
I121111 
 

HGEA01 - 03-2021 - Version 1.0   



General Guidelines – Evaluation of Bids and Award of Contracts 

1 
HGEA01 - 03-2021 - Version 1.0   

TABLE OF CONTENTS 

EXECUTIVE SUMMARY ..................................................................................................................................2 

1. CONTEXT AND BACKGROUND .............................................................................................. 5 

1.1 Purpose of the guidelines .......................................................................................................................5 

1.2 Intended audience ..................................................................................................................................5 

1.3 Legal context and alignments .................................................................................................................5 

1.4 The Trinidad and Tobago Public Procurement Procedures ....................................................................6 

1.5 Linkage to the Public Procurement Procedures .....................................................................................6 

2. INTRODUCTION ................................................................................................................... 8 

3. EVALUATION ..................................................................................................................... 12 

3.1 The Need for an Evaluation Process .................................................................................................... 12 

3.2 Evaluation Criteria ................................................................................................................................ 13 

3.3 The Evaluation Committee .................................................................................................................. 15 

3.4 Preliminary Examination of Bids .......................................................................................................... 17 

3.5 Seeking Clarification During Preliminary Evaluation ............................................................................ 19 

3.6 Detailed Evaluation .............................................................................................................................. 20 

3.7 Evaluation Methods for Consultancy Services ..................................................................................... 21 

3.8 Details of Evaluation Methods ............................................................................................................. 22 

3.9 Treatment of Abnormally Low Bids ..................................................................................................... 23 

3.9.1 Stage 1 - Identify ........................................................................................................................... 25 

3.9.2 Stage 2 - Clarify ............................................................................................................................. 25 

3.9.3 Stage 3 - Justify ............................................................................................................................. 26 

3.9.4 Stage 4 - Verify .............................................................................................................................. 26 

3.9.5 Stage 5 - Decide ............................................................................................................................ 26 

3.10 Preparation of Evaluation Report ...................................................................................................... 27 

3.10.1 Introduction................................................................................................................................. 27 

3.10.2 Background ................................................................................................................................. 27 

3.10.3 Evaluation of Bids ........................................................................................................................ 27 

3.10.4 Recommendation for Award of Contract .................................................................................... 28 

4. AWARD OF CONTRACT ...................................................................................................... 30 

4.1 Standstill Period ................................................................................................................................... 30 

4.2 Notification of Award of Contract ........................................................................................................ 30 

5. BIBLIOGRAPHY .................................................................................................................. 31 

6. GLOSSARY OF TERMS......................................................................................................... 32 

7. APPENDIX 1: Sample Conflict of Interest and Confidentiality Forms ................................... 41 

8. APPENDIX 2: Sample Evaluation Report ............................................................................. 42 

 

  



General Guidelines – Evaluation of Bids and Award of Contracts 

2 
HGEA01 - 03-2021 - Version 1.0   

 

EXECUTIVE SUMMARY 

Bid evaluation is a determinant factor in any public procurement as the successful outcome of 

the project hinges on an efficiently implemented evaluation process. Although The Public 

Procurement and Disposal of Public Property Act of 2015 defines the legal framework of public 

procurement, public bodies and organisations may need further guidance on implementing the 

objects of the Act while ensuring that the principles of accountability, integrity and transparency 

are vigorously adhered to. The guidelines, prepared by The Office of Procurement Regulation, are 

meant to advocate international best practices to be applied in the course of bid evaluation and 

award of contracts by elaborating a range of processes, recommendations and measures.  

The guidelines are created for public bodies wishing to engage in public procurement but 

members of the private and civil sectors may also find them useful as they offer an insight into 

the considerations applied by procuring institutions and organisations. The guidelines are 

applicable for procurements ranging from low-risk/low-value to high-risk/high value, and for 

quotations, tenders and proposals submitted in response to the public body’s invitation for the 

procurement of goods, works or services. 

The guidelines include a step by step description of the evaluation and contract award process, 

from defining the criteria to be used, to setting up the committee responsible for evaluating the 

bids, selecting the evaluation mechanisms and making recommendations for awarding the 

contracts. They also provide actionable advice on the most important dos and don’ts of the 

evaluation process with the aim of ensuring that the contract is eventually awarded to the most 

suitable bidder.  

By applying and implementing the following key steps in the bid evaluation process, procuring 

entities will be making use of internationally adopted and recognised industry best practices. 
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1. CONTEXT AND BACKGROUND 

1.1 Purpose of the guidelines 

The purpose of the guidelines is to provide detailed and actionable guidance as well as 

recommended processes related to the evaluation of public procurement bids, which is a complex 

and often technical activity. The guidelines are aligned with the Public Procurement and Disposal 

of Public Property Act of 2015, as amended (The Act), which states that public procurement carried 

out in a manner that is inconsistent with the objects of the Act shall be void and illegal. 

 

1.2 Intended audience 

The guidelines are intended for public entities wishing to engage in the procurement of 

works, goods and services in a manner that complies with effective legal regulations and industry 

best practices. The publication primarily targets public officers involved in the evaluation of bids 

on behalf of their department or agency in Trinidad and Tobago.  

 

1.3 Legal context and alignments 

The guidelines should be read in conjunction with the Act, the Procurement Regulations of 

2019, the Handbook of Procurement, Retention and Disposal of Public Property published by The 

Office of Procurement Regulation (OPR) and other related general and specific guidelines.  

A procuring entity may use these guidelines as a model for developing its own special 

guidelines. In such instances the procuring entity is required to: 

➢ Map all changes (inclusions, edits, deletions) against this model guide; 

➢ Subsequently submit a copy of its own special guidelines to the OPR for review and 

approval. 

 

 

NOTE! The OPR will grant approval for special guidelines prepared 

independently by public bodies in accordance with the procedures outlined in the OPR 
publication entitled  

“Preparation of Special Guidelines and Handbooks for Approval” 
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1.4 The Trinidad and Tobago Public Procurement Procedures 

The Trinidad and Tobago Public Procurement Procedures are derived from the objects of 

the Act.  

 

 

 

 

 

 

1.5 Linkage to the Public Procurement Procedures 

The Trinidad and Tobago Public Procurement Procedures are based on achieving the objects 

of the Act. The guidelines incorporate the principles of public procurement procedures to ensure 

general compliance with Section 5 of the Act. Accordingly, the effective bid evaluation process, as 

presented by the current guidelines, is designed to support the achievement of targets and 

principles listed in the Act. 

