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[bookmark: _Toc497926765]Background
This document describes the Tender Evaluation process for Responses for the MORPHEUS Battlefield Management Application (BMA) competition (BATCM/0278).  It defines the Tender Evaluation Methodology that will be used to select a Preferred Bidder prior to Contract Award.  The document will provide guidance and direction for all those involved in the Tender Evaluation and for stakeholders to understand the basis upon which the award process is to be conducted.
The award process will determine a Preferred Bidder on the basis of the Most Economically Advantageous Tender methodology in line with the original Contract Notice.
[bookmark: _Toc497926766]Scope
This document will define:
· The Tender Evaluation Organisation: This will describe the roles and responsibilities of all those involved in the Tender Evaluation and Award Decision. 
· The Tender Evaluation Process: This defines the process and provides the necessary guidance and direction to those involved. It will include the processes of Tender receipt, response Tender Evaluation and the inputs into the Tender Evaluation Panel (TEP) as well as the debriefing process for bidders.  
· The Technical Evaluation Method:  This describes the method by which the technical elements of the response will be evaluated and scored determined for each of the proposals.
· The Commercial Evaluation Method:  This describes the method by which the commercial elements of the response will be evaluated for each of the proposals.
· The Financial Evaluation Method:  This describes the method by which the financial elements of the response will be evaluated for each of the proposals.
· Overall Evaluation Score:  This describes the approach in bringing together the technical, commercial and financial aspects to determine the overall score for each proposal.
[bookmark: _Toc497926767]Evaluation Overview
The evaluation process is split into two pillars:
· Qualitative split into
· Technical (including the Interview Led Assessment and Presentation); and
· Commercial
· Financial  
The pillars will undergo a series of evaluation phases illustrated in Table 1.  The Table describes the main characteristics of each of these phases for the evaluation pillars. The detail is described in later sections of this document.





	Tender Evaluation Process

	Tender Evaluation Phase
	Technical
	Commercial
	Financial

	Phase 1a
	Initial compliance moderation for all responses

Authority Queries

	Phase 1b
	TEP 1[footnoteRef:2]  [2:  This will be held if required, i.e. if it is identified that one or more of the bids is non-compliant] 


High Level Compliance Evaluation

	Phase 2
	Technical Evaluation of Initial Tenders utilising AWARD

Moderation

Authority Queries
	Commercial Evaluation of Initial Tenders

Moderation

Authority Queries
	Financial Evaluation of Initial Tenders

Moderation

Authority Queries

	Phase 3
	TEP 2

Overall Evaluation Score awarded for Initial Tenders (Value for Money Index)
 
Commercial Considerations

Down Selection Decision and Notification Bidders of outcome of Initial Tender Evaluation and De-Briefings

	Phase 4
	Negotiation with Bidders. 

Receive Final Tenders 

Authority Queries

	Phase 5
	Review changes to Initial Tenders contained in Final Tenders and conduct Technical Evaluations

Moderation 

Authority Queries
	Evaluate Commercial Compliance of Final Tender

Moderation

Authority Queries
	Financial Evaluation of Final Tenders

Moderation

Authority Queries

	Phase 6a
			TEP 3a

Finalise paper based evaluation of Technical & Commercial aspects of Final Tenders

Close Technical/Commercial Scoring excepting Presentation

	Phase 6b
	Presentation Scoring & Moderation

Finalise Technical score

	Phase 6c
	TEP 3b

Overall Evaluation Score awarded for Final Tenders (Value for Money Index)

AWARD Decision


[bookmark: _Ref493152182]Table 1

[bookmark: _Toc497463455][bookmark: _Toc497926768]Evaluation Methodology
The evaluation methodology being employed for this procurement is known as a Value for Money Index and utilises a Tender Evaluation of the qualitative score achieved for the Technical, Commercial and the Interview Led Assessment and Presentation (ILAP) against the Price. 
This evaluation methodology uses the following formula:
Value for Money index = Quality Score (Technical Score + Commercial Score+ ILAP) / Financial Score
There are a total 2000 qualitative marks available. The weighting of these marks is articulated in Table 2 below.  
	Technical 
	Commercial
	Interview Led Assessment and Presentation (ILAP)

	85%
	 Terms and Conditions- 7.5%
 Incentivisation- 2.5%
	5%


Table 2
Once the evaluation of the responses has been conducted the Authority will take the score which has been achieved against the individual categories and use this to form the overall mark as illustrated below in table 3. 
	Evaluation Category
	Criteria Marks Available
	Mark Achieved
	Marks Available
	Final Score

	Technical
	1845
	1400
	1700
	1290

	Commercial Terms and Conditions
	100
	60
	150
	90

	Commercial Incentivisation
	20
	15
	50
	38

	Interview Led Tender Evaluation
	160
	100
	100
	63

	Total
	
	
	
	1,480


Table 3


[bookmark: _Toc309222032][bookmark: _Ref296416362][bookmark: _Ref296411866][bookmark: _Toc497926769]Tender Evaluation Organisation
This section details the various roles of all those involved in the Tender Evaluation and down selection, including a high level description of their responsibilities.
A summary of the Tender Evaluation Organisational Structure is depicted in Figure 1.
[image: ]


[bookmark: _Ref493151121]Figure 1
[bookmark: _Toc309222033][bookmark: _Toc497926770]Evaluators 
There are three types of Evaluator 
· Technical Evaluator 
· Commercial Evaluator
· Financial Evaluator 
Technical and Financial Evaluators will be a mix of Authority and Contractor staff.  The Contractor staff are signed up to appropriate NDAs with the Authority.  The Commercial Evaluation will be undertaken by the Authority supported by Mills and Reeve CLP.
[bookmark: _Ref296411805][bookmark: _Toc497926771]Technical/Commercial Evaluators 
Note that this process applies to both Technical and Commercial aspects.  Evaluators are allocated to specific sections of the Responses and are responsible for determining whether or not the Responses are compliant with the Tender Evaluation criteria, providing an evaluation score and supporting this with rationale. 
Evaluators will provide a clear and concise rationale for their scoring including justification and evidence where appropriate. Evaluation
Evaluators are responsible for raising any issues to the Tender Evaluation Management Team (TEMT) Evaluation and informing the Moderator.  AWARD will be used to track completion of the evaluation process.
[bookmark: _Toc497926772]Financial Evaluators
Financial Evaluators will be independent of the Technical Evaluators.  They will consider the costs proposed and carry out the financial Evaluation of the bids.
[bookmark: _Toc309222036][bookmark: _Toc497926773]Moderators
Moderators are responsible for:
· Ensuring the Evaluators carry out the Evaluation within the timescales prescribed by the PAMT and raise any clarifications or issues with the TEMT.
· Reaching a Moderated score with the Evaluators for Phase 2 and submitting a Moderation result with appropriate justification for the scores to the TEMT.
· Reaching a Moderated score with the Evaluators for the Phase 5 and submitting a Moderation result with rationale to the PAMT.
· Supporting the TEP as required by the PAMT e.g. if the TEP needs to hear specific evidence.
[bookmark: _Toc309222035][bookmark: _Toc497926774]Tender Evaluation Management Team (TEMT)
The TEMT is responsible for managing the Proposal Evaluation Process and handling the flow of information between the Evaluators, Moderators, Commercial Officer and the TEMT and will ensure a complete audit trail is recorded throughout the Tender Evaluation process.
The TEMT will comprise a Tender Evaluation Manager (TEM) and Commercial Officer, they will be supported by a Finance Officer and Technical Lead as required.  
[bookmark: _Toc497926775]TEM
The TEM will be responsible for presenting the body of evidence and results from the Tender Evaluation to the TEM and will have overall responsibility for ensuring actions raised by the TEP are completed.
The TEM is responsible for managing any internal questions or issues which may arise during the various phases of Evaluation including clarification questions or issues e.g. reaching Consensus during Phase 2, or 5.  The TEM will also act as the interface between Evaluators and the Commercial Officer e.g. to support raising and closing external clarification questions.
[bookmark: _Toc309222034][bookmark: _Toc497926776]Commercial Officer
The Commercial Officer is responsible for all communication with the bidders throughout the Tender Evaluation Process. 
The TEM will engage with the Commercial Officer to resolve any clarification questions during the Evaluation period and to communicate the results of the Tender Evaluation process on behalf of the TEP.
The Commercial Officer will have control over the AWARD Tool.
[bookmark: _Toc497926777]Tender Evaluation Panel
The TEP will review all relevant evidence provided by the Moderators in order to confirm the outcome of the competition at the final TEP meeting.
The TEP has responsibility for resolving major issues or making decisions throughout the Tender Evaluation period.  
The members of the TEP will be independent of the Evaluation and Moderation team.  The Chair of the TEP is responsible for acting as the final arbiter where disputes cannot be resolved by Moderators. 
[bookmark: _Ref298140521][bookmark: _Toc309222037]

