’I MINISTRY OF SOCIAL
. DEVELOPMENT

TE MANATU WHAKAHIATO ORA

27 SEP 1016

On 22 July 2016 we received your email to the Ministry requesting, under the Official
Information Act 1982, information relating to Training for Work providers,
caseworker roles and Ministry staff numbers.

Training for Work provides short-term employment focused training programmes
that will help clients to gain the tailored skills they need to meet the demand in the
local labour market. The aim of Training for Work is to assist people to achieve
sustainable employment.

Work and Income purchases programmes with a labour market focus from a range of
training providers. The providers are usually registered and accredited by the New
Zealand Qualifications Authority (NZQA) to enable learners to gain recognised
national qualifications. Learners generally do unit standards towards National
Certificates. Training is provided in a variety of learning environments including
Polytechnics, marae, Private Training Establishments and the workplace.

For clarity, I will address each of your questions in turn.

1. The proposal specifications for the Training for Work and Employment
Placement Service tenders advertised on the Government Electronic Tenders:
Service (GETS).

Please find enclosed the Request for Proposals (RFP) for Training for Work providers,
as posted to the Government Electronic Tenders Service (GETS) website. The RFP
was posted on GETS on 11 May 2016 and closed 9 June 2016. Also enclosed is the
RFP for Employment Placement Services posted on GETS on 10 May 2016 and closed
9 June 2016.

2. The recommendation of the selection panel, relating to the Bowerman School
applications for these schemes. Please provide any supporting documents for
this decision.

The Ministry complies fully with the Government Rules of Sourcing principles,
requiring the Ministry to be accountable, transparent and reasonable, but does not
provide the recommendations of Requests for Proposals publically. This information
is withheld under section 9(2)(j) of the Act to enable the Ministry to carry on, without
prejudice or disadvantage, negotiations (including commercial and industrial
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negotiations). The greater public interest is in ensuring that government agencies
can continue negotiate without prejudice.

Providers can request a local and national review of the Request for Proposal process
to ensure the Ministry complies with the Government Rules of Sourcing. Further
information is available on the New Zealand Government Procurement website at:
www.business.govt.nz/procurement/for-agencies/key-guidance-for-agencies/the-
new-government-rules-of-sourcing

3. The "expected performance levels" for Wellington-based Training for Work
providers, and the performance levels attained by those providers for 2015.

The “expected performance levels” for Wellington-based Training for Work providers
is included within the Request for Proposal document, enclosed with this letter. It is
expected that 50 per cent of participants will achieve a benefit exit as a result of
employment or higher education, and remain off benefit for a period of eight weeks
after the completion of their participation on the service. Reporting concerning the
performance levels of the Training for Work providers for 2015/16 is still being
compiled as one of the performance criteria is that participants remain off benefit for
eight weeks after the completion of their course. As such this part of your request is
refused under section 18(e) of the Official Information Act as this information does
not exist at this stage.

4. How many Work and Income caseworker roles have been disestablished in
the Wellington region over the past 24 months.

For clarification, the Ministry defines “disestablished” as the removal of a position or
positions within the organisational structure. I can advise that there have been no
case worker roles disestablished in the Wellington region within the last 24 months.

5. How many Work and Income caseworker roles have been disestablished
nationwide over the past 24 months.

One case worker role was disestablished in Hokitika, in September 2015. The
decision to disestablish a role is not taken lightly, and the Ministry considered the
perspectives of staff in Hokitika, Greymouth and the Public Service Association (PSA)
before making this decision. Submissions were carefully considered to ensure that
the final decision both reflected and responded to feedback in the consultation
process.

The disestablishment of this role reflects the Ministry’s goal to create joined-up and
cost-effective services, and to invest in the provision of services to meet client
demand. Further, the demand for face-to-face case management Service Delivery in
Hokitika had reduced, and the Ministry considered the high cost associated with
managing staff remotely and providing training, IT support, back-up for planned and
unplanned leave, security guards, as well as the high degree of administrative and
managerial time.

6. The total number of Work and Income staff for 2014, 2015, 2016

In October 2014, the Ministry brought together Senior Services, StudyLink, Work and
Income and parts of Integrity Services into one group called “Service Delivery” which
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delivers services to more than a million seniors, students, working age beneficiaries,
and people seeking social housing.

I can advise that as at the end of June 2014, Service Delivery employed 4,955.4 full
time equivilent (FTE) employees, as at the end of June 2015, Service Delivery
employed 5,424.2 FTE employees and as at the end June 2016, Service employed
5,568.5 FTE employees.

The principles and purposes of the Official Information Act 1982 under which you
made your request are:

o to create greater openness and transparency about the plans, work and
activities of the Government,

e to increase the ability of the public to participate in the making and
administration of our laws and policies and

» to lead to greater accountability in the conduct of public affairs.

This Ministry fully supports those principles and purposes. The Ministry therefore
intends to make the information contained in this letter and any attached documents
available to the wider public after ten working days. The Ministry will do this by
publishing this letter and attachments on the Ministry of Social Development’s
website. Your personal details will be deleted and the Ministry will not publish any
information that would identify you as the person who requested the information.

I hope you find this information concerning Training for Work providers and Work
and Income staff helpful. If you wish to discuss this response with us, please feel
free to contact OIA Requests@msd.govt.nz.

You have the right to seek an investigation and review by the Ombudsman of this
decision. Information about how to make a complaint is available at
www.ombudsman.parliament.nz or 0800 802 602.

Yours sincerely

W//M@m/da .

Ruth Bound
Deputy Chief Executive, Service Delivery
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This opportunity in a nutshell

Ministry of Social Development (MSD) assists people throughout their working lives to meet their work and
financial income needs, plan for their futures, and connect and participate more fully in the social and
economic life of their communities.

MSD is committed to reducing the number of working age people who need to rely on a benefit, as'a
means of improving their economic independence and social wellbeing,

Through MS3D, services are purchased to get the right support to assist people are for, make

transition to, and stay in work.

What we need @
MSD is seeking proposals from providers to undertake the delivery of short, kil focusged interventions to
support clients to gain work and achieve sustainahle employme

What we don’t want @: 3 @

MSD is not seeking:

e Proposals for services that do not meet the icevdelivery reguimements specified in this Request
for Proposal document.
e Proposals for services outside the Wel egion. g § §

What's important to us
MSD is seeking providers who ca

to the minimum entry level t réquire. Providers will have close links to industry

and local employers and moye ¢ sustajnabte’employment as quickly as possible.
Successful providers wil] hava o g apding of Work and [ncome clients and the barriers they may
face to gain emplayme povider, roven experience in achieving employment outcomes.

Why shoul

ter ) ce of Neww, hders. Through industry specific training you will empower elients to up-

imise unities now and in the future,
itdbou

The Mini Development (MSD} helps New Zealanders to help themselves to be safe, strong and

Trainin W ffers an o ity to industry and employment providers to contribute to the long
n
i

indep . e administer over $23.3 billion in government expenditure and provide services and
as ore than 1.1 million New Zealanders and 110,000 families.

e our purpose through providing: '
¢ statutory care and protection of children and young people, youth justice services and adoption

services
s funding for community service providers
+ employment support
s income support including payments, entitlements and New Zealand Superannuation
¢ social housing assessments and services
s access to concessions and discounts for senior citizens, families and low-income New Zealanders
s student allowances and student loans
e information, knowledge and support for families and communities




» campaigns that challenge antisocial attitudes and behavior

» sefvices to uphold the integrity of the welfare system and minimise the debt levels of people we
wark with

o leadership across the social sector.

The Wellington Region
The Wellington Region covers Wellington City, Porirua and Hutt Valley. We have identified the following
growth sectors where future workforce demand will provide opportunities to pathway our clients i
employment:

e Contact Centres and Administration

e Hospitality and Retail

e Aged Care and Health Services

Contact Centres and Administration

as the capabilities of contact centres expand and tk
skilled operational and management staff.

Many types of organisations employ contact cente
issues in various industries, including the f in

e Banking
° Busihess sefvices @
e Essential services
e Government (loc t
s |nsurance
e Retail/Consum
e Teleco icatd %
The natugeof thi Wes; outbound, inbound, sales and marketing and business to business.
Somé %%w;ecompo ' ‘Q;s o ining (minimum) include:
'/ numeracy

jient in Microsoft packages

9 avigate systems / applications quickly
@ ffective time management

Customer service

» Data entry / processing (words per minute testing)

e Effective time management

e  Repetitive tasks

e Good verbal communication

e Certificate in office administration and computing (introduction) and level 2 option
s Reception

e Health and safety

e Office etiquette
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o National Certificates are ideal in Contact Centre or Business Administration

Hospitality, Tourism & Retail

The hospitality and tourism sector includes lodging, restaurants, theme parks, cruise lines, transportation,
and additional fields within the tourism industry. This sector includes four clusters: food services,
accommodation, activities/amusement and transportation. The Retail industry sector provides a good mix
of employment opportunities for clients, from part-to-full-time employment.

Some of the key components of training (minimum) include:

Customer service skills ; %@

¢ Food handling

e Health and Safety

e Personal presentation &

»  Wark confidence and pre;ﬁaration

e Managing conflict and resolution E ? @

Money management

Aged Care & Health Services
With an increasingly aging population in all day cleties, t gle>of caregiver and aged / elderly
care has been recognized as an important gne. @

Many arganisations which provide sypport fo rsons wit ilities have developed various forms of
support for carers as well. _

de&’'work in:

These roles are diverse in the

;e that provide care for spinal injury patients

¢ specialist provi ’

e churc e

e homes seNixrunyby district health boards or community health organisations
3 S S

aining (minimum) include:

1 as cleaning and ironing

pr rve meals
® ndprepare medical equipment and instruments

el patients with rehabilitation in areas such as social skills and walking

Rrovider is to identify clear employment linkages and relationships with industry and business
tunities in this sector. This must be demonstrated.

It would be an advantage if providers can deliver from Wellington City, Porirua and Lower Hutt sites
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SECTION 1: Key information

1.1 Context

a. This Request for Proposal (RFP) is an invitation to suitably qualified suppliers to submit
a Proposal for the Training for Work contract opportunity.

b. This RFP is a single-step procurement process.

