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1.1 Introduction
In an online article, Thornton and Lowe (2020) discuss the positive impact of having a framework agreement from a buyers perspective. With an agreement already in place, it removes the requirement of going out to tender for each aspect of work on a project, saving administration costs and time. However, in an updated article from Thornton and Lowe, (2023) they highlight limitations in the number of suppliers that the buyer can use, due to the limited supply pool of suppliers that can be on a framework agreement. Therefore, this report will examine the use of framework agreements and the impact of their usage on the construction industry in South Wales. There will also be a further examination on the comparison between framework agreements and the use of standard tender procedures.

1.2 Aims
[bookmark: _Hlk164895552]The aim of this report is to test the hypothesis ‘Framework agreements are largely beneficial to suppliers and buyers within the construction industry in South Wales’.

1.3 Objectives

· Detail what aspects of Framework agreements provide benefits and risks to all parties within the construction industry in South Wales found from literature
· Discuss the positive and negative views of people working within framework agreements
· Show the statistical difference in the opinions of people that are involved in both framework agreements and standard procurement procedures (primary sources)
· Analyse the data received and compare with data obtained from secondary sources
· Address the hypothesis and form a conclusion

1.4 Summary

To appropriately address the aims of this work, it was important to develop an understanding of any research that has been undertaken on framework agreements. 
The understanding can be achieved by using the data obtained from questioning both primary and secondary sources. These questions include:

· Should framework agreements be the main source of obtaining work when going out for tender?
· What are the differences between framework agreements and standard tender procedures from a financial aspect?
· What impact do framework agreements have on procurement?
· What makes a project successful?
· Does the standard of completed work differ on projects using framework agreements compared to projects using standard procurement?

The report will summarise the research completed on framework agreements and provide the reader with a clear understanding of the terms and requirements within them. The report will also detail the primary research findings, including statistical analysis. The report will include a detailed conclusion based on the findings.

Defining Framework Agreements and Their Uses

2.1	Introduction
The research for this report will focus on the agreements within the construction industry to provide an understanding of the current knowledge of secondary sources on this topic. Analysis of the research findings will be vital as it will provide an insight into the general understanding of framework agreements, which can then be compared to the experience of primary sources.

2.2	Framework Agreements
Framework agreements are a growing method of procurement in the construction industry. Crown Commercial discuss framework agreements, stating that “Frameworks help public and third sector buyers to procure goods and services from a list of pre-approved supplies” (Crown Commercial, 2021). The aim of the agreement is to give the client easy access to supplier costs, whilst also promoting good working relationships between client and supplier due to assurances of consistent custom. 

There are various forms of framework agreements that are used throughout the construction industry. Clients can have agreements with various suppliers but are also able to enter into an agreement with a single supplier. 
Frameworks under the Public Contracts Regulations 2015, only require a minimum of two suppliers (Legislation.gov.uk, 2015).
The most common framework agreements in South Wales involve public sector organisations like the National Health Service (NHS) and local councils. The NHS have an extensive portfolio of framework agreements, enabling them to gain access to the market whilst staying in line with the Public Contract Regulations. 

Since the introduction of Framework Agreements, extensive research has been completed, with the objective of understanding the benefits and risks of using them. The incentives behind signing framework agreements have been a major point of discussion within the studies on this topic. 

Giosa examines the framework agreements association with the procurement law, highlighting the aim to eliminate corrupt activities that are completed during government procurement. (Giosa 2015). With standard tender procedures, with the aim of reducing overall project cost, there is a risk of the client misleading tender applicants by misrepresenting previous quotes provided. There is often favouritism within the construction industry, and it comes with huge risk to the client, as it can result in costs that affect future projects. (Tempest Company, 2009). The use of the framework agreement prevents the likeliness of any corrupt activities being committed.

