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[bookmark: _30j0zll][image: ]Key information
	Category
	Description

	Agreement ID
	RM6391

	Open Contracting Identifier (OCID)
	ocds-h6vhtk-04fc61

	Agreement name
	Mobile, Voice and Data Services 2

	Agreement type
	Closed framework

	Relevant legislation
	Procurement Act 2023

	Agreement duration
	2+1+1

	Start date
	17 September 2026

	End date
	17 September 2028

	Maximum contract length
	No maximum call-off contract length

	Scope of the agreement
	MVDS2 enables a compliant and regulated route to market for the public sector to purchase mobile voice and data services including but not limited to:
calls/minutes
SMS
data bundles
devices
optional services
auditing services

	Buying options
	Award without competition
Award with competition
Below-threshold mini-competition

	Can be used by
	Public sector organisations listed on the customer list on the contracts notice within the attachments section.

	Contract notice
	Find a Tender Notice

	Contact details
	Email: info@gca.gov.uk
Telephone: 0345 410 2222

	Guidance
	Check the procurement terms glossary for key definitions and the Procurement Essentials articles for guidance on navigating public sector procurement.
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[bookmark: _1fob9te]Agreement scope and suppliers 
[bookmark: _3znysh7]Goods and services / Goods / Services
The goods and services you can buy through this agreement have been divided into 3 lots. See below for more information on each of these lots. 
	Lot
	Lot name
	Lot description

	1
	Mobile Catalogue and Optional Services
	Access to UK and international roaming airtime, calls, SMS, and data. It includes device hardware, accessories, support services, and mobile device management (MDM).
Enablement of optional standalone services, such as international roaming packages and supplementary support.
Procurements are based on a catalogue of standardised airtime packages and optional services.

	2
	Mobile Solutions
	Access to UK and international airtime, data, voice, and SMS, alongside hardware, accessories, and support services. Enables large mobile estates to tailor solutions, including complex security and exit management requirements. Services are delivered through competitive and flexible procurement processes.

	3
	Telecommunications Audit and Advisory Services
	Access to auditing and advisory services, including tiered packages (Bronze, Silver, Gold, and Platinum), to optimise consumption models and advise recommendations for ongoing benefits.



For further information, check agreement specification under the Documents section on the RM6391 Mobile, Voice and Data Services 2 homepage on the GCA website or contact GCA info@gca.gov.uk.

[bookmark: _2et92p0]Suppliers
There are 10 suppliers on this agreement, divided between the lots. You can find a list of suppliers under ‘Products and Suppliers’ on the RM6391 Mobile, Voice and Data Services 2 homepage on the GCA website.
Access to all 4 major UK mobile networks is available on both lots 1 and 2 including: EE, O2, Vodafone and Three.

	Supplier name
	Lot 1
	Lot 2
	Lot 3

	Barclay Digital Services Ltd
	X
	
	

	Pelion IOT Limited
	
	X
	

	BT plc
	X
	X
	

	Gamma Telecom Ltd
	X
	X
	

	SCG Corporate
	X
	X
	

	Virgin Media Business
	X
	X
	

	Vodafone Ltd
	X
	X
	

	Nuvoli Limited
	
	
	X

	Fleet Mobile Communications
	
	
	X

	Billmonitor (registered as Optimor Limited)
	
	
	X



[bookmark: _t9ebch8eaeyg]Supplier checks
GCA conducts key checks on suppliers under this framework, which are outlined in this section. However, we recommend that you also do your own checks.


Sustainability checks
	Area
	What GCA has done
	What you should be aware of

	Carbon Reduction Plans
(PPN 06/21)
	Carbon Reduction Plans shall be applicable to all suppliers onboarded to the agreement according to the regulations set out by the PPN 006 and PPN 016. GCA monitors these plans on an ongoing basis.
	To find a supplier’s current Carbon Reduction plan, go to their search entry and click the link labelled ‘Read this supplier’s Carbon Reduction Plan’.

	Government Buying Standards
	All suppliers under the framework have agreed to meet the relevant Government Buying Standards whenever required by the buyer.


	As part of your tender, you can include Government Buying Standards as requirements to help reduce the environmental impact of your procurement. For more guidance, go to Sustainable Procurement: Government Buying Standards.

	Modern slavery
	GCA has assessed the risk of modern slavery and determined it to be: Lots 1 and 2 - high risk, Lot 3 - low risk. For lots classified as medium or high risk, we require suppliers to complete the Modern Slavery Assessment Tool (MSAT). GCA ensures that all suppliers in this agreement comply with the Modern Slavery Act 2015.
	You may wish to conduct modern slavery checks on suppliers based on your organisation’s policies and the specific risks linked to the products or services you are purchasing. This may include using the Modern Slavery Assessment Tool (MSAT).

	Public sector equality duty
	GCA has included considerations and exclusion criteria with regards to equality and employment law during pre-market engagement.
	You must ensure that your organisation complies your Statutory Duty under the Equality Act 2010. Think about end-users early, and consider how you can use the procurement process to address potential issues, using tools like the Social Value Model.