¢. Words and phrases that have a special meaning are shown by the use of capitals e.g.
Respondent, which means ‘a person, organisation, business or other entlty that
submits a Proposal in response to the RFP. The term Respondefit) i
employees, contractors, consultants, agents and represent
differs from a supplier; which is any other business i%
submit a Proposal.’. Definitions are at the end of Se

1.2 Our timeline \5

a. Here is our timeline for this RFP.

Steps in RFP process: @e
Deadline for Questions from suppliers: % /16

Deadline for the Buyerto ans 5/05/16
Deadline for Proposals; m 09/06/16
Unsuccessful Responden 27/06/16
Anticipated Contract s July 2016

1.3 How to co

a. All en d(r i . iy
thro i .
like t0.8 u@;/r supplier briefing session please email our Point of
0 reg
oint of Co
eg IVl Girr
Titl ona[ Contracts Manager
/\@ ss: greg.megirr001@msd.govt.nz
\%ping and submitting your Proposal

s is ah open, competitive tender process: The RFP sets out the step-by-step process
and conditions that apply.

b, Take time to read and understand the RFP, In particular:
i. develop a strong understanding of our Requirements detailed in Section 2.

fi. instructuring your Proposal consider how it will be evaluated. Section 3 describes
our Evaluation Approach.

c. For helpful hints on tendering and access to a supplier resource centre go {o:
www. procurement.govi.nz / for suppliers.

d. If anything is unclear or you have a question, ask us to explain. Please do so before the
Deadline for Questions. Email our Point of Contact.

e. In submitting your Proposal you must use the Response Form provided. This is a
Microsoft Word document that you can download.

f. You must also complete and sign the declaration at the end of the Response Form.

g. Check you have provided all information requested, and in the format and order asked
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for.

h. Having done the work don’t be late - please ensure.you get your Proposal to us before
the Deadline for Proposals!

1.5Address for submitting your Proposal
A) Proposals must be delivered in both hard copies and soft copies. We require five hard
copies and one soft copy on memory Sthk Please send or deliver them to the
following address:
For Proposals sent by post:

Tender Box
Greg McGirr — Regional Contracts Manager

Ministry of Social Development

PO Box 27 504 &
Wellington

For Propaosals delivered by hand or couri @

Tender Box @

Greg McGirr — Regional Contracts
Ministry of Social Developmen
195-201 Willis Street

Level 1, Freemason House

‘Wellington

Proposals sent by Wail will n@% ed.

P Process, Terms and Conditions (shortened to RFP-Terms)
e have not made any variation to the RFR-Terms.

%?o the RFP or RFP process
publishing the RFP, we need to change anything about the RFP, or RFP process,

rovide suppliers with additional information we will let all suppliers know
g a notice on the Government Electronic Tenders Service (GETS) at

@?«m e
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SECTION 2: Our Requirements

2.1 Background

MSD is committed to reducing the number of working age people who need to rely on a benefit, as a
means of improving economic independence and social wellbeing. We are currently seeking services
which will assist our job seeker, sole parent clients and job seekers with a health condition who
receive a main benefit into employment through short, skilled focussed training~MSD wishes to draw
on expertise within the Non-Government Organisation (NGO) and private sectosAe achieve thi

2.2 What we are buying and why

MSD is seeking proposals to be submitted that are aimed at s@g?\éhents to gailWork and

achfeve sustainable employment.
The Service will be delivered to clients for all Work and 1 e delive

::: §<§ il the Wellington
éd byg@ncome,

This aim of Training for Work is to supportsch into em ment that results in an exit from benefit.
Clients will receive expert industry : ploym training that is designed to bring

Region and work with 243 participants per annum.

Participant will be clients assessed as appropriat

Employment Placement and Support

participants’ skills up to the minkmuomg entry level requires with specific job opportunities
in mind. Once employment @ fert and employer will receive intensive post
placement support for u 5 ; e the Provider will support the needs of both
the client and the em eh) e ap 3 create a sustainable employment environment.
The following ou co@e achieve

e 50% of j 2 benefit exit as a result of employment or higher education,

cigants wil agm
of benefit period of 8 weeks after the completion of their participation on

ntres and Administration
lity and Retail

ged Care and Related

2.3.1 Demonstrate how you will provide the Training for Work service including timing of delivery, where
you will deliver the services, for whom and the number of participants, and that you can deliver the
scope of services as required for Training for Work (Tfw) below:

e TfW is intended to deliver short, skill focussed interventions to support clients to gain work and
achieve sustainable employment.

e Services delivered are 13 weeks or less in duration

e Participants will be working age Work and Income clients, who are in receipt of a main benefit.

[ I




2.3.2

2.3.3
23.4

2.3.5
2.3.6
237
2.3.8

239

2.4
4

2.4.4
2.4.5

2.4.6
2.4.7

Ad
. E

Demonstrate your ability to:

e Assess the skills, qualities, abilities and potential of each participant

e Provide participants with specific skills to gain and sustain employment

e  Provide “on the job” training as and when reguired

s Arrange interviews for participants with employers

Show the service identifies a client’s individual needs and circumstances and determines if the
client requires other services and/or interventions.

Show the service will be delivered in an environment that is positive and respectful and clients
satisfied with the service delivery. @

Demonstrate that the service proposed covers an industry sector or ge
market demand, explaining how the organisation will link with emp
particular industry focus they may have and scope of yaur currep r p

certification/accreditation.
Demonstrate thata client completing the Training for W
or restricted licence.

employment that aligns with their wo
employment,

Demonstrate what outcomes have bee
or how the following outcod @l be achiev _
“Placement Ratio:
i 3 @f' exit as a result of employment and remain off

eks after the completion of their participation on the
ither benefit exit due to employment or 21 weeks after

)

g

% of ts wdll remain in employment for 31 days
V 60%rema mployment and off benefit for 365 days

MSD e ires@espondents who cah demonstrate:

i
% wpderstanding of MSD’s Training for Work needs, particularly from working within a public

environment.

%\:idence of experience in providing successful short, skill focussed services ar the ability to provide

ese services,
Evidence of experience in up-skilling Work and income clients to achieve a learners or restricted
driver licence.
Proven experience in up-skilling Work and Income clients to achieve a certificate, industry
accreditation, NZQA unit standards or similar.
Proven experience in providing successful employment services or the ability to provide successful
employment services.
Evidence of strong links with local and industry employers
Good links with community organisations and the ability to facilitate access to other services that
can help provide further support for clients to identify solutions to challenges for clients to achieve
successful employment outcomes.
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2.4.8 Evidence your ability to work successfully with Maori and Pacific clients.

2.4.9  That staff have relevant specialist skills and are able to deliver the services.

2.4.10 Infrastructure and resource availability to ensure appropriate services are delivered.

2.4,11 Ability to maintain good quality data and good document filing systems.

2.4.12 Ability to meet MSD’s reporting needs as outlined in the contract.

2.4.13 Ability to maintain good administration practices including the ability to administer reimbursement
of travel payments and overhead costs for participants of the programme.

2.4.14 WMSD requires respondents to either:

(a) Evidence that at the date this RFP was issued they have MSD App gt Level 1, 2,
and can evidence ability to meet the requirements of the He ety at ct
2015; or
{(b) Demonstrate their organisation has:
(i) Robust processes-around staff vetting and traifin d

(if)

ir latest audited

(ifi)

5 process and obtain
by a date otherwise

)
MSD Approvals: Providers must hay ast’ a L try Approval and this is to be
maintained for the term of the Af§ ent. The dards and Application Form can be
I

found at: http://www.msd.govt.nz/w We-ca s/approvals/index.html

“a Le
<§> @V
2.5 What we require: refafionship ma@ t

MSD require Respondén: n:

st
(%
2.5.1 Show the abili %ﬁ@)profess d effectively with MSD

ity t
2.5.2  Evidence procisses»are in ective problem resolution and appropriate escalation of
issues arigj ofm service %

ECach DErm V
& afbicipate that ract will commence July 2016. The anticipated Contract term will be
2 ted@ ful Respondent’s for up to a maximum of 3 years.

er documents

iqn to this RFP we refer to the following documents. These have been uploaded on GETS and
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SECTION 3: Our Evaluation Approach

This section sets out the Evaluation Approach that will be used to-assess Proposals.

3.1 Evaluation model
The evaluation rodel that will be used is [choose: simple score (all criteria are of equal importance) /
weighted attribute (weighted criteria).] Price is not a weighted criterion. This means that Proposals
that are capable of full delivery on time will be shortlisted by seore and an overall assessment of be
value-for-money over the whole-of-life of the Contract.

3.2 Evaluation criteria

Proposals will be evaluated on their merits according to the follow
weightings.

Criterion Weighting
1. Proposed solution (fit for purpose)

2. Capability of the Respondent to deliver m ~ /2\\/ 45%

3. Relationship Management of the Respondentto iue'r(<\/% 10%

%v Q vﬁal weightings 100%
N o

3.3 Scoring

The follbwing scoring scale x(j

members may be m

Satisfies the criterion with minor additional benefits. Above
average demonstration by the Respondent of the relevant
ability, understanding, experience, skills, resource and quality
measures required to meet the criterion, Proposal identifies
factors that will offer potential added value, with supporting !
evidence. |

Satisfies the criterion. Demonstration by the Respondent of |
the relevant ahility, understanding, experience, skills, resource,

and quality measures required to meet the criterion, with 3
supporting evidence.

Satisfies the criterion with minor reservations. Some minor
reservations of the Respondent’s relevant ability,

understanding, experience, skills, resource and guality 2
measures required to meet the criterion, with little or no

supporting evidence.

Satisfies the criterion with major reservations. Considerable
reservations of the respondent’s relevant ability,

Nemaan =X Aar




~understanding, experience, skills, resource and quality
measures required to meet the criterion, with little or no
supporting evidence.

Does not meet the criterion, Does not comply and/or

insufficient information provided to demonstrate that the
Respondent has the ability, understanding, experience, skills, 0
resource and quality measures required to meet the criterion,

with little or no supporting eviderice.

3.4 Evaluation process and due diligence

In addition to the above, we will undertake the following process and,g) {gente in re(afio
shortlisted Respondents. The findings will be taken into account in |wation proces

hersonnel

a. reference checkthe Respondent organisation and namé

b. complete relevant checks on the Respondents M pprgvakstatusand i ability to meet

approval through evidence provided
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SECTION 4: Pricing information

3.1 Pricing information to be provided by respondents

MSD requires respondents to signify their acceptance of delivering the Training for Work service based
on a standard schedule of fees which are broadly described below. Responses should include

expected participant volumes based on the Respondent’s maximum capacity and minimum viability.