In the public procurement cycle, bid evaluation and award has relevance in the Planning 

phase when the award criteria are established. The process is also relevant in the Solicitation 

phase as bidders prepare their submissions bearing in mind the award criteria. Phase 3 of the 

procurement cycle is the Bid evaluation and the award of contract, when the step-by-step 

evaluation is implemented. 

  

The objects of the Act are to promote 

➢ the principles of accountability, integrity, transparency and value for money; 

➢ efficiency, fairness, equity and public confidence; and 

➢ local industry development, sustainable procurement and sustainable 

development in public procurement and the disposal of public property. 

As stated in Section 5 (1) 
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Introduction 
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2. INTRODUCTION 

The successful outcome to the evaluation of quotations, bids or proposals (i.e. the selection 

of the most suitable supplier or contractor to fulfil the contract) begins during the planning stages 

of the procurement process. In practice, the evaluation process begins with the drafting of the 

solicitation documents. 

When developing the solicitation document (i.e. Request for Quotation, Invitation to 
Tender or Request for Proposals), which according to the Act means the document issued by, or 
on behalf of the procuring entity and which sets out the terms and conditions of the 
procurement, the requirements of the good, work or service to be procured must be carefully 
considered to allow the procuring entity to determine the elements that must be evaluated in 
order to achieve the project outcome.  

 

Requirements to be considered for each project, as may be appropriate: 

➢ Experience of the bidder (supplier or contractor) in performing contracts of a similar 

nature; 

➢ Track record of the bidder; 

➢ Qualifications and experience of the bidder’s key personnel to be assigned to the 

project; 

➢ Financial capability of the bidder; 

➢ Proposed delivery or completion timeframe; 

➢ The bidder’s commitment to health, safety, security and environmental standards; 

➢ The proposed methodology and work plan for completing the contract; 

➢ Resource allocation; 

➢ Knowledge transfer (training/development of local capacity or industry); 

➢ Price, and where appropriate the cost build-up, for the provision of the good, work 

or service; 

➢ Any other relevant factors that would assist in the evaluation of the bids or 

proposals. 

It is a legal requirement to define the evaluation process in summary form in the bidding 

documents. The major categories on which the bid or proposal will be evaluated and the weight 

assigned to each factor should also be identified. The bidding documents should explain the criteria 

that can or will result in the rejection of an offer, affirm that the evaluation will include the price, 

and state the relative importance of each major selection evaluation criteria. 

The evaluation criteria, sub-criteria, scoring system and methodology must be included in 

the solicitation document to guide the bidder in the preparation of its bid or proposal. 
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For procurements classified as low/risk and low-value, as approved by the named 

Procurement Officer and/or Accounting Officer, the evaluation of quotations may be conducted 

by the assigned Procurement Officer and, where applicable, the end user. 

For procurements classified as high/risk or high/value the procuring entity shall appoint an 

evaluation committee, consisting of a minimum of three (3) qualified members. 

All solicitation documents are to be store in a secure location from time of receipt to the 

completion of the procurement activity. 

 

 

There may be a considerable advantage if the same members of the committee participated 

in the preparation of the bidding documents. 

It is important that the evaluation committee deals with the evaluation process and the 

bidders in a consistent and transparent manner. Applying a standard approach eliminates some of 

the personal bias and takes some of the arbitrariness out of the scoring. A good working definition 

of, for example, when to assign a score of 5 versus an 8 will ensure that evaluators can agree on a 

score rather than simply averaging the different scores.  

Some procurement projects may need a probity advisor or probity auditor (for additional 

information see the General Guidelines: Procurement Methods & Procedures, section 4.0). 

After the opening of bids, information relating to the preliminary examination, clarification, 

and evaluation of bids (described in detail below) shall not be disclosed to bidders or other persons 

not officially involved in the process until the successful bidder is notified of the award of contract.  

The procuring entity shall conduct a preliminary examination of the bids to check compliance 

with the terms and conditions and the mandatory criteria set in the bidding documents. The 

remaining substantially responsive bids will then be evaluated against all the criteria set in the 

bidding documents to determine the successful bidder. 

The procuring entity may request clarifications from bidders concerning ambiguities or 

inconsistencies in the bid. Such requests shall be in writing and no change in the price or scope of 

the originally offered goods, works, or services shall be sought or accepted, except for the 

correction of arithmetic errors. Responses from bidders shall also be submitted in writing. 

 

NOTE! In the case of electronic bid submissions, the documents can be stored on a 

secure network drive with access restricted solely to members of the evaluation committee. 
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No circumstances shall justify unofficial meetings or conversations between the procuring 

entity and bidders during the bid evaluation process.  

Sanctioned meetings or conversations shall be recorded electronically, a summary of the 

proceedings shall be reduced to writing, and both the electronic and written record shall be 

included in the record of procurement proceedings. 

 

 

  

All clarifications generated between the procuring entity and the bidders during the 

preliminary examination and the subsequent evaluation of bids shall be included in the 

record of the public procurement proceedings.   
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Evaluation 
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3. EVALUATION 

3.1 The Need for an Evaluation Process 

Evaluation is a process that enables the selection of the bid that best satisfies the 
requirements of the procuring entity while ensuring compliance with the objects of the Act. The 
process involves the assessment of the nature, value and significance of the goods, works or 
services being procured. The result of the evaluation process depends on the public procurement 
method and procedures (see General Guidelines: Procurement Methods and Procedures) applied 
to determine the selected bidder that will be recommended for negotiations and/or contract 
award. 

 
The evaluation process consists of the following key steps: 

 

 

 

The need for the evaluation process is two-fold. First, it offers all potential bidders a fair and 

equitable method for having their proposal reviewed and considered as a potential solution in a 

Establishing the evaluation 
criteria

Placing the criteria in the 
proposal document

Selecting an evaluation 
committee

Evaluating the proposal 
using the criteria

Preparing the evaluation 
report, including a 

recommendation for award
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manner that is consistent and similar to their competitors. Secondly, it provides the evaluating 

committee with a clear and concise method for identifying the competent tenders and ultimately 

the best overall bid.  

 

 

The evaluation process begins with the establishment of the evaluation criteria.  

 

3.2 Evaluation Criteria 

Evaluation criteria are the standards and measures used to determine how satisfactorily a 

proposal has addressed the requirements identified in the bidding document. They also play a 

major role in identifying the best overall cost-effective solution to the requirements of the 

procurement.  

