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TENDER INTELLIGENCE
Illustrative Opportunity Assessment Report

Planned Roofing Renewal Programme — North 
Manchester Housing Estates

Prepared for Northfield Roofing & Building Ltd (fictional)

Report ID PTI-EXAMPLE-001

Report date 31 August 2026

Prepared by Pavilion (Stockport) Ltd

SHOWCASE REPORT — ALL CLIENT, BUYER, TENDER AND EVIDENCE DATA IS ENTIRELY 
FICTIONAL.

ILLUSTRATIVE EXAMPLE — FICTIONAL DATA
This public showcase demonstrates the type and depth of Pavilion Tender Intelligence analysis. No 
organisation, tender, value, requirement or finding in this report relates to a real procurement.



ILLUSTRATIVE EXAMPLE — FICTIONAL DATA

Copyright (c) Pavilion (Stockport) Ltd 2026   |   Tender Intelligence   |   Page 2 of 10
Demonstration only — all organisations, project details, requirements and findings in this report are fictional.

1. Executive assessment

A concise decision view showing why this opportunity deserves attention, what has been checked, and what 
still matters before a bid decision.

RECOMMENDATION TENDER FIT STRATEGIC FIT EVIDENCE

STRONG MATCH — 
REVIEW FOR BID

89/100 HIGH
Opportunity: HIGH

Client: HIGH

Pavilion recommendation — The opportunity is a strong match for the client’s core roofing activity, 
preferred North West geography and target contract value. Gate 1 and Gate 2 both PASS on the fictional 
evidence supplied. The main reasons for caution are the quality-heavy evaluation, resident-liaison 
burden and a liquidated-damages provision that falls within the client’s “Flag for Review” tolerance 
rather than an Absolute Exclusion. Pavilion recommends a formal bid / no-bid meeting after confirming 
bid-resource availability and pricing strategy.

Strong matches

Core work match
Planned pitched-roof renewal is a core service and 
closely matches recent reference projects.

Commercial scale
£1.85m estimated value sits within the client’s 
preferred £500k–£2.5m range.

Buyer and environment
Housing-association work and occupied residential 
delivery are both high-priority / evidenced capabilities.

Reasons not to bid / points of caution

Quality weighting
Award is 60% quality / 40% price. The client must 
invest in a strong methodology, resident-liaison and 
mobilisation response.

Liquidated damages
£1,000 per week is not an Absolute Exclusion in the 
client profile but requires commercial review before 
approval.

Programme intensity
Approx. 220 occupied homes over 24 months creates 
access, sequencing and resident-coordination pressure.

2. Opportunity snapshot

Contracting authority Northborough Housing Partnership (fictional)

Tender title
Planned Roofing Renewal Programme — North 
Manchester Housing Estates

Notice / reference NHP-RFQ-2026-041 (fictional)

Procurement stage Open tender — tender pack reviewed
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Estimated value £1,850,000 excluding VAT

Contract duration 24 months; anticipated start 1 November 2026

Delivery location North Manchester — four occupied housing estates

Tender deadline 25 September 2026, 12:00

Clarification deadline 16 September 2026, 17:00

Procurement route Open procedure

SME suitability Yes — explicitly stated

Primary source
Fictional procurement notice + tender pack for 
demonstration only
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3. Two-stage qualification

Gate 1 asks whether the opportunity deserves the client’s attention. Gate 2 asks whether, after reviewing sufficient 
tender documentation, the client should commit meaningful estimating and bid resource. A numerical score never 
overrides a confirmed hard failure.

Qualification check Tender requirement Client evidence Result

Gate 1 — headline scope
Planned roof renewals to 
occupied social-housing 
stock

Roofing = Core; occupied 
residential = Yes

PASS

Gate 1 — geography / 
value

North Manchester; £1.85m
North West = Primary; 
preferred £500k–£2.5m

PASS

SSIP / competence
Current SSIP-equivalent 
accreditation required

Certificate verified in 
fictional evidence pack

PASS

Insurance
£10m PL; £10m EL; £2m PI 
where design applies

Verified fictional 
certificates meet / exceed 
limits

PASS

Relevant experience
3 comparable occupied-
housing roofing projects in 
last 5 years

