








  

Memo 

MEMO
To: James Meffan 

From: Jonathon Gear 

Date: 12 March 2020 

Subject: Including Tech Bus routes in Tender One 

Background

The Ministry has been developing a procurement process for Daily Bus and Tech Bus services delivered 
through two tenders, the first tender offering up to the higher of 10 or 10% of all Daily Bus routes in a region 
(targeting small regional suppliers), the second offering all remaining Daily Bus and all Tech Bus routes to 
the market as groups.  

On 4 March 2020 the Ministry sent a paper to the Minister of Education seeking agreement on the 
proposed two tender approach. On 10 March 2020 the Minister agreed to the two tender approach but 
noted “I don’t agree to [Tech Bus routes only being offered in Tender Two]. If small businesses currently 
have Tech routes they should be given the opportunity to keep them”.  

The note from the Minister has prompted the Ministry to review whether Tech Bus routes should be 
available in both tender rounds rather than just Tender Two as currently designed. This document 
proposes a means by which the Ministry could include Tech Bus routes in Tender One.  

Including Technology routes in Tender One 

Proposed solution (change to current approach identified in bold) 
Tender One 

 Any operator (current and new) can tender for any or all routes in a single region that must be
the region where its head office resides or an adjacent region.

 Operators will need to choose whether to participate in Tender One based on the tender
constraints and conditions.

 Up to 10% or 10 routes (whichever is higher) of all Daily Bus routes in each region and 10% of
all Tech Bus routes can be awarded in this tender round.

 Successful tenderers can decide whether to accept or decline the bus routes offered to them in
this tender round.

Tender Two 
 All routes declined or not awarded in Tender One will be placed in groups within regions, and

offered through open tender in Tender Two.
 Tender Two is open to current and new transport operators, except for those tenderers who

accepted routes offered in Tender One.

Key objectives 
In developing this solution it was assumed that key objectives in designing the procurement approach 
were; 

1) adhering to the direction provided by the Minister;
2) complying with the government rules of sourcing;
3) treating new entrants & incumbents consistently; and
4) retaining as much consistency as possible across Tender One and Tender Two.
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Discussion document Commercial in confidence Page | 1 

Discussion document 

Elements for the bus services procurement needing revision under a 
two tender approach 

February 2020 

This discussion document sets out commercial elements of the bus procurement that must 
be revised due to the recent change to procure using a 2 tender approach. The topics 
covered are: 

1) Preserving competition
2) Ability to accept or reject award in tender 1
3) Definition of a tenderer for tender 1&2 restrictions
4) Tender 1 evaluation approach

It is assumed that readers are familiar both with the two tender approach and also the single 
tender approach that was designed in 2019.  

Once a position has been agreed for each of the elements covered in this document the 
procurement documents (procurement plan, RFP and evaluation plan) will be updated on 
this basis. 

Document 2
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Discussion document Commercial in confidence Page | 2 

Preserving competition 
 
Problem statement 
A decision has been made to pursue a two tender approach for the bus services 
procurement. This has implications for the existing market share tests that were designed 
for a single tender procurement by testing the market share of operators based on the 
number of route groups they hold. Under the two tender approach we won’t know how 
many route groups there will be, or how many routes will be let individually until the 
completion of the first tender evaluation and route group review is complete. 
 
Tender 1 
For tender 1 it is proposed that: 

- No market share tests apply. It’s not possible to breach existing market share caps of 
75% of groups in a region and an HHI of 25% nationally based on # of routes 
available and tenderers being restricted to bid for a single region only. And it is not 
considered appropriate to limit operators’ potential share of the total routes on 
offer. 

- RFP to advise that a market share test will be applied in tender 2. 
 
Tender 2 
For tender 2 it is proposed that the following should apply regardless of which of the four 
options presented below is chosen: 

- 75% regional market share cap (no change to previous) 
- 25% national HHI cap (no change to previous) 
- Chatham Islands (3 Daily Routes) excluded from tests (no change to previous)  
- Great Barrier Island (2 Daily Routes) will be excluded from the market share tests. 

Great Barrier Island has been defined as the 88th route group since the original tests 
were developed and forms part of the Auckland region. It should be excluded for the 
same reason as the Chathams: it’s remoteness to other groups in the region.  

- Market share tests for tender 2 will be calculated using routes available for tender 2 
and those let in tender 1; i.e. a test of total market concentration rather than a test 
based on what is available in tender 2. 

 
Four options have been prepared for how the market share tests can be performed once the 
preferred suppliers for tender 2 are known: 

 
Option 1: Determine outcome of tender 1 before confirming approach: 
 Groups will be recut based on route grouping principles. Recut could produce more 

or less groups than previously advised. 
 The Ministry will test the impact of various options for applying market share caps 

before confirming approach (i.e. a choice between using groups, routes or a 
combination of the two. 

 The Ministry will ensure any outcomes of this exercise are well documented and 
refereed to avoid any perception of bias. 

 
Option 2a: Apply market share tests/caps based on number of routes: 
 Tests carried out based on number of routes (Daily & Tech). 
 Was previously groups but; 

o difficult to design fair test when an unknown number of routes will be let 
through tender one.  
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Discussion document Commercial in confidence Page | 3 

o groups not representative of overall share given groups range from 4-36 
daily routes and 1-69 Tech routes. 

 This approach may further restrict ability of some larger operators to maintain their 
current share (eg ) during tender 2. 

 Daily and tech routes treated same in market share tests even though relatively 
different. 
 

Option 2b: Apply market share tests/caps based on number of Daily routes: 
 Same as option 2a except market share tests ignore technology routes. 
 Recognises that technology routes account  of 

cost currently and are not considered core business for operators. 
 

Options 3: Apply market share tests/caps based on route groups: 
 Tests carried out based on number of groups regardless of size. 
 For the purpose of carrying out the tests all routes let through tender 1 will be 

treated as a single group (ie up to 10% of a region but potentially delivered by 
multiple operators). 

 This will simplify the approach. However, it must be noted: 
o A single route could be let through tender one which would be equal to 

groups with up to 36 daily routes or 69 tech routes. 
o The test of market share may be inconsistent across regions, for example in 

regions with three groups being tendered in tender 2 a single operator could 
be successful in winning all but a single tendered route or 10% of routes in 
the region.  

 
To be agreed 

- Acceptance of proposed approach OR agree an alternative 
- To select from options 1, 2a, 2b, and 3 to be taken forward and drafted into the 

procurement documents. 
 
  

9(2)(b)(ii)

9(2)(j)
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Discussion document Commercial in confidence Page | 5 

If tenderers are offered [10] routes or all 
routes they tendered for they are 
required to accept. 

Could tender for 10, be awarded 9, and decline 
all. Leaving only [1] route available for other 
tenderers in some groups.  

If routes are declined in tender one then 
re-award to next best outcome until 
routes available fully subscribed. 

Award declined by one operator could impact 
award to other operators, potentially influencing 
operator’s decisions, delaying the process and 
introducing complexity. 

Ask operators to specify in their response 
a minimum viable number of routes 
which must be accepted if awarded. 

Adds complexity to evaluation 
Will provide inconsistent limits 
Gives certainty to the operator and the Ministry 
as to what number of routes must be accepted 
There is no requirement to confirm with 
operators what they will accept after tenders 
have been evaluated 

 
Proposed approach: 
Successful tenderers awarded less than [## routes or XX% of Daily routes] or less than the 
number of routes they tendered for can decide whether to accept or decline the routes 
offered to them from Tender One. All other routes awarded in Tender One must be 
accepted. Any award declined by tenderers will result in the routes being put into Tender 
Two.  
 
To agree:  

- Acceptance of proposed approach OR agree an alternative 
- Minimum number/percentage of routes that need to be awarded before the award 

must be accepted 
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Discussion document Commercial in confidence Page | 7 

Tender 1 evaluation approach 
 
Problem statement 
In tender 1 it is likely that the Ministry will receive only one tender submission for multiple 
routes and it will need to perform value for money analysis to determine which submissions 
will be successful if a region is oversubscribed. Typically value for money assessments are 
designed to compare similar outcomes (eg two submissions for the same route) but in this 
situation it will need to compare value for money across different outcomes (eg one route 
award with another). The Ministry needs to design a method to determine relative value for 
money across multiple routes.  
 
Previous discussion 
A discussion was held between the Ministry and Deloitte in January to confirm that a value 
for money test would be possible for tender 1. From this meeting it was agreed that 
(conclusion open to challenge if required): 

- A quality only evaluation to test value for money would not be appropriate. 
- A value for money test was possible for tender 1. 
- PQM could provide a method for evaluation but would require a price and quality 

benchmark for every route (see example on following page). 
- We will have existing prices for every route. However route and market changes 

from the tender 12 years ago mean they are not necessarily the best reflection of 
the benchmark of prices for each route. 

- If we continue with PQM we should review the price and quality weightings for both 
tenders and it would be good if both phases had the same weightings. The table 
below shows the potential price premium for a 20% change in quality scores under 
different weight combinations. 

- Tenderers pricing submissions should require price component transparency for 
negation and any analysis that is required during and after the evaluation 

- A price cap should be applied during tender 1 to ensure that the Ministry isn’t 
required to pay an unreasonable price for route(s). This could happen if a region is 
undersubscribed.  

 
To agree (for tender 1 and 2): 

- The evaluation method. 
- The price/quality weightings.  
- The benchmark that will be used for value for money tests/price cap - one of the 

following: 
o The current route price 
o Benchmark of 2008 tender prices 
o Shadow bid 
o Combination of the above 

- The benchmark for quality (from 0%-100%). 
- Confirm the price cap methodology (ie what % above the benchmark). 
- Confirm the implications of exceeding the price cap. 

9(2)(j)
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Comparing responses for different routes to determine whats preferred
Assumes there is only a single response received for two different routes

Route A Route B-Long Route B-Short Route B-expensive Route B-cheap

METRICS FROM RESPONSE

Distance (km) 100  50  5.0  50  50   

Respondents price
$/route 100$   100$    100$   101$   99$    
$/km 2.5$    2.0$   2.0$   2.0$   2.0$  

Price for evaluation
Trip price 350$   200$    110$   201$   199$    
Ave $/km 3.5$    4.0$   22.0$    4.0$   4.0$  

Respondents quality score 60  80  80  80  80   

Route A Route B-Long Route B-Short Route B-Long Route B-Long

USING PQM FOR EVALUATING RESPONSES WITHOUT COMPARISON

Weightings
Price
Quality

Expected in open tender
$/route 100$   110$    110$   110$   110$    
$/km 2.2$    2.2$   2.2$   2.2$   2.2$  
Trip price 320$   220$    121$   220$   220$    
Quality average 70  70  70 70 70

SQP
Respondent -$  13$   7$   13$    13$    
Expected in open tender 21$   -$  -$  -$  -$   

Adjusted evaluation price
Respondent 350$   187$    103$   188$   186$    
Expected in open tender 299$   220$    121$   220$   220$    
Delta $ 51$   33-$   18-$   32-$    34-$    
Delta % 14.7% -17.9% -17.9% -17.3% -18.4%

Preferred value for money outcome
On $ 5th 2nd 4th 3rd 1st
On % 4th 2nd = 2nd = 3rd 1st

Document 3

9(2)(j)
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Alternative option 1: Rationale based direct appointment 
Proposal 
The Ministry will direct negotiate with ‘small regional’ operators of Daily and 
Technology routes and tender the remaining routes as groups: 

- ‘Small’ is defined a [<20 FTEs], or another similarly configured benchmark 
- ‘Regional’ is defined as head office in region or adjacent region 

 
Points to note 

• XX 
 
Metrics 

• XX  
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Alternative option 2: Preference small regional operators but still 
procure through a competitive tender 
 
Proposal 
The Ministry procures through a two phase tender: 

Phase I will award a capped portion of the available routes in each region to 
regional operators. 
Phase II will tender all routes not awarded in Phase I through an open tender. 

 
Market cap available per region 
The higher of: 

• 10% of Daily routes being procured in a region 
and 
• 10 Daily routes in a single region 

 
Rules of participation 

• Operators must choose whether they want to bid in Phase I or Phase II 
• If tenderers are successful in Phase I they cannot tender in Phase II 
• If tenderers are unsuccessful in Phase I they can tender in Phase II 

 
Phase I Tender  

• All routes offered as individual routes 
• Tenderers can only bid for routes within one region 
• The tenderers head office must be in the region or adjacent to the region 

they are tendering for. If the company is part of a larger group this test will 
be applied to the head office of the group 

• Routes will be awarded using existing evaluation approach 
• If cap fully subscribed the selection of which tenders prevail will be 

performed on a Value for Money basis up to the cap 
 
Phase II tender 

• All Tech routes and those daily routes not awarded through Phase I will be 
grouped and tendered through Phase II 

• Existing evaluation approach applies 
 
Points to note 

• At risk small regional operators can tender for the Daily routes they currently 
hold  

• Existing smaller operators could substantially increase their market share 
within a region 

• New operators could enter market through Phase I with little regard to 
existing market share. This could be mitigated to some extent by applying an 
incumbency bias in evaluation  

• There is potential for some regions to be significantly oversubscribed and 
others significantly under subscribed  
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All Technology routes should be tendered 
 
All tech services should be considered supplementary to core business and should therefore be tendered. 
Rationale; 

• Tech routes are typically low value. I.e. reduces the risk of claims that we are removing someone’s 
livelihood in a region as they would generally need to have significant other business in-order to 
maintain a tech service.  

• Majority of Tech routes run only once a week. I.e. these services do not provide full time employment. 
• Services provided during off-peak bus transport periods (during school hours) when excess capacity is 

available in public transport and other bus fleets. I.e. best public value to be obtained from sourcing 
services from operators who have buses surplus to requirements during the time the services run.
     

Current technology routes; 
• There are 40 operators providing technology routes currently 
• 70% of current technology operators service more than 2 routes 

 

 
 
Metrics 
 

 
 

Summary of routes available in Phase I and II

Daily Bus Tech Bus Total Daily Bus Tech Bus Total Daily Tech Total
Northland 170                  40                       210                  17                     -                     17                       153                    40                     193                  
Auckland 76                     72                       148                  10                     -                     10                       66                       72                     138                  
Bay of Plenty 113                  37                       150                  11                     -                     11                       102                    37                     139                  
Waikato 167                  99                       266                  16                     -                     16                       151                    99                     250                  
Gisborne 42                     4                         46                     10                     -                     10                       32                       4                       36                     
Hawke's Bay 96                     35                       131                  10                     -                     10                       86                       35                     121                  
Taranaki 58                     16                       74                     10                     -                     10                       48                       16                     64                     
Whanganui/Manawatu 122                  56                       178                  12                     -                     12                       110                    56                     166                  
Wellington/Wairarapa 75                     103                    178                  10                     -                     10                       65                       103                  168                  
Nelson/Marlborough/Tasma 112                  26                       138                  11                     -                     11                       101                    26                     127                  
West Coast 48                     12                       60                     10                     -                     10                       38                       12                     50                     
Canterbury 112                  132                    244                  11                     -                     11                       101                    132                  233                  
Otago 161                  31                       192                  16                     -                     16                       145                    31                     176                  
Southland 113                  12                       125                  11                     -                     11                       102                    12                     114                  
Total 1,465               675                    2,140               165                  -                     165                    1,300                 675                  1,975               

Region
Phase I award cap (Daily routes only) Phase II minimum routesRoutes available

9(2)(j)
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Analysis of current operators for alternative option 2 
9(2)(j)
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Memo 

MEMO
To: James Meffan, Delaney Myers 
From: Jonathon Gear 
Date: 27 January 2020 
Subject: Justification for 10% / 10 Daily routes split of market 

Background

In November 2019 the Minister of Education presented a paper to cabinet that gained endorsement to 
exempt the Ministry of Education from the Government Procurement Rules to allow a split procurement 
approach to be undertaken. Under this exemption the Minister of Education and the Minister for Economic 
Development are to confirm the definition of the small regional operators (refer CAB-19-MIN-0623). 

To support the Ministers in their decision the Ministry has developed (as an option) a split procurement 
approach that allows for two tenders; Tender One is to target small regional operators, Tender Two will be 
open to any operator not successful in Tender One. It is proposed that Tender One will have the following 
features: 

i. Up to 10% or 10 routes (whichever is higher) of all Daily routes in each region can be awarded
through this tender;

ii. Tenderers can tender for any or all routes in a single region only, determined with reference to
their head office location;

iii. Operators who win routes in Tender One will be excluded from participation in Tender Two.

This memo explains how point i. above was calibrated. 

Justification for 10% or 10 route split

The purpose of Tender One is to meet the objective of “increasing the likelihood of success for small 
regional operators”, effectively guaranteeing that successful tenderers are small regional businesses. Thus 
filters are required that allow for small regional operators to tender for Tender One but limit the 
attractiveness for large multiregional operators.  

To calibrate the Daily route limit for Tender One analysis was prepared on the Ministry’s existing Daily bus 
operators to determine what “small” means in this situation. This involved mapping existing operators to 
their likelihood of tendering in Tender One based on the number of routes they currently hold and the 
number of regions in which they operate. The findings of this analysis are shown in table 1.  

In preparing this analysis the following observations were made: 
• The number of groups in a region range from 3 to 11, with the range of Daily routes in a region

ranging from 42 to 170. This range in groups and Daily routes by region means that a percentage
allocation is required to scale the available routes in the region, but at the same time a minimum
number of routes available in a region is recommended to account for viable business sizes and
the size of operators in smaller regions. This resulted in the filter being based on the higher of a
specific number and a percentage of routes.

• The intention for Tender two is to group routes, with operators only able to tender for groups and
not individual routes. Groups range in size from 4-36 Daily routes plus technology routes. The use
of groups for Tender Two is likely to pose barriers to entry for smaller operators that don’t have
the scale, financial support, or aspiration to tender for groups. The majority of groups which contain
Daily routes (78%) are currently configured with more than 10 Daily routes. Therefore, it was

Document 6

Rele
as

ed
 un

de
r th

e O
ffic

ial
 In

for
mati

on
 Act 

19
82



 
Memo 

assumed that operators with 10 or less Daily routes today are likely to struggle in scaling up for 
route groups in their area and the filter for tender 1 should take account of this. 
 

 
Table 1: Likelihood of existing Daily route operators tendering in Tender One 

 
 
The analysis in table 1 shows that for all existing operators that are likely to tender in Tender One there will 
be sufficient routes available such that all operators that are likely to tender for Tender One could be 
successful. This can be seen in the second to last column; a value of <1 indicates that not all Daily routes 
available in Tender One will be fulfilled given the filter applied. The subscription rate for likely + possible 
operators exceeds the available routes in , but the mid-size “possible” operators may 
choose for option II given the scale of their existing operations.  
 
The analysis suggests to us that a cap of 10% or 10 routes (whichever is higher) of all Daily routes in each 
region is appropriate in the circumstances and should increase the likelihood of success for small regional 
operators. 
 
Other points to note: 
- The information presented attempts to identify which operators will tender for Tender One and which 

for Tender Two. It is not possible to say with certainty which tender operators will chose to respond to 
as it is expected their decision will be based on their aspirations and expected competition for the 
routes available. 

- The analysis does not take account of new entrant operators and their likely choice of tender round. 
This could have a significant impact on the outcome of Tender One. 

- The 3rd to last column of the table shows the % of Daily routes available in Tender One. The rules 
mean that where a region has less than 100 Daily routes the percentage of Daily routes that are 
available in Tender One will exceed 10%. The highest percentage awarded available for Tender One is 
in the Gisborne region (24%) as the region only contains 42 Daily routes. 