Once basic evaluation criteria are identified for a procurement activity, the procuring entity 

must decide which criteria will be mandatory and which will be weighted. 

NOTE! Evaluations should be designed with an audit trail in mind. The evaluation 

results must be reconcilable and repeatable, whether using simple or complex evaluation 
methods. Each tool should describe the point range for each scored item and what 
constitutes the criteria for each score.  For example, the top score for staff experience in a 
range should be based on specifics like a minimum number of years of work in the subject 
area along with specific certification(s). 
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Characteristics of Effective Evaluation Criteria 

➢ Objective - not subject to diverging interpretation 

➢ Relate to defined requirements - all key elements of project requirements must be 

covered by the evaluation criteria 

➢ Discriminating - separate best, average and weaker proposals 

➢ Non-discriminatory - fair and reasonable, meaning that mandatory and heavily 

weighted criteria must be justified 

➢ Realistic - given the contract nature and/or value 

➢ Measurable - use of measurable standards and sub-criteria to simplify evaluation 

➢ Economical to use – their application does not consume an unreasonable amount 

of time or resources 

➢ Justifiable - make sense, can be justified based on common sense, technical and 

legal basis  

The evaluation criteria should: 

➢ Be completed prior to the solicitation of bids; 

➢ Not be altered after the opening of bids; 

➢ Be applied equally and uniformly in the evaluation of proposals. 

The procuring entity shall select the successful bidder based only on the evaluation criteria 
and methodology specified in detail in the bidding documents.  

 

Mandatory Criteria

• Mandatory criteria establish the 
basic requirements of the invitation
(i.e. the minimum number of years’ 
experience of the bidder in providing 
the particular good, work or service.

• A bidder unable to satisfy these 
requirements shall be deemed 
incapable of performing the contract 
and must be rejected. Bidders either 
meet or do not meet mandatory 
criteria. A point system is not used.

Weighted Criteria

• Weighted criteria represent 
“desirable” features, which add 
value or functionality to the 
proposal.  With weighted criteria, 
the relative importance of each 
criterion to the overall requirements 
and to the other criteria must be 
determined.
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The evaluation criteria will vary depending on the type of procurement method utilised. 

Typically, the evaluation criteria will comprise of both price and non-price factors: 
 
➢ Non-price factors are assessed using a scoring/weighting system, according to their 

relative importance in meeting the desired outcome. Such factors may include:  

 quality of methodology and work plan 

 relevant experience 

 client references 
 

➢ Price factors may be used solely or together with the non-price factors. Their 
function is to determine which bidder provides the most advantageous bid. Such 
factors may include: 

 payment terms 

 extended warranties 

 life-cycle operating costs 

 after-sale services and technical assistance 

 supply of spare parts related to the use of goods 

 period of completion and/or delivery of goods 
 

 
 

3.3 The Evaluation Committee 

The composition and mandate of the evaluation committee is critical to an effective 

procurement process. Experience in the following areas is often required to effectively evaluate 

the proposals: 

➢ Technical knowledge of the subject matter being procured  

➢ Applicable law  

➢ The procurement process 

NOTE! Under no circumstances should new or revised evaluation criteria be 

introduced during the evaluation of bids. It is recommended to consider carefully the 
method used for selecting the best offer and ensure that suppliers are requested to provide 
all the information that might be needed to fully evaluate their bids. 

NOTE! The procuring entity should ensure that the focus remains on the outcome 

as having too many criteria will make the process difficult and costly. 
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➢ In-house technology 

➢ Commercial acumen 

Typically, the committee is composed of three to six persons, depending on the organisation, 

the mix of skills required and the number of departments involved. Selecting an odd number of 

members may be helpful depending on the evaluation situation and method utilised. The members 

should be present for the entire evaluation period and should be involved in reviewing all 

proposals. The evaluation committee shall establish its operational rules for the evaluation 

procedure, including regulating the expected presence of the members, power of the chairman, 

time schedule of the evaluation process. 

The evaluation committee should include a member from the procurement team/unit of the 

procuring entity, personnel knowledgeable in public procurement, the subject area of the 

procurement, legal and financial issues, and a legal representative. A representative from the 

Information Technology department must be on every evaluation committee involving software 

development.  

Conflict of Interest and Confidentiality 

It is important that each member on the evaluation committee understands their role and 

the critical nature of their activities and behaviour during the process. Members are required to 

sign agreements to ensure that there are no conflicts of interest and the proposals are kept 

confidential. A sample Conflict of Interest and Confidentiality Form is provided in Appendix 1. 

 

 

 

 

Committees work in a variety of ways. Some achieve consensus through discussions and 

analysis. On others, each member evaluates independently and the chairperson of the committee 

would tally the scores.  

Conflict of Interest – Once the proposals have been received and it is clear which 

companies are involved in the bidding process, each member of the evaluation committee 

must sign a “Conflict of Interest” declaration. The form must be signed before any committee 

members begin their initial evaluation. 

Confidentiality – If documents received as part of a proposal are protected from public 

view under Section 39 (1) of the Act, each member of the evaluation committee must sign a 

“Confidentiality Statement” form, which sets out their responsibility to maintain the 

confidentiality of these documents during and after the evaluation process. 
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Best practice is to set up the evaluation committee when the project is initiated and have a 

project manager assigned. In this case, the evaluation committee can make a much greater 

contribution in assisting the project manager with the following critical activities: 

➢ Developing the procurement activity plan 

➢ Reviewing requirements and contributing to the creation of the bidding documents 

➢ Assisting in establishing the evaluation criteria and points system 

➢ Evaluating proposals 

 

3.4 Preliminary Examination of Bids 

The actual evaluation process should begin immediately after the opening of bids. The first 

step of the process is to conduct a preliminary examination to review each submission to 

determine statutory compliance and whether the proposal complies with mandatory terms and 

conditions.  

 

 Following bid opening, the procuring entity will conduct a preliminary examination of the 

bid to ensure compliance with Section 35 of the Act and to assess the substantial compliance of 

the bids with the terms and conditions set out in the bidding documents, and where required, 

with the obligation to furnish a bid security or a bid-securing declaration or the signature of the 

authorised person.  

 

 Bids deemed substantially responsive will be considered further. For these purposes, 

“substantially responsive bids” means bids that conform to the terms, conditions and 

specifications of the bidding documents without material deviations that:  

 

➢ affect the scope, quality or performance of the work, supply of goods or services; 

➢ are inconsistent with the bidding documents, the project owner’s or procuring entity’s 

rights or the bidder’s obligations under the contract; or 

➢ affect unfairly the competitive position of other bidders presenting responsive bids. 