3 fictional references 
verified; values £0.95m–
£1.70m

PASS

Principal Contractor
Bidder to act as Principal 
Contractor under CDM

Capability and recent 
experience verified

PASS

Design responsibility
Limited contractor-
designed temporary works 
/ details only

Client accepts limited 
design responsibility 
subject to scope

PASS

Resident liaison
Named resident-liaison 
process required

Client evidence shows 
dedicated RLO capability

PASS

Commercial exclusions
No bond/PCG/TUPE; LADs 
£1,000/week

No Absolute Exclusion 
triggered; LADs = Flag for 
Review

PASS

Gate 2 — overall

Mandatory requirements 
and client exclusions 
checked against tender 
pack

No blocking issue 
identified

PASS

Qualification conclusion — GATE 1 — PASS: strong published match with no known hard barrier. GATE 2 
— PASS: the fictional tender pack and fictional client evidence have been checked against mandatory 
requirements and Absolute Exclusions; no blocking issue is identified. Proceed to formal bid review.

4. Tender Fit assessment

Tender Fit measures commercial and operational suitability against the agreed client profile. It is not a probability 
of winning.
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Assessment category Score Pavilion assessment

Scope / capability match 24/25
Direct match with core planned-
roofing capability; small associated 
works remain ancillary.

Geographic fit 10/10
North Manchester is within the 
client’s Primary North West 
geography.

Contract value / capacity 14/15
£1.85m fits preferred range; 
programme requires controlled 
resource planning.

Relevant experience 13/15
Three strong comparable 
references; one is slightly smaller 
than the current programme.

Eligibility / procurement fit 10/10

Mandatory accreditations, 
insurance, PC role and references 
verified in the fictional evidence 
pack.

Timing / bidability 8/10
25-day tender period is workable 
but quality response requires early 
mobilisation.

Commercial attractiveness 6/10
LADs and 3% retention are 
acceptable only after review; 
quality burden is significant.

Strategic fit 4/5
Strong housing-sector alignment 
and potential repeat relationship 
value.

Tender Fit score — TOTAL: 89/100   |   Strong commercial fit. Score supports a bid review but does not 
override the specific commercial and bid-resource cautions identified below.

5. Detailed client fit

Scope and capability

Planned renewal of pitched and low-slope roofing, 
rainwater goods and associated making-good. Roofing 
is a core client activity and the ancillary content is 
within normal delivery capability.

Geography
All estates are within the client’s Primary North West 
operating area; no exceptional travel or mobilisation 
issue is identified.

Contract value and capacity £1.85m sits comfortably inside the preferred range. 
The 24-month programme is manageable, but multiple 
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live sites mean resource sequencing should be checked 
before bid commitment.

Buyer / sector fit
Housing association / social housing is a High-priority 
sector. Occupied residential delivery is an evidenced 
specialist capability.

Track record
Three fictional references demonstrate comparable 
planned roofing to occupied housing stock, including 
one Principal Contractor project at £1.70m.

Commercial appetite

3% retention and £1,000/week LADs are flagged for 
review but are not Absolute Exclusions. No 
performance bond, PCG, collateral warranty, novation 
or TUPE requirement is identified in the fictional pack.

Current strategic fit

High: the programme aligns with core roofing work, 
target buyer type, preferred geography and desired 
contract scale, with potential relationship value 
beyond the immediate contract.
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6. Reasons to pursue and reasons not to bid

Reasons to pursue

Core scope
The principal work package is planned roofing 
renewal — the client’s strongest stated work type.

Good evidence position
Comparable references, SSIP status, insurance and 
occupied-residential capability are already evidenced 
in the fictional client passport.

Commercially sensible scale
The value and duration are large enough to matter but 
remain within preferred parameters.

Strategic buyer fit
A successful housing-association programme could 
support repeat planned-maintenance opportunities.

Reasons not to bid

Quality burden
60% quality weighting means a weak written 
submission could outweigh a competitive price. Bid 
resource must be available.

LAD exposure
£1,000/week LADs are commercially acceptable only 
after director review under the client profile.

Occupied-site complexity
Resident access, missed appointments and sequencing 
across four estates create delivery risk not visible from 
the headline notice alone.

