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“Magnitude is an award-winning

Chartered Quantity Surveying firm that W O a‘ [
has established a reputation for delivering . by = d
high-quality services to its clients. With a M C g n Itu e? .

team of experienced and skilled
professionals, we offer a range of services
including cost management, contract

administration, and project
management.”
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ESTIMATING \
What do we \

do? CONTRACTOR'S QUANTITY
SURVEYING

/
BILL OF QUANTITIES
PRODUCTION

EMPLOYER'S AGENT & CONTRACT
ADMINISTRATION

FUND & BANK MONITORING

CONSTRUCTION CLAIMS & DISPUTE
RESOLUTION

PROFESSIONAL QUANTITY
SURVEYING



HOUSING DEVELOPMENTS



APARTMENTS




EXTENSIONS AND ALTERATIONS



INDUSTRIAL & MANUFACTURING




Who are we?
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Today's
Objectives:

Understanding the tender process.

How to prepare a pricing document.

How to calculate Overheads and Profit.

What to price and when to price.

How to mitigate risk and protect against non-payment.

What does a Quantity Surveyor look for in a pricing document when
advising a Client.

For the purpose of the presentation and for context it is assumed that schemes will not exceed £150,000
in Construction Value and typical projects are domestic extensions and alterations.
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Procurement

The overall act of obtaining goods and services

from external sources (ie: a building

contractor) and includes deciding the strategy
on how those goods are to be acquired by

reviewing the client's requirements (i.e. time,
quality and cost) and their attitude to risk.
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: Traditional Cost Plus

Design and Build .




Tendering

is the bidding process, to obtain a

price; and how a contractor is
actually appointed

ESingIe-Stageé 1 Negotiated

Two-Stage .




What to look for in a tender pack?

1. Drawings and Specification

a.) Are the drawings to building control specification?
b.) Is there a specification determining what materials to use?

c.) Are there structural engineers drawings available?

2. Planning Documentation

a.) Does the scheme have planning, or is subject to planning?

3. Schedule of Work

a.) Is there a schedule of work to price against?

b.) Is there a pricing document available?

4. Contract

a.) Are there contract conditions and requirements?
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The pricing document.

Construction Costs
-

Preliminaries

Overheads and Profit




Example
Summary




Example
Elemental




Example
Graph




Example
Breakdown




What to think
about when
pricing a job?

How much are you paying your tradespeople?
Can you obtain quotes from specialist supply chain?
How much Overheads and Profit should you apply?

How much management and on costs are required to run a
successful project? l.e. Preliminaries

How do you price risk items? |.e. Provisional Sums
Qualifications and Exclusions
How do you present your pricing document to the Client?

What opportunities does your pricing document present in the post
contract phase?
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A useful link on how te
Construction Profit 7

https://hubstaff.com/workforce-m

Recently Tendered OHP | Q

Type: Residential Extensions & Refur ial Extensions & Refurbishments

Project Value: £5m + VAT t Value: £225,000 + VAT

Location: Wimbledon ocation: St Helens

Overheads & Profit: 10% Overheads & Profit: 15% \



https://hubstaff.com/workforce-management/calculate-construction-overhead-profit
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What we think would increase
probability of winning more work.

PROFESSIONAL

PROFESSIONAL SUBMISSION CLEAR ASSUMPTIONS,

QUALIFICATIONS & EXCLUSIONS

INCLUDE CV'S & RELEVANT

PROJECTS INCLUDE REFERENCES &

OPPORTUNITY TO SPEAK
TO PAST CLIENTS

CV's &

PORTFOLIO




Increasing
opportunities:

Approach local Architects and establish relationships.
Approach local Quantity Surveyors and establish relationships.
Referrals and Word of Mouth.

Associations such as the FMB.

Professional Websites and social media following.

Maintain a healthy balance sheet.

Chartered Status such as the Chartered Institute of Building,
increasing trust in your profession.



What and
when to
price?




Questions to ask when deciding to tender a

project...

HOW MANY TENDERING?

How many contractors are
pricing the scheme?

TENDER DOCUMENTS

Do you have tender
documentation enabling fair
analysis of contractors quotes?

PLANNING

Does the scheme have
planning, or require
planning?

SUITABLE EXPERIENCE

Do you have suitable
experience for the project?
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PRICE CORRECTLY

Tender for works correctly,
pricing compliantly
mitigates risk.

o

CONTRACTS

Ensure there is a building contract
between the parties. Contracts
protect both parties.

@

DOCUMENT

Confirm any instructions in writing.
Document change and price
variations to the contract.

&
COMMUNICATION

Clear communication between
the parties.




Price Correctly

1. Provides confidence that you're entering into contract with a
compliant bid. Increasing the chance of making the profit margin
you anticipated.

2. Provides the benchmark to approach the supply chain. i.e.
tender subcontract packages to increase margin percentage.

3. Provides the basis of what your price includes (if there is no clear
schedule of work).

4. Provides a document to make payment applications from.
Reducing the risk of conflict.

5. Provides the basis of claiming for variations to the contract
scope.

6. No guess work.

L



1. Protects both parties — A construction contract clearly outlines the
responsibilities of all parties to ensure that no one is taken advantage
of. It helps to ensure that all parties know exactly what is expected of
them, and any potential disputes can be handled in a timely and fair
manner.

2. Defines the scope of work - A construction contract also outlines
the work that needs to be done and how it will be completed. This
helps to ensure that all parties involved understand what is expected
of them, and that any disputes can be quickly and easily resolved.

3. Establishes payment expectations — A construction contract also
outlines the payment expectations of both the contractor and the
client. This helps to avoid any potential problems that could arise if
one party fails to pay the other in a timely manner.

4. Prevents misunderstandings — A construction contract also helps
to prevent any misunderstandings that could arise between the
contractor and the client. By clearly outlining the expectations of both
parties, potential disputes can be quickly and easily resolved.

5. Ensures quality of work — A construction contract also helps to
ensure that the work performed is of a high quality. By clearly
outlining the expectations of both parties, the contractor can ensure
that the client is satisfied with the quality of the work performed.

Contracts




DOCU m e nt & 1. Clear documentation and communication ensures that everyone

involved in the project is on the same page and understands the

CO m m u n iCatiO n goals, requirements, and expectations of the project.

2. Documentation and communication can help prevent costly
mistakes due to misunderstandings.

3. Documentation and communication can help ensure that all
legal requirements are met and that all parties involved are
protected.

4. Documentation and communication can help to build trust
among all stakeholders involved in the project.

5. Documentation and communication can help to streamline the
project and make it more efficient by ensuring that everyone is
aware of the progress and tasks that need to be completed.

6. Documentation reduces the likelihood of disputes and provides

paper trails should a dispute arise.
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