 

9(2)(j)
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School bus procurement 

Market Engagement Plan post-lockdown 
Communications objectives under COVID-19 
As we commence market engagement on the revised procurement approach, our communications aim 
to: 

• Demonstrate that we have listened to their survey feedback and that this has informed our
decisions and planning

• Acknowledge current COVID-19 environment, drawing attention to the staged, two tender
timeline, and extended RFP response times and indicating how these may alleviate some of the
concerns expressed, in particular, by larger operators

• Use simple and accessible online platforms for engagement, engage more often and encourage
active interaction in lieu of face-to-face discussion.

Proposed activities and timeline 

Timeframe Activity Audience Method / 
Channel 

Status 

9 – 17 Apr Invite market feedback on 
the timing of the 
procurement 

Incumbents 
and GETS 
followers 
(incumbents 
and new 
entrants) 

GETS 

Phone calls to 
incumbents 
who hadn’t 
responded to 
survey 

Completed 

20 – 24 Apr Based on market 
preferences, 
recommendation to 
Governance Board. 

Ministry 
Governance 
Board 

Email Completed 

29 April Update to Minister’s office on 
next steps 

Minister 
Hipkins office 

Email Awaiting 
response 

4 May Brief BCA on survey 
responses 

Communicate results of 
survey to survey 
respondents and outline next 
engagement planned. 

BCA 

Survey 
respondents 
and GETS 
followers 

Phone call 

Email all 
respondents 
GETS Notice 

Planned 

Document 7
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6 May Link to pre-recorded video* 
introducing two tender 
approach. Slide available as 
download. 

Provide draft contract with 
summary of key terms for 
review. 

Online Q&A forum planned 

GETS 
followers  

GETS Market 
Update, with 
link to video on 
YouTube 

In 
development 

13 May Invite and registration details 
for Online Q&A forum 

GETS 
followers 

GETS Market 
Update 

In 
development 

20 May Host online Q&A forum** 

Publish minutes/Q&As, and 
invite further questions. 

GETS 
followers 

Skype or 
Facebook (tbc) 

GETS 

In 
development 

Week of  
1 Jun 

Commence procurement – 
Tender 1 RFP 

 GETS In 
development 

 
*Video to be pre-recorded, edited, Ministry-branded and published to Ministry’s YouTube channel as a private link. Video format 
would use the same style as 2019 roadshow ie. introduction by Delaney to camera, handover to James to camera, James 
voiceover to slide show. Slides available as download with supporting notes 
 
*Online forum. Tender team on video answering questions received to date, then take new live questions. Attendees on audio 
only, posting questions in Comments pane. 
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www.education.govt.nz/school-bus-procurement 

 

 

Proposed GETS Notice 

 

Monday 4 May 2020 
 

Market update (+ email all survey respondents) 
Survey results and next steps 

Thank you to everyone who completed our recent survey and told us whether you’re ready to engage 
with the school bus procurement yet. In this market update, we wanted to relay the results of that 
survey, and to inform you of our next steps. 
 
What you told us in the survey 
The survey asked you to choose a statement that best represented your current thinking, either:  

A. Yes, provide us with information about the procurement now, or  
B. No, we are not ready to think about procurement yet.  

 
Most businesses who have current contracts with the Ministry and who are interested in future 
opportunities responded to the survey. We also heard from a small number of suppliers who do not 
hold current contracts with the Ministry.  
 
Just over half of you (53%) told us you want us to proceed immediately and the remaining 47% 
asked us to delay further engagement. To get a clearer picture of the results, we divided the 
responses by supplier size. This showed us that three quarters (73%) of smaller suppliers asked us 
to proceed immediately. For larger operators, it was the reverse, with three quarters (77%) telling us 
they were not ready to engage just yet.   

 
While we are committed to keep all responses confidential, some common themes emerged. Some 
felt that the procurement should be delayed until normality has returned to the industry and the 
economy has stabilised, with suggestions to delay the procurement. For some this meant waiting 
until all pandemic alert levels have been lifted. Others proposed time delays. It was also suggested 
that the pandemic response and the economic uncertainty would make it difficult to price a tender 
response.  
 
How will we use this? 
We asked you to respond to our survey because it has been a long time – December 2019 – since 
we last discussed the school bus procurement with our supplier market. Since then we have been 
working to revise our procurement approach to ensure opportunities for small regional operators, 
having received a clear message from the industry asking for this. 
 
Once again, we were prepared to use your feedback to adjust our approach if necessary. Fortunately 
our revised procurement approach fits very well with the survey feedback we have received.  
 
In order to ensure opportunities for both smaller and larger suppliers we are taking a two tender 
approach, with an earlier tender designed to meet the aspirations of smaller suppliers and a later 
one for larger suppliers.  
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On the basis of feedback received we felt it important to share the detail of this revised approach as 
soon as possible, assuring smaller suppliers that their wish for early engagement will be met, while 
reassuring larger suppliers that there will be some delay before they need to engage with an active 
procurement. This decision to commence engagement on the School Bus Procurement has been 
confirmed by project governance and the Minister of Education. 
 
We will tell you more about the revised procurement in a video presentation that will be made 
available through GETS on Wednesday 6 May. Following this you will have the opportunity to raise 
any questions you may have.  
  
 
Next steps 

• Wednesday 6 May – Publication of video presentation, draft contract and key terms on GETS 

• Wednesday 20 May –Live Q&A session to provide an opportunity to ask questions and 
provide feedback both during and afterwards. A record of all questions and answers will be 
published on GETS. 

• Friday 22 May – Feedback on draft contract and key terms closes. 

 
We look forward to re-starting our engagement with you all over the next few weeks. If you have any 
questions, please email the Bus Procurement team at Bus.Tender@education.govt.nz 
Regards. 
 
 
 
 
 
 
 
The School Bus Procurement team 
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Reactive Q&As  

 
1. Why is the Ministry asking us to engage with its school bus procurement given the challenges 

being faced by transport businesses as a result of the COVID-19 pandemic response? 
 
We acknowledge that many businesses will be currently focused on managing through the crisis. And 
we also understand that businesses will be looking for some certainty about future opportunities. The 
school bus procurement presents an opportunity for longer term stability that may provide reassurance 
in these uncertain times. 
 

2. Why has the Ministry asked the market to re-engage with its procurement when I clearly 
explained in my response to their survey that now is not a good time? 

 
We received a wide variety of responses to our survey, from those strongly in favour to those strongly 
against immediate re-engagement. Over all, there were slightly more responses in favour of proceeding 
with the procurement than against. Most of those who asked us not to proceed just yet were larger 
operators. We believe that these concerns will be addressed when we announce the structure of the 
procurement and the timeline which will not require their attention until later in the year. 
 

3. How can we be expected to price our offers given the uncertainty surrounding numerous 
economic factors? 

 
We understand that uncertain times make pricing difficult and that as a result we may see some “risk 
pricing” in the offers we receive. However government procurement will be an important part of this 
country’s economic restoration by creating long-term opportunities for businesses and encouraging 
future investment.  
 

4. Your survey was just lip service – you were going to proceed with the procurement regardless. 
 

Prior to lockdown we were ready to re-engage the market and start the procurement, but we genuinely 
wanted to hear the market’s views (hence the survey) and were prepared to delay the procurement if 
the overall results were stronger in favour of delaying the procurement. 

 
5. How will we receive more information and will there be an opportunity and enough time to ask 

questions? 
 

We’ll start by providing the market with a link to a brief video presentation outlining the procurement 
approach and timeframe for this year. At the same time, we’ll share a draft contract for the industry to 
review. Two weeks later, we’ll host an online Q&A forum and take questions which you can ask ‘live’ 
or send us your questions in advance. 
 

6. The Ministry could create much more certainty for the industry by rolling over existing 
contracts for an extended period. Why doesn’t it do that rather than adding the uncertainty of a 
tender to everyone’s worries? 

 
By December 2021 many operators will have enjoyed the stability of Ministry contracts for 13 years. It 
is an important principle of government procurement that the access to government contracts should 
be made as widely available as possible to New Zealand businesses. The current disruption is 
significant but temporary. Locking up contracts for a further three to six years as has been suggested 
may seem ideal to current suppliers who are happy with their existing workload but would not be fair to 
new entrants or existing suppliers with growth aspirations. 
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Timeline 
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1. Background  
This is the largest transport tender in the Ministry’s history, and a large investment in taxpayer’s 
money. The current contracts for Daily Bus services have been in place since 2008 and are due to 
expire on 31 December 2021. The tender is buying services for the Ministry’s contracted Daily and 
Technology bus services. It excludes Direct Resourcing, SESTA services for students with complex 
mobility needs, and Conveyancing Allowances. 

Market engagement has been prolonged since 2018. Following pre-tender market engagement in 
August 2019 on a single open tender approach, industry concern was raised that the tender would 
disadvantage some small regional operators.  A decision was made in October 2019 to redesign the 
procurement approach, which resulted in the need to extend contracts with incumbents to December 
2021. 

The Ministry has designed the procurement around a two tender approach that addresses industry 
feedback and is equitable for all operators. The revised approach has been endorsed by MBIE and 
relevant Government Ministers. 

2. Purpose   
This stakeholder engagement and communications plan supports: 

 
1. The market announcement of the Two Tender School Bus procurement approach  
2. Tender 1 procurement process 

 
This plan will guide all stakeholder engagement and communication efforts to ensure consistent, 
considerate and timely communications to stakeholders in line with the agreed Procurement Strategy 
and Procurement Plan. Key timings are: 

 
2. 

Announce Two Tender approach and pre-Tender 1 market engagement 

Tender 1 period 

Tender 1 Evaluation and contract award 

May 2020 

Jun - Jul 2020 

Aug - Oct 2020 

 
This plan will be updated for the Tender 2 procurement process which will commence in November 
with pre-tender market engagement. 
 

3. Procurement Objectives/Strategy  
The key objective of this procurement is to ensure seamless continuity of Daily Bus and Technology 
Bus School Transport services that deliver eligible students to and from school, safely, reliably and 
ready to learn, while meeting the following government public value outcomes: 

• Enabling access to Government procurements for small regional businesses 

• Improving conditions for workers and future-proofing the ability of New Zealand business to 
trade 

• Contributing to efforts to transition to a net-zero emissions economy, and 

• Delivering value for money. 

  Rele
as

ed
 un

de
r th

e O
ffic

ial
 In

for
mati

on
 Act 

19
82



4 
 

4. Stakeholder Analysis 
For this procurement stage, we have identified the key stakeholders and grouped them into levels of 
influence and interest. Those in the High Interest and High Influence have the highest communication 
needs.  

 

 

5. Engagement and communications objectives 
In 2020, the primary objective is to restore market confidence in the Ministry’s bus procurement 
process and set new expectations for school bus procurement. With this in mind, the communications 
and engagement objectives are: 

• Ministers are kept informed of procurement progress and are proactively informed of relevant 
issues    

• Bus industry (current and prospective operators and industry representatives) receive clear and 
regular messages so they are well informed and:   

o feel they are listened to and the procurement process is being run transparently without bias 

o understand the revised procurement approach and stages, and when they need to make 
decisions and take action  

• Schools and students are reassured that there will be no compromise to service levels during the 
extension year (2021) and as we transition to new contracts and services (from 2022) 

• Official Information Act requests and media requests are anticipated where possible, and managed 
with consistent and accurate messaging 

• School Transport staff are fully briefed on the procurement requirements and process, comply with 
probity requirements, and know the process and channels for referring enquiries to for more 
information and questions. 

6. COVID-19 considerations 
Given the timing of our re-entry to the market coinciding with the COVID-19 pandemic response (when 
transport businesses would be preoccupied with managing their businesses through the pandemic), we 
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conducted a survey to gauge their views on whether they were prepared to engage with the 
procurement at this time.  

Three quarters (73%) of small suppliers asked us to proceed immediately, while three quarters (77%) 
of large operators told us they were not ready to engage just yet. However, because of the two-part 
tender approach, we can meet the needs of all operators: small operators will be have the earlier 
opportunity to participate in Tender 1 in June, while large operators will not have to engage with a live 
procurement until later in the year.     
 
With the above in mind, our initial pre-tender engagement will aim to: 

• Demonstrate that we have listened to their survey feedback and that this has informed our 
decisions and engagement planning 

• Acknowledge current COVID-19 environment, drawing attention to the staged, two tender timeline, 
which will alleviate some of the concerns expressed, in particular, by larger operators 

• Use simple and accessible online platforms for engagement, engage more often and encourage 
active interaction in lieu of face-to-face discussion. 

7. Engagement approach 
The engagement and communications approach is informed by the agreed procurement strategy, and 
importantly at this same, by the current COVID-19 restrictions around travel and physical distancing.  

GETS will be the primary channel for all tender communications to ensure we follow strict probity 
requirements. For reasons of probity and transparency, all communication between the Ministry and 
tenderers will be managed through the GET 
 ‘Raise Question Here’ function. While there will be a bus tender email address for general enquiries, 
there will be no 1-1 communications with transport providers; answers to any relevant questions 
received through the bus tender inbox will be standardised to preserve anonymity and consistency, 
and made available to all interested parties through GETS. 
 
Ministers will be advised not to accept any meeting requests from prospective tenderers or industry 
groups. 

School Transport staff (Transport Commercial Managers and Transport Advisors) who are interacting 
with current providers on current contracts will be asked to direct any specific tender-related enquiries 
to the project team or GETS. 
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The following activities are planned: 

Proposed activities and timeline 

Timeframe Activity Audience Method / 
Channel 

Status 

9 – 17 Apr Invite market feedback on 
the timing of the 
procurement 

Incumbents 
and GETS 
followers 
(incumbents 
and new 
entrants) 

GETS 

Phone calls to 
incumbents 
who hadn’t 
responded to 
survey 

Completed 

20 – 24 Apr Based on market 
preferences, 
recommendation to 
Governance Board. 

Ministry 
Governance 
Board 

Email Completed 

29 April  Update to Minister’s office on 
next steps 

Minister 
Hipkins office 

Email Awaiting 
response 

4 May Brief BCA on survey 
responses 

Communicate results of 
survey to survey 
respondents and outline next 
engagement planned. 

BCA 

Survey 
respondents 
and GETS 
followers 

 

Phone call 

Email all 
respondents 
GETS Notice 

Planned  

6 May Link to pre-recorded video* 
introducing two tender 
approach. Slide available as 
download. 

Provide draft contract with 
summary of key terms for 
review. 

Online Q&A forum planned 

GETS 
followers  

GETS Market 
Update, with 
link to video on 
YouTube 

In 
development 

13 May Invite and registration details 
for Online Q&A forum 

GETS 
followers 

GETS Market 
Update 

In 
development 

20 May Host online Q&A forum** 

 Publish minutes/Q&As, and 
invite further questions. 

GETS 
followers 

Skype or 
Facebook (tbc) 

GETS 

In 
development 

Week of  
1 Jun 

Commence procurement – 
Tender 1 RFP 

 GETS In 
development 

 

*Video to be pre-recorded, edited, Ministry-branded and published to Ministry’s YouTube channel as a private link. Video format would 
use the same style as 2019 roadshow ie. introduction by Delaney to camera, handover to James to camera, James voiceover to slide show. 
Slides available as download with supporting notes 
 
*Online forum. Tender team on video answering questions received to date, then take new live questions. Attendees on audio only, 
posting questions in Comments pane. 

Rele
as

ed
 un

de
r th

e O
ffic

ial
 In

for
mati

on
 Act 

19
82



 

 

8. Key Messages  
• The Ministry of Education is the second largest provider of passenger services in New Zealand. We 

assist over 100,000 students safely to and from school every day, and manage contracts for 78 
transport providers for bus services, specialised transport, and ferry services. 
 

• The current daily bus and technology bus contracts expire on 31 December 2021.   
 

• The Ministry listened to industry feedback on a previously-proposed single tender approach where 
smaller regional suppliers could potentially have been disadvantaged. 
 

• The Ministry will announcing a two-stage tender that creates two level playing fields for operators of 
all sizes and with differing aspirations.   
 

• The tender includes around 1,500 daily bus routes and 700 technology routes. Specialised School 
Transport Assistance (6,000 students with complex mobility needs) and Direct Resourcing (bulk 
funding for 293 schools to manage their own transport assistance) is not part of this tender. 
 

• The first open tender will be release in June 2020, designed for small regional operators, and 
where 10% of all bus routes will be awarded. The remaining routes will form the basis of Tender 2 
which is designed for larger or more ambitious operators and this will be live at the end of the year. 
 

• To ensure there is no compromise to school transport service delivery, the Ministry will be working 
with current and new suppliers to maintain a seamless continuity of service from the end of 2021 
when current contracts end to the start of the school year in February 2022 when services 
commence - possibly with a number of new operators. 

 

9. Reactive Q&As 
1. Why is the Ministry asking us to engage with its school bus procurement given the challenges 

being faced by transport businesses as a result of the COVID-19 pandemic response? 
 

We acknowledge that many businesses will be currently focused on managing through the crisis. 
And we also understand that businesses will be looking for some certainty about future opportunities. 
The school bus procurement presents an opportunity for longer term stability that may provide 
reassurance in these uncertain times. 

2. Why has the Ministry asked the market to re-engage with its procurement when I clearly 
explained in my response to their survey that now is not a good time? 

 
We received a wide variety of responses to our survey, from those strongly in favour to those strongly 
against immediate re-engagement. Over all, there were slightly more responses in favour of 
proceeding with the procurement than against. Most of those who asked us not to proceed just yet 
were larger operators. We believe that these concerns will be addressed when we announce the 
structure of the procurement and the timeline which will not require their attention until later in the 
year. 

3. How can we be expected to price our offers given the uncertainty surrounding numerous 
economic factors? 

 
We understand that uncertain times make pricing difficult and that as a result we may see some “risk 
pricing” in the offers we receive. However government procurement will be an important part of this 
country’s economic restoration by creating long-term opportunities for businesses and encouraging 
future investment.  
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4. Your survey was just lip service – you were going to proceed with the procurement 
regardless. 

 
 Prior to lockdown we were ready to re-engage the market and start the procurement, but we 

genuinely wanted to hear the market’s views (hence the survey) and were prepared to delay the 
procurement if the overall results were stronger in favour of delaying the procurement. 

 
5. How will we receive more information and will there be an opportunity and enough time to 

ask questions? 
 

 We’ll start by providing the market with a link to a brief video presentation outlining the procurement 
approach and timeframe for this year. At the same time, we’ll share a draft contract for the industry 
to review. Two weeks later, we’ll host an online Q&A forum and take questions which you can ask 
‘live’ or send us your questions in advance. 

 
6. The Ministry could create much more certainty for the industry by rolling over existing 

contracts for an extended period. Why doesn’t it do that rather than adding the uncertainty 
of a tender to everyone’s worries? 

 
 By December 2021 many operators will have enjoyed the stability of Ministry contracts for 13 

years. It is an important principle of government procurement that the access to government 
contracts should be made as widely available as possible to New Zealand businesses. The current 
disruption is significant but temporary. Locking up contracts for a further three to six years as has 
been suggested may seem ideal to current suppliers who are happy with their existing workload but 
would not be fair to new entrants or existing suppliers with growth aspirations. 
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10. Project timeline 
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1. Background 

 Purpose  

The purpose of this document is to outline the plan for the procurement of School Bus Services for the Ministry of 
Education’s (the Ministry) School Transport Team.  