Final participant volumes and service delivery geographical area will be subject to negotiation with
successful Respondents,

All figures are stated exclusive of GST, GST is payable where the supplier is(‘iSK

red.

@

Payment Type

Conditions

\@almenw

Service Delivery

Service Delivery Fee of $180.00 per participgr

service delivery week upto a maximum o
weeks for payment, Payable Quarte
on receipt of a Tax Invoice.

Q Quart

o

trainkig amount

ter manually]

31 Day
Employment
Placement or
Higher Education

Payable monthly in arrea
verification of employ
outcome which is ¢ rate wj

obligations of the partitipaht and

>

$1,500.00 per person

Employment or
Higher Educ
Fee

AN,

Fee
182 Day T celpt of $750.00 per person
Continuous ntinuous employment

work obligations of the
lnvowce

<
a

us

Higher

Fee

PWonthly in arrears on receipt of

% ication of 365 Days continuous employment
commensurate with the work obligations of the
participant and a Tax Invoice.,

$750.00 per person

@gi\gant Travel

Payable quarterly on receipt of Participant Travel
toand from training programme and a Tax Invoice.

Actual and reasonable travel
costs up to a maximum of
$60 per person per week

Participant
Programme Costs

On agreement with the Relationship Manager and
a Tax Invoice.

Actual and reasonable
approved employment
related costs

The Bonus Payments will be made when the exit from benefit performance measures below are met
and confirmed by the Ministry at the end of the contracted year.

Moo an _£ar



Payment Type

Conditions

Instalment Amount

Bonus Payment

Where the contracted participation target is met,
and the placement ratio of 50-54% is achieved

$125.00 (GST exclusive) per
participant placement

Where the contracted participation target is met,
and the placement ratio of 55-60% is achieved.

$250.00 (GST exclusive) per
participant placement

('maxi‘&m bonus v%
participan >

NG
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SECTION 5: Our Proposed Contract

5.1 Proposed Contract

The proposed contract for Training for Work has been included as part of the Request for Proposal
documentation.

The following is the Proposed Contract that we intend to use for the purchase and delivery of the
Requirements.

The Proposed contract incarporates the framewaork terms and conditions ap eto outcom&
agreements between government agencies and NGOs. @ @

A copy of the framework terms and conditions is available at: @
http://www.business.govt.nz/procurement/procurement—reform@vIi d~contracmf
ngos/contracting-framework-user-guides-and-templates#FT V)
In submitting your Proposal you must let us know if you '@tion /0

3 ofiate any of the
terms or conditions in the Proposed Contract, or wis otiete new @ dYor conditions. The
n. | b.[igt state your position

sed Contract in full.
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Terms) which apply to this procurement. Any variation to the RFP-Terms will
paragraph 1.6. Check to see if any changes have been made for this RFP.

representatives. The term Respondent differs from a supplier,
place that does not submit a Proposal.” Definitions are at

Preparing and itti oposal

6.1 Preparing aPr I @
a. Responden ESP0R m provided and include all information

requested

i and any documents referenced in the RFP and any other information
prefxide e Buyer
ii 5

| risks, contingencies and other circumstances relating to the delivery of the

v %e ements and include adequate provision in its Proposal to manage such risks and

ingencies

iii. document in its Proposal all assumptions and qualifications made about the delivery of
the Requirements, including any assumption that the Buyer or a third party will deliver

% any aspect of the Requirements or incur any cost related to the delivery of the
@ Requirements

iv. ensure that pricing information is quoted in NZ$ exclusive of GST
v. if appropriate, obtain independent advice hefore submitting a Proposal

vi, satisfy itself as to the correctness and sufficiency of its Proposal, including the
proposed pricing and the sustainability of the pricing.

d. There is no expectation or obligation for Respondents to submit Proposals in response to
the RFP solely to remain on any prequalified or registered supplier list. Any Respondent on
such a list will not be penalised for failure to submit a Proposal.
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6.2 Offer Validity Period

a. Proposals are to remain valid and open for acceptance by the Buyer for the Offer Validity
Period.

6.3 Respondents’ Deadline for Questions

a. Each Respondent should satisfy itself as to the interpretation of the RFP. If there is any
perceived ambiguity or uncertainty in the RFP dqcument/s Respondents should seek
clarification before the Deadline for Questions.

b. All requests for clarification must be made by email to the Buyer’s Pointef Contact. The
Buyer will endeavour to respond to requests in'a timely manner, bu ter thant

deadline for the Buyer to answer Respondents’ questions in Secti faph 12(@a, if
applicable.
c. If the Buyer considers a request to be of sufficient impor‘@ espondent >
0

&
provide details of the question and answer to other Responde In doi Buyer
may summarise the Respondent’s question and wil isclose the
identity. The question and answer may be posteg d/

Respondents. A Respandént may withdraw a

d. 1h submitting a request for clarification a
information that is commercially sensiti
sensitive information. However, the B

commercially sensitive informatj
considers it of general significan
Respondent will be given an r
commercially sensitive infermation?

6.4 Submitting a Propos
a. Each Responde Spoyisible fo @ g that its Proposal is received by the Buyer at

the correct es r bef e Deadline for Proposals. The Buyer will acknowledge
receipt of osal.
. stor spondent’s Proposal and all information provided by
0 K

]
plent (e.g.% onidence and negotiations), In submitting a Proposal and

ating with th er each Respondent should check that all information it

t esp
pr % to thé\Buyer js:
g ;Vrue, LT omplete, and not misleading in any material respect

ii. not ¥ontain Intellectual Property that will breach a third party’s rights.
‘%\{9
on

O C. Myer requires the Proposal to be delivered in hard and soft copies, the
: Rl nt is responsible for ensuring that both the hard and soft copies are identical.

Q.

gre'the Buyer stipulates a two envelope RFP pracess the following applies:

i. each Respondent must ensure that all financial information and pricing components of
its Proposal are provided separately from the remainder of its Proposal

§ ii. financial information and pricing must be contained either in a separate sealed

envelope or as a separate soft copy file (whichever option has be requested by the
Buyer)

iii. the pricing information must be clearly marked ‘Financial and Pricing Information.” This
is to ensure that the pricing information cannot be viewed when the package
containing the other elements of the Proposal is opened.

9 Assessing Proposals
6.5 Evaluation panel

a. The Buyer will convene an evaluation panel comprising members chosen for their relevant
expertise and experience. In addition, the Buyer may invite independent advisors to




6.6

evaluate any Proposal, or any aspect of any Proposal.
Third party information

a. Each Respondent authorises the Buyer to collect additional information, except
commercially sensitive pricing information, from any relevant third party (such as a
referee or a previous or existing client) and to use that'information as part of its
evaluation of the Respondent’s Proposal.

b. Each Respondent is to ensure that all referees listed in support of its Proposal agree to
provide a reference.

c. To facilitate discussions between the Buyer and third parties each Respgatient waives
confidentiality obligations that would otherwise apply to informa dby'a third pa
with the exception of commercially sensitive pricing informati

Buyer’s clarification &

a. The Buyer may, at any time, request from any Respopdent clariication ¢
to request the same clafification or informatio et esponden

b. The Respondent must provide the clarificatio i info % in the format

i
requested, Respondents will endeavour 6 res ely manner. The
Buyer may take such clarification or agd o asgount in evaluating the

Proposal.
, w ¥ reasonable time to a request
cease evaluating the
dl from the RFP process.

t required

¢. Where a Respondent fails to re 8
for clarification or additional rmati
Respondent’s Proposal and ma inat

= the Proposals submitted in response to the
atior of a Proposal following consideration of any
fon'as described in paragraphs 6.6 and 6.7.

hortlist the Buyer will take into account the results of
and the following additional information:

standing of the Requirements, capability to fully deliver the

. I decidt hich Respondent/s, to shortlist the Buyer may take into account any of the
vifg additional information:

%ﬂe results from reference checks, site visits, product testing and any other due
diligence
ii. the ease of contracting with a Respondent based on that Respondent’s feedback on the
Proposed Contract (where theseé do ot form part of the weighted criteria)

iii. any matter that materially impacts on the Buyer’s trust and confidence in the
Respondent

iv. any other relevant information that the Buyer may have in its possession.

d. The Buyer will advise Respondents if thiey have been shortlisted or not, Being shortlisted
does not constitute acceptance by the Buyer of the Respondent’s Proposal, or imply or
create any obligation on the Buyer to enter into negotiations with, or award a Contract for
delivery of the Requirements to any shortlisted Respondent/s. At this stage in the RFP
process the Buyer will not make public the names of the shortlisted Respondents.
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Negotiations

a. The Buyer may invite a Respondent to enter into negotiations with a view to contract.
Where the outcome is unsatisfactory the Buyer may discontinue negotiations with a
Respondent and may then initiate negotiations with another Respondent.

b. The Buyer may initiate concurrent negotiations with more than one Respondent. In
concurrent negotiations the Buyer will treat each Respondent fairly, and:

i. prepare a negotiation plan for each negotiation

ii. advise each Respondent, that it wishes to negotiate with, that concygrent negotiatio
will be carried out

iii. hold separate negotiation meetings with each Respondent.

¢. Each Respondent agrees that any legally binding contract e topetwee
Successful Respondent and the Buyer will be essentially i forim et out in 5&
the Proposed Contract.

6.10 Respondent’s debrief
a. At any time after shortlisting Respondents th

nts who have

@ ys, from the date

of offer, to request a debrief. When a Re " the Buyer will
¢ Days af reqest, or of the date the

Contract is signed, whichever is lat

b. The debrief may be provided by nai {'a meeting. The debrief will;
i. provide the reasons why t , t successful

ii.

pre-conditions (if applicable) and the

' copglusion of negotiations, but no later than 30 Business Days after the
vtract ¥ signed, the Buyer will inform all unsuccessful Respondents of the

Syccessful Respondent, if any. The Buyer may make public the name of the
spondent and any unsuccessful Respondent. Where applicable, the Buyer will

d complaints

spondent may, in good faith, raise with the Buyer any issue or complaint about the
RFP, or the RFP process at any time.

