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Preface

The Security Industry Transformation Map (ITM) was launched in February 2018. The
L¢aQad @GAaAz2y A& (G2 O0dAfR || GAONIryiGxE GSOKy2f 2
that delivers bette security for Singapore and better jobs for Singaporeans. One key strategy
to achieving this, is to transform the industry to rely less on manpower by leveraging
technology.

This Guide on OutcomrBased Security Contracts is a step towards achieving this
vision. It aims to give service buyers stepstep advice on how to write an outcormsed
contract. This is important, because when buyers tender for services based on security
outcomes rather than a fixed number of headcounts, security companies cauatenand
deliver more productive solutions that integrate manpower, technology and processes. This
can create better jobs, working conditions and employment terms for security officers.
Service Buyers also benefit from better value from higher qualityic=s\at lower longerm
costs.

In this guide, you will find practical examples, clauses and templates that can be
included in tender requirements. It also suggests performance management indicators to
measure outcomes, and templates to evaluate proposaseld on price and quality. We
welcome feedback (http:// www.mha.gov.sg/feedbagk on the Guide, which will be
continually updated to keep it relevant.

The ®curty ITM Tripartite Committee thanks industry practitioners and tripartite
stakeholders, who provided valuable suggestions as we developed this guide. We are
confident that this guide will help service buyers who are keen to switch to outdmmsed
contracts Together, we can transform the security industry to keep Singapore safe and secure.


http://www.mha.gov.sg/feedback
http://www.mha.gov.sg/feedback

SECTION & INTRODUCTION TWJTCOMBASEDCONTRACTING
(OBCJFOR SECURITY SERVICES

1.1. COutcomeBased Contracting (OBC) refer® service buyers specifying contract
requirements in terms of expected performance levekther than output leveldn contrast,
traditional outputbased contractsspeciy fixed amounts of resources (e.g. manpower,
equipment)that the service provider needs to supply

1.2. OBCgan lead to better soitions compared to outpubased contracts. OBCs allow
providersto propose innovative security solutiortisat use less resources toeet desired
security outcomesby taking advantage of technolggand re-designing of work processes.
OBCs can improveosteffectivenessand reduce manpower reliancé is more sustainable
for buyers in the long term, giveising manpower costs

1.3. Thisguideapplies to security services to protect buildings and premises. It provides
buyerswith guidelines and templates on hote adopt OB& from planning a tender to
evaluating bidsBuyerscan adapthe guidelines and templates foineir own requirements

Headcount Based Contracts Task Based Contracts Outcome Based Contracts

(A type of output based contract)

= Specifies requirements that

* Spells out outcomes which

= States the required
headcount for the
assignment and payment is
based on the number of
headcount provided

Manpower reliant
Prescriptive

are based on tasks and
activities to be completed
by Providers. Payment is
based on the fulfilment of
the task-based
requirements

Buyers expect from
Providers. Payment is
based on the performance
of the Providers in
achieving the agreed
outcomes.

Integration of manpower,

processes & technology

Flexibility for innovation
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SECTION ¢ FEATURES QGBUTCOMIBASEDCONTRACTS FOR
SECURITY SERVICES

Adaptive
Pricing to
Regular

Outcome Performance
Based Based

Quality Productivity

Focused Enhancement
Contract
Reviews

Specifications Payment Evaluation Framework

2. The key features dDBG for security servicese:

2.1. OutcomeBased Specifications
Outcomebasedspecifications describe security outcomes, operational parameters
and performance demands instead jofst specifyingoutput (e.g.headcounj. This
gives providers the flexibility to offer the most effect solution by integrating
manpower, technology and operational processes
i WS FSING I @a@2ryhestdScicts (bBNHIGE @ B OB S-SR ofanO2 LIS 2 F
bny Retidh SO @ B 3MNIA Ecop@iok WoILLTE SNGEOQINIKS 82 Th . d 2 NJ|

2.2. Outcome-Driven Rerformance
Theperformance of theprovidersshall be tracke@gainst desired security outcomes
A performance management matrigan be utilised andshould include both
guantitative and qualitative metricso assess the performance of thgroviders
Buyerswill need to formulatemetrics that best meet their requirements in the
outcomebased specifications
B WS FSNIioh 8 2nypeSDIRW: toLIN:d: 0ot @ Sz O M & Sy 638 8F 8 NI

Yidn b dm3nSEYYSRA i SWe BIYNIA berfcdntafd diaSatdISNF. 2 NY Iy OS S

2.3. Quality-Focused Evaluatn
Quality attributes should take on heavieweightage compared to price during
evaluation of an OB heemphasis on qualitienefitsproviderswho provide clear
and convincingxplanations of how their proposalill achieve the desired outcomes
B WS FBNG S OB eyidSccis ol D ald BhiERhE InDe2NIntr & | Y LI
2f Fenditr SYRISNIpSBI £ dzk @ 2y  NB LI2 NI
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2.4.

2.5.

Productivity Enhancement Framework

Continualprocess enhancementshould be part of OBCs. Awovidersunderstand
operations betterover time they shaild beincentivisedto propose changes which
are able to achieve theame security outcomes at lower cost and with more efficient
use of resourcesThat said, ti is essential thatproviders understand that their
responsibilites and contractual service lels must bemaintainedwhen any such
proposal is implemented

U neSFSNdioll @2nyeSaGBadRiy toladNdn© or@ S@vity th 2BC By Rt &© o RPINE R
B2 Ndn e scapke o kdfk & 2REDRAzBER (REF  hd. 2/NG

Adaptive Pricing to Regular Contract Reviews

OBCanust have fleibility to adapt to changing market conditions and government

regulations. By doing so, it allows risk to be shared betwasrersandprovidersin a

fair and open mannerHowever, in cases where inflati@iniven cost adjustment

formulas are applied, buys should take into account the wage requirements under

the PWM, when considering any downward price adjustments (e.g. due to negative

economic conditions).

i WS FE S NIoda2nyf s DBaFy o LINGHO arO S BnRF R RI0IeFRRYNa D S | LINLBE C
& OQ2LISNIP BNIOTZNA G & h . /
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SECTION & GUIDELINES FOR DRAFTINGOBINCOMIBASED
CONRACT

3 The security service procurement process typically consists of three staggsrs
should set reasonable timeks for each stage pre-tender, tenderdrafting and
tender evaluation. As a general rule, at least three months should be set ddide.
section details the process and best practices for the different phases

Pre-Tender Stage

Tender-Drafting Stage
Getting started on

Outcome Based
Contracting

Tender-Evaluation stage
Drafting tender

requirements to .
at . Selecting the best
achieve the desired . .
Provider for the job
outcome
Reference: Section 3.1
Minimally 1 Month Reference: Section 3.2 Reference: Section 3.3

Minimally 2 Months

Minimally 3 months

3.1 PreTender $age¢ Getting started onOBCs

3.1.1 PFanning for procuremenshould be conducted as eadg possible. This is when there
isthe greatest potential to propose significant ways to enhance security and improve
productivity.