The procurement will be conducted through a two tender procurement approach (Tender 1 and Tender 2) competitive 
Request for Proposals (RFP) processes on the Government Electronic Tender Service (GETS).  

Due to the value of this procurement and the designation of the Ministry as a Public Service Department, this 
procurement must apply the Government Procurement Rules1 (the Rules).  

This document sets out a number of provisional commercial decisions that may be refined over the course of the project 
– e.g. evaluation criteria and weightings. These reflect the Ministry’s views at the point in time this plan was developed 
but are subject to change and validation – e.g. through development of the detailed Evaluation Plan, Contract 
refinements, or a change in the current policy settings.  

Details pertaining to the evaluation, selection and award process will be confirmed and presented through the Evaluation 
Plan. This document presents a high level overview of the proposed process. 

 Related documents 

Documents relating to this procurement plan: 

• School Bus Procurement Strategy 

• School Bus Procurement Stakeholder Engagement and Communications Plan 

• School  Bus Procurement Probity and Conflicts of Interest Management Plan 

• School Transport Bus Services Project Risk Register 

 Ministry Mandate 

School Transport assistance is provided under Section 139D of the Education Act 1989, which allows the Secretary of 
Education to assist in the provision of transport to and from school. 

 Operational Context 

The Ministry is the second largest purchaser of passenger services in New Zealand (after Auckland Transport) and has 
been managing the transport of children to and from school for over 130 years. While the ultimate responsibility for 
getting students to and from school sits with the caregiver, the Ministry offers assistance to students who don’t have 
access to public transport, and where distance from their closest school is a barrier.  

The Ministry provides School Transport assistance through the following mechanisms: 

• Daily Bus Services: Contracts suppliers to convey students between schools and designated bus stops within 
an established proximity of students’ homes,  

• Technology Bus Services: Contracts suppliers to convey Year 7 and Year 8 students between schools to 
allow access to technical education facilities, 

• Specialised School Transport Assistance (SESTA): Contracts suppliers to convey students with complex 
mobility needs between schools and student’s homes, 

• Conveyance Allowance: Making a payment to caregivers to assist with transport costs for eligible students 
where other School Transport services are impractical, 

• Student / bus ferries: Contracts the Ministry has with two ferry companies for the transportation of students 
and/or buses, and 

                                                            
1 https://www.procurement.govt.nz/assets/procurement-property/documents/government-procurement-rules.pdf 
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• Direct Resourcing: Directly funds schools/kura to make their own arrangements for students. Normally this is 
schools contracting transport suppliers or through the use of a Passenger Service Vehicle (PSV) owned and 
operated by the school/kura. 

 

In summary, the Ministry is currently responsible for: 

• Spending over $200m each year on transport services 

• Overseeing around 7,000 daily vehicle movements with around 40m passenger journeys each year 

• Assisting over 100,000 students to school and home again safely every school day 

• Managing contracts with around 80 transport suppliers (including bus, total mobility, and ferry services) 

• Providing funding to around 400 schools/kura that organise transport assistance for their students 

• Offering SESTA services to over 7,000 students with complex mobility needs 

• Paying conveyance allowances for around 5,000 students who cannot access School Transport services 

• Transporting 25,000 Year 7 and Year 8 students to offsite technical education facilities 

 

 Service Distribution 

The core services are largely provided in rural New Zealand. This reflects eligibility, demand and the nature of rural 
communities and their schools. Students in cities are less likely to be eligible for School Transport as they are more 
likely to live relatively close to schools or have alternative forms of transport available, including public transport.  

 School Transport Operational Objectives 

The operational objective of School Transport is to ensure that eligible students are transported to and from school (or 
between schools). The provision of School Transport will: 

• be safe, reliable and reasonably comfortable, getting students to their destination, on time and ‘ready to learn’, 

• provide confidence to all stakeholders (government, caregivers and schools) that it is fit for purpose, 

• represent appropriate and sustainable public value through both the quality of the service and the way it is 
delivered, and 

• be achieved through a fair, open and transparent procurement process and managed through clear contract 
responsibilities. 

 Procurement Scope and Objectives 

The key objective of this procurement is to ensure seamless continuity of Daily Bus and Technology Bus School 
Transport services that deliver eligible students to and from school, safely, reliably and ready to learn, while meeting 
the following government public value outcomes: 

• Enabling access to Government procurements for small regional businesses; 

• Improving conditions for workers and future-proofing the ability of New Zealand business to trade; 

• Contributing to efforts to transition to a net-zero emissions economy; and 

• Delivering value for money. 

The Ministry also wishes to use the procurement to deliver the following outcomes: 

• Simplifying supplier relationships (including contractual relationships) and using scale economies to ensure a 
market for all routes; 

• Maintaining a competitive supplier market for current and future service requirements;  

• Improving service performance and monitoring; and 

• Improving safety and quality of services. 
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2. What we are buying 

 Services 

This procurement is for Daily Bus Routes and Technology Bus Routes only.  

2.1.1. Daily Bus Routes  
Daily Bus is the most common form of transport assistance, where bus Routes are contracted to commercial transport 
operators, taking students to and from school. Students are picked up at a variety of roadside stops along the Route 
and delivered to their school, and vice versa in the afternoon. There are 1,465 of these Routes.  

2.1.2. Technology Bus Routes 
Technology transport assistance is provided for year 7 and 8 students to enable them regular access to specialised 
educational facilities at other schools so they can learn such things as woodwork, sewing, cooking and metalwork. Most 
often this will include students from rural full primary (year 1-8) schools and from intermediate schools to larger schools. 
Providing transport is a more economical approach than building expensive facilities at all schools. There are 678 of 
these Routes.  

2.1.3. Out of scope school transport provisions 
The following services are out of scope for this procurement. See Section 1.4 for more information. 

• SESTA 
• Conveyance Allowance 
• Student / bus ferries 
• Direct Resourcing 

 

 Service requirements and specifications 

The Ministry requires respondents to provide the services using suitable vehicles and drivers. The Ministry has defined 
its service requirements and specifications, and these are set out in the draft Contract for Services. The draft contract 
(I:\2. School Transport\S Tender 2020\Commercial\Contract) 

File name of latest version: Contract for School Transport Services - DRAFT 20200317.docx  
 
The Ministry intends to seek industry feedback on the draft Contract for Services and make any further changes prior to 
the tender being issued to the market. 

 Route Groups 

In preparation for Tender 2, the Ministry intends to bundle Routes into Groups, in order to: 

• Allow schools more flexibility to access the technology curriculum, at the start and end of day, by having one 
supplier for all the transport services being procured. 

• Create efficiencies and economies of scale for both the Ministry and suppliers. Aggregating the bus routes into 
Route Groups is more attractive to suppliers and offers better value for money to the Ministry. 

The Daily and Technology Routes will be bundled as Groups in accordance with a set of principles which will be 
communicated to the market: 

Principle 1 

Routes shall be grouped together to encourage economies of scale and simplify engagement between the 
schools, suppliers and Ministry. 

Principle 2  

The alignment of these Groups shall be consistent with the natural formation of a group of schools within a 
defined geographical Region and aligned with Regional Council boundaries. Exceptions to this principle will be 
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made when a Group of schools crosses regional boundaries or when Ministry boundaries do not match Regional 
Council boundaries. In these cases Ministry boundaries will be given precedence.  

Principle 3  

The size of the group of Routes shall include all Daily and Technology Bus services required of a group of 
schools, and support a sustainable business model with enough size and scope for competitive tensions to 
exist. When the volume of Technology Routes significantly outweighs the number of Daily buses, the Groups 
will be split into two offerings. 

Principle 4 

Routes awarded through Tender 1 will be removed from the provisional Groups published with Tender 1. 

Principle 5 

If the number of Routes in a Group is reduced after the Tender 1 process is completed the Ministry will reserve 
the right to consolidate or rationalise Groups in support of principles 1 -3  

Principle 6 

The Ministry retains the ability to determine which group any given bus Route will belong to. 

 
 
The School Transport team has documented the process for bundling Routes and this has been approved by the 
Business Owner and presented to the Governance Board which has oversight over this project. 

 

 

 

 

 

 Regions 

The maps below illustrate the Regions and boundaries as defined for the purposes of this procurement. 

 

Generally these regions follow Regional Council boundaries but there are some exceptions. Of note is the grouping of 
Marlborough, Nelson and Tasman into a single Region, and grouping of the Chatham Islands with Canterbury. 
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3.3.2. VP system engagement  
Project planning which took place in 2018 and 2019 anticipated that the procurement complexity, projected volume and 
size of the responses would likely exceed the capacity and capability of GETS. An RFQ process was held in 2019 to 
select a suitable procurement system provider capable of securely collecting, holding and managing all required tender 
forms and returnables. Following an evaluation of three respondents, the contract was awarded to VP.  

The VP system will be accessible by suppliers via links contained in the GETS tender notice and within the RFP 
document, and will be utilised to accept all tender responses and returnables. Clicking the link will take suppliers to the 
VP registration page where they will be prompted to register a login and password with the VP system. Successful 
registration will give suppliers the ability to securely upload, edit, and delete their responses up until the tender closing 
time and date. Upon tender close all responses will be locked, then downloaded onto internal Ministry systems and 
permanently deleted from VP.  

To keep the process simple and avoid duplication, VP will be used in the role of a ‘document depository’ only. Functions 
such as question and answer, addenda distribution, etc will be performed through GETS (see Section 2.5.1). 

The proposed national roadshow will elaborate on the two procurement systems, and will allow attendees to ask 
clarifying questions with detailed guidance made available via the GETS tender notice. If required, the national roadshow 
will be delivered remotely. 

If at any time VP is unable to meet the Ministry’s requirements, the Ministry will utilise GETS. This will require a number 
of possible modifications or process changes, such as requesting an increase to the tenderbox size. The GETS team 
has been engaged in regard to options and feasibility of any tenderbox size modifications requested by the Ministry.  

3.3.3.  ICT Certification and Accreditation 
The VP system is expected to secure, in late March, the Ministry’s Certification and Accreditation (C&A) requirements. 
The award of the C&A accreditation was contingent on VP completing an outstanding systems audit. The systems audit 
report has been delivered to the Ministry on 18 March 2020, and finalisation of the C&A award is in process. The C&A 
process has been led by the EIS Business Systems unit.  
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4. Assurance 

 Ministry of Business, Innovation and  Employment – New Zealand Government 
Procurement group (MBIE) review of the proposed two tender procurement approach 

MBIE has been engaged throughout the procurement process in the context of their role as a Government Procurement 
Functional Lead and procurement subject matter experts.  

MBIE has: 

• Participated in a number of meetings and workshops to develop the proposed two tender approach 
• Prepared a Ministerial Memo to the Minister of Economic Development in support of the proposed definition of 

‘small regional suppliers’, which allowed for self-selection through this proposed two tender approach 
• Reviewed this Procurement Plan (see Appendix A for the MBIE Significant Procurement Plan Review) 

 

 Deloitte 

Deloitte has been engaged throughout the procurement process as subject matter experts.  

Deloitte has: 

• Participated in a number of meetings and workshops to develop the proposed two tender approach 
• Participated in a number of meetings and workshops to develop various commercial and procurement 

approaches and methodologies 
• Reviewed the Procurement Strategy  
• Reviewed this Procurement Plan (see Appendix B for the Deloitte Assurance Letter). 
 

 Russell McVeigh (external legal services provider) 

Russell McVeigh has been engaged throughout the process in their role as external legal services providers. 
 
Russell McVeigh has: 
 

• Participated in a number of meetings and workshops to advise on the two tender approach 

• Reviewed a number of commercial aspects of the procurement 

• Provided feedback on this Procurement Plan (see Appendix C for the Russell McVeigh Assurance Letter) 

 

 Audit NZ (project External Probity Auditor) review of the proposed two tender 
approach  

Audit NZ has been engaged throughout the procurement process in the context of their role as the project External 
Probity Auditor. This role is exercised through the inclusion of the External Probity Auditor on the project Steering Group. 
Through this involvement the auditor is able to provide feedback on probity risks and issues as they become apparent.  

Audit NZ has, through their membership on the project Steering Group, has: 

• Participated in the discussions regarding possible procurement approaches through  Steering Group and ad-
hoc meetings and workshops 

• Reviewed and provided feedback on the Procurement Strategy and has confirmed that the Ministry has 
satisfactorily addressed this feedback 

• Reviewed and provided feedback on this Procurement Plan (see Appendix D for the Audit NZ Assurance Letter). 
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The market may respond by updating their fleet to meet their commitments. As many vehicles in the current fleet are 
approaching 26 years of age, even where operators select Option A some renewal will be required. The Ministry will 
aim to provide a transition period of not less than 9 months to enable suppliers to comply with their fleet age 
commitments from commencement of the new contract.  

5.4.2. Groups 
In Tender 1, suppliers will be able to bid on individual Daily and Technology Routes. 

Small suppliers who are not successful under Tender 1, or who wish to expand their operations beyond what is available 
through Tender 1, should tender under Tender 2.  As Groups are composed of multiple Routes, small suppliers may 
need to: 

• Partner – e.g. subcontracting or entering into a joint venture – in order to remain in the market; 

• Grow, by acquiring the vehicle capacity and employing operational staff needed to provide services across a 
whole Route Group, subject to their financial capacity; and/or 

• Consider Groups where they do not currently operate. 

5.4.3. Compliance  
Since the last nationwide tender round in 2008, the compliance and capability expectations of operators has continued 
to increase. For example, there are now new Health & Safety legislation and Child Protection expectations. 

The costs of having appropriate capability and compliance regimes is a fixed cost that operators with smaller capacity 
may struggle with, having fewer services to spread the costs across. 
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7. Market Communications 

 Communications management 

The project has developed and maintains a tender communication plan, regularly reviewed by the Project Working 
Group and informs any communications being released to the market, including guidance for responding to media and 
Official Information Act enquiries. The Project Working Group has a dedicated Communications resource to support this 
project. 

Communication through the tender process will be centrally managed by the EIS Procurement Team and the designated 
Procurement Lead for the tender. The tender will be published on the Government Electronic Tender Service (GETS). 
The Ministry has historically used GETS for all school transport service tenders and has used it for pre-market 
engagement. 

 Market engagement 

• The Procurement Strategy, market analysis, roadshow briefing sessions and consultation with and feedback 
from industry in 2018 and 2019 have informed the development of our ongoing engagement and 
communications for the revised two tender approach.    

• A notice to market announcing the two tender procurement approach (high level) will be released on GETS. 
This notice will be accompanied by a draft Contract for review, and update prospective suppliers on the 
timeframes and supplier briefing sessions that will be scheduled. 

• Tenders 1 and 2 will be openly advertised on GETS - the primary channel for managing information releases 
and fielding and responding to questions in relation to the procurement. 

• Tender briefing sessions will be held before the tender/s are released. During these briefings, suppliers will be 
informed of the two tender approach particulars and allowed to voice their feedback, which will be considered 
by the Ministry. In the event that regional meetings are prevented by pandemic-related restrictions on travel and 
assembly a contingency plan involving online delivery will be activated. 

• The Bus and Coach Association and First Union continue to be engaged as new information becomes available. 

 Market positioning and key messages 

The two tender procurement approach will be announced at a high level via a GETS notice. The detail and discussion 
on how the two tender procurement approach will work will be reserved for the supplier briefings. The briefing (which 
will be distributed via video broadcast if necessary) will acknowledge the resetting of the procurement approach in 
response to market feedback regarding risks to small regional businesses posed by a single open tender, signalling that 
the Government has listened.  

Our strategy is to present the revised approach as a positive move designed to deliver public value in line with priorities 
identified by Government in response to industry feedback. We do not intend to dwell on the past or invite comment on 
the previous approach; instead we will front-foot the new approach as one that responds directly to broadly agreed 
procurement objectives.  

 

7.3.1. Key messages 
Reset 

• Our previously proposed single open tender involving route groups raised much concern from your industry, 
specifically around small regional operators being disadvantaged. 
 

• We’ve spent the past six months analysing and investigating possible options to minimise this potential 
disadvantage and deliver an equitable outcome for all operators, including small regional businesses. 
 

• The Government (that’s the Ministry of Education, Ministry of Business Innovation and Employment, Cabinet 
and relevant Ministers) has engaged to design a new procurement approach that addresses your feedback and 
delivers the public value objectives and broad outcomes that the procurement aims to achieve for the country. 
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Two tender approach 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

• We’ve recognised that the market is diverse in size and capacity. The two tenders will create two level playing 
fields – businesses competing with businesses with similar aspirations. 
 

• The two tenders provide all bidders with a choice based on their operations and ambitions e.g. bid in Tender 1 
or choose to compete for groups of routes in Tender 2. 
 

• We recognise that the finalised composition of Groups on offer in Tender 2 will not be known until the outcome 
of Tender 1.  The Group principles will provide you with a clearer vision of what is likely to be on offer in Tender 
2. Provisional route groups based on these principles will also be provided to give bidders a general idea of 
likely offerings in Tender 2. 
 

• Approximately 10% of Routes will be allocated through Tender 1, leaving approximately 90% to be awarded 
through Tender 2. 

 

Broader outcomes 

• What has remained constant in our procurement requirements is the need for tenderers to consider not only the 
price, quality and whole-of-life costs of the procurement, but also the costs and benefits to society, the 
environment and economy, the “public value” of the procurement outcomes. 
 

• Delivering public value requires us to think about how the procurement will deliver quality of service at an 
appropriate cost while also keeping the following broader outcomes in mind: 

 

o Improving access to government procurement contracts for New Zealand businesses, with particular focus 
on those less able to access opportunities and those working in priority sectors; 

o Improving the conditions for workers and future-proofing the ability of New Zealand business to trade; 
o Supporting the transition to a net-zero emissions economy and assist the Government to meet its goal of 

significant reduction in waste by 2020 and beyond. 
 

• This means thinking about how your bid will contribute to these outcomes as they are represented through the 
tender evaluation criteria.  
 

 Planned activity   

Key project steps that require proactive communication management are outlined in the table below. 

Tender 1 

• Any operator (current and new) can tender for any or all Routes (including Technology routes) in a 
single Region that must be the Region where its Head Office resides or an adjacent region. 

• Operators will need to choose whether to participate in Tender 1 based on the tender constraints 
and conditions. 

• Up to 10% or 10 routes (whichever is higher) of all Daily Bus Routes and 10% of all Technology 
Bus routes in each Region can be awarded in this tender round.  

• Successful tenderers can decide whether to accept or decline the bus routes offered to them in 
this tender round. 

 

Tender 2 

• All Routes declined or not awarded in Tender 1 will be placed in groups within Regions, and 
offered through open tender in Tender 2.  

• Tender 2 is open to current and new transport operators, except for those tenderers who accepted 
Routes offered in Tender 1.  
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Respondents will also be asked to provide cost information by key cost component in support of their pricing. This is 
useful to the Ministry on an “as-required” basis to help ensure tenders are priced sustainably and may inform subsequent 
negotiations. 

 Changes over the term of the contracts 

8.4.1. Route changes, additions and removals 
If the design of a route changes, this will impact the service km the supplier needs to deliver. Fixed prices will remain 
the same, but suppliers will receive higher or lower payments based on their variable prices, calculated on the new 
service km. 

If the Ministry wants a route delivered by a Tender 1 operator, the supplier will be invited to submit a rate to the Ministry 
for review. The Ministry will be under no obligation to accept the rate or award the route to the Tender 1 operator. 