There has been a range of research that examines how framework agreements can affect working relationships. Keeping a project team together following the completion of a project will result in continuous improvement over time (Constructing Excellence, ND). Having good and consistent working relationships will help to develop an understanding of how each party operates, resulting in a lower chance of a project going off track (Indeed, 2022). There are also risks associated with working with the same people consistently, as there can often be clashes of personalities where members of the team will have differing views on the direction of a project (Exacta Solutions, 2021). The framework agreement is designed to bring parties together to produce successful projects, but the success can often be hindered by strained relationships that have worsened over time. In many cases, projects have underperformed which has resulted in poor working relationships in the projects that followed.



2.3	Clients Framework Agreements
As a client involved in a framework agreement, it is often perceived that there is an ‘easy access’ to the market. The NHS discuss this being the case for them, claiming that the framework agreements they have in place are “easy to access and utilise and designed to ensure competitive pricing” (NHS, 2024). The idea of quick access to the market is important for businesses like the National Health Board as they are consistently updating and renewing their services. 
However, with the use of the same suppliers on a consistent basis, framework agreements can lead to clients depending too heavily on, or having unrealistic expectations of, their suppliers. If the suppliers all have problems with procurement, or resource issues it can impact the clients ability to meet requirements. (JD North America, 2023). Situations like this can dramatically impact organisations such as the NHS and therefore the risks of the framework agreements have to be considered. 

Framework agreements are sometimes worked on a rotational basis (Lifecycle, 2022). This is preferred by some clients as it removes the necessity to compare costs from various competitors, as is the case on standard framework. The only expectation on the client is to review the costs provided and potentially form an argument against the contractor if there are any discrepancies. The use of rotational frameworks can sometimes negatively impact a client as they are obligated to use the specific contractor who is next on the rotation, whereas the project in question could be more suited to another supplier within the rotation. 

Selective Travel discuss the main benefit to a client using a framework agreement is that “the tender process is completed for you” (Selective Travel, 2024). The process of creating a tender package and an invitation to tender is often an onerous activity for a client, as it is vital that every necessary item is included within them. Having suppliers on a framework provides the client an established route to request the selected supplier begins their role in a project as and when they are required.

Framework agreements can provide security to a client. Suppliers can only earn a place on a framework when that they have provided sufficient evidence that they have the ability to complete projects to an agreed standard. The agreement provides an assurance of the qualities and capabilities of a supplier (Crescent Purchasing Consortium, 2024). This is advantageous for the client, in comparison to standard procurement procedures, as they would normally have to issue pre-qualification questionnaires to any new suppliers. The client would also require proof of previous work completed, whereas using the framework they would already have access to this information. 

2.4	Suppliers Framework Agreements
Suppliers seek to get on to framework agreements with potential consistent work being the prime incentive. If a supplier successfully enters the framework, the reward is an increased chance of being awarded a contract from the client. 
However, a supplier entering a framework is not guaranteed consistent work, or any work at all. A supplier could use a great deal of time and resource preparing their best costs for a client, be rewarded with a place on the framework, but still end up without any actual projects. (360 Business Law, 2020). This can be particularly harmful to smaller businesses but the risk can sometimes be mitigated when framework agreements result in favourable and consistent work. 

Suppliers often see substantial benefits when placed on frameworks on rotation. The rotation provides suppliers stability through potential consistent work that would not be possible without the framework. Framework rotation does carry some significant risk. Projects issued to suppliers by the client can vary in size and cost. Due to their position on the rotation, he supplier could have poor fortune and consistently be placed on smaller projects, missing out on larger more prosperous projects.

Framework agreements provide a level of ‘predictability’ in contracting (Hall Ellis, ND). When entering a framework agreement, the supplier enters into the agreement with the client. The terms of the agreement and its requirements are known, removing the need for negotiating a new contract for each project. Forming and completing contracts can be a time consuming and costly activity for the supplier, making frequent work without the requirement of a new contract for each project a huge benefit to the supplier.

Framework agreements are often lacking transparency. Due to there being no requirement to publish what is happening under frameworks, it is difficult for suppliers outside of them to understand how they are working (Fiona Hunt, 2021). This presents a large risk to the suppliers entering the agreements as they will not necessarily have a good understanding of the procedure and the possibility of them not receiving any work on the back of entering the framework. 