[bookmark: _Ref494112910][bookmark: _Toc497926778]Tender Evaluation Process
This section outlines the stages in the Tender Evaluation Process. A high level summary is shown in Table 1 above.
[bookmark: _Toc309222069][bookmark: _Toc309222038][bookmark: _Toc497926779]Tender Response Receipt
Tender Responses will have been delivered by the bidders to the Authority Tender Board in time for the submission deadline. All Tender Responses received will be stored securely, un-opened, until the submission deadline has passed at which point the following will be undertaken:
· Tender  Responses opened and logged by the Tender Board;
· The Tender Board will check submissions to confirm they contain the correct amount and type of copies (e.g. priced/un-priced) specified in the Tender Pack;
· Printed copies of Tender Response documents will be initially checked  for completeness (i.e. all documents received and pages present) and priced/unpriced compliance;
· One electronic copy of each Tender Response will be retained by Tender Board and stored securely.
[bookmark: _Toc309222039][bookmark: _Toc497926780]Distribute Responses
As part of the Evaluation process, ‘Evaluators Pack’ will be issued to Evaluators and Moderators which shall include:
· Instructions (including mandatory reading material and timetable);
· Evaluator Briefing Slides;
· Evaluation Guide (i.e. this document);
· Access to the AWARD including:
· Responses (for the relevant evaluation question(s) only);
· Tender Response Executive Summaries (to provide context but not assessed).
Evaluators will be briefed on the basis for evaluation, timescales and process through the ‘Evaluators Briefing’. This briefing will take place prior to receipt of Tenders and before any form of evaluation is undertaken.  Evaluators should be familiar with the briefing slides, Tender pack and evaluation guide prior to receipt of Tenders. 
Evaluators will read all the relevant background material on the ‘Evaluators Pack’, as outlined in the instructions. 
Evaluators are responsible for printing, storage and disposal of any additional documentation they need to support their Evaluation.
Evaluation must be based only on the Proposal received, not on past experience of the bidder.  
Should the Evaluators find areas of the Tender requiring clarification they should inform the TEM, make a note in the appropriate area of the Evaluator Template, and continue the scoring process the Commercial Officer will then pass the Issue to the Contractor as an Authority Query. 
[bookmark: _Toc309222040][bookmark: _Toc497926781]Phase 1 – Initial Compliance Check
Responses will be subject to initial compliance checks at the start of the Tender Evaluation process. The objective for the check is to quickly identify whether there are any deficiencies against the mandatory requirements list in Annex A. This process will be assured through TEP 1. Failure to provide information on the mandatory requirements list may lead to disqualification.
[bookmark: _Toc309222041][bookmark: _Toc497926782]Phase 2a – Technical Evaluation
The scoring of the responses involves the Technical Evaluators reviewing their allocated responses against the relevant guidance provided at Annex B and determining the score associated with the response.
If a response is assessed as non-compliant the Assessor will document the areas of deficiency and submit this to the TEMT.  
Evaluators will access the bidder’s response through AWARD and will populate the AWARD with scores and justifications.  Following this, the Moderator will determine the moderated view on the scores submitted by the Evaluators.
Evaluators may note clarification questions which may need to be asked of the Bidders. The TEM will co-ordinate the Authority Query ion process with the Commercial Officer.
The rationale for each compliance Evaluation decision will be documented in the appropriate box in AWARD. 
Once all Evaluators have recorded their Evaluation in AWARD, the Moderation process is managed by the Moderator for the response. The Moderator will review the results from the Evaluators and arrange to discuss these in order to reach a moderated view on the response to reach an overall score.  This score, along with the moderation rationale will be documented in AWARD.
The Moderation process is complete once all Moderators have reached a moderated view and documented the outcome of their Evaluation within AWARD.
[bookmark: _Toc497926783]Phase 2b – Commercial Evaluation
The scoring of the responses involves the Commercial Evaluators reviewing their allocated responses against the relevant guidance provided at Annex C and determine the score associated with the response.
If a response is assessed as non-compliant the Assessor will document the areas of deficiency and submit this to the TEMT.  
Evaluators will access the bidders’ response through AWARD and will populate the AWARD with scores and justifications.  Following this, the Moderator will determine the moderated view on the scores submitted by the Evaluators.
Evaluators may note clarification questions which may need to be asked of the Bidders. The TEM will co-ordinate the clarification question process with the Commercial Officer.
The rationale for each compliance Evaluation decision will be documented in the appropriate box in AWARD. 
Once all Evaluators have recorded their Evaluation in AWARD, the Moderation process is managed by the Moderator for the response. The Moderator will review the results from the Evaluators and arrange to discuss these in order to reach a moderated view on the response to reach an overall score.  This score, along with the moderation rationale will be documented in AWARD.
The Moderation process is complete once all Moderators have reached a moderated view and documented the outcome of their Evaluation within AWARD.
[bookmark: _Toc309222044][bookmark: _Toc497926784]Phase 2c – Financial Evaluation 
The Financial Evaluation will be carried out according to the method described in Section 6. 
Financial Evaluators will determine what financial treatments are to be applied to the costs provided and develop an understanding of the cost sources and drivers from the evidence provided.
Financial Evaluators will undertake the analysis and the results passed to TEP 2.  
[bookmark: _Toc497926785]Phase 3 – Initial Downselect
Bids which do not meet the minimum technical criteria will be excluded from further analysis subject to agreement by the TEP.
The overall scores will be calculated as described in Section 7.  These, with relevant supporting evidence/information will be presented to the TEP which will endorse the Proposals to be taken through to Phase 5.  Alternatively, the TEP may require further information/evidence to support the decision.
The 3 bidders who are compliant and have the highest overall score will be taken through to Phase 4.
Following TEP 2, Bidders not taken forward will be de-briefed.  Those to be taken forward will be provided with a list of areas for negotiation. 
[bookmark: _Toc497926786]Phase 4 – Negotiation and Final Tenders
The Negotiation will be undertaken with bidders taken through from Phase 4 as defined in Annex E.   On conclusion of negotiation, the bidders will be requested to submit their Final Tender.
[bookmark: _Toc497926787]Phase 5 – Evaluation
Following receipt of Final Tender, the Final Tender responses will be reviewed (and delta view comparisons against Bidders’ Initial Tender submissions considered) and Final Tenders evaluated in accordance with this Schedule 6.  The Technical score and financial score adjusted as described in Section 7 will be undertaken.
[bookmark: _Toc497926788]Phase 6a – Completion of Non-Presentational Evaluation
The results of the Evaluation of the Final Tender at Phase 5 will be reviewed to finalise the evaluation of the Final Tender prior to the Interview Led Assessment and Presentation. The TEP may require further information/evidence prior to proceeding. 
[bookmark: _Toc497926789]Phase 6b – Interview Led Assessment and Presentation
The Bidders will undertake the Interview Led Assessment and Presentation and be marked against the criteria at Annex E of this document.
[bookmark: _Toc497926790]Phase 6c – Award Decision
The results of the Evaluation of the Final Tender at Phase 5 and the Interview Led Assessment at Phase 6b will be reviewed and the Value for Money Index calculation as described in Section 7 undertaken to finalise the Tender Evaluation scores prior to the Award decision for the Contract.  The TEP may require further information/evidence to support the decision.
Following TEP 3b, Bidders will be notified of the outcome of the Final Tender Evaluation, a Standstill Notice will be issued to Bidders and Bidders will be de-briefed. 
[bookmark: _Toc309222045][bookmark: _Ref494112859][bookmark: _Toc497926791]Role of the Evaluation Tool
The Evaluation Tool is AWARD which provides a complete record of all scores and also calculates overall Bidder scores.
The TEM will consolidate all scores captured in the Assessor/Moderator Templates in AWARD. AWARD will also be used to consolidate all rationale and comments (if applicable) for all Evaluations thereby providing a large, consolidated body of evidence to support the overall scores. 
The Summary Template page of the Evaluation Tool will display agreed output (numbers and graphics) for use in the Evaluation Report to be submitted to the TEP by the TEM.
[bookmark: _Toc309222046][bookmark: _Toc497926792]TEP Meetings
TEP meetings are scheduled as follows:
TEP 1 –   This TEP receives a summary report of findings of the Phase 1 Initial Compliance Evaluations. The TEP checks any concerns raised over initial compliance. The TEP may invite further information from the Evaluators to address specific issues or answer clarification questions regarding the Proposals.  Once the TEP panel members are content the Evaluation phase will proceed.
Note:  If no non-compliance issues are identified at this time, the TEP may not be held.  If, as part of the detailed analysis it is identified a bid may be non-compliant, this will be raised with the TEM and a TEP may be convened to discount that bid from further analysis.
TEP 2 – This TEP will examine and sign off the Technical, Commercial and Financial Evaluation and the overall ranking based on the Value for Money index.  The TEP may either agree the downselect of bidders to go through to Negotiation/Final Tender phase or request further analysis. If further analysis is required, this TEP will be re-run on completion of the analysis. This will be the trigger to move to the Negotiation/Final Tender phase where the Preferred Supplier will be selected.
NOTE:  There may be a need for this to be split into 2 parts.  One (TEP 2a) to close off the Technical Evaluation, and a second (TEP 2b) to close off the Financial Evaluation.  This would enable financial evaluators to liaise with technical evaluators in order to ensure completeness of the WLC evaluation with respect to inclusion of Authority costs.
TEP 3a - This TEP will examine and sign-off the revised assessment of the Final Tender marking everything other than the Interview Led Assessment and Presentation. 
TEP 3b  – This TEP will examine and sign-off the revised Value for Money Index based on the Final Tender position.  This TEP will make the final Award Decision.