	Social value
	For this agreement, GCA has applied the Social Value Model under PPN 002. All suppliers in this framework have committed to delivering social value across themes referred in ‘Step 3: Create specification and evaluation criteria’ of this guide.
	If you are a central government organisation, you must use the Social Value Model within the relevant PPN. Refer to Step 3 in this guide for model qualitative questions and model award criteria.
This model may also be used by non-central government public sector departments.


Financial information and cyber security checks
	Area
	What GCA has done
	What you need to do

	Cyber Essentials and Cyber Essentials Plus
	Suppliers in Lots 1, 2, and 3 have obtained or committed to obtaining, at a minimum, Cyber Essentials certification before starting a contract.
	You may wish to check if suppliers meet Cyber Essentials or Cyber Essentials Plus when using the agreement. You can also ask for extra cyber checks based on your policies and the product or service.

	Financial assessments
	GCA has assessed the economic and financial standing of suppliers based on the Sourcing Playbook, assigning each lot a risk level: ‘Gold’ (most critical), ‘Silver’, or ‘Bronze’ (least critical). Lots 1 and 2 are Gold, and lot 3 is Bronze.
	You may choose to rely on the financial assessment conducted by GCA. However, GCA recommends that for ‘Gold’ contracts (high value and high profile) buyers conduct their own financial stability assessments.

	Insurance liability levels
	GCA has verified that all suppliers have credible and valid basic insurance certifications for professional indemnity, product/public liability, and employer liability. You can check all insurances checked in Joint Schedule 3 - Insurance Requirements.
	You can request suppliers to provide extra insurance beyond what is covered by the framework, based on your needs.

	Prompt payment
(PPN 10/23)
	GCA has verified that all suppliers meet the requirements in PPN 10/23 where relevant.
	You must pay all invoices within 30 days of receipt.



Suppliers who fail to meet the framework’s terms and conditions can be removed from the agreement at any time. Therefore, we suggest regularly checking the list of approved suppliers on the agreement homepage on the GCA website.
GCA routinely checks suppliers against the debarment list. It is important for you to verify that no suppliers in the framework appear on this list.
[bookmark: _tyjcwt]Pricing
The lot 1 framework catalogue pricing is the same as the lot 1 call-off contract prices. This has provided GCA with the unique opportunity to create a price comparison tool for the standard airtime and data services. This tool enables you to see the savings that you can secure against your current contract and presents each supplier's pricing alongside each other so that you have complete transparency of your SMS / Minutes / Data / Roaming pricing options.
Each supplier has submitted pricing for each lot that is their maximum price for all call-off contracts awarded under the agreement. Suppliers can offer services for below their maximum price in Lot 2 through an award with competition. Prices for lot 1 call-off contracts are fixed.
Please refer to framework schedule 3 - framework prices, for more details.
​ [bookmark: _qbtwnlau7yzu]The Mobile Voice and Data Services 2 contract structure
RM6391 MVDS 2 is aligned to the 2023 Procurement Act and allows all public sector organisations to buy mobile voice and data services. The contact is made up off the following documents:
●   general terms – The general terms form part of the framework and call-off contracts and must be used on every contract. They cannot be changed. The general terms are GCA’s standard commercial terms. They govern the supplier’s relationship with GCA and every customer who has a call-off contract.
●   framework schedules – used by GCA to manage suppliers and how you use the framework.
●   joint schedules – applicable to the framework and call-off contracts.
●   call-off schedules – call-off schedules are used when suppliers sell their goods or services to customers. Under specific lots, outside of the mandatory call-off schedules, you can choose which schedules to include and whether to edit these template schedules when they form a call-off contract.
●   framework award form – the legal contract between GCA and the supplier. It contains important information for the framework contract including the special terms that apply to the call-off contract.
●   special terms - GCA has varied the general terms which can be viewed on the framework award form section 11 framework special terms. These terms are used for all call-off contracts awarded through the framework and both the supplier and the buyer must adhere to them. It is important that you familiarise yourself with the special terms on the framework award form.
The call-off contract between the buyer and the supplier for the provision of goods or services. Call-off contracts can be awarded to a supplier directly, or after a further competition.
Can the general terms or special terms be amended in the call-off contract?
1.  Lot 1 and 3: Award without competition - neither you or the supplier can amend the general terms or special terms.
2.  Lot 2: Flexible competitive procedure  - you can refine or replace any of the general and special terms and/or schedule terms to meet your requirements provided that your changes do not substantially depart from the terms of the framework contract. You may want to seek your own legal advice when making such changes. Your changes must be included in your award with competition call-off contract order form.
The special terms you add to the Framework Schedule 6B - Lot 2 Order Form will apply only to your call-off contract and do not amend the framework contract between the supplier and GCA.
Can call-off schedules and/or joint schedules be removed from the call-off contract?
1. Competitive flexible procedure (Lot 2 Only)  - you can exclude any optional call-off schedules and/or joint schedules (optional schedules are shown in the call-off order form template). You can amend and add schedules to meet your requirements provided that your changes do not substantially depart from the terms of the framework contract. Your changes must be included in your Framework Schedule 6B - Lot 2 Order Form by deleting those optional schedules that are not required and inserting any additional schedules. It is worth noting that the more changes you make to the standard framework terms & conditions, then there is the possibility of fewer suppliers bidding for your tender and/or result in increased charges.
1. [bookmark: _lwvqr8ouxtl6]The partially completed Lot 2 order form, along with any amended terms and schedules must be included as part of your Invitation to Tender (ITT) pack. If you choose to include some of the optional Schedules, or amend the general terms or special terms or schedules then you should include a summary of the changes in your Statement of Requirements (SoR).
[bookmark: _3dy6vkm]Procurement considerations 
The RM6391 framework is aligned to the Procurement Act 2023. These regulations apply to procurements via RM6391, for the duration of this agreement.
[bookmark: _7yiyra6y2a8e]How to decide which award route is best for your requirement:
Lot 1 Award without competition (AWOC) -
1. ideal for standard, easily defined requirements where a Competitive Flexible Procedure is unlikely to deliver additional benefits such as bespoke or enhanced services.
· you do not need to amend or add terms and conditions (other than the inclusion of optional schedules already provided for in the order form template).
· browse through the catalogue without requiring pre-market engagement.
· each supplier has their Technical Suitability document published. This allows suppliers to present how their service is delivered and allows buyers to confirm technical suitability, upfront.
· conduct a desktop comparison to establish which supplier provides the most advantageous solution in terms of price (refer to framework schedule 7, annex A).
· can’t find what you are looking for? The request for information (RFI) process provides an option to request additional supplier proposals in response to your requirements.
Competitive Flexible Procedure -  
1. when you require suppliers to propose solutions to meet your statement of requirements.
· need to add special terms and conditions to your contract.
· when you require a tailored service wrap e.g. a set of non-core services, which are bundled with a core service to form a complete package of services.
· a requirement to access anonymised and aggregated geospatial mobile phone data, insights and delivery services.
· requirements for additional mobile voice data management information reports, analysis and insights.
· requirements for more enhanced exit management (call-off schedule 10 exit management), security (call-off schedule 9a short form security requirements) and resilience.
· requirements for enhanced service levels and/or a service credit regime.
· requirements to support Social Value Policy including specific social value priorities based on your social value themes.
· other associated mobile voice & data products and/or services.
[bookmark: _2xfcno94b0s4]Maximum contract lengths
There are no maximum call-off contract lengths for using this framework. Please note that call-off contracts do not need to co-terminate with the framework end date and so your cal- off contract end date can be beyond the framework end date. You should consider the guidance set out in the Playbook, specifically ‘Contracts should be designed with the right length of time in mind, and plan for the expiry, extension, transition and termination of our digital, data and technology products and services in good time’.

