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Aims of the session
Purpose:

• To provide an overview of the SHDF and HUG schemes

• To provide details on the upcoming competition design and the Business, Energy and Industrial 

Strategy (BEIS) Delivery Partner requirements

Objectives:

• To test and improve the Delivery Partner requirements with suppliers

• To allow suppliers to begin thinking about and planning for their potential bids
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Agenda – update 
Time Agenda item Presenter

14:05 – 14:10 Housekeeping and Transparency (Public Contract 

Regs)

Matilda Smith-Cornwall

14:10 – 14:50 Introductions to Business, Energy, and Industrial 

Strategy (BEIS) and the SHDF and HUG Schemes

Sarah Mann

14:50 – 15:20 Overview of the Delivery Partner requirements Sohrab Rahim

15:20 – 15:30 Payment Model and Incentives Vasco Neves

15:30 – 15:40 Advice on the procurement process Vasco Neves

15:40 – 16:00 Q&A All
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Housekeeping
• The session will be recorded to distribute to those invitees who could not attend.

• The recorded session and questionnaire will be made available on 1 July 2022 and the Q & A 

will be shared at a later date.

• Please keep microphones on mute unless speaking.

• Please either raise your hand or add questions to the chat, which will be monitored throughout. When 

raising a question, please tell us your name and the company that you represent. 

• You can also email any questions to vasco.neves@beis.gov.uk (BEIS Commercial Lead for this 

procurement).

• We will email a Q&A document to all invitees after the session, which can be then emailed back to 

HUG.project@beis.gov.uk - HUG mailbox.

mailto:Vasco.Neves@beis.gov.uk
mailto:HUG.project@beis.gov.uk
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Transparency (Public Contract Regs)

• The purpose of this exercise is to validate BEIS Project Team thinking and development of the Policy through market 

considerations and the following slides represent the thinking on this.

• Feedback from interested stakeholders will be considered before the approach is finalised and taken through programme 

governance.

• The approach described within this document may be subject to change prior to ITT Launch so no assumptions from details 
discussed today can be considered in relation to the tender process.

• Finalised details will be contained within the tender ITT document which we aim to publish towards the end of September.

• Nothing discussed or questioned today will contribute to the evaluation of the tender, it will be treated as a separate exercise to the 

tender evaluation and will NOT be weighted with any relevance to the bidders' answers to the tender which are different to this 

exercise.
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Introductions to Business, Energy, and 

Industrial Strategy (BEIS) and the 

SHDF and HUG Schemes 
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Overview of BEIS

• Business and Industrial Strategy

• Science, Research and Innovation

• Energy and Clean Growth

• Climate Change

We are responsible for:

• Fight coronavirus by helping businesses to bounce back from the impacts of COVID-19, 
supporting a safe return to the workplace and accelerating the development and manufacture and 
deployment of a vaccine

• Tackle climate change: reduce UK greenhouse gas emissions to net zero by 2050 and drive the 
green recovery.

• Unleash innovation and accelerate science and technology throughout the country to increase 
productivity and UK global influence

• Back business: boost enterprise by making the UK the best place in the world to start and grow a 
business

Our priorities in 2021 to 2022 are:
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To meet Net Zero virtually all 

heat in homes will need to be 

decarbonised

Fairness and affordability are at 

the heart of our approach

The journey to Net Zero buildings 

starts with better energy 

performance

The buildings transition presents 

huge opportunities for jobs, 

growth and levelling up

We need to act now to develop 

the market and bring down costs 

for energy efficient low-carbon 

heat

Ultimately, Net Zero will mean 

gradually, but completely, moving 

away from burning fossil fuels for 

heating

Vision and Objectives

Supplier engagement

Introductions to Director and Project Leaders
• Who are we?

• Caroline Withey – Programme Director for the Social Housing Decarbonisation Fund (SHDF) ( not present)
• Shaun Garvey – Programme Director for the Home Upgrade Grant (HUG)
• Sarah Mann – Project Leader for the Delivery Agent/ Delivery Partner for SHDF and HUG

• SHDF and HUG sit within the Net Zero Buildings, Domestic Directorate.

