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1.0
Purpose

1.1 The purpose of this Evaluation Strategy is to:

· Record the overall approach to the appraisal (i.e. the evaluation process and scoring methodology) of Tenders.

· Ensure consistency with the EU Regulations (PCR 2015) as applicable.
· Provide a baseline against which all other evaluation documentation (i.e. Guidance for Evaluators and Evaluation Report) can be measured.
· Provide assurance to the Senior Responsible Officer (Proc Team NI Army Commercial, Thiepval Bks) that the process is fair, transparent, equitable and able to deliver its objectives.

1.2
Formal approval of this strategy from the Senior Responsible Officer has now been received.
2.0
Background
2.1 The proposed new Contract is required to replace a Contract (ARMYHQ4/00014) for these services which expires on 31 December 2016.
2.2
This new Contract is for the provision of Counselling Services within the 38 Bde AOR with a proposed start date of 1st January 2017. The Contract will run until 31st December 2019. The option to extend the contract for a further year is not included.
2.3
The intended pricing basis of the tender requirement is to seek FIRM (and not subject to variation) prices. This is to facilitate greater predictability in terms of cost control and budgeting. The contract value is set by a limit of liability.
2.4
The procurement strategy for this Contract requirement has been subject to approval from AWS, 38 Bde.
3.0
Procurement Strategy
3.1
The requirement has been identified by the CPV code (85312320-8) as a ‘Light Touch Regime’ (Health, Social & Related Services) under Schedule 3 of the PCR 2015 (as amended). The requirement is below the threshold applicable to a Light Touch Regime (equal or greater than EUR 750000) therefore a more limited application of PCR’s applies. MoD policy mandates that the acquisition is subject to competitive procurement. As a result the requirement is being procured using a ‘restricted’ tendering format following an advertisement placed in the Defence Contracts Online and Contracts Finder. The requirement will be administered using the ASPECT e-Procurement management tool.
3.2
The Authority will receive compliance declarations from potential providers which detailed minimum standards of technical or professional ability and economic and financial standing from the DCO Advert & DPQQ/SAQ. All those potential providers who completed the declaration following submission of an Expression of Interest have been issued with the ITT.
3.3
The current outline timetable for the tendering process is as follows:
	Task Description

	Time Period

	Submission of advertisement via Defence Contracts On-line/Contracts Finder
	16 March 2016

	Closing date for Expressions of Interest
	15 April 2016

	Issue of Tender documentation
	22 April 2016

	Return of Tenders
	25 May 2016

	Evaluation of Tenders (to include JET)
	30 May – 10 June 2016

	Issue of Contract Award Decision Notice/Commencement of Standstill Period
	13 June 2016

	Contract Entry Notice
	23 June 2016

	Lead-in (if applicable)
	July – December 2016

	Contract Start
	01 Jan 17

	Expiry
	31 Dec 19


4.0
Evaluation Strategy and Methodology
4.1
It is proposed that any Contract placed will be awarded on the basis of MEAT (Most Economically Advantageous Tender). Tenders will be scored on both price and quality aspects.
4.2
The ‘high level’ award criteria are to be apportioned as follows:
· 60% quality/technical

· 40% price/commercial
4.3
The ‘low level’ award ‘sub-criteria’ for quality/technical are to be apportioned as follows:
· Service delivery and operational management – 40

· Contract management – 20

· Performance management – 20

· Exit management – 10

· Clinical Governance – 10 

4.4
Evaluation of quality – 60 ‘points’ will be allocated to the bidder who achieves the highest number of quality ‘marks’. Subsequent points will then be awarded to the remaining bidders based on their quality marks as a percentage of the highest quality marks. These points are subsequently converted to a quality score to reflect that this carries 60% of the total score. A minimum compliance ‘hurdle rate’ for the quality/technical marks will be set at 300 (or above) out of a possible 500. Bidders who fail to achieve this target will automatically be excluded from the remainder of the evaluation process.
4.5
Evaluation of price – 40 ‘points’ will be allocated to the bidder who submits the lowest total price in accordance with the pricing construct detailed at Schedule 2. The lowest total price will be calculated using the estimated list of requirements (Annex A to Schedule 2/Pricing Schedule) using the following methodology:

· Tenderers sessional rate multiplied by the number of clients, multiplied by the average number of counselling sessions for each year (3 years).

