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The Invitation
We invite you to bid in this competition for Quality Assurance and Testing for IT Systems (RM3810). Our invitation to tender (ITT) is in four parts. This is the first part. The other three parts are:
	The Buyer Needs
	– Everything you need to know about ‘the deal’.

	CCS Needs
	– The competition rules, obligations and rights, plus the 
   framework agreement (agreement). 

	Your Offer
	– The document you complete as your bid.



Your Offer
Part 1 - CCS eSourcing Suite Questions
Part 2 - Standard Selection Questionnaire
Part I
Part II
Part III
Part 3 – Award Stage

The Buyer Needs
1. Introduction
    Buyer needs statement
    The current situation
    The opportunity
2. Specification
    Our priorities
    Scope
    Metrics	
3. Call-Off Contract
    RM3810 Call-Off Contract
    Call-Off Procedure
 
	

CCS Needs
Part A – The competition
   What you can expect from us
   What we expect from you
   Our rights
   General

Part B – The framework agreement
Making the agreement work









						
	



In addition, you will need to review our standard terms and conditions on the web. 


In this part we explain:
1. What ’we’ and ‘you’ means
2. Who can bid
3. How to bid
4. How our buyers will buy the goods and or services
5. When and how to ask questions
6. Timelines for the competition
Make sure you read the guidance, information and instructions that we provide – they are there to help you make your best bid.
We hope everything is clear – tell us if it’s not (see 5. When and how to ask questions). 

1. What ’we’ and ‘you’ means
When we use “CCS”, “we”, “us” or “our” we mean Crown Commercial Service;
We are the central purchasing body which procures common goods and services for central government departments and the wider public sector. 
The Public Contracts Regulations 2015 regulate how we buy. This means that we and you have to follow processes that are fair, transparent and equitable for all bidders.
When we use “you” or “your” we mean your organisation, or the organisation you represent, in this competition.
When we use “buyer”, we mean the departments using the agreement to buy your services.

2. Who can bid
We are running this competition using the ‘open procedure’. This means that anyone can submit a bid in response to the published contract notice.
You can submit a bid as a single legal entity. Alternatively, you can choose one or both of the following options:
i) You can decide to work together with other legal entities to form a consortium. If you do, we ask the consortium to choose a lead member who will submit the bid on behalf of the consortium.
ii) You can bid with named sub-contractors to deliver certain parts of the requirements. This applies whether you are bidding as a single legal entity or as a consortium.
If you are using either of these options, you will have to identify what each of the parties is contributing to the bid (in your Selection Questionnaire Responses – See Your Offer).
We recognise that plans in relation to sub-contracting or a consortium may be subject to change up to contract award. You must tell us about any changes to these plans as soon as you become aware of them.

3. How to bid
After you have read this invitation, read ‘The Buyer Needs’ next. It explains what we want, so that you can:
· Decide whether this competition is right for you
· Make your best bid
· Deliver what the buyers need.
Then read ‘CCS Needs’. It explains the commitments on both sides when you work with us in this competition. 
Finally, you need to complete ‘Your Offer’ to create your best bid, which explains how your bid will be assessed.
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4. How our buyers will buy the goods and or services
The bidders who are successful in the competition will have to sign an agreement with us. They will then become suppliers. The terms of the agreement are not negotiable under the open procedure. 
One of the schedules to the agreement is the Call-Off Contract – this will be the contract between you and the Buyer, if you are successful in winning a Call-Off Contract. You and the Buyer will need to complete and sign this before any work can start.
This visual shows the contractual relationships between you, the buyers and us: Your Call-Off Contracts
Your Call-Off Contracts
Your Call-Off Contracts


Our agreement



Contract management




As you can see in the visual above, if you are successful in this competition you will have commitments to us for the life of the agreement, as well as to buyers who award Call-Offs. We will manage performance at agreement level. The agreement commitments are explained in ‘CCS Needs’ and the agreement. 
Each buyer will manage their Call-Off Contract. The Call-Off commitments are explained in ‘The Buyer Needs’ and the Call-Off Contract.

5. When and how to ask questions
We hope everything is clear to you when you have read all our guidance, information and instructions. 
If you do have questions, you need to ask them as soon as possible after the Start Date. This is because we have set a deadline for submitting questions (the Bid Questions Deadline). This will give you the chance to check that you understand everything before you submit your bid. All the important dates are set out in the timetable in the next section.
You need to send your questions through the eSourcing Suite. This is the only way we can communicate with bidders. Try to ensure your question is specific and clear. Do not include your identity in the question. This is because we publish all the questions and our responses to all bidders. 
If you feel that a particular question should not be published, you must tell us why when you ask the question. We will decide whether or not to publish the question and response.
We will also run a clarification webinar where you can have the opportunity to ask clarification questions “in the moment”. All questions and answers will be published on the eSourcing suite.
Remember that you can ask us questions about the agreement and Call-Off Contract but please do not attempt to ‘negotiate’ the terms. All awards will be made under identical terms.



6. Timelines for the competition
Below are our intended timelines for this competition. We will try to achieve these but, for a range of reasons, dates can change as the competition progresses. We will tell you if and when timelines change:
	Start Date (this is the date the OJEU Contract Notice is sent for publication)
	25/11/2016

	Bidder Clarification Webinar – Briefing and Q&A
	06/12/2016

	Bid Questions Deadline
	23:59 16/12/2016

	Deadline for our responses to questions
	23:59 23/12/2016

	Bid submission deadline
	12:00 06/01/2017

	Issue of intention to award notices to successful and unsuccessful bidders
	w/c 13/03/2017

	End of mandatory standstill period
	w/c 27/03/2017

	Agreement start date
	w/c 27/03/2017



Thank you for reading this through. We recommend you read ‘The Buyer Needs’ next.

You


Buyers


Us












image2.png
I
Access the bid } Your bid is Provide
pack and complete Submit your g evaluated and if services
some quick yes/no MV ST suecessfulyouwill —
questions 21 be sent an nee
| signed,
gl agreement to sign i
L4 you're good
: } to gol

%
X Submit your SQ, b
Create/ Update Remembering to aking note of 0 Continue to updste your Copy over
& yourSIDAGOV __ upload any your SQ reference. §! documents in SIDAGOV as and your Qand
9 profile and supporting Shars the SQ with ) when required/as they expire update the
\QV complete standard documents toyour g ool 3| details when
) Selection profile. sub-contractor(s) il bidding for
Questionnairs (SQ) &l new work
31

Provide Award
Stage information
such as your SQ
Reference, day
rates, bidding
locations, Lot
information, etc.

Bidcloses:

~Bid closes-

d closes

2 Buyers running competitions will access your
H details via your ‘Profile ID’ and any Q.

B references.

H

: You will need to provide this in order to enable

them to seeit.

This information may be used to validate your
bids for competitions.




image1.png
Crown
Commercial
Service