 

NOTE! Any offer failing to meet the mandatory requirements is to be deemed non-

responsive and should not be considered further. It is therefore extremely important to 
ensure that careful consideration is given before any criterion is made mandatory in the 
specification. 
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 In accordance with Section 29 (6) of the Act, a procuring entity shall disqualify a supplier or 

contractor if the information submitted concerning its qualifications was materially inaccurate 

or materially incomplete so as to constitute a misrepresentation. 

 

 Section 29 (7) of the Act states that during preliminary examination, a procuring entity may 

request a bidder to promptly remedy any inaccuracy or incompleteness concerning the 

qualifications of the bidder. 

 

The following checks should be applied by the evaluation committee: 

➢ Verification: Direct attention towards deficiencies which, if accepted, would provide 

unfair advantages or disadvantages to the bidder. For example, simple omissions or mistakes 

caused by human error should not be grounds for rejection of the bid. Rarely is a bid perfect in all 

respects. 

However, the validity of the bid itself, such as its signatures, must not be in question. All 

copies of the bid should be compared with the original and in case of discrepancies the original 

shall be taken into account and the fact of the discrepancy stated in the evaluation report. 

Thereafter, the original should be kept in a safe location and only copies should be used in 

evaluation. 

 

➢ Eligibility: If prequalification or pre-selection has taken place, only bids from 

prequalified or pre-selected bidders can be considered.  

 

➢ Bid Security: The bidding document may require the submission of a bid security. 

The bid security should conform to the requirements stated therein and it must accompany the 

bid. If the bid security is issued as a bank guarantee, it must be consistent with the wording of the 

bid security form provided in the bidding document. Securities for an amount smaller or for a 

period shorter than the one specified in the bidding document are not acceptable. The security for 

a bid submitted by a joint venture should be in the name of all of the partners of the joint venture. 

 

➢ Completeness of Bid: Unless the bidding documents have specifically allowed 

partial bids, permitting bidders to quote for only select items or for only partial quantities of a 

particular item, bids not offering all the required items should be rejected. If any erasures, 

interlineations, additions, or other changes have been made, they should be initialled by the 

bidder. They may be acceptable if they are corrective, editorial, or explanatory. Missing pages in 

the original copy of the bid may be cause for rejection of the bid, as may contradictions in model 

numbers or other designations of critical supply items. 

 

➢ Substantial Responsiveness: Major deviations in a bidder’s response to commercial 

requirements and technical specifications are a basis for the rejection of bids. Major deviations are 
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those that, if accepted, would not fulfil the purposes for which the bid is requested, or would 

prevent a fair comparison with bids that are properly compliant with the bidding documents. 

Examples of major deviations include: 

 Stipulating price adjustment when fixed price bids were called for 

 Failing to respond to specifications by offering instead a different design or product that 

does not offer substantial equivalence in critical performance parameters or in other 

requirements 

 Phasing of contract start-up, delivery, installation, or construction not conforming to 

required critical dates or progress markers 

 Subcontracting in a substantially different amount or manner than that permitted 

 Refusing to bear important responsibilities and liabilities allocated in the bidding 

documents, such as performance guarantees and insurance coverage 

 Taking exception to critical provisions such as applicable law, taxes and duties, and dispute 

resolution procedures in the draft contract 

The results of the preliminary examination should be presented in the evaluation report and 

if the bid fails preliminary acceptance, the reasons must also be clearly explained. Procuring 

entities may find it useful to include additional tables for itemisation of responsiveness to a list of 

technical or commercial specifications.  

 

3.5 Seeking Clarification During Preliminary Evaluation 

A bid may not be completely clear in its meaning or may be contradictory in certain respects.  

Such bids may be evaluated if they become clear following clarification with the bidder. During the 

evaluation of submissions deemed compliant with the above mentioned checks, the procuring 

entity:  

➢ May seek clarification in writing from any bidder to facilitate evaluation; 
➢ Shall neither ask nor permit any bidder to change the price or any other aspect of 

the bid when providing the requested clarification; 
➢ Shall reject any bidder and forfeit its bid security if a bidder amends its bid in any 

manner. 
 

 

NOTE! The procuring entity may correct purely arithmetical or computational 

errors in bids. Bidders shall be notified in writing of any corrections and requested to agree 
to the correction. A bidder that does not accept the correction of an arithmetical error shall 

be rejected and its bid security, if any, may be forfeited. 
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Bidders frequently attempt to contact the procuring entity during bid evaluation, directly or 

indirectly, to query progress of evaluation, to offer unsolicited clarifications, or to provide criticism 

of their competition. Receipt of such information should be acknowledged as receipt only. 

Procuring entities must evaluate bids on the basis of the criteria provided in the respective bids. 

 

 

3.6 Detailed Evaluation 

Only bids deemed compliant during the preliminary examination need to be evaluated in this 

stage. This evaluation involves the detailed analysis by the evaluation committee of each offer 

against the evaluation criteria. A template/matrix is used to record the evaluation scores with 

respect to the relevant criteria. 

 

 

 

Evaluation for Goods and Works Procurement: 

The evaluation process for a procurement seeking the supply of goods and services consists 

of a technical/qualification evaluation and a commercial evaluation.  

In the course of the technical/qualification evaluation, members of the committee evaluate 

and rank the technical proposals in accordance with the pre-established criteria specified in the 

bidding document. In this stage of the evaluation process, the committee shall proceed as follows:  

➢ Technical/Qualifications proposals that fail to meet the relevant minimum 

requirements specified in the bidding document shall be considered non-responsive and shall be 

rejected on that ground. A notice of rejection and the reasons for it, together with the unopened 

commercial envelope (in the case of a two-envelope system) shall be dispatched to each bidder 

concerned; 

NOTE! Section 29 (6) of the Act warns that a procuring entity shall disqualify a 

supplier or contractor if the information submitted concerning its qualifications was 
materially inaccurate or materially incomplete so as to constitute a misrepresentation. 

WARNING! Take great care when seeking clarification. There is often a very 

fine line between gaining clarification of existing information and allowing a bidder to 
modify or add to the existing bid submission. If new information is accepted, even 
inadvertently, there is a good chance that the evaluation process may be invalid. 
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➢ The technical proposals that meet or exceed the relevant minimum requirements 

shall be considered responsive and the submitting bidders shall be considered further with regards 

to their commercial evaluation or invited to the opening of their commercial proposals (two-

envelope system). 