a. Enhancindsecurity OperationsUpstream.At the strategic levelbuyersshould
review opportunities to enhance security omgions and derive productivity savings
through infrastructure development and demand aggregatiowhen new
infrastructure is built or existing infrastructureretrofitt ed, buyerscan incorporate
security procedures, physical protection concepts and secteitiinology into the
odzAf RAy3Qa &ASOdzNAGe& RSaAAy |asdoitendichigies @ / f dz
better synerges in operations and resource efficiency. Clustering can be done
geographically (i.e. multiple sites within the same geographicatilmt) or within an
organisation (i.e. different sites within the same organisation). Clustering needs to be
done with awareness of contracting timelines and provisions to allow smooth on
boarding of the various site¥his should be planned at least a yeafore the tender

is called
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3.2

3.2.1

b.  Security Risk Assessmelttis important forbuyersto be ableto define security
outcomes and understand how security outcomes are being met when a proposal is
put forth in anOBC Security risk assessments will provimeerswith an evaluation

of security risks ira givenoperating site through analysis of threats, vulnerability and
consequencesAt least 3 months should be set asidebifyers are undertaking a
comprehensive security assessment outside of the Tender

c. Market Surveys andPre-Qualification of Providers Buyers shouldassess
potential providersto determine their suitability to participate in the tender, through
a market survey or a Request for Information (RBllyersshould set aside at least
one month for this process, which will involve discussions with potergraviders
Buyerscan consider pregualifyingprovidersand invite them to bid for the tender

TenderDrafting Stage¢ Incorporating OutcomeBased Requirements in Tender
Documents

Buyersshouldincorporate outcomebased requirements into tender documents that
clearly communicate the expectations and standards expected from the providers.
The table below summarises the suggested best practices during tender drafting

Section Practices

3.2.1.1Tender Instructions Security risk assessment
Operational model

Resource plan

Transition plan

Price schedule

Grading andiccreditation
Company profile and experience
Evaluation criteria

Clarifications

i R

3.2.1.2 Scope of Work Contract duration

Area of coveage
Operational hours
Security outcomes

Other services

Surges and contingencies

Additional doligations

@ roaoop

Performanceametrics
Performance evaluatiomatrix
Incentives for good performance
Service failure

3.2.1.3 Performancemanagement

aoop

3.2.1.4 Pricing Model Fixed picing modelOR

Price eview model

oo
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Tender Instructions

3.2.1.1Tender instructions refer to instructions to guideorovidersin the submission of
information needed for evaluation. Instructions should be clearly laid out and
templates given whenever possiblEhere ae sevenbroad categories of information
that buyers should include an OBG@ender instruction

a.  SecurityRisk AssessmentA security risk assessmeneeds to be dongrior to
contracting.Buyers can consider two ways of building this into their procum@me
process

SecurityRisk Assessmergcanbe conducted iriwo ways

() SeparatéComprehensive This is a security assessment that is dong
separately and beforghe tender for security services is called. It is g
comprehensiveassessmenbdf the infrastructue plans andoperations,
done by external or hnouse security consultants. The consultants wil
propose desired security outcomes with a corresponding security
technology and operating concept plan. Deliverables could inctirdé
tender specificationsvhich the buyer canuse As this assessment takes
time and is costlier, it is recommended mainly for buyers who hay
complex, higksecurity or multiple premises to secure

(i) IntegratedBasic This is acondensed security assessmentwhich is
integrated into he tender processlt is best suited for buyers who have
smaller premises where such an assessment can be conducted by sect
service providers as part of developing their tender bids. This secur
assessment shoulgrovide the rationale and planning pameters for
proposedsolutions and howthe solutions wilmeetthe identifiedsecurity
outcomes

b. Operational Mdel. Buyersshould request providers to submit a detailed
proposal on their perational model The proposal should explain hofne manpowe,
processes, infrastructure and technology will be integraetiégctively to mitigate
security risks identified by theecurity risk assessment as well as performance
demands specified in theender documents

Page |6



c. Resource Rn. Buyers should encourage piders to adopt technology and
work process that can maximise efficiency of their manpower to meet the stipulated
security outcomesShould buyers require providers to use equipment that are owned
by the buyers, the list of equipment should be provided he tender documents.
Buyers could also specify in the tender documents, any operating systems or
technology that they want the providers to use. Buyers may refer to the Productivity
Solutions Grant (PSG) website(https://www.smeportal.sg/content/tech
depot/en/psg.htm) for a list of preapproved tehnologysolutions to include in their
requirements Buyers shouldassess theproviders submitted list of equipment,
materials, schedule of woreind deployment proposal/plan for their suitability and
effectiveness

d. Transition Ran. Buyers should request providers to submit a transition plan to
showthe timeline foroperationsto ramp up to full operational capabilitynder the

proposed operating mdel. The plan should providexplanations on how change
management and technology deployments would be performed (if applicable) and

what measures would be implemented if transition plans goes beyioidS © dz&8 S NA& ¢
stated deployment timelines

? b2iGSY

SOKE Feinthsy Rurd f F NI & GeNBzO G-dzNdfl peOK | Y]
0:SF 2INSer @8z b th2 QIS N6 A fhA (B8 -RENSB NDK K
NIy & Aial2 yhar LIS NR-2 Ré nOfrSbeNdiok: yiR1d SE LI
&:dzbdled2 NI SR @

<

e. Price $hedule Buyers should efine the baseline and atloc or surge service
items for price submission$his would form the basis for price assessment duttieg
tender evaluation stageAd-hoc or surge services should be offered as separate
scheduled ratesis thefrequency of recurrencés unknown This removes the need
for providersto cater forcapacitybuffers in the price submission. Otherwidmjyers
will end up bearing the costs for provisions that are not utilised

f. Grading and Accreditatiofevery security agency has a gradiagrf the Security

Agency Grading Exercise (SAGE) conducted by the Police Licensing and Regulatory
Department (PLRD). The grade of a security agency reflects its professionalism, ability
to delivery security outcomes and its track record in complying witplegment laws.

Buyers are encouraged to specify the SAGE grading of providers required. This could
form part of the quality evaluation
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g. Company Profile and xBerience Buyers can also request for additional
information related tothe company profile anéxperience which could biactored

into evaluation. This should be worked out concurrently with the development of the
evaluation criteria and their parameters

h.  Evaluation CriteriaBuyers should communicate the evaluation criteria for the
tender in the tender documents. This offers transparency in the evaluation of
submitted proposals and will help providers in proposing the appropriate operational
model and resources to meet the security outcomes

I ClarificationsBuyers should include contact detailstbe procurement officers
should providers require further clarifications on the tender requirements and
submission

Sope of Work

3.2.1.2Thissectionstates the key elements to be specified by thmiyersin order for the
providersto plan and prepareghe proposal for the required securitservices

a. Contract [iration. Definition of the firm and optional contract period.
Establishing longer contract duratiomgould translate to stable services and lower
amortised cost for use of technology solutions. Longartiact durationalso helps
providersto retain talentwho are familiar with the job requirements and working
environment, allows providers tanvest in training and provides donger cost
recovery period for technology investment. As a gulilejerscanconsidera contract
period of at leasthree years.Buyerscan extend this to cover the nature of contract
extension (e.g. lead time to notify contract extensions) and how it will affect pricing
components (e.g. schedule rates and optional services)

Recanmended contract duration

(i) Contract withless than S$1Mstimated annual contract valuésuld have
a minimum of ahree-yearfirm contract period.

