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ABSTRACT 

  

Companies must have the capability to deal with various bidding situations 

successfully in today‟s highly competitive construction market. The first step that the 

companies need to consider is whether to bid or not to bid when they received a 

tender invitation. The contractors‟ decision is affected by various factors and 

influences. This decision is highly reliant to the specific project and the macro 

environment. It is difficult to make this crucial decision in a short time frame by the 

management team.  

 

This research is looked at the factors affecting the bid/ no bid decision making and 

the focus group was on the small to medium sized contractors in Auckland region. 

Data were collected for by carrying out a face to face structured interview format, 

incorporating a questionnaire with eight participants. Through the course of the 

interview, both quantitative and qualitative questions were asked. “Experience and 

familiarity of your firm with this specific type of work”, “Possible contribution in 

building long-term relationships with other key parties” and “Current financial 

capability of the client” were the top 3 most important factors identified by the 

participants.  

 

There are many differences between the small and medium sized contractors‟ 

opinion for the bid/ no bid decision. Small sized contractors have very similar 

responses about important factors affecting bid/ no bid decision. By contrast, every 

medium sized contractor has nearly every different individual comment on most 

important factors. It is seen that medium sized contractors have stronger individual 

business strategy. In comparison to the literature, it was apparent that the bid/ no bid 

decision making is very dependent on the location the contractors are. The Marco 

environment is a very big influence driver for contractors‟ decisions. So, it is 

important that the different construction contractors should not use one standard to 

make the bid/ no bid decision for projects in different countries. 
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1 INTRODUCTION 
 

1.1 Research question  

 

This research looks at “What are the factors affecting bid/ no bid decision making 

process of small to medium size main contractors in Auckland?”  

 

1.2 Background 

 

Shash (1993) explains that a construction company can either negotiate with the 

client or use a competitive bidding process to obtain a job. Fu and Drew (2002) 

suggest that competitive bidding is the most common method used for contractor 

selection. In competitive bidding process, a client selects a numbers of contractors to 

bid for the proposed project. The selected contractors must to decide whether to bid 

or not bid. The contractors need to submit an estimated price if they intend to bid. 

The client would select the contractor who submitted the preferred price. (Shash 

1993, p.111). Therefore the decision to bid is the first step that contractors need to 

consider. 

 

There are various factors that need to be considered by the contractors in order to 

make the decision to bid or not. The decision is highly related to the specific project 

and macro environment. It is hard to make a decision in a limited time by the 

management team. The decision generally is made on the basis of experience, 

intuition and guesses. (Egemen and Mohamed 2007, p.1373) 

 

There are many researchers that have discovered the factors that affect the bid/ no 

bid decision making process. Unfortunately, there has not been any similar research 

projects carried out in New Zealand. Furthermore, during the global economic 
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recession, construction related activities are decreased significantly. Construction 

contractors‟ original bid/ no bid decision making criteria may be changed.  

1.3 Rationale 

 

Bid/ no bid decision is the first consideration for most contractors. The aim of this 

research is to identify what the key factors are affecting the main contractors bid/ no 

bid decision making process in Auckland. This research focuses on small to medium 

size contractors as most enterprises have fewer than 19 employees in New Zealand. 

(Statistics New Zealand, 2006, p. 25). The research focuses on Auckland region as 

Auckland is biggest region in New Zealand which contains one third of all 

employees in New Zealand. (Statistics New Zealand, 2006, p. 28).  

 

This research will help contractors become aware of what the factors which need to 

be considered when they intend to bid for different projects. This research will also 

provide the information that would be used by any company to create a competitive 

bidding strategy.  
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2 LITERATURE REVIEW 

 

2.1 Introduction 

 

Companies need to win tenders to survive in the construction industry. Companies 

must be able to deal with various bidding situations successfully in today‟s highly 

competitive construction market. The first step that the companies need to consider is 

whether to bid or not to bid before they decide on a competitive tender strategy to 

win the tender. ( Egemen & Mohamed, 2007, p. 1373). Shash (1993) argues that a 

construction company can either negotiate with the client or use a competitive 

bidding process to obtain a job. To make the bid/no did decision, the company‟s 

human resources, time and costs need to be considered.  

 

With the focus on small to medium sized construction contractors in Auckland, a 

review of the literature around the topic of factors that affect the contractors bid/ no 

bid decision making process and more relevant information are presented in Chapter 

2. First, the overview of competitive bidding in the construction industry is 

presented. Then the general issues surrounding the bid/ no bid decision making 

process are indicated. Finally, the specific factors that contractors need to be 

considered when making the bid/ no bid decision are identified. 

 

2.2 Competitive bidding in the construction industry 

2.2.1 Varying procurement strategy 

 

A successful project means that projects are delivered on time, has a standard quality 

and within an appropriate cost. (Barclay, 1994 as cited by Love, Skitmore and Earl, 

1998, p. 221). Client selection of a suitable procurement is very important to achieve 

successful project. (Love, Skitmore and Earl, 1998, p. 221). Love, Skitmore and Earl 

(1998) says procurement system means an organizational system which 
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responsibilities of different job roles are arranged to achieve a target project.  

Procurement methods are categorized by Love, Skitmore and Earl (1998) as 

traditional method, design and construct methods and management method.  

 

Brian and Graham (2011) explain traditional method is “single stage lump sum 

competitive tendering.” The traditional method is the procurement method we will 

focus on in this research. The characteristics of traditional method are:  

1. Project are delivered step by step 

2. The building design is completed before construction can start 

3. The project responsibilities are divided and carried by two groups: client and 

contractor. 

4. The contractor is paid either lump-sum or expenses basis. 

 

Under this traditional method, the client hires a consultant to complete the building 

design and prepare tender document first, through competitive bidding client select 

an appropriate contractor to carry out the project mostly are lump-sum contract. 

(Hughes, 2006, p. 7). Fu and Drew (2002) say the competitive bidding is the most 

common method used for contractor selection. The advantages of traditional method 

are: 

1. Design is completed which means uncertainties are minimized and trough 

competitive bidding, the construction cost can be lower. 

2.  Schedule of quantities are developed, it makes some work easier such as 

progress payment and variation can be easier evaluated.  

 

Disadvantages of traditional methods includes: 

1. Poor communication between design team and construction team, buildability 

could be less considered. 

2. Changes are hard to make at construction stage. Because everything is priced 

and agreed at early stage. (Brian and Graham, 2011, p.108-109). 

 

Design and building procurement method is explained by Hughes (2006) as one 

single team carry out all the responsibilities for both design and construction. The 
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payment for this method is a monthly lump-sum based on monthly expenses. The 

contract can be negotiated or tendered.  

 

The management contracting refers to the method that is employed by property 

developers to take on more commercial risk in order to be able to sub-let all the 

contract work. This is established in order to procure only the project‟s management 

and co-ordination effort parallel with a close working relationship between the 

principal and contractor. This is commonly reinbursed on a cost-plus basis or target 

cost-basis where a fee bid for managing a project and reinbursement of expenses 

(also known as disbursements) incurred. Essentially the management contractor sub-

lets out all actual construction work to nominated or short listed subcontractors to 

ensure uncompromised work quality.(Hughes, 2006, p.7). 

 

2.2.2 Competition in the construction industry 

 

Competition never slows down in the construction industry. The competitive 

strategies are various. The lowest bid price is the prime requirement to win 

traditional tenders, but that is also one of the major causes of project failure. 

(Walraven & De Vries, 2009, p.53) Clients‟ expectations changed in late 1980s, 

when clients started to consider more non-price criteria. The contractors‟ 

performance was becoming more important. 

 

2.2.2.1 Price VS Performance 

 

Several authors agree that clients traditionally more prefer to use the lowest bid price 

as the criterion to select the contractor. (Drew & Skitmore, 1997), (Waara & 

Bröchner, 2006) and (Walraven & De Vries, 2009). Contractor selection needs to 

consider more than just cost; the contractor‟s capacities affect the project cost, 

duration and project performance. (Walraven& De Vries, 2009). 
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Waara and Bröchner (2006) analyse how Swedish clients used multiple criteria to 

select a contractor and how the non-price criteria were applied in the model. The 

multiple criteria include: quality; bid price; function; Technical design; 

environmental management system; operation costs; maintenance costs; life-cycle 

costs; Service; Project duration; Contractors‟ capabilities; skills; training; references; 

past experience and performance; construction methods; financial capacity; health 

and safety and conformity with bidding documents. 

 

Walraven and De Vries (2009) emphasizes that the contractor provides the lowest 

bid price, and normally achieves their profit goal by adding claims or decreasing the 

project quality. Therefore the lowest bid price criterion is very risky. The research is 

aimed to create a model to assist with contractor selection to deliver the best value 

for money. The research identified 34 non-price criteria which are required to be 

considered for contractor selection. The most important factors are: durability of 

building; maintenance and the components of building.  

 

2.2.2.2 Experienced contractor VS Inexperienced contractor 

 

Contractors need to have good bidding performance to keep their business running, 

the experienced contractor should have the management experience; familiar with 

construction methods; be able to control the cost; familiar with local resources and 

have experience in tendering processes. (Fu, Drew et al. 2002, p.658). 

 

Fu and Drew (2003) use a quantitative analysis of data collected from 266 Hong 

Kong contractors to identify that the experienced contractors were more competitive 

than inexperienced contractors. The contractors‟ experiences include both the 

bidding process and the construction. Also the research suggested a learning strategy 

which shows how the contractors learn from the bidding process as below: 
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Figure 1 Learning strategy (Fu & Drew, 2003, p.390) 

 

The bid strategy can be formulated from two forms of experiences which consist of 

new and existing experiences. The new experience refers to the experience gathered 

from company operation such as bidding experience and construction experience. 

The existing experience means the experience that company has originally. When a 

company receives an invitation to bid, the company is required to consider either to 

bid or not to bid by using the company experience. Once the company has decided to 

bid, the company starts to prepare bid documents. During the bid preparation some 

difficulties are identified by the company, the feedback from bid preparation can be 

used as experience for further decision to bid making. If the company wins the 

tender, then the company can learn from the construction process; if the company 

loses the tender, then the company can learn from the client‟s feedback. Whether the 

company wins or loses, the company can learn from both feedbacks as experience for 

future strategy formulation. (Fu & Drew, 2003, p.390) 
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2.3 The bid/no bid decision making process 

2.3.1 Definition 

 

The decision is made not only on the probability of winning the tender, but also on 

the need to consider the possibility that the company can finish the project 

successfully following the contract agreement. The contractors‟ bid or not bid 

decision is affected by various factors. The decision is highly related to the specific 

project and macro environment. It is hard to make the decision in a limited time by 

the management team. The decision is based upon the experience, intuition and 

guesses. (Egemen and Mohamed 2007, p.1373) 

 

In competitive bidding process, a client selects a numbers of contractors to bid for 

the proposed project. The selected contractors must make the decision whether to bid 

or not bid. The contractors need to submit an estimated price if they intend to bid. 

The client would select the contractor who submitted the preferred price. Therefore 

there are two stages involved in the bidding process, first the decision to bid/ no bid; 

and the markup level decision. (Shash 1993, p.111) 

 

Lowe and Parvar (2004) identify four decision outcomes: 

1. Accept the invitation to bid 

2. Put it into reserve list 

3. Submit a „cover price‟ 

4. Reject the invitation (Lowe & Parvar, 2004, p.644). 

 

2.3.2 Importance of bid/ no bid decision 

 

According to respondents feedbacks there are 20% to 100% of works are obtained 

through a bidding procedure. There are 97.5 % respondents use intuitions as their 

primary tool to make the bid/ no bid decision. (Egemen and Mohamed 2007, p.1379) 
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Shash(1993) mentions similar data that 34 out of 85 responding contractors obtain 

50-100% of their jobs through competitive bidding. Lowe and Parvar (2004) identify 

that 1% of the contract sum was used on the decision to bid making process. 

 

2.3.3 Decision making difficulty 

 

Shash (1993) explains that the decision to bid making is complex and hard to make, 

because if the company decide not to bid, they just lose an opportunity. On the other 

hand if the company decides to bid, the direct cost will be borne immediately and the 

value of decision outcome would not be defined in short period. An incorrect 

decision would lead to contractor losses their operating capacity, reputation and 

capital. Egemen and Mohamed (2007) agree that bid/ no bid decision making is 

affected by the specific project characteristics and complex external situations. The 

bidding decision making is very complex and it is required to consider a large 

number of relevant factors to achieve the decision. 

 

2.3.4 The bid/ no bid decision making processes used in industry 

 

The small number of contractors have used some kind of systematic model to assist 

with decision to bid making. Egemen and Mohamed (2007) identify that 92.5% of 

responding contractors have never used any systematic model to make bid/ no bid 

decision. Lowe and Parvar (2004) and Egemen and Mohamed (2007) agree that a 

systematic model would be able to helps the contractor to achieve the business 

objectives, increase productivity and improve the quality of the decision making. 

Egemen and Mohamed (2007) also identify that systematic consideration is more 

important for larger sized companies. Shash (1993) finds similar data that only 

17.6% of the responding contractors used some kinds of systematic model to make 

the bid/ no bid decision.  
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However Wanous and Boussabaine (2000) and Shash (1993) argue that the 

systematic model is only useful for academia, it would not help for real industry 

practices. Wanous and Boussabaine (2000) also state that the complicated 

mathematical model reduces the potential users and the model ignored the 

contractors‟ other objectives rather than maximizing the profit. Also Shash(1993) 

provides the reasons for systematic model failure: 

1. The assumptions are made for the models are too simple compare to the 

complex industry situation. 

2. Historical data were used for research may not fit the modern situation. 

 

An integrated knowledge-based system was created by Egemen and Mohamed 

(2007). This includes 50 important factors that would affect the bid/ no bid decision 

making. The system based on a bid reasoning model, and then 83 factors were 

identified. The 50 important factors are indicated after a questionnaire survey from 

80 construction contractors in Northern Cyprus and Turkish. 

 

Chua and Li (2000) list 51 factors that would affect the decision were collected from 

past researches, interview with six experienced practitioners and subsequent survey 

through 153 contractors in Singapore. Those factors then were grouped into three 

different groups (project related factors, economic environment and firm related 

factors). A bid reasoning model were created in this research, the model includes 

four sub-goals: competitions, risks, the company‟s position in the bidding and need 

for work.  
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Figure 2 Bid reasoning model (Chua & Li, 2000, p.350) 
 

Wanous and Boussabaine (2000) identify 38 factors from interviews with 6 

experienced contractors and a formal questionnaire in Syria. A parametric solution 

for the bid / no bid decision is created afterwards in this research. The proposed 

model includes 162 different bidding situations. The model achieved 85% of 

accuracy rate by tested using 20 real projects.  

