strong theoretical foundation for the research and given the research a base to compare primary and secondary findings. 
The following chapter will outline the research methodology adopted for this study, including the pragmatic approach used, data collection methods, questionnaire layout and interview structure applied to investigate the commercial performance of main contractors during economic recessions. 






[bookmark: _Toc228971037]3.0 Methodology
[bookmark: _Toc228971038]3.1 Approach

This study consisted of the following to achieve its aim and objectives.
This chapter outlines the research methodology that was adopted to address the aims and objectives of the dissertation, which seeks to assess whether UK main contractors perform better commercially during economic recessions. The methodology was designed to ensure that the research is both relevant to the matter and is capable of producing reliable information to reach the objectives.
The study adopts a pragmatic approach to obtain the most relevant information needed to achieve the research objectives. This method is appropriate for the topic as it allows for a combination of qualitative and quantitative methods to explore how main contractors perform commercially during periods of recession.
The quantitative element of the research will focus on factual information and figures such as profit margins, cash flow trends, turnover to provide measurable information of commercial performance. However, due to the sensitivity of profit margins and other key commercial performance indicators, access to this information may be limited. The quantitative data was analyzed by identifying trends and patterns across responses. This involved calculating the number of respondents selecting each answer, which allowed for clear comparisons to be made between different views within the sample. The use of percentages was made for clarity and accessibility of the data given the smaller sample size.
The qualitative research focused on gathering opinions and analyzing non numerical data to gain an insight into decision making, behaviors and attitudes within main contractor organizations. This helped in understanding their approach to tendering, pricing and cash flow during economic downturns.
Adopting this approach enabled a balance between both forms of data, combining numerical evidence with insight from industry professionals. This formed a well rounded understanding of how main contractors’ commercial performance is affected during economic recessions.
A review of existing literature identified that there is limited publicly available quantitative data relating to the commercial performance of UK main contractors during recessions. The reason for this is that the information is sensitive to the given companies. While information was gained from companies such as Carillion, this does not paint a full picture for the industry as a whole. Small to medium companies will not be able to relate to the methods of working of companies of that scale. While industry wide reports do provide high level of information on market conditions, detailed information on tender behavior, profit margins and cash flow management is often classified and therefore not disclosed publicly. As a result of this, reliance on secondary data alone would not provide sufficient insight into the commercial decision making processes within main contracting organizations. This information would not solely reach the aims and objectives of the dissertation.
To address this limitation, the research adopts a primary data collection approach through the use of a structured questionnaire targeted at construction industry professionals, as well as in person interviews held with people within the industry. These methods enables the collection of first hand insights from individuals with direct experience of working for or alongside main contractors in the UK during economic recessions. By capturing professional perceptions and experience, the questionnaire allows the research to explore how commercial strategies are adapted in response to wider financial hardships, particularly in relation to tendering conditions, profit margins and cash flow. 
The use of the questionnaire was considered due to its ability to gather a broad range of information from a wide range of people within a relatively short timeframe. A benefit this has over secondary information is that it remains completely anonymous, which should encourage professionals to be more open with their information. This is particularly important given the sensitivity of the information relating to the performance of their companies. The primary research will be used to complement the literature review, enabling a direct comparison between documented industry trends and current opinions and experience from professionals. This only strengthens the overall validity of the research. The questionnaire will be posted publicly to Linkedin to reach a broad range of construction industry professionals. This method enabled responders across different roles, from suppliers, subcontractors and main contractors and a range of company sizes. Posting to Linkedin will also allow for the questionnaire to ‘snowball’ by connected members sharing to other connected members. This improved the validity of the research by removing bias, given less directly connected people will answer the questionnaire.
In addition to the questionnaire, this research incorporates interviews with two industry professionals which provided a deeper insight into commercial performance during recessionary periods. While the questionnaire was effective in gathering a broader range of responses from multiple industry professionals, the interviews were included to provide more in depth experience based perspectives that could further explore reasonings behind behaviors and commercial decision making.  By selecting professionals from both contractor side financial management and supplier side sales manager, the research benefits from a more balanced and well rounded understanding of the industry. This approach strengthens the credibility of the findings by allowing for comparisons between experiences of the internal contractor and external supply chain. Ultimately, these interviews were included to enhance the reliability of the study, support questionnaire findings and provide more qualitative data that directly contributes to achieving the research aim and objectives.
This inclusion will allow the research to explore the commercial impacts that may not be clear through the questionnaire alone. The questionnaire will be effective in identifying trends and experiences which are common across the industry, whereas the interviews allow a more detailed examination of how recessions influence behaviors. Particularly the insight from the accounts manager provides an insight into profit margins and cash flow challenges faced by the main contractors. Whilst the sales manager from the supplier will provide the perspective from the outside of the main contractor world. The supplier’s workload will be directly correlated with the main contractors workload and will be in regular contact with professionals from main contractors.
[bookmark: _Toc228971039]3.2 Creating the questionnaire and interview questions