(i) Contract withmore than S$1Mestimated annual contract valuehsuld
have a minimum of a fivgear firm contrect period, or threeyear firm
contract period with tweyearoption period.

b. Area of @verage Definition of the area of deployment which falls under the
scope of the contractlt caninclude projections of peakr low activity volume at
different locatimns. Sensitive or inaccessible areas which require increased
surveillance or higher security classification should be flagged out in the requirements
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c.  OperationalHours Definition ofthe deployment hours which servicase to be
rendered or any specificbedules that affect opetanal activities on the ground.

d. SecurityOutcomes Definition of the type of security services to be rendered,
the operating parameters which needs to be considergdth corresponding
explanationsand performance measurementsn the outcomes to be achieved.
Security outcomes are major factors which affects how operations will bamdrwill

be the reference poinin deciding if services provided were adequaSecurity
outcomes should be defined lypyersbased oranunderstandng of what the existing
operations can achieve and whether there is a need to isepomore stringent
demands.Overly stringent demands can drive up costs unnecess&éyvice level
requirements set shouldisobe reasonable and achievable by fh@viders. The table
below illustrates sample outcorAeased statements based on desired outcomes that
buyers can adapt for use when drafting tender requirements

Desired Outcome Examples oDutcomeBasedStatements
Protection of o All vistors must be registered in the Visitor Manageme
occupants and System and issued visitor passes
property o No incidents relating to lossr damage of property

o All intrusions are detectedrecordedand correct responst

rendered

Security with 0 Ensure 80% of visitors with gistration waiting time < five
minimal service minutes

failure and timely o Achieve overall customer satisfaction of security service
service recovery at least 80%
0 CCTV systems provided has system availability of >
failures are rectified within twdnours

o Ensure number of coplaints per month is less than five
Sense of security o All scheduled patrols were conducted
and visible o Ensure 90% attendance of SOs
presence o Ensure number of incidents where SOs fail to respaitidin

15 minutes is lesdan fiveper month

e. OtherservicesDefining other secondary duties thptovidersare obligated to
perform as part okecurityduties. (e.g. provide helpdesk services to direct visitors).
Such tasking should be kept minimal to allomeviders tofocus onsecurity operations

and Buyers should only include work functidghat compliment security operations.
For nonsecurity related functions (e.g. landscape management), buyers should
specify that providers can provide na@ecuritytrained staff to undertakethese
functions
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f. SurgesDefininghow surgeswould be handled and how fast providesd need
to response if surge demands are encounteréds a norm, surge demaisthould not
be factored into routine needand should be included as additional scope of work.

Example of possible demand surgebtosting of events on site, heightene
securityalertsetc.

() Kmown surgesBuyerscould define such surges and what is expected fron
the providerswhen it occurs. If requested as a Tender submission reque;s
providerscanbe requested to submia proposal of their response plan
and price package for every activatiohsuch surgelemand

(i) Unknown surgesSurge demand provisions can be worked out vitie
providerwheneverthe buyeridentifies a need during the contract period.
This givesbuyersthe assurance that surge demands can be.met

g. Additional ObligationsThese are broad demands thauyersmay include as
areas whiclprovidershave to abide wittsuch as

Training and competencgemands

Code of conduct

Conduct of audits and reviews

Safety management and liability

Securiy screening oEINE2 @ JofRcBrslB Q

Suply of LINR @ KurBhed eéuipmenand their specifications
Use and raintenance ob dz& Sediit equipment

Contractual review points and price review mechanisms
Productivity enhancement frameworks

Obligation for periodic contractemandreviews

= =4 =4 4 -4 -8 -8 95 5 -2
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PaformanceManagement

3.2.1.3Toencourage providers to deliver good service, Buyers can tie performance indicators
to desired outcomes. One practical model is the use of performdmased payments
to reward Providers who have performed well based on what the isetevel
requirements. It should not be used to penalise Providers to lower prices. Should
Buyers decide to adopt a performanbased payment model, the following
information on how payment is pegged to the performance scores should be included
in the terder documents

a. PerformanceMetrics It is important for buyerso determineclear, measurable
performancemetrics (both quantitative and qualitative)hat are linked to security
outcomes in the tender documentsfor subsequentevaluation of contractual
performance How performance data will be collected and calculatedet@luate
performancemustbe clearly defined.

b. PerformanceEvaluation Mitrix. Buyes should track e performance of the
LINE @ »p&TBri@ne2 based on a performanegaluationmatrix. The performance
matrixshould clearly reflect all the metrics that will be used to assess the performance
of the service provider.

c. Incentives for Good &formance In order to encourageproviders tomeet or
exceed performance standards on a regular bdsigjersare encouraged to adopt
some form of reward system to incentivipeoviders Buyersmay choose to adopt
either the normonetary reward system, or the incentive payment model or both

Example oincentives

() Monetary Rwards Recommendedl Monetary rewardscan bein the form
of a percentagef payment sums issued at periodic intervalgptoviders
It is important to state that such rewards are to be shared betwee
providersand their officers, to incentivise officer¢o play a proactive role
in meeting theoutcomes. A general guide would be 30%ptovidersand
70% to theirofficers coupled with provisions fobuyersto validate that
this was apportioned fairly

(i) NonMonetary revards This can be in form of periodic appreciation events
or gifts for individual officers. Buyerscan also leave it tgrovidersto
propose a reward system
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d. SecurityFailures Because of the nature of security services, it is not practical to
manage alsecurity failures usingerformance indicatord-ailures of these nature will
have to be dealt with whenever they are detectéfb discourage occurrences of
security failures, contractual tools (e.g. warning letters, payment mechanisms,
disqualification fom contract option extension, or termination) could be applied
Monetary disincentives should alwalys reasonable and proportional with the nature

of the failure and buyers should be mindful that unreasonable pricing may affect
financial positions of mviders and the ability to pay their worker€ontract
termination should apply in cases where persistent failures continues and there is
clearevidence thatthe provideris not capable of delivering contracted outcom#s.

the contract is terminated, a ssonable timeframe should be considered and reasons
for the termination made known to the provider

Example:PerformanceBased Payment Mdel

Buyers should specify the payment model detailing the fregucy of

performance evaluation and minimum score toe battained for the

corresponding payment amount. The paymemount which is to be applied
can vary and should be decided by theyersdepending on the criticality and
impact of security lapses to operatioridroviderscan thenprice in their risk

provisons according.

