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TRAINING IN FINANCIAL AND BUSINESS MANAGEMENT FOR ROAD CONTRACTORS

PROCUREMENT, TENDERS, COSTING, CONTRACT 
AND RESOURCE MANAGEMENT (3 DAYS)

1.0
OVERVIEW OF THE MODULE 

This module focuses on improving procurement and delivery of quality roads in Uganda. It creates awareness within the road construction industry of the need to have transparent procurement and delivery of roads. It exposes trainees to the key issues they must appreciate from the time of prequalification, bidding, evaluation and implementation of the road contract. The module gives insight to the trainees of the explicit issues critical to management road contracts within the context of modern contracts/project management. Delivery of the module focus on adherence of the trainees to the key values of economy, efficiency, fairness, transparency, accountability and ethical standards in acquisition and execution of contracts. 
1.2
Module Objectives 
By the end of this module, participants should be able to:By the end of this module participants should be able to:

1) Understand the procurement cycle

2) Understand the process of EoI's and pre-qualification
3) Understand SBDs and how to complete fully compliant tenders/bids

4) Understand contracts and the contract documents.
5) Understand how to build up rates and price BoQ's for road contracts.
6) Understand the importance of having proper procedures for the management of a roads contract and how to allocate and monitor resources.
7) Understand the importance of managing costs and income/revenues throughout the contract cycle. 

8) Understand the importance of the evaluation process and how bids are evaluated. 
1.3
Flow of Sessions 
1. Session 1:Introduction to public procurement in the road sector

2. Session 2:Prequalification 
3. Session 3:Bidding process and Standard Bidding Documents 
4. Session 4:Contracts 
5. Session 5:Costing and Pricing road works: Building up rates
6. Session 6:Costing and Pricing of road works: Pricing of bids
7. Session 7:Evaluation bids and contract awards 

8. Session 8: Management  (1)
9. Session 9:Management of contracts (2)
1.4
Methodology for Delivery 

This is a practical introductory module whereby MBS will train participants through a model contract cycle from the basic of procurement, through the expression of interest, pre-qualification, the bid process, award of contract to the implementation and management of contract activities. MBS will in as much as possible use common documents and formats to assist with learning. Mentors shall be used to share experiences from their companies. 
1.5
Session Objectives and syllabus  
	SESSION ONE:  INTRODUCTION TO  PROCUREMENT IN THE ROAD SECTOR  

	Introduction
This session introduces trainees to different procurement concepts and how they apply to the road sector. It emphasizes the need for contractors to focus on economy, effectiveness and efficiency in the delivery of a roads contract/project. Trainees should be able to appreciate the public procurement process and how this affects execution of contracts. The session also emphasizes the recent public procurement reforms, legal and institutional framework within which contractors operate. 


	Training objectives 

By the end of the session, participants will be able to: 
1) Review the principles and methods of procurement in road sector 
2) Identify and explain the roles and impact of the different stakeholders in procurement
3) Explain the procurement environment and reforms in Uganda
4) Understand the legal and institutional framework of public procurement
5) Highlight ethical issues in public procurement o


	Session Content 

· Appreciate the  meaning and purpose of public procurement  and its applicability to the road sector in the road sector 
· The  strategic role of public procurement in public service delivery
· Roles and responsibilities of the different stakeholders in public procurement
· Distinction between public sector procurement and private sector procurement 
· The public sector procurement environment, and reforms in Uganda
· The methods of procurement in the road sector.
· The Legal  and Institutional Framework of public procurement
· Principles of procurement planning and management ( Non- discrimination & Fairness, Transparency, Accountability, Competition (open competitive bidding), Economy and Efficiency, Confidentiality, Ethical Behaviour, Public Accessibility, Integrity, Best Evaluated Bids, Publication of opportunities and information)Procurement planning      
· Appreciate the principles that guide ethical behaviour in procurement of road works
· Analysis of total procurement lead time
· Critical Success factors


Detailed Session Plan:
	Training  Activity
	Methodology
	Time
	Results

	Introduction
	Give a background of module six and justify its inclusion in this training.

Relate M6 to previous modules concluded. 