In the course of the commercial evaluation, members of the committee analyse, verify, 

compare and rank commercial proposals that are technically compliant. The contract is awarded 

to the bidder with the highest combined score, except in the case of least-cost selection.   

Evaluation for Individual Consultant Selection: 

The evaluation committee shall conduct the technical evaluation as listed above. The 

consultant obtaining the highest technical score above the minimum technical qualifying mark is 

requested to submit a commercial offer and negotiate a contract. 

Evaluation for Consulting Firms Selection:  

Depending on the public procurement method utilised, the selection could be similar to that 

of individual consultants (as described above) or the final selection could be determined by scoring 

and assigning weights to both the technical and commercial evaluation. The highest ranked 

consultant resulting from the sum of the combined technical and commercial scores would be 

recommended for invitation to negotiate the contract. 

 

3.7 Evaluation Methods for Consultancy Services 

The chosen evaluation method will depend on the nature and value of the services sought 
as well as on the characteristics and risks inherent in the market for those services.  

 
 
 

Common Methods of Evaluation Conditions of Use 

Quality and Cost-Based Selection 
(QCBS) 

❖ Shortlisted consultants 
❖ Assessing the quality and cost of the proposal 

Quality Based Selection (QBS) 

❖ Complex or highly specialised assignments making it 
difficult to define precise terms of reference (TORs) 

❖ Assignments can be executed in substantially 
different ways so that commercial proposals may be 
difficult to compare 

❖ Two-envelope system (technical and commercial 
proposals) 

Selection under Fixed Budget 
(FBS) 

❖ The assignment is simple and can be precisely 
defined 

❖ The budget is fixed 
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Common Methods of Evaluation Conditions of Use 

❖ Two-envelope system (technical and commercial 
proposals) 

Least Cost Selection (LCS) 

❖ Assignments are standard or routine in nature 
(financial audits, architectural and engineering 
design for non- complex works, etc.)  

❖ Well established practices and standards exist 
❖ Contract amount is relatively small 

Selection based on Consultant’s 
Qualifications (CQS) 

❖ Highly specialised expertise is required for the 
assignment 

❖ Recruitment time is critical 
❖ Assignment is typically short-term 
❖ Few consultants are qualified 
❖ Preparation and evaluation of competitive proposals 

is not justified 
 

3.8 Details of Evaluation Methods 

➢ QCBS - cost and quality scores are weighted and added together to determine the 
highest total score 

➢ QBS – the procuring entity will open and evaluate the technical proposals. Only the 
highest ranked technical proposal will progress to the next stage where negotiations 
will be held with the respective bidder concerning their commercial proposal 

➢ FBS - the procuring entity will open and evaluate the technical proposals. 
Commercial proposals will subsequently be opened and those exceeding the 
indicated budget shall be rejected. The consultant that has submitted the highest 
ranked technical proposal among the remaining bidders shall be selected and 
invited to negotiate a contract  

➢ CQS - the procuring entity: 

 Will prepare the TORs and directly obtain expressions of interest from as 
many firms as possible, but from no less than three qualified firms with 
relevant experience. Where only two (2) bidders are available, justification 
for inviting less than the minimum three (3) bidders shall be provided in the 
record of the public procurement proceedings;  

 Shall assess and compare firms having the required experience and 
competence relevant to the assignment. The best qualified and experienced 
firm shall be selected;  

 Shall request only the selected firm to submit a combined technical and 
commercial proposal. Once the proposal is deemed responsive and 
acceptable, invite to negotiate a contract where both technical and 
commercial aspects of the proposal may be negotiated.  
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3.9 Treatment of Abnormally Low Bids 

An Abnormally Low Bid (ALB) is a submission in which the price - in combination with other 
elements of the submission - is so abnormally low in relation to the subject matter of the public 
procurement that it raises concerns with the procuring entity as to the ability of the supplier or 
contractor that presented it to perform the procurement contract. While an ALB may appear to 
represent value for money, it can result in greater overall costs, contract delays or even the 
collapse of a contract. 

Examples of how a bid may appear abnormally low include: 
 
➢ When it is compared with the procuring entity’s cost estimate for the contract;  
➢ When it is compared with all other substantially responsive bids; 
➢ Where the low price cannot be explained by the proposed methodology. 
 

 
There are five stages in the treatment of an ALB: 
 

➢ Identify: the procuring entity identifies the potential ALB based on comparison with market 

prices or the procuring entity’s cost estimate; 

➢ Clarify: the procuring entity seeks clarification from the bidder; 

➢ Justify: the bidder prepares a justification of their price based on the request from the 

procuring entity; 

➢ Verify: the procuring entity fully analyses the bidder’s justification to verify if it is an ALB; 

➢ Decide: the procuring entity fully documents the decision to accept or reject the bid. 

Recommended Practice

The risk of receiving an ALB is reduced if the following have been satisfactorily addressed: 

➢ Adequate market research and planning through the procurement strategy; 

➢ High quality bidding documentation (in particular comprehensive technical 

specifications and TORs); 

➢ The procuring entity engages with the market sufficiently to encourage a competitive 

response and ensure clarity of the requirements; 

➢ Ample time is allowed for the preparation of bids; 

➢ The procuring entity issues suitable and timely responses to clarification requests; 

➢ The procuring entity undertakes a prequalification phase, where appropriate; 

➢ The procuring entity ensures the qualification criteria are adequate and appropriate; 

➢ The procuring entity maintains an updated price data base and prepares a realistic 

cost estimate. 
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The procuring entity identifies a potential ALB

1. IDENTIFY

The procuring entity:

1. notifies the bidder in writing, and

2. seeks a written explanation clarifying the bid (or parts of 
the bid which it considers to contribute to the ALB), 
including: 

a) detailed price analysis

b) an analysis of the price/costs in correlation with: 

- the subject matter of the contract

- scope

- methodology

- schedule

- allocation of risks and responsibilities 

- any other requirement 

2. CLARIFY

The bidder: 

1. Fails to respond within a 
reasonable time, or

2. Fails to respond in full (i.e. 
does not provide all 
information requested)

The procuring entity may reject the 
bid

The bidder provides the written 
explanation and pricing details as 

requested

3. JUSTIFY

It is essential that the procuring entity 
fully analyses the information 

provided by the bidder and takes 
account of all evidence provided in the 

response to the request. If further 
clarification is sought, this can be 

requested

4. VERIFY

If the bidder: 

5. DECIDE

Fails to demonstrate its capability to 
deliver the contract for the offered 

price

REJECT the bid

Fully demonstrates its capability to 
deliver the contract for the offered 

price

ACCEPT the bid
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3.9.1 Stage 1 - Identify  

The approach to identifying a potential ALB is based on a comparison of the bid price and its 

elements with the procuring entity’s cost estimate. If the bid price is 20% or more below the 

procuring entity’s cost estimate, the procuring entity should clarify the bid price with the bidder to 
determine whether the bid is abnormally low.  