Q b. The Buyer will consider and respond promptly and impartially to the Respondent’s issue or
complaint.
c. Both the Buyer and Respondent agree to act in good faith and use their best endeavours
to resolve any issue or complaint that may arise in relation to the RFP.
d. The fact that a Respondent has raised an issue or complairit is not to be used by the Buyer

to unfairly prejudice the Respondent’s engoing participation in the RFP process or future
contract opportunities.

Standard RFP conditions

6.13 Buyer’s Point of Contact

a. All enguiries regarding the RFP must be directed by email to the Buyer’s Point of Contact.
Respondents must not directly or indirectly approach any representative of the Buyer, or
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any other person, to solicit information concerning any aspect of the RFP.

b. Only the Point of Contact, and any authorised person of the Buyer, are authorised to
communicate with Respondents regarding any aspect of the RFP. The Buyer will not be
bound by any statement made by any other person.

¢. The Buyer may change the Point of Contact at any time. The Buyer will notify Respondents
of any such change. This notification may be posted on GETS or sent by email.

d. Where a Respondent has an existing contract with-the Buyerthen business as usual
communications, for the purpose of managing delivery of that contract, will continue using
the usual contacts. Respondents must not use business as usual conta lobby the Buwy
solicit information or discuss aspects of the RFP.

6.14 Conflict of Interest @
a. Each Respondent must complete the Conflict of Interest de€lgratiamn the Respoiise Form

and must immediately inform the Buyer should a Conflict 6f est ariseduring\te RFP
process. A material Conflict of Interest may result in espondent i
from participating further in the RFP.

6.15 Ethics

a. Respondents must not attempt to influep % efsonal inducement,
reward or benefit to any representati ‘ n tothe RFP.

b. A Respondent who attempts to ded@nyeh aragraphs 6.13.a. and d. and
6.15.a. may he disqualified fro ) FP process.

¢. The Buyer reserves the right itioalyRelarations, or other evidence fromi a

Respondent, or any oth
process.

6.16 Anti-collusion nd

bid figging
a. Responden S €ngag O ¢, deceptive or improper conduct in the
preparatio ‘Propo ther submissions of in any discussions or negotiations
i ye ch beigv%?

resylt in the Respondent being disqualified from
prepared in collusion with a Competitor.

rocess. In submitting a Proposal the Respondent warrants

esthe right, at its discretion, to report suspected collusive or anti-
c%y/ Respondents to the appropriate authority and to give that
svavt information including a Respondent’s Proposal.

P

ion and, subject to paragraph 6.17.c. and without limiting any confidentiality
ttaking agreed between them, will not disclose Confidential Information to a third
party without the other’s prior written consent.

Q b. The Buyer and Respondent may each disclose Confidential Information to any person who
is directly involved in the RFP process on its behalf, such as officers, employees,
consultants, contractors, professional advisors, evaluation panel members, partners,
principals.or directars, but only for the purpose of participating in the RFP.

c. Respondents acknowledge that the Buyer’s obligations under paragraph 6.17.a. are
subject to requirements imposed by the Official Information Act 1982 (OIA), the Privacy
Act 1993, parliamentary and constitutional convention and any other obligations imposed
by law. The Buyer will not be in hreach of its obligations if Confidential Informiation is
disclosed by the Buyer tothe appropriate authority because of suspected collusive or anti-
competitive tendering behaviour. Where the Buyer receives an OIA request that relates to
a Respondent’s Confidential Information the Buyer will consult with the Respondent and
may ask the Respondent to explain why the information is considered by the Respondent

to be confidential or commercially sensitive,
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6.18 Confidentiality of RFP information

a. For the duration of the RFP, to the date of the announcement of the Successful
Respondent, or the end of the RFP process, the Respondent agrees to keep the RFP strictly
confidential and not make any public statement to any third party in relation to any aspect
of the RFP, the RFP process or the award of any Contract without the Buyer’s prior written
consent,

b. A Respondent may disclose RFP information to any person described in paragraph 6.17.b.
but only for the purpose of participating in the RFP. The Respondent must take reasonabl
steps to ensure that such recipients do not disclose Confidential Inforpfation to any ot
person or use Confidential Information for any purpose other than ding to th .

6.19 Costs of participating in the RFP process
a. Each Respondent will meet its own costs associated with repargtion and pragentstion

of its Proposal and any negotiations.

6.20 Ownership of documents

a. The RFP and its contents remain the property
in the RFP remain the property of the Buyer o
immediate return or destruction of any

must comply with-any such request i
b. All documents forming the Propo i
property of the Buyer. Propo@ { be retu
pe

roperty rights
ay request the

RFP process.

. Ownership of Intellectya

al hcenceAd Teisl
ghMforany p e related to the RFP process.

Kl 5, creates a process contract or any legal relationship
yer ondent, except in respect of:
ondent’s jon in its Proposal

ii. , {alidity Reriod

Whe Refpondent s’statements, representations and/or warranties in its Proposal and in
its, 'rr rdence and negotiations with the Buyer

iv, % ion Approach to be used by the Buyer {0 assess Proposals as set out in

ecfion3 and in the RFP-Terms (as varied by Section 1, paragraph 1.6, if applicable)
5

AN

vi. “any other matters expressly described as binding obligations in Section 1, paragraph
1.6.

CQQ b. Each exception in paragraph 6.21.a. is subject only to the Buyer's reserved rights in

tandard RFP conditions set out in paragraphs 6.13 to 6.26

paragraph 6.23.

c. Except for the legal obligations set out in paragraph 6.21.a. no legal relationship is formed
between the Buyer and any Responderit unless and until a Contract is entered into
between those parties.

6.22 Elimination

a. The Buyer may exclude a Respondent from participating in the RFP if the Buyer has
evidence of any of the following, and is considered by the Buyer to be material to the RFP:

i.  the Respondent has failed to provide all information requested, or in the correct
format, or materially breached a term or condition of the RFP

li. the Proposal contains a material error, omission or inaccuracy
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iii. the Respandent is in bankruptcy, receivership or liguidation

iv. the Respondent has made a false declaration

v, there is a serious performance issue in a historic or current contract delivered by the
Respondent

vi. the Respondent has been convicted of a serious crime or offence

vil. there is professional misconduct or an act or omission on the part of the Respondent
which adversely reflects on the integrity of the Respondent

viii. the Respandent has failed to pay taxes, duties or other levies

ix. the Respondent represents a threat to national security orthe ¢
sensitive government information

X. the Respondent isa person or organisation designated
Police.
6.23 Buyer’s additional rights

a. Despite any other provision in the RFP the Buyer
Respondents:

i, amend, suspend, cancel and/or re-issugth

ii, make any material change to the “
Requirements or Evaluation A
reasonable time within whi ,
b. Despite any other provision i e Bu

ate proposal where it considers that there is
s ents. The Buyer will not accept a late Proposal

fil. i esxanswer a question submitted after the Deadline for

capy or reject @

) épt orxeject any on-compliant, non-conforming or alternative Proposal
V decide Mm the lowest priced conforming Proposal unless this is stated as

e B s Approach
@ vil, \ ot to enter into a Contract with any Respondent

, any other Respondent

osal, or part of a Proposal

%provide or withhold from any Respondent information in relation to any question
arising in relation to the RFP. Information will usually only be withheld if it is deemed
unnecessary, is commercially sensitive to a Respondent, is inappropriate to supply at
the time of the request or cannot be released for legal reasons

x. amend the Proposed Cornitract at any time, including during negotiations with a
shortlisted Respondent

xi. waive irregularities or requirements in or during the RFP process where it considers it
appropriate and reasonable to do so.

c. The Buyer may request thata Respondent/s agrees to the Buyer:

i.  selecting any individual element/s of the Requirements that is offered in a Proposal
and capable of being delivered separately, unless the Proposal specifically states that
the Proposal, or elements of the Proposal, are to be taken collectively

ii. selecting two or more Respondents to deliver the Requirements as a joint venture or
consartium.
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6.24 New Zealand law

a. The laws of New Zealand shall govern the RFP and each Respanderit agrees ta submit to
the exclusive jurisdiction of the New Zealand courts in respect of any dispute concerning
the RFP or the RFP process.

6.25 Disclaimer

a. The Buyer will not be liable in contract, tort, equity, or in any other way whatsoever for
any direct or indirect damage, loss or cost incurred by any Respondent aor any other

person in respect of the RFP process.
b. Nothing contained or implied in the RFP, or RFP process, or any oth@mcatio
p:

Buyer has endeavoured to ensure the integrity of such informg
been independently verified and may not be updated.

c. Tothe extent that liability cannot be excluded, the maximum

egate ability
Buyer, its agents and advisors is $1.
6.26 Precedence E% @

a. Any conflict or inconsistency in the RFP sh d by gi 'ndence in the
following descending order: g&
i. Section 1, paragraph 1.6
ii. Section 6 (RFP-Terms) %
iii. all other Sections of this d nt
iv. any additional information o ume by the Buyer to Respondents
E

through the Buye ’s@ of Contact
b. If there is any co O InéghsistepGy Detween information or documents having the
same level of p he laé‘ ¥ ation or document will prevail.

Definitions
In relation to the RF (8 ing words a prassions have the meanings described below.
Advance Noti otice pl%?y the buyer on GETS in advance of publishing the RFP. An
Advan€eNotice alerts the market to a.contract opportunity. Where used, an Advance
N Notlse art-of the RFP.

S o
Busin%:b ny & day in New Zealand, excluding Saturdays, Sundays, New Zealand (national)

% holidays and all days from Boxing Day up to and including the day after New
&

ar's Day.

Buyer The Buyer is the government agency that has issued the RFP with the intent of
purchasing the goods or services described in the Requirements. The term Buyer
includes its officers, employees, contractors, consultants, agents and representatives.

Competitor Any other business that is in competition with a Respondent eitherin relation to the
goods or services sought under the RFP or in general.

Confidential Information that:

Information

a. is by its nature confidential

b. is marked by either the Buyer or a Respondent as ‘confidential’, ‘commercially
sensitive’, ‘sensitive’, ‘in confidence’, “top secret’, ‘secret’, classified’ and/or
‘restricted’

c. is provided by the Buyer, a Respondent, or a third party in confidence

d. the Buyer or a Respondent knows, or ought to know, is canfidential.
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Confidential information does not cover information that is in the public domain
through no fault of either the Buyer or a Respondent.