For examplewhen thebuyersetsa minimum total scoreof 24 per month, the
providerwill receive full payment when minimumscore of24 (i.e.total score

across sixndicators)is achieved for the month

Sample Payment Mdel

Score Monthly Payment
27 (Bonus) 105% Payment
24¢ 26 (Baseline) 100% Payment
10- 23 (Below Average) 95% Payment
<10(Poor or Security Failure) 90% Payment

In this example, when the buyer set an incentive payment of 105% payme
assuming each indicator hamaximum score of four for meeting baseline
expectation and one bonus point when performance exceeds expectatior
Provider will need to exceed performance in three ousiafindicatorsn order
to reach a total score of 27
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Conversely, to discourage poperformance / security failure, loyerscan tier
payment according to the set payment model.

If contract termination in event of repeated poor performance or repeatec
security failure is to be applied, the grounds for termination must be clear
stated Buyers should also alloadequate notice periodand provide clear
transitional plans

In addition to the abovebuyers may wish to include a clause to preserve th
usual rights of parties at law that can be exercised in addition to the contracty
rights.

PricingModel

3.2.1.4Buyerscan choosé¢o adopt aFixed Price Model onriee ReviewModelfor the contract
Although a Ace ReviewModel is more complex, it is useful for longerm contracs
as its allows even sharing of pricing riskich could be unkown atthe point of
contracting It alsoavoids situationsvhere providers are forcethto unsustainable
operations due to external conditionés part of fair contracting terms, buyers may
also include terms that allows reasonable changes in prices Vigers are able to
provide justifications on basis of unforeseeable circumstances (e.g. force majeure
events) that can lead to higher operating costs during the contract period

Pricing Models

() Fixed Pricing Kdel. Contractual rates remain constant thrghout the
contract period; any changes will be subject to mutual agreements V
contract variations.

(i) Price Review Mdel. Baseline rate is established for a defined periog
coupled with established means of reviewing the prices to account f(
external prce changesProvisions for pricing reviews could include one o
more of the following:

i Fixedpercentageprice escalation which can be proposeddsgvideror
defined bybuyer

i Cost adjustment factors using formulas that take into differen
economic indices

1 Obligations to review pricing in event of government policy change
which has cost impact on resources. (e.g. PWM reviews)

i Obligations to ceshare savings in evergrovider is able to receive
technologyor productivity grants or subsidies from governmeiair
contracted operations.
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3.3  Tender Evaluation StageSelecting the Best Provider for the Job

3.3.1 After the tender has closetbuyers slould conduct a¢nder evaluation imnorgansed
manner based on prdetermined quality criteria, weighted against pricing. Beyond
evaluation to select recommended offetsjyersshould also assess the sustainability
of offered prices from the selectetnderer. The table below summarises the steps
which buyers can take to evaluate and select the best provider for the job

Steps Practices

3.3.1.1 Ensure a holistic evaluation a. Cardinal requirements

b. Evaluation prameters

c. Tenderinterviewsandreference cheks
a

3.3.12 Using PriceQuality Method Determine the weightages for Price ai
(PQM) as the evaluation framework Quiality criteria

Set up thescoring system for Price

Set up the scoring system for Quality

d. Aggregating the fScore and €score

© o

Ensure &Holistic Evaluation

3.3.1.1Cardinal requirements and evaluation criteria should be clearly marked out in the
tender documentsin addition to the procurement officers, relevant personnel who
will oversee the providers should be invited to sit in the Tender Evalu@ammittee
(TEC). Communicating the evaluation criteria to the TEC early during the tender stage
will help align their expectations with the outcome of the security contract

a. CardinalRequirements These are requirements specified by the buyersthe
tender instructionswhich are mandatory for providers to fulfil as part of tender
submission. Upon receipt of the tender proposalshe TECshould review
submissions to determine if the proposals have met the cardinal requirements. Any
offers not in compliaceshouldbe deemed invalid and excluded from evaluation
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b. BEvaluation Rrameters Buyers should communicate the evaluation criteria for the
tender in the tender documents tchelp providers better understand the
requirements and propose the operational model and resources that best meet the
security outcomes. The evaluation parameters would also serve as guidelines to
help the TEC score each criterion. Buyers can consideg tisen PriceQuality
Method (PQM) as the evaluation framework

c. Tenderihterviewsand Referenceli@cks Buyers can also arrange interview sessions
with shortlisted providers after the tender has closed. These sessions allow buyers
to better understand thevalue proposition offered by the providers and clarify on
the different proposals submitted. Buyers can also conduct reference checks
through telephone calls / site visits to existing or past clients to assess the quality of
service provided by the proweds.

Using PricQualityMethod (POM) asthe Evaluation mework

3.3.1.2The PriceQuality Method(PQM)is an established evaluation methodology that allows
for fair and balance evaluation of tender proposalfen adopting the PQM in tender
evaluation, buyers should evaluate the submitted proposals using -pgreed
definition on the following:

a. Weightings There are two components in the PQM approadPrice and Quality.

Both components are assigned weightages and overall score computed. The contract
would beawarded to the tenderer with the highest overall score. In evaluating OBCs,
buyers should generally aim towards a 40:60 weightage between Price and Quality.
The weightages may be adjusted according to the needs of the huyers

b. Scoring System forriee. Buyers can work out the FScore to compare the cost
effectiveness of the tender proposals. The formula to use in calculating-Beofe

wouldbe:] 26 Sa0d ¢SYRSNBNI t NBLRaltf 0O02ai k ¢SyR
Weighting (set at 40%Buyersshouldconsider the total cost of contracted services
over the contract period and factor in cost of surge demands by using projections of
usage if necessaryuBershould also further check on the sustainability of the offered
prices. If offered prices are unnaglly low, it can mean thahe tenderermay not be

able to operate sustainability through the contract periéar example, if a3y R S NB NI &
offered prices is only 29,000per monthg KSy (KS o0dz2 SNRA& | 4a

for the proposed manpowergost of technology ad infrastructural buildup, this

could lead to unsustainable operations downstreduyershould undertake further
clarifications withthe tendererand assess if this is an acceptable contracting risk

(0p))
Qx

a
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c. Scoring $stem forQuality. In determning the scoring system for quality, buyers

will need to first determine the qualityelated criteria and distribution points, before
coming up with a rating system for each evaluation criterion. Buyers can adopt the
following steps in determining the sgog system for quality

Steps
Determine
quality-
related
criteria and
distribution
points

Determine

rating system

Description
Quality-related criteria refer to the different components to be
evaluated to ascertain the quality of the submitted proposal
Eachcriterion should ke assigned pointsaccording to their
relative importance. For example, if the focus of the OBC is
leverage technology andimimise manpower reliance, a greate
weightage should be given tpuality of technology solutions.