· Please note that this evaluation calculation will not be the value of the contract. This is an Enabling Contract (Framework Agreement), with the contract value set as a limit of liability.

· Subsequent points will then be awarded to the remaining bidders based on their total price as a percentage of the lowest total price. This calculation is subsequently converted to a price score to reflect that this carries 40% of the total score.
· As this is an Enabling Contract (Framework Agreement) it is not subject to a minimum order quantity.

4.6
Contract award is then made on the basis of the tender that has attained the highest points score once Price and Quality aspects have been combined. A worked example is at Annex C.
4.7
If the situation arises whereby 2 or more bids are equally scored at the completion of the evaluation, the award decision shall be based on the tender with the higher quality points score.
4.8
The scoring matrix to be used in this exercise is as detailed at Annex A.
4.9
The quality/technical Requirements of Response is as detailed at Annex B. Evaluation of these aspects will be based primarily on the production of method statements by the bidders. It is intended that these method statements will subsequently form part of the final Contract document.
4.10
Terms and Conditions – Standardised Contracting (SC3) conditions are being used, these are non-negotiable. This will be a ‘tender compliancy’ issue (i.e. Pass/Fail). A bidder’s tender will be deemed ‘non-compliant’ and therefore excluded from the remainder of the evaluation process if marked as a ‘Fail’ on this aspect.
4.11
Variant Bids – It has been agreed that variant bids will not be accepted as part of the tendering process.

5.0
Evaluation Process
5.1
Before the evaluation process commences, a Confidentiality and Conflict of Interest Statement will be signed by all persons involved in the evaluation of bids.

5.2
Bidders will be required to provide mandatory information as part of their tender response. Failure to provide this information will result in automatic exclusion from the process.

5.3
The qualitative evaluation by Authority’s SME will be undertaken independently without sight of pricing information. Qualitative includes, but is not restricted to, technical, delivery and quality aspects. Guidance for evaluators will be available in order to assist them in their assessment and scoring of bidder responses.
5.4
The commercial evaluation will be undertaken by Proc Team NI Army Commercial, Thiepval Bks. Commercial includes, but is not restricted to, price, cost, risk and legal aspects.
5.5
On completion of the process, a combined evaluation will be undertaken by a Tender Assessment Panel (TAP)/Joint Evaluation Team (JET) to select the best VFM solution. This will include a final review of the scores, including the use of moderation and consensus where appropriate, and agreement on a recommendation to be presented to the Senior Responsible Officer. The over-riding principles governing the recommendation shall include, but not be limited to:
· Assurance that a quality service will be provided.

· Risk is minimised.

· The proposal is affordable and represents best VFM.

5.6
A bidder’s ability or inability to meet these principles will be reflected in their overall evaluation score and ultimately impacts on whether the TAP/JET recommends them to be awarded a Contract.
6.0
Evaluation Phases
6.1
It is intended to make use of an ‘intermediate’ down-select as part of the evaluation process for this requirement.
6.2
The evaluation ‘phases’ for this requirement will be as follows:
· Phase 1 – Compliance Check. Upon receipt, tenders will be checked for completeness and compliance in accordance with the instructions issued in the Invitation to Tender. Should a bidder not provide a positive response to any of the requirements, or alternatively provide a detailed justification, as to why a positive response cannot be given, the Authority reserves the right to either exclude the bidder from the evaluation process or, at its discretion, seek clarification. In the case of the latter, a failure by the bidder to provide a satisfactory response within the deadline specified in the request for clarification will result in disqualification from the evaluation process.
· Phase 2 – Mandatory Requirements. A nil response to any of the mandatory requirements will result in automatic disqualification from the evaluation process.
· Phase 3 – Compliance with Terms and Conditions. Refer to 4.10 above.

· Phase 4 – Technical Evaluation. Refer to 4.4 above.

· Phase 5 – Commercial Evaluation. Refer to 4.5 above.

· Phase 6 – JET Meeting. Refer to 5.5 above.

· Phase 7 – Evaluation Report and Recommendation. Refer to 6.3 below.

· Phase 8 – Approvals. Refer to 5.5 and 5.6 above.