[bookmark: _Ref493774017]

[bookmark: _Toc497926793]Technical Evaluation Method
‘Technical Evaluation’ for the purposes of this document is defined as anything that is not part of the Financial or Commercial evaluations.  
[bookmark: _Toc497926794]Technical Evaluation Objectives
The Technical Evaluation Method will:
· Assess the compliance of the Tender Responses to the requirements in the Tender evaluation criteria.
· Assess the scores against the evaluation criteria.
· Determine areas for negotiation such as areas of strength, weakness, opportunity, dependency and risk.
[bookmark: _Toc497926795]Technical Evaluation Outline
The Technical Evaluation high level description of phases is as follows:
· Phase 2 – Technical Evaluation. This phase is the detailed Evaluation of the response to the Tender Evaluation Criteria.  Each criteria will be scored by a number of Evaluators and moderated to give the overall score for each evaluation criteria.
· Phase 3 – Calculate the overall technical score to present to TEP 2.  
· Phase 4 – Support to negotiation of technical aspects of the bid response.  
· Phase 5 – Re-evaluate the Technical Score following receipt of BAFO documentation where changes have been made to the original Proposal Response. 
· Phase 6 – Evaluation of presentation & calculation of the overall technical score to present to TEP 3a & b.
[bookmark: _Ref494112939][bookmark: _Toc497926796]Phase 2 – Technical Tender Evaluation
This phase is the detailed Tender Evaluation of the response to the Tender Evaluation Criteria. The objective of this phase is to determine the extent to which technical aspects of the Tenders are satisfactory against the Tender Evaluation Criteria and to identify the strengths, weaknesses, opportunities, dependencies and risks for negotiation.
 In order to determine the technical score of the evaluation criteria the Evaluators are required to:
· determine and record the score of responses and provide a rationale regarding the extent to which the response satisfies the specific criteria for a score as described in Annex B; and  
· Raise any issues as necessary to complete the above.
This Phase of Tender Evaluation is complete once:
· all Evaluators have completed their independent Tender Evaluations and submitted results with rationale in AWARD;
· the Moderators have completed a moderated score of the Evaluators Tender Evaluations with a rationale  submitted in AWARD;
· all Issues and Authority Queries are resolved; and
· The TEP signs-off this phase of the process.