If a route is added within a Group awarded through Tender 2, the supplier for that Group is expected to deliver it. 
Payments would be at the same fixed and variable prices for other routes within that Group. 

If a route is removed from a Group then the Ministry would not pay any further fixed or variable prices relating to that 
route. 

8.4.2. Bus capacity and standing 
While the contract will include general clauses for price review and renegotiation for factors outside the control of 
suppliers (e.g. Government policy), changes to required route capacity (vehicle size) will not automatically be grounds 
for renegotiation of pricing. Suppliers will be expected to manage demand / capacity risk across their fleets. The 
requirements will include: 

• Vehicles supplied at contract commencement will provide a seat for every student, based on the expected 
passenger numbers specified by the Ministry in the tender documents for each route. 

• The number of seats provided on a vehicle servicing a route may only be reduced if all passengers can be 
seated. 

• The operator will need to notify the Ministry if it reduces the seating capacity provided on a route (based on 
tendered capacity) and the justification for doing so. 

• The operator may only transport ineligible students if all students (eligible and ineligible) can be seated. 

• Where the number of eligible students passengers on a Route exceeds 50 on a regular basis the Ministry may: 

o add run-back kilometres; 

o split the route; or 

o allow the operator to carry all eligible student passengers subject to vehicle capacity being available. 

8.4.3. Indexation and other changes 
The NZTA’s diesel bus index will be used to adjust pricing annually for all price elements, applied in the same way as 
current practice. The use of the NZTA diesel bus index to account for cost changes is consistent across the bus transport 
industry in New Zealand. 

Tender pricing will be sought in tender close date dollars and indexed to the commencement of the contract. 

 

Rele
as

ed
 un

de
r th

e O
ffic

ial
 In

for
mati

on
 Act 

19
82



Rele
as

ed
 un

de
r th

e O
ffic

ial
 In

for
mati

on
 Act 

19
82



Commercial In Confidence 

 Tender 1 and Tender 2 methodologies 

9.4.1. Methodology common to Tender 1 and Tender 2 
The common evaluation elements between Tender 1 and Tender 2 are: 

• The use of Price Quality Method (PQM) methodology 
• A Quality / Price % weighting of  
• Quality tested against the PQM scoring guidance 
• Responses that achieve a quality score of 35 or less for any criteria will be excluded from further evaluation or 

selection; and 
• Responses that achieve a quality score of 35 or less for any sub-criteria may be excluded from further evaluation 

or selection. 

9.4.2. Tender 1 Methodology 
In addition to Section 9.4.1: 

• Public Value of tenders will be tested against a Price Benchmark and Quality Benchmark for that Route. A 
benchmark of price and quality must be included in this calculation to allow a Public Value comparison to be 
made across Routes with different characteristics and where there is only a single tender received for a Route.  

• The Price Benchmark for each Route will be the higher of either the current Route price and/or a formulated 
Route price. 

• The Quality Benchmark for each Route will be , the point at which the scoring indicates requirements are 
adequately covered. 

• The Public Value of tenders will be ranked using the percentage difference in Public Value offered by a tender 
over the Price Benchmark and Quality Benchmark for that Route. 

• If any preferred supplier submits pricing that is  above the Price Benchmark the Ministry may at its 
discretion either: 
 
- discard the proposal 
- investigate the reason behind the price/quality score 
- explore alternate approaches 

 
9.4.3. Tender 2 Methodology 

In addition to Section 9.4.1: 

• Public Value will be tested using price comparison and quality, at a group level, using the PQM approach 
detailed in Section 9.5. 

• Application of a market concentration tests. 

 PQM  

The Ministry has considered a range of evaluation methodologies and selected the Price Quality Method (PQM). The 
methodology is promoted for Public Transport by the NZ Transport Agency, and is publically available in its Procurement 
Manual (also see Appendix J for a working example). This model has been successfully used in Public Transport for 
many years. 

9.5.1. High level summary of PQM 
Essentially, the PQM converts the difference in quality scores between tenders into a dollar amount, which is then 
deducted from the total price to enable comparison of tenders in dollar terms. The PQM is similar to the weighted 
attribute model, weightings are applied to evaluation criterion and price is a weighted attribute. 

• Following the quality evaluation, the PQM uses the quality and price weightings to calculate a dollar value, 
called the Supplier Quality Premium (SQP). This is a dollar price estimate of the additional value that the Ministry 
would be prepared to pay for an improved quality outcome. 

• The SQP is then deducted from the tendered price to determine a Quality Adjusted Price (QAP) for each Tender. 
The lowest QAP for a Route Group is considered the best value for money, and is selected as the Preferred 
Tender for that Bundle Route Group. 

9(2)(j)

9(2)(j)

9(2)(j)
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2. Tender received and reviewed by Procurement for completeness. If required, clarifications sought. Some 
responses may be discarded at this point due to not meeting mandatory requirements. 

3. Tender responses issued to evaluation teams. 

a. Non-Price information issued to Quality Evaluation Team (QET) 

b. Price information issued to Price Evaluation Team (PET) 

4. Process for clarification questions and answers communicated. 

5. Individual assessments carried out by Evaluators (separately for QET and PET). If required, clarifications 
sought. 

6. Moderation meetings held by QET. If required, clarifications sought. Some responses may be discarded at this 
point due to not receiving adequate quality scores. 

7. Initial SQPs prepared using the internal price estimates, reviewed and adjusted if necessary. 

8. Quality evaluation finalised through final moderation. If required, clarifications sought. 

9. Price evaluation finalised. 

10. Price information input to determine QAPs for each Route/Route Group and tender. 

11. QAPs reviewed to identify Provisional Preferred Suppliers (PPSs) for each Route Group 

12. Market concentration tests (Tender 2 only) and maximum capacity tests are applied. 

13. PPSs updated as appropriate for each Route (Tender 1) or Group (Tender 2). 

14. Due diligence checks 

15. Initial negotiations with PPSs. 

16. Recommendation Report developed and provided for approval. 

17. Following approval of the Recommendation Report, Preferred Suppliers are confirmed.  

18. Final negotiations with Preferred Suppliers (if required). 

19. Award of Routes (Tender 1) or Groups (Tender 2). 

 

 Evaluation Team 

A cross-functional team will be involved in the evaluation of bids and recommending the preferred supplier(s). The 
Evaluation Team composition may change as the tender documentation and evaluation process is refined. The 
Evaluation Plan (which will be endorsed by the project Steering and Governance Group and signed by the same 
signatories as this Procurement Plan) will provide more detail. The Evaluation Plan will be subject to endorsement by 
Audit NZ, the probity auditors for this procurement. 

Two evaluation teams will be required: 

• Quality Evaluation Team (QET) 

• Price Evaluation Team (PET) 

The PET will work separately from the QET, and there will be no sharing of any price information until the QET has 
concluded its scoring. 

Members of the QET will be required to evaluate the tenders received against the determined criteria and will have 
adequate skills and experience to appropriately evaluate the tender or proposal. Some of the proposed criteria will 
require technical knowledge to evaluate, such as fleet management or health and safety. In these circumstances subject 
matter expertise will be sought for assessment of the information and recommendations or reports provided to the 
Evaluation team(s). 

The recommendations from the PET and QET will be reviewed and confirmed by an Evaluation Panel, which will include 
members of the project’s Steering Group, chaired by the Business Owner. 

9.7.1. Evaluation team membership and roles 
The below will be confirmed through the Evaluation Plan. 
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9.8.2. Scored Criteria 
The table below outlines the quality criteria that respondents will be evaluated against. The Criteria, Sub Criteria and 
Sub Criteria weightings will be confirmed through the Evaluation Plan.  

 

9(2)(j)
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9.8.3. Quality criteria and weightings 
The quality Criteria and weightings will be the same across both tenders. The draft weightings (total = 100%) quality 
Criteria are below with further sub-criteria to be developed in the RFP document: 

9(2)(j)

9(2)(j)
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NZTA’s templates will be reviewed, and the Ministry will also seek input from recent PTOM procurements to tailor these 
for this procurement and each criterion, as part of the detailed Evaluation Plan. 

9.8.4. Price evaluation 
Price evaluation will be based on estimating the annual price for each tender and Route/Route Group based on: 

• 192 days of Daily Bus services 

• 40 days of Technology Bus services 

The PET will also carry out sensitivity testing and explore outliers (e.g. respondents with unusually high or low variable 
vs fixed pricing). These results may be subject to clarification or further due diligence 

9.8.5. Negotiation 
The Ministry will preserve the right to enter into negotiations with a respondent where required. This may be supported 
by benchmarking tendered pricing from that respondent with other tendered pricing. 

 Maximum capacity 

Respondents will be encouraged to tender for all Routes/Groups they are interested in. However, respondents may not 
have sufficient capacity to deliver services across all of the tenders they have made, should they be successful in all (or 
a large majority) of them. 

Therefore, respondents will be asked to provide a “maximum capacity” as part of their tenders, which will be expressed 
in a number of Daily Bus routes. This is a better measure than total routes (as Technology Bus services are commonly 
provided by Daily Buses) or Route Groups (as these may have quite different capacity requirements). The number of 
Daily Bus routes is expected to be similar to the total number of vehicles needed to provide services. 

Where a respondent is the Provisional Preferred Supplier (PPS) for a number of Daily Bus routes that exceeds their 
maximum capacity, the Ministry will determine for which of the Route Groups the respondent remains PPS. This will 
take into account: 

• The tests for preserving competition noted below 

• The loss of value in terms of QAP 

• The number of routes in each Route Group the respondent was PPS for 

These decisions will be at the Ministry’s discretion – i.e. the supplier would not be able to “select” which Route Groups 
they are allocated. 

 Preserving competition 

The Ministry seeks to ensure that competition is preserved through this procurement. To avoid excessive market 
concentration, the Ministry will apply tests at a regional level as well as national level. These tests reflect that: 

• No single operator should be awarded all Daily Routes in a region 

• No single operator should dominate the market nationwide 

• No small group of large operators should dominate the market nationwide 

The tests will be carried out and enforced where appropriate to ensure competition is preserved for Daily Routes only. 
This accounts for Daily Routes being the core business that is being tendered; they account for 96% of 2018/19 cost of 
the services being tendered, and Technology Routes commonly use buses that are used to provide other services in 
peak periods thus not important to determining ongoing competition. 

9(2)(j)
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The tests will be used as guidelines for determining ongoing market competition. If either of the tests are breached the 
Ministry will review the loss in value and determine, in its absolute discretion, whether it will favour an alternative outcome 
where the loss in value is offset by the ongoing competitiveness of the respective markets.  

The decisions for allocating Route Groups will be at the Ministry’s discretion – i.e. the supplier would not be able to 
“select” which Route Groups they are allocated. 
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10. Due Diligence 

 Summary 

An initial review of all submissions will be conducted in order to ensure completeness of the responses. This will be 
conducted by Procurement upon receipt of tenders. Further due diligence will be conducted as determined by the 
Evaluation Team. 

Due diligence may involve investigation into whether entering into a contract with a Supplier may expose the Ministry to 
significant risk, e.g. relating to: 

• Validity of the Proposal 

• Suppliers’ financial viability 

• Suppliers’ ownership / structure 

• Suppliers’ business practices 

 

The Ministry will consider a range of due diligence activities including: 

• Review of further evidence sought 

• Site visits 

• Broader reference checks 

• Information sharing with other Government agencies 

• Media checks 

 Financial Health 

Given the scale and opportunity that this tender represents to some respondents and the combined category spend, 
financial information will be requested of respondents during the tender process. It is proposed that an internal SME is 
utilised to provide an assessment of respondents’ ability to meet the demands of their potential awarded contracts. 

It is anticipated this will be done in two phases: 

10.2.1. High-level analysis 
Respondents will be required to submit financial information of their company operations and complete the Financial 
and Commercial Response Form. Information to be provided may include: 

• Director’s declaration they are not aware of any going concern issues or other factors that would prevent 
effective service delivery 

• Audited Financial Statements for the last 3 years available (unaudited statements may be accepted where 
suppliers do not have annual audits) 

• Submission of three financial ratios (Current, Debt-to-Equity and Interest Coverage) for the last three years 

• A letter from the respondent’s accountants or bank to confirm it is a going concern 

• Details of ownership structure 

• Outline of how growth / new investment required to meet the services will be achieved (relevant for respondents 
who are seeking to grow their operations or make investments) 

This information will enable high-level analysis to flag any significant risks. It is proposed the high-level assessment will 
be carried out on all respondents in parallel with evaluation activities, and the analysis may be performed by an external 
consulting company. 

For new entities (e.g. a Joint Venture), details of the structure and shareholdings / financing will be provided. The Ministry 
can only conduct high-level analysis on members of such rather than the entire entity. For sub-contracting relationships, 
the prime respondent will provide details of how retentions, payments and any guarantees will be managed, but the 
Ministry will not seek to review the financial information of each sub-contractor. 
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10.2.2. Further analysis 
The Ministry will reserve the right to conduct more detailed analysis before confirming Group allocations to respondents. 
This would be for PPSs only and might include: 

• Obtaining evidence of financing capability / capacity and plans 

• Follow up on any points identified as part of the high-level analysis 

• Follow up on any points identified as part of Price Evaluation 

The Ministry will reserve the right to reduce the number of Groups allocated to a respondent, or discard their tender, if 
it cannot satisfy itself about the financial sustainability of the respondent. However, this is expected to be a “last resort” 
and should only be invoked in extreme circumstances. 
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11. Probity 

 Summary 

Refer to the School Bus Services Tender Probity Plan for a detailed probity management plan.  

The probity principles for this procurement project are as follows: 

• Acting fairly, impartially, and with integrity 

• Being accountable and transparent 

• Being trustworthy and acting lawfully 

• Managing conflicts of interest 

• Protecting the supplier’s commercially sensitive and confidential information 

 Process integrity 

Probity in this procurement will be managed by:  

• Ensuring compliance with the agency’s code of conduct3  

• Ensuring that financial authority for the procurement is approved before proceeding to tender 

• Ensuring everyone involved in the process signs a confidentiality agreement and declares any actual, potential 
or perceived conflict of interest 

• Identifying and effectively managing all conflicts of interest 

• Treating all suppliers equally and fairly 

• Providing each supplier with a comprehensive debrief at the end of the tender process 

 Conflict of Interest 

All personnel involved in the procurement process will submit a completed Conflict of Interest and Confidentiality 
Agreement upon commencement of their involvement. All involved personnel are required to immediately report any 
Conflict of Interest that arises at any time during the procurement process (including once participating Suppliers have 
been identified). 

For any Conflict of Interest identified, a Conflict Management Plan must be approved by the Procurement Lead (or the 
Procurement Lead’s manager for any Conflict of Interest relating to the Procurement Leader). 

Conflict of Interest status will be regularly reviewed throughout the procurement process by the External Probity Auditor. 

 Probity Report 

A final Probity Report will be provided by the External Probity Auditor at the end of the procurement process. 

                                                            
3 https://intranet.moe.govt.nz/assets/Uploads/Code-of-Conduct-March-2017docx.pdf  
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 Transition  

All respondents are required to complete a Transition Plan for their Routes (Tender 1) or Groups (Tender 2) they are 
tendering for. It is expected that even incumbent suppliers will need to specify their plans as: 

• Tender 1: Services may become fragmented, or Routes may be added / removed through the tender process.  

• Tender 2: New Groups may mean there are new routes / schools they will provide services for 

• Routes change 

• New fleet / fleet changes are likely to be required 

• The new contracts include new requirements (e.g. reporting and compliance) 

 

Transition arrangements may also be addressed during the negotiations with respondents. 

Significant transition risks that have been identified and have mitigation plans, include: 

• Disruption to services 

• Back-up plans in the event that services are affected 

• Availability of vehicles that meet Ministry standards and specifications 

• Supplier requirement for suitably qualified drivers 

 

The Ministry’s rights under the contract will include monitoring supplier progress on their Transition Plans. This will take 
a milestone approach and requires the Ministry to have adequate resources with subject matter knowledge to manage 
continuing contract management of the legacy contracts as well as the new contracts. The Ministry maintains the ability 
to terminate the contract between it and an operator if the operators is at serious risk of not being capable of performing 
the services from the commencement date. 

 

 Contract Management 

Contract Management Plans will be developed by the School Transport team and will cover the following areas: 

• Supply market information 

• Exit strategy / provisions 

• Governance, assurance and relationship management: key personnel, escalations  

• Finance, payment models, pricing information 

• Transition and implementation considerations 

• Supplier and market engagement plans 

• Performance management and service levels 

• Contract monitoring and management 

• Reporting 
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  Key Performance Indicators 

Key Performance Indicators (KPIs) are considered to be an effective way for the Ministry to manage performance in the 
Daily Bus and Technology Services contracts. Performance in the current contract is detailed in Schedule 3 – Contract 
Monitoring & Evaluation Framework, contracts are monitored through audit checks conducted by Transport Contract 
Managers and suppliers are required to conduct a self-audit. 

Traditionally performance management has been tactical in nature with no regular reporting provided. The upcoming 
contract provides an opportunity to introduce more strategic contract management approaches that could enhance value 
and performance from our contracted suppliers.  

The contract will set out obligations for operators to provide monthly reporting on service performance to the Ministry. 
This information can then be used by the Ministry to monitor service performance across all services and work with the 
operators to improve performance where necessary. 

 Contract completion 

13.5.1. End of term  
At the end of the initial term of six years, there will be an option to extend the contract by a further three years, subject 
to good performance by the supplier, and continued best value-for-money over the whole-of-life delivery. 

13.5.2. Exit strategy  
Our responsibility to deliver transport services will continue beyond the expiry of this contract if current policy settings 
remain. 
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Appendix A – MBIE Significant Procurement Plan 
Review 

MBIE has been in the process of reviewing this Procurement Plan as 
part of a Significant Procurement Plan (SPP) Review. MBIE staff who 
were undertaking the review have been reassigned into the COVID 
incident response tasks, as part of the critical workforce team.  While 
MBIE has indicated that the SPP will be delivered, it is unlikely that 
this will happen for a number of weeks or months.  

 

MBIE staff have been present during critical meetings and workshops 
which steered the development of the two tender procurement 
approach. MBIE has also been sent earlier drafts of the Procurement 
Plan as guidance before meetings and workshops. 

 

The Minister for Economic Development, the Minister responsible for 
MBIE, has endorsed the two tender approach (METIS No: 1220698) 
on 18/03/2020. 
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Appendix E – Tender 1 Contract Award Scenario 
Examples 

 

a. Insufficient Interest: In this example, 20 
Routes are available for award in the Region. 
But only 7 bids are received. The bids present 
acceptable quality and price. 7 Daily Routes are 
awarded for this Region. 

 
 

 
 

 
 
 
 
 
 
 
 
 
 
 

b. Low response quality: In this example, 20 
Routes are available for award in the Region. 
20 bids were received, and all presented 
acceptable pricing but only 9 of them were of an 
acceptable quality. 9 Routes are awarded for 
this Region.  

 
 
 
 
 

 
 
 
 
 
 
 
 
 

c. Pricing above threshold: In this example, 20 
Routes are available for award in the Region. 20 
bids were received and all of them presented 
acceptable quality, but only 9 of them presented 
both acceptable quality and price. 9 Routes are 
awarded for this Region. 11 bids with pricing 
above threshold were further investigated but it 
was found that the higher pricing was not 
justified.  