The questionnaire was developed in line with the aims and objectives of this research, with a large focus on finding out more on the commercial performance of UK main contractors during economic recessions. It was designed bearing in mind themes identified within the literature review, including tendering conditions, profit margins and cash flow within recession periods.
The questionnaire was created on Google forms and structured to be long enough to ensure the aims and objectives were answered, and concise enough to have people engaged, to get a large enough sample size for the research. It focused on closed ended questions using multiple choice and scaled questions, and a small number of open ended questions included to allow respondents to provide additional information where needed. This approach was taken to balance the research to have a large sample size of measurable data.
Prior to distributing the questionnaire, it was piloted. The feedback gained from the pilot was that the original questionnaire had more questions than were necessary to meet the research objectives. Several questions were then removed in order to reduce the time needed to complete the questionnaire and improve clarity. The intention of this was to increase response rates and encourage full completion.
To strengthen the depth of the data collected, four semi-structured ended interview questions were developed to complement the questionnaire. These were selected to align with the core themes of the research, being cash flow, profit margins and behaviors towards tendering. Open ended questions allow the professionals to provide as much information as they want that would not be captured through a close ended question on the questionnaire. The questions were designed to be applicable to both the interviewee on the supplier side and the main contractor side, with one additional question being asked to the sales manager from the supplier. Doing this gave information from both sides of the industry, which will be reviewed side by side to see if there are any similarities throughout the industry. The additional question to the sales manager will be regarding their experience with main contractors’ behavior, and whether they feel there is a difference between working closely with them through a recession and through regular economic conditions. Both the questionnaire and the interviews quotes can be seen in Appendix 2 & 3 respectively.
[bookmark: _Toc228971040]3.3 Critical Evaluation of the research

This research adopts a mixed methods pragmatic approach, this was chosen to explore the commercial performance of UK main contractors during economic recessions. While this approach is appropriate given the limited availability of publicly available information. Given this, it is important that it is critically evaluated to confirm the validity and reliability of the information.
A strength of the research is that it is primarily primary data collected directly from industry professionals with first hand experience of recessionary market conditions. This allows insight into commercial decision making that is not readily available online. It is expected given the primary research, that responses may be influenced by individual experiences, without the ability to audit the information. However given the relatively small sample size, the findings are indicative rather than being a full generalized view across the wider industry.
The questionnaire was analysed through quantitative methods in order identify measurable trends across respondents. Closed question responses were reviewed using percentage breakdowns and comparative analysis, allowing for clear patterns to be established in relation to the key research themes of tendering conditions, profit margins and cash flow. By grouping responses into the core themes, the analysis remained directly aligned with the research objectives while also making it easier to compare findings against interview and questionnaire responses as well as existing literature. 
Despite the limitations faced, the research provided a credible and well covered assessment of commercial performance during economic recessions. By using questionnaire responses, interview insights and existing literature, the study took aspects from each source to formulate the conclusion. 








[bookmark: _Toc228971041]4.0 Results
[bookmark: _Toc228971042]4.1 Questionnaire Results

[bookmark: _Toc228971043]4.1.1 Respondent profile

The published questionnaire generated 14 responses from industry professionals working for or closely alongside UK main contractors with the construction industry. The aim of the questionnaire was to gather perspectives of industry professionals on how main contractors perform commercially during economic recessions compared to during regular economic conditions.
There were responses from a range of professional roles throughout the industry. Project managers accounted for 28.6% of respondents, while quantity surveyors and commercial managers held a share of 21.4% respectively. Smaller contributions were given by Site engineers, buyers and technical sales managers. This gives the perspectives of both operational employees as well as commercial viewpoints.
In regard to experience, each of the respondents have had past experience in working through a recession. It was noted prior to publishing the questionnaire that respondents would need to have 5+ years of experience in order to have experienced working through an economic recession. 35.7% reported 20 years of experience, 28.6% had between 11-15 years, and 35.7% had between 5-10 years working in the industry. This indicates that all participants have worked through at least one period of economic downturn, including either the 2008-2009 financial crisis and the COVID 19 pandemic and the subsequent market instability that came with that.
[image: Forms response chart. Question title: What type of construction company do you work for?. Number of responses: 14 responses.]In terms of job roles of participants, 64.3% worked directly for a main contractor. The remainder were made up of 14.3% working for subcontractors, 14.3% for suppliers and 7.1% working directly for a client or end user. Given this, 85.7% of all respondents stated that they had worked closely with a main contractor, indicating that the majority of responses were relevant to the research aims and objectives. Figure 2: Responses to Question 1 – Type of construction company respondents work for.

Overall, the profile of the respondents demonstrates a commercially experienced sample with a majority of whom having direct exposure to main contractor operations.
[bookmark: _Toc228971044]4.1.2 Tendering conditions during recessionary periods

Respondents were asked to consider how tendering conditions change during economic downturns. When asked to describe competition levels during recessionary periods, 71.4% stated that competition becomes ‘high’, while 28.6% indicated that competition was ‘very high’. No respondents suggested that competition reduces or remains unaffected during recessionary conditions. This demonstrates a clear consensus that economic downturns increase competition for available work. 
[image: Forms response chart. Question title: In your experience, do recessionary conditions reduce contractors’ ability to include adequate risk and overhead allowances in tenders?  . Number of responses: 14 responses.]Participants were also asked about risk allowances made within tenders during recessionary periods. It was found that 92.9% indicated that risk allowances decreased during these periods. This suggests that contractors reduce their contingency provisions in order to remain competitive in a constrained market. In addition to this, 78.6% of respondents agreed or strongly agreed that contractors are more likely to submit aggressive tenders during economic downturns. This supports the perception that pricing strategies become more competitive as the pipeline for proposed works decreases.Figure 3 – Responses to question 7 – Results showing contractors ability to include adequate risk in tenders.