 

2.4 Factors affect the bid/ no bid decision making 

 

There are many researchers that have discovered the factors that affect the bid/ no 

bid decision making process. Unfortunately, there has not been any similar research 

projects carried out in New Zealand. The effects of the factors depend on varying 

backgrounds. The past researches did in different years. The different research time 

leads to many different issues such as the different economic environment, 

construction methodologies, bidding strategies and limitations. 

 

Also the researches did in different countries; the different countries also have 

different economic environments, technologies, policies and geography. The bidding 

decision considerations are varying from one country to others. The projects in 

Nature of 

work 

Bidding 
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Economic 
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Company 
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position in bidding 
Risk margin Need for work 
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developing countries are very different to developed countries. The projects in 

developing country have extra consideration on living standard; level of productivity; 

policies such as requirements on import; availability of qualified staff, materials and 

heavy equipments; also the stability of the country and the client information. 

(Jaselskis and Talukhaba, 1998, p. 187-188). Especially, some of the researches 

focused on different sized contractors. The different sized contractors may have 

different characteristics. The smaller contractors assigned higher importance score 

than average. (Egemen & Mohamend, 2007, p.1384). This current research is made 

which based on similar study done by Egemen and Mohamed (2007). So There are 

50 potential factors would affect bib/ no bid decision making which are extracted 

from Egemen and Mohamed (2007). Those factors are grouped under 6 categories as 

following: 

 

 Need for work 

 Strength of firm 

 Project conditions contributing to profitability 

 Risks of the project 

 Competitions 

 Strategy considerations 

 

2.4.1 Need for Work 

 

The need for work is a resultant of the contractor‟s current workload, the availability 

of other projects within the market, financial situation of the company and vacancy 

resources such as plants and equipments. (Egemen & Mohamed, 2007, p.1377). 

Chua and Li (2000) also comment that the overhead recovery and the rate of return in 

investment determine the needs for work.  

 

The company has less workload and large number of vacancy resources which 

increases the company‟s need for work. Because company need to ensure the 

employees are paid for working.The number of other projects in the market which 
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give the company choices to bid for different projects; it is reasonable that more 

projects available which may decrease the company‟s desire for some projects. 

Financial situation of company is very important for a business. The company has 

bad financial situation would result in company bankrupt.The rate of return is related 

to the company‟s business return; if company bids for a low return project they may 

lose the opportunity for high return project. The companies expect high need for 

works; they would accept the lower mark up level. Because the general overhead 

recovery is the first target that company normally needs to achieve. (Chua and Li, 

2000, p.350). 

 

The need for work is the most important category which needs to be considered. 

(Egemen & Mohamed, 2007). Several authors agree that current work load is the 

significant factors need to consider. They also believed that availability of other 

projects which is a major factor need to consider.  (Shash, 1993), (Wanous & 

Boussabaine, 2000), (Bageis & Fortune, 2009). 

2.4.2 Strength of Firm 

 

The strength of company reflects the project performance and the smaller sized 

contractors assigned higher importance score to the factors than average. (Egemen & 

Mohamed, 2007, p. 1384). The strength of firm means the ability of the contractor to 

achieve the tender conditions imposed by the client; the available cash required for 

the project; the experience in similar project; familiarity with site condition; 

availability of resources; the availability of the subcontractors; material suppliers and 

percentage of work need to be subcontracted. (Egemen & Mohamed, 2007, p. 1377). 

Also Chua and Li (2000) add the current workload in bid preparation as another 

factor related to strength of firm. 

 

The tender conditions reflect the client‟s expectation for both contractor and project. 

Only the contractor can win who is able to achieve the contract conditions. The 

working cash is important to keep company in operation. The company holds less 

cash may affect the project execution. Chua and Li (2000) explained the contractor‟s 
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experience include the experiences on construction techniques; construction and 

office management; design skill and familiarity with site conditions. The resources of 

the company include the qualified technical and managerial staff; plant and 

equipments. The percentage of work need to be subcontracted depends on contractor 

size and type; larger percentage of subcontracted work requires higher contractor 

management skill. The current workload in bid preparation reflects the bid 

preparation quality and the chance of winning the project; higher workload may 

decrease the quality of bid preparation. (Chua & Li, 2000, p.351). 

 

Chua and Li (2000) find if the project is very suitable to company‟s position such as 

resources and experience in this type of project that the company would strongly 

believe that company would more competitive to other competitors, the company 

would like to take more risks to decide to bid. 

 

Wanous and Boussabaine (2000) strongly believe the ability of the contractor to 

achieve the contract condition is the most significant issue for decision to bid. 

Contractor‟s previous experience was argued by few authors. Wanous and 

Boussabaine (2000), Bageis and Fortune (2009) and Shash (1993) agree that the 

experience in similar project is important. But Lowe and Parvar(2004) disagree that 

the experience in similar project is important. 

 

2.4.3 Project Conditions Contributing to Profitability 

 

The project conditions determine the ability of contractor perform the work and 

achieve the profit target. The project conditions include such as project size, type, 

location, duration, profit made in similar projects in the past and the terms of 

payment. (Egemen & Mohamed, 2007, p. 1377). 

 

The project size, type, location and duration are highly relates to the contractor‟s 

capabilities. The capabilities include the volume of available cash; number of 

available qualified staff; equipments; plant; management skill; construction 
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technique expertise. For example the small contractor may not be able to carry large 

size of project, because the larger size project requires more qualified staff, 

equipments, cash, management skill, and also some type of project may require some 

specific technical skill. The project duration tests the contractor‟s management skill; 

bad project management can lead to delays in the project, this can result in a dispute, 

penalty (liquidated damages), suffer reputation and company bankruptcy. The 

location of the project requires some management skill and involves some potential 

difficulties. For example the project in a location that the company is not familiar 

with, the company could face some issues such as unknown weather; site conditions; 

material supplier and subcontractor selection difficulty, also if the site location is far 

from the company then they may spend more time on transportation and less control 

on project which decrease the productivity. The profit made in similar projects in the 

past could possibly forecast the possible profit can make from the proposed project . 

The term of payment affects the contractor‟s cash flow, if the terms of payment not 

match the contractor‟s cash flow, the contractor could possibly bankrupt. (Egemen & 

Mohamed, 2007, p. 1377). 

 

Wanous and Boussabaine(2000), Lowe and Parvar(2004) and Egemen and Mohamed 

(2007) believe that the project size and terms of payment were the most important 

factors under this category. Drew and Skitmore (1997) found the effect of contract 

size is more important than contract types. But Shash (1993) argues that the project 

type is more important than the project size. Bageis and Fortune (2009) agree the 

term of payment is important and also the location of project is important as well. 

 

2.4.4 Risk of the Project 

 

There are lots of risks involved in a project. The risks involved in the projects can be 

divided as two different kinds of risks: Job related risks and the risks due to macro 

environment. (Egemen & Mohamed, 2007, p. 1375). 
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The job related risks can be grouped into few sub groups include the job uncertainty, 

job complexity, contract condition and client and the consultant of the project. 

(Egemen & Mohamed, 2007, p. 1375). 

 

The job uncertainty means the site condition; the completeness of the bid documents. 

The job complexity means technique difficulty of project, contractors‟ management 

experience and site condition. (Egemen & Mohamed, 2007). The technical difficulty 

is an important factor agreed by several authors. (Wanous & Boussabaine, 2000), 

(Egemen & Mohamed, 2007) and (Bageis & Fortune, 2009).  

 

The contract condition is significant factor considered by several authors. (Shash, 

1993), (Wanous & Boussabaine, 2000), (Lowe and Parvar, 2004) and (Bageis & 

Fortune, 2009). The contract condition factors can be broke down as the procurement 

method; detail of specifications; the duration for both project and bid preparation; 

payment conditions; warranty issues; the penalty conditions and the dispute solution. 

The payment conditions were considered as important by many authors. (Egemen & 

Mohamed, 2007, p. 1377). 

 

The factors relatives to client and consultant of the project focus on the client‟s 

financial standing and client‟s reputation especially the payment records such as 

speed of payment and the dispute during the payment process. (Egemen & 

Mohamed, 2007, p. 1377). The client‟s financial standing and the payment records 

determine the possibility of contractor be paid. The client‟s financial standing and the 

speed of payment in the past are important confirmed by many authors. (Shash, 

1993), (Wanous & Boussabaine, 2000), (Egemen & Mohamed, 2007) and (Bageis & 

Fortune, 2009). But Lowe and Parvar (2004) argue that the financial capacity of the 

client and the speed of payment are not important. 

 

The risks due to macro environment include the economic conditions, the availability 

of resources and laws and government regulations in construction. The economic 

conditions mean the inflation and the monetary and fiscal policies. The availability of 

resources includes the resources such as qualified labour, materials and plants. The 
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laws and regulations are include the policies regarding licenses, permits, tax and the 

minimum wage rate; the requirements on dispute and claim. (Egemen & Mohamed, 

2007, p. 1377-1378). 

 

De Neufville and King (1991) suggest two solutions can be used to remedy the risks 

during bidding preparation. The first solution is to create the mark-up level basis on 

the risks involved in the project. The second solution is to add a contingency into the 

cost estimate. (De Neufville and King, 1991 As cited by Drew and Skitmore, 1997, 

p. 472)  

 

2.4.5 Competition  

 

The competitions can be analysed from two points: the competition considering the 

current market conditions and considering the current project. The competitions in 

the current project that mainly focus on the number of the competitive competitors 

involved in bidding and the competitors bid performance. The competitions appear in 

the current market means that numbers of other potential profitable projects in the 

market, the maximum achievable mark-up level in the current market and the 

numbers of new firms enter the market increasing competitiveness. (Egemen & 

Mohamed, 2007, p. 1378).  

 

Wanous and Boussabaine (2000) and Egemen and Mohamed (2007) find that the 

competition is not important. This result is argued by several authors who believe the 

chance of winning the tender is highly related to the competition. (Shash, 1993), 

(Chua & Li, 2000) and (Bageis & Fortune, 2009). This has been confirmed by Drew 

and Skitmore (1997) where contractors are more preferable to bid for the project that 

they are more competitive. Shash (1993) finds more factors which would affect the 

chance of winning a tender such as the type of job; contractors experience; 

competitors; clients and the market economy. Drew and Skitmore (1997, p. 482) find 

the contractor‟s competitiveness is especially affected by the different contract sizes 

and types. Chua and Li (2000, p.355) find the mark up level also affects the 
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Contractor‟s competitiveness. Chua and Li (2000, p.355) also identify 90% of the 

respondents agree that the high bid price cause they loss the tender.  

 

There are two ways suggested by Drew and Skitmore (1990) to win the contract: first 

way is contractor provides a very consistent bid for similar project and has a very 

high competitive bid performance to the other contractors; the second way is 

contractor provides an inconsistent bid and has a low similarity of bid performance to 

the other contractors. (As cited by Drew and Skitmore, 1996, p. 469). Because the 

low competitive contractor provides a similar bid price to high competitive bidders 

would never win tender. (As cited by Drew and Skitmore,1996, p. 469). 

 

2.4.6 Strategic Considerations 

 

Every company has different expectation such as expanding the company size; 

increasing company turnover; expanding company reputation; make relationship 

with clients and try to survive in the industry. The different company‟s expectation 

determines the company‟s business strategy. The strategic consideration includes the 

considerations on client‟s expectations; future market and company financial 

situation forecast; the long term gains from client and project.  

 

 

A general concept says that contractors are more competitive if they can achieve the 

clients‟ needs. Egemen and Mohamed (2006) find the clients‟ needs are various. The 

clients‟ needs are highly depend on the project size and project type. There are 17 

important clients‟ needs and expectations of contractors have been identified include: 

the identity of the contractor; the price and warranty conditions that the contractor 

offers; the contractor‟s experience such as project management, cost control and 

construction methodologies; contractor‟s resources availability either availability of 

qualified staffs and equipments and plants; contractor‟s financial standing and 

current workload; previous records of claims and disputes; contractor‟s familiarity 

with local resources and material used for the project. The highest client‟s 
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expectations of contractor were the price that the contractor offer, the contractor‟s 

experience and the contractor‟s resource availability.  (Egemen and Mohamed, 2007, 

p.1379). 

 

Walraven & De Vries (2009, p.601) identify 11 client‟s expectation on the proposed 

building include: the image of building; the functions of the proposed building; 

accessibility and flexibility of the building; the environment surrounding the 

proposed building such as traffic and security issues; the durability of the building; 

the building space is used efficiently; comfort. The most important client‟s 

expectations of building were the functions, durability and comfort of the proposed 

building.  

 

The future market and company financial situation forecast determine the risks and 

opportunities which company may possibly face in the future such as the future 

market direction; the potential profitable project available in the future; the company 

financial situation indicating the financial risks. (Egemen and Mohamed, 2007, p. 

1378). 

 

The considerations on clients and projects are mainly focus on the long term benefits 

that company can receive from them such as: the relationship contractor can make 

with client and other parties and the amount of works that client provides normally. 

Shash (1993), Lowe and Parvar(2004), Egemen and Mohamed (2007) and Bageis 

and Fortune (2009) agree the relationship with client was significantly important. 

The benefits received from clients and project may increase company‟s reputation; 

classification; staff expertise. (Egemen and Mohamed, 2007, p. 1378). 

 

2.5 Chapter Summary 

 

This chapter has identified a large number of information relatives to the contractor 

bid/ no bid decision making. This chapter discovered the competitions in the 
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construction industry and the bidding strategies, finally, the factors affect the bid/ not 

bid decision making are presented. 

 

The first decision strategy model was developed by Friedman (1956) and the 

research done by Ahmad and Minkarah (1988) was the first research considered the 

factors affect the bid/ no bid decision. The most researches use a questionnaire 

survey to identify the factors affect bid/ no bid decision. But Lowe and Parvar (2004) 

identify the factors from historical projects carried out. There are many factors are 

identified under similar studies. The factors were categorised differently. The 

ranking order of the factors were given by the different researches are different as 

well. The different ranking orders affect by time, location, Economic environment, 

external Limitations, contractors‟ characteristics, type of client, projects‟ 

characteristics. Chua and Li (2000) believe that the firm related factors vary from 

one to other companies. Those factors are not accessible to others.  

 

The factors were identified in the literatures are highly inter-related. For example the 

project has a low rate of return may decrease the company‟s desire to bid, but the 

project has a high rate of return may increase the requirements to the contractors 

such as the cash requirement for the project, the experience required and amount of 

company‟s resources required. Another example, the project conditions may very 

suitable to a contractor, but the project may also suitable to some strong competitors 

as well. So the bid for the right project is hard to decide and it is kind of opportunity 

cost. The company managers are required to consider various factors from different 

aspects. The previous studies provide an opportunity to re-examine these factors 

based on Auckland industry. 
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3 RESEARCH METHODOLOGY 

3.1 Introduction 

 

This research looks at “What are the factors affecting bid/ no bid decision making 

process of small to medium size main contractors in Auckland?”  

