NEWSLETTER Number: 14

It is interesting to me that information relating to the contractual process causes people so much angst.  Common sense is helpful but sometimes this seems to me to be in short supply.

Some answers to client questions.

1. Is it best to let the contract automatically rollover.

2. Do we need to provide information about our business, we have been around for years.

3. How long should a proposal response be.

4. We don't have experience in this area.  Should we put that in a proposal response.

5. Can we request a review of the contract as the requirements have changed.

6. My supplier is not performing ... but I have not told them: Should I.

7. My supplier is not providing reports ... but I have not told them what I want.

8. Should we 'buy' a contract by reducing price to 'get in the door'.

Answers:

Question 1 – no, it might not be best to let it roll over from a supplier perspective.  You have lost an opportunity to discuss additional requirements and/or any pricing adjustments.

Question 2 – yes you do need to provide your busienss information.  In fact if you have been operating for, say, 15 years, then this is a value add.  You need to assume that you are not known and you need to write it down in case newcomers to the buyer organisation will be reading your proposal response.

Question 3 – A proposal response needs to incorporate what is required within the buyer Scope of Work.  Do not fall into the trap of having 50 pages when 30 will do.  Do not fill with 'fluff' i.e. information that is not relevant to the requirements.  A proposal response needs to provide a solution to the buyer requirements.  Also, to be compliant you need to answer all the questions, not some of the question, or part of the question, but all of the questions.

Question 4 – If you do not have experience in the scope requirements, then do not put in a proposal response.  You will not make it past the evaluation.  It is poor judgement to respond.  If you have prior experience in working for that buyer organisation, then you do not help yourself by responding for the sake of it. 

Question 5 – yes, you can request a review.  In fact a review clause should be in the contract.  This allows both parties to review and to look at requirements and for suppliers to establish and discuss what was agreed and what is occurring – not always the same thing.  An opportunity there.

Question 6 – If your supplier is not performing, then you need to tell them.  You need to be clear about what your expectations are.  If you do not communicate then a supplier can reasonably assume that you are happy.  Suppliers: do not assume silence means happiness, it just means that they could be frustrated without telling you – not helpful I know but this happens.  

Suppliers – if you know that there is going to be a performance issue, then contact the buyer – before the buyer contacts you!

Question 7 – You need to outline what reports you want – and when.  This should be incorporated into the contract.  You cannot expect a supplier to provide what they do not know about.  Equally of course suppliers may be able to provide other reports that could be useful and they need to communicate this to buyers.  Communication is the key.

Question 8 – you can try this but it can come back and haunt you later – in fact haunt both parties.  Not usually a good idea.  For suppliers this makes it difficult when it is rebid next time and you then need to have appropriate pricing.  The gap could be too large for the buyer to accept.   For buyers this is not usually a good idea as during the evaluation process you have to ask yourself the question: why is this pricing significantly lower than the other proposals?  

CONTRACT MATTERS Books


Margaret has completed – whew! - the Contract Matters series which includes  a book on the Role of Buyers and A Practical Guide for Suppliers.  There is also a need to look at the contractual process in a strategic way and so Contract Mataters: Contract Strategies/Strategic Contracts was written..

The books also outline the contractual process for the following countries: Australia, Asia, The Pacific, United States of America, Canada, Mexico, Central and South America, Scandinavia and others.

In addition 

The books have two markets:

1. For buyers/suppliers within the country concerned.

2. For suppliers wanting to know or enter into the contractual process of other countries.

An understanding of the contractual process is important.  It is essential whether you are a buyer or supplier to look at the big picture i.e. Take a strategic approach.

Contract Matters: Strategic Contracts/Contract Strategies provides the mechanism to look at and to recognise the contracts you have and to recognise their strategic value to you.

We would welcome your feedback on the books.

I am looking forward to a rest and to have my weekends back.  For how long?  Who knows!

GENERAL

I am often asked: which side – buyer or supplier – is easiest to work with. Well, I find that there are challenges and surprises with both.  The aim of both is the same though – but its the getting there that can be tricky.

UPCOMING EVENTS

Training in Singapore

Training in Papua New Guinea

ANY QUESTIONS?

Please contact us: www.contractmatters.com
margaret@contractmatters.cocm
