
 

 
  
 
  

WORKING WITH THE                      
SOUTH AUSTRALIAN GOVERNMENT  
Government tenders 
 

The SA Government Procurement Framework (the 
Framework) instructs South Australian public 
authorities how to buy goods, services and 
construction projects.  

Every procurement begins with an agency 
establishing a clear understanding of the need that 
requires addressing, the views of stakeholders, and 
the associated risks and opportunities. The process 
continues through procurement planning, sourcing, 
contract execution and contract management.  

BEFORE PROCUREMENT PLANNING 
BEGINS 

The procurement business case 

Before deciding that a procurement is the right 
response to a problem or opportunity, agencies 
engage with stakeholders to gain a thorough 
understanding of the nature of the issue and the 
perspectives of individuals, communities, 
organisations and public authorities impacted by it.  

Suppliers can view procurements that agencies are 
considering in the following 2 year (goods and 
services) or 3 year (construction projects) periods on 
the Forward Procurement Plan.  

PROCUREMENT PLANNING 

Identifying the need 

Agencies should describe procurement needs in 
market approach documentation as outcomes 
rather than solutions.  

For example: ‘we need to transport an average of 20 
children to and from school 5 days a week’ not ‘ we 
need a bus with 20 seats’. 

Suppliers should use this as an opportunity to 
consider how they are able to address the agency’s 
problem or opportunity rather than simply provide 
defined goods or services. 

Understanding the market of options 

Agencies undertake significant planning and analysis 
to design procurement specifications that reflect 
realistic potential solutions within reasonable market 
capability, capacity and value. Following the 
requirements of the Framework agencies decide on 
a market approach strategy, an offer evaluation 
strategy and a contract management plan before 
releasing the opportunity to market. 

SOURCING 

Market approach documentation 

Most procurement opportunities take the form of one 
of the following: 

• Request for quote (RFQ) 

• Expression of interest (EOI) 

• Invitation to supply (EOI) 

Procurements valued above $550,000 (GST 
inclusive) also include an Industry Participation Plan 
(IPP) template. 

Suppliers should read all market approach 
documentation carefully and respond according to 
the instructions provided. 

Offer evaluation 

Agencies evaluate suppliers offers against 3 types of 
criteria: 

• mandatory criteria (pass/fail) 

• weighted criteria (mandatory or optional) 

• non-weighted criteria (optional only). 

Weighted criteria include price (considered as a 
value for money calculation) and IPP (if applicable). 

The evaluation criteria and plan are described in 
market approach documentation to help suppliers 
maximise the quality of their offer. 

Negotiations may be undertaken as part of offer 
evaluation.  

Contract execution 

Once a preferred supplier has been selected and 
approved, and an agreement negotiated, a contract 
will be executed. Supplier de-briefs are available to 
all unsuccessful suppliers. 

CONTRACT MANAGEMENT 

Agencies often transfer responsibility for contract 
management from procurement staff to specialist 
contract management staff who will work with 
suppliers to develop a plan for administering the 
contract throughout its lifetime. 

Suppliers can view contracts held by government on 
the SA Tenders and Contracts website. 

 

FURTHER INFORMATION 

www.buying4.sa.gov.au 

http://www.buying4.sa.gov.au/