Quiality Criteria Weightage
Quality of technology solutions (30%)
Quality of proposedecuritysolutions (70%)

Quiality evaluation can include other quality criteria (e.g. traini
systems, human resource (HR) practices, track records, etc.)
TheTEGwill then score each criterion using an agreed rating
system.

For examplethe rating system for both qualityriteria could
be:

Point Description

0 Proposed solutionwill achieve security outcomes which a|
worseoff than current operations.
1 Proposedsoluion will achieve security outcomes similar
current operations.
2 Proposed solution wilachieve better security outcomes in
least 1 area.
3 Proposed solution wikchieve better security outcomes in mo
than 1 area.
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d. Aggregating the Bore and QScore Buyerscan adopt the following stepto

evaluate tender proposals using RI(P40% for Price and 60% for Quality):

Steps
Calculate the
P-Score
Calculate the
Q-Score

Description
Based on thredgender proposals submitted where Tenderer (
has the lowest offered pce, the RScore for the three tender
proposalscan beworked outbelow:

Tenderer A Tenderer B Tenderer C
Price submitted $1,100,000 $900,000 $750,000
Lowest price $750,000 $750,000 $750,000
submitted
Weightage 40% 40% 40%
P-Scoret 0.27 0.33 0.40

Ip{ O2NB T ¢SYRSNBNJ t NRLI2&I

X Price Weighting

w[26Sal

Q-Pointscan be calculated based on the weightage assigned
the quality criteria. An individual @core can be calculated to
compare he quality of the proposals amongst the three
tenderers.

For example, Tenderer A hashaved the highest @oints of
three points and based on Brice: Quality weightage of 40:60,
the Q-Score of the three Tenderers can be derived below.

Tenderer A Tenderer B Tenderer B
Criteria Scoré Q- Scoré Q- Scoré Q-
Pointg Pointg Pointg

Quality of 3 0.9 3 0.9 1 0.3
technology
solutions
(30%)
Quality of 3 2.1 1 0.7 1 1.4
proposed
security
solutions
(70%)
Total 6 3 4 1.6 2 17
Q-Scoré 0.60 0.32 0.34

1 Scores represent actual scoring awarded to Tenderer for that Quality crite
2 Q-points = [Score x Weightings]

3Q-Score = [Tenderer TotaH@int / Highest Total €point amongst
Tenderers] x Quality Weightir(get at 60%)
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Steps
Aggregating
the P-Score &
Q-Score

Description
The total ombined sore calculated based on the price ant
quality assessment of the three proposalan be worked out

0St2d C¢SYRSNBN ! Qa &02NBR
recommended for award.
Tenderer A Tenderer B Tenderer C
P-Score 0.27 0.33 0.40
Q-Score 0.60 0.32 0.34
Total Score 0.87 0.65 0.74
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SECTIOHBIc EXAMPLES

SECTIOMLLIST OF TENDER INSTRUCTIONS FOR SECURITY OBC

This sectiomutlines a list of examples @ender Inguctionsti K1 & OFy 65 F Rl LJASR
tender documents. Buyeshould adapt thexamplesaccording to their unique requirements
whendrafting Tender Instructions

Items to include Examples of Tender Instructions

General <Name of buyer>wishes to engage a security provider (thereaf

instructions 1y26y |4 GUSYRSNBNEOD (2 LINROJA
premises.

All interested tenderers must attend Bender Briefingnd Site Visit or
<Date, Time, Venue>.

Tenderers are requested to dewpl proposals based oasecurity risk
assessment ofbdz@ SN&a aAiSzE aSOdzaNRGe
parameters stated in the tender documents. Each Tender Offer mu
submitted with the following conterst

a. Security Bk | Tenderer mustsubmit an analysis of security risk and operatio
Assessment considerations in relation to the Tender Specifications and site sur\

Note: This is to be submitted in the form of a TVRA table covering T
Description, Probability, Severity Level, Riskel, ControlMeasures
proposed in Tendeand Residual Ridlevel.

b. Operational | Tenderer is required to study the site agdbmit a proposal for the
Model operational modekovering how manpowerprocesses, infrastructurs
and technology will be integrated to me#te security outcomes

Tenderer should explain why the proposed model is adequate in rel
to the observations made in Security Risk Assessment and the se
outcomes definedTenderer should also highlight proposals are abls
achieve security outimes that are beyond the ones defined in Tend

If technology solutions are suggested, tenderers should provide
committed availability levels and explain the Business Continuality |
when software or equipment fails.
c. Resource Tenderer shallsubmit a resource plan covering theecessary anc
Man appropriate resources (equipment, manpower, tools) to perform
required services and enhance productivity and service performan
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Items to include

Examples of Tender Instructions

Tenderer must submit a resource pldrsting out the optimum
manpower structure, equipment and technologies that will
committed to the operations. Detailsiust beprovided to explain why
the proposed resources are adequate to support the services.

Transition/
Implementation
Pan

Tenderer is tosubmit a transition plan illustrating how services an
technology will be implemented during transitiofhe pan shall includg
cleartimelineand milestone okey activitiesvhentaking over. Tendere
should specify additional time required fonplementation and testing
of technology, equipment, processes or infrastructurdaring the
transition, together withwhat the tenderer will be provisioned to d
during the interim period.

d. Price
Shedule

Price Schedule

Tenderer is taubmitcomprehensive rates the format providedn the
following tables. The monthly rate quoted shoulohclude proposed
manpower, process reviews, trials, infrastructural changes and us
technology during the contract period.

Contract Firm Period Optional Period
Period Year 1 Year 2 Year 3 Yeard Year 5
Monthly | Tenderer to| Tenderer to| Tenderer to Upon Upon
rate propose propose propose review review
Annual Tenderer to| Tenderer to| Tenderer to Upon Upon
cost propose propose propose review review

IYear 4 and 5 rates are to be established onr'8d@msed on average dbtal Wage
change (%from Year 1 and 2 reported in Report on Wages in Singapore publ
by the Manpower Research and Statistics Department, Ministry of Manpo
Republic of Singapor&ee example below:

If Year 1 = 1.5% and Ye&a= 5%, the average Total Wage Change (%) = 3.25¢

If Year 3 rates = S$10,000/mth
Year 4 rates would be (10,000 x 1.0325 = S$10,325/mth)
Year 5 rates would be (10,325 x 1.0325 = S$10,660/mth)

If Year 1 = 1.5% and Year 2%, the average Total Wageddige (%) =0.25%
If Year 3 rates = S$10,000/mth
As the % is negative, Year 4 and Year 5 rates wemidin asS$10,000/mth
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Items to include

Examples of Tender Instructions

? b2iSsY
L 6F dz&SSENIES O @ dzNEB Sicl A Yo iR S Y beoyf RirinFi2:NJ
O 20yl N3 O i KIEIS/NRSNBINI 18 K-2hdzt fRS ra2d¥0 Y
T2 NI -&dzO0 Kot @SINBBAOS&rindiK FoliracYi&d 06 8

pudze& SINE ol NE 10 Sy102 dzNE 3SRits h2nevd v
LINB P& RSN o2t SNNG Yyi2yH SikNg BB § o LI
NBE O 2 3y Ar&S of ieKiS ofnS i3t Kedler2:F0 (KeSaN
Kyl Soyfiiioy Gr2er Swibdtr2i @ dzy RSNJ ySg O

Schedule of Rates féd-hoc Security &vices

Tenderer is tesubmitpricesin the Schedulef Rates for adhoc service
manpower and lease of security equipment that might be reques
during the contractual peod. Any review of contractual demands whi
require reviews of manpower or services to take reference to r:
established here.

