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1. Next steps
If, having read our Expression of Interest (EOI), you are interested in submitting a Response this document sets out the next steps in the process.
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	Understand our Requirements

Make sure you fully read this document and the Instructions to Suppliers & EOI Conditions before starting to prepare your response. In particular develop a strong understanding of our Requirements and how your Response will be evaluated. If anything is unclear or you have any questions then ask us to explain. Email our Contact Person. 
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	Our process

This is a contestable and competitive two stage tender.  It is anticipated that the second stage will take the form of a Competitive Dialogue, which will be run in accordance with the Ministry of Business Innovation and Technology’s draft guidance on ‘How Competitive Dialogue Works in the New Zealand Environment’
. We have set out a step-by-step process for Suppliers to follow as well as some rules. The process is described at a high level in Section 3. 

Make sure you follow our process and abide by the rules. Remember, it is important when preparing your Response to use the Supplier Response Form and complete the Supplier Declaration. Having done the work don’t be late – you must get your Response to us before the Closing Date.
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	Changes to our process

If we need to change anything about this 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.govt.nz  If you downloaded this EOI (either Part 1 or Part 2) from GETS you will automatically be sent notifications of any changes.
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	Our Contact Person

Please direct all enquiries to our Contact Person. You must not attempt to gain information from any other member of our staff.
Peter Cooper

Divisional Manager - Procurement
Telephone: 

64 (04) 439 7149
Email: 


peter.cooper@mfat.govt.nz


	[image: image6.png]



	Our email address for Responses 
Responses must be submitted by email to procurement@mfat.govt.nz and as a single file in PDF format (or in a format compatible with Microsoft Office).  Total size of the required document and your email must be under 5 megabytes (MB).  Any email exceeding the 5MB limit will not be accepted by our mail server and will be rejected.

Please note: Responses sent by post or fax will not be accepted.
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	Our Indicative Timeline

The following information sets out our process and Indicative Timeline. 

EOI posted on GETs
19 August 2013

Elapsed
Confirm intent to attend Supplier briefing – (Confirm intent to attend procurement@MFAT.govt.nz)

22 August
4 days

Lead Provider Supplier Briefing – 2.00pm-4.00pm, Wellington, lvl 12 HSBC, 195 Lambton Quay. 
26 August
5 days
Deadline for Suppliers’ questions (Clarification Period):

2 September

11 days
Deadline for the Buyer to answer questions:

5 September
14 days
Deadline for EOI Responses (Closing Date):

3.00pm

12 September
18 days
Shortlisted Suppliers’ presentations:

24 September
26 days
Supplier/s selected & unsuccessful Suppliers notified:

27 September
29 days
Establish the timetable and activity to be completed during the Competitive Dialogue process

27 September

Structured dialogue / Competitive Dialogue with shortlisted Supplier/s (Develop final scope of outputs, estimated budget, payment and reporting milestones, terms of the Funding Agreement)

Financial and any other necessary due diligence completed concurrently
TBD 
Request for final Proposals issued
TBD
Deadline for final Proposals (Closing Date):
TBD
Evaluate final Proposals presented in the form of the Funding Agreement with any necessary supporting documentation
TBD
Possible Supplier/s Presentation/s 
TBD
Supplier selected & unsuccessful Suppliers notified:
TBD
Supplier debriefs:

TBD
Anticipated Agreement start date:

November 2013
Please note: All times are New Zealand time. We reserve the right to alter the timeline, if required.
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	The rules

This Expression of Interest is subject to the Instructions to Suppliers and EOI Conditions set out in this document. 


	[image: image7.png]



	Interpreting this EOI
Words starting with capital letters can have special meaning. The Instructions to Suppliers and EOI Conditions contains definitions for words and expressions that have special meanings.
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	Tools

Here are some tools that can be found at procurement.govt.nz, that may help you in preparing your Response.
· How Competitive Dialogue Works in New Zealand 

· Top tips for tendering

· A guide to Supplying New Zealand Government
· Procurement Jargon Buster

· Guide to Suppliers Debrief

· How to feedback and complain


2. Our Requirements
The Ministry of Foreign Affairs and Trade (MFAT), along with its partner agency New Zealand Trade and Enterprise (NZTE), is seeking a Lead Provider to develop an agribusiness hub around a demonstration sheep breeding farm and operation in Saudi Arabia. 
The Government will provide up to six million dollars (plus GST) for a Lead Provider and consortium partners to develop a demonstration breeding farm and operation in such a way that will showcase New Zealand agribusiness expertise and technologies to Saudi Arabia, and the wider Gulf Co-operation Council (GCC) region
.

Potential Lead Providers will include in their Responses details of indicative consortium partners that they may work with to provide the services and deliverables that will be agreed during the Competitive Dialogue process.  

We will only accept/consider Responses from Lead Providers.  The names of any consortium partners noted in the EOI Responses that are not shortlisted to progress to the Competitive Dialogue stage may be provided to organisations that have been shortlisted to ensure that the Lead Provider eventually selected is aware of potential consortium partners.
MFAT is facilitating the tender process.  It is anticipated that the successful Supplier will contract with and work with NZTE to complete the agreed programme of work.
Background

In recent years, the New Zealand Government has been working with its counterparts in Saudi Arabia, and the wider GCC to better understand the food security needs of that region.  The recent launch of the NZ Inc GCC strategy by the Minister of Foreign Affairs outlines food security as a key area of focus.  This document is available at NZ Inc Strategy - Opening Doors to the Gulf Region. 
Exports from New Zealand to the GCC already exceed NZ$1.5B and have been growing steadily by 10% a year. Being acutely aware that there is a finite aspect to petroleum based wealth, GCC countries have been seeking to invest to secure their post-petroleum futures.  Future food security is therefore high on the list of priorities, and New Zealand, as one of the world’s leading agricultural nations is a partner of choice.