 
 
    

Routes bid for 
in Tender 1

Acceptable 
Quality

Acceptable 
Price

Outcome

Route 1 YES YES Awarded
Route 2 YES YES Awarded
Route 3 YES YES Awarded
Route 4 YES YES Awarded
Route 5 YES YES Awarded
Route 6 YES YES Awarded
Route 7 YES YES Awarded
Route 8 No Response No Response Not awarded - available in Tender 2
Route 9 No Response No Response Not awarded - available in Tender 2

Route 10 No Response No Response Not awarded - available in Tender 2
Route 11 No Response No Response Not awarded - available in Tender 2
Route 12 No Response No Response Not awarded - available in Tender 2
Route 13 No Response No Response Not awarded - available in Tender 2
Route 14 No Response No Response Not awarded - available in Tender 2
Route 15 No Response No Response Not awarded - available in Tender 2
Route 16 No Response No Response Not awarded - available in Tender 2
Route 17 No Response No Response Not awarded - available in Tender 2
Route 18 No Response No Response Not awarded - available in Tender 2
Route 19 No Response No Response Not awarded - available in Tender 2
Route 20 No Response No Response Not awarded - available in Tender 2

Routes bid for 
in Tender 1

Acceptable 
Quality

Acceptable 
Price

Outcome

Route 1 YES YES Awarded
Route 2 YES NO Not awarded - available in Tender 2
Route 3 YES YES Awarded
Route 4 YES NO Not awarded - available in Tender 2
Route 5 YES YES Awarded
Route 6 YES NO Not awarded - available in Tender 2
Route 7 YES NO Not awarded - available in Tender 2
Route 8 YES YES Awarded
Route 9 YES YES Awarded

Route 10 YES NO Not awarded - available in Tender 2
Route 11 YES YES Awarded
Route 12 YES NO Not awarded - available in Tender 2
Route 13 YES NO Not awarded - available in Tender 2
Route 14 YES YES Awarded
Route 15 YES NO Not awarded - available in Tender 2
Route 16 YES YES Awarded
Route 17 YES YES Awarded
Route 18 YES NO Not awarded - available in Tender 2
Route 19 YES NO Not awarded - available in Tender 2
Route 20 YES NO Not awarded - available in Tender 2

Routes bid for 
in Tender 1

Acceptable 
Quality

Acceptable 
Price

Outcome

Route 1 YES YES Awarded
Route 2 YES YES Awarded
Route 3 YES YES Awarded
Route 4 YES YES Awarded
Route 5 YES YES Awarded
Route 6 YES YES Awarded
Route 7 YES YES Awarded
Route 8 YES YES Awarded
Route 9 YES YES Awarded

Route 10 NO YES Not awarded - available in Tender 2
Route 11 NO YES Not awarded - available in Tender 2
Route 12 NO YES Not awarded - available in Tender 2
Route 13 NO YES Not awarded - available in Tender 2
Route 14 NO YES Not awarded - available in Tender 2
Route 15 NO YES Not awarded - available in Tender 2
Route 16 NO YES Not awarded - available in Tender 2
Route 17 NO YES Not awarded - available in Tender 2
Route 18 NO YES Not awarded - available in Tender 2
Route 19 NO YES Not awarded - available in Tender 2
Route 20 NO YES Not awarded - available in Tender 2

Rele
as

ed
 un

de
r th

e O
ffic

ial
 In

for
mati

on
 Act 

19
82



Commercial In Confidence 

Appendix F – Tender 1 Route Allocation Example 
The table below illustrates how Routes will be allocated through Tender 1. In this example, 11 Routes are available for 
award in a fictional Region, and 4 suppliers have been evaluated to meet the quality and price thresholds with respect 
to one or more Routes.  13 Routes received bids and 11 have been offered to the suppliers. The Routes are distributed 
to suppliers based on the highest Public Value across all Routes: 

Supplier 1 secured 8 Routes 
Supplier 2 did not secure any Routes 
Supplier 3 secured 1 Route 
Supplier 4 secured 2 Routes 
 
Route 12, while attracting acceptable bids, is not available for award as the maximum number of Routes available for 
award is 11 and the highest Public Value score received for Route 12 is lower than the best scores received for each 
of the other 11 Routes.  Route 13 did not attract any acceptable bids.  

 

 

 

After the offer, Supplier 1 has decided not to accept any Routes through Tender 1, instead they have chosen to bid 
through Tender 2. The Routes won by Supplier 1 are thus distributed to the supplier holding the next highest Public 
Value score, if any.  

Supplier 1 has not accepted award of any Routes  
Supplier 2 secured 1 Route 
Supplier 3 secured 5 Routes 
Supplier 4 secured 4 Routes 
 

Routes 10 and 11 are not offered as no other supplier has offered an acceptable bid. These Routes, together with 
Route 13 which did not attract any acceptable bids, will be made available in Tender 2. Because of this, Route 12 can 
now be offered. The maximum number of Routes earmarked to be allocated is not reached in this scenario.  

 

 

Route 1 Route 2 Route 3 Route 4 Route 5 Route 6 Route 7 Route 8 Route 9 Route 10 Route 11 Route 12 Route 13
Supplier 1             
Supplier 2             
Supplier 3             
Supplier 4             

Route 1 Route 2 Route 3 Route 4 Route 5 Route 6 Route 7 Route 8 Route 9 Route 10 Route 11 Route 12 Route 13
Supplier 1
Supplier 2             
Supplier 3             
Supplier 4             
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Appendix G – Process Flow Diagrams 
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Appendix H – Case Studies  

1. Case Study 1: Kāpiti Bus 
 
Kāpiti Bus is a small local business, their aim is to keep serving their 2 current Routes. 

 
Scenario 1: 
Kāpiti Bus decides to tender under Tender 1. 
A bid is submitted for the 2 Routes that Kāpiti Bus currently operates. 
 

Outcome if 
successful: 

Kāpiti Bus enters into a contract with the Ministry and continues to service their 2 current Daily Routes. 
Kāpiti Bus becomes ineligible to tender under Tender 2.  
They’re happy with this as they don’t have the capacity to service a Route Group. And they’re not interested in growing 
their business so they can.  

Outcome if 
partially 
successful 

Kāpiti Bus is offered 1 Route and enters into a contract with the Ministry.  
Kāpiti Bus becomes ineligible to tender under Tender 2.  
 

Outcome if 
unsuccessful: 

Kāpiti Bus can choose to: 
• Bid under Tender 2, or 
• Not compete for the services available in Tender 2.  
 
If the Daily Routes they currently serve are awarded to another supplier as a result of Tender 1, they will not be 
available for tender in Tender 2. However, other similar or nearby Routes may be available within a Tender 2 Group.   
 
Because Kāpiti Bus don’t have the capacity to service a Group on their own, Kāpiti Bus could consider partnering with 
another business to put in a tender for a Group. 
 
Before putting in a tender, Kāpiti Bus and their partner would need to decide which of the Routes within the Route 
Group they will each do if successful. 

 
Scenario 2 
Kāpiti Bus partners with another operator. 
A joint bid is submitted for a Group under Tender 2. 
 

Outcome if 
successful: 

Kāpiti Bus and their partner(s) enter into a contract with the Ministry.  
 
Kāpiti Bus continues to service the 2 Routes they are currently servicing (if available via Tender 2) or whichever 2 
available Routes they agreed to service as part of the joint tender.  

Outcome if 
unsuccessful: 

Kapiti Bus will no longer provide Daily Bus or Technology Bus services for the Ministry. 

 
 

2. Case Study 2: Palmy Bus 
 
Palmy Bus is a medium sized business servicing 8 Routes, but they could easily serve up to 20 Routes. They want to increase their 
school transport business. 

 
 
Scenario 1: 
Palmy Bus decides to bid for the maximum number of Routes available under Tender 1, which is 12. The company chooses not to 
bid under Tender 2 as it is aware that a local Tender 2 Group may be too large for Palmy Bus to service in its entirety. Palmy Bus 
could submit a joint Proposal or increase their fleet and personnel in order to be able to service an entire Group, however the company 
does not wish to do either.  
 

Kāpiti Bus operates 2 buses in a Region which contains a total of 50 Routes.12 Routes are available for award through Tender 1. 

Palmy Bus operates 25 buses in a Region which contains a total of 120 Routes.12 Routes are available for award through Tender 1. 
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Outcome if 
successful 

Palmy Bus is awarded all 12 Routes and enters into a contract with the Ministry.  
This increases their business by 4 Routes. 
Palmy Bus is not eligible to tender under Tender 2.  
Palmy Bus misses out on the opportunity to tender for one or more Group under Tender 2, which if successful, 
could have increased their business by 12 Routes. 

Outcome if partially 
successful 

Palmy Bus is awarded between 1 and 11 Routes and enters into a contract with the Ministry.  
Palmy Bus becomes ineligible to tender under Tender 2.  
 

Outcome if 
unsuccessful 

Palmy Bus can choose to: 
• Bid under Tender 2, or 
• Not compete for the services available in Tender 2. 

  
 
Scenario 2: 
Palmy Bus decides to tender for 3 Groups under Tender 2. Each of The Groups is made up of 5 Daily Routes and 3 Technology 
Routes, or 24 individual Routes in total. This is more than the maximum number of Routes available for award under Tender 1, which 
is 12. Palmy Bus decided to use their capacity and increase their fleet and personnel. They also could have submitted a joint bid 
instead.  
 
They also realise that entering into a contract with the Ministry for the smaller number of Routes under Tender 1, would make them 
ineligible to tender for the larger number of Routes available in Tender 2. 
 
Palmy Bus could also choose to take part in Tender 2 if they are unsuccessful in Tender 1, and decide to submit a joint bid or to 
increase their fleet and personnel.  
 
 

3. Case Study 3: Kiwi Bus Company (KBC) 
 
KBC is a large national operator servicing 80 Routes, but they could easily serve up to 110 Routes. They want to increase their school 
transport business. 

 
Scenario 1: 
Bidding under Tender 1 would allow KBC to win a maximum of 22 Routes, much less than the number of Routes currently being 
serviced (80 Routes) and KBC’s future aspiration (110 Routes). 
 
KBC decides to bid for 15 Groups, across multiple Regions, under Tender 2. Each of the Groups is made up of 5 Daily Routes and 
3 Technology Routes, or 120 Routes in total. This is more than the maximum number of Routes that KBC can currently service, 
however KBC is open to a small increase in their fleet and personnel to meet the demand if they win all the Groups. KBC could have 
submitted a joint bid instead, but they chose not to. 
 

Outcome if 
successful 

KBC is awarded 15 Groups and enters into a contract with the Ministry.  
As desired, this increases their business by 40 Routes. 

Outcome if partially 
successful 

KBC is awarded between 1 and 14 Groups and enters into a contract with the Ministry. 
KBC becomes ineligible to tender under Tender 2.  

Outcome if 
unsuccessful 

KBC will no longer provide Daily and/or Technology bus services for the Ministry. 

 
 

4. Case Study 4: Otago Bus 
 
Otago Bus is a small local business servicing 7 Routes, but due to growth in other business areas they wish to decrease their school 
transport business to 4 Routes.  

 
Scenario 1: 
Bidding under Tender 1 would allow Otago Bus to bid for fewer Routes than they are currently servicing. Otago Bus bids for 4 Routes 
that they are currently operating through Tender 1. 
 
 

Outcome if 
successful 

Otago Bus is awarded 4 Routes that they are currently operating and enters into a contract with the Ministry.  
As desired, this decreases their business by 3 Routes. 

Outcome if partially 
successful 

Otago Bus is awarded between 1 and 3 Routes that they are currently operating and enters into a contract with 
the Ministry.  
Otago Bus becomes ineligible to tender under Tender 2. 

KBC operates 120 buses in multiple Regions. A maximum of 22 Routes are available for award through Tender 1 in the Region 
where KBC’s Head Office is located. 

Otago Bus operates 10 buses in a Region which contains 140 Routes. 13 Routes are available for award through Tender 1. 
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Outcome if 
unsuccessful 

Otago Bus can chose to: 
• Bid under Tender 2 for a Group through a joint proposal, seeking to service their current (if available) or 

similar or nearby 4 Routes; or 
• No longer provide Daily and/or Technology bus services for the Ministry. 

 
Scenario 2 
Otago Bus partners with another operator. 
A joint bid is submitted for a Group under Tender 2. 
 

Outcome if 
successful: 

Otago Bus and their partner(s) enter into a contract with the Ministry.  
Otago Bus services 4 of the 7 Routes they are currently servicing (if available via Tender 2) or whichever 4 similar or 
nearby Route(s) they agreed to service as part of the joint tender.  

Outcome if 
unsuccessful: 

Otago Bus no longer provide Daily and/or Technology bus services for the Ministry. 
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1. Introduction 

1.1 This Probity Plan has been developed to assist the Ministry of Education (the Ministry) to 
conduct a robust, open and fair procurement process for the provision of School Bus 
Services (the Procurement).  

1.2 Probity is the evidence of ethical behaviour in a particular process. The term probity refers 
to fairness. For employees of government Ministries, maintaining probity involves more 
than simply avoiding corrupt or dishonest conduct. It involves applying public sector values 
such as impartiality, fairness, accountability, and transparency. It is part of every public 
official’s (and those acting on their behalf) duty to adopt processes, practices and 
behaviour that enhance and promote public sector values and interests to ensure probity 
in public sector activities. 

1.3 Details presented in this document are subject to change and validation through the 
development of the Evaluation Plan, Contract Refinements, or a change in current policy 
settings. 

2. Purpose 

2.1 The purpose of this Probity Plan is to ensure, through the identification of key risks and the 
adoption of a set of guiding principles and specific controls, that probity issues are taken 
into account throughout, and reflected in activities undertaken in respect of the 
Procurement. This includes: 

 
• ensuring that the processes and decision-points of the procurement are 

relevant to the needs of the Procurement, readily identifiable, and well 
understood by all those associated with it 

• ensuring that roles and responsibilities within the Procurement are clearly and 
appropriately allocated, providing a strong basis for decision-making and 
enabling those responsible to be held accountable for their actions 

• ensuring compliance with all process requirements, including any relevant 
rules, thereby promoting the use of best practice and minimising the risk of 
procedural or other challenge 

• minimising the risk of material conflicts of interest not being identified and 
appropriately managed 

• managing the procurement process in a way that is fair to all parties involved; 
• maintaining public sector integrity by generating and preserving confidence 

in the process 
• enabling the Procurement to result in an outcome which best meets the needs 

of the Ministry and the users of the services: 
o be safe, reliable and reasonably comfortable, getting students to their 

destination, on time and ‘ready to learn’ 
o provide confidence to all stakeholders (government, caregivers and 

schools) that it is fit for purpose 
o represent appropriate and sustainable public value through both the 

quality of the service and the way it is delivered 
o be achieved through a fair, open and transparent procurement process 

and managed through clear contract responsibilities 
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3. Implementation of the plan 

3.1 The  will draft and implement this Probity Plan and monitor probity, with 
assistance from Audit NZ. Audit NZ will assist in the monitoring of adherence to this Probity 
Plan as well as review of various documents and processes. The  will 
ensure all personnel involved in the procurement including consultants, external advisors 
and Ministry staff understand their obligations and need to comply with this Probity Plan. 
The implementation of specific actions under this Probity Plan will be the responsibility of 
the .    

3.2 All activities in this procurement will be undertaken within the framework of this Probity 
Plan. If the procurement is showing potential to deviate from the Probity Plan significantly, 
this will be considered and if necessary an amendment will be made and the Probity Auditor 
will be informed prior to any deviation being communicated or actioned.  

3.3 The  will check Conflict of Interest Status, and implement management 
plans as required, at key milestones in the tender process for example during development 
of the tender and evaluation criteria, when the list of respondents are known and before 
responses are distributed, before each evaluation meeting and at other key meetings. The 

 will also monitor all Conflict of Interest Management Plans.  
3.4 For clarity, the , EIS 

Commercial Procurement team. 

4. The Procurement 

4.1 The Ministry’s procurement objective is to purchase quality school transport services for 
those Students who are eligible for school transport assistance. The Ministry currently provides 
daily school transport assistance for approximately 100,000 Students. 

This procurement covers the following service types: 

• Daily Bus Service Routes 
• Technology Service Routes 

The procurement will be conducted through a two tender approach: Tender 1 and Tender 2.  

4.2 Tender 1: 

This is the first stage of a regionally open competitive two tender process. In this stage, all 
suppliers will be able to tender for one or more individual Daily or Technology Routes within only 
one specific Region. The maximum number of Routes available to be awarded via Tender 1 will 
be limited to, within the boundary of each Region, 10 Daily Routes or 10% of the Daily Routes, 
whichever is greater, and 10% of Technology Routes. 

Suppliers will be restricted to tender for Routes within certain Regions based on the location of 
the supplier’s Head Office, and will be limited to tendering in one Region only. 

It is expected that the structure of Tender 1 will attract mostly small regional suppliers. 

Any Routes not awarded due to lack of interest, unacceptable responses, or failure to sign a 
contract with the Ministry will be made available to the market via Tender 2.  

9(2)(j)

9(2)(j)

9(2)(j)

9(2)(j)

9(2)(j)

9(2)(j)

Rele
as

ed
 un

de
r th

e O
ffic

ial
 In

for
mati

on
 Act 

19
82



Rele
as

ed
 un

de
r th

e O
ffic

ial
 In

for
mati

on
 Act 

19
82



Rele
as

ed
 un

de
r th

e O
ffic

ial
 In

for
mati

on
 Act 

19
82



 

 Page 7 of 18 

 

 
6.4 For clarity, the RFP Point of Contact is , EIS 
Commercial Procurement team. 

7. Specific Probity Issues 

7.1 The following principles and approaches will be applied throughout the procurement process. 
Each of these will be kept under review, and used as part of the sign-off process of 
documentation and process design: 
 
• All participating Project personnel and respondents should have an appropriate level of 

knowledge about the planned approach to the procurement process, including: 
 

o evaluation criteria 
o communication protocols 
o gifts and hospitality protocols 
o scheduled procurement activities 
o approach to questions of clarification and information provision to all respondents 
o details of project members and their roles, responsibilities and key contacts 
o decision making processes 

• The procurement process should be designed in a way that gives sufficient flexibility on 
internal programme dates, while enabling overall timetables to be adhered to 

• The RFP should clearly identify the main point of contact, and state the potential 
consequences of inappropriate communication during the process 

• The RFP should contain appropriate statements of reserved rights for the Ministry, and clear 
statements about matters such as the acceptability or otherwise of late responses, etc. This 
material should be reviewed by the Probity Auditor 

• Specific steps should be taken to ensure that any proposals and ideas in an RFP response 
that are proprietary to a respondent are not shared with other respondents or operators 
(including other parts of the Ministry) 

• The  will ensure the involvement of the Probity Auditor in all probity issues, 
and at key stages and activities of the timetable 

• The  will take specific steps to ensure that all personnel with an active role 
in the Procurement are fully familiar with their probity obligations 

• All personnel involved in the evaluation process will be expected to comply with the 
Evaluation Plan (to be separately developed), and will be briefed on the importance of this 
Probity in the Procurement 

• The  will record probity issues as they arise in the Issues Register. The 
Probity Auditor will be informed and advice sought to determine an appropriate management 
response to any significant probity issue 

• The  should ensure that all unsuccessful respondents are offered a debrief 
following the procurement process. The  should then ensure these 
debriefs are delivered. 