Conflict of Interest A Conflict of Interest arises if-a Respondent’s personal or business interests or
obligations do, could, or be perceived to, conflict with its obligations to the Buyer
under the RFP or in the provision of the goods or services. It means that the ‘
Respondent’s independence, objectivity or impartiality can be called into question. A
Conflict of Interest'may be:

a. actual: where the conflict currently exists

b. potential: where the conflict is abaut to happen or cotild happe

c. perceived: where other people may reasonably think that SR
compromised.
Contract The written Contract/s entered into by the Buyer and @u espondent{sforthe

delivery of the Requirements.

Contract Award Government Rules of Sourcing, Rule 45 requir
Notice Notice on GETS when it has awarded a con

Deadline for The deadline that Proposals are to be

Proposals Section 1, paragraph 1.2.

Deadline for The deadline for suppliersto s i ons to
Questions paragraph 1.2, if applicable.

Evaluation Approach The approach used by the evalua
SectionT, parag

GETS

GST

d interests, including copyright, trademarks, designs,
Ff rights, recognised or protected by law.

Intellectual Property

Offer Validity Period
ptancé\bkthe Buyer as stated in Section 1, paragraph 1.6.

d.84ch Respondent are required to appoint a Point of Contact. This is the

Point of C The Buy
chénnel o e used forall communications during the RFP process. The Buyer’s Point
@ st1s identified in Section 1, paragraph 1.3. The Respondent’s Point of Contact
c.id

identified in its Proposal.

Price %’ve total amount, including all costs, fees, expenses and charges, to be charged by the
Successful Respondent for the full delivery of the Requirements. Each Respondent’s
Proposal must include its Price.

Prop @ % The response a Respondent submits in.reply to the RFP, It comprises the Response
Form, the Respondent’s bid, financial and pricing information and all other
information submitted by a Respondent.

Proposed Contract  The Contract terms and conditions proposed by the Buyer for the delivery of the
Requirements as described in Section 5.

RFP Means the Request for Proposal.

Registration of A formal request by a Buyer asking potential suppliers to register their interestin a
Interest procurement. It is the first step in a multi-step tender process.

Request for The RFP comprises the Advance Notice (where used), the Registration of Interest

(where used), this RFP document (including the RFP-Terms) and any other schedule,
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Proposal (RFP)
RFP-Terms

RFP Process, Terms
and Conditions
(shortened to RFP-
Terms)

Requirements

Respondent

Response Form

Successful
Respondent

appendix or document attached to this RFP, and any subsequent information
provided by the Buyer to Respondents through the Buyer's Point of Contact or GETS.

Means the Request for Proposal - Process, Terms and Conditions as described in
Section 6.

The government’s standard process, terms and conditions that apply to RFPs as
described in Section 6. These may be varied at the time of the release of the RFP by

‘the Buyer in Section 1, paragraph 1.6. These may be varied subsequent to the release

of the RFP by the Buyer on giving noticé to Respondents.

The goods and/or services described in Section 2 which the Buye to
purchase.

A person, organisation, business or other entity that sub
the RFP, The term Respondent includes its officers, e
consultants, agents and representatives. The term
which is any other business in the market place

s not sub K al.
The form and declaration prescribed by th used b @i ontlent to
respond to the RFP, duly completed an E R s part of the

spon

Proposal.

Following the evaluation of Propas cces eg ions, the Respondent/s
who is awarded a Contract/s%c\ varall or p/e(c e quirements.
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This opportunity in a nutshell

Ministry of Social Development (MSD) assists people throughout their working lives to meet their work and
financial income needs, plan for their futures, and connect and participate more fully in the social and
economic life of their communities.

MSD is committed to reducing the number of working age people who need to rely on a benefit, as a
means of improving economic independence and social wellbeing.

transition to, and stay in work.

What we need @
MSD seeks to engage providers to undertake delivery of the Em& Pacemee (EPS)

programme in the Wellington Region from 1 July 2016 to 30 June 2017.

Through MSD, services are purchased to get the right support to assist people toizrepare for, m he

The aim of the Employment Placement Service is to assist cliepare fo ieve sustainable

Proposals for services that do not meet th elive guireménts specified in this Request for
Proposal document.

employment.
What we don’t want @

MSD is not seeking:

P

@pmviding successful employment services. They

What’s important to us

MSD is seeking providers
should have the ability.to

be tailored to tr@!ndividuaiﬁ

addresses client’s individual needs and circumstances in

and professional ations\that offerdiverse services.

idefs will od understanding of the barriers to employment that people face,

the lapau tkét, strong employer networks and relationships with other organisations in

! ity t@ provide further support to clients as they enter and remain in sustainable
AN

ocial Development (MSD) helps New Zealanders to help themselves to be safe, strong and

ant. We administer over $23.3 billion in government expenditure and provide services and

We achieve our purpose through providing:

statutory care and protection of children and young people, youth justice services and adoption
services;

funding for community service providers;

employment support;

income support including payments, entitlements and New Zealand Superannuation,

social housing assessments and services; :

access to concessions and discounts for senior citizens, families and low-income New Zealanders;



student allowances and student loans;

information, knowledge and support for families and communities;

campaigns that challenge antisocial attitudes and behavior,

services to uphold the integrity of the welfare system and minimize the debt levels of people we work

with; and,

leadership across the social sector.

SECTION 1: Key information 2 /{\>
o R go?hES;unestforProposal (RFP) is an invitation to suit ifi suplie@bmit

a Proposal for the Employment Placement Service T ortunit
b. This RFP is a single-step procurement process.

are shown ¢ of capitals e.g.
satie nes other entity that

submits a Proposal in response to the | '4 nt'includes its officers,
employees, contractors, consul g presentatives.  The term
Respondent differs from a sup @ i / siness in the market place
that does not submit a Propg&a&{{ D -- end of Section 6.

o AN

\vg
1.2 Our timeline N N
a. Hereis our timeline forthis RFP

Steps in RFP pr Date:

Deadline f fro 20 May 2016

Dead yer t suppliers’ questions: 27 May 2016
0pos % 12.00pm 9 June 2016

otified of award of Contract: 21 June 2016

ates.and t re dates and times in New Zealand.

IRe
@LEM ted Co art date: 1 July 2016

Wow t
must be directed to our Point of Contact. We will manage all external
nications through this Point of Contact.

@%

oint of Contact
ame: Greg McGirr
Title/role: Regional Contracts Manager
Email address: greg.mcgirr001@msd.govt.nz

1.4 Developing and submitting your Proposal
a.

This is an open, competitive tender process. The RFP sets out the step-by-step process
and conditions that apply.

. Take time to read and understand the RFP. In particular:

i. develop a strong understanding of our Requirements detailed in Section 2,

ii. in structuring your Proposal consider how it will be evaluated. Section 3 describes
our Evaluation Approach.

For helpful hints on tendering and access to a supplier resource centre go to:
www.procurement.govt.nz / for suppliers.

. If anything is unclear or you have a question, ask us to explain. Please do so before the
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Deadline for Questions. Email our Point of Contact.

e. In submitting your Proposal you must use the Response Form provided. This is a

Microsoft Word document that you can download.

f. You must also complete and sign the declaration at the end of the Response Form.
g. Check you have provided all information requested, and in the format and order asked

for.

h. Having done the work, don’t be late - please ensure you get your Proposal to us before

the Deadline for Proposals!

©

1.5 Address for submitting your Proposal
a) Proposals must be delivered in both hard copies and soft
copies and one soft copy on memory stick. Pleas

following address:
For Proposals sent by post:

Tender Box

Greg McGirr — Regional Contracts Mana

Ministry of Social Development @ @
PO Box 27 504

Wellington

For Proposals delivered b ouri
Tender Box
Greg McGirr - Reglona! 2R3
Ministry ofSom »- pment @

195-201 Willi
Level 1, Hous
Welhn%
sent % ail will not be accepted.

the

FP , Terms and Conditions
Offe il rlod. In submitting a Proposal the Respondent agrees that their offer

O O
@ b\ Thé RFP is subject to the RFP Process, Terms and Conditions (shortened to RFP-Terms)
crlbed in Section 6.

his RFP and associated documents are subject to Government budget approval.
Consequently these documents and the RFP and contracting process are conditional on

2N\

that funding being available and are subject to change, variation or withdrawal.

©

1.7 Later changes to the RFP or RFP process

a. If, after publishing the RFP, we need to change anything about the RFP, or RFP process,
or want to provide suppliers with additional information we will let all suppliers know
by placing a notice on the Government Electronic Tenders Service (GETS) at

www.gets.qovi.nz

b. If you downloaded the RFP from GETS you will automatically be sent notifications of

any changes through GETS by email.
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SECTION 2: Our Requirements

2.1 Background

MSD is committed to reducing the number of working age people who need to rely on a benefit, as a
means of improving economic independence and social wellbeing. We are currently seeking services to
assist our clients to move towards and into sustainable employment. The aim is to draw on expertise
within the Non-Government Organisation (NGO) and private sectors to achieve this.

2.2 What we are buying and why @ &
MSD is seeking proposals to be submitted that are aimed at providin @ erve tio@ will

support clients to achieve sustainable employment.

livery sites in the
The Work and
a and Lower Hutt

The Service will be delivered to clients from Hutt Valley Work [ncom€’ servic

Wellington Region and is expected to achieve 200 participa nts pe
Income Service Centres in the Hutt Valley cover, Upper, nae,
Community Links. x

All participant referrals to the service will be direct @and In&
We are seeking an end to end intervention to ic inghividd eht needs to overcome barriers to
achieving successful sustainable employmertqu S.

Employment Placement and Support

ent thatre in“a sustainable exit from benefit. Clients will
receive expert employment r ing illing that will successfully assist the client into
employment. Once empl h-the client and employer will receive intensive post
placement support forup days. ing\this time the Provider will support the needs of both the

client and the emp| r- appr create a sustainable employment environment.
The outcome t is service a least 70% of clients will achieve a benefit exit as a result of

:\t\“ﬁe solution

nterventions to better meet the needs of participants (the programme to fit the
ather than the participant to fit the programme). Referrals will be made from a range of
yorts and we are seeking outcomes on the basis of:

Job Seeker — Health Condition, Injury or Disability clients.

2.3.2 MSD requires Respondents who can deliver a flexible modular programme that can be adapted and
tailored to meet the specific needs of each participant.

Modules should include:
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Module 1 - Motivation, Assessment and Planning

This includes, motivating participants to engage positively in the intervention and to actively seek
employment; assessing the participants’ needs to develop a pathway plan specific to the participant
and identifying which modules are to be delivered to individuals. The Provider will be expected to
provide the Ministry with a copy of the pathway plan.