Together, these findings indicate that recessionary periods are widely perceived to create heightened competitive pressures, encouraging more aggressive tendering behavior and reducing risk allowances made.
[bookmark: _Toc228971045]4.1.3 Profit margins during recessions

One of the goals of the questionnaire was to understand how profit margins were affected during economic downturns. When asked how profit margins compare to stable market conditions:
· 42.9% stated margins are significantly lower.
· 28.6% stated margins are slightly lower.
· 7.1% stated margins remained the same.
· 21.4% stated margins may be slightly higher.
The majority of respondents indicated a general margin reduction during recessionary periods. However, the 21.4% of respondents stating slightly higher margins indicates that commercial outcomes and recessionary periods are not directly correlated.
Respondents were also asked whether maintaining turnover is prioritized over profit margin during recessionary periods. 11 out of 14 were in agreement or in strong agreement with this statement. This suggests that during periods of economic uncertainty contractors may focus on maintaining workload and continuity rather than maximizing profit.
These results demonstrate that while profit margin reduction is commonly experienced from the respondents, the 23% that experienced higher margins may use different strategies during these times to secure higher margins. Thus showing performance during recessions is company specific.
[bookmark: _Toc228971046]4.1.4 Cash flow impacts

Cash flow performance was identified as a key area of this research. When asked whether recessionary periods negatively impacted contractor cash flow, 70% of respondents stated that they’d experienced a negative effect. The remaining respondents either noted limited impact or a neutral outcome.


Respondents were also asked to identify primary causes of cash flow stress during downturns. Responses were distributed relatively evenly across several options:
· Reduced project pipeline
· Extended payment periods
· Increased client financial risk
· Reduced profit margins
· [image: Forms response chart. Question title: Which of the following most commonly impact main contractor cash flow during economic downturns? (Select up to two)  . Number of responses: 14 responses.]Material cost volatility
The absence of a single cause suggests that cash flow pressures arise from a multitude of factors during recessionary periods. Overall the findings demonstrate that cash flow challenges are widely seen as being present during these periods, without there being a single cause for it.Figure 4 – Responses to question 11 – Results showing common impacts on cash flow.

[bookmark: _Toc228971047]4.1.5 Perceptions of overall commercial performance

The final part of the questionnaire was to establish whether main contractors are perceived to perform better commercially during recessions. When asked to rate overall commercial performance of main contractors during economic downturns:
· 4 respondents stated performance was poor
· 8 respondents stated performance was moderate or “in the middle”
· 1 respondent stated performance was very good
The majority of respondents therefore did not perceive commercial performance improved during recessionary periods. Instead, most described performance as average, with some indicating that it was poor. This suggests that although contractors may put strategies in place to limit impact of economic downturns, these measures do not necessarily result in stronger commercial performance. While some firms may manage to maintain stability, recessionary conditions still appear to have an overall negative influence on performance for many main contractors.
[bookmark: _Toc228971048]4.2 Interview Results – Supplier Perspective

An interview was carried out with a sales manager working for a concrete supplier, often dealing directly with main contractors across a range of sectors. The purpose of the interview was to gain a perspective on how contractors behave commercially, in a way that that maybe even the contractors themselves don’t know they’re acting.
[bookmark: _Toc228971049]4.2.1 Tendering behavior and pricing pressures

The interviewee indicated that pricing pressures increase during economic recessions. It was noted that while enquiries would still continue to come in, the tone and focus of these enquiries would change to simply looking at lowest possible cost. The interviewee stated: “You can tell when the market has slowed. The enquiries still come in, but there’s more talk about price straight away. Less small talk, more ‘what can you do on that?’” This suggests that during these periods, discussions become less about building relationships and more about and more solely focused on price. This emphasis shifts the focus towards cost reduction and securing competitive rates rather than looking at the bigger picture of working with suppliers not only on a lowest cost basis.
The interviewee also stated that approaches vary from contractor to contractor during economic downturns. Some were described as measured selective in the projects that they pursue, whereas others will accept going for projects at tighter margins in order to secure works for the future. “Some are very measured. They won’t go after everything. If it doesn’t look right, they leave it. Others seem happier to take on tighter jobs.” This indicated differing commercial strategies among main contractors during recessionary periods. 
[bookmark: _Toc228971050]4.2.2 Financial stability during recession

The interview gave an insight to whether some main contractors strengthen their position during economic downturns. The interviewee suggested that financially stable contractors may be able to capitalize on the unusual market conditions. It was stated: “If they’re financially solid going into it and have a good reputation, they can pick up work while others pull back. Sometimes the client prefers going with a contractor that they see as stable and they trust really.” This response highlighted the roles that a positive reputation and remaining calm commercially can have during these times. However, the interviewee also stated that even for stronger firms, commercially conditions do remain a challenge: “Margins are still tight generally. But some manage it better than others”. 
Overall, the interview findings suggest that while pricing pressure intensifies during downturns, contractors’ performance during this time can depend on financial strength, reputation and strategic approach. The data indicates that although margins remain lower, certain firms perform better than others to maintain stability and secure projects without having to be overly competitive for the works.
[bookmark: _Toc228971051]4.3 Interview Results – Main contractor account’s manager perspective

A second interview was carried out with an accounts professional working for a UK main contractor. This was done to gain an insight into how recessionary periods affect the commercial decision making from the account’s perspective. This person worked closely with their managing director and will have picked up on behaviors and know information regarding profit margin targets. The interview explored how tender pricing, profit margins and cash flow was managed during periods of economic uncertainty. 
[bookmark: _Toc228971052]4.3.1 Tendering behavior and profit margins