8. Probity Plan 
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Appendix D: Communication Protocols 

Background 
These communication protocols have been developed to provide guidance to the Procurement 
Team and its advisors when conducting any form of communication during the procurement 
phase with potential participants, including presentations, workshops, meetings, site visits, one-
on-one discussions (telephone or in person), and written communications.  

The communication protocols provide a framework that ensures that the principles of probity, 
fairness and transparency are adhered to.   

Specific advice in regards to Business as Usual communication with existing service providers 
is being provided to the School Transport team.  

The Communications and Stakeholder Management Plan for this procurement provides further 
detail. 

Notices of Information 
If the Procurement Team considers it appropriate to publish a notice of general significance to 
all interested parties then it will do so using a notice through GETS and publish the information 
on the Ministry’s website. 

Roadshows 

Any pre-tender roadshows are covered by a separate Communications plan.  

Written enquiries 
Respondents will be required to make any written enquiries to the .  The 
relevant e-mail addresses will be provided in the RFP and any correspondence will be retained 
to provide clarity for the audit trail of the communication process.  

In the tender phase all Respondents will be asked to submit questions through GETS. The 
Questions will be received and distributed by the  to the appropriate areas of 
the business, the answers will be collated and issued as a notice on GETS by Procurement. The 
Ministry may publish notices of information on GETS at any point during the tender to provide 
clarification or correct any errors that have been made in the tender documentation suite.  

Telephone enquiries 

It is important that telephone enquiries from respondents are minimised and all are transferred 
to the .  Telephone calls should then be treated as follows: 

» Any communication of importance or where a decision is made will be followed up with 
an email to the Respondent summarising the facts, which will be kept in a dedicated 
folder. 

» If the communication cannot be followed up by an email a file note will be produced and 
recorded. 

» If the communication has implications of a serious nature or implications for the Ministry 
an entry will be put in the Project Issues Register. If the communication is deemed to 

9(2)(j)
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have very serious implications for the Ministry an entry will be put in the Ministry’s Issues 
Register. 

» If the communication takes place while the tender is open on GETS, is relevant to the 
procurement, and within the GETS question and answer period, the Ministry will ask that 
the communication be submitted visa GETS. 
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Country Jurisdiction 
Provision - local / SME 

suppliers
Details Document

1 NZ
Timaru District 

Council
Price Credit - local

"Local” means a ratepayer of the Timaru District Council and/or an organisation that employs Timaru District residents.
“Tenders for the supply of materials or plant and/or carrying out of works be accepted on the basis generally of the lowest satisfactory tender, but that a 
tolerance in favour of a local tender of up to 5% with a maximum of $2,000 on any one tender, may be allowed.”

Procurement 
Policy

2 NZ
Ruapehu District 

Council
Chunk down procurement 

- local
In 2014, Council committed to retaining local expertise in deciding on its new vendors for road maintenance services. In doing so, it unbundled its local 
road maintenance services contract and divided it across six separate suppliers 

Procurement 
Strategy 

3 NZ
Far North Local 

Council
Preferent Selection - local

When suppliers are equal on price and quality attributes, preference may be given to the local supplier where appropriate. Procurement 
Policy

4 NZ
South Taranaki 

Council
Preferent Selection - local

Local Suppliers
The Council will seek to promote the South Taranaki economy by providing full and fair opportunity to compete for Council business. This will be achieved 
by:
• Ensuring local suppliers are included within invitations to tender and quote wherever practicable
• Publically advertising tender opportunities when appropriate
• Considering potential commercial and practical advantages in purchasing locally produced goods and services
• Considering local economic implications when planning major procurement activities and packaging work for contracts

Contractor 
information 

5 NZ
Christrchurch City 

Council
Criteria Credit - local

If local value benefits are to be included in Council procurement processes these will be made clear in the information the Council provides regarding its 
requirements. This will include clear information on any weighting approach to be included. 

Procurement 
Policy

6 NZ
Whanganui 

District Council
Price Credit - local

1) For procurements of up to $100,000 in value, the tendered or quoted price from a supplier deemed "local" by the WDC, will be allowed to be a
maximum variation of 5% (in addition) of all other tenders or quotes.
2) For procurements of over $100,000 in value, the tendered or quoted price from a supplier deemed "local" by the WDC, will be allowed to be a
maximum variation of $5,000 (in addition) of all other tenders or quotes.

Procurement 
Policy

7 NZ
Hawkes Bay 

Regional Council
Preferent Selection - local

A decision to purchase goods, works or services from a supplier where the locality of the supplier is the determining factor (rather than price and/or 
quality factors) should give consideration to one or more of the following:
- The importance of the goods or service being available locally (due to factors such as time constraints or
availability of key personnel to respond to requests for service from HBRC).
- The importance of local knowledge of the Hawke’s Bay regional environment.
Hawke’s Bay Regional Council Procurement Policy Page | 4
- The importance of supplier knowledge and understanding of HBRC’s operational practices, processes and systems.
Where the locality of the supplier is the determining factor in a purchase, HBRC will document that this was the determining factor and include the
justification for approving the purchase on this basis.
In a Major Procurement that may include a number of interested suppliers (including local and non-local) via a competitive process, the importance of
local presence and/or knowledge should be clearly highlighted in HBRC’s procurement documentation and submissions should be evaluated accordingly.

Procurement 
Policy

8 NZ
Western BOP 

District Council
Encourage to participate - 

local

Local suppliers should be encouraged to compete for business where they are competitive in respect
of price and quality. Council will consider all supplier proposals equally based on the stated evaluation criteria. Council will make a balanced decision, 
considering the social, environmental and economic effects of any proposal.
While the budget may have been allocated in the Annual or Long Term Plan, the procurement plan
provides a final opportunity for management to determine if and how that budget should be spent.
Procurement plans must also detail:
• the budget source and cost code;
• the identity of the evaluation team and its Chair (the Procurement Lead will be a member of all
competitive tender evaluation processes);
• whether the expenditure is Capex or Opex;
• what consideration has been made of and what capability exists within the local supplier market.

Procurement 
Manual

Document 11
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Country Jurisdiction 
Provision - local / SME 

suppliers
Details Document

9 NZ
Clutha District 

Council
Price Credit - local

BUY LOCAL
o Encourage the procurement from suppliers within the Clutha District, except
where “value for money” is better achieved by providers from outside of the
region.
o Apply the agreed “Buy Local” premium of 5% or up to $5,000 per any contract
that is not local. 

 Policy on 
Procurement

10 AUSTRALIA City of Gold Coast Criteria Credit - local

2.2.2.1 Local Content
A 15 per cent weighting related to the business locality will be included in Council’s capability scoring
evaluation criteria, allocated as shown in Table 2 following.
Table 2: Local content scoring
Score Category Description
- 15% A Developing or established Gold Coast business
- 12% B Branch office on the Gold Coast directly employing a minimum of 10 FTEs (not
contractors)
- 9% C Branch office on the Gold Coast, established for a minimum of six months, directly
employing less than 10 FTEs (not contractors)
- 4% D Adjacent local government (Logan, Scenic Rim, Redland or Tweed Shire) business
- 2% E Queensland business
- 1% F Interstate business
- 0% G Overseas business

Procurement 
Policy and 
Contract 
Manual

11 AUSTRALIA
Redland City 

Council
Preferent Selection - local

Preference for local suppliers
Council encourages competitive local businesses, and aims to promote and support competitive local industry in its procurement.
Therefore, as well as price, performance, quality and suitability, Council may also consider:  

- employment opportunities for the region
- economic growth for the region
- readily available goods, services and support
- the benefit to Council of contracting with local suppliers and the associated local commercial                                                                                                                  
- transactions flowing from that contracting.
- Council is also committed to supporting the Quandamooka People in local business initiatives in line with the above sound contracting principles.

 'How Council 
chooses 

suppliers'

12 UK
North Somerset 

Council
Preferent Selection - SME

2.1 Small and medium sized enterprises (SME) spend
In 2010, the government announced an aspiration for 25% of its spending to go to SMEs by 2015. In
August 2015, the government announced that it would extend this target to 33% by 2020. The target
covers both direct contracts with SMEs and spending that reaches SMEs indirectly (where the
government’s contract is with a larger provider that subcontracts SMEs as part of its supply chain).
In 2016/17 North Somerset Council spent 35% with SMEs, so is already exceeding the target.

Our local upply 
policy 
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Country Jurisdiction 
Provision - local / SME 

suppliers
Details Document

13 AUSTRALIA
Latrobe City 

Council
Encourage to participate - 

local

Latrobe City Council is committed to buying from local businesses where purchases can be justified against Value for Money grounds, while remaining 
compliant with the Competition and Consumer Act 2010 and other fair trading legislation requirements.

Wherever practicable, Latrobe City Council will fully examine the benefits available through purchasing goods, services and works from suppliers within 
Latrobe City.

To ensure that value for money is achieved through use of local suppliers when purchasing, Latrobe City Council shall:

- Encourage a ‘buy local’ culture within Council;
- Encourage local suppliers to participate in Council business by advertising in local newspapers and other means considered appropriate;
- Ensure that procurement policies and procedures do not disadvantage local suppliers;
- Ensure transparency in Council procurement practices;
- Encourage the use of local suppliers by contractors.
- Local Economic Development

Latrobe City Council will also seek from prospective suppliers/contractors, where applicable, what economic contribution they will make to the Latrobe 
City region. Latrobe City Council will assign weighting percentage up to a maximum of 15% to this criteria element. The quotation or tender evaluation 
panel will determine the percentage applied to any procurement.

Such examples may include a supplier/contractor who:

- Engages and contracts with local suppliers
- Engages local sub-contractors
- Participates in apprenticeship schemes or employs apprentices when tendering for projects upon award
- Contributes to the financial, social and environmental wellbeing of the region
- Enables the expansion, growth and servicing of local businesses and contractors
- Uses existing local businesses

Procurement 
Policy

14 AUSTRALIA Logan City Council Criteria Credit - local

Engaging our local businesses
We introduced a Buy Local Policy in February 2019 to highlight the importance of supporting local businesses within Logan. The Buy Local Policy now 
includes a range of initiatives to assist Council staff when engaging with local suppliers/businesses.

The new policy includes seeking quotes from local suppliers to including a mandatory Local business tender weighting for all future tenders

Doing business 
with Council'

15 AUSTRALIA
Moreland City 

Council
Preferent Selection - local

2.2 Policy Objectives
The objectives of the procurement policy are to:
• Ensure that all purchasing activities support Council’s corporate strategies, aims and objectives;
• Provide a mechanism for continuous improvement in the provision of services for the community;
• Ensure that Council’s resources are used efficiently and effectively;
• Collaborate with other Councils to take advantage of economies of scale;
• Achieve compliance with relevant legislative requirements;
• Achieve high standards of probity, transparency and accountability; 
• Manage risk associated with procurement;
• Facilitate preferential treatment to procurements which provide environmentally sustainable benefits and social benefits; and
• Facilitate preferential treatment to local suppliers.

Procurement 
Policy
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Country Jurisdiction 
Provision - local / SME 

suppliers
Details Document

16 AUSTRALIA
Brisbane City 

Council
Criteria Credit - local

(b) Requirement for tenders, proposals and quotes 
Except as provided in sections 3.2 and 3.3, Council will invite tenders, proposals, quotes and expressions of interest from the supply market in accordance 
with the following thresholds.
(i) For purchases reasonably estimated to be worth less than $10,000, price information is to be obtained from one or more suppliers. When seeking and 
or evaluating quotes, preference will be applied to local suppliers. Where only one quote is obtained from those invited, VFM is to be demonstrated.
(ii) For purchases reasonably estimated to be worth more than $10,000 and less than $250,000, at least three written quotes are to be invited from 
suppliers who are considered able to meet the requirements. When seeking and or evaluating quotes, preference will be applied to local suppliers. Where 
only one quote is received from those invited, VFM is to be demonstrated.
(iii) For purchases reasonably estimated to be worth $250,000 or more, Council will publicly invite tenders, proposals or expressions of interest. A local 
weighting of up to 30% may be applied and reflected in the VFM assessment.
‘Worth’ means the total amount (exclusive of GST) to be paid to the supplier for the goods, services or works for the full term including known options 
and/or optional periods. For contracts under which Council receives revenue, the thresholds above apply and ‘worth’ refers to the total amount to be paid 
to Council.
‘Local’ means (in descending order of preference):
(i) the Brisbane City Council Local Government Area
(ii) South East Queensland
(iii) Queensland.
Where quotes from non-local suppliers are sought or evaluated, the officer with the delegation relevant to the procurement, will need to be satisfied that 
such an approach reflects the most advantageous outcome for Brisbane.

Procurement 
Policy and Plan
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Information presented here, such as minimum tender scores, Region and Route Group boundaries, competition tests,  tender process, etc., has not been confirmed and is presented for illustrative purposes only, meant to provide a general overview of teach option.  

 
 

 
 

 
 
 
 
     
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 

 

OPTION 1: TWO TENDER PROCESS – PHASE 2 overview 

New Zealand will be divided into Geographical Regions 
closely resembling the New Zealand Local Government 
Regions. Main deviations are the grouping of Marlborough, 
Nelson and Tasman Regions into a single Region, and 
including the Chatham Islands as part of Canterbury Region.  
 
Each Region will be sub divided into Route Groups:    Each 
Route Group will be tendered for separately and contain 
Daily and/or Technology Routes (see ‘Routes and Route 
Groups’ below. 

There will be no restrictions on how many 
Route Groups a supplier can tender for; 
however the Ministry will ensure that 
market competition is preserved through 
this procurement. To avoid excessive 
market concentration the Ministry will 
apply tests* for all Groups to determine 
market share at a regional and national 
level.  
 

Tenders are treated as 
binding: suppliers 
must expect to be 
ready to deliver 
services to all Route 
Groups successfully 
tendered for following 
services 
commencement. 

*These tests reflect that: 
 
- No single operator should be awarded 
more than [a set percentage] of all 
Routes in a Region. 
- No single operator should dominate the 
market nationwide. 
- No small group of large operators should 
dominate the market nationwide.  

Any Routes not awarded in PHASE 1 will be made 
available for award in PHASE 2. The available Routes will 
be aggregated into Route Groups.  
 
The minimum number of Routes available for PHASE 2 
award is presented below. The table presents the minimum 
anticipated number of Routes available for each Region; 
the number of Routes may be higher if the maximum 
allocation of Routes was not achieved in PHASE 1.  

Routes and Route Groups  
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Information presented here, such as minimum tender scores, Region and Route Group boundaries, competition tests,  tender process, etc., has not been confirmed and is presented for illustrative purposes only, meant to provide a general overview of teach option.  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 

OPTION 2: DIRECT NEGOTIATION – BASED ON RELIANCE ON MINISTRY BUSINESS: PHASE 2 overview 

New Zealand will be divided into Geographical Regions 
closely resembling the New Zealand Local Government 
Regions. Main deviations are the grouping of Marlborough, 
Nelson and Tasman Regions into a single Region, and 
including the Chatham Islands as part of Canterbury Region.  
 
Each Region will be sub divided into Route Groups:   Each 
Route Group will be tendered for separately and contain 
Daily and/or Technology Routes (see ‘Routes and Route 
Groups’ below).  
 

There will be no restrictions on how many 
Route Groups a supplier can tender for; 
however the Ministry will ensure that 
market competition is preserved through 
this procurement. To avoid excessive 
market concentration the Ministry will 
apply tests* for all Groups to determine 
market share at a regional and national 
level.  
 

Tenders are treated as 
binding: suppliers 
must expect to be 
ready to deliver 
services to all Route 
Groups successfully 
tendered for following 
services 
commencement. 

*These tests reflect that: 
 
- No single operator should be awarded 
more than [a set percentage] of all 
Routes in a Region. 
- No single operator should dominate the 
market nationwide. 
- No small group of large operators should 
dominate the market nationwide.  

Any Routes not awarded in PHASE 1 will be made 
available for award in PHASE 2. The available Routes will 
be aggregated into Route Groups.  
 
The number of Routes available for PHASE 2 award is 
dependent upon the PHASE 1 tenderer interest and quality 
of responses.  The table below presents the XXX  

Routes and Route Groups  
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Memo 

MEMO
To: Kim Shannon, Head of Education Infrastructure Service 
From: James Meffan, Project Director School Bus Procurement 
Cc: Laurence Pidcock, Chief Procurement Officer 
Date: 13 March 2020 
Subject: Two Tender Approach: Including Technology Routes in Tender One 

Background 

Education Report ‘Confirmation of the revised procurement approach for school transport’ seeks the 
Minister of Education and Minister of Economic Development’s agreement on the proposed two 
tender approach.  

On 10 March 2020 the Minister of Education agreed to the two tender approach but noted “I don’t 
agree to [Tech Bus routes only being offered in Tender Two]. If small businesses currently have Tech 
routes they should be given the opportunity to keep them”.  The School Bus Procurement team is now 
working through a process redesign to enable this opportunity.  

The purpose of this paper is to provide you with an overview on the proposed solution for introducing 
technology routes in Tender One in context of the wider Tender One design.  

Including technology routes in Tender One – proposed solution 

The two tender approach is outlined below, with changes to current approach to allow for inclusion of 
Tech routes in Tender One identified in bold. 

Tender One 
• Any operator (current and new) can tender for any or all routes (including Tech routes)

in a single region that must be the region where its head office resides or an adjacent
region.

• Operators will need to choose whether to participate in Tender One based on the tender
constraints and conditions.

• Up to 10% or 10 routes (whichever is higher) of all Daily Bus routes in each region and
10% of all Tech Bus routes can be awarded in this tender round.

• Successful tenderers can decide whether to accept or decline the bus routes offered to
them in this tender round.

Tender Two 
• All routes declined or not awarded in Tender One will be placed in groups within regions,

and offered through open tender in Tender Two.
• Tender Two is open to current and new transport operators, except for those tenderers

who accepted routes offered in Tender One.

Document 16
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Memo 

In developing this solution, the following key objectives have been were applied: 
 

1) Adhere to the principle of opportunity indicated by the Minister  
2) Comply with Government Procurement Rules 
3) Treat new entrants and incumbents consistently, and 
4) Retaining as much consistency as possible across Tender One and Tender Two.  

 
The following features and implications of Tender One should be noted: 

• Tech routes will now be offered in Tender One as well as Tender Two  
• Because Tech routes are very low value and would generally be considered 

unsustainable without integration with some other task (such as servicing Daily Bus 
routes) it is important that bidders in Tender One have the ability to decline Tech routes if 
they are awarded without Daily Bus routes also being awarded.  

• The Ministry cannot say with any certainty how many, if any incumbent operators will be 
successful in obtaining a similar level of Ministry business as they currently hold, and this 
includes how many who win Daily Bus routes will also win Tech routes. 

• It is difficult to estimate how many of the 38 incumbent Technology Bus operators will 
choose to participate in Tender One, but we know that 18 operators are within the 
maximum regional route thresholds for Daily Bus routes and may decide to participate. 
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OIA: 1229242 

National Office, Mātauranga House, 33 Bowen Street, Wellington 6011 

PO Box 1666, Wellington 6140. Phone: +64 4 463 8000 Fax: +64 4 463 8001 education.govt.nz 

 
 

 
 

Tēnā koe  

Thank you for your letter of 19 May 2020 to the Ministry of Education, and your clarification of 
10 June 2020 requesting the following information:  

 the information generated or received by the Ministry in developing the new approach.
This will include internal communications between Ministry officials and also
communications between Ministry officials and external parties such as MBIE, officials in
Ministers’ offices and Ministers themselves.