[bookmark: _gxatkm1smqk6]How to buy  
This list shows a step-by-step process of how to buy from this agreement.
The table below provides an overview of the key stages and content detailed in the subsequent sections of this guide.
	Step
	Instruction
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	[bookmark: _1t3h5sf]Access agreement
Register to agreement platforms
Consider publishing UK1 pipeline notice
Check your sourcing tool
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	[bookmark: _2s8eyo1] Engage with suppliers
 Conduct pre-market engagement (if required only)
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	[bookmark: _2s8eyo11]Write specification and evaluation criteria 
Write your specification
Design an evaluation approach
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	[bookmark: _17dp8vu]Choose a procurement route
When to run award with competition
When to use award without competition 
When to us below-threshold mini-competition
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	[bookmark: _3rdcrjn]Award with competition (Lot 2) - previously called Further Competition under PCR 2015
Design your competition
Preparation and invitation to bid 
Initial invitation and conditions to participation
Assessment,exclusion, and progression
Second stage invitation (for two stage process only)
Evaluate suppliers 
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	[bookmark: _26in1rg]Award without competition (Lot 1 and Lot 3) - previously called Direct Award under PCR 2015
[bookmark: _d7ajpv6sytr]Select your supplier and get approval
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	[bookmark: _26in1rg1]Below-threshold mini-competition (Lot 3)
Design your competition
Invite suppliers to bid
Evaluate and notify suppliers
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	[bookmark: _lnxbz9]Communicate outcomes 
[bookmark: _zfr0a6n6xkqc]Notify your suppliers
Publish a UK6 contract award notice
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	Complete your call-off contract
Put together and sign your contract
Publish a UK7 contract details notice
	



[bookmark: _r9dnwbkyjutd]1. Access the agreement  
To conduct an award without competition under this agreement you need to register to the eMarketplace. Award with competition, or below-threshold mini-competitions may be conducted through the eSourching portal or your organisation approved portal.
Before using this agreement you should ensure that you have received the necessary budget approval and agreed your procurement strategy with your internal teams.
Buyers from the Central Government (including arm’s length bodies) also need to follow the Cabinet Office Spending Controls when buying common goods and services. Please check spend controls guidance to check whether your tender requires pre-approval.
Central government departments must also follow the Sourcing Playbook. During the procurement planning stage, ensure you follow the guidance on project validation reviews, and delivery model assessments, found in chapters 2 and 3.
Additionally, when using this agreement, you must comply with the Digital, Data and Technology Playbook for technology.
	Transparency notice reminder. All contracting authorities with an annual spend of over 100 million pounds, are required to publish pipeline notices listing procurements planned for the next 12 months which are estimated to cost over 2 million pounds. For further details, go to Guidance: Pipeline Notice.


