
T
he Institute, over the years,

has been quite vigorous in

trying to generate more con-

sulting opportunities for its mem-

bers.  Today, across the country a

large number of consulting assign-

ments are there, and it is, therefore,

essential that members have the

necessary expertise on such assign-

ments so that they can have a fair

chance of being included in the

shortlists.  

Various national and multilat-

eral agencies are utilizing the ser-

vices of the consultants in various

areas. Depending upon the selec-

tion method adopted by these agen-

cies, the selection process includes

preparation of Terms of Reference

(TOR), preparation and issuance of

the Request for Proposal (RFP),

Evaluation of financial and techni-

cal proposals, final quality and cost

evaluation and negotiations and

signing of the contract between the

borrower and the consultants.

To enable the professional

accountants to capture various con-

sulting assignments, it is necessary

that utmost importance be given to

the preparation of technical and

financial bids. 

PREPARATION OF BIDS
Structuring the Technical Bid

Technical bid should be structured

as per the requirements of TOR.

Normally technical bid covers

understanding of the scope of work

and comments on the TOR, method-

ology, description about the consul-

tancy firm and the proposed team,

work schedule, deliverables etc. 

The technical bid should not

give an explanation of the TOR or a

detailed thesis on the subject.

Rather an attempt should be made

to give some paragraphs on the

context of the whole project and the

major issues with reference to

generic problems and the situation

internationally.

Methodology and work plan are

key components of the technical pro-

posal. A methodology is not a thesis

on the subject or a restatement of the

deliverables. It is also not a listing of

action sequences or a simple model

of discovery of issues. Methodology

is the way in which the people who

are reading the document can figure

out what will be the result of the

actions and why and what ultimately,

will be the logical justifications for

conclusions drawn. 

Team refers to the consultant

staff who have management

responsibilities or have key qualifi-

cations needed for the assignment.

While identifying the team: 

● Look at specific CVs in relation

to the TOR

● Structure the team in such a way

that there is a direct linkage

between the steps in the method-

ology and the CVs of the experts

● Don’t put heavyweights if they

are not directly relevant

● Don’t put foreign consultants

unless you can actually bring

them to the project, otherwise

show them as referral experts

● Don’t structure the team so that

it looks top-heavy

● Don’t create the team so that

there are overlapping expertise

between several experts

● Don’t overlook the importance

of Support and Field Staff

● Don’t overlook the access that

Field staff must have to the Team

Leader and the Experts through-

out the project.

The specific experience of the

firm in relation to the assignment in

hand is also one of the major points

in structuring the technical bid and

carries substantial weightage. Rating

is done on projects of same and sim-

ilar type in the Nation and abroad.

Size, organization and manage-

ment, specializations and access to

particular skills, training and Quality

Management are some other focus

areas that need to be emphasized.

Work schedule and deliver-

ables should also be given clearly

in the technical proposal. A work

schedule is a further breakdown

from the action sequence and lists

activities within overall action pro-

grams. A work schedule should

have a direct connection to the

deliverables sequence but should

not be built around the deliverables

sequence. The deliverables should

be explained (one-liner, as to con-

tents; but keep it flexible) and

should be seen to be integral parts

of the work schedule.

Structuring the Financial Bid
Technical quality and indepen-

dence of advice have remained the
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main consideration in engaging

consultants, but cost is also a sig-

nificant factor in the selection

process. Financial bid needs to be

prepared carefully after consider-

ing all aspects in details. The main

considerations in structuring the

financial bids involve estimating

cost and budget. Estimating cost

components includes expenses

such as Consultant’s staff remuner-

ation, travel and transport, mobili-

sation and demobilization, staff

allowances, communications,

office rent, supplies, equipment,

shipping and insurance etc. The

contingencies should also be con-

sidered in the estimation of cost. 

Correspondence between the
Technical and Financial Bids

There should be a correspondence

between the technical and financial

bids. This can be ensured by under-

taking the following steps: 

● Check the number of experts in

the technical and financial bids,

their man-months (cross-check

with RFP)

● Check that foreign experts have

been properly accounted for (not

too many days in India as it

might not happen)

● Check that contribution to deliv-

erable per expert/consultant cor-

relates with fees charged/costs

attributable to the deliverable

● Check that work schedule and

support staff requirements cor-

relate with cost

● Strategic mix of technical and

financial aspects, if the selection

is on a Quality and Cost -Based

Selection (QCBS). ■
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Invitation for contributing articles 
To put the entire gamut of subjects related to Service Tax, we have decided to bring the July 2005 issue of the journal on the
theme  'Service Tax'. Experts in the above-mentioned field are invited to contribute articles for the same.

The articles should not exceed 4,000 words each. Every article should have an Executive Summary of about 150 words, author's
e-mail ID, postal address and contact numbers along with a passport size photograph. The articles should reach us by June 1, 2005. 

The articles can be sent to us by e-mail at nadeem@icai.org/ebsecretariat@icai.org or by post (two manuscripts along with a
soft copy of article and passport size photograph) to - 

The Editor, The Chartered Accountant, Journal Section, ICAI, PO Box 7100, New Delhi - 110002 