That means more than just being a long term exporter of primary product to GCC markets, although food and beverage exports continue to grow at a great pace. It brings the potential for partnerships between GCC capital and New Zealand agricultural expertise to contribute to long term food security in the Gulf. 

One of the food security initiatives in Saudi Arabia is to increase the number of sheep, after seeing sheep numbers in the Kingdom drop from 12 million in 2008 to 8.7 million in 2012.  The Saudis also want to make the industry sustainable.  This will entail developing or importing technology, techniques, tools and expertise in diverse specialities including environmental protection, herd management, breeding improvement programmes and feed improvement.
The New Zealand Government has therefore provided up to six million dollars to be invested over the next two to three years to develop a demonstration breeding farm and operation which will enhance the capability of the New Zealand and Saudi Arabian red meat industries. A key focus of the project developing higher value products the Saudi market focusing on the Awassi sheep breed.

The intent is that the money will be used to develop or implement NZ agricultural technologies, techniques and equipment for the Saudi environment, in such a way that future business opportunities may be developed in Saudi Arabia and the states that make up the GCC region, and potentially into Africa. 
Demonstration Breeding Farm and Operation 
The demonstration farm and operation will showcase a breeding and fattening unit that produces product that suitable to meeting the tastes of the growing middle class in Saudi Arabia and the GCC.  While this will initially focus on opportunities for partnerships inside Saudi Arabia and the GCC, it is the government’s ambition that it has the potential to serve as a base for creating partnerships between New Zealand agricultural expertise and GCC capital in third party countries, especially in Africa where 60% of the world’s undeveloped arable land is to be found.

The farm and operation will be built in partnership with a group of long-time Saudi investors in the New Zealand red-meat sector whose investments and assets in transportation, farming, abattoir, property development, and retail in Dammam and Jeddah in Saudi Arabia are substantial.  The group’s main farm, near Damman,  (the site of the proposed demonstration breeding farm and operation) is a large one, into which major new investment is already being made around breeding livestock.  This is a commercial operation, and as such the New Zealand investment needs to demonstrate commercial benefit both to the Saudi group, as well as the involved New Zealand interests.
A group of New Zealand agribusiness experts visited Saudi Arabia 9-16 April 2013.  The purpose of the visit was to assess the opportunity for New Zealand.  The participants of the study tour included officials from MFAT, NZTE and the Ministry of Primary Industries and representatives of the following firms: PGG Wrightson, Sourceworld, AsureQuality, Deloitte NZ, Proand, Brownrigg Agriculture and Awassi NZ.

While further research is needed to understand fully the local conditions to ensure that any New Zealand solutions are sustainable and scalable, the experts suggested that the farm and operation should:

· Be assisted where possible by a New Zealand based research and development programme focusing on genetics and feeding of sheep adapted to Saudi Arabian conditions;
· Be designed around a combination of Saudi Arabian and New Zealand on-farm best practices;
· Involve and showcase in Saudi Arabia a number of New Zealand firms or technologies representing best practice across the value chain (genetics, nutrition, farm management systems and farm equipment, processing design and technologies and marketing were identified);

· Have staff capacity and capability to showcase the operation to interested business delegations;

· Leverage the  Saudi group’s brand, investments and expertise in both markets while providing a new sustainable business;
· Support Saudi Arabia’s food security and safety objectives; and
· Build awareness of the New Zealand brand and complement the existing chilled and frozen meat trade. 
The participants of the study visit are not precluded from tendering for this opportunity and given the small number of New Zealand firms with current Saudi Arabian market experience or networks it is possible that they will be involved in the final consortium to a greater or lesser degree.  None of the private sector participants of the study tour will be involved in the EOI evaluation. 
Potential Focus Areas 
The overall investment objective is to support the design and build of a demonstration farm and operation that represents best practice, and upholds the reputation of New Zealand Agri-business excellence - showcasing New Zealand on-farm capability, products and expertise in market generating repeat purchases. Potential areas of focus or value include:
	Investment areas
	Explanation

	Animal Performance and Management

Animal selection, husbandry, welfare, performance

Genetics

Infrastructure development (i.e. feedlots)
Nutrition management
	This area focusses on the end to end breeding programme to meet a market specification. This will span a genetics programme in NZ through to a breeding and fattening operation in Saudi Arabia. This will be complemented by a nutrition programme developed for an extreme environment. A combination of NZ expertise and Saudi local knowledge will be needed to deliver a superior outcome.

	Technology and Equipment
Processing design and technologies
Ear tags/EID tags

Tag readers

Scanners and scales

Agricultural technology
	Access to enabling technology will underpin the necessary best practice elements of the demonstration farm. Any technology will need to be coupled with the appropriate expertise for design, implementation and use of it to achieve the best outcomes on farm in Saudi Arabia. 

	Management and Marketing

Planning and project management

Farm management 

People development

Farmer selection and contracting

Marketing and branding
	Demonstrated ability to deliver this project between New Zealand Saudi Arabia is a critical success factor.  The project is part of sustainable long term business for Saudi Arabia will require capability and ambition to achieve this over the longer term – i.e. beyond the project funding horizon.