• The October Heat and Building Strategy set out our vision for a greener future and key commitments for action.
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Overview of SHDF 
• The 2019 Conservative Manifesto committed to a £3.8bn Social Housing Decarbonisation Fund over a 10-year period, 

to improve the energy performance of social rented homes (subject to future spending reviews).

• In 2020, there were ~13m homes below EPC Band C in England. Of these, 1.4m are social homes with 54% of these in 

fuel poverty. 

• The 2021 Spending Review committed a further £800 million to the SHDF for the three-year period.

• SHDF aims and objectives are:

Reduce CO2 emissions from Social Housing 

and work towards Net Zero 2050 targets.

Improve comfort and wellbeing of social housing 

tenants

Develop the green economy and associated 

jobs.

Support Clean Growth Strategy Ambition to improve 

as many homes as possible to EPC C where 

practical, cost effective and affordable by 2035.

Support the Fuel Poverty Target to ensure that 

as many fuel poor homes as reasonably 

practicable achieve a min EPC C, by 2030.

Support the retrofit supply chain capability and 

capacity.

C
Energy 

BILL

C
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To enable the delivery of the wider net zero 

programme to phase out high-carbon heating 

for homes off the gas grid this decade

Provide bill savings for low-income families across 

England and improved comfort and wellbeing

Reduce CO2 emissions and work towards Net 

Zero 2050 targets.
Develop the green economy and associated jobs.

To deliver progress towards the statutory fuel 

poverty target for England, improving homes to 

EPC D by 2025 and C by 2030

Support the retrofit supply chain capability and 

capacity and levelling up opportunities

Vision and Objectives

Supplier engagement

Overview of HUG
• The Home Upgrade Grant will provide energy efficiency upgrades and low-carbon heating to low-income households living 

in the worst performing (EPC D-G), off gas grid homes in England to tackle fuel poverty and meet net zero.

• Government has allocated £1.1 billion to the Home Upgrade Grant, which will be delivered from early 2022 to March 

2025. The £218m first phase of HUG, packaged under the Sustainable Warmth competition, will be delivered by March 2023.

• HUG has several key aims:

C
Energy 

BILL
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What is the estimated scope of the contract?
• This information is subject to final governance and assurance processes and may be subject to 

change. Final delivery phases will be confirmed and exact numbers of projects will not be known until 

after competitions are competed and final numbers of successful bids are confirmed. Funding beyond 

this Spending Review period has not been confirmed and it may impact the delivery duration.

• The contract will support the grant recipients in the delivery of £1.58bn of capital spend across approximately 200 

projects.

• The contract will last for 3+1 years, with options in case there are delays in the scheme or projects on the ground.

Project Capital available for grant 

recipients

Delivery duration (subject to 

confirmation)

SHDF W2.1 c£700m Up to 2 years (potential 

extension)

SHDF W2.2 c£100m Up to 2 years (potential 

extension)

HUG 2 c£780m 2-3 years
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HUG-SHDF – Scheme Operating Model

3rd Party Contracts

BEIS Deliver Agent

Grant 
Recipients

Installers

Support and 
Escalation

(Incld. In MOU)

Contract
Grant 

Agreement

Delivery 
Partner 

TAF M&E
Additional 

Service TBD

Support / 
Escallation

M
I / 

Escalatio
n

s

Grant Value 
Escalation / MIHUG2 £780mln SHDF £800mln

Supplier engagement



OFFICIAL-SENSITIVE: COMMERCIAL

OFFICIAL-SENSITIVE: COMMERCIAL

Vision and Objectives

Supplier engagement

Delivery Agent

• BEIS plans to appoint and use a Delivery Agent to enable delivery of retrofit schemes. Initially, this will be limited 

to the HUG 2 and SHDF Wave 2 schemes in FY 22/23, with further expansion to other NZBD schemes.

• The Delivery Agent will provide technical resources and expertise to support BEIS and grant recipients and will 

act as an intermediary between BEIS and the Delivery Partner.

• The Delivery Agent will be the contracting authority for the Delivery Partner, however, BEIS will lead on the 

procurement of the contract.