Per deployment (S$) ‘ Per deployment (S$
SIN Services Year 1 Year 2 Year 3 Year 4 Year 5
1 SSO (12hrs) To To To Upon Upon
propose | propose | propose | review review
2 SO (12hrs) To To To Upon Upon
propose | propose | propose | review review
3 Supply of To To To To To

Queuepoles | propose | propose | propose | propose | propose
(per set of 10
for 24hrs)
4 Supply of To To To To To
vehicle propose | propose | propose | propose | propose
barricades
(per se of 5
for 24 hrs)
5 Supply of X To To To To To
ray machine | propose | propose | propose | propose | propose
(Per set for
24hrs)

Ratesbased on ability to supply surgkemand within notice period 0
three working da.
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Items to include

Examples of Tender Instructions

e. Grading and
Accreditation

Tenderer mustattain minimal Grade A/B/C* in the latest Securi
Agency Grading Exercise (SAGBuyerto select the required grad
under the contract.

Tenderer must submihe required documentary proof of thegrading
for the past two years.

f. Company
profile and
experience

FinancialStatements, Registration ouBiness
Tenderer must submit the following documents in the tende
submission:

a. Copy of its audited financial statements for the past three year

b. Original copy of the information on the latest business profile
the registry of Companies and Business (Singapore)

TrackRecord and Expertise

c. Testimonialsand project references of relevant past experieng
and expertise attained in relation to securdytcomes listed in the
tender (if available)This can includeeviews frompast customers
and additional information orthe scale of operations and th
relevancy of each experiendeeference checks may be conducts

d. Training and competency assessmelans that are established t
manage competency of all staff. This should be supporteg
evidence of training course attendance or related documents.

HR plansand company policies to sustain working conditions t
promote worklife balance and measures ensure officers do no
exceed mandated working hours.

g. Evaluation
Criteria

Cardinal Criteria

Tenderer must comply with all the requirements and docum
submissions listed in the Tender Instruction8ny Tender Offerthat
does not comply with any ofhe requirements listed below shall
disqualified from further evaluation.

a. Attendance afTender Briefingind Site Visjt

b. Complete submission of documents lisiedhe Tender Instructions
and

c. Complee submission of Price Schedule
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Items to include

Examples of Tender Instructions

Evaluation Criteria
All Tender Offers shall be evaluated using the PQoalty Method

(PQM).

Price evaluation will be performed using the lowest price submitte
comparison across all Tender offers.

Quality evaluation will be perfornteusing the following criteria ¢lied
in order of decreasing importance)

a. Quality of proposed security solutiorg ability to achieve highe
levels of security outcomes.

b. Quality of technologysolutions¢ maturity of technology solution
and measures made to prepare for deployment of teclogy solutiong

c. Track recordg; relevance of past experience, expertise in dea
with security operations

d. HR andtraining competency policies ¢ SY RSNBE N & (
create sustainable and conducive working environmentit®officers.

h. Clarificatons

There will be a tender briefgand site visit twoveeks after the releasq
of the TenderAll interested partiesnust attend the tender briefing an
site visit.

After tender closurethe buyer may require theéenderers to conduct ¢
brief on their poposal to theTEC Details of these sessions shall
finalised after tender closure.

For clarifications of tender requirements arghistrationfor the tender
briefing andsite visis, please contact the following personnel

Name Email address Contact M.
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SECTION2 SAMPLE SCOPE OF WORK FOR SECURITY OBC
Thissectionoutlines a list of sampl&cope oWorkti K & OlF'y 6S | RFLIWISR Ay (2 copezef Soifér evard sitdi€S NJ R 2 (
unique, the buyer should customigbe exampledvased oranassessment ats securityrequirements

Items to include Examples of Tender Instructions
1. Definitions CKAAa aSOGA2y O2yidlAya (GKS &a02LJS 2F ¢2NJ] F2N LNP
by <0 dz& S NI>ZheNB YT SNJ {y26y |4 a{ SNBAOS . dz2 SNE o

¢KS a4dz00SaaftdAZ GSYRSNBNI A& (y2s6y Fa GKS a/ 2y iN
t NEBYAaSa gKAOK &aSOdzNAGE aSNBAOSA I NB (i NBOYS aNeRiE|
2. Contract iration Thecontract for the provision ofervicesshall be scheduled forfam period of three years witbption period of
two years.

Schedule of rates established to be valid duringftira period and any extended period.
3. Area of ©@verage TheContracted Premises consist of one block of-&tareyoffice building and a basement carpark (50 lots). |
total floor area of the Contracted Premise is approximately 10,000rere are four lifts serving the six lev
(including basement carpark).

There are three entrances / exits into the building pises (main building entrance at Level 1 lobby, side
that leads into the fenced perimeter of the premises and vehicle entrance to the carpark).

The main lobby at Level 1 is where visitors register and exchange for visitor passes. The vehimfiepdiapis
located outside the main lobby at Level 1. Entrance via the side gate is limited to staff access using staf
verification. Vehicle access to carpark is limited to authorised staff and registered visitor vehicles.
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Items to include

Examples of Tender Instructions

4. Operational hours

The operational hours for the different areas of coverage is as follow:

SIN

Coverage Areas

Operating Reriods

Remarks

Buildingperimeter,
stairwellsand building
floor lobbies

24hrs (all days)

CCTVs are installed in building premises, images pippé&d
to Security Post at main entrance.

Internal Main visitor entrancel.evel 1 lift lobby, @lding
floor lobbies Stairwell entrance at Level 1.

External perimeter:Entrance of access ramp to vehic
entrance Car park gantry

Stairwell entrance doois a single access door thean only
be opened from stairweBide.

Main buildingentrance

24hrs (all days)

Separate processing channels $taff and visitor entry.

Peakperiod for entry: Weekdays excludiqpyblic holidays
(080G:0930hrs, 163a.800hrs)

Peak visitor volume: 10@ersonsper hour

Normal office hours visitor volume: not exceeding
personsper hour

Sidegate

Weekdays (0700
1900hrs) excluding
public holidays

Only accessible by staff using staff pass as verificafig
singk access turnde is installed at the entrance.