Assumptions

When preparing the response, the following assumptions should be taken into account:

· A key focus of the project is developing a high-value red-meat product for the Saudi market, focusing on the Awassi breed of sheep
· Land and major infrastructure to support the breeding operation will be made available by the Saudi interests
· The Saudi interests will assist with access to capability and people where required, and with the showcasing aspects of the project.
· It is expected that successful delivery will involve a range of services and products, ranging from sourcing and installing New Zealand technology and equipment in Saudi Arabia, to research, design, training and consultancy services.  We are expecting the Lead Provider and consortia to demonstrate the most effective emphasis and programme of work within the identified potential areas of focus.
Commercial Operation

The New Zealand investment in a demonstration farm and operation outlined in this document is part of a wider a Saudi Arabian owned commercial breeding, farming and livestock operation.  The design and implementation of any solutions will be done in close discussion between the Lead Provider/consortia and the Saudi interests. There is the expectation that Lead Provider/consortia members would spend time within the commercial operation in Saudi Arabia, as a key part of the design and/or implementation of any proposed solutions.
Broad agreement on how much of the proposed funding will be invested in what specialist areas will be reached via the competitive dialogue process.  It is unlikely that all of the areas noted under the ‘Potential Focus Areas’ above, will receive the same level of focus or investment. 
A large farm property outside of the port city of Dammam, has been identified as the site of the hub and demonstration breeding farm and operation for these New Zealand technologies and capabilities, and is being made available to the consortia.  

The Saudi interests will retain the commercial rights to any investment made as part of the Government’s investment.  It is anticipated that consortium will work with the Saudi interests to ensure that New Zealand agribusinesses can leverage off local relationships, networks and the physical demonstration of New Zealand agricultural techniques/equipment to win further business in Saudi Arabia and other GCC states and countries.

Breeding Protocol

An important part of the project is the supply of New Zealand breeding stock, focusing on the Awassi breed of sheep, to the Saudi Arabia farm.  To facilitate this, the relevant Ministries in New Zealand and Saudi Arabia are currently discussing the necessary documentation and approvals for this to occur.  The Saudi interests are investing significantly into breeding infrastructure at the property near Dammam in preparation for the receipt of breeding stock, and the development of the breeding operation in Saudi Arabia.

3. Procurement Process

We are seeking a firm that will act as the Lead Provider to propose and manage agreed consortium partners; and deliver the demonstration breeding farm and operation in New Zealand and Saudi Arabia. 
Suppliers interested in responding to this EOI as potential Lead Providers have the opportunity to attend a supplier briefing on at MFAT offices in Wellington on the 26 August.  Suppliers interested in attending should confirm via e mail their intention by e mailing the name of their company and names of proposed attendess to procurement@mfat.govt.nz  by the 22 August. 
We are seeking Responses only from Suppliers capable of acting as a Lead Provider.  Responses should indicate the consortium partners with which the Supplier proposes to work to deliver the demonstration breeding farm and operation.  
Following the evaluation of Responses MFAT may prequalify, as a potential consortium, a Supplier together with that Supplier’s suggested consortium partners.  
Alternatively, we may seek to work with a Supplier to expand on or modify the Supplier’s proposed consortium. To this end, MFAT retains the right to introduce potential Lead Providers and consortium partners to each other, including consortium partners proposed by a Lead Provider whose Response is not shortlisted through this EOI process to progress to the Competitive Dialogue stage.  The intent of such introductions is to ensure that well qualified agribusinesses are not precluded from offering their services through the agribusiness hub simply because they were not known to the successful Lead Provider.
Firms who are invited to be named as consortium partners in more than one Response are free to be represented by more than one Supplier.

If more than one Supplier and/or proposed consortium is prequalified as having the attributes to deliver a successful outcome MFAT will utilise the Ministry of Business, Innovation and Employment’s (MBIE) guidelines on ‘Competitive Dialogue in a New Zealand Context’ to work with the shortlisted supplier(s) to develop final Proposals.  Final Proposals will be provided in the form of the Funding Agreement appended to this EOI document and will define the scope of Outputs, estimated budget, payment and reporting milestones as developed during the Competitive Dialogue stage.
Final Proposals will be evaluated based on the relative:

· value for money, 
· risks, 
· potential benefits, 
· likely sustainability of agribusiness hub; and
· additional criteria that may be established as a result of the information provided in this EOI stage, which will be communicated to shortlisted Suppliers during the Competitive Dialogue stage.
Evaluation of final Proposals will be undertaken by representatives of MFAT, NZTE, and interested Saudi parties, together with any independent expert(s) whose input is considered desirable by MFAT and NZTE.  MFAT will work with Supplier(s) shortlisted through the EOI evaluation to ensure that the evaluation criteria proposed to assess final Proposals are well understood, prior to final Proposals being submitted.