Once a framework agreement is in place, it is difficult to make any adaptations to the contracts. The agreements can sometimes have a one-sided agenda which is often in favour of the client. Suppliers reduce their costs to be competitive enough for a place on a framework agreement, sometimes failing to consider and account for potential future projects that they will be working on. Tender Consultants discuss the benefit for the client, stating that “The client can ensure they get the best price from the successful supplier due to the competitive way in which the framework is awarded” (Tender Consultants, 2018). This situation occurs frequently under framework agreements, presenting a significant risk to suppliers if they do not exercise due diligence and caution with their rates.

Methodology

3.1	Research Approach
Research shows that secondary sources are generally produced by academics, only providing a brief background on framework agreements. To ensure that the aims and objectives of the research were met, it was important to gather information from parties involved in framework agreements. A sole case study would not produce enough evidence to prove or disprove this theory. The most productive and accurate possible method of obtaining opinions from primary sources was to provide them with a questionnaire. Questionnaires are favoured as they produce fast, accurate and efficient responses without the requirement of spending. (Cint, 2022) A mixture of qualitative data and quantitative data will be used to support this work. Qualitative data was used as it allowed the production of questions that are not as easy to convert into a numerical total, resulting in the ability to understand the experience of the people involved in the research. The qualitative data was collected by asking a variety of questions to people working on framework agreements. Within the questionnaire that was provided, there were various questions aiming to obtain their opinions on framework agreements. The questionnaire provided consisted of closed questions, to provide a higher accuracy of answer from the recipients. Questions like this were provided as the writer is working full time, limiting the time available to collect review data. The questionnaire was structured to make it clear to the recipient that there were no specific correct answers expected by the composer of the questionnaire. The work title was also withheld from the recipient of the questionnaire for the same reason. The questionnaire was first tested to assess the comprehension, then revised accordingly before it was sent out to be answered. The questionnaire had specific coding on it, which prevented anybody but the author having access to the personal details of the individual who had completed the questionnaire. There were various documents included within the email including the questionnaire that provided certainty of anonymity to the recipient. The questionnaire was sent to a wide variety of people working on construction projects involving framework agreements and on standard contracts. This provided access to opinions from buyers as well as suppliers. When sending the questionnaire, it was vital that the people that were in receipt of it could indirectly answer the question, ‘What are the advantages and disadvantages of using framework agreements?’. There were many questionnaires sent out, to negate the possibility that a percentage would not be returned. Sending a higher volume of questionnaires reduced the chances of having a low number of returns. The questionnaires sent out included a return date to allow the recipients to complete them in time. To encourage the return of the questionnaires, the writer followed up with email reminders. The projects that were questioned mainly involved the NHS and local councils and their contractors that are on their framework. The high volume of questionnaires returned provided a variety of useful information resulting in only two members from each area being interviewed.

3.2	Case Selection for Primary Research
There was a requirement for the writer to obtain opinions from the people working within framework agreements. There were two areas selected and a range of participants were questioned. Area A referenced a team that had worked together on various projects with the National Health Service (NHS). Area B was a team that had worked on a few projects with the local council. The difference in areas enabled the comparison between high value contracts and lower valued contracts. 

3.3 	Summary of Case Study
A range of participants from each area were questioned. Both areas had worked under framework agreements within South Wales. Area A targeted suppliers and clients working multi-million-pound scheme where the suppliers involved were directly appointed on a rotation. Area B was a targeted suppliers and clients on schemes where the subcontractors on the framework had to compete against each other to be awarded a contract.

The participants involved in Area A have all been involved in the rotation system within their framework for over 10 years, with their current project anticipated to last a year and a half. The participants from Area B have only been involved in framework agreements for a few years. 

Area A works using a simple rotation framework agreement. The client has a set of projects that are being considered and the order in which they must be completed. These projects are then given to the supplier if they produce acceptable costs. The client often has a rough estimate of the expected costs, so if they are met or similar, the project will be awarded.