Your request has been considered under the Official Information Act 1982 (the Act). 

As advised in Rob Campbell’s letter of 19 June 2020, I am providing you with 3 documents, 
as the second tranche of documents for release in response to your request. These are 
outlined, together with my decision as to their release, in the table attached as Appendix A. 

Some information has been withheld from the documents under the following sections of the 
Act: 

 9(2)(a), to protect the privacy of natural persons;

 9(2)(b)(ii), where the making available of the information would prejudice the commercial
position of the person who supplied or is the subject of the information;

 9(2)(g)(i), maintain the effective conduct of public affairs through the free and frank
expression of opinions by or between or to Ministers of the Crown or members of an
organisation or officers and employees of any department or organisation in the course of
their duty; and

 9(2)(j), to protect the Ministry’s ability to carry out, without prejudice or disadvantage,
commercial negotiations.

As required under section 9(1) of the Act, I have considered the public interest in release of 
this information. However, I have identified no public interest considerations sufficient to 
outweigh the need to withhold this information at this time.  

We will be in contact with you regarding the release of the next tranche of documents in 
the week beginning 29 June 2020.

26 June 2020



 

 
education.govt.nz 

Please note, the Ministry now proactively publishes OIA responses on our website. As such, 
we may publish this response on our website after five working days. Your name and contact 
details will be removed. 
 
Thank you again for your email. You have the right to ask an Ombudsman to review this 
decision. You can do this by writing to info@ombudsman.parliament.nz or Office of the 
Ombudsman, PO Box 10152, Wellington 6143. 
 
 
Nāku noa, nā 
 
 

 
 
 
Kim Shannon 
Head of Education Infrastructure Service 
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RAPID RESPONSE 

Drafter: Richard O’Reilly 
METIS Number: 1222579 
Date: 04/03/2020 

Questions: 

1. What is the rationale underpinning the route thresholds for Tender One
of the Ministry of Education’s two tender approach (i.e. up to 10
percent or 10 routes (whichever is higher) of all Daily Bus routes in
each of the 14 regions)?

2. What are the potential implications for incumbent bus operators that
currently have more routes than these thresholds?

Response: 

Background 

On 7 February we provided Education Ministers with advice on options to define 
small regional operators for the school transport procurement process (METIS 
1219714 refers) and also proposed an alternative two tender approach. The 
two tender approach would involve the following: 

• Tender One: Any bus operator can self-define as small and regional to
participate in a tender process involving the higher of 10 routes or 10
percent of Daily Bus routes in each of the 14 regions. These small
regional operators can tender for any or all routes in a single region only.
Successful tenderers can decide whether to accept or decline the routes
offered to them. If the offered routes are accepted, that operator would
not be permitted to participate in Tender Two.

• Tender Two: Putting groups of the remaining routes out for open
competitive tender.

At a meeting between Education Ministers and Ministry officials on 17 February, 
Minister Hipkins requested a briefing that seeks agreement from him and the 
Minister for Economic Development for the two tender approach. You have 
been copied into an Education Report dated 2 March that obtains decisions 
from both Ministers for the Ministry to proceed with the two tender approach 
(METIS 1220698 refers). 

Rationale for the number of routes being made available under Tender One 

The segmenting of routes for Tender One through the use of thresholds (i.e. 
the higher of 10 routes or 10 percent of all Daily Bus routes each region) is 
based on our analysis of current bus operators existing routes and the proposed 
grouping of routes for the open competitive tender. We estimate that bus 
operators with 10 or fewer Daily Bus routes would likely struggle to scale up to 
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compete in the route groups for the open competitive tender and included this 
as the first threshold. We also considered that it would be appropriate to make 
more than 10 routes available for competition between small regional operators 
in regions with a large number of routes (the number of Daily Bus routes in each 
region ranges from 42 to 170 routes, with 8 of the 14 regions exceeding 100 
routes).  
 
Taking the higher of 10 routes or 10 percent of all Daily Bus routes in a region 
protects what we think is an appropriate share of routes for small regional 
operators to compete for between themselves. However, these particular lines 
could reasonably be drawn at other points so some stakeholders may be 
unhappy with the proposed settings of Tender One. 
 
Implications for bus operators on the margins of the thresholds 
 
Any bus operator can choose to self-define as small and regional to participate 
in Tender One, and therefore bus operators that hold more routes than these 
thresholds can still opt into Tender One. The thresholds do however limit the 
amount of work on offer in each region for Tender One and in this regard 
incumbent bus operators with routes that exceed these thresholds would need 
to carefully consider whether they are prepared to compete for fewer routes 
with other self-defined small regional operators.  
 
As an example, if an incumbent operator currently has 12 Daily Bus routes in a 
region that will be offering 100 Daily Bus routes, the maximum number of routes 
that can be awarded in this region for Tender One would be 10 routes. The 
incumbent bus operator would need to consider whether they are prepared to 
compete for fewer routes than they currently have against all other self-defined 
small regional operators in the region. If the incumbent bus operator wants to 
maintain or increase their current number of routes, they would need to 
compete in Tender Two for routes that will be grouped.  
 
It is difficult to estimate how many incumbent bus operators are likely to 
participate in Tender One as decisions will be based on their individual 
circumstances, levels of ambition and the extent to which they are on the 
margins of our thresholds. Of the 56 current bus operators that provide Daily 
Bus services: 

• 33 bus operators have 1-10 Daily Bus routes, and 
• 10 bus operators have 11-20 Daily Bus routes. 

 
Those operators with 1-10 Daily Bus routes may decide to participate in Tender 
One but it is difficult to predict what other operators might do, particularly for 
those that have 11-20 Daily Bus routes. But as indicated earlier, we consider 
that operators with more than 10 routes are better positioned to compete for 
route groups under Tender Two, but they are not prevented from participating 
in Tender One.  
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We cannot say with any certainty how many, if any, existing operators would 
be successful in obtaining a similar level of Ministry business as they currently 
hold. 
 
Summary 
 
The segmenting of routes for Tender One through the use of thresholds (i.e. up 
to 10 percent or 10 routes (whichever is higher) of all Daily Bus routes in each 
region) protects what the Ministry considers to be an appropriate share of 
routes for small regional operators to compete for between themselves in each 
region. Incumbent bus operators that have routes that exceed these thresholds 
can still opt into Tender One, but they would be competing with other self-
defined small regional operators for fewer routes than they currently have.  
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OIA: 1229242 

National Office, Mātauranga House, 33 Bowen Street, Wellington 6011 

PO Box 1666, Wellington 6140. Phone: +64 4 463 8000 Fax: +64 4 463 8001 education.govt.nz 

 
 

 
 

Tēnā koe  

Thank you for your letter of 19 May 2020 to the Ministry of Education, and your clarification of 
10 June 2020 requesting the following information:  

 the information generated or received by the Ministry in developing the new approach.
This will include internal communications between Ministry officials and also
communications between Ministry officials and external parties such as MBIE, officials in
Ministers’ offices and Ministers themselves.

Your request has been considered under the Official Information Act 1982 (the Act). 

I am providing you with 10 documents, as the third and final tranche of documents for release 
in response to your request. These are outlined, together with my decision as to their release, 
in the table attached as Appendix A. 

Some information has been withheld from the documents under the following sections of the 
Act: 

 9(2)(a), to protect the privacy of natural persons;

 9(2)(g)(i), maintain the effective conduct of public affairs through the free and frank
expression of opinions by or between or to Ministers of the Crown or members of an
organisation or officers and employees of any department or organisation in the course of
their duty; and

 9(2)(j), to protect the Ministry’s ability to carry out, without prejudice or disadvantage,
commercial negotiations.

As required under section 9(1) of the Act, I have considered the public interest in release of 
this information. However, I have identified no public interest considerations sufficient to 
outweigh the need to withhold this information at this time.  

Please note, the Ministry now proactively publishes OIA responses on our website. As such, 
we may publish this response on our website after five working days. Your name and contact 
details will be removed. 

29 June 2020



 

 
education.govt.nz 

Thank you again for your email. You have the right to ask an Ombudsman to review this 
decision. You can do this by writing to info@ombudsman.parliament.nz or Office of the 
Ombudsman, PO Box 10152, Wellington 6143. 
 
 
Nāku noa, nā 
 
 
 

 
 
Kim Shannon 
Head of Education Infrastructure Service 
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Andy Smith

From: Patrick Bodzak
Sent: Monday, 4 November 2019 1:32 p.m.
To: Alison Murray; Katherine Littler; Laurence Pidcock; James Meffan; Jonathon Gear
Subject: Market research

Hi all.  

For your reference some market research around competition and SME/local operator provisions: 

Below is a link to the in process market research spreadsheet around strategies in other jurisdictions:  
I:\2. School Transport\S Tender 2020\Procurement\1. Procurement Strategy\0. Research 

Research paper which may be helpful titled ‘Maintaining competition in recurrent procurement 
contracts: A case study on the London bus market’   
https://www.researchgate.net/publication/315599010 Maintaining competition in recurrent procurem
ent contracts A case study on the London bus market 

Also from UK: ‘House of Commons Transport Committee: Competition in the local bus market’ 
https://publications.parliament.uk/pa/cm201213/cmselect/cmtran/10/10.pdf 

Also from UK: ‘Bus market not competitive, Competition Commission says’ 
https://www.bbc.com/news/business‐16261086  

 ‘There are 1,245 bus companies operating in England, Scotland and Wales, but just five of them: Arriva, 
FirstGroup, Go‐Ahead, National Express and Stagecoach, carry 70% of all passengers. The commission said 
the Office of Fair Trading should exercise "its discretion not to refer small mergers" of bus operators to the 
Competition Commission. Local Transport Authorities, meanwhile, are being asked to consider 
"partnerships" with new operators to increase competition in their local areas.. 

The report presents options similar to our “route group’ approach which they call ‘franchising’: 
http://www.nera.com/content/dam/nera/publications/archive1/3892.pdf  

Patrick Bodzak | Senior Procurement Leader - Contractor 
DDI  Mobile  
22 The Terrace Wellington New Zealand 

education.govt.nz 

We shape an education system that delivers equitable and excellent outcomes  
He mea tārai e mātou te mātauranga kia rangatira ai, kia mana taurite ai ōna huanga  
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Andy Smith

From: Alison Murray
Sent: Wednesday, 6 November 2019 7:58 a.m.
To: James Meffan; Patrick Bodzak; Jonathon Gear; Katherine Littler; Engel, Rauno
Cc: Laurence Pidcock
Subject: Re: Draft problem statement for MBIE workshop

Sure happy with that 

Get Outlook for iOS 

On Tue, Nov 5, 2019 at 8:08 AM +1300, "James Meffan" <James.Meffan@education.govt.nz> wrote  

I’m happy with that approach, though I think it would be good to refer to “public value” which is the formulation in 
the new GPR that captures the in‐built requirement to balance broader outcomes and vfm  Seen in this light, the 
statement is somewhat circular because public value is by definition requires finding a balance between supporting 
sustainable regional business (which is referred to under broader outcomes as well as being a Cabinet priority area) 
and vfm. Public value is necessarily a balancing act that reminds us not to let other values slip by placing undue 
emphasis on one specific outcome. Fairness and transparency is a given under procurement rules so it always 
remains in the mix. So the statement could be: 

How can the Ministry best deliver public value by finding an appropriate balance between supporting thriving and 
sustainable regions, other broader outcomes and value for money, while ensuring a fair and transparent process? 

I agree with the additional criteria taken from statement one being included in the agenda. 

Regards 

James 

James Meffan | Project Director - School Transport - Contractor | Education Infrastructure Service 

DDI  | Mobile 

From: Alison Murray  
Sent: Tuesday, 5 November 2019 7:47 AM 
To: Patrick Bodzak <Patrick.Bodzak@education.govt.nz>; Jonathon Gear <Jonathon.Gear@education.govt.nz>; 
Katherine Littler <Katherine.Littler@education.govt.nz>; James Meffan <James.Meffan@education.govt.nz>; Engel, 
Rauno <rengel@deloitte.co.nz> 
Cc: Laurence Pidcock <Laurence.Pidcock@education.govt.nz> 
Subject: RE: Draft problem statement for MBIE workshop  

OK just going through with Patrick and I think we go for 

STATEMENT 3 

How can the Ministry find the right balance between supporting thriving and sustainable regions (or small or 
regional operators), broader outcomes, fairness and transparency and value for money? 

And then brainstorm during the workshops but assess each option against the criteria 

 Supporting broader outcomes objectives
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 Maintaining a competitive and diverse market 

 Achieving value for money 

 Not materially disadvantaging any operators 

 Adhering to the GPR and other procurement guidance 

 Conducting a transparent and defendable procurement process 

 Preserving the reputation of the Ministry, MBIE, and NZ government 

 Adhering to the requirements of international treaties and agreements 
  
I’ll send out with the meeting invite once we get names from MBIE 

Alison Murray | Director | Commercial Procurement, EIS 

DDI  | Mobile  

  
  

From: Patrick Bodzak  
Sent: Tuesday, 5 November 2019 7:38 a.m. 
To: Alison Murray <Alison.Murray@education.govt.nz>; Jonathon Gear <Jonathon.Gear@education.govt.nz>; 
Katherine Littler <Katherine.Littler@education.govt.nz>; James Meffan <James.Meffan@education.govt.nz>; Engel, 
Rauno <rengel@deloitte.co.nz> 
Subject: RE: Draft problem statement for MBIE workshop  
  
It has been proposed that a workshop is held shortly with MBIE, supported by NZGPP Procurement, NZGPP 
Procurement Policy, and possibly others. 
Below is a sample of the ‘problem statements’ to drive the discussion: 
  
STATEMENT 1 
  
How can the Ministry ensure that one of the 12 Cabinet Priority Outcomes ‘support thriving and sustainable 
regions’ is progressed while: 
  

 Not materially disadvantaging any operators 

 Adhering to the GPR and other procurement guidance 

 Conducting a transparent and defendable procurement process 

 Achieving value for money 

 Supporting broader outcomes objectives 

 Maintaining a competitive and diverse market 

 Preserving the reputation of the Ministry, MBIE, and NZ government 

 Adhering to the requirements of international treaties and agreements 
  
  
STATEMENT 2 
  
How can the Ministry support thriving and sustainable regions ( or small or regional operators) while ensuring a fair 
and transparent procurement process? 
  
  
STATEMENT 3 
  
How can the Ministry find the right balance between supporting thriving and sustainable regions (or small or 
regional operators), broader outcomes, fairness and transparency and value for money? 
  
  
STATEMENT 4 
  

9(2)(a) 9(2)(a)
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How can the Ministry support thriving and sustainable regions through the utilisation of the GPR, best procurement 
practice, fairness, and transparency?  

Patrick Bodzak | Senior Procurement Leader - Contractor 
DDI  Mobile  
22 The Terrace Wellington New Zealand 

education.govt.nz 

We shape an education system that delivers equitable and excellent outcomes  
He mea tārai e mātou te mātauranga kia rangatira ai, kia mana taurite ai ōna huanga  
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Andy Smith

From: Jonathon Gear
Sent: Tuesday, 17 December 2019 10:32 a.m.
To: Patrick Bodzak
Cc: James Meffan
Subject: Info for Rauno
Attachments:  How to compare two options for 

different things 20191217.xlsx

Hi 

Info for Rauno attached. 

The slide summarises the two tender option which we have taken forward from the workshop a few weeks back. We 
are currently trying to determine whether and how this gets put to Ministers as an alternate option. 

What I would like to go through with Rauno is if this option prevails then how would we weigh up the relative value 
for money from tender 1 where we only receive single responses for routes and the route responses are 
oversubscribed. The attached excel workbook sets out my starter for 10 which would require a benchmark price and 
quality estimate for each route. We don’t need to fully work up how it needs to be done in detail but want to have 
confidence that we have a methodology that we can make work and any pitfalls it may have before we fully commit 
to this being a viable alternative. 

A one hour session with Rauno no later than Thursday should be sufficient to explore this for now, with possibly a 
follow up or two in the new year.  

Regards 
Jonathon Gear | Senior Commercial Advisor - Contractor 
Mobile  
Level 2, 22 The Terrace, Wellington 

education.govt.nz 

We shape an education system that delivers equitable and excellent outcomes  
He mea tārai e mātou te mātauranga kia rangatira ai, kia mana taurite ai ōna huanga  

Email 3
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Comparing responses for different routes to determine whats preferred
Assumes there is only a single response received for two different routes

Route A Route B Best metric

METRICS FROM RESPONSE

Distance (km) 100          50            

Respondents price
$/route 100$        100$        
$/km 2.0$         2.0$         

Price for evaluation
Trip price 300$        200$        
Ave $/km 3.0$         4.0$         Route A

Respondents quality score 60            80            Route B

Route A Route B Best metric

USING PQM FOR EVALUATING RESPONSES WITHOUT COMPARISON

Weightings
Price
Quality

Expected in open tender
Trip price 250$        210$        
Quality average 70            70            

SQP
Respondent -$         13$          
Expected in open tender 17$          -$         

Adjusted evaluation price
Respondent 300$        187$        
Expected in open tender 233$        210$        
Delta $ 67$          23-$          Route B, greater saving over expected result

Preferred value for money outcome No Yes
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Andy Smith

From: Jonathon Gear
Sent: Friday, 24 January 2020 2:17 p.m.
To: Delaney Myers; James Meffan
Subject: RE: Draft Options Paper - Defining Small Regional Operators -review incorporating MBIE 

feedback.docx

Hi Delaney, 

The 10%/10 route cap came from a review I did of the regions and current operators.  

The slide below best summarises the findings. This shows the likelihood of existing operators tendering in tender 1 
based on the number of routes they hold today, assuming a cap of 10 daily routes/10% of daily routes are available 
for this tender round. The premise for this analysis was that it is operators with 10 or less daily routes today that are 
likely to struggle in scaling up for route groups. The reason for including the 10% as well as 10 route cap was to 
account for the different size of regions and number of route groups. The last two columns show the subscription 
rates based on the likelihood analysis. 

Please call me if you would like to discuss further. 

Jonathon Gear | Senior Commerical Advisor - Contractor 
Mobile 

From: Delaney Myers  
Sent: Friday, 24 January 2020 11:21 AM 
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To: James Meffan <James.Meffan@education.govt.nz> 
Cc: Jonathon Gear <Jonathon.Gear@education.govt.nz> 
Subject: RE: Draft Options Paper ‐ Defining Small Regional Operators ‐review incorporating MBIE feedback.docx 

Hi James, some comments, suggestions etc from me. 

I like your argument. 

There is one substantive matter I think warrants more discussion.    
  I assume the 10% was arbitrary, and of course a line 

must be drawn somewhere, but I would like to see some justification for it being 10%. 

chers 

Delaney Myers | Group Manager School Transport | Education Infrastructure Service
DDI  | Mobile 

From: James Meffan  
Sent: Thursday, 23 January 2020 4:54 PM 
To: Alison Murray <Alison.Murray@education.govt.nz>; Katherine Littler <Katherine.Littler@education.govt.nz>; 
Delaney Myers <Delaney.Myers@education.govt.nz>; Greg Williams <Greg.Williams@mbie.govt.nz>; 
Michael.Hiscox@mbie.govt.nz; Hayden Berkers <Hayden.Berkers@mbie.govt.nz> 
Cc: Jonathon Gear <Jonathon.Gear@education.govt.nz>; Patrick Bodzak <Patrick.Bodzak@education.govt.nz> 
Subject: Draft Options Paper ‐ Defining Small Regional Operators ‐review incorporating MBIE feedback.docx 

Hi all, 

Following some very helpful feedback from MBIE yesterday we decided to substantially revise the options paper to 
ministers on defining small regional operators for a procurement approach that better supports thriving and 
sustainable regions. 