Margin discipline
Do not let the strategic fit justify aggressive pricing; 
preliminaries and resident-liaison costs need explicit 
allowance.

7. Evidence confidence, what the notice does not tell you & open questions

Opportunity Evidence Confidence
HIGH — fictional notice, specification, pricing schedule 
and contract particulars have all been reviewed.

Client Evidence Confidence
HIGH — fictional certificates and project evidence are 
assumed verified solely for this public demonstration.

What the tender notice does not tell you

The headline notice does not show the 60% quality 
weighting, 3% retention, £1,000/week LADs, resident-
liaison obligations, sequencing constraints or the detail 
of the comparable-project requirement. These emerge 
only from the tender pack.

What remains unknown
Final subcontract strategy, current estimator 
availability, supplier pricing and the client’s live 
workload at the intended start date.
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Questions for the client
Confirm bid-team capacity; approve LAD/retention 
position; confirm named resident-liaison lead; confirm 
minimum target margin.

Questions for the buyer
Clarify whether roof areas may be handed over in 
phases and whether resident no-access delays receive 
programme relief.

8. Recommended next action

Immediate recommendation — STRONG MATCH — REVIEW FOR BID. Convene a bid / no-bid meeting 
within three working days. Proceed only if bid-resource capacity, target margin, LAD/retention 
tolerance and resident-liaison resource are confirmed.

Action checklist

Confirm estimator and bid-writer capacity Commercial Director — within 2 working days

Approve LAD / retention risk position Director — before bid launch

Confirm delivery lead + resident liaison resource Operations — before methodology drafting

Formal bid / no-bid decision
Within 3 working days or before clarification deadline, 
whichever is earlier
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9. Source trail

Illustrative sources below are fictional but show the evidence trail Pavilion would retain in a live assessment.

# Source Type Date checked What it supports

1

Northborough 
Housing Partnership 
— Contract Notice 
NHP-RFQ-2026-041

Primary (fictional) 31/08/2026
Scope, value, 
geography, deadline, 
SME suitability

2 Invitation to Tender Primary (fictional) 31/08/2026

Evaluation model, 
submission 
requirements, 
timetable

3 Works Specification Primary (fictional) 31/08/2026

Roofing scope, 
occupied-site 
obligations, 
programme 
constraints

4 Contract Particulars Primary (fictional) 31/08/2026
Retention, LADs, 
insurance, contract 
conditions

5

Selection 
Questionnaire / 
Conditions of 
Participation

Primary (fictional) 31/08/2026
SSIP, reference and 
Principal Contractor 
requirements

6
Northfield Roofing & 
Building — Tender 
Profile v1.0

Client (fictional) 31/08/2026

Work appetite, 
geography, value 
range, commercial 
tolerances

7
Northfield Capability 
& Evidence Passport

Client (fictional) 31/08/2026

Accreditations, 
insurance, 
experience, resident-
liaison evidence

8
Pavilion Tender 
Intelligence 
Methodology v1.1

Internal method 31/08/2026
Gate logic, scoring, 
confidence and 
adversarial review

10. Client decision and feedback

Completed after delivery where the client provides a bid / no-bid decision and, later, an outcome. This creates the 
learning loop for future assessments.

Client decision Illustrative example — not completed

Decision date —
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Reason —

Outcome —

Outcome notes
In a live engagement Pavilion can record Bid / No Bid / 
Won / Lost / Withdrawn feedback to improve future 
qualification.

Profile review needed? No change demonstrated in this example.

11. Important notes and professional status

This illustrative report is commercial decision-support material. In live work, procurement information may be 
incomplete, amended or superseded after the report date; Pavilion therefore records the source and date of 
material relied upon.

The Tender Fit score measures how closely an opportunity appears to match the client’s agreed Tender Profile. It 
is not a prediction of contract award or a probability of winning.

Clients remain responsible for deciding whether to participate in a procurement process or submit a tender and 
should review the complete procurement documents before doing so.

Pavilion (Stockport) Ltd is not a firm of solicitors and does not provide reserved legal services. Where specialist 
legal advice or representation is required, appropriate professional advice should be obtained.
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