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Stan Pope - National Manager: Procurement.




- Operational needs being met with best value for
money over whole of life cost via long term c

- We must maximise effective competition in the
market by building trust & confidence: - Does a real
level playing field opportunityexist for aIJ respondents??

» So, how do we build this Trust & Confidence?
» What needs to change to enable this outcome? -
» Transperancy & Accountability.
» What Tender T&C’s are required to legitimise our actions?
» Will this increase the risk of a successful challenge?
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»  Used to craft a better understanding of potential outcomes

and clearer documentation.
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Release the scoring schedule, why?
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Release the Tender Evaluation Report.

Release the original Procurement Plan.
Why are these two so important?

Release individual scores and comments.

Release competitors scores and comments.

But wait you cry, what about commercialy sens

ivity?

We do not expect an unsuccessful respondent to be

py, but what we do expectis...



. Lack of page numbering;

. Lack of marked sectional tabs;

. Faliling to layout the response In
a logical sequence,;

. Failure to read the guestion

properly;

. Fallure to ensure answer
actually addresses the question
asked,;

. Reverting to type;

. Providing inducements;

. Assuming we know your
services;

. Assuming you will be shortlisted
and you will have a second

crack at it;
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)etermin the alignment of your services to our needs.

Jnderstand timelines for next formal opportunity.
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1111) Road Safety
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