[bookmark: _Ref493251137][bookmark: _Toc497926797]Phase 3 – Calculate Technical Score
There are 4 components in the technical evaluation for scoring:
· ITN Questions
· Epics[footnoteRef:3] [3:  An Epic captures a large body of work. It is essentially a large user story that can be broken down into a number of smaller stories. ] 

· User Stories
· Non-Functional Requirements (NFRs)
The evaluation criteria under each of the headings are identified as either mandatory (i.e. the criteria is pass/fail) or allocated a priority (i.e. P1 to P3).  Where a priority has been allocated, the evaluation criteria will be scored on a 0-5 basis as defined in Annex B.
The minimum technical requirements for a tender are as follows:
· ITN Questions[footnoteRef:4] (excl. Presentation) [4:  Note that the criteria for these applies to all questions in this document, including those labelled as “Commercial”] 

· 100% of Mandatory  criteria are required to be a "Pass"
· 100% of P1s must score ≥3
· 100% of P2s of a high category must score ≥3
· 75% of P2s of a medium & low category must score ≥2
· 80% of P3s score > 0
· User Stories & NFRs
· 100% of  Mandatory  criteria are required to be a "Pass"
· Epics
· All questions must score >1
· 60% of responses must score ≥3
If the technical element of the Tender passes this criteria, the technical score will be calculated based on the following for each of the components:
· Evaluation Criteria Mark = Question Score/Maximum Question Score * Weighting Multiplier
Where “Weighting Multiplier” is as follows:
	Priority Weighting

	Priority
	Weighting Multiplier

	Mandatory
	Pass/Fail

	P1
	20

	P2
	10

	P3
	5


Table 2
Note that whilst the User Stories and NFRs scores are based on the Bidders Compliance Matrix responses, the Authority will review the Bidder’s self-assessed compliance in light of the evidence provided by the related Epic(s) and may adjust the self-assessed score where there is sufficient evidence to do so.
The overall technical score presented at the TEP will be calculated as follows:
· Technical Score = ∑Evaluation Criteria Mark by category (see category grouping below)/Max Category Score * Category Importance Weighting 
	WORKED EXAMPLE:
Safety has 3 questions, all of which are P1, therefore worth a maximum of 20 points.
If the scores were to be evaluated to be a 3, 4 and 5 out of 5 respectively the table below shows the “Evaluation Criteria Mark” for each question and the “Total Evaluation Criteria Mark” for the category.

		Category
	Question                                 
	Priority
	Question Score 
	Evaluation Criteria Mark

	Safety
	How will the Contractor undertake through-life Safety Management as required by Def Stan 00-056 Pt 1 Issue 7, Pt 2 Issue 5 and Def Stan 00-055 Issue 4
	P1
	3
	12

	Safety
	How will the Contractor undertake through-life Operational Safety ensuring that the Safety Risk is at least Tolerable and ALARP
	P1
	4
	16

	Safety
	How will the Contractor undertake data integrity management such that SIL 2 is maintained and that other applications utilising BMA provided services don’t compromise the Application's Safety Case.
	P1
	5
	20

	
	Total Evaluation Criteria Mark for Safety Category
	
	
	48

	






Where the Max Category Score & Category Importance Weighting is given below[footnoteRef:5]: [5:  Max category score =  ∑Evaluation Criteria Marks for the category] 

	Category
	Max Category Score
	Category Weighting
	Marks Available

	Architecture
	125
	20.00%
	400

	Dev & Del
	190
	7.50%
	150

	Evolution
	40
	2.50%
	50

	Requirements - EPICs
	720
	20.00%
	400

	Requirements - User Stories
	370
	5.00%
	100

	Requirements - NFRs
	165
	5.00%
	100

	Commercial - Other
	35
	3.00%
	60

	Quality Management
	10
	2.50%
	50

	Safety
	60
	4.00%
	80

	Security
	10
	4.00%
	80

	Training
	60
	4.00%
	80

	Supply Chain
	10
	2.50%
	50

	In-Service Support
	10
	2.50%
	50

	ILS
	40
	2.50%
	50



	WORKED EXAMPLE (cont’d):
To continue the example above, Safety scored a “Total Evaluation Criteria Mark” of 48 out of a potential 60. 
[bookmark: _GoBack]Technical Score for Safety Category = 48 / 60 * 80 = 64
Total Technical Score = Sum of Technical Score for all categories



The TEP will be presented with the overall ranking/scores of all Tenders. Any Tenders which do not meet the minimum technical threshold will also be presented and deemed non-compliant.
[bookmark: _Toc497926798]Phase 4 – Support to Negotiation
Where required, Technical Evaluators / Moderators of the technical evaluation criteria will support the Commercial Team during the negotiation phase. 
This phase is complete once:
· Negotiation with each bidder is complete
· BAFO responses have been received from Bidders
[bookmark: _Toc497926799]Phase 5 – Review of Technical Scores
Following receipt of Final Tender, the Final Tender responses will be reviewed (and delta view comparisons against Bidders’ Initial Tender submissions considered) and Final Tenders evaluated in accordance with this Schedule 6 Annex B and the calculation set out in Section 4.4 above.  Moderators will then review and provide a moderated score. 
This phase is complete once:
· all Evaluators have completed their independent Tender Evaluations and submitted results with rationale in AWARD;
· the Moderators have provided a moderated score with a rationale and submitted these in AWARD; and
· the overall technical score has been calculated as described in Phase 3 above (Section 4.4).