Obtain a list of trainee expectations.
	10 minutes
	Comments from trainees on expectation from M6

	Presentation
	The facilitator makes a PowerPoint presentation procurement environment in the road sector in Uganda
	40 minutes
	A general knowledge of public procurement 

	Group discussions


	Trainees break into groups of five and trainers guide them into discussion of the following topics (one topic per group)

1. Discuss the general principles of public procurement in relation to road works and analyze how they are impacted by the current environment in Uganda.

2. List the key stakeholders in the road works procurement process; outline and comment on their core roles. 

3. Describe the road works procurement cycle and suggest a likely time frame to it; assess, giving reasons, whether it is delivering better value for money.
4. Although the private sector procurements are not regulated by PPDA Act, identify some laws that guide their  procurements processes. 

5. Identify the key ethical and other challenges to the realization of the objectives of the public procurement framework. 
	40 minutes
	Sharing of experiences; listing of points on flip charts.

	Group presentations
	Each group presents their findings. Brief discussions are made about each presentation and consensus reached.
	50 minutes
	Key lessons learned 

	Wrap up and action points
	Team leader wraps up the discussions emphasizing the role of procurement in the road construction industry and that its success depends on public procurement capability.
	10 minutes
	Practical actions to be taken up to apply learning.

	Training aid and resources 
	Case study, PowerPoint presentation, flip chart presentations, hand-out,  (resource books-PPDA Act, 2003, Public procurement guidelines, LG Act, Procurement reforms) 
	
	


	SESSION TWO: PRE-QUALIFICATION PROCESSES

	Training Objectives  

By the end of the module, participants will be able:
1. To appreciate the need for prequalifying providers in the road sector 
1) To prepare Expression of Interest (EoI) documents
2) To fully understand the pre-qualification processes
3) To identify mechanisms for compliance with the pre-qualification requirements (using case studies) and understand how PQ documents are evaluated
From this session trainers will model a process of EoI and Pre-qualification for road works, complete a bid document, including Interpretation of BoQ’s and notification of best evaluated bidder, up to negotiation and contract award.


	Session Content 

· Requirement for pre-qualification in the road sector procurement 
· Contents of the pre-qualification document (based on a model pre-qualification document)    
· Circumstances under which pre-qualification may be used
· Management of pre-qualification process 
· Benefits of prequalification/short listing 
· Challenges of prequalification/short listing
· Bid solicitation
· Evaluation of PQ documents
· Due diligence in pre-qualification of road contractors 
· 


Detailed Session Plan:
	Training  Activity
	Methodology
	Time
	Results

	Introduction
	Presentation of learning objectives and outcomes 
	05 minutes
	Comments from trainees on expectation 

	Presentation
	The facilitator makes a PowerPoint presentation on the pre-qualification process 
	30 minutes
	Knowledge of pre-qualification procedures 

	Group discussions


	1. Trainees break into groups of five and trainers guide them into preparation of the pre-qualification document. 
2. Each group prepares an outline of an expression of Interest for road works of Magege District.

.


	50 minutes
	Sharing of experiences; Drafting of an EoI.

	Group presentations
	A general presentation of the EoI document. Brief discussions and consensus reached.
	15 minutes
	Key lessons learned 

	Wrap up and action points
	Team leader wraps up the discussions emphasizing that prequalification in the key stage in road construction. If a contractor is not pre-qualified he/she will not do work with government.  
	05 minutes
	Practical actions to be taken up to apply learning.

	Training aid and resources 
	SBD, PowerPoint presentation, Flip charts 
	
	


	SESSION THREE: THE BIDDING PROCESS AND STANDARD BIDDING DOCUMENTS (SBD) 

	Training Objectives  

By the end of the module, participants will:
1) Understand the bidding process
2) Appreciate the  importance of using SBDs in preparation of bid documents for road works and services 
3) Understand the  different types of SBDs 
4) Analyze the contents of SBDs and prepare bids that correspond with the requirements of SBDs 
5) Practice to complete SBD’s
 

	Session Content 

· Introduction/Definition of SBD
· Purpose and content of using SBDs using SBDs of PPDA, UNRA and Local Governments 
· Common challenges  in SBDs completion and submission (formats, documentation and administrative requirements) 
· Categories of procurement SBDs
· Understanding and interpretation of terms of reference 
· SBD completion exercise
Note: MBS will invite Guest speakers to give key note addresses where possible 


	Training  Activity
	Methodology
	Time
	Results

	Introduction
	Introduction and presentation of session objectives and assessment of expectations and depth of knowledge 


	05 minutes
	Trainees expectations captured  

	Presentation
	The facilitator makes a PowerPoint Presentation on the bidding process and SBDs 
	30 minutes
	Knowledge of procurement procedures and 

	Group discussions


	Trainees break into groups of five and practice filling a typical standard bid documents (SBDs) 

Activity for all: 

1. Trainees compare and present differences between:

a. Works and supplies SBDs

b. Works and services SBDs 

c. Supplies and services SBD.