The interviewee highlighted that one of the first things noticed during recessionary periods was the increase in competition for available work. As the supply of work decreases, the demand for these projects also increases. Which in turn would reduce the overall cost of projects. The interviewee explained that projects which would usually attract a limited number of tenderers may see significantly more contractors pricing the work during these economic downturns – “Jobs that maybe would’ve had four or five contractors suddenly have eight or nine. Everyone’s chasing the same work basically”. 
This increase in competition was described as generally pushing the overall price of tenders down. Although companies may maintain internal margin targets, the interviewee noted that these targets can become difficult to achieve when contractors are competing aggressively to secure projects. The interviewee explained that maintaining projects does become a priority – “We still have margin targets internally, but realistically they’re harder to achieve. There’s more pressure to stay competitive because if you don’t win work, the work coming in drops off quite quickly”.
The accounts professional also indicated that risk allowances and contingencies within tenders tends to be reduced during recessionary periods.  In stronger economic conditions contractors may include a greater allowance for contingencies to account for possible project risks. However, when the competition for work increases, these allowances are often reduced to remain competitive within tendering processes – “During a recession or something like that, it’s harder to do because you know other contractors are cutting right back to win it. So risk allowances do get squeezed.”
[bookmark: _Toc228971053]4.3.2 Cash flow management

Cash flow management was an area that was deemed important when it came to running a successful construction business, often something that can be prioritized as a business model. The interviewee explained that internal monitoring of cash flow did become more frequent, with increased emphasis placed on forecasting incoming payments and ensuring that payment applications are submitted at set deadlines – “Cash becomes a lot more of a focus, during a recession it’s reviewed all the time. There’s more pressure on getting applications in on time and chasing payment certificates.”
The accounts manager also highlighted that smaller margins reduce the financial buffer that contractors are able to set. With this buffer no longer being there, delayed payments did have a greater impact on financial stability. Payment terms and retentions were also identified as factors that can place additional pressure on contractors during recessionary periods. According to the interviewee clients may attempt to push on payment terms, while these changes do get pushed onto suppliers and subcontractors, it can make for difficult conversations.
It was found from the interview that in many cases the primary goal for contractors during recessionary periods is to maintain financial stability as opposed to looking to significantly improve their commercial performance. Achieving stable profit margins and remaining cash positive during difficult market conditions was described as a positive outcome for many contractors. When asked if their company prioritizes turnover over profit margins, they said “I’d say yes, to a point. Keeping turnover up is important because you’ve still got stuff like overheads, staff, everything ticking along regardless of how much work you’ve got. An empty job board is a bigger concern than a smaller margin”.
Overall, the interview found that recessionary periods create an increased pressure, where there is more competition for a reduced volume of projects. Tendering behaviors and attitudes to different aspects of the business do get affected within main contractor organizations.
[bookmark: _Toc228971054]4.4 Summary

This chapter presented the findings from semi structured interviews conducted with two industry professionals, offering a deeper qualitative insight into how recessionary conditions affect the commercial performance of UK main contractors. Key themes identified included increased tendering competition, generally lower profit margins, tighter cash flow management and changing supply chain behaviors during recessionary periods.
The following chapter will critically discuss these combined findings in relation to existing literature and primary research conducted. It will also review against the overall research objectives. 






[bookmark: _Toc228971055]5.0 Discussion

This chapter discusses the findings of chapter 4 relating to the research aim and objectives, assessing whether main contractors perform better commercially during economic recessions in the UK construction industry. This discussion focusses on the objectives identified at the beginning of the research, including how tendering behavior, profit margins and cash flow are affected at different business during recessionary periods.
The results of the primary research, including both questionnaire and interviews are compared to the findings of the existing literature during chapter 2. This will give a greater understanding of how current industry experiences align with previous research on contractor performance during economic downturns.
The aim of this chapter is to analyse the findings rather than to simply present them, identifying trends, consistencies and differences across all the data gathered. In doing so, it provides a detailed and reliable understanding of how recessionary conditions influence the commercial performance of main contractors. Having a range of primary and secondary research improves the validity of the research, by covering a range of contractors, both geographically and in company size. 
[bookmark: _Toc228971056]5.1 Tendering behavior during a recession