 

This chapter outlines the research methodology will be used to carry out the research. 

The chapter will describe the research methodology, the research method, data 

collection method, data analysis method and research ethics in detail which will be 

used to ensure the research is reliable and valid. 

 

3.2 Research design 

3.2.1 Research methodologies utilized in the literature 

 

The similar studies done in the literature demonstrate that both quantitative and 

qualitative methodologies have been used to identify the factors affect bid/ no bid 

decision making. There are two main types of research method used to implement 

the research which are questionnaire survey and multi-case study. 

 

There is one typical research done by Shash (1993) which collects quantitative data 

through mailed questionnaire surveys from 300 top UK contractors. The 

questionnaire is based on the study carried out at the University of Cincinnati by 

Ahmad and Minkarah (1988, as citied in Shash, 1993). Then Shash (1993) modifies 

the questionnaire to suit the UK construction industry environment in 1990 which 

identified 55 potential factors that influence bidding decision making. The 300 top 

contractors were identified randomly from Independent Community Consultants 

(Hampton) ICC publications Search Utility (version 2.00, June 1990) database. The 

questionnaire has three main parts, firstly, the company type, capacity and relevant 

information. Secondly, it asks contractors to rate the 55 factors by using 1-7 

categories. “1” means the lowest effect, “7” means highest effect. The last part is 
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asking the company‟s rules of bidding decision. A total of 85 surveys were received 

which was a 28.3% response rate.  

 

Lowe and Parvar (2004) use a multi- case study to implement the research. Case 

study involves detailed investigations of instances which relate to a project subject. 

The multi- case study involves numbers of instances rather than single instance. 

(Fellows & Liu, 2009, p.23). The reason for using case study approach is to 

undertaken an in-depth study on a particular firm, and reflects the entire population 

by using the particular company‟s performance. Lowe and Parvar (2004) is based on 

one UK construction company and involved semi-structured and unstructured 

interviews. The data were collected from the company‟s 115 historical projects 

which were consisted by 16 rejected projects and 99 accepted projects. The identified 

factors were categorised according to functions. The collected data was analysed by 

using the Statistical Package for the Social Sciences. 

 

Another typical study done by Egemen and Mohamed (2007) breaks the research 

down to two stages, firstly an initial questionnaire was made based on the literatures 

and consultation with some experienced contractors. A pilot survey was implemented 

firstly; through semi-structured interviews then the researcher was familiar with 

market conditions and the industry environment.  In the second stage, the final 

version questionnaire was established after pilot study in which 83 factors are 

identified. The questionnaire survey was implemented through 80 small to medium 

sized contractors in Northern Cyprus and Turkey. The questionnaire includes both 

qualitative and quantitative questions which were to gain a better understanding of 

the collected data. The participants were asked to rate the 83 factors by using 0-6 

rating score to weight the factors. Additionally, as the research focused on two 

different sizes of contractors, the research categorized the contractors according to 

annual turnover of contractors. 
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3.2.2 Research methodologies 

 

Denscombe (2010) says there are three different types of research methodologies 

which include: 

 Qualitative research 

 Quantitative research 

 Triangulated research (multi-method research) 

 

3.2.2.1 Qualitative research 

 

Denscombe (2010) says qualitative methodology seeks to gain insight into people‟s 

opinions, understandings and beliefs. Qualitative research tends to focus on the 

meaning rather than data. So, qualitative methodology focuses on the „why‟ 

questions, such as why people do it like this. In other words, qualitative methodology 

is study that goes deeper. 

 

Popper (1989, as cited in Fellows & Liu, 2009) states the subject of qualitative 

research may not be explored with any proper structure; the objective of qualitative 

research is to gain the understanding of the collected data by analysing the data in 

detail. The collected data normally needs to be filtered, consolidated and reframed, 

so qualitative data analysis normally is more difficult than quantitative data analysis. 

Qualitative data analysis is very time consuming, they involves recording and 

analysing of the content of interviews. The data collection and data analysis are 

easily affected by external variables such as interview environment and personal 

feeling. Consequently, researcher need to be involved in all stages of work is very 

important to enhance the quality of research results.  

 

Tesch (1991, as cited in Fellows & Liu, 2009) recommends three approaches to 

analyses of qualitative data: 

 

 Language based- analysis of conversation, to understand what the 
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conversation means. 

 Descriptive or interpretive- in-depth analyses of the subject material from 

respondents‟ views. 

 Theory building- to establish a theory which is based on the study results. 

 

The qualitative data is used for research method such as case study, ethnography, and 

data collection methods are commonly interview and documents analysis. 

(Denscombe, 2010, p.273). 

3.2.2.2 Quantitative research 

 

The objective of quantitative research often intends to conjecture and refute some 

issues such as theories and findings in previous studies by gathering factual data. 

Quantitative research typically answers the questions such as “what” and “how”. The 

scale of measurement and the measurement approach are the key issues which need 

to be considered when forming a quantitative research. The scale of measurement 

means what need to be measured. As the nature of the quantitative research is based 

on the previous studies, so, the previous findings determine the required data which 

needs to be collected. The required data normally are gathered from survey through 

questionnaire. The collected factual data is measured by statistical techniques. Often, 

the quantitative data are numerical data. (Denscombe, 2010, p.242). The theories or 

the findings in previous studies are compared with quantified results. It is easy to 

miss the important data without closely studying of the literature and it is important 

to collect and analyse the data fairly. (Fellows & Liu, 2009, p.97) 

 

3.2.2.3 Triangulated research 

 

Triangulation combines qualitative and quantitative methodologies through the 

objectives of the triangulated research to view the subject from multiple aspects. The 

benefits of triangulated research are that it gains the advantages of different 

methodologies and avoids the disadvantages of a single methodology. 
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3.2.3 Research methods 

 

There are five different research methods include: action, ethnographic, survey, case 

study and experimental. (Bell, 1993, as cited in Fellows & Liu, 2009, p.20). Another 

different explanation of research methods done by Yin (1994, as cited in Fellows & 

Liu, 2009) as: survey, experiments, archival analysis, histories and case study. 

However, there is no clear definition of different research methods. (Fellows & Liu, 

2009, p.20) The choice of research method is affected by the scope and depth of 

analysis required. (Fellows & Liu, 2009, p.153). 

 

Purpose of action research is to develop and evaluate the solutions of a specific issue. 

Both qualitative and quantitative methodologies can be employed for this type of 

research. (Fellows & Liu, 2009, p.21). There are four key characteristics of action 

research: action research is dealing with real problems where discovery of the 

solutions is required; action research is a cyclical process which means the findings 

are generated the solution for initial problem; the participations of participants are 

active. (Denscombe, 2010, p.126). 

 

Experimental research seeks to test the effects of the variables in a specific situation 

such as testing the validity of some techniques under some specific criteria. (Fellows 

& Liu, 2009, p.24). There are three key components of experimental research. 

Firstly, identify the factors which affecting the outcome. And then, control the 

factors, for example, to exclude some effective factors which may obtain different 

outcome. Finally, measure the effects of the factors on the outcome. (Denscombe, 

2010, p.66).  

 

Ethnographic research that researcher involved as part of the group to investigate the 

people‟s behaviours. Ethnographic research requires the initial study between 

researchers and respondents to gain a better understanding of respondents. (Fellows 

& Liu, 2009, p.22). The key point of ethnographic study is holistic perspective which 

means the cultural, social and psychological factors of the studied population should 

be considered when carry out the study. (Denscombe, 2010, p. 80). 
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Case study is qualitative study which detail investigating a phenomenon by study a 

particular instance. (Denscombe, 2010, p.53). Case study can be single case study or 

multi case study, interview is the main method used to execute data collection. 

(Fellows & Liu, 2009, p.23).  

 

Survey intends to present the information about a particular group of population such 

as their performance, perception and any factual data. Surveys have three 

characteristics; firstly the survey should have wide coverage; the survey present the 

things in a specific time point; the factual data is required. (Denscombe, 2010, p.11-

12). But the entire population can be too big to measure practically, so survey 

normally executes by select a sample of people. The sample is used to infer the 

information about the entire population. The reason of employ a sample is sampling 

is a low cost solution and able to speed up research. The statistical sampling is the 

most appropriate sampling which employed by survey. The effective statistical 

sampling need to be structured and the size of sampling also need to be determined to 

ensure that the sampling can deliver reliable and valid results. Normally, sample is 

surveyed through various ways. The data can be collected from sample through 

unstructured interview to highly structured questionnaire. But the problem of survey 

is that it is a time consuming process and also it is necessarily required large number 

of participants are involved in the process. So, low response rate is a very common 

consequence. The response rate of questionnaire is 25-35% normally as stated by 

Fellow & Liu (2009). This also confirmed by Shash (1993) says that response rate 

was 28.3%. (Shash, 1993, p.113). 
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Table 3.1 Requirements of different research methods (Yin, 1994, as cited in 

Fellows & Liu, 2009, p.24) 

Requirements of different research styles/strategies 

strategy Research questions Control over 

independent 

variables 

Focus on events 

survey Who, what, where, 

how many, how 

much 

No required contemporary 

Experiment/ quasi-

experiment 

How, why required contemporary 

Archival analysis Who, what, where, 

how many, how 

much 

No required Contemporary/past 

history How, why No required past 

Case study How, why No required contemporary 

 

3.2.4 Chosen research design 

 

Qualitative research is generally understood as explore people‟s perception and 

opinions. According to the study question “what are the key factors affecting the bid/ 

no bid decision”; the objective of the study is to discover construction contractors‟ 

opinion on “the factors affecting the bid/ no bid decision”. Also qualitative research 

can explore the general perception of the entire population such as small to medium 

sized contractors in Auckland for this study by selecting a representative sampling. 

So, qualitative research methodology seems to be the most suitable approach to carry 

out the research. Also this methodology confirmed by by Egemen and Mohamed 

(2007) as the qualitative methodology is the option has been used.  The main finding 

of literature is 50 highest ranking factors are extracted from Egemen and Mohamed 

(2007) would potentially affect the bid no bid decision which will be used to form 

the basis of the questionnaire; the reason for selecting those factors which is good for 
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directly comparison with the similar studies. As the nature of the study which intends 

to present the factual data, research needs to be objectively which means bias need to 

be avoided. (Fellows & Liu, 2009, p.11). 

The second consideration is measurement approach which is the research method. 

Survey and case study are common techniques employed to carry out this type of 

study. However there are some issues affect the research method selection. Case 

study is good to explore a particular company, but it is hard to reflect entire 

population. Time issue, the cases are more presents the historical facts, sometimes 

hard to reflect the current situation. Case study requires document analysis, but the 

researcher has data access barrier so, case study is not applied to this study. 

 

Survey is employed to carry out this proposed study as survey is able to describe the 

information about a specific group of people. (Fellows & Liu, 2009, p.151). The 

specific group of people is small to medium sized contractors in Auckland for this 

study. The information is going to be explored which are the factors affecting the 

contractor‟s bid/ no bid decision. The measurement process will be survey through 

small to medium sized contractors in Auckland to explore the factors affect bid/no 

bid decision making process. Unfortunately, the entire population is too large to 

measure. So, the survey will focus on few particular small to medium sized 

contractors in Auckland. The representative sampling will sufficiently produce 

reliable and valid result to reflect the entire population. (Fellows & Liu, 2009, 

p.151). The sampling and the data collection method will be presented in subsequent 

sections.  

 

3.3 Data collection 

 

There are various restrictions on the data collection process such as cost, time, and 

confidentiality. However, the key principle of choosing the appropriate data 

collection method is to ensure the collected data which can achieve the study 

objectives. (Fellows & Liu, 2009, p.147). The methods of data collection can be 

categorised as: one-way communication and two-way communication.  
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One-way communication means the gathered information can either be accepted or 

rejected. The researcher has less opportunity by asking supplement questions. One 

way communication includes: 

 

 Postal questionnaires, 

 Completely structured interview 

 Diaries 

 Scrutiny of archives(p.150) 

 

Two-way method permits feedback and gathering of further data investigation 

through asking supplement questions. The typical two-way methods include Semi-

structured interview. 

 

Rogers and Kincaid (1981, as cited in Fellows & Liu, 2009) states that one way 

communication seems like transfers the data, so the data should be transferred as 

they are. Two-way communication more like to transfers the meaning. The data 

normally need to be analysed and presented as their meaning. Two-way 

communication provides interaction in data collection. Interaction means to ensure 

the information obtained is understood as provider‟s view especially when 

researching in human behaviour. (Fellows & Liu, 2009, p.150). 

 

3.3.1.1 Questionnaire  

 

Questionnaires include two types of questions: open and closed questions. All the 

questionnaires need to be piloted to ensure the questions are clearly stated. Question 

has three characteristics: The questionnaire is data collection tool; the questions are 

asked to participants should be consistent and the questions that are asked should 

gather a straight answer. (Denscombe, 2010, p. 155-156). 

 

Open questions allows respondents answer those questions in whatever forms, 

provides opportunities to respondents to answer in full. The feature of open question 
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is easy to ask, but hard to answer, also the answer may hard to analyse. Open 

questions are more preferable to used for interview. 

 

Closed questions have provided the potential answers which may limit the responses, 

so, it is important to give opportunities to respondents to states their answers. Closed 

questions can be administrated by e-mail and post. (Fellows & Liu, 2009, p.153-

156). 

 

3.3.1.2 Interview  

 

Interview can be used for collecting simple factual data, but it is more preferable to 

used for explore the more complex problems such as gain insights into other person‟s 

behaviours in detail and depth. (Denscombe, 2010, p.173). It is important to present 

the information fairly. (Charmaz, 1995, as cited in Fellows & Liu, 2009, p.156). The 

study seeks to investigate other people‟s world in detail; it more seems to discover 

the people‟s feeling in the social world. (Miller & Glassner, 1997, as cited in Fellows 

& Liu, 2009, p.237). Interview has three different types: 

 Structured interview 

 Un-structured interview 

 Semi-structured interview 

 

The difference between those three interviews is the limitations on both sides of 

participants. In structured interview, the interview involves a questionnaire, 

interviewer has fewer opportunities to ask supplement questions. In unstructured 

interview, interviewer brief the study topics, and then respondents answer the 

questions in a widely boundary. Semi-structured interview between those two 

extremes, normally semi-structured interview based on a simple questionnaire, and 

then more detail questions are asked based on the questionnaire. (Fellows & Liu, 

2009, p.157). 
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3.3.2 Chosen data collection 

 

Data are collected for this study is employing a face to face structured interview 

format, incorporating a questionnaire. The face to face interview forms the basis of 

the data collection and questionnaire is the way of that most questions are asked. 