The successful Lead Provider will be accountable for the management of all consortium partners and the delivery of all services and outputs in accordance with the final Funding Agreement. 
4. Our Evaluation Methodology

	Criteria to be used in selecting a consortium lead and prequalify potential consortium partners proposed in this EOI

	Weighting

	Capacity and Credibility of the Supplier (as Lead Provider)
Agribusiness/red-meat industry innovator, with proven capability to deliver and credibility in the New Zealand industry, and balance sheet to support on-going involvement in the agrihub.  
	20%

	Capability and Commitment of the Supplier (as Lead Provider)
Demonstrated business relationships in offshore agribusiness, or successful offshore agri business operations preferably in the Middle East, and Saudi Arabia in particular, or climatically similar areas.
	30%

	Industry knowledge, and networks of the Supplier (as Lead Provider)
Proven ability to collaborate with value chain participants and contribute to a wider programme of work. Industry knowledge, and networks in the three key areas noted above under the ‘potential focus areas’ section.
	30%

	Proposed Methodology 
Proposed project plan, governance structure, milestones, performance measures, project outputs, response to proposed Funding Agreement and risk management processes.
	20%

	Total
	100%


	Rating
	Definition
	Score

	Excellent
	Exceeds the requirement. Exceptional demonstration by the Supplier of the relevant ability, understanding, experience, skills, resource and quality measures required to provide the goods / services. Response identifies factors that will offer potential added value, with supporting evidence.
	9-10

	Good
	Satisfies the requirement with minor additional benefits. Above average demonstration by the Supplier of the relevant ability, understanding, experience, skills, resource and quality measures required to provide the goods / services. Response identifies factors that will offer potential added value, with supporting evidence. 
	7-8

	Acceptable
	Satisfies the requirement. Demonstration by the Supplier of the relevant ability, understanding, experience, skills, resource, and quality measures required to provide the goods / services, with supporting evidence.
	5 - 6

	Minor Reservations
	Satisfies the requirement with minor reservations. Some minor reservations of the Supplier’s relevant ability, understanding, experience, skills, resource and quality measures required to provide the goods / services, with little or no supporting evidence.
	3 - 4

	Serious Reservations
	Satisfies the requirement with major reservations. Considerable reservations of the Supplier’s relevant ability, understanding, experience, skills, resource and quality measures required to provide the goods / services, with little or no supporting evidence.
	1 – 2 

	Unacceptable
	Does not meet the requirement. Does not comply and/or insufficient information provided to demonstrate that the Supplier has the ability, understanding, experience, skills, resource & quality measures required to provide the goods / services, with little or no supporting evidence.
	0


The EOI evaluation panel will consist of MFAT and NZTE personnel and independent expert(s).

5. Supplier’s Response Form & Declaration
Section A: Profile of organisation
	1. Supplier’s contact person for this EOI






    

	Contact person:
	

	Position:
	

	Phone number:
	

	Mobile number:
	

	Email address:
	

	Is the contact person authorised to negotiate?
	Yes
	
	No
	


	2. Supplier’s organisational profile







    

	Full legal name:
	

	Trading name: (if different)
	if applicable

	Name of parent company:
	if applicable

	Physical address:
	for company insert registered office

	Postal address:
	

	Company website:
	

	Location of head office:
	city in New Zealand / if overseas please specify city and country

	Type of entity (legal status):
	sole trader / partnership / limited liability company / other please specify

	Company registration #:
	if applicable, registered number for a company 

	Country of residence:
	insert country where organisation is resident for tax purposes

	GST registration number:
	NZ GST number / if overseas please state 


Section B: Referees
Please supply the details of at least two referees. These must be from agricultural sector organisations with sufficient experience of working with you to comment on your capability to be effectively build and lead a consortium of agribusinesses capable of delivering to the expectations set out above. Briefly describe the nature, duration and purpose of your association with the nominated referees.  
	Referee #1    

	Name of organisation:
	

	Name of referee:
	

	Relevance of this referee:
	

	Address:
	

	Telephone:
	

	Email:
	

	Goods / Services provided:
	summarise the nature of the goods or services provided

	Dates when provided:
	state the dates when the goods or services have been provided

	Key personnel
	Names and roles of key personnel involved in this project who are nominated for involvement in establishing, leading, managing the proposed consortium


	Referee #2







    

	Name of organisation:
	

	Name of referee:
	

	Address:
	

	Telephone:
	

	Email:
	

	Goods / Services provided:
	summarise the nature of the goods or services provided

	Dates when provided:
	state the dates when the goods or services have been provided

	Key personnel
	Names and roles of key personnel involved in this project who are nominated for involvement in establishing, leading, managing the proposed consortium


· Add tables for referees as required
Section C: Response to EOI
Supplier’s Response
Your responses to the questions set out below will be used to assess your capability against the criteria set out in Section 4 – Our Evaluation Methodology. 

In preparing your Response you are required to respond to all of the questions set out below and encouraged to provide as much supporting evidence as possible in the form of, case studies, referees, published material or in-house tools, templates, examples. 

Your responses will be scored by members of our evaluation team independently and the individual scores of the evaluation panel will be moderated via consensus or failing consensus a majority view. 

The evaluation team may further amend their scoring of your initial written Response based on information provided during Supplier presentations that may clarify questions or concerns related to your written response. 
	Capacity and Credibility of the Supplier (as Lead Provider)
Successful agribusiness/red-meat industry innovator and exporter, with credibility in the New Zealand industry.  






    

	Criteria
	Supplier’s Response

	Succinctly explain and provide evidence of your credibility and success as  a business in the New Zealand agricultural sector 

	

	Provide evidence that you have sufficient  economic scale and expertise to be selected as the consortium lead responsible for managing this project

	

	What attributes / experience would make you a good lead for the consortium of companies required to deliver the expectations set out in this EOI?

	

	Discuss any relationships or interests that you have with the proposed consortium partners.

	

	Declare any actual, potential or perceived Conflicts of Interest you believe you may have in regard to the tender.
	