• Further engagement on the Delivery Agents' roles and responsibilities and testing this in the market will be given 

at a later date.
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Overview of the Delivery 

Partner requirements
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What are the anticipated responsibilities? 
• The Delivery Partner will play an active and strategic role in ensuring LAs and HAs deliver to time, cost and 

quality.

• The Delivery Partner will lead all regular engagement with LA/HAs during the delivery phase, and thus will be 

responsible for identifying underperformance, providing inputs into and assurance of critical project decisions, and 

building action plans where things are going wrong.

• The Delivery Partner will build close relationships with LA/HAs and maintain a strategic overview of the schemes, and 

thus support base in driving comms and engagement activities, as well as giving perspectives on future scheme 

design and needs of the sector.

Grant award and 
competition 
engagement

Bid / Batch

Assessment

Project Support 
& Assurance

Data & 
Performance 
Management

Communications 
& Engagement

Consultancy on 
Policy & Strategy

Pre-competition and competition Delivery Phase

TAF requirements will not be part of the contract scope and will 
remain as an independent contract 
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Project support and Assurance
The role of the delivery partner could include, but is not limited to:

• Project tiering and tailored support to Grant recipients:

• Engage with partners, challenge delivery schedules and create remediation plans for ‘red’ projects

• Work to assure and ensure that delivery outcomes are achieved

• Deliver a system for tiering projects to ensure that projects receive the appropriate level of support – reviewed 

monthly

• Regular meetings and senior engagement with Grant recipients:

• Hold targeted engagement sessions with grant recipients to understand delivery progress. Engage, advise and 

challenge projects at senior and board level to drive progress.

• Conduct site visits within the parameters and frequency as agreed with BEIS

• Milestone review and payment*:

• Review and verify each milestone claim including fraud checks. Engage with the payment system to the Grant 

recipients on behalf of BEIS at the completion of each milestone

• Manage change requests:

• Analyse change requests, provide well thought through recommendations and present, and escalate requests to 

BEIS for decision
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Data and Performance management
Data will be collected on a BEIS owned centralised data base. The DP will manage that the LA submissions are 

submitted and due diligence on that data clarified and will escalate as required, keeping BEIS included in the 

escalation process. (the data management system). Data will be made available to the delivery partner by BEIS 

through a program, PowerBI, and ad hoc reporting.

The role of the delivery partner could include, but is not limited to:

• Data quality checks:

• Perform data assurance checks to confirm validity and reliability of reported data

• Reporting:

• Provide reports to BEIS on the status or projects and the delivery against milestones

• Request tailored, additional reports from projects classed as ‘red’ and ‘amber’, and analyse to 

provide direction and steers to projects

• Managing fraud risk:

• Compile fraud detection strategies and mitigations and perform site visits/audits
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Communication and Engagement
The role of the delivery partner could include, but is not limited to:

• Supporting Communications:
• Working with funding recipients to promote projects through their channels and in local media. This should 

align with announcements of funding and completion of work.
• Learning community:

• Create and manage a forum (an online platform) for Grant recipients (Local Authorities and Housing 

Associations) to share lessons learned and best practice on retrofit, as well as celebrate project 

successes

• Produce case studies based on Grant recipient projects:

• Work with Local Authorities, Housing Associations and Local Net Zero Hubs to produce and 

disseminate project case studies according to the overall BEIS communication plan

• Drive the agenda and content of scheme-wide events:

• These will be in-person, hybrid and virtual events
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Advice on Policy and Strategy
The role of the delivery partner could include, but is not limited to:

• Policy development:

• Identify lessons learned across the competition process, scheme design, delivery phase and 

overall policy, sharing these promptly with BEIS

• Attend strategic meeting with BEIS seniors, presenting insights from delivery and 

recommendations for future scheme design

• Identify risks and issues:

• Identify and communicate to BEIS risks and issues faced across delivery, providing data on 

programme-wide risks

• In summary, we are seeking to leverage the Delivery Partner’s insight and sector expertise in 

refining and improving future waves of investment and in-flight delivery.
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Grant award competition management

The role of the delivery partner could include, but is not limited to:

• Creating an application form for Grant applicants (e.g. Local Authorities and Housing Associations) 

to submit bids for funding: 