Module 2 - Work Preparation

Components to this module could include, but is not limited to the following:
: Preparing CV/ covering Letter,; &
. Job search techniques and understanding of job suitability;
: Interview preparation, interview skills and approaches for res i terviewe
. Personal presentation;

Work experience opportunities;

Managing childcare; @

Managing travel/transport; @ @

Managing disclosure of criminal convictions;

Drug and alcohol use - effect on employ e@n, %
. Budgeting advice. : %;
Module 3 - Industry Specific Trainin ;;
Employment related training e participant for their job search and

sustainability of employment: ing i or industries for which it has been assessed
that the participant wo, 3 . \hghef a licence, certificate, NZQA recognised unit
ue to employers that will assist in longer term

Module 4 - Wor
The Provi

rt and guidance to service participants after the initial service
e
interwiews

le\z - Past Placement Support

@ rovider will deliver post-placement support for up to 12 months to participants who have been
ccessful in securing employment. This will assist participants with the transition from
unemployment to work by ensuring that they receive timely and on-going assistance as appropriate
and requisite support to adjust to working life.

2.3.3 Services will ideally be delivered from the Hutt Valley area.

2.3.4 It would also be an advantage if Respondents could operate on a rolling intake basis with open

entry/open exit rather than programmes with fixed start and end dates.
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2.3.5 Respondents may wish to submit proposals to deliver to a specific MSD client cohort including one or
more of the following:

Sole Parents;

Health Condition, Injury or Disability clients;
Youth (18 to 24 year olds);

Maori and/or Pacific;

Long term unemployed males;

Prison releases; and/or,

- Clients with a refugee or migrant background. &
2.3.6 Respondents will be able to demonstrate proven experience in arrapgi onal su@ithin
their own organisation or through sub-contracting for the followi @
- Mental health support;
- Drug and/or alcohol management support;
Drivers Licences;

Language issues.

2.3.7 Demonstrate how they will deliver the Ep
be provided to support working age a

employment.

2.3.8 Demonstrate how the styd very withacknowledge and consider the situation of each
participant and use an Y that .js rlate, individualised and delivered in @ manner
ow-the programme will be delivered in an environment

sensitive to particip Bds; i
that is positive and t urage%ég ual achievement.
2.3.9 Demonstr; a .. utcomes% n achieved, specifically for this service or similar services(s), or

how the fo outcges will bg achieved:
atio;
@ jents will achieve a benefit exit as a result of sustainable employment.
24 W quire: capacity
2D ires Respondents that are able to demonstrate:

2-Evidence of strong links with local employers.

2.4.3 Good links with community / professional organisations and the ability to facilitate access to other
services that can help provide further support for clients to overcome barriers to achieving
successful outcomes.

2.4.4 Evidence of their ability to work successfully with a range of ethnicities, in particular Maori and
Pacific Peoples.

2.4.5 Availability of staff with relevant specialist skills in dealing with clients with the barriers to
employment that clients typically face.

2.4.6 Infrastructure and resource availability to ensure appropriate services are delivered and in particular
the ability to deliver services that are either local to the client or a mobile service.
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2.4.7 Ability to maintain good quality data and good document filing systems and secure private
information.

2.4.8 Ability to maintain good administration practices including the ability to administer reimbursement
of travel payments, clothing and/or equipment required for interview or job placement and
overhead costs for participants of the programme.

MSD Approvals: Providers must have at least a Level 4 Ministry Approval and this is to be maintained for
the term of the Agreement. The Level 4 Standards and Application Form can be found at:
http://www.msd.govt.nz/what-we-can-do/providers/approvals/index.html.

2.4.9 MBSD requires respondents to either: &
(a)  Evidence that at the date this RFP was issued they have MSD Appr v@l 1,2 4
(b)  Demonstrate their organisation has: @
(i)  Robust processes around staff vetting and training; a
(i) A history of operational and financial stability as-eWdencéd by. their \afest audited
accounts and any other relevant material;
(iii)y  And confirm that if successful they will st oval prQ
Approval prior to the start of the agre Dy a drw
MSD relationship manager). @ /\2%
2.5 What we require: relationship m @& t @

MSD requires Respondents that can:

d obtain Level 4
ise agreed with the

2.5.1 Show they are able to work professio nd effe h MSD.
2.5.2 Show they have processes ip e\for effectt @r resolution and appropriate escalation of

issues arising from service prov
SECTION 3:¢ 7
This section sets out t W i
3.1 Evaluati e@;
The evalua@ n madet that be used is weighted attribute (weighted criteria). This means that all

Propoz@ tapab ivery on time will be shortlisted. The Proposal that scores the highest
i € setected

will %;ftc#e
ationcr

on Approach

will be used to assess Proposals.

ssful Respondent.

ed on their merits according to the following evaluation criteria and weightings.

Weighting

\Reépondent Capacity: Demonstrated capacity and capability of provider to 35%
deliver the services as outlined in part 2.4.

Relationship Management: How respondents show they can work
effectively with MSD, resolve problems and escalate issues arising from 20%
service provision.

Total weightings 100%
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3.3 Scoring

The following scoring scale will be used in evaluating Proposals. Scores by individual panel
members may be modified through a moderation process across the whole evaluation panel.

Definition
Exceeds the criterion. Exceptional demonstration by the
| Respondent of the relevant ability, understanding, experience,
| skills, resource and quality measures required to meetythe
criterion. Proposal identifies factors that will offer ig
added value, with supporting evidence.

| Satisfies the criterion with minor additional it§. YWbove
| average demonstration by the Respondent of t evart ability,
| understanding, experience, skills, resource and quality meas

required to meet the criterion. Proposes fact

| will offer potential added value, with/%g vide -
Satisfies the criterion. Demonstr \s\b%é Res E@L/bf‘ the
| relevant ability, understandin {erte, ski

rce,and . o
quality measures required t criteri ith sUpporting 3

evidence. > .
Satisfies the criteriom™with min jons. Some minor
reservations of-the Respondent’s-rele ability, understanding, : 2
experience Bsource_a ity measures required to

meet th

ith li@ pporting evidence.

Witen ajor reservations. Considerable | .
sof t ndent’s relevant ability, understanding,
i e and quality measures required to 1

little or no supporting evidence.

megt the criterion. Does not comply and/or insufficient = .
rovided to demonstrate that the Respondent has

AN - 1
\ uation process and due diligence

S\the above, we may undertake the following process and due diligence in relation to

reference check the Respondent organisation and named personnel;
b. other checks against the Respondent e.g. Companies Office;

v interview Respondents;

d. request Respondents make a presentation;

e. arrange site-visits;

f. inspect audited accounts for the last three financial years;

g. undertake a credit check.
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SECTION 4: Pricing information

4.1 Pricing information for Employment Placement Service

- Pa e Payment Amount
| Tyment ype  (GST Exclusive)

Module 1 $250.00 per participant

Motivation, Assessment and Planning (Subject to completion of assessment X
pathway plan) ﬁ/\

Module 2 $500.00 per participant

Work Preparation (Subject to completion/ef \Work Rre
component com d\and “submitt
Ministry) O

of 1 ence achieved —
p g): Hased certification

Module 3 $850.00 p @
Industry Specific Training (Subj @ ion of minimum

Module 4 353809:00 per\approwsd placement at 3 months
Work Search and Employment Placement xit off r obtaining employment which
(Incentive Payments) align obligations)

\g?er participant at 6 months and
0 at 12 months

tainable exits off benefit and where client has
t returned onto benefit for more than 10 days).

2N

Module 6 Q
Post Placement Support }
50 &

411 Al figures@;%;n $NZ an@lusive of GST.

4.1.2 In prgparin ir Proposal, Respondents are to consider all risks, contingencies and other

cir relating_t delivery of the Requirements and include adequate provision in the
hd pri ination to manage such risks and contingencies.
<
SECT : Our Proposed Contract

@v Contract

osed Contract that we intend to use for the purchase and delivery of the Service will incorporate
the framework terms and conditions applicable to outcome agreements between government agencies
and NGOs.

A copy of the framework terms and conditions is available at:
http://www.business.govt.nz/procurement/procurement-reform/streamlined-contracting-with-
ngos/contracting-framework-user-guides-and-templates#FTC.

In submitting your Proposal you must let us know if you wish to question and/or negotiate any of the
framework terms or conditions, or wish to negotiate new terms and/or conditions. The Response Form
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contains a section for you to state your position. If you do not state your position you will be deemed to
have accepted the framework terms and conditions in in full.
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Note to suppliers and Respondents
In managing this procurement the Buyer will endeavour to act fairly and reasonably in all of its dealings
with interested suppliers and Respondents, and to follow due process which is open apg transparent.
This section contains the government’s standard RFP Process, Terms and Condition ed to@
d,

Terms) which apply to this procurement. Any variation to the RFP-Terms will be r if Sectio
paragraph 1.6. Check to see if any changes have been made for this RFP.

Words and phrases that have a special meaning are shown by the use of 4%&& g Respond
which means ‘a person, organisation, business or other entity that subsmits a Preposal in onseto the
RFP. The term Respondent includes its officers, employees, contrac r«s\f/b ultants

representatives. The term Respondent differs from a supplier, w & gther
place that does not submit a Proposal.” Definitions are at the i

If you have any questions about the RFP-Terms please ergé; t of Cant

iy the market

VAN
Standard RFP process § %
it

n posal

Preparing and s

Preparing a Propo
Respondents arept
0

requested b

By sub

Terpizan ditions(REF

p phY.6, if applic

Each Respondentwill;
@ xamin

\025

tingencies

Q document in its Proposal all assumptions and qualifications made about the delivery of
the Requirements, including any assumption that the Buyer or a third party will deliver

<§ any aspect of the Requirements or incur any cost related to the delivery of the

Buyer

Requirements
ensure that pricing information is quoted in NZ$ exclusive of GST
if appropriate, obtain independent advice before submitting a Proposal

satisfy itself as to the correctness and sufficiency of its Proposal, including the
proposed pricing and the sustainability of the pricing.