The primary goal of this revision is to shift from a somewhat negative approach to something that more positively 
addresses the desired outcomes and best means to achieve these. 

At this stage I am particularly keen to get feedback on tone, structure and argument; the expression and grammar 
will doubtless receive close attention in future review cycles. 

Michael, my apology that you won’t see all of your feedback represented here. The document has been so 
substantially revised that it was not always clear to see where it should touch down in this version. I have tried to 
reflect the spirit of your feedback nonetheless. 

I am hoping to send this up for Governance review sometime tomorrow (Friday), so please let me know your views 
asap. 

Thanks and regards 

James 
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Andy Smith

From: Jonathon Gear
Sent: Friday, 31 January 2020 12:06 p.m.
To: Delaney Myers; Laurence Pidcock; 'andrew@eps.net.nz'; Engel, Rauno; James Meffan; 

Alison Murray
Cc: Hayden.Berkers@mbie.govt.nz; Greg.Williams@mbie.govt.nz; 

Fleur.DSouza@mbie.govt.nz
Subject: Options for ministerial paper

Hi all, 

Thanks for your time this morning to discuss our school bus procurement options.  

Below you will find a summary of the options that we agreed upon at the meeting. Please respond with yes I agree 
with the descriptions included below or alternatively let us know which items you had a different expectation about. 
Once we receive your feedback we will work to include this in the draft ministerial paper. 

Option 1: The two tender approach 
Procurement through two tenders 

 Tender One: Targeting small regional operators 
 Tender Two: Open to any tenderer that does not accept routes awarded in Tender One 

Tender One will have the following features: 
• Offer up to 10% or 10 routes (whichever is higher) of all Daily routes in each region can be awarded

through this tender; 
• Tenderers can tender for any or all routes in a single region only, determined with reference to their head

office location; 
• Operators awarded routes through Tender One can:

Accept the routes awarded, in which case they will be excluded from participation in Tender Two. 
   OR 
Decline the routes awarded, in which case they will be allowed to participate in Tender Two. If 
awarded routes are declined they will go into the Tender Two pool and no further routes will be 
awarded. 

Option 2: Direct negotiate with small regional suppliers 
Procurement through 2 different methods: 

 Option of direct appointment offered to small regional suppliers  
 Routes not directly appointed will be offered through tender as route groups 

Small regional operators can choose to have their existing routes direct appointed, or can participate in the open 
tender; they cannot participate in both rounds. 

Small regional operators will be defined (and selected for direct appointment) by the sequential application of the 
following tests: 

• Operator holds fewer than [10] Daily routes;
• Operator meets regional criteria;
• Daily and tech routes they operate account for more than ~30% of the business owners’ annual revenue

The Ministry will allow submissions from operators as to why they should be considered for direct appointment 
even if they aren’t eligible through application of the tests above. It will be the Ministry’s ultimate discretion as to 
whether these submissions are accepted and direct appointment is granted, regardless of the test established 
above.  
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Regards 
Jonathon Gear | Senior Commercial Advisor - Contractor 
Mobile  
Level 2, 22 The Terrace, Wellington 

education.govt.nz 

We shape an education system that delivers equitable and excellent outcomes  
He mea tārai e mātou te mātauranga kia rangatira ai, kia mana taurite ai ōna huanga  
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Andy Smith

From: James Meffan
Sent: Friday, 31 January 2020 12:21 p.m.
To: Michael Hiscox
Cc: Hayden Berkers; Greg Williams; Jonathon Gear
Subject: RE: School bus procurement [UNCLASSIFIED]

Thanks for this Mike. Hopefully your colleagues will have an opportunity to update you on the discussion, and I’ll ask 
Jono to forward on his summary of the way the options were amended to respond to concerns expressed in the 
meeting. 

Once you’ve had a chance to review the reframed options, do get in touch directly with Jono if you feel there would 
still be benefit in further exploring the possibility of a more flexible approach to route cap, noting the slight tweaks 
that have been made to eligibility criteria. 

Cheers 

James 
_____________________________________________ 
From: Michael Hiscox [mailto:Michael.Hiscox@mbie.govt.nz]  
Sent: Thursday, 30 January 2020 9:52 PM 
To: James Meffan <James.Meffan@education.govt.nz> 
Cc: Hayden Berkers <Hayden.Berkers@mbie.govt.nz>; Greg Williams <Greg.Williams@mbie.govt.nz> 
Subject: RE: School bus procurement [UNCLASSIFIED] 

Hi James, 

Apologies but I wont be able to make it to this meeting.  

Regarding the procurement, as mentioned when we chatted before, my main thoughts at this stage would be: 

‐ It’s worth building in flexibility of decision making / process down the line (i.e. is you say a maximum of 10, 
but 11 is a really viable option, then will create difficulty etc).  

‐ Would be good to discuss the option of whether it would be best to limit on the number of routes the small 
operators can bid for, vs the limit to the number that can be awarded (similar to above – flexibility will be 
good) – slight nuance but the first puts more emphasis on the small operator to say what they want as 
opposed to saying “anything” and leaving the decision to you.. 

‐ Would be good to discuss running under one process – i.e. an ROI where suppliers opt in to stage 1 or 2 – 
then 2 waves/phases of procurement. Save on multiple processes, people claiming they missed out etc.  

Happy to discuss, 
Mike 

Regards, 

Michael Hiscox 
PROGRAMME MANAGER 

Broader Outcomes Programme | New Zealand Government Procurement and Property | Building, Resources and Markets 
Ministry of Business, Innovation & Employment 

michael.hiscox@mbie.govt.nz | Telephone:   | Mobile:   
15 Stout Street, Wellington 6011 |PO Box 1473, Wellington 6140, New Zealand 

www.procurement.govt.nz | www.gpg.govt.nz 
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 << OLE Object: Picture (Device Independent Bitmap) >> 

-----Original Appointment----- 
From: Kiana Thompson On Behalf Of James Meffan 
Sent: Thursday, 30 January 2020 3:23 p.m. 
To: Hayden Berkers; Michael Hiscox 
Subject: FW: School bus procurement [UNCLASSIFIED] 
When: Friday, 31 January 2020 9:00 a.m.-10:00 a.m. (UTC+12:00) Auckland, Wellington. 
Where: 22 The Terrace, 7.01 

Hi Hayden & Michael 

Greg is unable to attend on this occasion so if you could attend and pass on any necessary information that would 
be appreciated. 

Thanks, 
Kiana 

‐‐‐‐‐Original Appointment‐‐‐‐‐ 
From: James Meffan <James.Meffan@education.govt.nz>  
Sent: Thursday, 30 January 2020 2:26 PM 
To: James Meffan; Greg Williams 
Subject: School bus procurement 
When: Friday, 31 January 2020 9:00 AM‐10:00 AM (UTC+12:00) Auckland, Wellington. 
Where: 22 The Terrace, 7.01 

Hi Greg, 

As covered in my phone message, this meeting is aimed at ensuring MoE procurement leaders are comfortable with 
the two, two‐phased procurement options we are intending to present to Ministers in the near future. 

As you have been involved in some of the development discussions around these options I’d value your input on 
both the relative merits of the options with respect to procurement rules and good practice, and on the technical 
workability of the approaches  

Please feel free to forward this invitation/ bring your colleagues if you feel that would be appropriate/helpful. 
Michael Hiscox and Hayden Berkers have made significant contributions to the developed approaches. 

Others attending will be: 
Laurence Pidcock 
Alison Murray 
Andrew McLean (external procurement specialist on the School Bus procurement Governance Board) 
Jono Gear and myself. 

The aim of the meeting is to either gain endorsement for both alternative approaches, or to redevelop them to a 
degree that satisfies the meeting of their suitability and feasibility.  

Thanks and regards 

James 

Rele
as

ed
 un

de
r th

 

 

ion
 Act 

19
82



Rele
as

ed
 un

de
r th

 

 

ion
 Act 

19
82



1

Andy Smith

From: Patrick Bodzak
Sent: Monday, 2 March 2020 8:48 a.m.
To: James Meffan
Cc: Katherine Littler
Subject: Exemption and the two tender approach 

James,  
To the question asked of whether an exemption would be required now that we are proceeding with a two tender 
approach and not direct sourcing –  
Looking at the Rules I think this procurement falls under the allowable Rules provision of ‘Restructuring large 
contracts into smaller lots’. 
This is under Rule 9 Non‐Avoidance. This rule mostly stifles agencies from trying to split a 100k + procurement into 
two smaller lots, each of which would then be under $100k and thus would not need to comply with the Rules.  
The rule mentions publish a tender with multiple subcategories , but I think our two tender / two stage procurement 
structure falls in line with this. 
Under Rule 9: 
1. An agency must not intentionally avoid
applying the Rules when planning for, valuing
or undertaking a procurement.
2. When calculating a procurement’s maximum
total estimated value (Rule 8), an agency must
not intentionally avoid applying the Rules
by either:
a. designing, structuring or dividing a
procurement into separate parts
b. using a non‐standard or alternative value
After conducting market analyses, you might decide to restructure the work into separate lots and publish a tender
with multiple subcategories. You should then indicate in your Notice of Procurement the possibility, or your intention,
that the procurement may be awarded in separate lots.
Restructuring large contracts into smaller lots can be helpful for small New Zealand businesses that may not be able
to compete for one large contract. For instance  instead of choosing one supplier who is able to deliver a national
contract, you could split a contract by region and contract with multiple small regional businesses. However, you
must not split a procurement with the intent to avoid applying the Rules.
Patrick Bodzak | Senior Procurement Leader - Contractor
DDI  Mobile 
33 Bowen Street, Wellington New Zealand

education.govt.nz 

We shape an education system that delivers equitable and excellent outcomes  
He mea tārai e mātou te mātauranga kia rangatira ai, kia mana taurite ai ōna huanga  
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Andy Smith

From: Patrick Bodzak
Sent: Monday, 16 March 2020 1:32 p.m.
To: Anna Bartup; Katherine Littler
Subject: RE: Random thought I had about the school transport tender

Yes, this is something that will be updated, together with that now we have tech routes in tender 1 as well. 
 

Patrick Bodzak | Senior Procurement Leader - Contractor  

DDI  Mobile  

 
 

From: Anna Bartup  
Sent: Monday, 16 March 2020 1:27 PM 
To: Patrick Bodzak <Patrick.Bodzak@education.govt.nz>; Katherine Littler <Katherine.Littler@education.govt.nz> 
Subject: RE: Random thought I had about the school transport tender 
 
All good. So we must have decided against this bit (from page 8) of the 2‐stage explanation? 

 
 If a supplier is awarded Daily Route(s) through Tender 1 but chooses not accept the award, those Daily Routes

will be made available in Tender 2, and the supplier will be eligible to participate in Tender 2. The Ministry will 
not attempt to select the next best outcome to award all routes available in this round.  

Anna Bartup | Technical Writer | Procurement 

DDI  | Mobile 

 

From: Patrick Bodzak  
Sent: Monday, 16 March 2020 1:18 PM 
To: Anna Bartup <Anna.Bartup@education.govt.nz>; Katherine Littler <Katherine.Littler@education.govt.nz> 
Subject: RE: Random thought I had about the school transport tender 
 
Hi Anna, good catch.  
 
If a successful supplier decides not to accept the routes awarded via tender 1, our process would then allocate 
routes 9either the same rou es or different ones) to other suppliers based on highest public value. 
 
So if two Routes were available and Supplier 1 scored 90% for both and decided not to accept, Supplier 2, who 
scored 85% for both, would get the option to accept. 
If Supplier 2 bid for two different Routes with a score of 85%, then Supplier 2 would be given the option to accept 
those two different routes.  
 
Patrick  

Patrick Bodzak | Senior Procurement Leader - Contractor  

DD   Mobile  

 
 

From: Anna Bartup  
Sent: Monday, 16 March 2020 8:45 AM 
To: Katherine Littler <Katherine.Littler@education.govt.nz>; Patrick Bodzak <Patrick.Bodzak@education.govt.nz> 
Subject: Random thought I had about the school transport tender 
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Hi there, 
I’m sure your probity advisor has thought of this, but it occurred to me this morning that unscrupulous bigger school 
transport providers could participate in Tender 1 just to oust the smaller players. 

They could put in a tender, succeed and then choose not to enter into a contract with the Ministry. The Tender 1 
Routes would then be grouped into the Tender 2 Route Groups and the supplier who did not enter into a contract 
with us would still be eligible to bid for them as part of a Route Group or Region. Maybe motivated by trying to get a 
monopoly in the Region. 

Not sure what the likelihood of such a thing happening would be. And maybe if they tried it, we could exclude them 
on the grounds that their behaviour materially diminishes our trust and confidence in them anyway (if we could 
prove they did it intentionally and with that purpose in mind). 

But thought I’d mention it just in case it hasn’t been raised as a risk before now, 

Kind regards 

Anna Bartup | Technical Writer | Procurement
DDI  | Mobile 
The Terrace, Wellington, 22

education.govt.nz 

We shape an education system that delivers equitable and excellent outcomes  
He mea tārai e mātou te mātauranga kia rangatira ai, kia mana taurite ai ōna huanga 
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Andy Smith

From: Jonathon Gear
Sent: Thursday, 19 March 2020 11:23 a.m.
To: 'Arbuckle, Tim'; Patrick Bodzak; James Meffan
Subject: RE: School Bus Procurement Challenge session 

Hi Patrick, 

I have talked through this with Tim. Can you please make the following change to the plan in red before it is sent 
out? 

 
 

 

 

Jonathon Gear | Senior Commercial Advisor - Contractor 
Mobile 

From: Arbuckle, Tim [mailto:tarbuckle@deloitte.com.au]  
Sent: Thursday, 19 March 2020 10:38 AM 
To: Jonathon Gear <Jonathon.Gear@education.govt.nz>; Patrick Bodzak <Patrick.Bodzak@education.govt.nz>; 
James Meffan <James.Meffan@education.govt.nz> 
Subject: RE:School Bus Procurement Challenge session  

Hi Jonathan, this looks good. One thing –  

Regards, Tim 

Tim Aruckle 
M (New Zealand):  | M (Australia):  
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From: Jonathon Gear <Jonathon.Gear@education.govt.nz>  
Sent: Wednesday, 18 March 2020 10:30 AM 
To: Arbuckle, Tim <tarbuckle@deloitte.com.au>; Patrick Bodzak <Patrick.Bodzak@education.govt.nz>; James 
Meffan <James.Meffan@education.govt.nz> 
Subject: [EXT]RE: School Bus Procurement Challenge session  
 
Thanks Tim, we will make changes to the plan to reflect your feedback.  
 
One of the comments you made was with regards to the tender 1 methodology. I have revised the words as below. 
Does this make more sense? This is my interpretation of the discussion we had back in January about how we would 
compare public value/value for money in tender 1 across tenders for routes with different characteristics. 
 
 

 

 

 

Jonathon Gear | Senior Commercial Advisor - Contractor  

Mobile 

  
 

From: Arbuckle, Tim [mailto:tarbuckle@deloitte.com.au]  
Sent: Tuesday, 17 March 2020 3:07 PM 
To: Patrick Bodzak <Patrick.Bodzak@education.govt.nz>; James Meffan <James.Meffan@education.govt.nz>; 
Jonathon Gear <Jonathon.Gear@education.govt.nz> 
Subject: RE:School Bus Procurement Challenge session  
 
Hi Patrick, James and Jonathan, please find attached the Plan with my comments added. I have reviewed the body 
but not the appendices. Regards, Tim 
 
 
Tim Aruckle 
M (New Zealand):  | M (Australia):  
 

 
 

From: Patrick Bodzak <Patrick.Bodzak@education.govt.nz>  
Sent: Friday, 13 March 2020 4:21 PM 
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To: James Meffan <James.Meffan@education.govt.nz>; Rob Campbell <Rob.Campbell@education.govt.nz>; Alison 
Murray <Alison.Murray@education.govt.nz>; Mei Fern Johnson <meifern.johnson@russellmcveagh.com>; Arbuckle, 
Tim <tarbuckle@deloitte.com.au>; Hayden Berkers <Hayden.Berkers@mbie.govt.nz>; Martin Richardson 
<Martin.Richardson@auditnz.govt.nz>; Jonathon Gear <Jonathon.Gear@education.govt.nz>; Wendy Goldswain 
<Wendy.Goldswain@education.govt.nz>; Emily Chick <Emily.Chick@education.govt.nz> 
Subject: [EXT]RE: School Bus Procurement Challenge session  
 
Good Afternoon, 
  
I have attached the draft School Bus Procurement Procurement Plan for your review before Monday’s meeting  
Please treat this document as commercial‐in‐confidence. 
  
Patrick  
  
Patrick Bodzak | Senior Procurement Leader - Contractor  
DDI  Mobile  

  
  
  
‐‐‐‐‐Original Appointment‐‐‐‐‐ 
From: James Meffan  
Sent: Monday, 9 March 2020 8:15 AM 
To: James Meffan; Rob Campbell; Alison Murray; Mei Fern Johnson; Arbuckle, Tim; Hayden Berkers; Martin 
Richardson; Jonathon Gear; Patrick Bodzak; Wendy Goldswain; Emily Chick 
Subject: School Bus Procurement Challenge session  
When: Monday, 16 March 2020 10:30 AM‐12:00 PM (UTC+12:00) Auckland, Wellington. 
Where: RM Wn MH 1.07 (20) 
  
  
The purpose of this meeting is to review the Ministry of Education’s proposed two tender approach to School Bus 
procurement in order to identify design flaws, risks and opportunities for enhancement or improvement. 
  
The primary primary output will be an updated risk register, however we are also looking for opportunities to fine 
tune the approach and modify it as app opriate. 
  
Further supporting/preparatory documents will be sent out later in the week. 
  
Thanks and regards 
  
james 
  
This e-mail and any attachments to it are confidential. You must not use, disclose or act on the e-mail if you 
are not the intended recipient. If you have received this e-mail in error, please let us know by contacting the 
sender and deleting the original e-mail. Liability limited by a scheme approved under Professional 
Standards Legislation. Deloitte refers to a Deloitte member firm, one of its related entities, or Deloitte 
Touche Tohmatsu Limited (“DTTL”). Each Deloitte member firm is a separate legal entity and a member of 
DTTL. DTTL does not provide services to clients. Please see www.deloitte.com/about to learn more. 
Nothing in this e-mail, nor any related attachments or communications or services, have any capacity to 
bind any other entity under the ‘Deloitte’ network of member firms (including those operating in Australia).  
This e-mail and any attachments to it are confidential. You must not use, disclose or act on the e-mail if you 
are not the intended recipient. If you have received this e-mail in error, please let us know by contacting the 
sender and deleting the original e-mail. Liability limited by a scheme approved under Professional 
Standards Legislation. Deloitte refers to a Deloitte member firm, one of its related entities, or Deloitte 
Touche Tohmatsu Limited (“DTTL”). Each Deloitte member firm is a separate legal entity and a member of 
DTTL. DTTL does not provide services to clients. Please see www.deloitte.com/about to learn more. 
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Nothing in this e-mail, nor any related attachments or communications or services, have any capacity to 
bind any other entity under the ‘Deloitte’ network of member firms (including those operating in Australia).  
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