• The delivery partner will be required to provide an online solution for Grant applicants to 

submit applications for funding. This must allow organisations to log in, submit and track 

applications

• The system must be Government Digital Service (GDS) and GDPR compliant

• Customer service: 

• Provide support relating to the application process and refer organisations to TAF to 

receive tailored or specialist support

• Provide first line of support to customers and escalate to BEIS in a timely manner as 

necessary
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Bid/Batch assessment
The role of the delivery partner could include, but is not limited to:

• Bid/Batch screening:

• Ensure all applications submitted are eligible and complete

• Bid/Batch assessment and analysis:

• Provide qualified assessors, develop an assessment process, scoring matrix and 

timeline for assessing applications

• Provide training to assessors include BEIS assessors

• For HUG, Work constructively with LAs to iron out any issues with batch application, to avoid 

rejecting batch wherever possible

• Recommendation of award:

• Recommend to BEIS whether an application should receive funding

• Drafting of notice of award/rejection:

• Draft communication to applicant with final sign-off from BEIS
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30 September, 2022

Challenge Fund

Model

Grant Funding Award Model – SHDF vs HUG2

Challenge Fund model:
• LA applications split into two stages and assessed against a 

minimum criteria – all LAs that pass the bar are funded.
• MoU is signed for funding in principle. An upfront payment is 

given to LAs to hire resource and sign up & assess homes.
• LAs then submit batches of homes to DP for approval, with 

accurate delivery forecasts, housing stock, measure mix and 
cost projections provided (automated or manual assessment)

• As payments are released in milestones / portions, funds can 
be diverted in-flight from weak projects unlikely to deliver full 
grant funding to higher performing projects.

Competition model:
• In previous net zero schemes, LAs competed against 

each other to secure funding.
• GRs provided long-term delivery forecasts and detailed 

information on housing stock and measure mixes in 
competition bid before actually signing up homes and 
assessing them.

• GRs are held to their housing stock / measure mix 
pledges.

SHDF HUG 2
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Overview of HUG 2 Challenge Fund 
There are three key principles for the Challenge Fund, we want to keep at the forefront of the design process:
1. Leave as few Local Authorities behind as possible – maximise broader coverage and regional spread by allowing Local Authorities who initially fail 

to reapply with TAF support to later application windows.
2. Request the right data at the right time – Ask Local Authorities for housing stock and measure mix data only once homes have been signed up and 

assessed to reduce change requests and improve benefits realisation.
3. Continuous draw down of funding – Local Authorities draw down funding in portions to upgrade batches of approved homes to mitigate against 

possible clawback issues seen with previous phases
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Payment Model & 

Incentives
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What are the anticipated milestones
Milestone Key outputs/ Outcomes

Implementation

Contract Implementation
Contract and Project Governance, Project Management Artefacts
Finalising processes, structures and products
Information Handover

Grant Funding Awarding/ Competition  

Application support
Application Evaluation
Funding award and GAs/MOUs signature support 
Technical support for failed batch applications (HUG only)

Projects Delivery Monitoring

Grant Recipients Project Delivery Assurance
Monitoring and Payment
Communication and engagement / Learning Community
Fraud controls

Project Delivery Support Grant Recipients Project support

Contract Management / PMO

Supplier Performance Monitoring and Reporting
Budget Management
Risk Management
Continuous Improvement

Consultancy on Policy & Strategy Ad Hoc strategic advisory to Deliver Agent / BEIS

Exit & Closing Exit and contract termination
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Pricing approach to each milestones 
Milestone Observations Approach Components 

Implementation

Final milestones implementation plan to be agreed as part of the ITT.
Final process and artifacts to be agreed as part of implementation.

a) Fixed price, can be charged after completion of the 
milestone.
Potential service credit based on delivery delays of the 
milestone

Contract Implementation, Contract and Project 
Governance, Project Management Artefacts 
Finalising processes, structures and products  
Information Handover