 

The reason for using an interview is according to the feedback of past similar studies 

showed that questionnaire is a good way to execute survey, but questionnaire has 

very low response rate which normally just 30% around. But, interview has a high 

response rate comparatively. Also interview can obtain detailed information by 

asking more subsequent questions about personal perceptions. Misrepresentation and 

misunderstanding can be avoided because the respondents‟ own words can be 

recorded and any ambiguities can be clarified. It is important to represent the 

people‟s view fairly and describe the information gathered as provider‟s view. 

(Fellows & Liu, 2009, p.156). The reason for execute face to face interview is the 

alternative way such as telephone interview may not be able to obtain quality data 

and the answers also hard to be recorded. The reason for using structured interview is 

most questions are asked by a questionnaire which contains most questions are 

needed. 

 

But interview can be very time consuming at any time, it requires to do a lots of 

documentation analysis before take steps into interview. The unnecessary questions 

shouldn‟t be asked during interview. There are various influences may possibly 

change the responses. So, to avoid those influences are significantly important. The 

influences include such as interaction between interviewer and respondents, the 

environment of interview, the timeframe of the interview. 

 

Most questions are asked during interview are presented by questionnaire. The 

questionnaire includes both open and closed questions. The closed questions are 

simpler to answer like multi-choice or short answer. Open questions require the 

respondents answer the question in full and length. The questions are made based on 
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the principle of easy and clear, which means the questions should be easy and clear 

to ask by researcher also, the question should be easy and simple to answer by 

respondents. By doing that, more closed questions are asked rather than open 

questions as closed questions are easier and simpler to answer. To avoid response 

opportunity losses, “please, state others” are asked as suggested by Fellows & Liu 

(2009, p.154). 

 

By using questionnaire to ask questions, the advantages of questionnaire include: the 

questions are structured; so the collected data are in a standard format which makes 

the data analysis much easier. Questionnaire is simple and easy to answer and also 

the questionnaire can easier to record the response as more writings are required 

rather than respondents present information verbally.  

 

Typical disadvantages of questionnaires are avoided in this data collection method. 

For instance, the questionnaire has no remedial action to ask supplement questions. 

But for this research, researcher is able to just ask more questions which not existing 

on questionnaire during interview. Also interview can avoid respondents and 

researchers misunderstand and misrepresent any questions and answers. 

 

3.3.3 Sampling 

 

It is impossible to execute a survey to the entire population. The reasons include 

time, cost, obtaining the data and population change. So, to determine a 

representative sample is important to measure the entire population. The weakness is 

the sampling may not fully represent the entire population as more members of 

sampling more accurate result. (Fellows & Liu, 2009, p.133). There are two types of 

sample: 

 Random sampling 

 Non-random sampling 
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The random sampling is used when the members of entire population present same 

performance, or the sampling size is very large to represent the entire population 

efficiently. In random sampling, each member of the entire population can be 

selected as a sampling member equally. The sampling member can be selected 

randomly from a table or use computer technique. 

 

The non-random sampling is used for the particular part of population be considered. 

For example, one theory is established firstly, the theory determine the particular 

person which can reflects the theory, the particular person should form the sample. 

(Fellows & Liu, 2009, p.160). There are 5 different non-random samplings are stated 

by Fellows & Liu (2009) as: 

 

 Systematic sampling 

 Stratified sampling 

 Cluster sampling 

 Convenience sampling 

 Snowball sampling 

 

Systematic sampling which means selects every xth of the population as the member 

of the sampling. Stratified sampling means the entire population can be categorised 

as superficiality differences. In some instance, the entire population can be 

categorised as different size of companies or different type of companies. The 

member of the sampling will be selected from each category randomly. The cluster 

sampling looks at the inwardness differences of the entire population. The population 

are categorised by inwardness differences. Each group called as cluster. The member 

of each cluster are selected randomly forms the sampling. Snowball sampling is used 

for the situation where hard to access the data. The small numbers of respondents are 

identified firstly, and then request the earlier respondents to identify further 

respondents. (Fellows & Liu, 2009, p.161-162). 
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The convenience sampling is used where there is no particular indication of the form 

of sample according to the natural of study question. The data can be collected from 

the sample where as easy as possible. As the nature of researcher is a student, data 

access is the biggest issue on sample selection. Also any of the small to medium 

sized contractors in Auckland can present same level of information. The 

convenience sampling is employed as the sampling method to collect the required 

data. But the weakness of convenience sampling is high possibility of involve 

significant biases. (Fellows & Liu, 2009, p.162). 

 

3.3.3.1 Sample size 

 

To determine the correct and adequate size of the simple is to enable the simple can 

reflect the behaviours of the entire population efficiently. The sample size should 

fulfil four requirements as: 

 Consistent 

 Unbiased 

 Efficient 

 Sufficient 

 

Consistent means that the consistency of the result may decrease due to the sample 

size increased. An unbiased sample should reflect the means of the population, in 

another word means there is no systematic error. The systematic error means that the 

something is over or under measured which should be avoided. Efficient sample 

means the sample should show as same as possible result as other samples. Sufficient 

sample means to use most of the data to measure the entire population. (Fellows & 

Liu, 2009, p.163). 

 

Access to the data is the biggest barrier to this study due to the researcher has no 

particular relationship with construction industry. And also the limited time barrier 

and cost issue restrict to select large number of sampling. So 8 small to medium 

sized contractors in Auckland are determined as research sample. 
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3.4 Data collection procedure 

 

There are 50 highest ranking factors are identified by Egemen and Mohamed (2007) 

which are extracted to form the basis of questionnaire. 

 

The questionnaire includes two parts. First part, demographic information is asked 

which to identify the identity of respondents. Second part, the 50 factors are 

extracted from Egemen and Mohamed (2007) are requested to rate by using 0-6 

points scale which “0” means not important at all and “6” means the most important. 

Also the subsequent questions such as why they give the points to the particular 

factors. Also give respondents opportunities to add any factors they think important. 

The rating of the factors should be based on the company‟s tendering policy. The full 

questionnaire is available in appendix 1. The questionnaire is made by considering 

those issues include: 

 

 The question should be easy for both researcher and respondents (easy to ask 

and answer)  

 Unnecessary question should not be asked 

 The respondent‟s name is not requested 

 Avoid bands overlap 

 Should give opportunities for respondents to present their own items which 

not exist on the list 

 

3.5 Data analysis procedure 

 

 There are three steps in data analysis: 

 To rank the rated factors  

 To compare data between participants 

 To compare data with literature 
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To rank the rated factors, firstly we aim to calculate the mean rate for each factor, so 

for each single factor, add all the scores given by participants, and then divided by 

number of participants. Finally, calculate the importance weight by using mean rate 

of each factor divided by 6. The highest importance weight would be the most 

important factors as respondent‟s view.  

 

After the ranking order established, refer back to the responses, analyse the responses 

such as the reason why they give the particular scores to the factors. We also could 

group the participants into two groups as small sized contractor and medium sized 

contractor. So we could analysis the responses into two groups. Finally, comparing 

the results with study done by Egemen and Mohamed (2007) to identify the 

similarity and difference of the study results and providing possible reasons for any 

similarities and differences. 

 

3.6 Reliability and validity  

 

3.6.1 Reliability 

 

The reliability is concerned with how the issues are measured or what the 

measurement process is. There are three main issues need to be addressed as 

reliability consideration: 

 

 Research approach 

 Relationship between researcher and respondents 

 Location of interview 

 

For the research approach which concerns about using consistent research approach 

through the entire research. In detail, the researcher needs to use consistent data 

collection and data analysis approach. To ensure a consistent research approach, 

firstly, the entire study will carry out by one researcher. Before the data collection, 
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the research design is required to be fully completed. The closed ended questionnaire 

incorporate a structured interview is employed for this research. The participant will 

be asked same questions according to the questionnaire. For the data analysis all the 

data will be analysed by same technique. 

 

The relationship between researcher and respondents could possibly influence the 

research outcome, as the response may different if there are some kind of 

relationship between respondents and researcher such as employer/employee, 

friends, students/teachers and families. So to avoid this issue, the respondents are 

selected randomly, the special relationship are avoided.  

 

The location of the interview for this research could affect the response such as 

interviewing in a stressful environment, so keeping the interview in a consistent and 

preferable environment is crucial. For this study, the interview location will be 

decided by respondents and by the time try to keep all the respondents in a similar 

interviewing environment.  

 

3.6.2 Validity 

 

Validity is concerned with what is being measured. There are two types of validity: 

 Internal 

 External    

 

Internal validity means the possibility of the measurement will answer the research 

question. Firstly, reviewing of similar studies to ensure the selected options have 

been used by similar study. As the nature of this research is based on Egemen and 

Mohamed (2007), so data collection and analysis approach is same as Egemen and 

Mohamed (2007). So the internal validity issues are avoided. 

 

External validity is concerned with the possibility of the research result can present 

the entire population as we know that the research normally carried out with a 
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sample. So, to ensure the sample can reflect the entire population, the sample 

member will be selected according to the targeted sampling. 

 

Also the interview timeframe is kept short to avoid the respondents are feeling bored 

which decrease the response quality.  To avoid the researcher‟s influence on data 

collection and analysis, researcher is required to collects and analyses the data fairly. 

Also avoid that the respondents discuss the questions, so individual face to face 

interview is required. 

 

 

3.7 Ethics considerations 

 

The Economics and Social Research Council (2007, as cited in Fellow and Liu, 2008, 

p. 250) in the UK identified 6 key principles of research ethics: 

 

 Participation voluntarily  

 Integrity and quality of research 

 Right to be informed. Such as research purpose, methods, participants‟ 

involvement and risks 

 The confidentiality of information 

 The independence of research must be clear, and any  

 Harms must be avoided 

 

The first and the most important issue is that the participants must participate in the 

research voluntarily. The issue was controlled by introduce the research to the 

participant and then ask them if they would like to be a volunteer to involve in the 

research. The participants are free to withdraw participation at any time or reject any 

questions they wish. Also by the time asking the participant are there any culture or 

sensitivity issues involved and solve the problem by using they preferred way. 

 



39 

 

The quality issue of the research was controlled by research designed and undertaken 

follow the published book “research methods for construction” write by Fellows & 

Liu (2009). The research includes 6 main sections: introduction, literature review, 

research methodology, data, discussion and conclusion. The standard research format 

would ensure the quality and integrity of the research. Also the data collected are 

presented in the research fairly. 

 

For the issue of right to be informed, where the all participants involved in the 

research will be informed fully about the research purpose, methodology, their 

involvements and risks. To achieve this that the participants will be noticed an 

introduction of the research. The participants also free to ask any question they wish. 

But due to confidential issue that participant asks any questions about other 

participants will not be answered. 

 

The issue of confidentiality was controlled by the identity of participants will not be 

identified by any information. Only the researcher knows participants‟ identity. Due 

to the data collection, the questionnaire will not ask the identity of the participants. A 

particular number will give to participants to replace the participants‟ name. The 

number will used at all the time. The data storage also affect the confidential issue, 

so the collected data will be stored by researcher in a confidential manner which 

means the data will not be knew by any people. 

 

The issue of research independence was controlled by any conflicts of interest and 

any partiality must be stated in the report. 

 

The harms to participants generally includes physical and psychosocial harms, for 

this research, the research data collection is based on closed questionnaire 

incorporate face to face structured interview. There is not any particular physical 

harm involves. For the psychosocial harms the participants have right to ignore any 

questions if they feel any hardness to answer. For the information is commercial 

sensitive which could lead to harms, again the collected data will only access by 

researcher. And any commercial sensitive information will avoid from the research. 
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Some other concerns such as access to data and site are not applicable to this 

research. The research do not requests any company data and site. 

 

3.8 Chapter summary 

 

According to the research question “what are the key factors that affect the bid or no 

bid decision making process of small to medium sized contractors in Auckland?” 

This research is designed as a qualitative research. The research method for this 

study is survey which is going to explore the factual data as “the factors affect bid/ 

no bid decision”. The data collection method is employing a face to face structured 

interview incorporating a questionnaire. The sampling for data collection is 

convenience sampling which focus on the small to medium sized contractors in 

Auckland. The sampling size is determined as 8 small to medium sized contractors in 

Auckland. Both qualitative and Quantitative data analysis will be used for data 

analysis. And finally study result compare with Egemen and Mohamed (2007). 

 

The limitation of this research is data access barrier mainly. The reliability of the 

research is considered from three aspects which are the research approach, the 

relationship between researcher and respondents and environment of interview are 

solved by appropriate solutions. The validity issues of the research are explained 

from two aspects which are internal and external validities are solved by appropriate 

solutions. The identified on ethics forms are solved by appropriate solutions. 
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4 DATA COLLECTION 

4.1 Introduction  

 

The purpose of this section is to present the data collected from participants by using 

qualitative research methodology and data management. All of the data will be 

presented in a logical way. The data collected are used to answer the following 

research question: 

 

What are the factors affecting the bid/ no bid decision making process of small to 

medium size contractors in Auckland? 

 

4.2 Data collection process 

 

Data was collected for this study be employing a face to face structured interview 

format, incorporating a questionnaire. Before the data collection start, the researcher 

invited 12 potential participants. Also the participant information form and 

participant consent form were send to every contacted potential participants. 

Unfortunately, there are only 10 participants were agreed to involve in this research 

and in this 10 agreed participants, only 8 out of 10 can meet the research 

requirements, the reason that 2 participants who cannot meet the research 

requirement  is they don‟t have enough construction experience. The response rate is 

67%. Finally, those 8 participants arranged an appropriate time for research 

interview. 

 

During the interview, firstly, the participant information form and participant consent 

form are reviewed and signed by participants. The interview includes three parts. 

Firstly, the information about participants is asked by using multi-choice question. 

Second part, participants are requested to rate 50 factors affecting the bid/ no bid 

decision which were extracted from Egmen and Mohamed (2007) as we mentioned 

early. The third part is the key part for qualitative research. 3 most important and 3 



42 

 

least important factors as they selected are requested to explain that the reason why 

they select those factors. The time spend on each interview are varying, each 

interview took half hour roughly. Every participant answered same questionnaire and 

researcher tried to avoid asking any leading questions which could influence 

participants‟ answer. All the interviews were undertaken in a comfortable 

environment. 

 

4.3 Data management and analysis 

4.3.1 Quantitative data 

4.3.1.1 The participants 

 

As we presented above, there are 8 participants are involved in this research. 

According to ethics issue, the participants‟ name and any information which can 

identify the identity of participants will be removed from this report. All of the 

participants are small to medium sized contractors in Auckland region. The 

participants are coded as participant 1-8 according to the order of interviews.  