[bookmark: _leg3537c94yx]Register to agreement platforms
To comply with the requirements of the Procurement Act 2023, buyers need to register themselves on the Central Digital Platform. For further information, go to Guidance: Central Digital Platform.
To buy through Lots 1 and 3 award without competition you need to register for access to the Government eMarketplace:
1. complete the eMarketplace registration form
· within 48 hours of completing the eMarketplace registration form, you will receive the user agreement. Sign and return it to the eMarketplace
· once your requirement is processed, you will receive your login details. This will allow you to log into the eMarketplace
· once logged in navigate to the ‘Shopping’ tab
· then select the ‘Marketplace’ option
· search ‘RM6391’ in the search bar
· use the filter options to navigate between the Lot 1 and Lot 3 catalogues
· download documents from the portal to complete your desktop evaluation - DO NOT add any of the items to your basket, or “check-out”. This will not form a valid contract and we cannot guarantee that you will be able to retrieve any potential funds lost.
For more information on this platform see the guide ‘eMarketplace: a guide for public sector buyers’.
After you have completed the above instructions, you will be able to view and download the Lot 1 or Lot 3 catalogue. GCA has structured the catalogue to give you easy access to the pricing, and accompanying documents.
Lot 1 includes:
1. the price comparison tool;
· accompanying documents (including terms of use) required to assess supplier compatibility;
· and, supplier submitted optional services.
Lot 3 includes:
1. tiered service price cards;
· accompanying documents (including terms of use) required to assess supplier compatibility.
All of these exist as items within the list of services and can be filtered using the content tags.
[bookmark: _8yuv4eqjgpyy]Check your sourcing tool 
To communicate with suppliers and run the buying process you will need to use email or a sourcing tool. This can be your organisation’s sourcing tool, or GCA’s eSourcing tool. To use this tool, you need to complete the eSourcing registration form. You can find more information about this tool in the eSourcing buyer guide. 
[bookmark: _itvkcbwzajiu]2. Engage with suppliers 
Pre-market engagement allows you to informally gather information to help shape your procurement process. You can also use pre-market engagement to gather ideas on new products and services, and understand if there are market developments that influence your requirements.
[bookmark: _lqv3isbjmd36]Conduct pre-market engagement
The main way you can gather market information is by issuing a Request for Information (RFI) to your suppliers. All supplier details are located in the suppliers tab of the Mobile Voice and Data Services 2 webpage. You can do this through your own eProcurement tool or use the GCA eSourcing tool. You can also run a ‘Meet the Buyer’ event, or ask for an Expression of Interest (EOI) to gauge supplier interest.
You may find engaging with the suppliers on the framework agreement before issuing a further competition helpful. During this pre-market engagement you can ask suppliers questions to help refine your requirement and also give suppliers early insight into the opportunity. If you do decide to embark on any pre-market engagement activities, it should be fair, transparent and open.
If your agreement includes or expects participation from SME suppliers, you can use pre-market engagements to engage with SMEs working in your sector. Remember that you should keep a record of all pre-market engagement activities. All suppliers in your chosen lot should be invited to join pre-market engagement activities.
[bookmark: _j9j3ugagfekr]3. Create specification and evaluation criteria
[bookmark: _90by8cs8ca0t]Write your specification
Your specification is essential for communicating to your suppliers what you need. You can read GCA’s guide on ‘How to write a specification’ for general advice.
To create your requirements please refer to framework schedule 1 specification for more detail. You may wish to consider the following:
1. end user needs.
· your organisational strategy and refresh cycle.
· market trends and innovation.
· total cost of ownership, factoring in running costs.
· compatibility with other in-house systems.
· your budget parameters.
· your contractual landscape including exit of current services and considerations for implementation.
· evaluate your current estate and consider possible future scale of requirement.
· social value and carbon net zero are examples of evaluation criteria which can be applied
[bookmark: _ugii658dqxzt]Distinguishing Between Lot 1 and Lot 2 Specifications
The key functional distinction between Lot 1 and Lot 2 relies on how the specification is used during evaluation. Under Lot 1, the specification is used strictly as a binary (pass/fail) measure to verify supplier capability and determine whether a supplier can meet the basic delivery requirements. Under Lot 2, the specification serves a broader purpose. It sets out the core requirements and forms the direct basis for qualitative evaluation criteria, allowing buyers to score and compare the quality of competing proposals.
[bookmark: _v5edehs5st19]Design an evaluation approach
Buyers conducting an award without competition may issue a Call-Off Contract directly, if they can determine which Supplier provides the most economical price for the required deliverables.
Buyers conducting an award with competition must decide how you will evaluate suppliers against your defined requirements. It is also vital that you evaluate the bid in the same way you stipulated in the award with competition documentation and keep a clear audit trail of the process. You should apply the award with competition award criteria to all compliant tenders. Please refer to framework schedule 7 - call-off award procedure for more details.
[bookmark: _ifsu5oyjxndw]Lot 1 criteria