Area B is a more complex form of a framework agreement. The council propose an idea for a project, which is then sent out to the suppliers on their framework. The suppliers then must produce competitive costs in an attempt to win the project. There will be some costs that were previously agreed to earn a place on the framework, but the other costs within their tender are all to be compared with other bidders.

3.4	Data Collection and Analysis Technique
The qualitative data was collected by contacting people working within framework agreements and requesting their opinions on them. The questions asked in the questionnaire indirectly ask about the benefits and risks of framework agreements. The questions specifically ask the recipients what their views on framework agreements are. 

The questionnaire provided consists of five questions. The first two questions aim to understand the role of the participant and their experience within the area. 

[bookmark: _Hlk164863436]Question three examines whether people agree with the statement that ‘Framework agreements are largely beneficial to suppliers and buyers within the construction industry’. The use of this statement is vital as it forms the basis of this work. The question was split into two sections to understand the opinions on the members that benefit most from framework agreements.

Question Four views the aspects of framework agreements in an attempt to understand the feelings about the success and issues that they bring.

Question five aims to understand the views of the people that have worked within framework agreements and standard procurement procedures. The question had certain aspects of projects and an option for either framework agreements or standard procurement. They were required to decide which of the two types provides the better output from a selection of items.

Finally, question six aims to gauge the success that the participants have achieved by using framework agreements. There is limited information from secondary sources so the group of questions asked will provide data that would not have been available previously. 

3.5	Questionnaire Participant Selection Strategy
The questionnaires produced were sent to a range of people that are involved with each project. To answer the question “are framework agreements the most beneficial agreements in the construction industry?” it is vital that the correct audience is addressed. When selecting the recipients, it is crucial that the most knowledgeable people from the projects are selected. Directors, contract managers, project managers, quantity surveyors and site managers have a valuable understanding on their projects and will be able to provide a good insight into the impact of using framework agreements. Twenty questionnaires were sent via email, which were checked up on by the author consistently to improve the likeliness of receiving a return. The returns provided an understanding of the views of the people at the centre of framework agreements. Most questions within the questionnaire only allowed for a short explanation from the recipients. Due to this, upon receipt of the completed questionnaires, the writer arranged interviews with some of the participants that would have better insight than the others. The interviews were structured to ensure that comparisons in opinions would be completed with more ease. For Project A there were two people interviewed, which were the client and the main contractor’s quantity surveyor. Project B also had interviews for two people, which were the client and the cost manager for the mechanical package. These interviews provided a range of opinions and allowed comparisons to be made. 

3.6	Summary
Through the interviews and questionnaires completed, both qualitative and quantitative data has been collected. All information within the questionnaires and interviews was structured to ensure an easier analysis while addressing the aims and objectives of this work. Two areas of the South Wales construction industry were selected to be examined within this work. From these areas, various people involved in the were asked to complete the questionnaires.

Area A represents a group working under a rotational framework agreement while Area B represents a group working within a standard framework agreement. Area A still uses their rotational framework system and Area B still uses their standard agreement. Area B is considering the option of removing their framework systems and proceeding with standard procurement methods for their future projects upon the completion of their framework agreements. 
The questionnaires and interviews provided supportive data, creating the ability to analyse them by hand and by using SPSS to test the hypothesis. All results from the questionnaires and interviews will be detailed within the next section. 

Findings
4.1	Introduction
Twenty questionnaires were distributed, with a 80% return rate. The successful return rate was achieved by chasing up the questionnaires frequently. 10 out of 12 of the questionnaires were completed by participants working in Area A while only 6 out of 8 were completed by participants working in Area B. There were less questionnaires sent out to participants in Area B as they are smaller projects with less personnel in comparison to those in Area A. 

A lot of important data was produced using the questionnaire, which can be found below.