The findings of the research show that tendering behavior does change significantly during periods of economic downturn within the UK construction industry. A key theme identified across both the questionnaire and interviews was that there is a substantial increase in competition for available work. All respondents to the questionnaire indicated that competition for work becomes either high or very high during recessionary periods, with 31% stating it became very high. The demonstrates agreement across industry professionals and highlights how market forces are affected by wider economic conditions, it also shows how the UK construction industry operates in a reactive manner to wider economic change. Deviations to supply or demand can quickly lead to increases in competition.
The increase in competition would largely be driven by a reduction in the number of projects available. As confidence in investing decreases and fewer projects are released, it leaves the same number of contractors competing for the same work opportunities. This was reinforced during the interview with the accounts professional, where it was stated “jobs that maybe would’ve had four or five contractors pricing suddenly have eight or nine.” This provides a clear example of how quickly the tendering process changes. Given the limited opportunities, it can also lead to contractors bidding for projects that they would not usually, to secure work. Causing a chain reaction which in turn creates even more competition for projects. From a client perspective, this can become beneficial, leading to lower cost and contractors at times accepting projects on terms they might not usually accept. It takes away the power from the contractor, and hands it to the client.
As a result of the increase in competition, contractors appear to adopt more aggressive tendering strategies. The questionnaire found that 78.6% of respondents were more likely to submit aggressive tenders during recessionary periods. The behavior is supported by the interview with the sales manager of a supplier, which suggested that price becomes the main focus of enquiries, with less emphasis on relationship building and quality of service. This shift in behavior indicates that contractors prioritize being commercially competitive over other factors, as securing work becomes almost essential. This suggests that traditional procurement considerations favor cost and time rather than quality, this short term gain may lead to further complications down the line impacting overall project outcomes.
An interesting finding from the primary research is the reduction in risk allowance within tenders. The questionnaire indicated that 92.9% of respondents believe that their ability to include risk within their tenders is reduced during recessionary periods. This is significant as contractors are not only reducing margins but are reducing their allowances for contingencies within their pricing. This reduction in margin allowance within tenders is reinforced by a report from Glenigan stating that profit margins fell to an average of 2.1% from 9.9% after 2009. This clearly shows the change in tendering behavior, when tendered projects from 2009 begin on site, they are made to work under the reduced margins included at tender stage.
From a commercial perspective the behaviors shown indicate a higher level of risk throughout the industry. With lower risk allowance, contractors leave themselves vulnerable to increases in costs, delays to program and general unforeseen issues that arise on the majority of construction projects. The change in behavior is reinforced by the findings from the questionnaire, where 11 out of the 14 respondents said that focus changed to maintaining turnover through recessionary periods. This approach reflects an industry trend where contractors prioritize continuity of work over profitability during uncertain market conditions. While this business model may help in the short term in covering overhead costs, it can lead to longer term financial challenges if a number of projects are tendered successfully at reduced margins. 
However the findings suggest that the industry does not all act completely in unison. The supplier interview suggested that financially stable and reputable contractors may be able to strengthen through these periods. This is due to clients may favor contractors who are seen as reliable during uncertain market conditions. As a result of this, some contractors may secure higher quality projects with increased margins and reduced risks, which is very desirable during periods of economic downturns. This introduces a complexity to the research and outlines that the industry through recessionary periods is not black and white. 
Overall, the findings from the research indicate that tendering behaviors during economic downturns are influenced by increased competition and reduced tendering opportunities. Contractors are more likely to submit aggressive tenders at reduced margins, with less risk allowances to secure work. While these strategies may help maintain turnover, this is not a sustainable solution and more of a stop gap until market conditions improve. Throughout the sample size of the research, it is clear that recessions do influence tendering conditions in a negative way overall for main contractors due to pressures felt by competitive pressures. On the other hand, clients may feel they get better value for money on their projects, with the increased competition.  
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The findings of the research clearly show that profit margins are impacted during recessionary periods, with the majority of respondents indicating that margins are reduced compared to more stable market conditions. The questionnaire results showed 71.5% of respondents seen slightly or significantly lower margins during recessions. Thus meaning over two thirds of respondents noted recessionary periods to have a negative effect on profit margins. Only a small portion suggested that margins remain the same or improved, indicating that profitability is not a common outcome across the industry. This suggests that recessionary periods do not create an environment for improved financial performance for the years within that period, but also the subsequent years where contractors are working on the reduced margin projects. 
On profit margins, the overall trend can closely be compared to section 5.1. As competition for work increases and contractors price tenders more aggressively, wider profit margins are naturally reduced in order to secure work. The relationship between competitive pricing and reduced profitability is a key theme throughout this study of both existing research and the primary research carried out. During the literature review, an article by CBI stated ‘average profit margins at the industry’s largest firms hovering around just 2.5%’ (CBI, 2020), which closely corelates with 71.5% of respondents to the questionnaire stating that profit margins were either lower or significantly lower during recessionary periods. This is further reinforced in the interview with the account professional from the main contractor stating that profit margin targets are ‘harder to achieve’.
A key factor influencing the reduction in margins is the prioritization of turnover over profit margins. The questionnaire showed that 11 out of 13 respondents agreed or strongly agreed that maintaining turnover is often prioritized during economic downturns. This reflects the almost desperate behavior to sustain operations, cover overhead costs and maintain workforce employment. As demonstrated by the liquidation of Carillion, this is not a sustainable business model to adopt. This change in behavior was supported by the accounts professional from the main contractor, explaining that and “empty job board is a bigger concern than a smaller margin”. This demonstrates that during recessionary periods the focus can change from maximizing profits to ensuring continuity of work.