Technical Suitability
The Technical Suitability document allows suppliers to outline how their service will be delivered in more detail. Buyers can check this document to confirm that the service meets the Buyer’s requirements.

Award Criterion

The award criterion for Lot 1 is price only. This should include:
1. catalogue pricing,
· life cycle costs,
· cost effectiveness & price;
· price and running costs.
As standard, when evaluating price, you should consider all costs over the life of the contract. This includes time and materials, extension options, fixed capital costs, special adjustments during the contract, as well as maintenance and operating costs.

[bookmark: _w1g7ka5f983w]Lot 2 criteria
Below are some examples of potential criteria and their weightings.
[bookmark: _xs1iu25ytlj9]Quality criteria
To evaluate quality you can consider:
1. transition services and exit management
·  customer services
·  coverage
·  optional services
·  innovation, solution design & deployment
·  social value (10% where applicable)
· approach to delivery of the services/methodology, including the strategies, expertise, methods, materials, and procedures in the proposal
· technical merit, including the competence, skills, and experience of the management, professional, and technical personnel proposed for the project
· ways of working, including the proposed management systems and methods, project management tools, software, touchpoints, etc. 
[bookmark: _ifpltyh5g2uc]Price criteria
When evaluating price, you should consider all costs over the life of the contract. This includes time and materials, extension options, fixed capital costs, special adjustments during the contract, as well as maintenance and operating costs.
[bookmark: _ay22w7aqisoz]Social value criteria
This agreement includes outcomes under the PPN 002 Missions "Kickstart Economic Recovery" and "Break Down Barriers to Opportunity" which align the Outcomes under PPN 026. Buyers can apply these social value outcomes at call-off.

Suppliers were asked to commit to delivering social value when asked to do so at call-off, and to confirm that they would have processes in place to deliver the social value outcomes from PPN 002, at framework level. Buyers can refine the questions to focus on the PPN 026 outcomes at call-off.

Social value is included in the permitted Quality weighting range of 60% - 80%.
GCA recommends that you discuss social value questions during pre-market engagement activities. For more guidance on how to evaluate social value check GCA Procurement Essentials: Social Value. Remember that social value should:
1. be assessed based on quality, not quantity
· be relevant to the contract or framework  
· be proportional to the contract value
· not ask for cash lump sums
Check the Social Value Model Quick Reference Table for example questions and award criteria.
A specification is also known as a ‘statement of requirements’. This is a description of the goods and services the supplier will provide during the contract. To evaluate how different suppliers will deliver against your specification, you will need to develop evaluation criteria.
[bookmark: _6eobudxmgso3]Lot 3 criteria
To award under Lot 3, the buyer must identify the most advantageous offer. This should include:
1. the catalogue price of the audit package,
· the scope of audit services,
· additional relevant factors specific to the buyer's audit requirements.

There is no set weighting for Lot 3.
[bookmark: _u4yzo81jywkm]
[bookmark: _kjhsouc5omtk]Weightings
	Evaluation criteria
	Award with competition weighting (Lot 2)*
	Award without competition weighting (Lot 1)

	Quality 
	Between 60% and  80%  
	0%


	Price
	Between 20% and  40%
	100%

	Social value
	Between 10% and 90% for central government, and 0% and 90% for wider public sector
	0%