4.2	Question 1
Question 1 queried their role within the construction industry.
	Role
	Area A
	Area B
	Total

	Client
	2
	1
	3

	Supplier Director
	3
	2
	5

	Contract Manager
	1
	1
	2

	Project Manager
	1
	0
	1

	Quantity Surveyor
	2
	1
	3

	Site Manager
	1
	1
	2



Every participant questioned has a heavy involvement in framework agreements so were able to produce valuable answers to the questions.

4.3	Question 2
Question 2 was to gain an understanding of their experience of working in framework agreements.
	Area
	>1 year
	1–3 Years
	4–6 Years
	7-9 Years
	10+ Years

	A
	1
	1
	3
	1
	4

	B
	2
	3
	1
	0
	0

	Total
	3
	4
	4
	1
	4



The range of participants involved in the questionnaire provided a better insight into how experience within framework agreements can affect the views upon them. 

4.4	Question 3
[bookmark: _Hlk164897068]Question 3 was directed to understand the participants opinion on the statement ‘framework agreements are largely beneficial to suppliers and buyers within the construction industry’

The following results were obtained:
	[bookmark: _Hlk164897109]
  Area
	
Feedback
	Suppliers
	        Buyers

	A
	Agree
	6
	6

	
	Disagree
	3
	2

	
	Dependent on project
	1
	2

	B
	Agree
	4
	5

	
	Disagree
	2
	1

	
	Dependent on project
	0
	0



From the table it is evident that the participants generally agree with the statement above. There was a strong view from most participants that framework agreements are beneficial for all members of a project. 

4.5	Question 4
The participants were asked to rank the elements of the framework agreements, with an objective of understanding their ranking of importance of the aspects that produce the most risk and success. Each area had a different number of respondents, so the area rankings were averaged to get a definitive average ranking.
	[bookmark: _Hlk164869431]Area
	Total Ranking Score

	
	Frequent Work
	Profit
	Good Working Relatinships
	Goodwill and Trust
	Good Final Product

	A
	3.2
	3.3
	2.8
	3.9
	1.9

	B
	4
	2.5
	2.66
	4
	1.83

	Total
	3.6
	2.9
	2.73
	3.95
	1.87



The smaller the total, the more important the factor. The results ranked by priority are: 
Good final product
Good working relationships
Profit
Frequent work
Goodwill and trust

Area A and Area B had a difference in ranks of importance which will be discussed in the next section of this work.

4.6	Question 5
The participants were asked to choose which form of procurement was more beneficial for certain aspects of a project.

The following results were obtained. 
	Area
	Total 

	
	Equal opportunity to price works
	More profitable
	Forms better working relationships
	More frequent projects
	Better finished product

	A (Framework)
	2
	6
	8
	5
	4

	A (Standard Procurement)
	8
	4
	2
	5
	6

	B (Framework)
	5
	3
	6
	3
	5

	B (Standard Procurement)
	5
	7
	4
	7
	5



There are some significant differences in the rankings between area A and area B, which will be discussed in the next section.

4.7	Question 6
The recipients were questioned on how many of the projects that they were involved in, that they would deem successful. They were asked to provide a percentage for framework agreements and another for standard procurement. The table below shows the results gathered.

	[bookmark: _Hlk164897358]Area
	All
	Most
	Some
	None

	A - Framework
	70%
	25%
	5%
	0%

	A – Standard 
	50%
	35%
	15%
	0%

	B – Framework
	50%
	16.66%
	16.66%
	16.68%

	B - Standard
	60%
	40%
	0%
	0%



From the table it is evident which projects each area of people find more successful when they are involved. The comparisons between each area will be discussed in the next section.


4.8	Interviews
The interview questions can be found in appendix 1 (page 21). The transcripts from the interviews can be found in appendix 2 (page 22). A summary of the interviews is provided here.

Each role will have a different perspective on this topic so it is important to understand that when taking their views.