[bookmark: _Toc497926800]Phase 6 a-c – Presentation and Award Decision 
Following the completion of the evaluation of the Final Tender responses the Authority will invite the bidders to deliver their Presentation through the Interview Led Assessment and Presentation exercise in accordance with the evaluation criteria set out in Annex E. 
This phase is complete once:
· all the Bidders have conducted the Interview Led Assessment and Presentation exercise; and
· the scores and rationale for each of the bidders Interview Led Assessment Presentation exercises have been recorded in AWARD; and
· the TEP 3b has taken place. 
[bookmark: _Toc497926801]
Commercial Evaluation Method
[bookmark: _Toc497463487][bookmark: _Toc309222030][bookmark: _Toc497926802]Commercial Evaluation Objective
The Commercial Evaluation will assess the Tenders for compliance with the Contract Terms and Conditions and responses to the Incentivisation Approach in Schedule 8 of the ITN and identify elements which may be subject to further discussion through negotiation.
[bookmark: _Toc497463488][bookmark: _Toc497926803]Commercial Evaluation Outline
The Commercial Evaluation high level description of phases is as follows:
· Phase 1 – Initial Compliance ensuring Tender contains all the mandatory requirements.
· Phase 2 – Commercial evaluation – review of the Tender response identifying points for negotiation and scoring of commercial evaluation criteria.
· Phase 3 – Calculation of Commercial Score to support qualitative bid score.
· Phase 4 – Negotiation with bidders and Final Tenders.
· Phase 5 – Review of Commercial scores for Final Tender submissions.
[bookmark: _Toc497463489][bookmark: _Toc497926804]Phase 1 – Compliance Evaluation
The first stage of the evaluation will consider whether the response includes all those elements listed in the mandatory requirements list as detailed in Annex A. In the event that the commercial Tender is incomplete, bidders may be disqualified.  
[bookmark: _Toc497463490][bookmark: _Toc497926805]Phase 2 – Commercial Evaluation
If the Tenders are not rejected, they will proceed to the second stage of evaluation. The purpose of the second stage is to identify compliance with the Main Body Contract Clauses and Schedules and assess the bidders Incentivisation Approach.  
In order to determine the Commercial Score the Evaluators are required to:
· determine and record the score of responses and provide a rationale regarding the extent to which the response satisfies or complies with the specific criteria for a score as described in Annex C; and  
· raise any issues as necessary to complete the above.
The response to the draft Main Body Contract Clauses and Schedules shall be marked in line with Annex C.  
The Evaluators will review each of the Bids by identifying whether the Bidder has accepted the Main Body Contract Clauses identified as PASS/FAIL. Where the Bidder has confirmed acceptance to all of the PASS/FAIL Clauses, the bidder will be awarded a PASS and then an analysis of the remainder of the Terms and Conditions will be carried out. Where the Bidder has not confirmed acceptance to the Clauses marked as PASS/FAIL, the Bidder will be awarded a FAIL and the Bidder will score zero for the entire commercial evaluation of their Initial Tender. 
The Evaluators will review the remaining Contract Terms and Conditions and Schedules to identify whether any amendments to the ITN Contract and Schedules proposed by the Bidder give rise to any material concerns in relation to the Bidder’s: 
· deliverability;
· performance; and/or
· the required transfer of risk to the Contractor; and 
· the impact of any of these (based on the evaluation categorisations of the proposed changes as set out in Annex C to this Schedule 6).
The severity of the proposed amendments will be identified as “major” or “minor” reservations.  These reservations will be logged and reviewed as a whole to conclude the overall Tender Evaluation of the Bidders’ response to the Main Body Contract and Schedule.  
The Incentivisation response will be assessed using the tender evaluation criteria set out in Annex C.
This phase of Tender Evaluation is complete once:
· all Evaluators have completed their Tender Evaluations and submitted results with rationale on AWARD;
· the Moderators have completed a moderated score with rationale submitted on AWARD;
· all Issues and Authority Queries are resolved; and
· the TEP signs-off this phase of the process.
[bookmark: _Toc497463491][bookmark: _Toc497926806]Phase 3 – Calculate Commercial Score
For those who have been deemed compliant, the overall commercial score presented at TEP 2 and will be calculated as follows:
· a score out of 100 marks for the response to the Contract Terms and Conditions in accordance with Annex C; and
· the Incentivisation response will be scored out of a further 20 marks using the methodology in Annex C.
The minimum pass mark, at the Final tender, for the Terms and Conditions Tender Evaluation Criteria is considered a mark of 40.
[bookmark: _Toc497463492][bookmark: _Toc497926807]Phase 4 – Negotiation and Final Tenders
The commercial team will lead the negotiations with each Bidder with support from technical and financial Evaluators. Negotiations will be formally recorded for audit purposes. Once the negotiations are complete the Bidders will be invited to provide Final Tenders. 
This phase is complete once:
· Negotiations with each of the bidders are complete; and
· Final Tender responses have been received from Bidders.
[bookmark: _Toc497226420][bookmark: _Toc497226505][bookmark: _Toc497226759][bookmark: _Toc497463493][bookmark: _Toc497926808]Phase 5 – Post-Final Tender Review of Commercial Score
Following receipt of Final Tender, the Final Tender responses will be reviewed (and delta view comparisons against Bidders’ Initial Tender submissions considered) and Final Tenders evaluated in accordance with this Schedule 6 Annex C. Moderators will then review and provide a moderated score. The Moderated scores will be presented to TEP 3.
This phase is complete once:
· all Evaluators have completed their independent Tender Evaluations and submitted results with rationale in AWARD; and
· [bookmark: _Ref493155434]the Moderators have completed a Consensus score with and submitted these in AWARD.
[bookmark: _Ref493250134][bookmark: _Toc497926809]Financial Evaluation Method
The purpose of this part of the document is to describe the Financial Evaluation Method to support the selection of the Preferred Bidder for BMA. 
[bookmark: _Toc497926810]Financial Evaluation Objectives
The Financial Evaluation Method will assess the whole life cost of the solution, including all commercial options in Net Present Value (NPV) terms.
[bookmark: _Toc497926811]Financial Evaluation Outline
The Financial Evaluation is carried out in a number of phases as shown in Figure 2.
· Phase 2 – Financial Evaluation to ensure sufficient understanding of the data is available to enable the correct financial treatments to be applied to the Proposals and calculation of the overall costs of each Tender.
· Phase 3 – Calculate overall Financial Score
· Phase 4 – Negotiation
· Phase 5 – Revisit Financial Evaluation to reflect BAFO position.
[bookmark: _Ref494282452][bookmark: _Toc497926812]Phase 1 – Initial Compliance Evaluation
This phase of the Evaluation is complete once the Moderator has submitted a Compliance or Non-Compliance result into TEP 1 supported by rationale.  Should a Tender appear to offer unrealistically low costs, this will also be reported to the TEP. 
[bookmark: _Toc497926813]Phase 2 – Detailed Compliance Evaluation
In order to undertake the financial Evaluation, this phase will review the price and price-related information, pricing, Cost Questionnaire, Assumptions List, GFA List, Risk Register and any other supporting evidence provided by the bidders in order to understand the MOD support that will be required to deliver the Tender and determine the Authority costs and/or risk associated with this.  The financial analysis will be based on an Investment Appraisal approach as described below and discussions will be held as necessary with the relevant finance departments within Government to ensure the appropriate financial treatments are applied to costs if required.  
An Evaluation of the evidence supporting the cost estimates will be undertaken.  This may involve the Authority Query process.  The Authority may then:
· Adjust cost estimates where it is deemed necessary and there is sufficient justification to do so;
· Include the Authority’s own cost estimates for any MOD Obligations and manpower where they form a discriminator between Proposals and where there is sufficient evidence to justify inclusion.  The current estimates for these costs is  found in Annex D noting that these are indicative costs only, true internal costs can only be identified after careful evaluation of the bids.
Clarification questions will be raised to the TEM as necessary to complete the above.
This phase is complete once the Financial Moderator has agreed the financial treatment applied to the Proposals is correct.  
The financial analysis considers the Whole Life Cost (WLC) of the project (i.e. both industry and Authority costs for delivery, rollout and support of the solution through to Financial Year 24/25 inclusive).  The Evaluation will take into account the initial contract along with all commercial options.  
Cost lines for each phase, are to be presented as firm prices, profiled over time.  “Development Services” option will be represented in the financial evaluation by considering three scenarios (High/Medium/Low complexity) changes, their frequency and bidder estimates of the number of man days to complete the task.  Evidence is required to show the provenance of these estimates (see Annex D, “Development Services” sheet & ITN Questions “Evolution” category).  
Risks are to be identified in the Risk Register, clearly identifying which phase of the project the risk relates to and any mitigation actions.  Any mitigation actions not included in the pricing (e.g. due to being outside the contract scope) are to be clearly identified. These estimates, along with wider enterprise costs (e.g. Government Furnished Assets (GFA) costs and other Authority costs), will be added to the price.  
[bookmark: _Ref493244226][bookmark: _Toc497926814]Phase 3 – Calculate Financial Score
The output of the analysis will be a WLC, presented in Net Present Value (NPV) terms i.e. the prices provided deflated by the GDP Deflator (Indigo rate YBGB) and discounted by the Treasury Discount Rate (TDR), for each Proposal.  A base year of 2017/18 will be applied. 
The WLC will take into account the firm prices provided for the Initial contract and options profiled over time as provided by the bidders in ANNEX D to this document, for the “Development Services” option the costs will be represented as follows:
£/year = ∑ (Cost of change type * Frequency of change type) for each complexity level
· Where Cost of change type = ∑(Hours * rate) for each rate
This cost will be profiled over the period of the support contract 20/21 – 24/25.
The NPV will then be calculated as described below and this will form the Financial Score input to the TEP.
The NPV for year X is calculated as price for that year/GDP Deflator * TDR.  For example in 2021/22, if the total price (inc any additional MOD costs) was £10M the NPV for that year would be £10M/107.3% * 87.14% = £8.75M.
	