	Capability and Commitment of the Supplier (as Lead Provider)
Demonstrated business relationships in offshore agribusiness, or successful offshore agri business operations preferably in the Middle East, and Saudi Arabia in particular, or a climatically similar region.



	Note the names and responsibilities of staff you would nominate to deliver the outcomes set out in this EOI. – Append brief CVs for nominated staff.

	

	Explain what offshore agribusiness interests you have currently and in  which countries
	

	Describe the level, type and location of investment you have committed to develop offshore agribusiness.
	

	Would you anticipate making any additional investment beyond the New Zealand Government investment to ensure the demonstration farm and operations effectively establish a successful GCC agribusiness hub? What level of investment are you contemplating?

	

	What are the on-going opportunities for you and your proposed partners that will result from this project?
	

	How do you see this project benefiting other New Zealand firms not directly involved in delivery of the project?  
	


	Industry knowledge, and networks of the Supplier (as Lead Provider)
Proven ability to collaborate with value chain participants and contribute to a wider programme of work. Industry knowledge, and networks 

	Refer to the list of potential focus areas set out on page 8.  Note the organisations you would see as potential consortium partners and what value you believe they would add to the consortium.

Add tables for additional specialist expertise you believe may be useful to achieving the objectives of the project. (Note. The Ministry reserves the right to provide the names of potential consortium partners noted below to the selected Lead Provider (or shortlisted potential Lead Providers) should you not be shortlisted or selected as the Lead Provider)  
The specialist areas listed below are indicative only and work completed in the business planning or research phases of this project may identify other specialist areas.
NOTE: Processing design and technology are likely to be areas of strong interest

	Animal Performance and Management

	Company Name
	

	Nature of  relationship
	

	Capability to assist in the delivery of the   programme
	


	Technology and Equipment

	Company Name
	

	Nature of  relationship
	

	Areas of expertise
	

	Capability to assist in the delivery of the   programme
	


	Management and Marketing

	Company Name
	

	Nature of  relationship
	

	Areas of expertise
	

	 Capability to assist in the delivery of the   programme
	


	Methodology 
Proposed project plan, governance structure, milestones, performance measures, project and risk management processes.

	

	What Project Management / Governance /reporting arrangements would you suggest?


	

	Append an indicative high level plan indicating what you believe may be useful milestones in terms of completing activities or deliverables

	

	What project and risk management processes would you suggest be implemented?


	

	How would you provide assurance that you and the consortium partners are delivering value for money?


	

	How do you propose incentivising consortium partners?

	

	How would you suggest your performance is managed and by extension the performance of your consortium partners?

	

	Refer to section 6 – Proposed Funding Agreement  
The proposed Funding Agreement sets out NZTE’s minimum requirements in terms of the level of commercial detail and standard terms and conditions that will form part of any final contract with the successful Supplier. These minimum requirements will be expanded on to reflect the final project design. 

Each Supplier is asked to confirm its full acceptance of the terms of the proposed Funding Agreement, as the minimum terms of any future relationship arising out of this procurement.

If the Supplier does not confirm full acceptance of the proposed terms, the Supplier must, on a clause by clause basis:

(a) Identify and explain why the relevant terms have not been accepted; and 

(b) Set out the Supplier’s proposed amendments.
	[Yes I confirm]

OR

[ No I do not confirm. The clauses that have not been accepted are:

Clause 

Why is the clause not accepted?

Supplier’s proposed amendments

]


Supplier’s Check List

Make sure you include everything that is asked for in this EOI. Use this check list when finalising your Response.

	Things to be included with your Response
	Schedule 3
	Electronic copy required

	1. Profile of organisation
	Section A
	(

	2. Referees
	Section B
	(

	3. Response to EOI
	Section C
	(

	4. Supplier’s Declaration
	Section D
	(


Section D: Supplier’s Declaration
Each Supplier / Lead Provider is required to complete the following Declaration..
	Supplier’s Declaration





    

	Topic
	Requirement
	Supplier’s declaration

	EOI response:
	The Supplier has prepared this Proposal independently to supply the goods/services. 

	agree / disagree

	EOI terms and conditions:
	The Supplier has read and fully understands this EOI, and the EOI Conditions, and agrees to be bound by them.
	agree / disagree

	Collection of further information:
	The Supplier authorises the Buyer to:

a. collect any information about the Supplier and proposed consortium partners, except commercially sensitive pricing information, from any relevant third party, including a referee, or previous or existing client

b. use such information in the evaluation of the Response.

The Supplier agrees that all such information will be confidential to the Buyer.
	agree / disagree

	Proposed Funding Agreement: 
	The Supplier has read and fully understands and accepts the Proposed Funding Agreement. If successful, the Supplier agrees to sign a contract based on these terms and conditions. 
	agree / disagree

	Conflict of Interest:
	The Supplier warrants that it has no actual, potential or perceived conflict of interest in submitting this Response, or entering into a contract to deliver the Requirements. Where a conflict of interest arises during the procurement process the Supplier will report it immediately to the Buyer’s Contact Person.