6.3
A full Evaluation Report will be produced for this procurement exercise. This report shall document the reasons why, where applicable, a tender is deemed successful/unsuccessful. It shall also be of sufficient detail so as to support a de-briefing where requested by an unsuccessful bidder.
6.4
The end of the Evaluation Report will contain a template for signatory approval of the recommendations.
7.0
Scoring and Weighting Methodology
7.1
It is intended to adopt the following scoring and weighting methodology for this procurement exercise:

	Assessment
	Score
	Interpretation/Rationale


	Excellent


	5
	Exceeds the requirement. Exceptional demonstration by the bidder of the relevant ability, understanding, experience, skills, resources & quality measures required to provide the services. The response identifies factors that will offer potential added value, with evidence to support the response.



	Good


	4
	Satisfies the requirement with minor additional benefits. Above average demonstration by the bidder of the relevant ability, understanding, experience, skills, resources & quality measures required to provide the services. The response identifies factors that will offer potential added value, with evidence to support the response.



	Acceptable


	3
	Satisfies the requirement. Demonstration by the bidder of the relevant ability, understanding, experience, skills, resources & quality measures required to provide the services, with evidence to support the response.



	Minor Reservations


	2
	Some minor reservations of the bidder’s relevant ability, understanding, experience, skills, resources and quality measures required to provide the services, with little or no evidence to support the response.



	Serious Reservations


	1
	Major reservations of the bidder’s relevant ability, understanding, experience, skills, resources and quality measures required to provide the services, with little or no evidence to support the response.



	Unacceptable


	0
	Does not meet the requirement. Does not comply and/or insufficient information provided to demonstrate that the bidder has the ability, understanding, experience, skills, resources & quality measures required to provide the services, with little or no evidence to support the response.




N.B.
The allocation of ½ marks will not be permitted.
	Quality/Technical ‘sub-criteria’
	Weighting
	Maximum Marks
(scale of 0-5)

	Service delivery and operational management


	40
	200

	Contract management


	20
	100

	Performance Management


	20
	100

	Exit Management


	10
	50

	Clinical Governance 


	10
	50

	Maximum ‘technical’ marks available


	500




8.0
Bidder Communications
8.1
In order to ensure equality of treatment for Bidders, the Authority shall publish any questions or clarifications raised by Bidders together with the Authority’s response(s) (but not the source of the questions) to all participants.

8.2
Bidders will be required to indicate if a query is of a commercially sensitive nature – where disclosure of such query and the answer would or would be likely to prejudice its commercial interests. However, if the Authority, at its sole discretion, does not either consider the query to be of a commercially confidential nature or one which all Bidders would potentially benefit from seeing both the query and Authority’s response, the Authority shall either:

· Invite the Bidder submitting the query to either declassify the query and allow the query along with the Authority’s response to be circulated to all Bidders; or 

· Request the Bidder, if he still considers the query to be of a commercially confidential nature, to withdraw the query.

8.3
The Authority will reserve the right not to respond to a request for clarification or to circulate such a request where it considers that the answer to that request would or would be likely to prejudice its commercial interests.

9.0
Risk Assessment
9.1
Risks relating to the evaluation process and subsequent Contract award will be brought to the attention of the Senior Responsible Officer and included in the appropriate risk register.

10.0
Skills and Resources
10.1
The skills and resources required to assist Proc Team NI Army Commercial, Thiepval Bks in order to successfully deliver the evaluation process have been considered as part of the overall resource planning process. In particular:
· Authority Subject Matter Experts (SMEs) are available to provide input to support the processes to develop tender documentation, establish high level/sub-criteria and participate in the evaluation process.

· Appropriate commercial support from Proc Team 2 Defence Commercial, Andover is available when required.

· Legal advice is available to ensure that the processes are fully compliant with the EU Regulations, as appropriate.
11.0
Stakeholder Management
11.1
To assist in the evaluation of tenders, information pertaining to the technical aspects of the bids will be securely uploaded via CD-Rom on to the Authority’s ICT platform (DII) and transmitted to remote SMEs to enable them to fulfil their role in the evaluation process.
11.2
Proc Team NI Army Commercial, Thiepval Bks will maintain regular communication with all SMEs in order to ensure that the evaluation process is completed in a robust and timely manner.
12.0
TUPE 
12.1
It is the Authority view that the TUPE Regulations 2006 do not apply to this requirement. 

13.0 Reverse Auction

13.1
N/A.
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