 

Table 4.1 Participants 

participants Date of data 

collected 

Participant 1 16
th
 September 

Participant 2 30
th
 September 

Participant 3 30
th
 September 

Participant 4 1
st
 October  

Participant 5 2
nd

 October 

Participant 6 3
rd

 October 

Participant 7 7
th
 October  

Participant 8 7
th
 October  
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4.3.1.2 Participants’ company size 

Table 4.2 Participants’ company size  

 
 

 

The prime purpose of this table is to categories those participants into different size 

companies which can helps on data analysis. 4 out of 8 participants have 0-5 full 

time employees in their company, according to Statistics New Zealand (2006) says 

that a company has 0-5 full time employees generally is defined as a small company. 

So, these 4 participants will be treated as small sized contractors in data analysis. 

One participant has 6-9 full time employees in his company and 3 participants work 

for those companies have 10-19 full time employees. These four participants will be 

defined as medium sized contractors in this research. So, there are balanced 

proportions on two different sizes of contractors. 

 

4.3.1.3 Type of projects the companies doing 

 

Table 4.3 Type of projects the companies doing 

 
 

0-5 6_9 10_19 

0 

2 

4 

6 

number of full time employees 

number of full time 
employees 

0 

1 

2 

3 

4 

5 

6 

residential commercial both 

type of project 

type of project 
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The majority of small to medium sized contractors are in the residential construction 

sector. Only two contractors are doing commercial project and one contractor are 

doing both residential and commercial projects. This is logical as we know that small 

and medium sized contractor has fewer assets to carry large size project.  

  

4.3.1.4 Percentage of jobs obtain through competitive bidding 

 

Table 4.4 Percentage of jobs obtain through competitive bidding 

 
 

Table 4.4 indicates that proportion of Jobs those participants obtained through 

competitive bidding is very low. The competitive bidding as we mentioned in 

literature review is traditional method which is design-bid-build. From their 

responses we noticed that most of their jobs are obtained through negotiation 

contract. The two contractors have 26-50% of jobs obtained through competitive 

bidding are medium sized contractors. 

 

4.3.1.5 Percentage of rejected bid invitations 

Table 4.5 Percentage of rejected bid invitations 

 
 

0 

2 

4 

6 

8 

0-25% 26%-50% 

jobs obtained through competitive bidding 

jobs obtained 
through competitive 
bidding 

0-25% 26%-50% 

0 

2 

4 

6 

rejected bid invitation 

rejected bid 
invitation 
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Table 4.5 shows if a contractor receives a bid invitation, how often these invitations 

will be rejected. 5 out of 8 contractors have 0-25% of bid invitations normally are 

rejected. 3 participants have 26-50% of bid invitations are normally rejected. In those 

3 participants, 2 of them are mentioned above who have 26-50% of jobs obtained 

through competitive bidding.  

 

 

4.3.1.6 Experience of participants 

 

Table 4.6 Experience of participants 

 
 

From the table 4.6 we can see that, 4 out of 8 participants have 0-9 years construction 

industry experience and 3 participants have 10-19 years experience and 1 participants 

has more than 30 years work experience.  

 

4.3.1.7 Participant job role 

 

Table 4.7 Participant job role 

 
 

0-9 10_19 30+ 

0 

1 

2 

3 

4 

5 

years of experience 

years of experience 

0 
2 
4 
6 

QS project manager project manager& 
investor 

Job role 

Job role 
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The participant quantity surveyor has more than 30 years experience. Three 

participants are project manager in their company and the remaining four participants 

are the company owner, their companies are contractor and investor. This table 

ensures that participants involved in this research are the key person to make bid/ no 

bid decision in their company.  

 

4.3.1.8 Factors affecting bid/ no bid decision making process 

 

This is the key part of the data collection, Table 4.8 below contains 50 factors 

extracted from Egemen and Mohamed (2007) which could affect bid/ no bid decision 

making, those factors are rated by 8 participants by using 0-6 rating score. “0” mean 

the least important factor, “6” means the most important factor. And then the 

importance weights are calculated for all factors. 

 

According to table 4.8, researcher has ranked those 50 factors in two ways. Firstly, 

50 factors are ranked according to overall 8 participants‟ responses. Secondly, as we 

discussed above participants are grouped into two groups as small and medium sized 

contractors. So, those factors are ranked according to responses given by small and 

medium size contractors. Table 4.9 contains the rank orders in three different ways. 

As mentioned early, 50 factors are grouped into 13 categories extracted from 

Egemen and Mohamed (2007), so those 13 categories also weighted and ranked 

which present in table 4.10 and table 4.11. 

 

After the ranks are generated, the overall most important top 3 factors are factor no. 8 

“Experience and familiarity of your firm with this specific type of work”, factor no. 

45 “Possible contribution in building long-term relationships with other key parties” 

and factor no. 28 “Current financial capability of the client”. The importance weight 

range is between 0.88 and 0.44 for overall measurement. It is seen that medium size 

contractors give more considerations to those listed factors. Also some factors can 

have similar rate given by both small and medium size contractors, but some factors 

have very different rate given by small and medium size contractors. 
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Table 4.8 Importance weights of factors affecting the bid/ no bid decisions 

factors 

o
v

er
a

ll
 

sm
a

ll
 

m
ed

iu
m

 

1. Current workload of projects, relative to the capacity of your firm 0.79 0.83 0.75 

2. Availability (number and size) of other projects within the market 0.67 0.75 0.58 

3. Current financial situation of the company 0.73 0.92 0.54 

4. Need for continuity in employment of key personnel and workforce 0.71 0.75 0.67 

5. Current workload in bid preparation 0.54 0.5 0.58 

6. Ability to fulfil tender conditions imposed by the client 0.71 0.67 0.75 

7. Financial status of your company (working cash requirement of project) 0.56 0.63 0.5 

8. Experience and familiarity of your firm with this specific type of work 0.88 0.96 0.79 

9. Possessing enough qualified technical staff to do the job 0.73 0.71 0.75 

10. Possessing enough required plant and equipment to do the job 0.46 0.38 0.54 

11. Having qualified subcontractors 0.73 0.54 0.92 

12. Having qualified material suppliers 0.67 0.58 0.75 

13. Amount of work to be subcontracted relative to the total volume of work 0.65 0.54 0.75 

14. Amount of equipment that needs to be hired and the hire rates in the market 0.44 0.38 0.5 

15. Project size (total bid value) 0.69 0.71 0.67 

16. Terms of payment 0.65 0.63 0.67 

17. Project type 0.69 0.58 0.79 

18. Profits made in similar projects in the past 0.75 0.63 0.88 

19. Uncertainty related to the construction site condition 0.65 0.71 0.58 

20. Completeness of the bid documents (drawings, specifications, etc.) 0.75 0.79 0.71 

21. Technological difficulty of the project being beyond the capability of the firm 0.67 0.71 0.63 

22. Management of similar size projects in the past 0.77 0.75 0.79 

23. Rigidity of specifications 0.58 0.58 0.58 

24. Allowed project duration being enough 0.65 0.67 0.63 

25. Penalty conditions for not being able to complete the project on time 0.73 0.63 0.83 

26. Payment conditions of the project creating a risky environment  0.75 0.67 0.83 

27. Allowed duration for bid preparation being enough 0.67 0.67 0.67 

28. Current financial capability of the client 0.81 0.88 0.75 

29. History of client‟s payments in past projects (considering delays, shortages) 0.71 0.88 0.54 

30. Client‟s attitude, characteristics and stability in needs 0.75 0.83 0.67 

31. Availability of required qualified labour within the region 0.6 0.54 0.67 

32. Availability of the required materials within the region 0.67 0.54 0.79 

33. Availability of the required plant within the region 0.69 0.63 0.75 

34. Possible number of competitors passing the requirements 0.58 0.54 0.63 

35. Desire of qualified contractors to bid and win the project 0.54 0.54 0.54 

36. Market‟s direction (whether it is declining, expanding, etc.) 0.63 0.54 0.71 

37. Amount of possible upcoming profitable projects out for tender in near future 0.63 0.63 0.63 

38. Existing financial conditions indicating a financial risk in near future 0.69 0.63 0.75 

39. Ratio of your firm‟s current market share to the expected or aimed share 0.67 0.58 0.75 

40. Amount of work the client carries out regularly 0.63 0.75 0.5 

41. Amount of repeat business level that the client been following 0.69 0.63 0.75 

42. Possible contribution to increase the contractor firm‟s classification 0.69 0.63 0.75 

43. Possible contribution to increase the firm‟s identity and brand strength 0.67 0.63 0.71 

44. Possible contribution in increasing firm‟s market share and dominance in market 0.67 0.58 0.75 

45. Possible contribution in building long-term relationships with other key parties 0.83 0.79 0.88 

46. Contribution in maintaining long-term relations with important influence market 0.73 0.67 0.79 

47. Possible contribution in improving your firm‟s staff expertise 0.67 0.67 0.67 

48. Possible contribution to break into a new market with productive future 0.71 0.75 0.67 

49. Contribution to firm‟s future due to value of the completed project to the public  0.69 0.67 0.71 

50. Amount of construction work the consultant has been carrying out regularly 0.65 0.54 0.75 
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Table 4.9 Ranks for factors affecting the bid/ no bid decision making process 

 

  

  Factors 
Overall 

  

Small 

  

Medium 

  

 

S
co

re
 

R
a

n
k

  

S
co

re
 

R
a

n
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S
co

re
 

R
a

n
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8. Experience and familiarity of your firm with this specific type of work  0.88 1 0.96 1 0.79 10 

45. Possible contribution in building long-term relationships with other key parties 0.83 2 0.79 8 0.88 3 

28. Current financial capability of the client  0.81 3 0.88 4 0.75 23 

1. Current workload of projects, relative to the capacity of your firm 0.79 4 0.83 6 0.75 23 

22. Management of similar size projects in the past  0.77 5 0.75 13 0.79 10 

18. Profits made in similar projects in the past   0.75 9 0.63 34 0.88 3 

20. Completeness of the bid documents (drawings, specifications, etc.) 0.75 9 0.79 8 0.71 27 

26. Payment conditions of the project creating a risky environment   0.75 9 0.67 24 0.83 5 

30. Client‟s attitude, characteristics and stability in needs  0.75 9 0.83 6 0.67 35 

3. Current financial situation of the company  0.73 14 0.92 2 0.54 47 

9. Possessing enough qualified technical staff to do the job  0.73 14 0.71 17 0.75 23 

11. Having qualified subcontractors  0.73 14 0.54 47 0.92 1 

25. Penalty conditions for not being able to complete the project on time  0.73 14 0.63 34 0.83 5 

46. Contribution in maintaining long-term relations with important influence markets  0.73 14 0.67 24 0.79 10 

4. Need for continuity in employment of key personnel and workforce 0.71 18 0.75 13 0.67 35 

6. Ability to fulfil tender conditions imposed by the client  0.71 18 0.67 24 0.75 23 

29. History of client‟s payments in past projects (considering delays, shortages) 0.71 18 0.88 4 0.54 47 

48. Possible contribution to break into a new market with productive future  0.71 18 0.75 13 0.67 35 

15. Project size (total bid value)   0.69 25 0.71 17 0.67 35 

17. Project type  0.69 25 0.58 39 0.79 10 

33. Availability of the required plant within the region  0.69 25 0.63 34 0.75 23 

38. Existing financial conditions indicating a financial risk in near future 0.69 25 0.63 34 0.75 23 

41. Amount of repeat business level that the client been following  0.69 25 0.63 34 0.75 23 

42. Possible contribution to increase the contractor firm‟s classification 0.69 25 0.63 34 0.75 23 

49. Contribution to firm‟s future due to value of the completed project to the public 0.69 25 0.67 24 0.71 27 

2. Availability (number and size) of other projects within the market  0.67 34 0.75 13 0.58 43 

12. Having qualified material suppliers  0.67 34 0.58 39 0.75 23 

21. Technological difficulty of the project being beyond the capability of the firm 0.67 34 0.71 17 0.63 39 

27. Allowed duration for bid preparation being enough   0.67 34 0.67 24 0.67 35 

32. Availability of the required materials within the region  0.67 34 0.54 47 0.79 10 

39. Ratio of your firm‟s current market share to the expected or aimed share  0.67 34 0.58 39 0.75 23 

43. Possible contribution to increase the firm‟s identity and brand strength  0.67 34 0.63 34 0.71 27 

44. Possible contribution in increasing firm‟s market share and dominance in market  0.67 34 0.58 39 0.75 23 

47. Possible contribution in improving your firm‟s staff expertise   0.67 34 0.67 24 0.67 35 

13. Amount of work to be subcontracted relative to the total volume of work  0.65 39 0.54 47 0.75 23 

16. Terms of payment 0.65 39 0.63 34 0.67 35 

19. Uncertainty related to the construction site condition  0.65 39 0.71 17 0.58 43 

24. Allowed project duration being enough  0.65 39 0.67 24 0.63 39 

50. Amount of construction work the consultant has been carrying out regularly  0.65 39 0.54 47 0.75 23 

36. Market‟s direction (whether it is declining, expanding, etc.)  0.63 42 0.54 47 0.71 27 

37. Amount of possible upcoming profitable projects out for tender in near future 0.63 42 0.63 34 0.63 39 

40. Amount of work the client carries out regularly   0.63 42 0.75 9 0.5 50 

31. Availability of required qualified labour within the region  0.6 43 0.54 47 0.67 35 

23. Rigidity of specifications  0.58 45 0.58 39 0.58 43 

34. Possible number of competitors passing the requirements  0.58 45 0.54 47 0.63 39 

7. Financial status of your company (working cash requirement of project)  0.56 46 0.63 34 0.5 50 

5. Current workload in bid preparation  0.54 48 0.5 48 0.58 43 

35. Desire of qualified contractors to bid and win the project                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                    0.54 48 0.54 47 0.54 47 

10. Possessing enough required plant and equipment to do the job  0.46 49 0.38 50 0.54 47 

14. Amount of equipment that needs to be hired and the hire rates in the market 0.44 50 0.38 50 0.5 50 
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Table 4.10 Average importance scores for different categories 

Categories overall small medium 

Need for work 0.69 0.75 0.63 

Strength of firm 0.65 0.6 0.7 

Project conditions contributing to profitability of the 

project 

0.69 0.64 0.75 

Job uncertainty 0.7 0.75 0.65 

Job complexity 0.72 0.73 0.71 

Risk creating job and contract conditions 0.68 0.64 0.71 

Client and consultant of the project 0.76 0.86 0.65 

Availability of resources within the region 0.65 0.57 0.74 

Competition (considering only the current project) 0.56 0.54 0.58 

Foreseeable future market conditions & firm‟s financial 

situation 

0.65 0.59 0.71 

Client (considering long-term gains/losses) 0.66 0.69 0.63 

Project (considering long-term gains and losses) 0.71 0.67 0.74 

Consultant firm (considering long-term gains and losses) 0.65 0.54 0.75 

Need for work 0.69 0.75 0.63 

 

 

Table 4.11 Ranks for different categories  

categories 
overall small medium 
score rank score rank score rank 

Need for work 0.69 6 0.75 3 0.63 12 

Strength of firm 0.65 12 0.6 9 0.7 8 

Project conditions contributing to profitability 

of the project 
0.69 6 0.64 8 0.75 2 

Job uncertainty 0.7 4 0.75 3 0.65 10 

Job complexity 0.72 2 0.73 4 0.71 7 

Risk creating job and contract conditions 0.68 7 0.64 8 0.71 7 

Client and consultant of the project 0.76 1 0.86 1 0.65 10 

Availability of resources within the region 0.65 12 0.57 11 0.74 4 

Competition (considering only the current 

project) 
0.56 13 0.54 13 0.58 13 

Foreseeable future market conditions & firm‟s 

financial situation 
0.65 12 0.59 10 0.71 7 

Client (considering long-term gains/losses) 0.66 8 0.69 5 0.63 12 

Project (considering long-term gains and 

losses) 
0.71 3 0.67 6 0.74 4 

Consultant firm (considering long-term gains 

and losses) 
0.65 12 0.54 13 0.75 2 
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4.3.2 Qualitative data  

 

4.3.2.1 Reasons given to top 3 most important factors 

 

Table 4.12 contains the qualitative information about participants explained 3 most 

important factors which they believe. There are 18 different factors are commented 

by participants. There are some similarities for instance, “Experience and familiarity 

of your firm with this specific type of work” and “Current financial situation of the 

company” are commented by three responses. “Current workload of projects, relative 

to the capacity of your firm” and “Need for continuity in employment of key 

personnel and workforce” are commented by two participants. 