2. Trainees interpret and  fill the standard bid document with assistance from trainers


	30 minutes
60 minutes


	Sharing of experiences; listing of points on flip charts.

	Group presentations
	Each group presents their work and the challenges they encountered in the filling of the SBD. Brief discussions are made about each presentation. 
	50 minutes
	Key lessons learned 

	Wrap up and action points
	Team leader emphasis that the understanding and compliance of SBDs leads to higher technical score at evaluation stage. 
	05 minutes
	Practical actions to be taken up to apply learning.

	Training aid and resources 
	Use of the case study information to fill a works SBD.  Comparison of works, supplies and sercices SBDs. 
	
	


	SESSION FOUR: ROAD WORKS CONTRACTS 

	Training Objectives  

By the end of the module, participants will:
1. Appreciate the concept of contracts as it relates to the road sector 
2. List and discuss the key elements of a contract
3.  Introduction to the different Forms of Contract
4. List the different types of contracts in the road sector
5. Explain the importance of having a signed contract 

	Session Content 

· Introduction to the different Forms of Contract 
· Appreciating the concept of contracts as it relates to the road sector  
· What constitutes a contract?  
· Types of Contracts in the road sector 
· Considerations in the selection of the type of Contract



Detailed Session Plan:
	Training  Activity
	Methodology
	Time
	Results

	Introduction
	Presentation of learning objectives and outcomes 
	05 minutes
	Comments from trainees on expectation from the session

	Presentation
	The facilitator makes a PowerPoint presentation on contracts 
	30 minutes
	Knowledge of SBDs 

	Group discussions


	Trainees break into groups and discuss one of the following:

· Explain giving examples the general conditions of a road contract.
· State and explain the elements of a valid contract.
· Name and explain five common forms of works contract
· State and explain in order of preference the documents that constitute a works contract.
· Name some of the events during the procurement process that could lead to invalidate a contract between a PDE and a provider. 

	50 minutes
	Sharing of experiences; listing of points on flip charts.

	Group presentations
	Each group presents their question. Brief discussions are made about each presentation. 
	30 minutes
	Key lessons learned 

	Wrap up and action points
	Team leader emphasis that the appropriateness and compliance to the SBDs requirements leads to higher technical score at evaluation stage. 
	05 minutes
	Practical actions to be taken up to apply learning.

	Training aid and resources 
	Flip chart, SBD, PowerPoint presentations, notes
	
	


	SESSION FIVE:   Cost and Pricing of road works: Building up costs and pricing rates of works 


	Training Objectives  

By the end of the module, participants will be able to:
1) Interpret the bills of quantities for appropriate costing and pricing of road works
2) Identify factors to consider during pre-tender site visits and meetings that affect costs of road works 
3) Build up   tasks/activity costs 
4) Apply markups and derive appropriate pricing rates for tasks/activities in the BOQ
5) 

	Session Content 

· Types of costs of a road contract 
· What makes up costs of a road contract (labor, equipment, materials, overheads) 
· Determining the minimum and maximum cost of doing work 
· Computing the cost of a standard grade I gravel road  (Using a costing model) 
· Computation of fixed costs in road construction 
· Sample costing model based on 1 Km of standard gravel road
· Undertake a costing exercise 
· Training Objectives  

By the end of the module, participants will be able to:
· Interpret the bills of quantities for appropriate costing and bidding for road works
· Identify factors to consider during pre-tender site visits and meetings that affect costs of road works 
Learning Outcome 

· Determination of costs of materials and activities of road and determine an appropriate bid price of road that would make business win tenders and also realize profit. 