There is no expectation or obligation for Respondents to submit Proposals in response to
the RFP solely to remain on any prequalified or registered supplier list. Any Respondent on
such a list will not be penalised for failure to submit a Proposal.
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Offer Validity Period
Proposals are to remain valid and open for acceptance by the Buyer for the Offer Validity
Period.
Respondents’ Deadline for Questions

Each Respondent should satisfy itself as to the interpretation of the RFP. If there is any
perceived ambiguity or uncertainty in the RFP document/s Respondents should seek
clarification before the Deadline for Questions.

All requests for clarification must be made by email to the Buyer’s Point of Contact. The
Buyer will endeavour to respond to requests in a timely manner, but %t later than th

deadline for the Buyer to answer Respondents’ questions in Sectio ragraph
applicable.

If the Buyer considers a request to be of sufficient importance™g 4l Reéspondénts.i
provide details of the question and answer to other Res ntsnih doing so the Buyer
may summarise the Respondent’s question and will disclosgthe Regpqnde

identity. The question and answer may be posted and/or e@ participating

X time;
In submitting a request for clarification a Res ptis to is request, any
S

&rwill such commercially

sensitive information. However, the odify gstto eliminate such
commercially sensitive informatio p¥ish this eanswer where the Buyer
considers it of general significang spongdents § case, however, the
Respondent will be given an spportunity to wi request or remove the
commercially sensitive informatia

Submitting a Propos Q < ,
Each Responden ible fo I at its Proposal is received by the Buyer at
the correct agedres befo ine for Proposals. The Buyer will acknowledge
receipt of ea
The Buygrintendsto re spondent’s Proposal and all information provided by
the Respongént (e.g. € ence and negotiations). In submitting a Proposal and
c jeating with the Buy¥r each Respondent should check that all information it
pro

0 theBuyer is:
Me, acelrate tomplete, and not misleading in any material respect
@ doe ptain Intellectual Property that will breach a third party’s rights.

Wi er requires the Proposal to be delivered in hard and soft copies, the
t is responsible for ensuring that both the hard and soft copies are identical.
the Buyer stipulates a two envelope RFP process the following applies:
each Respondent must ensure that all financial information and pricing components of

@ its Proposal are provided separately from the remainder of its Proposal

ii. financial information and pricing must be contained eitherin a separate sealed
envelope or as a separate soft copy file (whichever option has be requested by the
Buyer)

iii. the pricing information must be clearly marked ‘Financial and Pricing Information.’ This
is to ensure that the pricing information cannot be viewed when the package
containing the other elements of the Proposal is opened.

Assessing Proposals

Evaluation panel

The Buyer will convene an evaluation panel comprising members chosen for their relevant
expertise and experience. In addition, the Buyer may invite independent advisors to
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evaluate any Proposal, or any aspect of any Proposal.

Third party information

Each Respondent authorises the Buyer to collect additional information, except
commercially sensitive pricing information, from any relevant third party (such as a
referee or a previous or existing client) and to use that information as part of its
evaluation of the Respondent’s Proposal.

Each Respondent is to ensure that all referees listed in support of its Proposal agree to
provide a reference. ‘

To facilitate discussions between the Buyer and third parties each Respondent waives
confidentiality obligations that would otherwise apply to informati by a thir

with the exception of commercially sensitive pricing informatio
Buyer’s clarification
The Buyer may, at any time, request from any Responde@ Propbsal as
is notequired
to request the same clarification or information fr¢
The Respondent must provide the clarificatiopof agditipnal infr@ the format

well as additional information about any aspect of itsProposah
requested. Respondents will endeavour tg respQrio requ } nely manner. The
Buyer may take such clarification or ad' ofmatijgndnto.account in evaluating the

Proposal.

Where a Respondent fails to res ately or Withinz reasonable time to a request
for clarification or additional jpformatien, the B Qy; cease evaluating the
Respondent’s Proposal and m imjinate th from the RFP process.

RFP. The Buyer tits e of a Proposal following consideration of any
clarification itlonal inf as'described in paragraphs 6.6 and 6.7.

b. In decidingwhi sponde hortlist the Buyer will take into account the results of
the g alf eag, nd the following additional information:
, pondent’s anding of the Requirements, capability to fully deliver the

ements and willihgness to meet the terms and conditions of the Proposed
the

Vntrac
@ except
@ idi ich Respondent/s, to shortlist the Buyer may take into account any of the

dditional information:

Evaluation and shortlj Q~
a. The Buyer will ba@ valu De Proposals submitted in response to the

eXhe price is the only criterion, the best value-for-money over the whole-
goods or services.

tha results from reference checks, site visits, product testing and any other due
diligence

§ the ease of contracting with a Respondent based on that Respondent’s feedback on the

Proposed Contract (where these do not form part of the weighted criteria)

any matter that materially impacts on the Buyer’s trust and confidence in the
Respondent

any other relevant information that the Buyer may have in its possession.

d. The Buyer will advise Respondents if they have been shortlisted or not. Being shortlisted
does not constitute acceptance by the Buyer of the Respondent’s Proposal, or imply or
create any obligation on the Buyer to enter into negotiations with, or award a Contract for
delivery of the Requirements to any shortlisted Respondent/s. At this stage in the RFP
process the Buyer will not make public the names of the shortlisted Respondents.

Pawa AD LN



Negotiations

The Buyer may invite a Respondent to enter into negotiations with a view to contract.
Where the outcome is unsatisfactory the Buyer may discontinue negotiations with a
Respondent and may then initiate negotiations with another Respondent.

The Buyer may initiate concurrent negotiations with more than one Respondent. In
concurrent negotiations the Buyer will treat each Respondent fairly, and:

i. prepare anegotiation plan for each negotiation
ii. advise each Respondent, that it wishes to negotiate with, that concurrent negotiationg

will be carried out
iii. hold separate negotiation meetings with each Respondent. @
Each Respondent agrees that any legally binding contract entexe oNetween t@
Successful Respondent and the Buyer will be essentially in outi /
the Proposed Contract.
Respondent’s debrief
At any time after shortlisting Respondents the Bdyex W[l offer ajlRespanqerits who have
not been shortlisted a debrief. Each Respondé | have 30 B ays, from the date
of offer, to request a debrief. When a Respondentrgques brief,the Buyer will
provide the debrief within 30 Business I{ i the date e est, or of the date the
Contract is signed, whichever is lat
The debrief may be provided by {&tt il, ph eeeting. The debrief will:
provide the reasons why tRe\Proppsal wi ot successful
explain how the Proposal performed S re-conditions (if applicable) and the
evaluation criteria ,
indicate the P, I’s ive Sifeng nd weaknesses

dvantage/s of the successful Proposal
AN

oint af%;g?zsion of negotiations, but no later than 30 Business Days after the
t n

ed, the Buyer will inform all unsuccessful Respondents of the
me ofth sful Respondent, if any. The Buyer may make public the name of the
@ Suc ndent and any unsuccessful Respondent. Where applicable, the Buyer will
pu

questions from the Respondent

e
h aGortract Award Notice on GETS.

The Buyer will consider and respond promptly and impartially to the Respondent’s issue or
complaint.

Both the Buyer and Respondent agree to act in good faith and use their best endeavours
to resolve any issue or complaint that may arise in relation to the RFP.

The fact that a Respondent has raised an issue or complaint is not to be used by the Buyer
to unfairly prejudice the Respondent’s ongoing participation in the RFP process or future
contract opportunities.

Standard RFP conditions

Buyer’s Point of Contact

1. All enquiries regarding the RFP must be directed by email to the Buyer’s Point of Contact.
Respondents must not directly or indirectly approach any representative of the Buyer, or

Is omplaints
Respondent may, in good faith, raise with the Buyer any issue or complaint about the
P, or the RFP process at any time.
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any other person, to solicit information concerning any aspect of the RFP.

2. Only the Point of Contact, and any authorised person of the Buyer, are authorised to
communicate with Respondents regarding any aspect of the RFP. The Buyer will not be
bound by any statement made by any other person.

3. The Buyer may change the Point of Contact at any time. The Buyer will notify Respondents
of any such change. This notification may be posted on GETS or sent by email.

4. Where aRespondent has an existing contract with the Buyer then business as usual
communications, for the purpose of managing delivery of that contract, will continue using
“the usual contacts. Respondents must not use business as usual contacts to lobby the Buy?

solicit information or discuss aspects of the RFP.
)
arise du RFP
ing disqualified

Conflict of Interest

1. Each Respondent must complete the Conflict of Interest de
and must immediately inform the Buyer should a Conflict0fdote

—
(o]
X

from participating further in the RFP.

Ethics
Respondents must not attempt to influenge-eRravid 4 sonal inducement,
reward or benefit to any representative @ 3 i
A Respondent who attempts to do HQOP raphs 6.13.a. and d. and

{60 p
6.15.a. may be disqualified from gfu @7&, FP process.
The Buyer reserves the right t0xequixe ddditiona acations, or other evidence from a
Respondent, or any other perso ough process to ensure probity of the RFP
process.
Anti-collusion and g

Respondents gage ir{ ko @, deceptive orimproper conduct in the
preparation %2 oposal er submissions orin any discussions or negotiations

pbehav result in the Respondent being disqualified from

with theBuyer.
partig{ r heri ocess. In submitting a Proposal the Respondent warrants
t roposal has n prepared in collusion with a Competitor.

aking agreed between them, will not disclose Confidential Information to a third

6n and, subject to paragraph 6.17.c. and without [imiting any confidentiality
rty without the other’s prior written consent.

is directly involved in the RFP process on its behalf, such as officers, employees,
consultants, contractors, professional advisors, evaluation panel members, partners,
principals or directors, but only for the purpose of participating in the RFP.

§ The Buyer and Respondent may each disclose Confidential Information to any person who

Respondents acknowledge that the Buyer’s obligations under paragraph 6.17.a. are
subject to requirements imposed by the Official Information Act 19882 (OIA), the Privacy
Act 1993, parliamentary and constitutional convention and any other obligations imposed
by law. The Buyer will not be in breach of its obligations if Confidential Information is
disclosed by the Buyer to the appropriate authority because of suspected collusive or anti-
competitive tendering behaviour. Where the Buyer receives an OIA request that relates to
a Respondent’s Confidential Information the Buyer will consult with the Respondent and
may ask the Respondent to explain why the information is considered by the Respondent
to be confidential or commercially sensitive.
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Confidentiality of RFP information

For the duration of the RFP, to the date of the announcement of the Successful
Respondent, or the end of the RFP process, the Respondent agrees to keep the RFP strictly
confidential and not make any public statement to any third party in relation to any aspect
of the RFP, the RFP process or the award of any Contract without the Buyer’s prior written
consent.