 

Those 18 factors are extracted from 7 out of 13 categories created by Egemen and 

Mohamed (2007). “Strength of firm” is considered as most important category by 

participants which 8 factors are under this category. “Need for work” is second most 

important category, there are 7 factors are under this category.  

 

The qualitative nature of the questions allows useful insight into the reasons behind 

the perceived importance of selected factors, which vary from participant to 

participant. Some preliminary findings are one factor can be thought important by 

many participants, but the reason they think the factor is important could be different. 

For example, the current financial situation of company is the most important factor 

which is mentioned by three participants but the reason they think it is important is 

different such as two participants think financial situation determine company‟s 

cashflow, but another participant think current financial situation of the company 

determine how many project they can handle. 

 

Table 4.12 Reasons for 3 most important factors 

Participant 1 

1. History of client‟s payment in past projects 

Ensure the client can pay and will pay on time 
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2. Term of payment 

Must be paid monthly without delay 

3. Possible contribution in building long-term relations with other key parties 

Our company aims to keep clients and undertake negotiated contracts.  

4. Completeness of bid documents 

ensuring that the client was not taken shortcut and produced information that is not 

completed 

Participant 2 

1. Need for continuity in employment of key personnel and workforce 

To avoid they get paid by doing nothing. 

2. Market direction 

Market condition decides main contractors bid or not bid decision. If the contractor is 

forecasted recession, the firm needs to win more tenders to keep the business for 

recession period. 

3. Profits made in similar projects in the past 

If a firm made good profit from certain works, it will encourage bidding for same 

type of job. 

Participant 3 

1. Possessing enough qualified technical staff to do the job: 

Skill labour is very important to get the job correct first time. 

2. Client‟s attitude, characteristics and stability in needs: 

Different client‟s demand different results. 

3. Contribution to firm‟s future due to value of the completed project to the 

public: 

Sometimes work is not based on value but its ability to put the company name out 

there. 

Participant 4 

1. Having qualified material suppliers: 

To have qualified material suppliers is very important. You can always rely on them 

to deliver the material on time, to avoid any delay for the project. 

2. Having qualified subcontractor: 
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A qualified subcontractor is also important for the project. The part of work they do 

will affect the value of project. 

3. Project Size 

For residential project, the project period is between 6-10 months. To ensure 

company turnover, we more prefer to select short period project rather than long 

period project. 

Participant 5 

1. Current financial situation of the company: 

This is the key thing for a business. Positive financial situation such as good cash 

flow performance is the foundation to keep company running and growing. 

2. Ability to fulfill tender conditions imposed by the client: 

If we can‟t fulfil the tender conditions which means we can‟t do the work client need. 

The penalties we could receive such as fine and loss reputation. 

3. Amount of work to be subcontracted: 

There are two reasons support the importance of this factor: 1. Amount of profit go to 

our company will be cutted; 2. More management issues will rise. 

Participant 6 

1. Current workload of projects, relative to the capacity of your firm: 

In good year, the amounts of job opportunities are more than our capacity. A lot of 

jobs we are rejected. We have no resources to carry more jobs. But in bad year like 

now, we have less job than we can carry; we need more jobs to keep company 

running. 

2. Experience and familiarity of your firm with this specific type of work: 

As a small company, we have limited skill in some kinds of work, if there is one job 

which has large percentage of work we can‟t do; we wouldn‟t bid for this job. 

Because the profit we have to share with subcontractor. 

3. Amount of work client carries out regularly: 

If an invitation come from a client has good reputation and stable workload, we hope 

that we can make long term relationship with this client. Because, the hardness for a 

small company is keep company has stable workload.  

Participant 7 
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1. Current financial situation of the company: 

Ability to bid is determined by how much work the company can handle. No point 

bidding outside your market. 

2. Experience and familiarity of your firm with this specific type of work: 

Bidding on work the company is capable is better rather than work that is uncertain. 

3. Need for continuity in employment of key personnel and workforce: 

Sometimes bidding low, to keep working needed to keep cash flowing. 

Participant 8 

1. Current workload of projects, relative to the capacity of your firm 

Workload is important because it decides the resources available to tender and 

deliver the project. 

2. Current financial situation of the company 

Financial condition is important because it suggests the cash flow of the company. 

3. Experience and familiarity of your firm with this specific type of work. 

Highly complex construction requires us to upgrade our resources and technical 

knowhow. 

 

4.3.2.2 Reasons given to 3 least important factors 

 

Table 4.13 contains the qualitative information about the explanations of 3 least 

important factors chosen by participants. There are 16 different factors are selected 

by participants. 6 out of 16 factors are selected by participants frequently. Those 

factors are “Amount of equipment that needs to be hired and the hire rates in the 

market”, “Possessing enough required plant and equipment to do the job”, “Current 

financial situation of company”, “History of client‟s payments in past projects”, 

“Current workload in bid preparation” and “Have qualified material suppliers”. The 

factor “Amount of equipment that needs to be hired and the hire rates in the market” 

and “Possessing enough required plant and equipment to do the job” are selected 3 

times by participants which are the least important factor. Those 16 factors are 

extracted from 7 categories. Most factors are under category “Strength of firm” 
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which includes 12 factors and there are 5 factors under category “need for work”.  

Same situation as most important factors, one factor can be treated as not important, 

but the reason contractors think it is not important could be different. 

 

Table 4.13 Reasons for 3 most important factors 

Participant 1 

1. Amount of construction work the consultant has been carrying out regularly 

We are the experts, so we don‟t need to have consultant necessarily sometimes  

2. Amount of equipment that needs to be hired and the hire rates in the market 

Amount of equipment is not important as we do not carry any equipment. We are 

project management only. 

3. Ratio of your firm‟s current market share to the expected or aimed share 

As a small company as long as we have enough work to keep company running we 

don‟t worry about our market share. If the company does not have enough work, we 

sub out ourselves to other bigger companies. 

Participant 2 

1. Availability of other project within the market 

In our firm, the job is focused on school and city council retirement village. It always 

less availability. 

2. Current financial situation of company 

Financial statue of firm does not affect much on bid or not bid decision as the firm 

still have to bid to keep the business run 

3. History of client‟s payments in past projects 

It is hard to check their records 

Participant 3 

1. Amount of work the client carries out regularly: 

Not important to selection, this is a cash flow issue, amount of work client carries out 

regularly depend on the amount of working cash that client has. 

2. Allowed duration for bid preparation being enough: 

Regardless of time allowed, a bid can be made if work is needed, if not then a high 

bid can be submit. 
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3. History of clients payments in past projects: 

This is contract administration issue, not an issue with bidding. 

Participant 4 

1. Current financial situation of company 

We can get the load from bank 

2. Market‟s direction 

As the market direction for residential properties. In the near future, we believe the 

next 6 month will stay the same. So, this factor will not make many effects. 

3. Current workload in bid preparation 

For the current workload in bid preparation will not affect bid preparation for other 

project. Because bid preparation for residential project is very small work. 

Participant 5 

1. Financial status of your company (working cash requirement of project): 

Working cash can get through bank loan 

2. Possessing enough required plant and equipment to do the job: 

Plant and equipment can be hired, not affect the whole project too much. 

3. Amount of equipment that needs to be hired and the hire rates in the market: 

The cost of hire plant generally is not much in residential construction projects. 

Participant 6 

1. Current workload in bid preparation: 

Bid preparation is very small amount of work for my company, one more invitation 

wouldn‟t affect too much on company operation. 

2. Possessing enough required plant and equipment to do the job: 

For residential project, there aren‟t any very big plants or equipments are used. So, 

for some small plants and equipments shortage, we can hire or buy. The cost 

wouldn‟t be too much. 

3. Having qualified subcontractors: 

There are many subcontractors in the market. So, choose a good sub-contractor is not 

a big issue. 

Participant 7 

1. Have qualified material suppliers: 
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 Plenty of suppliers not an issue finding alternatives 

2. Amount of work to be subcontracted relative to the total volume of work: 

Can always price for this, rate & contracts can negate price increases. 

3. Amount of equipment that needs to be hired and the hire rates in the market: 

We can make the programme tighter, not an issue with subbing out with fixed rates. 

Participant 8 

1. Ability to fulfill tender conditions imposed by the client. 

As an experienced contractor, we have involved in many different type of contracts, 

so seldom there is a problem fulfilling the condition. 

2. Possessing enough required plant and equipment to do the job 

Plants and equipments are supplied by subcontractors 

3. Having qualified material suppliers 

Material suppliers are very standard for the residential sectors. 

 

4.4 Chapter summary  

 

This chapter presented all the data will be used for discussion chapter.  8 participants 

are involved in this research which the response rate of 67%. Participants‟ company 

size was split equally between those with less than 5 employees and those with 5 or  

more employees. 8 participants are grouped into two groups as small and medium 

size contractors. This finding can help researcher to discuss the data between two 

different groups of participants. For this 8 participants 1 of them is QS, rest of them 

are project manager in their companies. The proportion of Jobs the participants 

obtained through competitive bidding is less than 50%. 

 

Preliminary findings are some factors that can have very similar rate given by 

different participants, but some factors can have very different rates given by 

different participants. After the factors were rated by participants, The author has 

ranked the 50 factors according to responses. The most important 3 factors are 

“Experience and familiarity of your firm with this specific type of work”, “Possible 
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contribution in building long-term relationships with other key parties” and “Current 

financial capability of the client”. 

 

The qualitative data was collected and explanations of the 3 most and least important 

factors were identified. One preliminary finding is some factors can be treated as 

important by few participants but the reason why they think it is important could be 

different interpretations. 
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5 DISCUSSION 

 

5.1 Introduction 

 
This chapter discusses the data which was presented in chapter 4. Qualitative and 

quantitative data is discussed, and the analysed quantitative data regarding what are 

the factors are affecting the bid/ no bid decision making for small and medium size 

contractors is discussed thoroughly. The qualitative data enables a deeper analysis, 

providing insight into why participants felt that those specific factors were important 

when making bid/ no bid decisions. Finally, the findings will are compared with the 

previous study carried out by Egemen and Mohamed (2007) which aimed to identify 

the similarities or differences between the two researched regions. 

 

5.2 Comparison limitations 

 

5.2.1 Definition of small to medium sized contractors 

 

The size of the contractors were determined according to the number of full time 

employees in the company and companies with less than 5 employees are treated as 

small sized contractors. Whereas companies that have more than 5 employees and up 

to a maximum of 19 are treated as medium sized contractors.  

 

Egemen and Mohamed (2007) mention that the size of contractors are defined 

according to the firm‟s annual turnover, therefore, the definition of a contractors‟ 

size may be different, this limits the robustness of the conclusions drawn from a 

direct comparison with Egemen and Mohamed (2007). However, this is not expected 

to lead to any erroneous conclusions. 
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5.2.2 Research methodology 

 

Current research uses face to face structured interviews incorporate with a 

questionnaire for data collection. There is a focus on the contractors within the 

Auckland region, the sample size is 8 participants. But Egemen and Mohamed (2007) 

uses questionnaire survey for data collection. Egemen and Mohamed (2007) focus on 

contractors within Northern Cyprus and Turkey. The sample size is 80 small and 

medium sized contractors. So, as the research methodology may be different, this 

limits the robustness of conclusions drawn from a direct comparison with Egemen 

and Mohamed (2007). However, this is not expected to lead to any erroneous 

conclusions. 

 

5.3 Important factors for small sized contractors 

 

There are 50 factors extracted from Egemen and Mohamed (2007) have been 

examined by author. As we mentioned early, that Egemen and Mohamed (2007) 

have grouped these 50 factors into 6 categories which include 13 sub categories in 

total. After data collection author finds all the important factors for small sized 

contractors to make the bid/ no bid decision are contained in 6 sub categories. 

 

5.3.1 Strength of firm 

 

“Experience and familiarity of your firm with this specific type of work” is the most 

important factor for small sized contractors. This is a similar finding to that of most 

previous researches (Boussabaine and Lewis; Chua and Li, 2000; Bageis and Fortune, 

2009, P 78) and in particular, it is the third most important factor for UK contractors 

found by Shash (1993). But Odusote and Fellows (1992) (also based on UK 

contractors) find a different result, with “experience with similar type of work” not 

being important for bid / no bid decision making. Participant 7 says their company 

prefers to bid for work which their company is capable of doing. Participant 6 thinks 
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he/she is a small size company, she/he has limited skill in some kinds of work, if 

there is a job which has large percentage of work we can‟t do; we wouldn‟t bid for 

this job. The reason is we have to share the profit with subcontractors. Participant 8 

also thinks this factor is important as highly complex construction requires us to 

upgrade our resources and technical knowhow. Referring to Egemen and Mohamed 

(2007) which they find similar result, Egemen and Mohamed (2007) finds small 

contractors may feel more difficult to deal with different types of projects.  

 

5.3.2 Need for work  

 

“Current financial situation of company” is the second most important factor for 

small sized contractors.  Participant 8 as a small sized contractor thinks company 

always needs to keep a good financial performance and only enough workloads can 

ensure the financial performance. Participant 7 is another small sized contractor 

agrees that company‟s financial situation is important. But participant 7 looks at 

financial situation from different point view. Participant 7 thinks that current 

financial situation determines the amount of working cash which the company have, 

there is no point to bid for a job which over your financial capacity. This is a similar 

finding to Odusote and Fellows (1992) that “financial resources necessary to carry 

out project” is the 8
th

 most important factor. 