Detailed Session Plan:
	Training  Activity
	Methodology
	Time
	Results

	Introduction
	Presentation of learning objectives and outcomes 
	05 minutes
	Comments from trainees on expectation from the session

	Presentation
	The facilitator makes a PowerPoint presentation on costing of common components of gravel road works. 
	45 minutes
	Knowledge of costs in road works 

	Group discussions


	1. Trainees break into groups of five and trainers guide them To build up key staff costs and price rates per day/hour
2. Build up costs for Gravel and Completion BOQ of the Magage-Kanushu road


	60 minutes
	Building up costs and price rates

	Group presentations
	The class discusses the difficulties experienced in building up costs and pricing rates and how to tackle them. . The trainers displays on screen a cost model. 
	30minutes
	Key lessons learned isolated.

	Wrap up and action points
	Trainer emphasizes that optimal costing results into contract profitability and business sustainability 


	05 minutes
	Practical actions to be taken up to apply learning.

	Training aid and resources 
	PowerPoint, Flip charts, Costing model.
	
	


	SESSION SIX:   Cost and Pricing of road works: Pricing bids 



	Training Objectives  

By the end of the module, participants will be able to:
1) Interpret the bills of quantities for appropriate pricing of road works 
2) Practice pricing of bidding documents 
3) Use scenarios to evaluate revenue and profitability of a contract 


	Session Content 

· Revenue and cost comparisons for determination of contract profit 
· Management of road construction costs  (focus on lumpsum and admeasured contracts)
· Sample pricing model based on 1 Km of standard gravel road.
· Undertake a pricing exercise   . 
Learning Outcome 

By the end of the session, participants will be able to:
· Price bids using predetermined rates
· Use scenarios to assess impact of costs, revenue and profitability of a contract


Detailed Session Plan:

	Training  Activity
	Methodology
	Time
	Results

	Introduction
	Presentation of learning objectives and outcomes 
	05 minutes
	Comments from trainees on expectation from the session

	Presentation
	The facilitator makes a PowerPoint presentation on pricing of BOQs of common components of gravel road works. 
	45 minutes
	Knowledge of costs in road works 

	Group discussions


	Trainees break into groups of five and 
1. trainers guide them developing a pricing model of 1 km of standard gravel road
2. Using two sets of assumptions trainees analyse a bid for competitiveness and profitability and assess its reasonableness.

	80 minutes
	Sharing of experiences; Develop a zero based budget and bid for a standard one km road

	Group presentations
	The trainers displays on screen a cost model with scenarios based on different assumptions and trainees comment on the outcome given different evaluation methods.  As a class trainees discuss factors that make it difficult for them to win bids and how they can be addressed.
	45 minutes
	Key lessons learned isolated.

	Wrap up and action points
	Trainer emphasizes the pricing of bids and its impact on winning tenders and profitability both being necessary for business sustainability 


	5 minutes
	Practical actions to be taken up to apply learning.

	Training aid and resources 
	PowerPoint, Flip charts, Costing model.
	
	


	SESSION SEVEN: EVALUATION OF BIDS AND CONTRACT AWARD


	Training Objectives  

By the end of the module, participants will be able to: 
1) Appreciate the significance of bid evaluation process in the procurement of road works and services 
2) State the various bid evaluation methods and explain their suitability in selecting providers and how they relate to bid documents
3)  Outline the contract award procedures and the rights of  an aggrieved bidder.


	Session Content 

· Appreciation of bid evaluation in road sector procurement 
· Purpose of bid evaluation
· Key actors in the bid evaluation process,  their roles and obligations
· Guiding principles of bid evaluation (review the criteria given in the SBD) 
· Quality and Cost Based Selection 
· Technical Compliance to terms and conditions of the bid 
· Notification of best evaluated bidder
· Rights of dissatisfied bidders



Detailed Session Plan:
	Training  Activity
	Methodology
	Time
	Results

	Introduction
	Presentation of learning objectives and outcomes 
	05 minutes
	Comments from trainees on expectation from the session

	Presentation
	The facilitator makes a PowerPoint presentation on evaluation of a standard road bid. Focus on technical and financial bid evaluation indicating technical and administrative compliance of bids  


	40 minutes
	Knowledge of evaluation of bids 

	Group discussions


	1. Outline the major areas to consider in evaluating a road works bid. 
2. For each suggest what you would do to maximize your scores using the Quality and Cost-Based Selection (QCBS)


	40 minutes
	Sharing of experiences; listing of points on flip charts.