*The Lot 2 weightings above are applicable to both a Single Stage Competitive Selection Process Award Criteria and a Two Stage Competitive Selection Process Award Criteria for Lot 2.
Some eSourcing tools may include social value in the quality criteria. In these cases, make sure social value is at least 10% of the total evaluation score, not just 10% of the quality criteria.
[bookmark: _af10lyn840p]4. Choose a procurement route
When buying through this agreement, you can conduct an award with competition between available suppliers or award the contract directly to a specific supplier.
[bookmark: _v4ot74q7k8ix]When to run award with competition 
Applies to Lot 2 only. An award with competition - previously known as ‘further competition’ -  is usually the best route to market for high-value goods and services. It is a thorough, open, and fair method to find the best price for your requirements. GCA recommends running an award with competition for most contracts.
[bookmark: _cd0rj2gmwe58]When to run an award without competition 
Applies to Lots 1 and 3 only. An award without competition - previously known as ‘direct award’ - is usually the best route to market for urgent requirements, and for low value goods and services. Remember that you can still engage with suppliers prior to using an award without competition. Please note that GCA always encourages you to seek your own legal advice if required and cannot advise on specific cases.
[bookmark: _xoa144xedgjc]When to run an below-threshold mini-competition
Applies to Lot 3 only. A below-threshold mini-competition is a suitable route to market for customers looking to procure requirements more bespoke than the standard audit packages offered under Lot 3. This lot uses a below-threshold mini-competition rather than an award with competition because the items procured under this lot fall below the threshold stipulated in the Procurement Act 2023.
For guidance and support on designing a bespoke competition that suits your needs, reach out to GCA on info@gca.gov.uk to talk to your commercial agreement manager.
[bookmark: _1pxezwc]5. Award with competition (Lot 2)
Follow the guidance for award with competition below. For further guidance and support on designing a bespoke competition that suits your needs, reach out to GCA on info@gca.gov.uk to talk to your commercial agreement manager.
An award with competition is available in Lot 2 only, and is comprised of the following award procedures:
1. Single Stage Competitive Selection Process; or
· Two Stage Competitive Selection Process
For key features of both processes, please see the table below:

	Feature
	Single Stage Process
	Two Stage Process

	Stages
	One stage: Framework Suppliers are invited directly to submit tenders.
	Two stages: 1) Request to participate/qualification stage, 2) Invitation to tender stage.

	Supplier Engagement
	Identify all eligible Lot 2 Suppliers and invite them to submit a tender.
	Identify all eligible Lot 2 Suppliers to submit a request to participate; then invite tenders only from those remaining.

	Exclusion & Qualification
	Conducted following receipt of tenders; includes checking for excluded/excludable suppliers and assessment of any Conditions of Participation.
	Conducted during the First Stage following receipt of requests to participate; includes exclusion checks and assessment of Conditions of Participation to shortlist suppliers.

	Award Criteria
	Apply Single Stage Competitive Selection Process Award Criteria (Annex B) to compliant tenders.
	Apply Two Stage Competitive Selection Process Award Criteria (Annex C) to compliant tenders from the remaining suppliers.