 

3.9.2 Stage 2 - Clarify  

Preliminary assessment  

 
The preliminary assessment should identify issues such as:  

 Has the bidder omitted to price some items and was this intentional or accidental?  

 Are some items priced significantly lower by the bidder than estimated by the procuring 
entity or other bidders, and if so, is this an arithmetical error?  

 

 

Request for Clarification  

 
The procuring entity may seek clarification from the bidder, in accordance with the guidelines 

outlined in Section 3.5 above, by requesting the bidder to produce and submit “a detailed price 
analysis” along with an explanation of how it would fulfil the requirements of the contract at the 
proposed price. 

 

 
The clarification request should: 
➢ Focus on the issues that have been identified during the preliminary assessment of 

the ALB process; 
➢ Clearly state the basis on which the procuring entity determined that the bidder’s 

price may be excessively low; 
➢ Stipulate how the information is to be provided by the bidder with the potential 

inclusion of forms and templates; 
➢ Ensure that bidders are provided with a sufficient period within which to provide 

the requested clarifications and/or detailed price analyses. Under normal 

NOTE! The procuring entity shall not automatically reject a bid suspected to be an 

ALB without clarifying the basis for the suspected ALB with the bidder. 

An example of a requested price analysis may comprise the following basic cost components: 

Bid price breakdown   =  

 Cost of Goods / Works / Services + Overhead Expenses + Contingency + Profit 
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circumstances, a period of 5 - 10 business days shall generally be considered a 
reasonable period.  

 

 

3.9.3 Stage 3 - Justify    

The bidder’s justification should include all the information requested by the procuring entity 
and any documentary evidence that the bidder used for determining its bid price. The procuring 
entity may reject the bid if the bidder: 

 
➢ Fails to provide clarification within the time-period stated in the procurement 

documents, or  
➢ Fails to provide all the information requested. 
 

3.9.4 Stage 4 - Verify    

The procuring entity: 
 
➢ Shall fully analyse the information submitted in response to the request for 

clarification and take account of all the evidence provided; 
➢ May also evaluate a bidder’s past projects at similar prices;  
➢ May request further clarification from the bidder, if required; 
➢ Shall determine if the bid price - in combination with its elements - is unreasonably 

low, to the extent that the bidder has not demonstrated its capability to perform 
the contract successfully for the price submitted.  

 

3.9.5 Stage 5 - Decide    

The evaluation report shall include full details of the basis upon which the procuring entity’s 
decision concerning a potential ALB scenario has been made and shall include the following 
information:  

➢ The value of the bidder’s estimates  
➢ The value of the procuring entity’s estimates 
➢ The value of the shortfall identified in the bidder’s bid  
➢ The recommended decision to accept or reject the bid based on the detailed 

evaluation of the bidder’s price analyses 
➢ Copies of all clarification exchanges between the procuring entity and the bidder 

NOTE! The request for clarification must not request of the bidder or provide it 

with the opportunity to change its price in any way. 
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3.10 Preparation of Evaluation Report 

The chairperson of the evaluation committee is responsible for drafting an evaluation report 
after the completion of the detailed evaluation by the evaluation committee. The evaluation report 
is then signed by the members of the evaluation committee and a designated approver so that the 
selection of a supplier can be confirmed. For low-risk and low-value procurements, the designated 
approver may be the ‘named’ Procurement Officer. For high-risk or high-value procurements, the 
designated approver shall be the Accounting Officer. This role can be specified in the public body’s 
Special Handbook and Guidelines for the various categories of expenditure. 

 
A sample evaluation report is attached as Appendix 2. Typical contents of an evaluation 

report would include: 
  
➢ Introduction 
➢ Background 
➢ Evaluation of Bids 
➢ Recommendation for Award of Contract 
 

3.10.1 Introduction 

This section provides: 
 

 A brief explanation of the reason for the procurement 

 A list of the objects of the Act that the procuring entity set out to achieve  

 A brief description of the project 
 

3.10.2 Background 

This section provides details on: 
 

 How the project was initiated 

 Any prior approval granted 

 The type of procurement method used to invite bidders 

 The submission deadline stated on the invitation  

 The firms that submitted bids 

 The tender opening procedure 
  

3.10.3 Evaluation of Bids 

This part of the report should include: 
 

 A detailed description of the evaluation process and the evaluation method applied, 
including details concerning bids that were screened or short-listed for further 
assessment/clarification and information as to why such action was necessary  
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 A summary of the bids received, outlining the strengths and weaknesses of each bid 
and a brief description of the bid and the supplier’s capacity  

 Copies of the requested documentation, any amendments or clarifications issued 
and a detailed evaluation of each bid against the evaluation criteria 

 The results of the comparative assessment of the bids 
 

3.10.4 Recommendation for Award of Contract 

This section provides: 
 

 An overview of the completed evaluation, with a justified ranking of bids received, 
and a recommendation as to the selection of a supplier 

 A summary of any critical issues relating to the evaluation and the evaluation criteria 
used to select the preferred supplier 

 An outline of how to proceed further if it is not possible to recommend a preferred 
supplier  

 
It may include: 
 
❖ Negotiations with one or more suppliers 
❖ Reissuing of bid documentation 
❖ A decision not to proceed 
 

 
  

NOTE! It is important that throughout the evaluation process, transparency is 

maintained and is seen to be maintained. A clear and documented audit trail must be 
provided. All decisions, and the reasons for them, should be clearly documented, signed by 
the responsible parties and filed with the bid documents. 
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Section 4 
 

Award of Contract 
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4. AWARD OF CONTRACT 

4.1 Standstill Period 

The Act defines the standstill period as the period from the dispatch of a notice as 
required by section 35(2), during which a procuring entity cannot accept the successful 
submission and suppliers or contractors can challenge the decision so notified. If a standstill 
period was specified in the solicitation documents, the ‘named’ Procurement Officer shall ensure 
that the period is observed, in accordance with the guidance provided in the General Guideline: 
Standstill Period. 