	18/19
	19/20
	20/21
	21/22
	22/23
	23/24
	24/25
	Finance Score

	Price (ex VAT)
	1.000
	1.025
	1.051
	1.077
	1.104
	1.131
	1.160
	

	GDP Deflated
	0.984
	0.992
	0.998
	1.004
	1.007
	1.009
	1.011
	

	NPV
	0.951
	0.926
	0.900
	0.875
	0.848
	0.821
	0.794
	6.114



This phase of the analysis will assess the discrimination between Proposals from a financial perspective and provide the results and conclusions of the analysis to the TEP.  
This will then be combined with the Technical and Commercial score to give the overall result as described in Section 7. 
[bookmark: _Toc497926815]Phase 6 a-c – Presentation and Award Decision Presentation and Award Decision 
Following negotiation the Proposals taken through to Final Tender will be re-assessed based on the Final Tender prices with adjustments to Authority costs if appropriate, applying the same methodology as is described in Section 6.5.  The revised costs will be presented to the TEP.
[bookmark: _Ref493503466][bookmark: _Toc497926816]Overall Evaluation Score
This section describes the process for bringing together the overall technical, commercial and financial scores to identify the Most Economically Advantageous Tender (MEAT).
Where bids are deemed compliant, and have passed the technical threshold score, the MEAT will be calculated using the Value for Money index approach i.e.:
Value for Money index = (Technical Score + Commercial Score) / Financial Score (£M)
This approach will be applied and presented at both TEP2 and TEP 3b.
At TEP 2 the three bidders with the highest score will then be taken through to Final Tender.
At TEP 3b the highest scoring bid will be taken forward as the preferred bidder.  In the event of the same VfM index being allocated to more than one bid, the lowest priced bid will be taken forward.





[bookmark: _Toc497926817]Annex A:  Mandatory Requirements List
	Required Document
	Location

	Form of Tender
	Schedule 9 of the ITN

	Terms and Conditions – Acceptance of Draft Agreements
	AWARD Portal 
Part 1 to Annex C of Schedule 6 of the ITN

	Confirmation that a Parent Company Guarantee will be provided in the agreed form
	Schedule 18 to the Contract 
Schedule 1, paragraph 3 of the ITN

	Statement Relating to Good Standing
	Clause 31, Paragraph 26 of the ITN

	Commercially Sensitive Information Form (DEFFORM 539A)
	Schedule 2 of the ITN
Schedule 1, paragraph 31 of the ITN

	Tender Return Label (DEFFORM 28)
	Schedule 3 of the ITN
Section 4.3 of the ITN

	MOD Tender Submission Document
	Section 4.4 of the ITN 
Schedule 1, paragraph 17 of the ITN
Schedule 10 of the ITN

	Contract Programme (confirmation that the Bidder agrees to provide a fully worked up Contract Programme at Final Tender)
	Clause 9 of the Contract
Schedule 5 of the ITN

	Sub-Contracting Plan
	Clause 17 of the Contract

	Cyber Security Questionnaire
	Clause 45B.3.2 of the Contract
, Annex B of Schedule 6 of the ITN

	Business Continuity Plan (fully worked up Business Continuity Plan)
	Definition 
Clause 37.6 of the Contract
Clause 81.2 of the Contract
 Annex B of Schedule 6 of the ITN

	Key Personnel Positions – Confirmation of available Key Personnel to fulfil Key Roles
	Clause 11 of the Contract
Section 4.5 of the ITN
Schedule 20 of the Contract

	CV’s for identified Key Personnel 
	Annex B of Schedule 6 of the ITN

	Project Management Plan
	Annex B of Schedule 6 of the ITN

	Software Development Plan
	Annex B of Schedule 6 of the ITN

	Deterministic Schedule
	Annex B of Schedule 6 of the ITN

	Probabilistic Schedule
	Annex B of Schedule 6 of the ITN

	Weekly and Monthly Report Templates
	Annex B of Schedule 6 of the ITN

	Risk Register
	Annex B of Schedule 6 of the ITN

	Contractor’s Master Data Assumptions List
	Annex B of Schedule 6 of the ITN

	Populated Schedule 7 GFA List
	Annex B of Schedule 6 of the ITN

	Contractor ITEAP
	Annex B of Schedule 6 of the ITN

	Integrated Support Plan
	Annex B of Schedule 6 of the ITN
Schedule 19 Product Description

	Configuration Management Plan
	Annex B of Schedule 6 of the ITN
Schedule 19 Product Description

	Human Factors Integration Plan
	Annex B of Schedule 6 of the ITN
Schedule 2 of the Contract

	Human Factors Style Guide
	Annex B of Schedule 6 of the ITN

	Technical Documentation Management Plan
	Annex B of Schedule 6 of the ITN
Schedule 2 of the Contract 

	Draft Quality Management Plan
	Annex B of Schedule 6 of the ITN
Schedule 2 of the Contract 
Schedule 15 of the Contract

	Required Commercial Response
	Relevant Provision(s)

	Outline Incentivisation Model (initial Bidder responses)
	Clauses 3.1 and 29 of the Contract 
Schedule 6 of the Contract
Clause 3.3 of the ITN
Schedule 8 of the ITN

	SME Participation Proposal 
	Clause 16 of the Contract

	Added Value Proposals for Discretionary Government Furnished Assets
	Clause 31 of the Contract
Schedule 5 ITN

	Statement of any conflict of interest and, where disclosed, a proposed Conflicts of Interest Compliance Regime (inc. DEFFORM 702)
	Clause 91 of the Contract
Schedule 1, paragraph 6 of the ITN

	Required Financial Response
	Relevant Provisions

	Task Order 1 Firm Price
	Definition of Contract 
Part 2 of Schedule 9 (Pricing and Payment)

	Options Firm Price (Firm Price for each Option)
	Definition of Contract
Part 2 of Schedule 9 (Pricing and Payment)

	Expenses Caps (Task Order 1 and each Option)
	Definition of Contract
Paragraph 5 of Part 1 of Schedule 9 (Pricing and Payment)

	Identified Unit Rates in Price List
	Schedule 9 (Pricing and Payment) (Generally)
Appendix 3 to Schedule 9 (Pricing and Payment)
Unit Rates/WBS/Financial Proposal