Vehicle etranceand
access to carpark

24hrs (all days)

Only accessible by authorised staff aredjistered visitor
vehicles. Not more thaBOvisitor vehicles/dayluring dfice
hours.
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Items to include

Examples of Tender Instructions

An electronic gantry system witintercoms is installed
gantry can be controlled fromSecurity Post at mai

entrance.
5 | Vehide drop-off point Weekdays (0700 This § a public access area thattasbe blocked outside o
1900hrs) less publi| operating periods
holidays
6 | Building Fire @nmand | 24hrs (all days) Located inside Security Post at main entrance.

Centre
9 Office hours is defined as weekdays excluding public holidays-8@Thrs)
91 Silent hours operation is defined as 1900Q1&700hrs (next day), weekends and public holidays.

5. Security outcomes

Thesecurity outcomes to be delivered by t®ntractoris as follow

a. Access contrdlpersons)
1 Only staff and registered visitors/contract@eeto be giveraccesso office levels (Level 2 and beyon

1 Onlystaff with access pasallowed to access the perimeter through sidate during its operating
hours.

b. Access control @hicles)
1 Onlyauthorisedand registeredrehicles are to be allowed access into the basement carpark.

C. Visitor management
1 Keyvisitor details entry/exit records are to be recorded and made available{ffo6 NJA OS . d
at any time
1 Allvisitors shall be givenisitor identification(device/pass/labeland made to dorthe identification
means which identifies them to the building
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Items to include

Examples of Tender Instructions

d.

e.

Infrastructural protecton.

1 Project and maintain security presence as a form of deterrence.

1 Ensure security and safety of persons in the Contract Premises

1 Todetect, record and report potential security incidents in the Contracted Premlsssof security
incidents include:
0 Intrusion and breakn to premises and office floors

Presence of suspicious persons loitering within the premises

Theft

Fire

Unattended equipment and items within premises

Conduct of illegal activities

Incident reports made by staff.

1 All security incidentso be recorded and made available for reference at any timegent reports to
al @S a NBO2NR | YR SYI A {claRe (iC¥ter fefoNdAre @&ed. dzé S

1 Ability to respond up to two concurrent incidentsthin 5 minutesduring office hours and one incider
during within15 minutes during silent hourslncidents to baeported to Police if required

O OO0 O0OO0Oo

Contingency response
1 Duringemergencie®r drills (e.g.fire incident evacuation}o correctly execute contingency respon
dutiesas directed byestablished SOPs
1 Assist in conduct of drills or participation in exercises when requested.

6. Other services

In addition to security services, Contractor shall perform the following:
a.

Manage the administration of theremisestaff access sysin
1 Registration of new staff
1 Issuance of staff pass tew staff
f 58a0GNH200A2Y 2F a0l FF LI &aa NBIGdzNYySR o6& {SI
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Items to include

Examples of Tender Instructions

b. Operate the vehicle carpark gantry system
1 Handle anctorrectly respond to intercom requests
1 Manually override the systenh system is faulty

c. Monitor and report security systerfnon-Contractor Furnished Equipmerd) infra failureto ServiceBuyerQ

security IC
d. Operate the Fire Command Centre on premises.

e. Traffic control at dropoff point.
1 Toensure smooth and unobstructagse ofvehicle dropoff point during office hours.

Any nonlisted services requestdaeyondthe scope of the current contract wittorresponding cost adjustmen
(if required) as a result of additional resourcesquired will be mutually agreedbefore canmencement of]

services

? baid sy

according to their requirements.

The abovesservices :may:inotrapply 1o @ipes of ssecurity: contracts: Buyecan adopt:thecexamples
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Items to include

Examples of Tender Instructions

7. Supply and
Management of
Contractor Furnished
Equipment (CFE)

CFE includes any itdavare
which is proposed by
Contractor for the fulfilment of
the contractual requirements.
(For example: Handheld metal
detectors, CCTVs etc).

Contractor shall ear all costs in relation tmstallation, operational usenaintenance management and remeay
of CFE supplied under this contra8ervice Buyeshall not be responsible for any loss or damages to
/ 2y (i NleqipraeNtldgld inthd SNIIA OS . dz28 SNDa LINBYAaSa

? b2i Sy
Buyersmay alsowanttorinclude clauses:that-allowsthem to buy over CEizslgrdby:the Contractortat
end of thecontract:period at depreciated cosBuyerswvho wishes to,undertake thisishould bermindful of
technology cobsolescencey cost of:maintainingnaging iequipment ;and: availability .of-service: provider
upkeepithe-equipmenthereafter.

8. AdditionalObligations

Note: The above obligations
may not apply to all types of
security contracts. SBs can
adopt the examples according
to their requirements.

Contractor is to fulfil the following obligations as part of the secws#@gvices provided under the contract:

a. Trainingand competency demands.
1 Contractorshall ensure alecurity dficers deployed has relevant WSQ qualifications for them to ope
effectively in their deployment location€ontractoris to ensure competencvia conduct of refresher @
recurrent training which will be done &t 2 y' (1 NJlcdStiCaniaR@rshall have a system which tracks t
qualification and training status aiffficers deployed. Such informatianust bemade available for aud
by the Servce Buyer upon request
9 Officers deployed must be conversant in English.
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Items to include

Examples of Tender Instructions

b. Code of conductSecurityofficers deployed are to abide by the following Code of CondBetvice Buye
reservegshe rights to relieveofficers from duty if there is any infrgement of these requirements. In such cas
it is the/ 2 y i NJreSpbrsibillyito seek replacements at no additional cost to$leevice Buyefailing which
the Service Buyewill have the right to recover the cost for the relieve officers includimg@ost in relation to the
infringement

1 While on duty, to be in official attire with identifications pass#sbadges. Passew badges to beat
ContractoQd O2 Y LJ offiéerQil YXER ( 2 INI LIKoffte. R y I YS 2F (KS§

1 To remain alert and vigilantfficers are not to be found sleeping while on duty

1 Remain professional in dealing with persons they come in contact with during their duties.

1 Alertthe Service Buyesf any law and order, security incidents without delay

c. Safety and liabilityContractorshallat all times observe and comply with all applicable laws and regulat|
in particular those relating to safety, and shall bear all costs and expenses connected with the compliance
laws and regulationsContractorshall take all reasonable safepyecautions to mitigate risk when deliverir
services. Such precautions include providing and ensuring the use of protective personal equipment
appropriate. Contractor shall effect and maintain adequate policies of insurance in respect of Worky
/| 2YLISyalGA2yk9OYLI 28SNNRA [AlFoAfAdGe YR tdzofAO [ 1

d. Conductof Audit. Contractor shall commit to the regular conduct of audits and inspections at Contr
Premises. A monthly audit schedule will be established together 3gtivice Buyeand Contactor shall ensurg
that activities are carried out in accordance to schedule and in the preser@eroice Buy&@ & NI LINE 3
no additional cost t&ervice Buyer
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Items to include

Examples of Tender Instructions

e. Personal data protectiarContractor to ensure compliance with the Data Protecticovi3ions of the Persong

Data Protection Act (PDPA) in relation to the personal data collected, used or disclosed as part of co
services. For example:

T

Contractors can also refer to the below PDPC resources (foumduwnpdpc.gov.spfor more information wher
developing and implementing operatis involving the collection of personal data:

1
1
l

Ensure individuals are notified and consent is obtained for the purposes of the collectiar,diselosure
of their personal data, including NRIC number (unless the collection, use or disclosure is require
any law or an exception under the PDPA applies).