 
All bidders shall be advised of the start date, duration and end date for the standstill period, 

which shall be no less than ten (10) and no more than fifteen (15) working days. 
 
 

4.2 Notification of Award of Contract 

Upon fulfilment of the requirements of the standstill period, where applicable, the 
Notification of Award shall be made to the successful bidder. 

 
The notice of award shall be issued via a lawful mechanism that allows for subsequent 

confirmation of receipt. For example, by registered mail, a reputable commercial courier or 
electronically. 
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6. GLOSSARY OF TERMS 

 

Terms Meaning 

Accountability 
allows an interested party to ensure that the objectives are being 
achieved 

Accounting Officer 
a person responsible for ensuring that the financial business of the 
State for which he/she is responsible is properly conducted and that 
public funds entrusted to his/her care are properly safeguarded 

Act 
the Public Procurement and Disposal of Public Property Act of 2015, as 
amended 

Agreement 
a negotiated and typically legally binding arrangement between parties 
as to a course of action 

Annual Procurement 
Performance Report 

a monitoring mechanism performed on contract delivery progress and 
close-out  

Annual Procurement Plan 

the requisite document that the procuring entity must prepare to 
reflect the necessary information on the entire procurement activities 
for goods and services and infrastructure that it plans to undertake 
within the financial fiscal year 

As-built 
as-built drawing is a revised set of drawings submitted by a contractor 
upon completion of a construction project. As-built drawings show the 
dimensions, geometry and location of all components of the project  

Asset Management 
the process of ensuring that tangible and intangible assets are 
maintained, accounted for and put to their highest and best use 

Buyer 
a person that is responsible for identifying and procuring the goods and 
services that an organization requires 

Codified the arrangement of laws or rules into a systematic code 

https://investinganswers.com/node/5121
https://investinganswers.com/node/5121
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Terms Meaning 

Commissioning 

project commissioning is the process of assuring that all systems and 
components of a building or industrial plant are designed, installed, 
tested, operated and maintained according to the operational 
requirements of the owner or final client 

Competitive Dialogue 
a procedure where an organisation is able to conduct dialogue with 
suppliers/contractors with the goal of developing suitable alternative 
solutions 

Confidentiality the state of keeping or being kept secret or private 

Contract Award 
the process of officially notifying a bidder that they have been selected 
as the preferred provider for a specific contract 

Contract Management 

the process of ensuring that all parties to the contract fully meet their 
respective obligations as efficiently as possible, delivering the business 
and operational outputs required from the contract and providing value 
for money 

Contract Price 
the price for the goods or services to be received in the contract. 
The contract price helps to determine whether a contract may exist 

Control Activities 
actions established through policies, procedures, guidelines and 
directives 

Control Environment set of standards, processes and structures 

Defects Liability Period 
a set period of time after a construction project has been completed 
during which a contractor has the right to return to the site to remedy 
defects 

Direct Contracting 
refers to the option of a procuring entity to purchase directly from one, 
or where feasible, more than one supplier or contractor without 
competition where circumstances dictate 

Director of Public 
Prosecutions 

the office or official charged with the prosecution of criminal offences 
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Terms Meaning 

Disposal of Public Property 
includes the transfer without value, sale, lease, concession, or other 
alienation of property that is owned by a public body 

Efficiency achieving procurement objectives within reasonable time and cost 

Emergency Procurement 

to consider an urgent and unexpected requirement where the 
conservation of public resources is at risk. Where an emergency exists, 
the procuring entity may pursue procurement contracts without 
complying with formal competitive bidding requirements 

E-purchasing 

electronic purchasing (e-purchasing) automates and extends manual 
buying and selling processes from the creation of the requisition to the 
payment of the suppliers. The term e-purchasing encompasses back-
office ordering systems, e-marketplaces and supplier websites 

Equity all suppliers/contractors have a fair chance of winning the contract 

Evaluation 
the opening and assessing of bids to identify the preferred provider for 
the project 

Expression of Interest 
a serious interest from a buyer that their company would be interested 
to pay a certain valuation and acquire the seller’s company through a 
formal offer 

Fairness an even playing field where all suppliers/contractors are treated equally 

Fixed price 

the price of a good or a service is not subject to bargaining. The term 
commonly indicates that an external agent, such as a merchant or the 
government, has set a price level, which may not be changed for 
individual sales 

Framework Agreement 

an agreement or other arrangement between one or more procuring 
entities and one or more contractors or suppliers, which establishes the 
terms, in particular the terms as to price and - where appropriate - 
quantity, under which the contractor or supplier will enter into one or 
more contracts with the procuring entity during the period in which the 
framework agreement or arrangement applies 

Goods items purchased  
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Terms Meaning 

Ineligibility List the removal of a supplier/contractor from the procurement database 

Integrity avoiding corruption and conflicts of interest 

Internal Control Framework 

a process effected by the public body’s board of directors, management 
and other personnel, designed to provide reasonable assurance 
regarding the achievement of objectives relating to operations, 
reporting and compliance 

Invitation to Bid 
a request from the procuring entity inviting providers to submit a 
proposal on a project for specific goods, works or services 

Junior Procurement Officer 
a person whose job involves buying low-value, low-risk goods, works 
and services 

Legally Binding 
common legal phrase indicating that an agreement has been 
consciously made and certain actions are now either required or 
prohibited  

Letter of Acceptance a formal indication of a successful offer for the project 

Limited Bidding 
a process that enables the procuring entity to engage a limited number 
of suppliers or contractors 

Local Industry Development 

activities that serve to enhance local capacity and competitiveness by 
involvement and participation of local persons, firms and capital market 
as well as knowledge transfer during the conduct of the programme of 
goods, works or services that are being procured 

Long-Term Contract 
a contract of more than five years in duration. A long-term contract is 
a contract to perform work over an extended period of time 

Market Analysis 
a process designed to understand how the supply market works, the 
direction in which the market is going, the competitiveness and the key 
suppliers within a specific market 

Mean Time Between 
Failures (MTBF) 

the predicted elapsed time between inherent failures of a system, 
during normal system 

Mean Time to Repair 
(MTTR) 

a basic measure of the maintainability of repairable item. It represents 
the average time required to repair a failed component or device 
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Terms Meaning 

Mobilisation 

refers to the activities carried out after the client has appointed the 
trade contractors, but before the trade contractors commence work on 
site. It is a preparatory stage during which the majority of activities are 
managed by the construction manager 