Grant Funding 
Competitions 
SHDF

Number of competition and design not confirmed by ITT, BEIS will provide different volumes and 
expected baselines. 
Currently only expected to support a competition in May 2023 to award £100m plus any funding not 
awarded in 2022.  
Number of applicants unclear to support supplier bid. Expected baselines will be provided. 
BEIS owns design and competition guidance 
Clear definition on the evaluation model by BEIS (1 BEIS + 2 DP assessors)
Pipeline development owned by Social Housing Retrofit Accelerator programme (SHRA - TAF)/BEIS, 
deliver partner will not be responsible for pipeline development but is expected collaboration with 
the  SHRA-TAF.

a) Fixed prices per competition based on BEIS provided 
scope / volumes and agreed rate cards. Different 
demand tiers will be provided and supplier will be able 
to price accordingly.   

b) Fixed price based in rate card per bid/applicant (if 
evaluation strategy is changed by BEIS, variation 
methodology will be agreed as part of the ITT and price 
reviewed as per agreed rate card) 

Application support 
Application Evaluation 
Funding / Grant Agreements signatures 

Grant Funding 
Applications HUG 

Supplier only to support with batch application stage (from April 23 until November 24) by providing 
dedicated resources 
BEIS owns design and competition guidance 
Clear definition on the evaluation process by the Supplier and award approval process with BEIS
Pipeline development owned by TAF/BEIS and limited to LA who apply on 1st stage
Number of Batch application not confirmed and subject to change through delivery, however, a pre 
qualification stage (1st application stage) will allow forecasting demand through the contract delivery.  

a) Fixed price supported by a FTE rate card (if demand 
is over the baseline provided and additional resources 
are required, variation methodology will be agreed as 
part of the ITT and price reviewed as per agreed rate 
card). Cost paid monthly /quarterly.  

Batch application support 
Batch application Evaluation 
Funding / MOUs signatures 
Technical support for failed application 

Projects Delivery 
Monitoring 

BEIS provide a requirement to Deliver Partner to utilise BEIS data base
BEIS & Deliver Agent defines the monitoring and analytics role of the DP
BEIS & Deliver Agent defines standard approach to the different projects profiles
Number of projects not available at ITT, however baselines will be provided. 
Duration of the service requirement will change by each of the projects (base on project delivery 
length)
BEIS provide key roles profiles for monitoring and engagement, inc. skills, but unclear regarding time 
needed on the engagement model

Outcome: Require to identify delivery confidence and progress of each project with the purpose of: 
understand the performance of the scheme and benefits achieved, allow lessons learn and target 
interventions 

a) Fixed price per project under delivery to be 
charged per month/quarter while they are live 

b) Fixed cost for the delivery of the service. Payment 
for the fee will be made each quarter in line with 
an agreed schedule depending on the volume of 
projects awarded and to be monitored each 
quarter 

Potential service credit based on performance of the 
supplier and quality of output
De Risk the evaluation – which element can be 

outcome vs output, we may design outcome based 
element and test the model through quality question 
e.g. “Monitoring Approach”) 

GRs Project Delivery Assurance
Monitoring and Payment
Communication and engagement / Learning 
Community 
Fraud controls 
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Pricing approach to each milestones 
Milestone Comments Approach Components 

Project Delivery Support

No ability to quantify the time and resources and the number of projects requiring 
additional support on the ITT. 
Limited information regarding the scope of the support required on the ITT. 
BEIS to review rectification action plans and approve it on a project basis

Outcome: Require to design and deliver rectification actions plans to support the 
GR delivery with the purpose to improve the delivery by the GR and ensure the 
projects deliver on track regarding time, cost and quality.   

a) Price per project based on the scope of the rectification 
action plan and based on a fixed rate card 

b) Fixed cost for the delivery of the service. Payment for the fee 
will be made each quarter in line with an agreed schedule 
depending on the volume of funding expected to be 
supported each quarter 

De risk evaluation: Quality question to “Support and Remediation 
Approach” including testing on capacity and capability of supplier 
and ability on scaling 

RPs Project Delivery Assurance 
RPS Project support

Contract Management / PMO

Expected BEIS to provide clear guidance on the process, artefacts, R&R and 
contract governance with final  models agreed as part of the implementation 
considering the supplier proposed model in the ITT. 

a) Fixed cost to be charged monthly/quarterly 

Potential service credit based on performance service levels

Supplier Performance Monitoring 
and Reporting
Budget Management 
Risk Management 
Continuous Improvement 

Consultancy on Policy & 
Strategy

Rate card to be drawn down based on project needs for support 
No baseline figures or profile / skill set of required resources 
No detailed scope for the engagement, however, expected 

a) Price based in rate card agreed (T&M) Ad Hoc strategic advisory to BEIS

Exit  & Closing

Activity defined as per Exit Plan / Schedule a) Fixed price based in rate card and scope of Exit Plan Schedule, 
can be charged after completion of milestone.