Ensure reasonable security arrangements to protect the personal data in its poss@ssiater its control
to prevent any unauthorised access, collection, use, disclosure or similar risks. Given the risks and
AYLI OG 2F Fyeé dzyl dziK2NA&ASR dzaS 2NJ RA&aOf 2adz
number, ensure a highlidevel of security to protect the NRIC numbers (or copies of NRIC) in its poss
or under its control. Contractor may wish to consider collecting partial NRIC numbers (i.e. up to last
and checksum) in place of the full NRIC number, and tgidenemploying technological solutions, sy
as scanning of physical NRICs to capture the NRIC number and store the data in a secure manne
CrOAtAGIGS Fyeg NBljdzSada F2NJ I O00Saa G2 AYRAODA
data has been used or disclosed in the past year, unless they fall under one of the prohibitions tg
or an exception under the PDPA applies.
Cease retention of the personal data, or remove means by which personal data can be associal
particularindividuals, when no longer necessary for any business or legal purpose.

Guide to securing personal data in electronic medium
Guide to managing data breaches.
Guide to disposal of personal data on physical medium
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Items to include

Examples of Tender Instructions

1 Advisory Guidelines on Photography, Video and Audio Recordings

9. Performance
managementnd
Payment

Performance evaluation matrix

Contractual performance shall be measured through the performance matrix at SeeBonhich dictate the
acceptable service levels for different security outcomes, as well as correspondmtglynpayment schedule

Contractor shall tabulate the monthly performance fer8ceBuyerQ a

Service Failures

ServiceFailures are defined as:

GSNAFAOFGAZ2Y (2.

Security Failures

Indicator

a. Unregistered visitors given access dffice
levels

9 >15incidences o¥isitorsfound not registeredin visitor records

b. Failure to detet, record, reportand prevent
incidents resulting in injury to personsloss /
damage of property

1 Any security incident resulting injury to personsloss /damage
of propertyas result of service lapses

c. Failure to keep proper records

1 >25 detectedncomplete or missingecords (e.gincident reports,
visitor records)

d. Failure to perform according to SOP leadi
to security or safety lapse

9 >8 incidences dhcident response that exceeds
0 5 minutes(office hours)
0 15 minutes(silent hours)

e. Failure to maintain adequate and security
presence

1 <60% of days with no deployment shortfall
Measured as followgnumber of dayswith no deployment
shortfalls/total number ¢ operational days) x 100%
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Items to include

Examples of Tender Instructions

Incentive sharing

Contractorshall commit to an incentive sharing arrangement where Incentiveequallyshared between the
Contractorand itsofficers operating on the Contracted PremiS§ervice Buyeshall have the rilgts to interview
Contracto & 2 ®r¥evienSinkkce informatioto verify compliance.

? bei Sy
Thereis no:specific: redaf-thumb amount for iincentive: sharing: Buyetan chooese torinclude  the:clause
based-on theirrequirements.

Performance reviewneetings

For the purpose of reviewing contract performance and operational demands, revieatings shall be
conductedwhenrequested by the Service Buydihe review meetings shall be heldtla¢ Contracted Premises
Each party shall bear its own cosisd expenses in respect of the review meetings.

Termination due to poor performance

Service Buyer has the rights to issue warning letters or to terminate contract if there is persisten
performance resulting in three consecutive months of Servidefeatonditions being recorded. If termination
exercised under this condition, Contractor shall be issued witiirgmalthree-month notice.
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Items to include

Examples of Tender Instructions

Productivity Enhancement Framework.

Contractor shall continue to review possibilities of enhancing proivity or security outcomes during th
contract period and submit proposals which can lead to tangible enhancemergswic&Buyerfor consideration.
If Service Buyer decides to implement any proposal, it shall initiate discussions WWitimtractor on the
implementation and finance details. Nett cost savings achieved as part of proposal implementation shall be
between ®rviceBuyerand Contractor

? b2 Sy
There isno specific: rilef-thumb amountito-achieveas it varies depending:on the naturtheproposal
The amount.of cost:savings:shared should/be determined after-discussions-with Trenderer.

10. Obligation for
contract reviews

Periodic reviews

Service Buyemeserves the rights to perform periodic reviews of contracted sdapkeast once @r contract year)
Such reviews will be performed together with t@entractor Changes to be executed through contract variati
and reasonable lead time shall be giverGontractorfor any transition.

In the event wherainforeseen circumstances.@.changes or introduction of new government policiaffecting

resourcing and cost of services are introduced, it shaltwetractoQd NB A LRy aA oAt AG& 0

or operational deployment changes fqr S NI A O S reviewz&P®phEris fochanges in pricing must
substantiated with facts which are to be acceptedSgrvice Buydnefore any contractual changes takes place
Service Buyeand Contractor areunable to reach consensus on the price review amount, the matter shou
brought to arbitrationor mediation. In the event where no consensus can be reacGediractorhasthe option
to exercise Terminatiom accordance with the mutually agreed termination pekio
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Items to include Examples of Tender Instructions

Surges and @htingencies

Contractorshall be obligated to supposurge and contingency operations demands defined bySthevice Buyer
Such demands which may not be part of original contractual terms is to be developed between during the
period. Additional resources required and its related charges if acdepte the Service Buyersshall be
incorporated as part of this Contract via contract variation

In addition to clases seen above, buyetan consider incorporating fair contracting terms in the following areas:

() Fees for late paymentin event of late pyments not due to default b€ontractor Service Buyeto allow Contractorto claim pre
rated late payment fees based on established business loan rates (e.g. 10.8% per annum)

(i) Termination To allow both parties to terminate contragt accordance wh mutually agreed notice periods. Parties may take intc
consideration that either party may require longer notice pedatlie to internal processed deemed necessary to mitigate risk,
Service Buyers may also consider defining conditions where rights ahegian can be exercisefor both parties

(iii) Price review and cgharing of saving/ariations for this could consider:
1 Fixed % price escalation whican be proposed by Contractor or defined by Service Buyer

1 Cost adjustment factors using formulas that tak different economic indices

1 Obligations to review pricing in event of government policy changes which has cost impact on resources. (e.g.: PWM revie

1 Obligationgo co-share savings in event Contractsrable to receive technology/productivity gnta or subsidies from government
for contracted operations.

(iv) Dispute resolution Service Buyamay wish to consider including mediation beforems of dispute resolutions. Buyarsayconsider
specifyinghe Small Claims Tribunals as a means of settlisigutes for claims below $20,000.
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