Named Procurement Officer 
a person in charge of an organisation’s procurement department and 
overseeing the acquisitions of goods, works and services made by the 
organisation 

Non-Governmental 
Organization 

any non-state, non-profit, voluntary organisation 

Open Bidding 
an invitation to bid that is advertised either nationally, regionally or 
internationally 

Parliament 
the arm of the State entrusted with the responsibility of making laws 
for good governance and providing oversight of the Government or 
Executive 

Payment terms 
the conditions under which a vendor completes a sale. The payment 
terms cover when payment is expected, any conditions on that 
payment, any discounts the buyer will receive 

Performance Bond 

also known as a contract bond, is a surety bond issued by an insurance 
company or a bank to guarantee satisfactory completion of a project by 
a contractor. The term is also used to denote a collateral deposit of good 
faith money, intended to secure a futures contract, commonly known 
as margin 

Procurement the acquisition of goods, works and services 

Procurement and Disposal 
Advisory Committee 

a body set up to ensure that procurement activities, including the 
disposal of public property, are conducted in line with accepted 
professional purchasing practices and appropriate rules and regulations 

Procurement Proceedings 

in relation to public procurement, include the process of procurement 
from the planning stage, soliciting of tenders, awarding of contracts, 
and contract management to the formal acknowledgement of 
completion of the contract 

Procuring Entity a public body engaged in procurement proceedings 
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Terms Meaning 

Public Body 

ministries to the Tobago House of Assembly (THA), municipal 
corporations, regional health authorities, statutory bodies, service 
commissions, Parliament, state-owned enterprises, non-governmental 
organisations, the judiciary and the Office of the President 

Public Confidence trust bestowed by citizens based on expectations 

Public Money money that is received or receivable by a public body 

Public Private Partnership 
Arrangement 

an arrangement between a public body and a private party under which 
the private party undertakes to perform a public function or provide a 
service on behalf of the public body 

Public Procurement Review 
Board 

a board set up to review decisions made by The Office of Procurement 
Regulation 

Request for Information 
formal request designed to obtain general information about goods, 
services or providers. It is often used prior to specific requisitions for 
items 

Request for Proposals 
formal request prepared by the Procuring Entity for the selection of 
Consultants 

Request for Quotation 
formal request inviting suppliers to a bidding process to bid on specific 
products or services 

Retention (public property) the continued possession, use or control of goods. 

Retention (works) 

a percentage of the amount certified as due to the contractor on an 
interim certificate, that is deducted from the amount due and retained 
by the client. The purpose of retention is to ensure that the contractor 
properly completes the activities required of them under the contract 

Risk 
the potential for failure of a procurement process to purchase services, 
products or resources 

Risk Assessment 
a dynamic and iterative process of identifying, analysing and assessing 
risks 

Scope of Works 
the detailed communication of requirements for civil or building design 
and/or construction works 
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Terms Meaning 

Senior Procurement Officer 
a person whose job involves buying high value, high risk goods, works 
and services 

Service Level Agreements 
(SLA) 

a commitment between a service provider and a client. Particular 
aspects of the service – quality, availability, responsibilities – are agreed 
between the service provider and the service user 

Services 
the work to be performed by the Consultant/Contractor pursuant to the 
Contract 

Short-term contract 
  

a temporary contract. Similar to fixed-term, temporary contracts are 
offered when a contract is not expected to become permanent 

Socio-Economic Policies 

environmental, social, economic and other policies of Trinidad and 
Tobago authorised or required by the Regulations or other provisions of 
the laws of Trinidad and Tobago to be taken into account by a procuring 
entity in procurement proceedings 

Solicitation 
seeking information from supply market participants, including in the 
case of pre-qualifications.  A solicitation usually involves seeking bids to 
supply goods, services or works 

Specifications 
a clear, complete and accurate statement of the description and 
technical requirements of a material/item/service 

Stand-Still Period 
the period from the dispatch of a notice as required by the Act, during 
which a procuring entity cannot accept the successful submission and 
suppliers or consultants can challenge the decision so notified 

State-Owned Enterprise 
a business enterprise where the government or state has significant 
control through full, majority, or significant minority ownership 

Supplier Performance 
Management 

a business practice that is used to measure, analyse and manage the 
supplier’s performance to cut costs, alleviate risks and drive continuous 
improvement 

Supplier Registration 
the first step in the process of building and enhancing a global supplier 
community. The information provided about a company will be used to 
source potential opportunities 
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Terms Meaning 

Supplier Relationship 
Management 

the systematic approach of assessing suppliers' contributions and 
influence on success, determining tactics to maximise suppliers' 
performance and developing the strategic approach for executing on 
these determinations 

Sustainable Development 
developmental projects that meet the needs of the present without 
compromising the ability of future generations to meet their own needs 

Sustainable Procurement 

a process whereby public bodies meet their needs for goods, works or 
services in a way that achieves value for money on a long-term basis in 
terms of generating benefits not only to the public body, but also to the 
economy and wider society, whilst minimising damage to the 
environment 

Terms of Reference 

set of terms that explains the objectives, scope of work, activities and 
tasks to be performed, respective responsibilities of the Procuring Entity 
and the Consultant, and expected results and deliverables of the 
assignment 

The Office of Procurement 
Regulation 

a body corporate established pursuant to the Public Procurement and 
Disposal of Public Property Act of 2015 

Transparency appropriate information placed in the public domain 

Treaty a formally concluded and ratified agreement between countries 

Two-Stage Bidding  
a procurement method where submission of proposals takes place in 
two (2) stages, with the technical and financial proposals being 
submitted separately 

Value analysis can be used to optimise reliability, availability and maintainability 
requirements during requirement analysis and equipment design. 
Consideration can be given to possible upgrades and avenues for 
upgrading equipment and software. It can define what additional or 
enhanced capability is, or may be, required. The timeframe for 
implementing the upgrade and information required to evaluate the 
bids received may be included in the request for bids 

Value for Money 
the value derived from the optimal balance of outcomes and input costs 
on the basis of the total cost of supply, maintenance and sustainable 
use 
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Terms Meaning 

Warranty Claims 
a Customer’s claim for repair or replacement of, or compensation for 
non-performance or under-performance of an item as provided for in 
its warranty document 

Works construction and engineering works of all kinds 
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7. APPENDIX 1: Sample Conflict of Interest and Confidentiality Forms 
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8. APPENDIX 2: Sample Evaluation Report 

 
 
 