A Respondent may disclose RFP information to any person described in paragraph 6.17.b.
but only for the purpose of participating in the RFP. The Respondent must take reasonable
steps to ensure that such recipients do not disclose Confidential Information to any otheg

person or use Confidential Information for any purpose other than @ng to the

(G

Costs of participating in the RFP process

Each Respondent will meet its own costs associated with th jon angpres

of its Proposal and any negotiations. v
Ownership of documents

The RFP and its contents remain the property of the Bly: stiaH-Rroperty rights

in the RFP remain the property of the Buyer qr/jt§ ficengprs. ay request the

immediate return or destruction of any or a /s g3 opies. Respondents

All documents forming the Proposal.w (s Buyer, become the
property of the Buyer. Proposals N espondents at the end of the
RFP process.
Ownership of lntellectual Prop e Rroposal remain the property of the
Respondent or its Ilce owever the ngtent grants to the Buyer a non-exclusive,
non-transferable, pexpe | ence iR, Us€, copy and disclose information
contained in the any e ated to the RFP process.

No binding le
Neither s creates a process contract or any legal relationship
between tﬁe er a ndent, except in respect of;:

ndent’s fon in its Proposal

fer V tyP riod

e Res tatements representations and/or warranties in its Proposal and in
lts c nce and negotiations with the Buyer
fon Approach to be used by the Buyer to assess Proposals as set out in
3 and in the RFP-Terms (as varied by Section 1, paragraph 1.6, if applicable)

standard RFP conditions set out in paragraphs 6.13 t0 6.26
any other matters expressly described as binding obligations in Section 1, paragraph

paragraph 6.23.

§ Each exceptlon in paragraph 6.21.a. is subject only to the Buyer’s reserved rights in

Except for the legal obligations set out in paragraph 6.21.a. no legal relationship is formed
between the Buyer and any Respondent unless and until a Contract is entered into
between those parties.

Elimination

The Buyer may exclude a Respondent from participating in the RFP if the Buyer has
evidence of any of the following, and is considered by the Buyer to be material to the RFP:

the Respondent has failed to provide all information requested, or in the correct
format, or materially breached a term or condition of the RFP

the Proposal contains a material error, omission or inaccuracy
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the Respondent is in bankruptcy, receivership or liquidation
the Respondent has made a false declaration

there is a serious performance issue in a historic or current contract delivered by the
Respondent

the Respondent has been convicted of a serious crime or offence

there is professional misconduct or an act or omission on the part of the Respondent
which adversely reflects on the integrity of the Respondent

the Respondent has failed to pay taxes, duties or other levies
the Respondent represents a threat to national security or the geffidentiality of &

sensitive government information
the Respondent is a person or organisation designated ag.a t y New@

Police.
Buyer’s additional rights &

Despite any other provision in the RFP the Buyer iving du i
Respondents: a@
. 0

amend, suspend, cancel and/or re-issue rany RFP
make any material change to the Rk gan % e timeline,
Requirements or Evaluation ApprQach fogthat Respondents are given a

ii. inexceptional cirg % ces, acce posal where it considers that there is
. no material prejudicego other Respandents. The Buyer will not accept a late Proposal
if it conside ere is ris u@ sion on the part of a Respondent, or the

Respon he content of any other Proposal

V12(He O

iv D
v.@& or @lect any non-compliant, non-conforming or alternative Proposal

i,/ decidenot t pt the lowest priced conforming Proposal unless this is stated as
the v*"}%ﬁ » Approach
@ vii aPto enter into a Contract with any Respondent
i G

|
@r negotiate with any Respondent without disclosing this to, or doing the same

ii.
% any other Respondent
. Pprovide or withhold from any Respondent information in relation to any question

arising in relation to the RFP. Information will usually only be withheld if it is deemed
unnecessary, is commercially sensitive to a Respondent, is inappropriate to supply at
the time of the request or cannot be released for legal reasons

x. amend the Proposed Contract at any time, including during negotiations with a
shortlisted Respondent

xi. waive irregularities or requirements in or during the RFP process where it considers it
appropriate and reasonable to do so.

The Buyer may request that a Respondent/s agrees to the Buyer:

i.  selecting any individual element/s of the Requirements that is offered in a Proposal
and capable of being delivered separately, unless the Proposal specifically states that
the Proposal, or elements of the Proposal, are to be taken collectively

ii. selecting two or more Respondents to deliver the Requirements as a joint venture or
consortium.
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New Zealand law

The laws of New Zealand shall govern the RFP and each Respondent agrees to submit to
the exclusive jurisdiction of the New Zealand courts in respect of any dispute concerning
the RFP or the RFP process.

Disclaimer

The Buyer will not be liable in contract, tort, equity, orin any other way whatsoever for
any direct or indirect damage, loss or cost incurred by any Respondent or any other
person in respect of the RFP process.

Nothing contained orimplied in the RFP, or RFP process, or any otheptommunication

the Buyer to any Respondent shall be construed as legal, financial radvice. The
Buyer has endeavoured to ensure the integrity of such informati er, it has not
been independently verified and may not be updated.

To the extent that liability cannot be excluded, the maxi@g ate liabil&\@e
Buyer, its agents and advisors is $1.

Precedence Q\
Any conflict or inconsistency in the RFP shall Jved by giv'n g
following descending order:
Section 1, paragraph 1.6 @
Section 6 (RFP-Terms)
all other Sections of this R t
any additional information ment y the Buyer to Respondents
through the Buyer’sPoiftof Contact.d
If there is any confli ! sisteney betwieninformation or documents having the
same level of pri g tHe latertlon or document will prevail.

wWing words %éressions have the meanings described below.
Advance Notice Vil ubw the buyer on GETS in advance of publishing the RFP. An
@ fdvance\Nati rts the market to a contract opportunity. Where used, an Advance
/T ,

Definitions
In relation to the RFP

Notige\foryigpart of the RFP.

Busines%b - y k\>day in New Zéaland, exclkuding Saturdays, Sundays, New Zealand (national)
. N i Holidays and all days from Boxing Day up to and including the day after New
. ; > YearsDay. . ~ - ~ ‘
Buyer The Buyer is the government agency that has issued the RFP with the intent of

purchasing the goods or services described in the Requirements. The term Buyer

includes its officers, employees, contractors, consultants, agents and representatives.
Competitors™ ~ Any other business that is in competition with a Respondent either in re,laft'idn tothe

goods or services soughtuhder the RFP or in general.

Confidential Information that:

Information is by its nature confidential

is marked by either the Buyer or a Respondent as ‘confidential’, ‘commercially
sensitive’, ‘sensitive’, ‘in confidence’, ‘top secret’, ‘secret’, classified’ and/or
‘restricted’

is provided by the Buyer, a Respondent, or a third party in confidence
the Buyer or a Respondent knows, or ought to know, is confidential.
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Confidential information does not cover information that is in the public domain
through no fault of elther the Buyer ora Respondent

Conflict of Interest A Confllct of lnterest arises if a Respondent’s personal or busmess mterests or
' ~ . . obhgatlons do, could, or be perceived to, conflict with its obhgatrons 1o the Buyer |
underthe RFP or in the prowsron of the goods or servrces It means that the ﬂ
Respondent’s mdependence objectivity or lmpartxahty can be called into questlon A
' Conﬂlct of Interest may be: ~

1 actual where the conflict currently exlsts e
. 2 potentlal Where the confhct is about to happen or could happe ‘ or

com promrsed

Contract The written Contract/s entered into by the Buyer and S
delivery of the Requirements.

‘iCont‘ra:ct Award Govern‘ment Rules of Sourcing, Rule 45 requirés @l -
Notice Notice on GETS when it has awarded a contragt®

Deadline for The deadline that Proposals are to be deliv
Proposals Section 1, paragraph 1.2,

Deadline for The deadhne for supphers to submitgy
Questions j paragraph 1.2, if applicable.

Evaluation Approach The approach used by the
Section 6 (as varied b

GETS - fk - ”GovernmentE[e

GST The goods an
Serwces

Intellectual Property

a Proposal (offer) is held open by the Respondent for
Buyer as stated in Sectlon 1, paragraph 1. 6

used for all communications during the RFP process. The Buyer sPoint
ontac |s identified in Sectlon 1, paragraph 1.3.The Respondent’s Point of Contact

. 1S, I8 , - ~ , ; ~ , |
Price % total amount, including all costs, fees, expenses and charges, to be charged by the
Successful Respondent for the full delivery of the Requirements. Each Respondent’s
Proposal must include its Price.

"Propos The. response a Respondent submrts in reply to the RFP It compnses the Response

Form, the Respondent’s bid, financial and- prlcmg mformatron and all other .
tnformatlon submltted by a Respondent ~ ‘ |

Proposed Contract The Contract terms and conditions proposed by the Buyerforthe dellvery of the
Requlrements as described in Section 5.

REP | Means the Request for Proposal :

Registration of A formal request by a Buyer asking potential supphers to register their interest in a
Interest procurement It is the first step ina multl—step tender process.

Request for - . The RFP compnses the Advance Notice (where used) the Registration of Interest

(where used), this RFP document (including the RFP-Terms) and any other schedule,
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Proposal (RFP)

RFP-Terms

RFP Process, Terms -
and Conditions
(shortened to RFP-

Terms)

Requirements
RespOndén‘t .
Response Form

"‘SLlc‘k(’:éss:fUI
Respondent

A person, organisation, business or other entity that submi

Proposal.
 Following the evaluation of Proposlsan

~ Who is awarded a Contract/s X

- appendix or document attached to this RFP, and any subséquent information ;
' providedby the Buyer to Respondents through the Buyer's Point Qf Contact or GETS.

Means the Request for Proposal - Process, Terms and Conditions as described in
Section 6.

The government’s standard process, terms and conditions that apply to RFPs as
described in Section 6. These may be varied at the time of the release of the RFPby
the Buyer in Section 1, paragraph 1.6. These may be varied subsequent to the release
of the RFP by the Buyer on giving notice to Respondents. .

The goods and/or services described in Section 2 which the Buyer i
purchase.

the RFP. The term Respondent includes its officers, em
consultants, agents and representatives. The term Re$po
which is any other business in the market place

The form and declaration prescribed by the
respond to the RFP, duly completed and s

er 3jl°or part e .
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