Project A						Project B
7001 – Client						7011 - Client
7002 – Supplier Quantity Surveyor		7012 – Mechanical Director

Project A
1) [bookmark: _Hlk164879298]What would you say is the biggest difference between standard procurement procedures and framework agreements?
7001 – Direct access to suppliers…
7002 – Continuous work with a good client…

The views provided were in support of the use of framework agreements but offered the information from the supplier quantity surveyor revealed small issues with using framework agreements.

2) [bookmark: _Hlk164879438]Please could you expand on your answer to question 5 regarding the profit on each type of contract?
7001 – Suppliers on the framework are provided with good overheads and profit percentages…
7002 – Depends… more room for profit on standard procurement.

The views from the client and the project quantity surveyor were evidently going to be quite different. Both were happy with the financial side of using framework agreements, but understood that standard procurement allows a higher chance to create profit.

3) Are working relationships better working within framework agreements instead of standard procurement?
7001 – Yes, due to working on many projects with the same team…
7002 – More often than not…

Both participants agreed that framework agreements make for good working relationships.

4) [bookmark: _Hlk164879928]Do framework agreements produce better end products than standard procurements?
7001 – Yes, the projects are often successful…
7002 – The project team ensures that accurate information is provided, resulting in a better finish…

The general understanding from both parties is that the end product is better when working on a framework as the project team have a good understanding of each other.

5) [bookmark: _Hlk164880200]Do framework agreements always work?
7001 – Yes, the projects completed have been successful and good value…
7002 – There have been projects where we have lost money due to design issues…

There is a contrast in views from both participants, as the client often has low risk in comparison to the quantity surveyor.

6) Does your involvement in framework agreements meet your expectations?
7001 – Yes, we have a steady flow of suppliers that complete work for us
7002 – Yes, the rotation scheme works… but we have missed out on some large projects by chance…

Both participants understand the framework and their roles within it. The quantity surveyor is generally happy working within framework agreements but knows the faults that are out of their control.


Project B
1) What would you say is the biggest difference between standard procurement procedures and framework agreements?
7011 – Easier to access suppliers and their costs…
7012 – Less time required to tender projects as the rates are already in place…

Both participants understand the quick process that being on a framework provides.

2) Please could you expand on your answer to question 5 regarding the profit on each type of contract?
7011 – The suppliers on the framework have agreed rates which they used to get on to the framework, so they should be making a profit…
7012 – When attempting to earn a place on the framework, we tried to make our costs competitive, but the costs have inflated since…

There are mixed views from both participants as the client is unable to understand the affect the framework rates is having on the subcontractor.

3) Are working relationships better working within framework agreements instead of standard procurement?
7011 – We have a good working relationship with some suppliers due to consistent work…
7012 – We have a moderate working relationship with the client, we are not always given work, so it has been hard to build one…

Both participants understand that if they were working together more frequently, there would be a better relationship between them.

4) Do framework agreements produce better end products than standard procurements?
7011 – There has been a slight decrease in quality since the conversion to using frameworks as we have limited our supply pool… but the work has still been to an acceptable standard…
7012 – We ensure that our finished product is the same standard, to ensure the businesses reputation is held to a high standard

Both participants agree that the work completed is continuously to a good standard. The client understands that their choice to limit the supply pool has resulted in less opportunity to use a range of suppliers.

5) Do framework agreements always work?
7011 – We have had mixed results from our framework projects…
7012 – We are happy working within the framework, but wish we had improved our rates to ensure profit…

Both participants believe that there is room for improvement in their framework agreement.

6) Does your involvement in framework agreements meet your expectations?
7011 – Yes, we have a good access to costs and reliable suppliers…
7012 – We are happy with the projects that we have been given, but we are hoping to receive more work in the near future.

The participants are pleased with their involvement in framework agreements but have hopes to achieve more within them on future schemes.

4.9	Conclusion
The questionnaires sampled a range of people, specifically in Area A. The interviews provided a good insight into the views of people working within framework agreements. Most of the questions within the questionnaire provided a good detail on the views. 

The participants from Area A were generally more content with their place on the framework agreements, with Area B presenting an idea of discontent. Area B did agree that framework agreements can be beneficial but understood that their methods in general were not as supportive as they could be.