 

So, from two responses above we can see that one particular factor may have similar 

importance weight given by different contractors, but the reasons they think the 

factor is important may different. Current financial situation is an important factor 

also confirmed by two researches. (Chua and Li, 2000; Bageis and fortune, 2009). 

But two  medium sized contractor‟s think “financial situation of company” is not 

important for bid / no bid decision making. Participant 2 thinks financial situation of 

firm does not affect the bid/ no bid decision as the firm still has to bid to keep the 

business running. Participant 4 thinks they have the ability to get loan from bank, so 

they don‟t think current financial situation would affect company operation and bid 

decision. Bageis and fortune (2009) also find difficulty in obtaining bank loan is not 
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important. It may reasonable as medium sized contractors have more assets than 

small sized contractors, so they are easier in getting bank loan to solve bad financial 

situation. This is similar finding as Shash (1993) and Eegemen and Mohamed (2007) 

find that current financial situation of company is not important.  

 

“Current workload of projects, relative to the capacity of your firm” is another 

important factor for small sized contractors and also important for medium sized 

contractors. This is a similar finding to that of most previous researches (Odusote 

and Fellows, 1992; Wanous, Boussabaine and Lewis, 2000; Bageis and Fortune, 

2009) and particular, it is the second most important factor for Singapore contractors 

found by Chua and Li (2000) and the third important factor for UK contractors. 

(Shash, 1993). Participant 6 and 8 provide a similar comment to importance of 

workload as it determines the resources available to tender and deliver the project. 

Normally, there are more job opportunities than our work capacity in good years; so 

there are many jobs that we are rejected. But in bad years, we have fewer jobs than 

we can carry; so we have to bid for every opportunity to keep company running. It is 

seen that small and medium sized contractors are both concern their current 

workload as workload determines their amount of available resources to carry more 

projects. But Egemen and Mohamed (2007) find some different result that „current 

workload of project‟ is important for a company, but it is more important for medium 

size contractors.  

 

“Need for continuity in employment of key personnel and workforce” is an important 

factor commented by both small and medium sized contractors which is similar 

finding to Chua and Li (2000). Both contractors think their companies need to keep 

workload to avoid employees are paid by doing nothing. It is reasonable that 

employees‟ payments contribute to company‟s office overhead. Even the company 

has no jobs currently, the overhead wouldn‟t decrease. It is different finding to 

Egemen and Mohamed (2007) somehow that “need for continuity in employment of 

key personnel and workforce” is important only for medium sized contractors not for 

small sized contractors. The reason behind this is medium sized contractors have 
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more full time employees, so they have larger workforce pressure than small sized 

contractors.  

 

“Availability of other projects within the market” is the 9
th

 most important factor for 

small sized contractors. It is seen that small sized contractors more concern about job 

opportunities that available in the market. It is reasonable as small sized contractors 

may not have stable market share, so they need to secure every job opportunities. It is 

similar finding to many researches for instance, Shash (1993) and Chua and Li (2000) 

also find it is very important to contractors in UK and Singapore and particular, 

Egemen and Mohamed (2008) find this is the second most important factor for all the 

contractors in Turkey. But Wanous, Boussabaine and Lewis (2000) and Bageis and 

fortune (2009) find this factor is not important for Saudi Arabian and Syrian 

contractors. 

 

5.3.3 Client and consultant of the project 

 

“Current financial capability of client” is the third most important factor for small 

sized contractors. Unfortunately, there aren‟t any comments given by participants for 

the reason they think it is important. But it is seen that small sized contractors more 

concern the possibility they get paid. “Current financial capability of client” is found 

as the most important factor by many researches. Odusote and Fellows (1992) and 

Bageis and fortune (2009) find this is the most important factor for contractors in UK 

and Saudi Arabia, and it is  the second most important factor for Syrian contractors. 

(Wanous, Boussabaine and Lewis, 2000). Egemen and Mohamed (2007) also find 

“current financial capability of client” is the most important factor for small sized 

contractors in Northern Cyprus and Turkey.  

 

“History of client‟s payment in past projects” is very important for small sized 

contractors, but it isn‟t that important for medium sized contractors. Participant 1 as a 

small sized contractor thinks the history of client‟s payment would help them to 

ensure the client can pay the job and would pay on time. But medium sized 
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contractors (participant 2 and 3) think differently. Firstly, it is hard to check client 

records; secondly, it is a contract administration issue, they would be paid as long as 

they make a contract according to New Zealand standards. So, it is seen that small 

sized contractors they normally are new firms in the industry, they may have less 

experience to deal with contract administration issues. Bageis and fortune (2009) 

find this is the second most important factor for Saudi Arabian contractors. This is 

similar finding to Egemen and Mohamed (2007) that this is very important factor to 

small and medium sized contractors in Turkey. But Odusote and Fellows (1992) find 

history of client‟s payment is not important to UK contractors. It is seen that 

developed countries have more completed regulations and standards to avoid client 

can‟t pay for the job. 

 

5.3.4 Job uncertainty 

 

“Completeness of the bid documents (drawings, specifications, etc.)” is important for 

small sized contractors as Participant 1 thinks that contractors understand the project 

and contract is very important before they undertake the project.  So, the information 

is given by the client that is very important to help contractors to understand the 

project clearly. So it is seen that small size contractors has fewer ability to deal with 

uncertain risks. This is a similar finding to that of most previous researches (Odusote 

and Fellows, 1992; Shash, 1993; Chua and Li, 2000) and particular, it is the fourth 

important factor for contractors in Saudi Arabia. But Egemen and Mohamed (2007) 

find completeness of bid documents is not important factor for Turkish contractors to 

make bid/ no bid decision.  

 

5.3.5 Project considering long term gains and losses  

 

“Possible contribution in building long-term relationship with other key parties” is 

important for both small and medium sized contractors and particular it is the 3
rd

 

most important factor for medium sized contractors. Participant 3 thinks his/her 
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company is aim to keep clients and undertake negotiated contracts. It is seen that 

contractors are very concern about to build long term relationship with industry key 

parties. But Egemen and Mohamed (2007) find contractors in Northern Cyprus and 

Turkey do not concern too much about getting long term gains from projects. 

 

5.3.6 Client (considering long-term gain/ losses) 

 

“Amount of work client carries out regularly” is another important factor which 

small sized contractors think. Participant 6 thinks if there is an invitation comes from 

a client who has good reputation and stable workload, we hope that we can make 

long term relationship with this client. It is seen that the hardness for a small 

company is to keep company has a stable workload and to build long term 

relationship with good client would ensure their workload. Chua and Li (2000) also 

find build long term relationship with client is important to contractors in Singapore. 

Particularly, Odusote and Fellows (1992) and Wanous, Boussabaine and Lewis 

(2000) find good relationship with client is third most important factor to contractors 

in UK and Syria. 

 

Egemen and Mohamed (2007) found that small sized contractor‟s more hope to build 

long term relationship with key parties; but Egemen and Mohamed (2007) shows 

small sized contractor‟s more wish to build long term relationship with construction 

consultants; they wish to get more repetitive jobs from consultants‟ future clients. 

This is confirmed by Odusote and Fellows (1992) which consultant is 8
th

 most 

important factor to make bid/ no bid decision. It is reasonable that property 

development is very costly, so one client may not always have the regular workload, 

however consultants may always have new client which can introduce to contractors. 

 

But medium sized contractors think “amount of work client carries out regularly” is 

not important. Participant 3 thinks it is hard to define amount of work client carries 

out regularly as it is determined by their amount of available working cash. It is 
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similar finding to Bageis and fortune (2009) that to build long term relationship with 

client is not important for contractors in Saudi Arabia. 

 

5.4 Important factors for medium size contractors  

 

The comparison between table 4.9 and table 4.12, it is apparent that medium sized 

contractors have every different individual comment on most important factors. It is 

seen that medium sized contractors have stronger individual business strategy. So, 

they would treat those specified factors differently. But there are still some 

similarities which all the important factors are contained in 7 different categories. 

 

5.4.1 Strength of firm  

 

“Having qualified subcontractors” is the most important factor for medium size 

contractors. Participant 4 thinks the part of jobs subcontractor undertakes would 

affect the whole value of project. It is seen that medium size contractors are more 

concern the quality of their projects. Egemen and Mohamed (2007) also find small 

contractors more depend on subcontractors to complete the project rather than 

medium size contractors in Northern Cyprus and Turkey construction industry. But 

participant 6 as a small sized contractor thinks there are many qualified 

subcontractors available in the market. This is similar finding to Odusote and 

Fellows (1992) that availability of subcontractors in UK is not a problem.  

 

“Ability to fulfil tender conditions imposed by the client” is important as participant 

5 thinks company should only bid for the projects which they can fulfil the tender 

conditions; otherwise the company may face many risks during the project execution. 

It is seen that medium size contractors more concern risks involved in project. This is 

a similar finding to Odusote and Fellows (1992) and particular, Wanous, 

Boussabaine and Lewis (2000) find this is the most important factor for contractors 

in Syria. Egemen and Mohamed (2007) also find “ability to fulfil tender conditions 
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imposed by the client” is important for both small and medium sized contractors, but 

it is not just important for medium sized contractors as author find. But Participant 8 

thinks he/she is an experienced contractor, he/she has involved in many different 

type f contracts, so seldom there is a problem fulfilling the condition. 

 

“Possessing enough qualified technical staff to do the job” is important as participant 

3 thinks that skilled staffs are very important to get the job correct at first time. It is 

seen that medium size contractor more concern about the ability to deliver a good 

quality project at first time. This is a similar finding to that of most previous 

researches (Shash, 1993; Chua and Li, 2000; Bageis and fortune, 2009) But Egemen 

and Mohamed (2007) find this is as being the only important for small sized 

contractors. Reason behind this is small size contractor is more difficult to find 

required resources to deliver different type of projects.  

 

“Having qualified material supplier” is important factor as Participant 4 thinks “you 

can always rely on them to deliver the material on time, to avoid any delay for the 

project.” This is seen that again medium size contractor seen more concern about 

ability to deliver a successful project. This is similar finding to Egemen and 

Mohamed (2008) and Wanous, Boussabaine and Lewis (2000) find qualified material 

supplier is important for both sized contractors and especially for small sized 

contractors in Turkey and Syria. But small sized contractors (participant 7 and 8) 

think material suppliers are very standard for residential sectors. Also there are 

plenty of suppliers in the market; it is not an issue to find alternatives. It is similar 

finding to Bageis and fortune (2009) and Odusote and Fellows (1992) find that 

material suppliers are not important for contractors in UK and Saudi Arabia. It is 

seen that suppliers in developed countries are very standard; it is not a big issue 

which would affect construction. 

 

“Amount of work to be subcontracted” is important as participant 5 provides two 

reasons. Firstly, the contractor has to share project profit with subcontractors; 

secondly, there are more management issues will arise. So, it is seen that medium 

size contractor more concern profit them can get and complexity of project delivery. 



67 

 

But participant 7 as a small size contractor thinks they can always price for the 

amount of work to be subcontracted; so rate the portion of work can help them be 

paid back by client. The idea is provided by participant 7 is similar finding to that of 

many previous researches (Shash, 1993; Wanous, Boussabaine and Lewis, 2000; 

Egemen and Mohamed, 2007). 

 

“Experience and familiarity of your firm with specific type of work” is another 

important factor for medium sized contractors under this category, but it is not as 

important as small sized contractors. This factor is the most important factor for 

small size contractors but it is only 6
th

 important factor for medium sized contractors. 

It is similar finding to Egemen and Mohamed (2007). Egemen and Mohamed (2007) 

find smaller size contractors are more difficult to deal with different type of projects. 

Particularly, Shash (1993) find experience in such projects is third important factors 

for UK contractors. 

 

5.4.2 Project conditions contributing to profitability of the project  

 

“Profits made in similar projects in the past” is the second most important factor for 

medium sized contractors. Participant 2 explains if a firm made good profit from 

certain knid of works, it will encourage contractors to bid for same type of jobs. It is 

seen that medium size contractor more prefer to bid for repetitive jobs rather than 

take new challenges. But this factor is not signed important by small sized 

contractors which is only the 25
th

 important factor. It is expected that stay in the 

market is the most important thing for small size contractors, so they may hard to 

choose the project they want to bid. Odusote and Fellows (1992) and Shash (1993) 

also find similar result that contract profitability is one of the most important factors 

for UK contractors. But Wanous, Boussabaine and Lewis (2000) and Bageis and 

fortune (2009) find profit made in similar projects is not important for contractors in 

Saudi Arabia and Syria. It is seen that contractors bid for a project not always for 

monetary term in different countries.  
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“Project size” is another important factor for medium sized contractors under this 

category. Participant 4 thinks the project period is between 6-10 months for 

residential project, we are more preferable to select short period projects to ensure 

company‟s turnover. This is a similar finding to that of most previous researches 

(Edusote and Fellows, 1992; Shash, 1993; Wanous, Boussabaine and Lewis, 2000) 

and particular, it is the most important factor for medium sized contractors in Turkey 

found by Egemen and Mohamed (2007). Comparably, small sized contractors have 

less concern on this factor. It is expected that small sized contractors have less power 

to choose the project they want to bid; they need to ensure they have enough jobs 

firstly. It is not important for contractors in Saudi Arabia found by  Bageis and 

fortune (2009). It is seen that medium sized contractors take more business strategy 

considerations. 

 

5.4.3 Risk creating job and contract conditions  

 

“Penalty conditions for not being able to complete the project on time” and “payment 

conditions of the project creating a risky environment” are two very important 

factors for medium sized contractors under this category. Unfortunately, there aren‟t 

any comments provided by participants. But it is seen that medium sized contractors 

are more concern risks involved in the project. Shash (1993) also find anticipated 

value of liquidated damages is important for project selection. But Egemen and 

Mohamed (2007) find all factors under this category are important for small sized 

contractors as small sized contractors have less ability to deal with uncertain risks 

during construction stage.  But Chua and Li (2000) and Bageis and fortune (2009) 

find fine for delay is not important for contractors in Singapore and Saudi Arabia. 

 

5.4.4 Project (considering long-term gains and losses)  

 

Majority of factors under this category are important for medium sized contractors 

such as “possible contribution in building long term relationship with other key 
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parties”; “contribution in maintaining long term relations with important influence 

markets”; “possible contribution to increase the contractor firm‟s classification”; 

“possible contribution in increasing firm‟s market share and dominance in market”; 

“possible contribution to increase the firm‟s identity and brand strength”; 

“contribution to firm‟s future due to value of the completed project to the public”. 