	Confirmation whether there are any non-Staff Unit Rates applicable to the Contractor Deliverables
	Schedule 5, paragraph 7 of the ITN

	Any offered additional reduction to Unit Rates
	Paragraphs 3.2.7 and 7 of Part 2 of Schedule 9 (Pricing and Payment)

	Tendered Efficiency Percentage
	Definition of Contract
Part 4 of Schedule 9 (Pricing and Payment)
Schedule 5, paragraph 7 of the ITN

	Milestone Payment Schedule (“MPS”) (for Task Order 1 and each Option) – with tracking between MPS and WBS (see row below)
	Appendix 1 to Schedule 9 (Pricing and Payment)

	Costed and Un-costed Work Breakdown Structure (“WBS”) (in the required format)
	Annex D to Schedule 6 of the ITN





[bookmark: _Ref494113002][bookmark: _Toc497926818]Annex B:  Technical Questions & Evaluation criteria
The Technical Evaluation is detailed in the following documents; 
· the BMA ITN Questionnaire document (the landscape and portrait documents have exactly the same content); 
· the BMA Epic Response Template; 
· the BMA NFR Compliance Matrix; and
· the BMA User Story Compliance Matrix
· 

[bookmark: _Ref494113008][bookmark: _Toc497926819]Annex C:  Commercial Questions & Evaluation Criteria

Part 1: Terms and Conditions Evaluation Criteria
Refer to attached document. 


Part 2- Incentivisation Evaluation Criteria 
	Evidence Score
	Evaluation Criteria

	5
	The approach to incentivisation addresses all of the points which the Authority has requested and further demonstrates all of the following criteria: 
· a tangible demonstration of a willingness to put meaningful sums of money at risk if there is failure to deliver the required Key Performance Indicators and performance indicators within them;
· a viable and effective approach to continuous improvement which will incentivise the Contractor to improve delivery throughout the course of the Contract to deliver better value for money, as well as a recognition that tangible evidence must be provided when delivering this; 
· a focus on the relationship with the Authority and other Authority Contractors to ensure the delivery of MORPHEUS;
· SMART metrics have been proposed for the detail behind the areas proposed by the Authority as well as any others the bidder might think relevant; and
· the approach demonstrates a drive towards a collaborative relationship with the Authority and a priority towards delivering success. 

	4
	The approach to incentivisation addresses all of the points which the Authority has requested and further demonstrates most of the following criteria: 
· a tangible demonstration of a willingness to put meaningful sums of money at risk if there is failure to deliver the required Key Performance Indicators and performance indicators within them;
· a viable and effective approach to continuous improvement which will incentivise the Contractor to improve delivery throughout the course of the Contract to deliver better value for money, as well as a recognition that tangible evidence must be provided when delivering this; 
· a focus on the relationship with the Authority and other Authority Contractors to ensure the delivery of MORPHEUS;
· SMART metrics have been proposed for the detail behind the areas proposed by the Authority as well as any others the bidder might think relevant; and
· the approach demonstrates a drive towards a collaborative relationship with the Authority and a priority towards delivering success.

	3
	The approach to incentivisation addresses all of the points which the Authority has requested and further demonstrates some of the following criteria:
· a tangible demonstration of a willingness to put meaningful sums of money at risk if there is failure to deliver the required Key Performance Indicators and performance indicators within them;
· a viable and effective approach to continuous improvement which will incentivise the Contractor to improve delivery throughout the course of the Contract to deliver better value for money, as well as a recognition that tangible evidence must be provided when delivering this; 
· a focus on the relationship with the Authority and other Authority Contractors to ensure the delivery of MORPHEUS; 
· SMART metrics have been proposed for the detail behind the areas proposed by the Authority as well as any others the bidder might think relevant; and
· the approach demonstrates a drive towards a collaborative relationship with the Authority and a priority towards delivering success.

	2
	The approach to incentivisation addresses some of the points which the Authority has requested and further demonstrates some of the following criteria: 
· a tangible demonstration of a willingness to put meaningful sums of money at risk if there is failure to deliver the required Key Performance Indicators and performance indicators within them;
· a viable and effective approach to continuous improvement which will incentivise the Contractor to improve delivery throughout the course of the Contract to deliver better value for money, as well as a recognition that tangible evidence must be provided when delivering this; 
· a focus on the relationship with the Authority and other Authority Contractors to ensure the delivery of MORPHEUS;
· SMART metrics have been proposed for the detail behind the areas proposed by the Authority as well as any others the bidder might think relevant; and
· the approach demonstrates a drive towards a collaborative relationship with the Authority and a priority towards delivering success.

	1
	The approach to incentivisation addresses some of the points which the Authority has requested but none of the following criteria; 
· a tangible demonstration of a willingness to put meaningful sums of money at risk if there is failure to deliver the required Key Performance Indicators and performance indicators within them;
· a viable and effective approach to continuous improvement which will incentivise the Contractor to improve delivery throughout the course of the Contract to deliver better value for money, as well as a recognition that tangible evidence must be provided when delivering this; 
· a focus on the relationship with the Authority and other Authority Contractors to ensure the delivery of MORPHEUS;
· SMART metrics have been proposed for the detail behind the areas proposed by the Authority as well as any others the bidder might think relevant; and
· the approach demonstrates a drive towards a collaborative relationship with the Authority and a priority towards delivering success.

	0
	Nil response or addresses none of the points which the Authority has requested 





[bookmark: _Toc497926820]Annex D:  Financial Evaluation Criteria 
Refer to the following external documents;
· 20171108-Annex D to Schedule 6 to the ITN (Price Template)
· 20171108-Appendix 1 to Annex D to Schedule 6 to the ITN (Assumptions list)


[bookmark: _Toc497926821]Annex E: Interview Led Assessment and Presentation Evaluation Criteria

Introduction

The Bidders will have no more than 60 minutes to deliver a presentation, covering the following subject matters: 

1 Project Delivery – how your organisation intends to operate, the delivery methodologies (software development and project) you intend to employ and how you will work with the Authority, its Transition Partner and Army HQ. 

2 Evolving command and control doctrine – C2 business processes will evolve with user expectations as EvO is rolled out, the BMA must evolve with the EvO baseline.

3 Supporting the Dismounted Environment – future dismounted infrastructure will host BMA applications and services. 

4 Interoperability with NATO and 5-Eyes nations – evolving information exchange and ways of working with key partners 

5 Supporting MOD and ISS Strategy:
· Common Information Environment (CIE)
· Ever-greening
· Defence as a Platform

Key Personnel

The Bidders will be expected to attend the BMA Presentation with the following Key Personnel which are set out in their tender return (note attendance is limited to 6 personnel only):

· Project Manager
· Product Manager
· Software Engineering Manager
· Contract Manager
· Security Manager

The Authority reserves the right to amend the above list. 

The Assessment will be recorded in order to ensure that an accurate record is maintained of the presentations when they are delivered. 

Bidders are recommended to come equipped with a laptop and USB holding their presentation. Projection equipment will be provided by the Authority.