Please refer to part 3 of framework schedule 7 - call-off award procedure for more details on how to complete each award procedure.
[bookmark: _6t630k95j67l]Design your competition
You can structure your competition in as many stages as relevant to your specific procurement.
At different stages of the competition, you can incorporate various supplementary processes to support evaluation and decision-making. Examples of supplementary processes include:
1. clarification
· product demonstrations: to test the deliverability of key aspects of tenders
· supplier presentations: to confirm feasibility of proposed solutions
· variant tenders: to allow suppliers to propose alternative solutions
· dialogue
· preferred supplier stage
· final tenders
For further information on competitive flexible procedure, go to Guidance: Competitive Flexible Procedure. 
[bookmark: _bdvhawxccr4c]Preparation and Invitation to Bid 
Identify all eligible Framework Suppliers appointed to Lot 2 and invite all to participate.
Prepare all the documents you need, including:
1. Invitation to Tender (ITT): A formal procurement document which invites suppliers to bid for the contract. This document should include a timetable, instructions for suppliers on how to ask questions and submit a bid, your specification (Statement of Requirements), and your evaluation criteria.
· Draft contract: A draft version of the call-off order form. See section ‘Complete your call-off contract’ for more information on how to do this.
Amend or refine the Deliverables using the Order Form, only as permitted by the Procurement Act 2023 and any regulations made under it.
[bookmark: _cl4fnsntnuzs]Initial Invitation and Conditions of Participation
The Buyer invites Framework Suppliers to submit their documentation.
Conditions of Participation (CoP): You can establish conditions of participation at the start of your procurement to limit listed suppliers from proceeding to next stages of the competitions. It is essential to clearly define and communicate the criteria and threshold for reviewing a supplier's ability to meet these conditions.
Throughout the competition, you must notify successful suppliers about their progression to each stage.
[bookmark: _puj3xv18wi4x]STIPULATION POINT 1: Initial Submission Type and CoP
1. Single Stage: The Buyer invites the submission of tenders. Conditions of Participation (if used) must be included in this invitation.
· Two Stage: The Buyer invites a request to participate (e.g., through a pre-qualification questionnaire (PQQ) or request for information (RFI) based on set conditions). Conditions of Participation (if used) must be included in the request to participate document.
For both processes, the Buyer must:
1. Give written notice by email.
· Set a time limit for receipt of submissions that takes into account complexity.
· Keep tenders confidential until the time limit expires (Applies only to tenders).
[bookmark: _kgcp3s39gjzs]Assessment, Exclusion, and Progression
Evaluation: Evaluate suppliers against set evaluation criteria at every stage of the competition.
Following receipt of submissions, the Buyer must:
1. Determine and exclude any excluded Framework Suppliers, and determine the exclusion of excludable suppliers (Section 57 of the Procurement Act 2023).
· Assess and exclude any Framework Suppliers who do not satisfy the Conditions of Participation (if used).
[bookmark: _g9hyr9yhy6rk]STIPULATION POINT 2: Continuation
1. Single Stage: All compliant tenders proceed directly to the final evaluation.
· Two Stage: The Buyer provides unsuccessful Framework Suppliers with written feedback regarding their requests to participate. Only the remaining successful Framework Suppliers proceed to the Second Stage.
[bookmark: _vmwwxp5bqd30]Second Stage Invitation (For Two Stage Process Only)
Following the First Stage assessment, the Buyer invites tenders from the remaining Framework Suppliers.
If an Electronic Auction is to be held, the Buyer shall notify the remaining Framework Suppliers and conduct the process in accordance with relevant Paragraphs.
If an Electronic Auction is not used, the Buyer shall: invite tenders in writing by email, set a time limit, and keep each tender confidential until the time limit expires.
Throughout the competition, you must notify successful suppliers about their progression to each stage.
[bookmark: _o51uco4cawjp]Evaluate suppliers
The Buyer applies the relevant Award Criteria to the remaining Framework Suppliers' compliant tenders.
Preferred Supplier Stage: You can conduct a preferred supplier stage to negotiate and discuss your preferred supplier’s understanding and approach towards relevant terms and conditions mentioned in the tender.
[bookmark: _9a9ax45a3xug]STIPULATION POINT 3: Award Criteria Used
1. Single Stage: Apply the Single Stage Competitive Selection Process Award Criteria (Annex B).
· Two Stage: Apply the Two Stage Competitive Selection Process Award Criteria (Annex C).
[bookmark: _jj3wawrpwa7k]6. Award without competition (Lot 1 and Lot 3)
Follow the guidance below to complete your award without competition.
[bookmark: _dx9cgkkc4q4y]Select your supplier and get approval
Once you have gained access to the eMarketplace (as detailed in “Register to agreement platforms”) you will be able to view and download the Lot 1 and/or Lot 3 catalogue.
GCA has structured the catalogue to give you easy access to all of the necessary materials required for your evaluation.
All of the materials exist as items within the list of services and can be filtered using the content tags.
[bookmark: _bp0bfynmo46g]Lot 1
1. Access and download the Lot 1 accompanying documents (including terms of use). These documents are used to assess Suppliers for compatibility prior to completing your formal desktop evaluation based on price.
· Download and complete the price comparison tool from the “RM6391 MVDS Price Comparison Tool” catalogue item. This will provide you with the standard airtime and data pricing costs from each supplier.
· If you are purchasing devices, the supplier device catalogues will provide access to the products to enable you to evaluate pricing.
[bookmark: _3gh51hjhri3a]Lot 3
1. Access and download the Lot 3 accompanying documents. Like with Lot 1, these documents are used to assess Suppliers for compatibility prior to completing your formal desktop evaluation.
· Download the Lot 3 rate cards. This will provide you with the supplier service rates against each audit package.
Conduct your desktop evaluation by applying your award criteria and weightings to identify the most advantageous tender.
After choosing a supplier, get approval for an award without competition according to your organisation’s governance process.
	Transparency notice reminder. All contracting authorities are required to publish a 'transparency notice' when making an award without competition, regardless of the contract value. This notice should explain the reasons for the award without competition and must be published before the 'contract award notice' when one is required. For more information, go to Guidance: Notices and other information relevant to call-off contracts.


[bookmark: _nullngc57i5x]
[bookmark: _7e81m539mwr9]7. Below-Threshold Mini-Competition (Lot 3)
[bookmark: _oo10qh3eplca]Design your competition
Develop a clear Statement of Requirements setting out your requirements for the Deliverables, along with a set of award criteria relevant to those requirements.
Identify all of the Framework Suppliers appointed to Lot 3 that are capable of meeting the Statement of Requirements (the “Capable Framework Suppliers”).
All Capable Framework Suppliers appointed to Lot 3 must be invited to submit a tender.
[bookmark: _58brso83r6aj]Invite suppliers to bid 
Before you invite your suppliers to bid, prepare all the documents you need, including:
· Invitation to Tender (ITT): a formal procurement document which invites suppliers to bid for the contract. This document should include a timetable, instructions for suppliers on how to ask questions and submit a bid, your specification, and your evaluation criteria. 
· Draft contract: a draft version of the call-off order form. See section ‘Complete your call-off contract’ for more information on how to do this. 
Invite tenders by conducting a Below-Threshold Mini-Competition, giving written notice to the relevant Capable Framework Supplier representative through any electronic means.
Set a time limit for the receipt of tenders, taking into account factors such as the complexity of the subject matter.
Set the minimum response requirements for the Capable Suppliers.
Keep each tender confidential until the time limit set for return has expired.
You may amend or refine the Deliverables to reflect your requirements by using the Order Form, but only to the extent permitted by the Procurement Act 2023 and any regulations made under it.
[bookmark: _aplswya1hc8j]Evaluate and notify suppliers
Following the receipt of tenders, the Buyer must ensure there is no reason under the Procurement Act 2023 to exclude a supplier, apply the set award criteria, and award the Call-Off Contract to the successful Framework Supplier. The Buyer must provide unsuccessful Framework Suppliers with written feedback regarding the reasons their tenders were unsuccessful. The resulting Call-Off Contract shall state the Deliverables, the successful tender, and the charges payable, while incorporating the terms of the Order Form and Contract as may be amended.
Please refer to framework schedule 7 - call-off award procedure for more details.
[bookmark: _j75dh3immip3]8. Communicate outcomes 
When you have decided which supplier you will award your contract to, you need to communicate your decision. 
[bookmark: _cj53bzv1qyar]Notify your suppliers 
If you have conducted an award with competition you need to notify the successful supplier and all participating suppliers of your decision. These notifications should include constructive, written feedback to all participating suppliers and a full breakdown of their scoring.
You can allow a standstill period of 8 working days to give unsuccessful suppliers an opportunity to consider the feedback on their bid, request information, or call for a review of the award decision. This is mainly recommended for high value contracts.
Once the standstill period has passed, you can begin your contract with the winning supplier. If you have used an award without competition, you will only have to notify the awarded supplier. 
	Transparency notice reminder. All contracting authorities are required to publish a 'contract award notice' to inform about their intention to award a contract to a specific supplier or suppliers before the optional standstill period. This applies to all above-threshold competitive procurements and awards without competition. For more information, go to Guidance: Contract Award Notices.


