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Professional Engagement



What we are going to discuss today?

-Professional engagement: RFP, Bid, Bid Solicitation, IFB, IFT

Tender for Procurement Process, RFQ, Statement of Works and Scope 

of the Works.

-Steps of project development/Professional Engagement.

-QBS for Engineers/Engineering Firms or Services

-FBS for Engineers/Engineering Firms or Services

-Key Components - Writing Engineering Proposal 

-Contract in Professional Engagement

-Budgeting in Professional Engagement



What is  Professional Engagement?

• Allows your carrier to grow by applying your expertise and
learnings through interaction with other professionals in both
formal and informal ways.

Requirements of Professional Engagement
• To secure professional services; to hire, to define and

communicate the specific needs and/or tasks required to arrive
at a solution.

• To recognize the situation and need to create a Scope or
Statement of work (SOW).

• To provide client for an alternate approach at lower cost if cost
goes high.

Professional services are probably the best provided when client
knows and trust engineers.

Process of engineering services may be through the RFP and
Proposal Phase.



What is a Request for Proposal (RFP)?

A business/project document that

• announces and provides details about a project, as well as

• solicits bids from contractors who will help complete the project.

• outline the bidding process and contract terms, and provide

guidance on how bids should be formatted and presented.



Bid Solicitation

• Process of notifying prospective or qualified bidders to receive bids

on the specified product or project.

• Solicitations include:

-invitation-for-bid (IFB),

-Invitation for Tender (IFT)

-request for proposals (RFP),

-request for quotations (RFQ).

-EOI (Expression of Interest)

Request for sealed bids, which may be made public through

advertising, mailings, or some other method of communication.

Bid: To formal document to provide goods/works/service and

compete against other people to buy it, especially at a public sale of

goods or property.



Tender: Means the document submission by the tenderer in writing

for delivery of procurement object that is prescribed to PE in response

to tender document.

Tenderer: Means a person/firm/organization invited to take part in

public procurement or seeking to be invited or submitting a

tender/proposal in response to an IFT/RFQ/RFP

Invitation for Bids (IFB):

• An invitation to bid, also called an invitation for sealed bid, is a call

to contractors to submit a proposal on a project for a specific

product or service.



IFB – Invitation For Bids



Invitations for Tender:

• Typically used in

major construction

projects where the owner

knows in details what they

want.

Document contains

• detailed specifications

for the performance of the

work as well as

• detailed qualifications

and requirements for the

bidders to meet.







Tender for Procurement Process

Procurement Team

Develop Tender and 
evaluation criteria

Prequalification Criteria

Issue Tender (PE)

Tender Briefing 
Meeting (If-PE)

Initial evaluation (TEC)

Short List of Qualified 
tenderer(TEC)

Presentations/Visits (If-TEC)

Selection (TEC)

Negotiation (TEC)

Approval (AA-HOPE)

Contract Award (PE)



Tender for Procurement Process
Procurement Team –Dev Tender & Evaluation Criteria

-Set Prequalification Criteria

PE – Issue Tender

-Receive tender

TOC –Opening Tenders in presence of Tenderer

TEC- Evaluate

-Prioritized and list qualified Tenderer

-Visit & negotiation

- Prepare evaluation Report

HOPE – Approval or retender

PE- Issuance NOA

- Award Contract



Requests For Quotation (RFQ):

• RFQ is a lot like the

Tender, however typically

smaller in size works and scope.

• Often more geared towards

clients who are seeking

pricing information for a defined

scope of work or supply of

materials or equipment.

• Like the Tender, the

specifications, terms and

expectations are well laid-out

and the vendor has fewer

Obligations for defining

the scope themselves.



Statement of Work vs Scope of Work
• Both perform to ensure the success of engineering project.

• Outline the goals and objectives – Statement of the work.

• Considering the deliverables, the actual work which will be

necessary to complete the project - Scope of the work.

Statement of Work (SOW)

• Lays out the foundation of the work which will be necessary for a

certain project.

• Aware of the responsibilities the project will entail.

• SOW will tell the vendor what they will be responsible for, how to

accomplish it, which materials need to be used, and the time frame

for each task.



Scope of Work
• Usually a section within the statement of work.

• SOW- is an in depth document describing everything which needs

to be completed to make the project a success,

• Scope of work- states how it is to be accomplished.

If a vendor reads the Statement Of Work and comes to the Scope of

Work section, and notices that the completion date of a specific task

is unattainable due to the amount of work involved, they must make

adjustments immediately.

Scope of work must be taken seriously, as the work done to meet

project goals, must keep in step with the details described here.



•Identify
•Or sorting

Sorting Phase Tracking Phase

• RFP Schedule

• Funding

Positioning Phase

• Project understanding

• Go or No Go decision

Proposal Phase 
(Agency Request for 
Proposal)

• Farm qualification

• Scope and schedule

• Sealed cost proposalReview Phase
(Agency Review 
Proposal)

• Selection Committee

• QBS

• Ranking and short list

Process of Professional Engagement in a Project (Engineers as 

Consultant)

Interview Phase

• Firm qualification
• PM and key staffs

Selection Phase (Agency 
select consultant)

• Final ranking after interview
• Notify top ranked firm

Negotiation Phase
Start 

Project

• Negotiate price
• Execution of contract



Methods of Consultant Selection (QBS or FBS)

QBS:

What is QBS of Engineers/Engineering Firm/Services:

• Client need to prepare a request for qualification (RFQ).