Potential service credit based on delivery of the milestone (date 
of conclusion) 

Exit and contract termination

Supplier engagement
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Incentives

We are currently proposing:

• The introduction of an incentive mechanism base on the DP performance

• The Supplier performance for the incentive to be measure through KPIs defined as part of a Contract 
Balance Scorecard

• The supplier will be able to provide the incentive % gain to be calculated over the cost of the contract 
as part of the Price model

What potential suitable models can we consider? Any recommendation or comments are welcome.      

Supplier engagement
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Service Credits
• Potential hybrid model combining services credits base of supplier performance attached to the delivery of 

milestones our achievement of KPIs and specific Service Levels.  

Milestone Service Credits

Implementation
Per milestone conclusion.  Methodology and % TBC.  Based on different levels of service 
failures e.g. (minor, medium, major)

Grant Funding Awarding Based on Service Level. Methodology and %TBC  

Projects Delivery Monitoring Based on Service Level / KPIs performance. Methodology and %TBC  

Project Delivery Support Based on Service Level / KPIs performance. Methodology and %TBC  

Project Delivery Support - Learning community Based on Service Level / KPIs performance. Methodology and %TBC  

Contract Management / PMO Based on Service Level. Methodology and %TBC  

Consultancy on Policy & Strategy Based on Service Level. Methodology and %TBC  

Exit  & Closing
Per milestone conclusion.  Methodology and % TBC.  Based on different levels of service 
failures e.g. (minor, medium, major)

Supplier engagement



OFFICIAL-SENSITIVE: COMMERCIAL

OFFICIAL-SENSITIVE: COMMERCIAL

Vision and Objectives

Supplier engagement

Performance 

Management / KPIs
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is2nd Pre-Market Engagement – DP BEIS SHDF & HUG

Key Performance Indicators (KPIs)

Key Performance Indicators are an important aspect of managing the delivery of the model. They can help
provide :

• Evidence and confidence that services are being delivered to the standard expected

• Comparisons

• Early indicators of failing services – for example missed targets, long project delivery times, poor outcomes, increase in

complaints

• Early indicators of changes in services – for example notable increase/decrease in take up, shift in grant sizes being required

There are a number of points to consider about the design and construction of KPI’s to ensure they will provide

you what you need in terms of data, when you need it. For example ;

• What question is it that you want to answer

• How the DA, DP or the LA will collect and collate the data – manually, electronically, multiple sources or just a few

• How easy is it for the DA, DP or the LA to collect the data?

• Are there any tolerances or trigger points that need to be built into the KPI, for example, project is inactive for >40 days

• Is it in a format that is useful to you? Does it need further manipulation to be useful – for example, putting in spreadsheet?

• Is the timing of the data significant? Financial or calendar year

• How reliable is the data provided and how do you know that?

• How it is to be reported, to whom and when. When do you need it for your own reporting

• Who is going review and analyse the KPI’s report?

• What actions will the KPI’s prompt? Are they the right type of actions?

• Will the KPI’s give you the information you need to manage the service and provide all the reporting with ease?

