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The Situation
For many main contractors, public sector work is 
competitive and often frustrating. You might be 
bidding and winning your share, but are those 
projects truly aligned with your strategic goals?  
Or are you stuck on the hamster wheel, producing 
high-effort bids that yield unpredictable results?

By the time most projects reach tender stage:

	● Procurement routes are already fixed

	● Framework access is limited or awarded

	● Incumbents often hold the advantage

	● There is no time to build trust or demonstrate value

	● Budgets may be misaligned with the project scope

	● You are scrambling to gather project intelligence, 
often too late

This leads to reactive bidding with low conversion 
rates and little ability to shape outcomes.

1 2 Our Approach 
We help contractors access early-stage visibility 
of public sector schemes before they appear on 
procurement portals or construction frameworks.  
Our intelligence covers both general construction  
and housing sectors and includes:

	● Monitoring consultations, funding rounds, and 
pipeline announcements

	● Identifying schemes at feasibility or concept stage

	● Sharing early budget details, including funding 
secured to date

	● Providing foresight on planning, procurement, and 
build programme milestones

	● Flagging clients exploring alternative delivery 
routes, such as D&B, MMC, JV, or DBOM

	● Continuously updating intelligence as projects 
evolve, including scope shifts, budget changes, and 
consultant appointments

This insight allows you to engage early and position 
strategically before tenders are released.
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What Forward-Thinking 
Contractors Do
With early insight, contractors can shift from reactive 
bidding to strategic positioning. Our clients use this 
intelligence to:

Shape External Strategy
	● Identify their ideal client profile based on project 
type, pipeline volume, and procurement culture

	● Build relationships with client teams well before 
procurement

	● Influence procurement models or delivery strategy

	● Choose frameworks that align with long-term goals, 
not just what is available

Align Internally
	● Gain deep insight into each client’s organisation, 
from consultant networks to policy priorities

	● Prepare internal teams and resourcing plans early

	● Align bid messaging with client-specific needs and 
language

Outcomes We Have Seen 
Contractors using this model have been able to:

	● Pre-position with clients months before public 
tendering

	● Shape scope and programme to enhance 
affordability and buildability

	● Encourage modern methods of construction before 
designs are locked in

	● Form early, exclusive partnerships with designers, 
securing stronger bid teams

	● Grow in target sectors through more focused, 
strategic bidding

	● Save time by confidently saying no to  
mismatched opportunities
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Could This Work for You? 
If you want to win more public sector work without 
the burnout of last-minute bidding, early project 
intelligence can transform your approach. It gives you 
the tools to:

	● Stop reacting and start shaping opportunities

	● Focus time and effort where you can add the  
most value

	● Build a more predictable and strategically  
aligned pipeline

We are already tracking future 
schemes across your region. 
Want to see what’s coming?
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