[bookmark: _wsifrnuop0bp]9. Complete your call-off contract
When buying through GCA agreements, you have to put together and sign a contract with the supplier; this is called the ‘call-off contract’. GCA uses a specific contract structure called the Public Sector Contract.
The call-off contract is a document that governs the purchase and delivery of the services. It is formed of the call-off order form (signed by both parties) plus any applicable schedules.
If temporary employees are appointed under this framework, you will have to ensure that you and your supply chain adhere to off-payroll working legislation (IR35). For further guidance, go to Guidance: understanding off-payroll working. 
[bookmark: _otrbxpt9hebp]Put together and sign your contract
Follow the steps below to guide you through the process of putting together and signing your contract:
1. Download the appropriate order form template (framework schedule 6a - lot 1 and lot 3, or (framework schedule 6b - lot 2). This document is the basis of your contract. Note that this document changes from one agreement to another, so make sure you check you are using the correct one.
1. Fill in the sections where input is required from the buyer.
2. You should be aware that there are certain terms and conditions agreed on by GCA and the suppliers when the agreement was created. These are found in the general terms, and the framework schedules. These apply to every purchase made through the agreement and can only be changed through the introduction of ‘special terms’. See step 6 for information on doing this.
3. As well as the general terms and framework schedules, there are other terms and conditions that might be relevant to your contract. These are the joint schedules and call-off schedules. Some of these schedules are mandatory and others are optional. Optional schedules will be highlighted in yellow on the call-off order form. You will have to delete those which you don’t want to include in your contract. The supplier’s Technical Suitability document can be included as part of the Call-Off contract, to be incorporated exclusively within Call-Off Schedule 4 - Call-Off Tender.
4. Check whether you need to fill in any information on the schedules you have selected. This will be indicated in each of the schedules.
5. When you have selected your schedules, you have to decide whether you want to add any ‘special terms’. These are terms and conditions you want to include, but are not covered by available schedules. You can only do this if you choose to run an award with competition. If you use an award without a competition you have to accept all the given terms and conditions.
6. Publish your draft contract together with your Invitation to Tender (ITT).
[bookmark: _3fwokq0]Once you have chosen your supplier, you need to finish and sign the contract. Once you have made any changes, send the contract to your supplier. Your supplier should be the first to sign the contract. After this, you can sign the final contract.
	Transparency notice reminder. All contracting authorities are required to publish a 'contract details notice' setting out that they have entered into a public contract within 30 days of having entered a contract. When a contract is above £5 million, authorities are also required to publish a copy of the contract, including 3 KPIs. For more information, go to Guidance: Contract Details Notice.


[bookmark: _n584h4y520s6]
	Transparency notice reminder. During your contract all authorities are required to publish:
1. a 'contract change notice' before modifying a contract, unless an exemption applies. For contracts valued at over £5 million, including the value of the modification, a copy of the modified contract must also be published within 90 days of the modification. For more information, go to Guidance: Contract Modifications.
· a 'payments compliance notice' within 30 days of the end of a reporting period if it made a payment under a public contract or a sum became payable under a public contract during the reporting period. For more information, go to Guidance: Prompt Payment Policy.
· a 'contract termination notice' following the termination of any public contract. For more information, please go to Guidance: Contract Termination.


[bookmark: _u6oc3g5afotq]Tell us what you think
We aim to make sure that this buyer guide is user-friendly and accessible for purchasing through this agreement. Please share your experience by completing this buyer guide feedback survey.
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