
Selling to the Public 
Sector

Top tips to winning business with the Public 
Sector

Glynis McEwing



Research your market

Â Know where to look for contract 
opportunities ïwebsites, publications

Â Which opportunities will I go for? ïskills 
level, business size, experience

Â Pitch at the correct level then you will avoid 
disappointment

Â Correct policies and procedures in place? If 
not help is available



Framework Agreements and 
Sub Contracting 
Opportunities

Â What is a Framework Agreement?

Â How can smaller suppliers be part of those 
agreements?

Â Subcontracting opportunities

Â Collaborative bidding and how that helps a 
smaller supplier overcome capacity issues



eProcurement ïwhat does it 
mean?

Â Automates the purchasing process

Â Can improve suppliers cash flow

Â Purchasing Cards

Â e tendering

Â e auctions

Â e marketplace



Know the essentials for tendering

Â Contract Value, EU or below?

Â Where advertisements are placed? 

Â Process to follow for the public sector

ï Suppliers express an interest (EOI)

ï Pre Qualification Questionnaire (PQQ)

ï Invitation to Tender (ITT)

ï Tender Presentations and the Evaluation 
process

ï Contract award and feedback



Information & Guidance  

Â Tendering for Public Contracts ïA Guide for 
Small Businesses. Download from 
Supply2gov website www.supply2gov.uk

Â Guide to Tendering for Public Sector 
Contracts. Download from Sell2 Wales 
website www.becauseyoucan.comclick on 
grow your business link

Â Procurement Lincolnshire training events. 
Next sessions are in October 2009 in various 
parts of the county 

http://www.supply2gov.uk/
http://www.becauseyoucan.com/


How can I help the tender 
process?

Â Read the advertisement or tender document 
carefully to ensure you fully understand the 
requirements.

Â Contact the relevant contracting 
organisation if you have any questions.

Â Do not include publicity material unless 
specifically asked to do so.

Â All tenders must be returned to the 
contracting organisation within the 
timescale stated to be considered.

Â Respond quickly to any requests for further 
information.



How can I help the tender 
process?

Â Where relevant, cross reference your 
answers to the questions in the ITT. This 
will aid the evaluation process.

Â Be clear on your pricing model and state 
any factors taken into account in the price 
e.g. timetables of work to be carried out.

ÂDonôt make assumptions about the 
contracting organisations knowledge of your 
business. Please provide all the evidence 
requested to aid the evaluation process.