While this approach may be necessary in the short term to ensure survival, it does introduce commercial risks. Securing multiple projects at reduced margins limits the contractor’s ability to absorb risks on site during the construction phase. In securing these projects, it can lead to the main contractor putting pressure on subcontractors and suppliers to reduce their costs in order to meet the previous margin targets. This could create a domino affect throughout the supply chain, which can lead to further issues on site on quality of materials or workmanship.
These findings support existing research which suggests that the construction industry typically operates on already narrow margins, often within the range of 2-5%. During recessionary periods these margins are stressed even further due to reduced demand for contractors and increase in competition. The results of the primary research reinforces this, showing that contractors are willing to reduce margins even further in order to secure work. Further highlighting deeper issues within the industry as there is limited financial buffer available even in stable conditions. 
Overall, the findings from this research indicate that profit margins are generally reduced during recessionary periods. While contractors may prioritize turnover in order to maintain working operations, this often comes at the expense of profitability. Although some firms may be able to maintain or improve margins, the overall trend suggests that recessionary conditions place significant pressure on commercial performance. This supports the wider conclusion that main contractors are unlikely to perform better commercially during recessions in terms of profitability, with focus instead being placed on maintaining business stability.
These findings contribute directly to the research aim, as they suggest that main contractors generally do not perform better during recessions in terms of profitability. Instead, the focus appears to shift towards being conservative, maintaining stability and managing risk, rather than chasing high performance and higher margins. The following section will build on this further by exploring the impact of recessionary periods on cash flow and financial management.  
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The research highlighted that cash flow is significantly affected during recessionary periods and remains a key concern for contractors within the UK construction industry. The questionnaire results showed that 70% of respondents believe that recessionary conditions have a negative impact on cash flow. This suggests a strong majority that financial pressures increase during economic downturns, even if the exact causes of the pressure may vary. Cash flow is seen as an essential aspect of running a main contractor business, with contractors able to leverage cash flow in order to keep projects running whilst on lower profit margins. Very often this takes priority in order to maintain workload on site with paying suppliers and subcontractors, then paying the price of the reduced margin at the point of final account.
Unlike tendering behavior and profit margins, where consistent trends were identified, responses to the cause of cash flow issues were more varied. Responses showed an almost even spread across several contributing factors, including reduced project pipelines, delayed payments, increased risk and cost pressures. This indicates that cash flow issues aren’t able to be pin pointed to a single cause, but rather a combination of factors that collectively place pressure on contractors’ financial positions. It also highlights the complexity of cash flow management within the construction industry, where both external market conditions and internal project performance can influence financial stability at any given time. This makes it increasingly difficult to plan ahead for future recessions given the number of causes for cash flow issues.
These claims are supported by the interview with the accounts professional, highlighting that cash flow management becomes a larger focus during recessionary periods. The interviewee explained that cash flow is monitored more closely, with more emphasis placed on forecasting incoming payments and ensuring all valuations are completed and processed on time.  This switch in focus to cash flow further reinforces the dependency on it to main contractors when margins begin to shrink. Contractors that were once cash rich, may be looking forward to their upcoming valuation payments more than they would have previously. With lower margins there is less margin for error, that goes for on site works as well as payment dates from clients. In this context, cash flow is not seen as a metric to gauge performance, but more of a necessity for main contractors to operate effectively in a challenging market.
An issue identified from both the questionnaire and the interviews is the impact of delayed payments. When profit margins are already reduced, delays in receiving payment can have an unusually large effect on a contractor’s financial position. The interviewee highlighted that “when margins are tight, any delay in payment feels bigger”, which demonstrates how closely linked profitability and cash flow are during recessions. Delays in payments does not solely affect the main contractor either, if the client is having funding issues, the main contractor will feel the effect of this. Further to this, the subcontractors and suppliers associated with the project will likely receive delayed payments which raises further issues with cash flow to the entire industry. 
Payment terms and retention were also identified as contributing factors to cash flow pressure. The interview findings suggested that clients may attempt to extend payment terms during recessionary periods to protect their own cash flow. Retention was also highlighted as an inconvenience due to the lower margins being achieved on projects. This creates a challenging environment where contractors must continue to meet on site requirements and obligations, whilst experiencing delays in incoming payments. The result of this is increased strain across the supply chain, as financial pressure is transferred between client, main contractors, subcontractors and suppliers. This only highlights how recessionary conditions amplify existing structural industry issues, particularly relating to payment practices. 
Further to this, concerns over cash flow can create a working environment which goes away from collaborative practices and a ‘team work’ ethos. As financial pressure increases, different parties within the supply chain may become focused on protecting their own cash position rather than working collaboratively to deliver projects. This can lead to more cautious and defensive behavior, particularly in relation to payment processing and commercial decisions. For example, clients may start to scrutinize applications for payment more heavily, looking for reasons to reduce or delay payment. In some cases, this may be driven from senior management to improve their short term cash flow, even where payments usually would be signed off with no issues. While this approach may lead to short term relief, it can create tension across the project team and breakdown relationships between parties.
Over time this approach can lead to an ‘us and them’ mentality, where relationships becomes more transactional and less collaborative. This is significant in the construction industry, where successful projects often rely on strong working relationships and effective communication between all stakeholders. A breakdown of this can lead to increases in disputes, reduced communication and in turn inefficiencies on site, all of which can negatively impact performance. From a wider perspective, this suggests that cash flow pressures do not only affect financial performance but also can influence project performance and the overall environment of projects. While protecting cash flow may be necessary short term, it can lead to longer term consequences in terms of reputational damage and reduced trust, both of which are thought highly of within construction. This reinforces the idea that the effects of recession extend beyond purely financial metrics, influencing both commercial and operational aspects of construction projects.