The interviews assisted in gaining valuable data. Area A’s interviewees had a view that framework agreements were the best method of procurement in construction. They believe that the rotational framework system should be used across all projects due to the range of benefits to both suppliers and buyers. The client interviewed understood the value of the framework and its benefits. The client involved in rotational framework agreements faces little to no risk on their projects. The supplier’s quantity surveyor presented a few ideas on the issues that are involved in framework agreements. However, they realise the success that can be achieved working within them.

Area B had a mixed opinion on framework agreements. The mechanical director that was questioned had many concerns surrounding the framework agreement that they had been placed on but understood that framework agreements in general can be largely beneficial. The client interviewed had a good understanding and positive opinion on framework agreements, with the ease of access to suppliers being the main benefit stated.

Conclusion
5.1	Introduction
The aim of the report was to test the hypothesis ‘Framework agreements are largely beneficial to suppliers and buyers within the construction industry in South Wales’.

To achieve this aim, definitions of frameworks and the different uses were provided. The secondary research provided an external view on framework agreements, examining the benefits and risks associated with them. These sources only provided a general background of information to answer the hypothesis. In order to gain the appropriate data, primary research was completed using interviews and questionnaires.
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Appendices

Appendix One

Dear Sirs,

I am completing a HND in Quantity Surveying at the University of Wales Trinity Saint David. My report is about the use of frameworks in comparison to standard procurement procedures. This email has been sent to you in the hopes that you would be kind enough to help me with my research by completing the below questionnaire.
If you are to complete the questionnaire, please could you use an X to mark any selection where there is an option provided.
If requested, participants can receive the results of this survey.
Please note: Each survey has been marked with a different number so only I am aware of the parties that respond. No names are to be included within the final report with the report only being held by the university.
If there are any queries regarding this survey, please do not hesitate to contact me.

Many thanks & Kind regards,
Joshua Hughes




	Please tick the appropriate box to indicate your involvement in the construction industry.


	Client
	
	Project
Quantity Surveyor

	
	
	

	Contract Manager
	
	Supplier

	
	
	

	Other
	
	Please state title








	
How many years have you been involved in framework agreements?


	>1 year
	
	1 -3 Years

	
	
	

	4 - 6 Years
	
	7 - 9 Years

	
	
	

	10+ Years
	
	




Do you agree or disagree with the following statement: ‘framework agreements are       largely beneficial to suppliers and buyers within the construction industry’
	
Feedback
	Suppliers
	        Buyers

	Agree
	
	

	Disagree
	
	

	Dependent on project
	
	



Please rank the order in which you believe is the most important in a project, from 1-5:
	Ranked 1-5

	Frequent Work
	Profit
	Good Working Relatinships
	Goodwill and Trust
	Good Final Product

	
	
	
	
	



Please could you confirm your believed success rate from framework agreements and standard procurement agreements as a percentage below:
	
	All
	Most
	Some
	None

	A - Framework
	
	
	
	

	A – Standard 
	
	
	
	




Appendix Two

Interview Transcripts

Interview Questions 

1) What would you say is the biggest difference between standard procurement procedures and framework agreements?
2) Please could you expand on your answer to question 5 regarding the profit on each type of contract?
3) Are working relationships better working within framework agreements instead of standard procurement?
4) Do framework agreements produce better end products than standard procurements?
5) Do framework agreements always work?
6) Does your involvement in framework agreements meet your expectations?

Area A 

Client – 7001

1) The biggest difference between the projects in my opinion is the access to suppliers. When I have worked using standard procurement methods, it is was sometimes difficult to receive costs for certain aspects of work. It was then even harder to get the supplier to visit site to complete the works.

2) When attempting to join the framework, the suppliers present their own rates that we look at and decide if they are acceptable. We have identified each supplier on our framework as acceptable as we are happy with their costs. They submit their own overheads and profits margins before entering the framework, so they should be satisfied with their financial situation.