Any actual, potential or perceived Conflicts of Interest are to be documented and submitted as part of the EOI Response
	agree / disagree

	Ethics:
	In submitting this Response the Supplier warrants the following: 
a. it has not entered into any improper, illegal, collusive or anti-competitive arrangements with any Competitor or parties currently or potentially involved in this project
b. its Response has not been prepared with consultation, communication, arrangement or understanding with any Competitor (other than potential consortium partners nominated in the Response)
c. directly or indirectly approached any representative of the Buyer to lobby or solicit information in relation to the EOI (other than the Buyer’s nominated Contact Person)

d. has not attempted to influence, or provide any form of personal inducement, reward or benefit to any representative of the Buyer.
	agree / disagree

	Offer Validity Period:
	The Supplier confirms that this Response  remains open for acceptance for a period of 6 from the Closing Date. This is called the Offer Validity Period. 
	agree / disagree

	Declaration:


	The Supplier declares that in preparing this Response it:

a. has provided complete and accurate information in all parts of the Response, in all material respects

b. has secured all appropriate authorisations to submit this Response and is not aware of any impediments as to its ability to enter into a formal contract to deliver the Requirements.

The Supplier understands that should it be successful in being awarded a contract with the Buyer then the falsification of information, supplying misleading information or the suppression of material information in relation to this EOI will be grounds for termination of the contract.
	agree / disagree

	If, in completing this Declaration, you fail to indicate ‘agree’ or ‘disagree’ against any of the above statements you will be deemed to agree with each of these statements.

	DECLARATION

This Response has been approved and is signed by a representative of the Supplier who has the authority to do so. This representative is named below.

This representative declares that the particulars provided above and in the attached Response documents are accurate, true and correct.  

	Signature:
	

	Full name:
	

	Title / position:
	

	Date:
	


6. Proposed Funding Agreement
It is anticipated that NZTE will, subject to the NZTE Board’s approval, contract with the selected Lead Provider to implement the project.   

The accompanying Funding Agreement sets out NZTE’s minimum requirements in terms of the level of commercial detail and general terms and conditions that will form part of any final contract with the successful Supplier. 
These minimum requirements will be expanded on to reflect the final project design, including in respect of how the Funding will be paid, details of outputs, performance measures and reporting requirements.   
These details will be worked through during the Competitive Dialogue or other subsequent tender stage and should form part of any final Proposal.
7. Instructions to Suppliers and EOI Conditions
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Introduction

This document contains instructions for Suppliers interested in submitting a Response to this EOI.  It also sets out the Standard Conditions that apply to the EOI process. 
Definitions

The following words and expressions (where they appear in the EOI-Part 1, EOI-Part 2, this document and any Schedule or attachment) have the meanings described below.

	Business Day
	A day when most businesses are open for business in New Zealand. It excludes Saturday, Sunday and public holidays. 

	Business Hours
	Business hours means the period from 8.30am to 5.00pm on any Business Day.

	Buyer
	The Buyer is the organisation that has issued the EOI with the intent to purchase the goods or services described in the Requirements. For this EOI, the Buyer is the Ministry of Foreign Affairs and Trade and its partner agency, New Zealand Trade and Enterprise. 

	Clarification Period
	The period within which a Supplier can ask for clarification or additional information from the Buyer in relation to the EOI.

	Closing Date
	The deadline for Responses (or final Proposals, as the context dictates) to be received by the Buyer as stated in Part 2.

	Competitive Dialogue
	The anticipated second stage of this procurement process, following the shortlisting of Suppliers as a result of the evaluation of EOI Responses.  Refer to the accompanying MBIE guidance on ‘How Competitive Dialogue works in New Zealand'.

	Competitors
	Any other business that is in competition with a Supplier either in relation to the goods or services sought under the EOI or in general.

	Confidential Information
	Information that:

a. is by its nature confidential

b. is marked by either the Buyer or a Supplier as ‘Confidential’, ‘Commercially Sensitive’

c. is provided by the Buyer, a Supplier, or a third party ‘In Confidence’

d. the Buyer or a Supplier knows, or ought to know, is confidential

e. is of a sensitive nature, or commercially sensitive to the Buyer, a Supplier or a third party.

	Conflict of Interest
	A Conflict of Interest arises if a Supplier’s personal or business interests or obligations do, could or be perceived to, conflict with its obligations to the Buyer under the EOI or in the anticipated provision of the goods or services. It means that the Supplier’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 about to happen or could happen, or

c. perceived: where other people may reasonably think that a person is compromised.

	Contact Person
	Both the Buyer and Suppliers are required to appoint a Contact Person. This is the person who is the single point of contact for all communications during the EOI process and any subsequent Competitive Dialogue, negotiations, or other tender stage. The Buyer’s Contact Person is identified in Part 2. The Supplier’s Contact Person is identified in its Response.

	EOI Conditions
	The instructions to Suppliers, containing an outline of the process and the terms and conditions which apply to the process. This document contains the EOI Conditions.

	Evaluation Methodology
	The methodology set out in Part 2 used by the Buyer to evaluate Responses.

	Expression of Interest (EOI)
	The EOI comprises Part 1, Part 2, this set of Standard Conditions and any other Schedule attached by the Buyer.

	Funding Agreement
	The legally enforceable written contract for the delivery of the project between the successful Supplier and the Buyer/NZTE based on the proposed Funding Agreement appended to this EOI..

	GETS
	Government Electronic Tenders Services www.gets.govt.nz

	GST
	The goods and services tax payable in accordance with the New Zealand Goods and Services Tax Act 1985.

	Indicative Timeline
	The suggested dates and times for the EOI process as described in Part 2. These may be subject to change at the Buyer’s sole discretion.

	Intellectual Property 
	All Intellectual Property rights and interests, including copyright, trademarks, designs, patents and other proprietary rights, recognised or protected by law.

	Lead Provider
	A Supplier that is responsible for the overall management and delivery of a project. 

	Part 2
	The second section of the EOI which contains key information on the contracting opportunity.