[bookmark: _Toc228971059]6.0 Conclusion

This research aimed to assess how economic recessions affect the commercial performance of main contractors on building projects within the UK construction industry. Particularly focused on tendering conditions, profit margins and cash flow. In order to achieve this, the study set out to analyse how recessions influence tendering competitiveness, evaluate the impact on contractor profitability and assess the effects on cash flow management and associated behavioral changes. 
Through a combination of literature review, questionnaire responses and industry interviews, the research has demonstrated that economic recessions generally place a significant commercial pressure on main contractors rather than improving overall performance. The findings consistently showed that recessionary periods lead to increased competition and a decrease in total work available. Thus resulting in more aggressive tendering behaviors being demonstrated by main contractors. While these strategies may assist contractors in maintaining turnover and securing project pipelines, they often come at the cost of reduced profit margins which in turn puts financial strain on businesses.
To address the second objective, the research also confirmed that profit margins are typically reduced during downturns, as contractors frequently prioritize continuity of work rather than maximizing profitability. This creates greater reliance on strong project delivery and cost control in order to maintain financial stability, without leaving much room for error. While strategy may help sustain operations in the short term, it increases the commercial risk and reduces financial resilience. These findings indicate that improved profitability during a recession is uncommon, with most contractors focusing on maintain operational continuity rather than outperforming financially. 
The third objective of the research was to explore the impact of recessions on cash flow and the protective behavioral responses adopted by contractors. The research identified cash flow as one of the most critical commercial pressures during downturns, with delayed payments, retention practices, reduced margins and tighter financial controls all being contributing factors to pressures felt. Main contractors were found to respond through stricter cash flow monitoring, scrutinizing payments more and putting less emphasis on collaborative working. These behaviors are being displayed due to an increases strain across supply chains during economic downturns.
Overall, the research concludes that economic recessions do not generally improve commercial performance by main contractors, but instead create financial pressure across tendering, profitability and cash flow. Though these pressures may offer opportunity to some contractors, majority of contractors that participated in this research failed to capitalize on these opportunities. 
The research could have been strengthened through a larger questionnaire sample size, allowing for a wider range of industry perspectives and painting a more accurate picture of industry. Additional interviews could have been carried out with more industry professionals from different main contractors, which would have offered a better average of opinion. The secondary research was limited by the fact that a lot of sensitive data is not available online. In addition, a longer research timeframe may have allowed for greater comparative analysis across multiple recessionary periods, enhancing the overall reliability and depth of the study.
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Appendix B – Sales Manager Interview Responses
Interviewer: Thanks for doing this. From your side, supplying to main contractors, have you noticed changes in pricing pressure during recessionary periods?
Interviewee: Yeah, you do. You can tell when the market’s slowed. The enquiries still come in, but there’s more talk about price straight away. Less small talk, more what can you do on that? When work’s tight, they’re all chasing the same jobs, so that pressure comes down to us. You’ll send a quote in and within a day you’ll have a call asking if you can trim it. Sometimes fair enough, sometimes it’s just because they’re being pushed themselves. It’s not every contractor the same mind. Some are steady with it. Others are clearly under pressure. You can hear it in the tone when speaking to them.

Interviewer: Do contractors become more aggressive in negotiations?
Interviewee: Some do, yeah. Especially if they’ve priced a job keen and they’re trying to claw a bit back further down the line. You’ll get comparisons with other suppliers, or they’ll say we need another two or three percent off this, that sort of thing. It happens more when the work has obviously reduced. But I wouldn’t say it’s across the board. The bigger, well-established firms tend to be firm but straight. The smaller or busier ones sometimes push harder. Depends who you’re dealing with really.

Interviewer: Have payment periods or credit concerns increased during downturns?
Interviewee: Yeah, we keep a closer eye on it. Payment terms don’t always change on paper, but you might notice applications taking longer to process or queries being raised that wouldn’t normally be there. From my end I don’t really get involved in that but it’s the feeling I get from others.

Interviewer: Do you notice contractors protecting their own cash flow more aggressively?
Interviewee: I’d say yes probably, but in different ways. Some are just more detailed with paperwork. More checks, more back and forth. Others might hold onto retention longer or be very particular about what they’ll certify. You can see they’re watching their numbers closely. But again, not all of them. Some keep paying exactly as agreed, recession or not. There’s a mix.




Interviewer: Do you see greater competition among main contractors when project pipelines reduce?
Interviewee: Oh definitely. We hear it all the time. A job that might’ve had a handful of bidders suddenly has a long list. That tends to filter down to us because if they’ve priced it tight to win it, they’re looking at every package carefully. You can tell when a job’s been won keen. The conversations are sharper. But at the same time, a few contractors seem to pick up more work when others slow down. So it’s not all negative. It shifts around a bit.

Interviewer: Are some contractors more financially cautious than others?
Interviewee: Yeah, very much so. Some are very measured. They won’t go after everything. If it doesn’t look right, they leave it. Others seem happier to take on tighter jobs. You notice the difference in how they approach pricing and payments. It’s usually the ones who’ve been around a long time that seem calmer about it. They’ve probably seen it before.

Interviewer: From your position in the supply chain, do you think some main contractors actually strengthen their position during recessions?
Interviewee: I do, yeah. It sounds strange but it happens. If they’re financially solid going into it, they can pick up work while others pull back. Sometimes clients prefer going with a contractor they see as stable and they trust when things are uncertain. So a few firms actually grow in those periods. It’s not easy mind. They’re margins are still tight generally. But some manage it better than others.

Interviewer: And finally, what separates contractors who stay financially stable from those who struggle?
Interviewee: From where I’m sat, it’s usually about how steady they are. The ones who stay consistent with pricing and payments tend to feel more secure. The ones that look like they’re chopping and changing, pushing hard on price one minute and slow on payments the next, they feel like they’re under more strain. You don’t always see the full picture obviously, but after years in it you get a sense of who’s comfortable and who’s not.





Appendix C – Accounts professional Interview Responses
Interviewer: Good morning, and thanks for agreeing to this. Just to start off, from a financial perspective, how do recessionary periods affect the way your company approaches tender pricing?
Interviewee: Yeah no problem. So, when it’s a recession or even just a slowdown, the biggest thing is there’s less work about. Straight away you notice it. Jobs that maybe would’ve had four or five contractors pricing suddenly have eight or nine. Everyone’s chasing the same work basically. From our side, that obviously pushes pricing down. You can’t really ignore what others are doing. We still have margin targets internally, but realistically, you know they’re harder to achieve. There’s more pressure to stay competitive because if you don’t win work, the work coming up drops off quite quickly and it can be a case of winning work to keep the lights on sort of thing.