3) Yes, I believe that the framework provides a good platform for a strong working relationship. Us and our suppliers have worked on a range of projects together so all know the way one another work. Working on many projects together has ensured a good partnership.

4) Yes, our projects under the framework agreements have bee very successful. The end user is always happy with the results. When we have suppliers on the framework, the work is completed to the best of their ability. The suppliers know that there will be future projects on rotation so attempt to ensure that the work completed is to a high standard.

5) When we have worked using framework agreements the projects have been successful and had a good value return. The framework rates are agreed prior to any supplier starting work with us, so we have the ability to select from suppliers that have rates that we find acceptable.

6) I would say so… we have a steady flow of suppliers completing work for us on a rotation. If a certain supplier is unavailable on the rotation, we are able to offer it to another. The framework agreements provide a security as we have many suppliers ready to assist when required.


Supplier Quantity Surveyor – 7002

Area B 

1) The framework agreement enables us to work closely with a good client. When we are working under standard procurement procedures we have a range of clients that we work with and the projects are few and far between.

2) In my opinion it depends. We have had some good profitable projects on the framework, but due to our agreed rates there is a risk of us not making any money. Working on standard procurement projects allows more room for us to make profit as we are not tied to any specific rates. The framework agreements we are on do provide us with more frequent work but are much less profitable.

3) Yes, more often than not our working relationships are better when using framework agreements.  Working with the same project team has led to us developing an understanding of how each other work. The only issue is that on occasions we have had clashes of personalities with the client, resulting in the problems on site not being resorted as easily as they could be.

4) The project team on framework agreements work together often so have a good understanding when designing the works. This results in producing more accurate information, resulting in a better finish. We ensure that our performance is at a high standard on every project, but it is sometimes hard to do when working with new clients with poor designs.

5) Framework agreements in general work, and produce the results expected by each party. There have been projects where we have lost money due to changes in design throughout the projects.

6) Yes, I think the rotation scheme works as it provides continuous work with a good client. It is good being on the framework but we have missed out on some large projects due to our position in the rotation. We knew this would be the case when we entered the framework but we wish we could work on larger projects in the future.


Client – 7011

1) There is easier access to suppliers and their costs with the framework agreements. We are able to request costs from a few suppliers whenever we need them whereas using standard procurement, we are not guaranteed any costs back.
.
2) The suppliers that we have on the framework have agreed rates which they used to get on the framework, so they should be making a profit from it.

3) We have a good relationship with some of our suppliers due to us consistently working with them. There are a few suppliers on the framework that we haven’t used yet, but from previous meetings we have had good conversations.

4) There has been a slight decrease in quality since the conversion to using frameworks as we have limited our supply pool. Previously we has the ability to request costs from various suppliers until we were happy with them. Although there has been a slight decrease, the work being completed is to an acceptable standard.

5) As mentioned before, there has been a slight decrease in standards. We have had mixed results from our framework projects, but in general the work is completed on time and to a standard we are pleases with.

6) Yes, we have a good access to costs and reliable supplier. Using the framework has provided fast quote returns and has made it easier to get suppliers to the site.


Mechanical Director - 7012

1) There is less time required for us to tender projects as most of the rates are already in place due to the framework.

2) When attempting to earn a place on the framework, we tried to make our costs competitive but the costs have inflated since. This has caused us to not be making as much profit as we need from the project.

3) We have a moderate working relationship with the client. We aren’t always receiving work so it has been hard to form one. Our meetings have been good which has earned us our place but we haven’t completed many projects together.

4) We ensure that our finished product is the same regardless of what project it is on. We have regular meetings with clients to see if they are pleased with our fittings to ensure the business is held to a high standard.

5) We are happy working within the framework but we wish we had improved our rates to ensure profit. We are aware of the issues on our framework but knew some of the risks when entering it.

6) We are happy with the projects that we have been given, but we are hoping to receive more work in the future. When we got our place on the framework, we thought that we would be having work with the client on a more consistent basis.
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