	Proposal
	A final offer for the delivery of the project described in this EOI following a Competitive Dialogue or other subsequent tender stage,

	Representative of the Buyer
	A person who represents the Buyer. This can be a member of staff, contractor, consultant, agent or secondi. Suppliers must not directly or indirectly approach, lobby or solicit information from a representative of the Buyer, other than the Buyers’ Contact Person named in the EOI.

	Requirements
	The goods and/or services described in the EOI Part 2.

	Response
	The response a Supplier submits in reply to the EOI. It should include all information specified by the Buyer in the EOI.

	Schedule
	Any attachment to the EOI with the title ‘Schedule’.

	Supplier
	A person, organisation, business or other entity that submits a Response in response to the EOI. It includes subcontractors, successors and permitted assignees.


1. Preparing a Response
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Preparing a Response
1. Suppliers must provide in their Response all information requested by the Buyer in the EOI. The information must be supplied in the format specified by the Buyer. 

2. Failure to provide all information requested or in the correct format may result in the Response being rejected as non-conforming.

Language

3. Responses must be in English. 
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Clarification Period

4. Each Supplier must satisfy itself as to the interpretation of the EOI. If there is any perceived ambiguity or uncertainty in the EOI documents Suppliers should seek clarification before the end of the Clarification Period. 

5. All requests for clarification must be made by email to the Buyer’s Contact Person. Please allow a reasonable period of time for the Buyer to respond to a request. Requests will be dealt with by the Buyer during Business Hours.

6. The Buyer does not intend to answer questions submitted after the Clarification Period ends, although it reserves the right to do so.

7. If the Buyer considers a request to be of sufficient importance to all Suppliers it may provide details of the question and answer to other Suppliers. This information may be posted on GETS. In deciding whether or not to publish the question and answer the Buyer will take into account the risk of disclosing information which may be commercially sensitive to the Supplier making the request.

8. If a Supplier identifies an inaccuracy or inconsistency in the EOI please notify the Buyer as soon as possible.
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Joint Responses

9. Suppliers may collaborate with their proposed consortium partners in the preparation of their Response, provided that each consortium partner signs the Supplier’s Declaration in Section D.  Note however that the Buyer reserves the right to treat Suppliers and their proposed consortium partners as separate and independent entities for the purpose of any Competitive Dialogue or other subsequent tender stage.
2. Submitting a Response
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Submitting a Response   
1. Responses must be received by the Buyer before the Closing Date.

2. The Buyer accepts no responsibility for Responses that are delivered to the wrong address or, for whatever reason, are not received by the Buyer.

3. The Buyer will acknowledge receipt of each Response by telephone or email.
4. By submitting a Response each Supplier warrants that all information provided is complete and accurate in all material respects
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Late Responses
5. The Buyer reserves the right to accept a late Response in exceptional circumstances where it considers that there is no material prejudice to other Suppliers. However, the Buyer will not accept a late Response if it considers that
it would be unfair to any other Supplier to accept the late Response.

3. Evaluation of Responses
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Evaluation 

1. The Buyer will convene an evaluation panel comprising members chosen for their relevant expertise and experience. The Buyer may, at its sole discretion, invite independent advisors to evaluate any Response, or any aspect of any Response. Suppliers must not communicate with any member of the evaluation panel. 

2. The Buyer will evaluate each Response in accordance with the Evaluation Methodology set out in Part 2.
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Collection of further information

3. Each Supplier authorises the Buyer to collect further information (except commercially sensitive pricing information) from any publically available sources or relevant third parties (such as a referee or a previous or existing client) and to use that information as part of its evaluation of the Supplier’s Response. 

4. The Buyer reserves the ability to adjust its evaluation and scoring of a Supplier’s Response following the collection of further information.

Short listing
5. Following the evaluation process the evaluation team aims to shortlist those Suppliers who are capable of delivering the Requirements and rank them in order of their evaluated scores.
6. The Buyer will notify the shortlisted Suppliers. Such notification does not constitute acceptance by the Buyer of the Response, or imply or create any obligation on the Buyer to enter into negotiations with, or award a contract to any shortlisted Supplier.

7. At this stage in the process the Buyer does not intend to publicise the names of the shortlisted Suppliers.

Supplier debrief

8. Following the short listing process, the Buyer will advise all unsuccessful Suppliers. The debrief may be provided by email, or phone.
4. General terms and conditions

Buyer’s terms

1. The EOI comprises Part 1 and Part 2. The EOI sets out the Buyer’s terms upon which Suppliers may submit Responses. These terms are non-negotiable.

2. Each Supplier should carefully read the EOI to ensure that its Response complies with the Buyer’s terms. By submitting a Response the Supplier accepts that it is bound, without reservation or variation, by the terms set out in the EOI.  

3. The Buyer is not required to accept any Response for evaluation that does not comply with these terms.

Suppliers’ obligations

4. Each Supplier will be considered to have:

a. examined the EOI and any documents referenced in the EOI and any other information provided by the Buyer

b. satisfied itself as to the correctness and sufficiency of its Response. 
Reliance on the Response
5. Each Supplier must ensure that all information provided to the Buyer is complete and accurate. The Buyer may rely upon all information provided by a Supplier in its Response and in any correspondence or negotiations with the Buyer, or the Buyer’s representatives.

Indicative Timeline

6. The Indicative Timeline for the EOI process is stated in Part 2. Please note that these dates and times may be changed at the sole discretion of the Buyer. The Buyer will notify Suppliers of any material changes to these dates or times. This may be by notice posted on GETS.