Interviewer: Have you noticed changes in risk allowances or margin expectations during those periods?
Interviewee: Yeah, definitely. In a well performing outside market you can carry a bit more contingency, just to protect yourself really. During a recession or something like that, it’s harder to do because you know other contractors are cutting right back to win it. So risk allowances do get squeezed. We don’t remove them completely obviously, but they’re less definitely. And margins, yeah, they come down. You might still aim for a certain percentage, but in reality, some jobs go through below that just to get the work in. It’s not ideal, but it’s got to be done really hahah.

Interviewer: In your experience then, how do profit margins during recessions compare to more stable periods?
Interviewee: They’re tighter one hundred percent. You can’t really deny that. In a normal market you can afford to be a bit more selective on what you go for. If the numbers don’t stack up, you just walk away. During a times like Covid and times way before that you don’t always have that luxury because the number of opportunities just isn’t there. We’ve definitely seen jobs go in at margins that are quite tight compared to previous years. And when you start tight, there’s not much room for things to go wrong. You’re relying really on the qs and managers on site to manage it as well as possible.




Interviewer: Does the company you work for prioritise turnover over margin when things are uncertain?
Interviewee: I’d say yes, to a point. Keeping turnover up is important because you’ve still got stuff like overheads, staff, everything ticking along regardless how much work you’ve got. An empty job board is a bigger concern than a smaller margin. But it’s a balancing act really. It can be a case of like cutting your nose to spite your face sort of thing, you obviously can’t go in on shocking margins because we’ve been bitten by that before.

Interviewer: How does cash flow management change in a recession?
Interviewee: Cash becomes a lot more of a focus and just making sure the cash is coming in. We have to be on it with this in the department, but during a recession it’s reviewed like all the time. We are forecasting for when it’s coming in regular, and there’s more pressure on getting applications in on time and chasing payment certs. When margins are good you’ve got a bit of breathing space. When they’re tight, any delay in payment feels bigger. So yeah, cash management definitely tightens up but we’ve just got to be on it, you hear about people getting stung by people all the time on missing payments and stuff, so yeah just got to keep on top of it really

Interviewer: Have payment terms, retentions or other pressures become more significant during recessions?
Interviewee: Yes, they do definite. Clients can try and stretch payment terms, and subcontractors are under pressure as well, so the whole supply chain if feeling it. Retentions become more noticeable because that money tied up makes a difference when margins are smaller. On a low margin job, a delay in releasing retention or a slow payment can impact your finances more than it would in normal situations. There’s less cushion basically and again we have just got to be on it on making sure payment terms are not really long just to secure that cash flow really.

Interviewer: Based on your experience, do you think main contractors can perform better commercially during recessions, or is it more about surviving?
Interviewee: I’d say it’s more about staying steady than outperforming. I’m sure some businesses do well if they’re in the right sectors, but generally for us it’s tougher. Competition is higher, margins are lower, but the risks on projects are still there. Like the qs’s will tell you how hard it can be and they probably know that they won’t get the margins they are used to. So commercially it’s harder to improve performance, it’s just about keep the same if we can. If you come through still profitable and we are cash positive, that’s seen as a win to us.

Interviewer: And finally, what do you think separates contractors who remain financially stable from those who struggle during recessions?
Interviewee: To be honest from working at a supplier years ago we had the like 2008 times when I was there, speaking to a few contractors I remember a lot of them found it quite rough going through it. The ones who stay stable tend to be more selective and don’t panic price work just to win it, it’s obviously easier said than done especially when we are on frameworks and stuff like that. We know our numbers and stick to them as best they can. The ones that struggle are usually the ones who chase everything and drop margins too far. Once you’ve got a few tight jobs, it doesn’t take much for it to tip the wrong way. In a recession there’s just less margin for error really, and with more competition mistakes seem far bigger of a thing.
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) NO

5. Which recessionary periods have you experienced in your professional role? *
Check all that apply.

2008-2009 financial crisis

|| coVID-19 pandemic

[ Recent cost of living / inflationary downturn
[ None
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6. During recessionary periods, how would you describe tendering competition *
between contractors

Mark only one oval.

Very low competition

") Low competition
) Moderate competition
) High competition
) Very high competition

7. To what extent do you agree with the following statement: *
“Contractors are more likely to submit aggressively priced tenders during
recessions to secure workload.”

Meark only one oval

stro Strongly agree

8. In your experience, do recessionary conditions reduce contractors’ ability to include *
adequate risk and overhead allowances in tenders?

Mark only one oval.

" Yes
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9. How do profit margins for main contractors typically compare during recessionary ~*
periods?
Mark only one oval.
Significantly lower
Slightly lower
) About the same
) Slightly higher
) Significantly higher
10.  To what extent do you agree with the following statement: *
“Maintaining turnover is often prioritised over profitability during recessions.”
Mark only one oval.
1 2 3 4 5
Stro Strongly agree
1.

In your experience, how does a recession effect the cash flow of your company *

Mark only one oval.

() Negative effect
(") Not much effect

__) Positively effected
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12, Which of the following most commonly impact main contractor cash flow during ~ *
economic downturns? (Select up to two)

Mark only one oval.

) Delayed client payments

) Reduced margins
Increased costs
Lower workload

Contractual disputes

13, Overall, how would you rate the commercial performance of UK contractors *
during economic recessions?

Meark only one oval

Very Very good

14. Do you believe some contractors perform commercially better during recessions ~ *
than in stable economic conditions?

Mark only one oval.

~Yes
~ INo

) Not sure
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