Bidders will be able to bring any presentation aids that they wish to, however printed aids/handouts are limited to printed copies of the presentation and a large scale diagram only. 




Interview Led Assessment Evaluation Methodology

The Interview Led Assessment and Presentation will be marked utilising the 4 evaluation criteria set out below. Table 1 illustrates how the evaluation criteria will be marked. 


	Criteria
	Available Marks

	1
	5

	2
	5

	3
	5

	4
	25

	Total
	40 (excluding multiplier)


Table 1
Evaluation criteria 1, 2 and 3 each have 5 marks available and are being used to evaluate the overall quality of the presentation. Evaluation criteria 4 will be used to mark the presentation for each of the 5 subject matters. Accordingly, there are 25 marks available for evaluation criteria 4 in total. The Interview Led Assessment and Presentation has a priority weighting of P1 (multiplier of 20).


Criteria 1.  The Bidder’s approach to ISO 44001 and MORPHEUS Values.

0  - The response from the Bidder fails to demonstrate how the organisation will utilise ISO44001 and does not consider the MORPHEUS Values.
 
1  -  The response from the Bidder demonstrates a limited understanding of the principles and processes within ISO 440001 and demonstrates limited application on their employment in the delivery of the BMA Contract.  The response addresses the MORPHEUS Values in a very limited fashion and does not contextualise how they will be employed. 

2  -  The response from the Bidder demonstrates some understanding of the principles and processes within ISO 440001 and demonstrates some application of their employment in the delivery of the BMA Contract.  The response addresses the MORPHEUS Values and provides limited context on how they will be employed. 

3  -  The response from the Bidder demonstrates a satisfactory understanding of the principles and processes within ISO 440001 and provides a satisfactory demonstration on how they will be employed on the BMA Contract.  The response addresses most of the MORPHEUS Values and provides a satisfactory level of context on how they will be employed. 

4  -  The response from the Bidder demonstrates a good understanding of the principles and processes within ISO 440001 and provides a good demonstration on how they will be employed on the BMA Contract.  The response addresses most the MORPHEUS Values and provides a good level of context on how they will be employed.

5 -  The response from the Bidder demonstrates an excellent understanding of the principles and processes within ISO 440001 and provides an excellent demonstration of how they will be employed on the BMA Contract.  The response addresses all of the MORPHEUS Values and provides excellent context on how they will all be employed.




Criteria 2.  Team Dynamic 
                
0  -  The Bidder has attended the BMA Presentation and Interview-Led Tender Evaluation with none of the required key personnel, providing the Authority with no indication of how the Contractor’s team will operate. 

1  -  The Bidder has attended the BMA Presentation and Interview-Led Tender Evaluation with 1 or 2 of the required key personnel, providing the Authority with a very limited insight on how the Contractor’s team will operate, and/or, of the staff in attendance, a limited number contribute to the presentation and respond to questions, and/or, the attendees speak over one another and openly disagree with each other when responding to questions. 

2  -  The Bidder has attended the BMA Presentation and Interview-Led Tender Evaluation with 3 or more but not all of the required key personnel, providing the Authority with limited insight on how the Contractor’s team will operate, and/or, of the staff in attendance, not all staff contribute to the presentation and respond to questions, and/or, the attendees occasionally speak over one another and openly disagree with each other when responding to questions.

3  -  The Bidder has attended the BMA Presentation and Interview-Led Tender Evaluation with all of the required key personnel, providing the Authority with a full insight on how the Contractors team will operate, and/or, of the staff in attendance all staff contribute, where appropriate, to the presentation and respond to questions, and/or, the attendees do not speak over one another, nor openly disagree with each other when responding to questions. 

4  -  The Bidder has attended the BMA Presentation and Interview-Led Tender Evaluation with all of the required key personnel, providing the Authority with a full insight on how the Contractors team will operate, and/or, of the staff in attendance all staff contribute, where appropriate, to the presentation and respond to questions, and/or, the attendees do not speak over one another and respond to questions with one voice.

5 - The Bidder has attended the BMA Presentation and Interview-Led Tender Evaluation with all of the required key personnel, providing the Authority with a full insight on how the Contractors team will operate, and/or, of the staff in attendance all staff contribute, where appropriate, to the presentation and respond to questions, and/or, the attendees do not speak over one another and respond to questions with one voice providing relevant examples.




Criteria 3.  Style and Manner 

0  -  The Bidder’s presentation and response to questions demonstrates poor professionalism and poor presentational skills and the presentation length fails to adhere to the allocated presentation time. 

1  -  The Bidder’s presentation and response to questions demonstrates limited professionalism and limited presentational skills with poor presentation aids (if used) and the presentation length fails to adhere to the allocated presentation time. 

2  -  The Bidder’s presentation and response to questions demonstrates some professionalism and some presentational skills with poor presentation aids (if used) and the presentation length fails to adhere to the allocated presentation time.

3  -  The Bidder’s presentation and response to questions demonstrates a satisfactory level of professionalism and a satisfactory level of presentational skills with appropriate presentation aids (if used) of satisfactory quality and the presentation is delivered within the time allowed.

4  -  The Bidder’s presentation and response to questions demonstrates a good degree of professionalism and good presentational skills with appropriate presentation aids of good quality and the presentation is delivered within the time allowed.

5  -  The Bidder’s presentation and response to questions demonstrates excellent level of professionalism and excellent presentational skills with appropriate presentation aids (if used) of excellent quality and the presentation is delivered within the time allowed.

Sub-Criteria
Factors that will be considered when assessing this question the following; 
· clear communication skills i.e. clarity of responses and ability to articulate responses; 
· how well the team are organised; 
· responsiveness to questions; and 
· flexible style of delivery when responding to questions. 

Criteria 4.  Understanding of BMA requirements

0  -  The Key Personnel in attendance demonstrate a poor understanding to the Subject Matter which fails to provide the Authority with any confidence in their ability to support the programme as there is no demonstration of any understanding or in-depth knowledge of the subject matter of the question. 

1  -  The Key Personnel in attendance demonstrate a limited understanding of the Subject Matter which fails to provide the Authority with sufficient confidence in their ability to deliver the BMA as there is limited evidence of knowledge.

2  -  The Key Personnel in attendance demonstrate some understanding of the Subject Matter which fails to provide the Authority with sufficient confidence in their ability to deliver the BMA as there is insufficient evidence of knowledge. 

3  -  The Key Personnel in attendance demonstrate a satisfactory understanding of the Subject Matter which provides the Authority with sufficient confidence of their ability to deliver the BMA.  The response addresses the need to retain knowledge and understanding and vaguely sets out a process for doing so. 

4  -  The Key Personnel in attendance demonstrate a good understanding of the Subject Matter which provides the Authority with good confidence of their ability to deliver the BMA.  The response addresses the need to retain knowledge and understanding and clearly sets out a process for doing so.

5 - The Key Personnel in attendance demonstrate an excellent understanding of the Subject Matter which provides the Authority with excellent confidence of their ability to deliver the BMA.  The response addresses the need to retain knowledge and understanding and clearly sets out a detailed process for doing so.
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