• What MI reporting regimes do you need in the MoU?
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is2nd Pre-Market Engagement – DP BEIS SHDF & HUG

KPI – examples
Key Performance Indicators

No. List Description Timeframes to consider

1 Projects delivered on time Record GR project delivery Quarterly

2 Number of change requests Record and analyse change requests 
for BEIS

Monthly

3 Total payments issued / 
milestone

Total payments made to GRs Quarterly

4 Total number of Fraud checks List of all fraud checks and criteria 
used

Monthly

5 % Fraud / total applications made % Breakdown of fraudulent 
applications

Quarterly

6 Number of rejected 
applications (breakdown)

Breakdown: Fraud, not eligible for 
the scheme

Monthly

7 Number of processed 
applications per GR

Total number of application 
processed

Monthly/Weekly

8 Projects delivered against 
milestones

Classify in red/amber/green Monthly

9 Number of failed projects Number of failed projects (inc. 
Reasons)

Monthly

10 Number of successful 
applications

Number of applications reaching 
fund phase

Monthly/Weekly

11 Number of batch applications Total amount of applications Monthly



OFFICIAL-SENSITIVE: COMMERCIAL

OFFICIAL-SENSITIVE: COMMERCIAL

Vision and Objectives

Supplier engagement

Review of scheme 

timelines
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Supplier engagement

Estimated timelines (subject to change)

Date Event

June 2022 2nd and last Pre-Market engagement

Sept 2022 Intention to Tender (ITT) for Delivery Partner competition is published

Nov/Dec 2022 BEIS evaluates bids

Jan 2023 Intention to award

Feb 2023 BEIS awards and signs contract

March 2023 Contract is live
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Supplier engagement

Scheme duration 
2022/23 2023/24 2024/25 2025/26 2026/27

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

Delivery of Social Housing Decarbonisation Fund

Delivery of Home Upgrade Grant

Delivery 

Partner 

mobilised

Based on financial year
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Vision and Objectives

Supplier engagement

Advice on the tendering process
What tender process is being followed?

Current planning is for a Mini Competition using the CCS Grant Administration DPS. UKSBS will be 

managing the Mini competition on behalf BEIS and the Deliver Partner.

Mini Competition

The released document contains full details of the specification. Suppliers will need to demonstrate their 

capability in meeting the requirements.

Tender Evaluation

Returned tenders will be evaluated against pre-determined criteria by an evaluation panel to ensure a fair 

and objective decision is reached.

Contract Award

An award notification will be issued to the successful supplier. Successful and unsuccessful suppliers will be 

notified on the same day. We will be adopting a standstill period for this project.
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Vision and Objectives

Supplier engagement

Q&A to the market
1. Expression of Interest/Appetite

• Q1. Do you have the capacity to deliver the scope of the activity under this programme? Is this project a priority within your sales pipeline? 
• Q2. If No then please give some rationale as to why?

2. Type of Contract
• Q1. What type of KPI's would the market expect to see in this contract?
• Q2. What type of Service Level Agreement elements would the market expect to see in this contract?
• Q3. What are standard Service credit mechanics that the market would expect to see and what would be the triggers for these?
• Q4. What level of information does the market want to see in regards to future variations to manage risk of the contract being varied?
• Q5. What type of risk may occur in relation to poor contract management, allowing DA / BEIS to challenge themselves in the creation of the ITT?
• Q6. Is the presented payment model the most suitable payment model for the contract? Any recommendations? 
• Q7. What is the most suitable incentivisation model the market would like to see as part of the contract? 

3. Procurement Procedure approach
• Q1. What risks can you see on the timings with regards to when the tender is going out and the length of time to bid that would mean there is a lack of interested from tenderers with the DP 

market?
• Q2. If you were to give 3 suggestions of considerations when formulating the ITT what would this be?
• Q3. Is there any risk around using the Grant Management Framework ( CCS) that BEIS should be aware of e.g. Liability Values?

4. Marketing
• Q1. Does the DP market have capabilities to create digital content e.g Website content?
• Q2  How long for mobilisation (Lead Time) is needed from contract in place to create a simple website portal with limited functionalities for bids upload? 
• Q2. Does the DP market have capabilities to create Media Marketing and Communication Plans in similar projects?
• Q3. What sort of marketing tools to communicate the scheme are readily availably within the market?
• Q4. Does the DP market have experience in identifying participants for case studies/finding success stories to use in media marketing?
• Q5. How long for mobilisation (Lead Time) is needed from contract in place to create a learning community platform?
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Q&A
5. Batch Technology Software – Intelligent Automation

• Q1. If BEIS decides the requirements in technology to evaluate batches of homes for approval regularly throughout the delivery window must be fully automated and accessible to LAs to submit via a portal, 
would this be possible to provide through the DP?

