
Invitation to Tender for

Acquisition, leaseback and development of Stockport College
	Invitation to Participate in a Mini Competition



	Panel Name:  PROPERTY PANEL  OJEU REF 2013/S 235-408288
                      

	Project Name: Stockport College                                                Date: 9th December 2015


	From: (Redacted), Senior Area Manager, Greater Manchester Team
(Redacted)
(Redacted)

	Background 

The HCA is in negotiations to acquire the main Stockport College campus on Wellington Road, Stockport. The proposed transaction is to acquire the freehold from the College and leaseback (in three parts) elements of the site that are needed for the short, medium and long term operations of the College. Outside of that lease-back area a portion of the site will be acquired with vacant possession.

The HCA is seeking to bring forward residential development of the site to support the housing needs of Stockport and Greater Manchester. It is working closely with the Council and the College to achieve this.

The HCA is therefore seeking a variety of property advice in two phases. The initial phase will be for activities that need to be completed prior to acquisition and the second phase relates to work required after the acquisition has been completed. The level of work, the nature of the advice required, the certainty relating to it and the timeframes differ considerably. The two phases are explained in more detail below.

Objectives
The objective of the first phase is to remove some of the uncertainty in the transaction, to agree terms with the College and to complete the transfer by 31st March 2016.
Progress to date
Initial discussions have been undertaken to date in a tripartite approach involving HCA, Stockport Council and the College. High level heads of terms have been shared with the Council but further work is needed to agree the detail.
Key deliverables 

Phase One – December 2015 to March 2016
Main elements:

· Acquisition price – advice on the market value of the site, support with negotiation this with the College and its advisors. This will lead to the production of agreed Heads of Terms and a RICS Red Book Valuation to support the agreed price;

· Overage – potentially advise the HCA on the options, suitability and consequences of adopting an overage or profit share arrangement with the College if necessary;

· Leaseback – there are three lease-back elements proposed covering three separate elements of the site including short term (c6months), medium term (c5yrs) and long term (c25yrs) tenancy. Advice and negotiation support is needed on the appropriate market rental to charge for the leases as well as advice in relation to break clauses. This will lead to the production of agreed Heads of Terms for the three leases;
· Building Condition – the HCA needs to understand the condition of the property it is acquiring and ensure this is reflected in the valuation, leases and holding costs. It is understood that the site includes a listed building. Prior to acquisition it will be necessary for the consultant to review the College’s information and undertake site and building surveys relating to the current condition of the properties and to flag any issues that could undermine or complicate the refurbishment/redevelopment of the site for residential. This will need to feed into the valuation report, the leases and the HCA’s holding costs budget. This work will lead to the production of a Condition Survey Report for the HCA prior to completion of the acquisition (for the avoidance of doubt the HCA and it’s contracted asset manager will inspect the properties from a H&S and insurance point of view but the consultant is expected to liaise with the HCA and its asset manager to assist in drawing up a holding costs budget); 
· Liaison with the HCA’s legal advisors – the HCA will engage legal advisors to complete the acquisition and the consultant will work with them and the HCA to address issues as they arise during the pre-acquisition due diligence process;

· During this phase it is expected that the client lead at the consultant will have weekly telephone calls with the HCA project manager to update on progress and will attend, as required, meetings with the Council, the College or the HCA team. It is estimated that this will equate to three meetings per month on average;

Phase Two – April 2016 to March 2017

Main elements

· Development strategy – following acquisition the HCA will want to quickly agree and begin the implementation of a development strategy. The consultant will need to provide advice on the master-plan (working on existing initial proposals already developed), propose options for tenure, unit type, layout, massing and density. This will include working with adjacent developers and the Council to agree an approach and will lead to the production of a Development Strategy report for the HCA;
· Exit strategy – subject to agreeing the development strategy the consultant will also need to advise on the best exit options for the HCA in light of the development strategy and the College’s leaseback arrangements. This will include soft market testing, consideration of phasing, multiple or single development partners, procurement approach and investor opportunities. This will lead to the production of an Exit Strategy report for the HCA;

· Leaseback – support and advice on the management and termination of the leases, liaising with the HCA Asset Management and Estates Services team and their agents (TEP);

· Note – the exact scope of this phase and the timing of the work is subject to change depending on the emerging proposals for the site, the progression of the College’s estate strategy and the HCA’s development and disposal strategy for the site;

· Note – the HCA will work closely with the Council and the College on this project and will expect the Consultant to share reports (at draft and final stage) with both those parties as appropriate albeit only the HCA will be able to rely on them;

· During this phase it is expected that the client lead at the consultant will have fortnightly telephone calls with the HCA project manager to update on progress and will attend, as required, meetings with the Council, the College or the HCA team. It is estimated that this will equate to one meeting per month on average;

Programme

Phase One:

· The primary driving point is the need to complete the acquisition and leasebacks by 31st March 2016;

· Once appointed the consultant will agree with the HCA (in consultation with the HCA’s legal advisor) a timetable for completion of the tasks;

Phase Two:

· To be confirmed but it is expected that the development strategy will be agreed by mid-2016 with the exit strategy agreed by autumn 2016 and initial phase of development ready for the market by late 2016;

· Exact timings to be discussed and are subject to change and negotiation;

The HCA will instruct this work in two phases. Phase one will be instructed in December following tendering. Phase two will be instructed in April subject to approval and the completion of the transaction. 

Budget

Consultants are asked to propose a budget cost for the work. The phase one work is primarily driven by the agreed panel rates and consultants should advise where they are deviating from them. Phase two has less links to the panel rates so fee quotes, including time and cost of individuals can be proposed.

Site information (if appropriate)
The site is the main Stockport College town centre campus. It is bounded by Wellington Road South (A6),Greek Street, Royal George Street, Flint Street, Shaw Heath, Hollands Mill Road and Charlesworth Street. The attached plan sets out the site and proposed parcels.

The attached Heads of Terms sets out the proposed approach to leaseback. 
Working with partners

The HCA is progressing this acquisition with the strong support of Stockport Council. As this is a key site in the town centre the HCA is involving the Council in all meetings and discussions relating to the site, its acquisition and development. The HCA will therefore be sharing all reports and advice with the Council although it is accepted that only the HCA can rely on the reports and information and the HCA is the only client for the work. For the avoidance of doubt this is not a joint commission and the consultant should only take instruction from HCA.
Evaluation Criteria

Quality – 75%
     Technical merit of proposal (25% of Quality score)
· Ability to deliver the outputs including experience in the locality and knowledge of the market;
     Understanding of project requirements (25% of Quality score)
· Understanding of the HCA’s requirements, objectives and key drivers based on this ITT;
    Staff and other resources (25% of Quality score)
· Capacity, seniority, experience and relevant knowledge of the staff proposed;
· Ability to provide the HCA with the requisite level of skill and capacity over the challenging time periods;

    Management and communication (25% of Quality score)
· Provision of a single and effective point of contact for the work;
Price 25%
· Whilst unusual, in this instance the HCA is more interested in the quality of the offered consultants, their experience, relevant knowledge and ability to deliver to the timescales;
· The price offered needs to reflect the agreed HCA panel rates;
· The price offer should provide a fee quote broken into phase one and phase two. Within each phase there must be clarity between the tasks set out above and who is delivering them together with the amount of time per person per task and their fee rate;
· A resource plan must also be provided including a project plan;


	Date response required by: 6pm Thursday 17th December 2015