• Client then solicit responses and select an engineer/engineering firms or

services.

Benefits of QBS:

• Client select an engineers/engineering services because of specific

experience and capabilities relevant to client’s need.

Limitations of QBS:
• Missing the working relationship and the trust factors between the client

and the engineers.

Professional engineers are bound by ethics, business law and contracts, so
trust factors are not a problems.

Human factors prefer to go for known engineers.







QBS Processes for Engineering Services

Public announcement of 

opportunities

Development of short list of at 

least three submitting firms

Interview or discussion with the

firm

Ranking of at least three of the 

most qualified firms

Negotiation with the top ranked

firms and select



Five basic steps:

Step-1: Public announcement of opportunities: Give location and scope of
project.

May include:

• Estimated contract award range.

• project schedule and date & time limit for receiving replies.

• Categories of evaluation criteria and weight factors.

• Any requirement for submitting supplementary information.

Some of the criteria are:

• Professional qualification and experience of the farm with specific type
of project.

• Experience and professional qualifications of the farm’s staffs to be
assigned to the project.

• Location of the main office of the proposing firm.

• Farm’s consultants or subcontractors.

• Overall performance record of the farm.

• Analysis of the farm’s current workload.

QBS Process for Engineering Services



Step-2: Development of short list of at least three submitting firms

in order to conduct interview with them.

Step-3: Interview or discussion with the firms:

-Interview to be brief, may last for 30-60 mins.

Interview is the best chance for engineers to display the firm’s

knowledge, unique strength, project’s experience and project’s terms.

Steep-4: Ranking of at least three of the most qualified firms:

• After interview board’s report is presented to the agency head (HOPE)

or a person who is designated on behalf of head.

• At least three firms that are considered to be the most highly qualified to

perform the services.

• Considered to be the final selection of the competing firm.



• If the most preferred firm is not the firm in the most qualified

list of three firms, head of agency will provide a written explanation

for the reasons of preference.

• Head of agency or person designate, may not add names of other

firms in the list of final report.

• Report reviews the recommendation of the evaluation board, that

the agency head make the final selection.

Step-5: Negotiation with the top ranked firm:

• After final selection made by the agency head, contracting officer

is authorized to began negotiation with the top ranked firm.

• Farm is requested to submit a financial proposal listing direct and

indirect cost as the basis of contract negotiation.



• If financial proposal is not agreed upon, contracting officer will

conclude negotiation with top ranked farm and initiate negotiation

with the rest of the top ranked farms.

• Negotiation is continued until an agreement is reached and a

contract awarded.

• If the negotiations fail with the top ranked farm, the contracting

officer may return to the original contractor’s submittal and re-

advertise the project.



FBS:
Fee Based Selection of Engineering Services

• Selection method based on the client alone or client and engineers

creating a unilateral scope of work and negotiating a fee for the

services.

• Fee may be flat-rate or percentage of the overall cost of the

project.



Writing Engineering Proposal (Communication):

• A critical component of the civil engineering’s Tool Box is Problem 

solving.

Key Components:

• Problem Identification- identifying the clients’ particular problem.

• Background knowledge, Team Work and Scope/Statement of work-

possessing background knowledge is required.

• Client’s Requirement and constraints- understanding client’s

requirements and constraints.

• Clear Communication- Having the ability to communicate clearly.

• Technical alternatives – formulating technical alternative.

• Alternative evaluation – providing alternative evaluation.

• Design, plans, specification and cost estimates.



• Construction Assistance, Monitoring and Management - offering

construction assistance, Monitoring and Managements.

• Start up /Operation and maintenance assistance – providing start

up assistance or operation and maintenance assistance.

• Scheduling – creating realistic schedule.

Contract

• Glue that binds the client/users and the engineers to the SOW.

A formal legal document that usually cites the followings:

• the tasks from the original RFP

• the engineers’ tasks

• schedule and

• budgets.



Budgeting

What is budgeting?

• Project budget is like the fuel for jet aircraft with the client and

the engineers on-board working together.

• Proper budgeting and budget tracking is critical for both parties

– the projects and the concerned depends on it.

Key points to remember :

Budget by tasks, subtasks and staff codes that includes:

• Subcontractors, oversight and management costs, and any

unforeseen.

• Project related expenses like mileages or other items.

• Review assumptions of hidden costs

• Other related items like delivery expenses, color copies.



What we have discussed today?

-Professional engagement: RFP, Bid, Bid Solicitation, IFB, IFT

Tender for Procurement Process, RFQ, Statement of Works and Scope 

of the Works.

-Steps of project development/Professional Engagement.

-QBS for Engineers/Engineering Firms or Services

-FBS for Engineers/Engineering Firms or Services

-Key Components - Writing Engineering Proposal 

-Contract in Professional Engagement

-Budgeting in Professional Engagement



Thanks