• Q2. If yes how is this normally procured with other clients is this done through the DP contract relationship or is it procured separately with the client gaining a direct relationship?
• Q3. What is the standardised mobilisation lead time to have technology provider in place prior to DP contract being signed? (For HUG2 the DP must be in place for April 2023 to receive batch submissions).
• Q4. Is this Technology common in the market? Could the system technology they provide both report and manage the batch applications process?
• Q5. What risks are there to briefing this into the DP ITT?
• Q6. What information should BEIS include in their requirements on this to brief effectively?

6. Should Cost Model
Q1. Our should cost model is informing a contract value segmented as: Monitoring/ Reporting & Project Support – 60%; Continuous functions (including PMO) – 34%, Grant Awarding/ competition – 6%. Does it looks 
realistic?

7. Fraud
• To be confirmed in Questionnaire

8. Data/Reporting/Management Information
• Q1. If BEIS wants other Grant schemes to utilise Data is this possible? (e.g co-ordination to avoid duplication of targeting the same home/homes already signed up or already treated/and to mitigate fraud of double 

HUGs).
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Supplier engagement

Further information

• We will be providing the Q&A with the PowerPoint and recording of the session to you.

• A question form will be shared with Framework suppliers. Can you please respond to these 

questions by the 8th July.

• For any additional questions and suggestions please email these to Vasco Neves 

(vasco.neves@beis.gov.uk), the BEIS Commercial Lead for this procurement.

mailto:vasco.neves@beis.gov.uk
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Supplier engagement

Who else will the DP need to work with?

The user journey and agreed points of contact are still to be fully finalised

TAF Partner is often 

the first point of 

contact for LA’s/HA’s

Works to develop the 

project pipeline

Clear demarcation and handover 

from the TAF Partner but without 

loss of continuity in support

Pre-competition stage

TAF Partner support

Competition stage

TAF handover to BEIS and DP

Delivery stage

Delivery partner and 

grant recipient

Stakeholder 
engagement

Online and 
group 

technical 
support

Tailored 
bespoke bid 
support per 
LA’s/HA’s

Bid 
Assessment 

Bid 
Moderation 

Project 
Launch 

Project 
Support 

Monitoring 
and 

Reporting
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The TAF programme of support model
The current TAF provision is being delivered under the name Social Housing Retrofit 

Accelerator (SHRA). It was established to provide technical support for all social housing 

landlords interested in accessing funding from Wave 1 of the SHDF at any stage of their 

project.

Knowledge Hub Masterclasses BriefingsRegional Clinics 1:1 SupportEngagement

Procurement, team working and consortiums

Delivery Model Development 

Business Case Development

Internal Governance  

Tenant Engagement 

Application Development

Data Collection & Stock Analysis

Scoping and Specification of Project 

Webinars to increase

knowledge about retrofits and 
the bidding process

Overview and 

Introduction to Fund 

Informal Q&A  sessions Online resource on 

retrofits and bidding 
process

Podcasts, Online Videos 
and Social Media 

Bespoke 1:1 Bid 

Support for bidders

Supplier engagement
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Snapshot of TAF Support for 
SHDF W1 East Midlands

13%

East of England
5%

London
15%

North East
9%

North West
16%

South East
10%

South West
9%

West Midlands
13%

Yorkshire and 
The Humber

10%

Regional Overview

Organisations engaged 

with SHRA in Total 
Self-Assessments 

Submitted

Bidders progressed 

to 1:1 Support for 

Wave One

Key Bid Stats

Average £2.5m

Largest bid £14.9m

Smallest bid £321k

517 195 118

https://www.socialhousingretrofit.org.uk/

Supplier engagement

https://www.socialhousingretrofit.org.uk/
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Project Management excellence / 

Delivery focussed
Manage a quality service

Strategic and technical expertise 

(infrastructure, clean heat, and retrofit 

expertise)

Data driven

Forge relationships See the bigger picture

Innovation

Vision and Objectives

Supplier engagement

What capabilities can the DP bring?