	Group presentations
	Each group presents their report. Brief discussions are made about each presentation and consensus reached. 
	25 minutes
	Key lessons learned 

	Wrap up and action points
	Trainer emphasizes businesses can evaluate themselves and get an idea of the possible scores before bid evaluation. This can help them to strengthen areas where they are weak during the bid preparation. 


	05 minutes
	Practical actions to be taken up to apply learning.

	Training aid and resources 
	PowerPoint presentation, handouts

	
	


	SESSION EIGHT: MANAGEMENT OF ROAD CONTRACTS (1)


	Training Objectives  

By the end of the module, participants will be able to: 
1 Outline the roles and responsibilities of the different stakeholders in contract management
2 Discuss risks faced by contractors management of contracts 
3 Discuss mitigation measures for contract risks 
4 Share contract management experiences


	Session Content 

· Contract Management in the road sector
· Tools of Contract management (Contract, implementation plan, project management plan)
· Roles of different stakeholders in road contracts management 
· Human Resources 
· Physical resources
· Financial resources 
· Environmental resources (green road construction) 
· Road construction and social responsibility 
· Provisions of Occupation Health and Safety Act
· Identifying and managing Risk



Detailed Session Plan:

	Training  Activity
	Methodology
	Time
	Results

	Introduction
	Presentation of learning objectives and outcomes 
	05 minutes
	Comments from trainees on expectation from the session

	Presentation
	The facilitator makes a PowerPoint presentation on management of an awarded contract


	40 minutes
	Knowledge of contract  and resources management 

	Group discussions


	Each group discusses the following:

1. Justify the need for contracts management and explain why contractors may fail to successfully execute contracts.
2. Identify the major risks in the Magege works contract and suggest strategies to deal with them.

3. Identify the major resources used in a contract and briefly explain how they should be managed

4. Explain what a Project Management Plan is and state What are its major components and focus.


	50 minutes
	Sharing of experiences; listing of points on flip charts.

	Group presentations
	Each group presents. Brief discussions are made about each presentation and consensus reached. 
	45 minutes
	Key lessons learned 

	Wrap up and action points
	Trainer emphasizes the need to ensure contracts are delivered on time, comply with quality and generate profit.
	05 minutes
	Practical actions to be taken up to apply learning.

	Training aid and resources 
	PowerPoint, flip charts. 
	
	


	SESSION NINE: MANAGEMENT OF ROAD CONTRACTS (2)


	Training Objectives  

By the end of the module, participants will be able to: 
1 Identify the different types of resources available to a road contractor 
2 Identify skills of managing different resource on a contract
3 Create awareness of environmental; Occupational Health and Safety challenges in road construction
4 Conduct trainee assessment and obtain trainee module evaluation. 



	Session Content 

· Human Resources 
· Physical resources
· Financial resources 
· Environmental resources (green road construction) 
· Road construction and social responsibility 
· Provisions of Occupation Health and Safety Act
· Record Keeping and Reporting 
· Monitoring contracts Performance (cost, time & quality)  
· Variations in contracts and Change orders 
· Record Keeping; Invoicing, Certification and Payments
· Cashflow 
· Planning
· Contract termination 


Deatailed session plan:
	Training  Activity
	Methodology
	Time
	Results

	Introduction
	Presentation of learning objectives and outcomes 
	05 minutes
	Comments from trainees on expectation from the session

	Presentation
	The facilitator makes a PowerPoint presentation on management of resources in a contract and realated issues

	45 minutes
	Knowledge of contract  and resources management 

	Group discussions


	Each group discusses the following:

1. JIdentify the major resources used in a contract and using your experience give brief outline how each can be managed.
2. State the major players in the occupation health and safety framework and outline their roles and responsibility.


	40 minutes
	Sharing of experiences; listing of points on flip charts.

	Group presentations
	Each group presents. Brief discussions are made about each presentation and consensus reached. 
	40 minutes
	Key lessons learned 

	Wrap up and action points
	Administration of last test, evaluation forms,
Discussion of answers to the test and comments in the evaluation and wrap up, 
	50 minutes
	Wrap of training and assessment

	Training aid and resources 
	PowerPoint, flip charts, evaluation forms and test. 
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