Buyer’s Contact Person

7. All enquiries regarding the EOI must be directed to the Buyer’s Contact Person, whose details are provided in Part 2. The Buyer requests that email be used for all communications in relation to the EOI.  

8. Only the Contact Person, and any person authorised by the Contact Person, are authorised to communicate with Suppliers regarding any aspect of the EOI. 

9. The Buyer will not be bound by any written or oral statement made by any person, other than the Contact Person.

10. The Buyer may change the Contact Person at any time. The Buyer will notify Suppliers of any such change. This notification may be posted on GETS.

11. Where a Supplier has an existing contract with the Buyer then business as usual communication, for the purpose of that contract, will continue using the usual contacts. Suppliers must not use business as usual contacts to lobby the Buyer, solicit information or discuss aspects of the EOI.

Conflict of Interest

12. Each Supplier must include a Declaration with its Response Section D, which includes a statement regarding Conflicts of Interest. Each Supplier must immediately inform the Buyer should a Conflict of Interest arise during the EOI process.

Ethics

13. Suppliers must direct all enquiries to the Buyer’s Contact Person. Suppliers must not directly or indirectly approach, contact, lobby or solicit information concerning any aspect of the EOI from any other representative of the Buyer.

14. Suppliers must not attempt to influence or provide any form of personal inducement, reward or benefit to any other representative of the Buyer.

15. A representative of the Buyer includes any employee, consultant, contractor or advisor engaged by the Buyer. 

16. Any Supplier, who attempts to do anything prohibited by the above clauses 13 and 14 may be disqualified from the EOI.

Confidentiality

17. The Buyer, and each Supplier, will keep confidential all Confidential Information provided by the other. No Confidential Information will be provided to a third party without the other’s prior written consent. 

18. Where a Supplier’s Response contains information, such as Intellectual Property, that it considers should be held confidential, the Supplier must clearly identify the information and mark it confidential and commercially sensitive. The Supplier may be asked by the Buyer to indicate the reason why such information should be held as confidential.

19. Suppliers acknowledge that the Buyer’s obligations under the above clause are subject to the requirements imposed by the Official Information Act 1982, the Privacy Act 1993, parliamentary convention and any other obligations imposed by the law.

Response costs

20. Each Supplier must meet all of its own costs associated with the preparation and presentation of its Response .

Ownership of documents

21. All documents forming the Response will, when delivered to the Buyer, become the property of the Buyer. Responses will not be returned to Suppliers at the end of the process.

22. Ownership of Intellectual Property rights does not pass on a Response being delivered to the Buyer. However, the Supplier grants to the Buyer a license to retain, use, disclose and copy information contained in the Response for any purpose related to the EOI process.

No binding legal relations

23. Responses are submitted on the basis that no contract or binding legal relations with the Buyer are created unless, and until, a written contract between the Buyer and any Supplier selected following a subsequent stage of this tender process is signed by both parties.

Status of EOI
24. The Buyer aims to demonstrate fair dealing and due process, and to act lawfully, fairly and reasonably in its interactions with Suppliers.

25. Neither the EOI nor the EOI process shall create any legal relationship between the Buyer and a Supplier. This EOI process does not give rise to a process contract. 

Buyer’s rights

26. In addition to any other term described in the EOI the Buyer may at any time:

a. amend, suspend, re-issue or cancel the EOI, or any part of the EOI on notice to the Suppliers

b. change any date in the Indicative Timeline contained in Part 2 on the proviso that any material change is notified to Suppliers 

c. delete, change or add to the Requirements contained in Part 2 on the proviso that any material change is notified to Suppliers 

d. reject or accept any non-compliant Response on notice to the Supplier

e. reject or accept any alternative Response on notice to the Suppliers

f. waive any irregularities or information in the EOI process

g. proceed or not proceed to a Competitive Dialogue or other subsequent tender stage

h. not enter into a contract with any Supplier

i. exclude any Supplier from the EOI process where the Supplier has breached a term or condition of the EOI on notice to the Supplier

j. liaise or negotiate with any Supplier without disclosing this to, or doing the same with, any other Supplier

k. provide or withhold from any Supplier information in relation to any question arising in relation to the EOI. Information will only be withheld if it is deemed unnecessary, is commercially sensitive to a Supplier, or is inappropriate to supply at the time of the request

l. deal separately with any divisible element/s of the Requirements or any Response
m. split the provision of the Requirements and enter into separate contracts with separate suppliers or run separate subsequent tender stages.

Public statements

27. Suppliers must not issue any public statement in relation to the EOI, or any subsequent tender stage or contract awarded, without the prior written approval of the Buyer.

New Zealand law

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

Disclaimer

29. While all reasonable care has been taken in compiling the EOI, the information and details are presented in good faith. No warranty (expressed or implied) is given by the Buyer as to the completeness or accuracy of the documents or information. 

30. The Buyer and its agents or advisors 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 Supplier or any other person in respect of the EOI process.
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� Refer to accompanying guidance - ‘How Competitive Dialogue Works in the New Zealand Environment’


� The Gulf Cooperation Council (GCC) was established in 1981 between Bahrain, Kuwait, Oman, Qatar, Saudi Arabia and the United Arab Emirates. The six countries are the economic powerhouses of the Middle East with large state resources and particular needs that match New Zealand's comparative strengths. These are states that are looking to work with us on areas such as food security, education and investment.
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