Participant 3 says “sometime work is not based on value but it is ability to put the 

company name out there.” It is seen that medium sized contractors are more 

considered company reputation and business strategy. Egemen and Mohamed (2007) 

find similar finding that medium size contractors are take more strategic 

consideration when they making bid/ no bid decision. Wanous, Boussabaine and 

Lewis (2000) find public object is very important for project selection. Bageis and 

fortune (2009) find “project meets company‟s strategy and future vision and the 

benefits expected in terms of the company reputation” are very important. There is a 

different result is found by Odusote and Fellows (1992) that promoting contractor‟s 

reputation is not important. It is seen that business strategy and vision is very 

different between companies. 

 

5.4.5 Foreseeable future market conditions & firm’s financial situation  

 

“Market direction” is another important factor for most medium size contractors. 

Participant 2 thinks if the contractor forecast that market is recessing, the company 

needs to win more tenders to for recession period. But Participant 4 thinks residential 

property market will stay the same in the near future, so market direction is not 

important in short period. 

 

“Existing financial conditions indicating a financial risk in near future” and “Ratio of 

your firm‟s current market share to the expected or aimed share” are also important 

for medium sized contractors. It is seen that medium sized contractors are take more 

business strategy considerations. But participant 1 as a small sized contractor thinks, 

market share is not important, as long as we have enough work to keep company 

running we don‟t worry about our market share. If the company does not have 
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enough work, we sub out ourselves to other bigger companies. It is similar finding to 

Egemen and Mohamed (2007), it indicates that medium sized contractors take more 

strategic consideration when they making bid/ no bid decision. 

 

5.4.6 Client and consultant of the project  

 

“Current financial capability of the client” is important for medium sized contractors 

and also it is important for small sized contractors as we mentioned early. Financial 

capability of client determines the ability of client to pay for the jobs. If the client 

cannot pay for the job, it is very risky for contractors. 

“Client‟s attitude, characteristics and stability in needs” is important for medium 

sized contractor as participant 3 says different client‟s needs leads to different 

contractor selection criteria which means if we can achieve client needs it is possible 

for us to build long term relationship with this client. It is seen that medium size 

contractors are very concern to build long term relationship with clients. This is a 

similar finding to that of most previous researches (Odusote and Fellows, 1992; 

Shash, 1993; Wanous, Boussabaine and Lewis, 2000; Bageis and fortune, 2009). 

 

5.4.7 Need for work  

 

Shash (1993) finds “need for work” is the most important factor drives contractors to 

make bid/ no bid decision in UK. But Bageis and fortune (2009) find need for work 

is not important in Saudi Arabia. It is seen that availability of jobs in the market is 

varying in different countries. 

 

“Current workload of projects, relative to the capacity of your firm” is important for 

medium sized contractors and also important for small sized contractors as we 

mentioned early. Current workloads of projects determine the resources available to 

bid for more projects. Egemen and Mohamed (2007) also find similar result as 
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“current workload of project” is important for medium sized contractors when they 

making bid/ no bid decision. 

 

“Need for continuity in employment of key personnel and workforce” is important 

for both sized contractors as we mentioned early. Participant 2 explains the reason 

behind this fact is “to avoid the employees get paid by doing nothing.”  

 

5.5 Other differences to literatures 

 

Egemen and Mohamed (2007) and Bageis and fortune (2009) find “terms of payment” 

is an important factor for both sizes of contractors. But the factor “term of payment” 

is important which only commented by participant 1. Participant 1 says for his/her 

company; all the jobs need to be paid monthly without delay. It is seen that contract 

administration standards are varying in different countries and “term of payment” is 

not important for contractors in Auckland.  

 

“Required plant” is important for small sized contractors which is found by many 

pervious researches (Wanous, Boussabaine and Lewis, 2000; Egemen and Mohamed, 

2007) and particular, Odusote and Fellows (1992) find required physical resources is 

the second most important factor. Egemen and Mohamed (2007) find it is more 

difficult for small sized contractors to arrange resources for project delivery. But 

Shash (1993), Bageis and fortune (2009) and current research find “Possessing 

enough required plant and equipment to do the job” is not important for both small 

and medium sized contractors. Participant 5, 6 and 8 think the size of equipments and 

plants are normally small for residential projects. So, they think they are able to hire 

or purchase the equipment if they need. Contractors believe the cost of hire 

equipment wouldn‟t be too much as long as they make the program tighter. A 

particular participant provides very different comment as their company is project 

management only, so the equipment is prepared by subcontractors.  
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“Current workload in bid preparation” is important for medium sized contractors but 

not for small sized contractors found by Egemen and Mohamed (2007). This is a 

similar finding to that of most previous researches (Odusote and Fellows, 1992; 

Shash, 1993; Wanous, Boussabaine and Lewis 2000). And also Odusote and Fellows 

(1992), Wanous, Boussabaine and Lewis (2000) and Shash (1993) find time allow 

for tender preparation is important. But author find “Current workload in bid 

preparation” is not important for both small and medium sized contractors. They 

think bid preparation is very small workload especially for residential project, so the 

current workload in bid preparation wouldn‟t affect bid/ no bid decision to much.  

Participant 3 explains furthermore, regardless of time allowed for bid preparation, a 

bid can be made if work is needed, if not then a high bid can be submitted. This is 

similar finding which confirmed by Bageis and fortune (2009) and Chua and Li 

(2000). 

 

“Competitors in tender list” is a very important factor which is identified by Odusote 

and Fellows (1992); Shash (1993) and Egemen and Mohamed (2008). But it is given 

very low attention by Wanous, Boussabaine and Lewis (2000); Bageis and fortune 

(2009) and current research. It is seen that intensity of competition is very different 

in different countries. 

 

5.6 Conclusion 

 

The factors that affect the bid/ no bid decision making is very different between 

small and medium sized contractors. There are much more differences than 

similarities between small and medium sized contractors. It is visible that medium 

size contractors give more considerations to those listed factors. The small sized 

contractors have very similar responses for important factors affecting bid/ no bid 

decision. Comparably, every medium sized contractor has every different individual 

comment on most important factors. It is seen that medium sized contractors have 

stronger individual business strategy. So, they would treat those specified factors 

differently. Furthermore, some particular factors have very similar important weight 
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given by participants, but the reason for importance may different given by 

participants. 

 

Some similarities between small and medium sized contractors are both of them 

think factors are important under categories such as “strength of firm”; “need for 

work”; “client and consultant of the project” and “project considering long term 

gains and losses”. We can see that both sized contractors are concern about their 

capability, workforce and client characteristics. “Experiences to do different type of 

job” is important for both sized contractors, but small sized contractors sign higher 

rate than medium sized contractors. And both contractors think available resources 

such as material and equipments are not important when they making bid/ no bid 

decision.  

Differences between two sized contractors are factors relative to “job uncertainty” 

and “client” which are very important for small sized contractors. It is seen that small 

sized contractors are more difficult to deal with project uncertain risks and small size 

contractors are more concern to build long term relationship with client and. Factors 

under categories like “project conditions contributing to profitability of the project”; 

“risk creating job and contract conditions” and “foreseeable future market conditions 

& firm‟s financial situation” are signed very important rate by medium sized 

contractors. It is seen that medium sized contractors are more concern about profit 

they can make from the purposed projects, and risks involved in projects and 

particular, they take more business strategy consideration. 

 

Findings are compared with literatures there are many similarities. “Current 

workload of company” is important for both sized contractors and it is also important 

found by many pervious researches. “Completeness of bid documents” is important 

for small sized contractors and also found in most literatures. “Ability to fulfil tender 

conditions” is important for medium sized contractors and also found in most 

literatures. 

  

Some differences between this current research and literatures are author find the 

bid/ no bid decision making is highly related to the specific project and macro 
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environment. (Egemen and Mohamed 2007, p.1373). For example, “history of client 

payment” is important for contractors in developing countries but not being 

important for developed countries.  It is explained by the fact that contract 

administration standards in developed countries are more completed, so contractors 

have fewer worries about jobs are paid. Another example is qualified subcontractors 

is important in developing countries which found in most literatures but not 

important for developed countries. It is seen that subcontractors in developed 

countries are more standard. So contractors have fewer concerns about find suitable 

subcontractors. 
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6 CONCLUSION 
 

6.1 The research  

 

Companies must be able to deal with various bidding situations successfully in 

today‟s highly competitive construction market. Egemen and Mohamed (2007) say 

the first step that the companies need to consider is whether to bid or not to bid and 

that bid/ no bid decision making is very complex that are required to consider large 

number of relevant factors to achieve the decision. 

 

Egemen and Mohamed (2007) have identified and grouped 50 factors into 6 

categories which include 13 sub categories in total as following: 

 Need for work 

 Strength of firm 

 Project conditions contributing to profitability 

 Risks of the project 

 Competitions 

 Strategy considerations 

There are few more relevant researches have done in the past. But there isn‟t any 

research done in New Zealand context. So, the research question is proposed that 

what are the factors affecting bid/ no bid decision making in Auckland? 

 

A research based on Egemen and Mohamed (2007) research was developed. The 

objective of the study is to discover construction contractors‟ opinions on “the 

factors affecting the bid/ no bid decision. Data were collected for this study be 

employing a face to face structured interview format, incorporating a questionnaire. 

The questionnaire includes both open and closed questions. The closed questions ask 

about participants‟ information which helps to identify participants‟ identity and 

analysis the responses in groups. Also a major closed question is rate the factors 

affecting bid/ no bid decision making based on their opinions. The factors were 

extracted from Egemen and Mohamed (2007). The rate range also same as Egemen 
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and Mohamed (2007). It achieves the opportunity which can directly compare 

findings with Egemen and Mohamed (2007). The open questions ask the reasons 

respondents think those specified factors are important. 

 

6.2 Findings  

 

The response rate was 67% which were 8 participants involved in this research. 

Those 8 participants are Auckland based construction contractors which include 4 

participants are small sized contractors and remaining participants are medium sized 

contractors. Most contractors have less than 50 percent jobs obtained through 

competitive bidding.  

 

Importance weights given to specified factors are very different by different sized 

contractors. Research revealed the medium sized contractors give more 

considerations to those listed factors. It is different finding to Egemen and Mohamed 

(2007) that small sized contractors sign higher importance weight to those specified 

factors. The most important factors for small sized contractors are “experience and 

familiarity of your firm with this specific type of work”, “current financial situation 

of the company”, “current financial capability of the client” and “history of client‟s 

payments in the past projects”. The most important factors for medium sized 

contractors are very different to small sized contractors which are “having qualified 

subcontractors”, “profits made in similar projects in the past” and “possible 

contribution in building long-term relationship with other key parties”. This is very 

similar finding to Egemen and Mohamed (2007) that different sizes of contractors 

have different bidding decision making criteria. 

 

Furthermore, the small sized contractors provide very similar responses which the 

factors affecting the small sized contractors‟ bid/ no bid decision making are much 

unified. By contrast, every medium size contractor has every different individual 

opinion about those specified factors. It is seen that medium sized contractors have 

stronger individual business strategy.  
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Both small and medium sized contractors think factors are important under 

categories such as “strength of firm”; “need for work”; “client and consultant of the 

project” and “project considering long term gains and losses”. It is seen that both of 

them concern about their capability, workload and client characteristics.   

 

Differences between two sized contractors are factors relative to job uncertainty are 

very important to small size contractors. It is seen that small contractors are more 

difficult to deal with project uncertain risks. Factors under categories like “project 

conditions contributing to profitability of the project”; “risk creating job” and 

“foreseeable future market conditions” are signed very important rate by medium 

sized contractors. It is seen that medium size contractors are more concern about 

profit they can make from purposed projects, and risks involved in projects and 

especially, they take more business strategy consideration. It is similar finding to 

Egemen and Mohamed (2007, p.1384) that “strategic consideration is assigned more 

significance by larger-sized contracting organizations.” 

 

Compared with literatures, research shows the bid/ no bid decision making very 

depends on where the contractors are. The Marco environment is very big influence 

that drives contractors‟ decision. For instance, “history of client payment” and 

“availability of qualified subcontractors” are very concerned by contractors in 

developing countries. It is seen that countries regulation, standard, economy and 

qualification level are all influence on contractors‟ bid/ no bid decision. So, it is 

important the construction organisations should not use one standard to make the bid/ 

no bid decision for projects in different countries. 

 

From literature review we find there are tiny numbers of contractor have been used 

some kind of systematic model to assist with decision to bid making. Lowe and 

Parvar (2004) and Egemen and Mohamed (2007) agreed that a systematic model 

would be able to helps the contractor to achieve the business objectives, increase 

productivity and improve the quality of the decision making. Therefore, there is an 

opportunities for companies who are looking for a systematic model for bid/ no bid 

file:///C:/Users/l/Desktop/final%20IP/Ma-chapter%206%20feedback.docx%23_ENREF_1
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decision making.  Those 50 factors extracted from Egemen and Mohamed (2007) 

have been ranked which would form the basis of bid/ no bid decision making model. 

 

6.3 Limitations 

 

This research is based on Egemen and Mohamed (2007). For this current research, 

the sizes of contractors decided according to the number of full time employees in 

the company. Companies have less than 5 employees are treated as small sized 

contractors. Companies have more than 5 employees are treated as medium sized 

contractors. Referring to Egemen and Mohamed (2007), the sizes of contractors are 

defined according to firm‟s annual turnover. So, the definition of sizes of contractors 

may different, this would limit the directly comparison with Egemen and Mohamed 

(2007). 

 

Current research focus on the contractors in Auckland region, the sample size is only 

8 participants and most participants have limited industry experience which means 

that current findings aren‟t generalisable to all small/medium contractors in 

Auckland. 

 

6.4 Future study 

 

As we mentioned in research limitations, this research involves very limited 

participants which are not generalisable to all small/medium contractors in Auckland.  

Therefore, there are two areas are suggested for future studies: 

 Increase sample size, which to observe all small/ medium contractors‟ 

opinion of the bid/ no bid decision making in Auckland.  

 Involve large sized contractors, which to observe the entire construction 

contractors‟ opinion of the bid/ no bid decision making in Auckland. 
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APPENDIX A: RAW DATA 
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Factors participants 
1 2 3 4 5 6 7 8 

Need for work         

1. Current workload of projects, relative to the capacity of 

your firm 

4 5 4 3 6 6 5 5 

2. Availability (number and size) of other projects within the 

market 

4 1 5 3 5 5 5 4 

3. Current financial situation of the company 6 2 4 1 6 5 6 5 

4. Need for continuity in employment of key personnel and 

workforce 

4 5 4 3 4 6 6 2 

5. Current workload in bid preparation 3 4 5 1 4 1 5 3 

Strength of firm         

6. Ability to fulfil tender conditions imposed by the client 4 4 4 4 6 5 5 2 

7. Financial status of your company (working cash 

requirement of project) 

2 2 4 5 1 5 5 3 

8. Experience and familiarity of your firm with this specific 

type of work 

5 5 4 5 5 6 6 6 

9. Possessing enough qualified technical staff to do the job 5 4 6 3 5 4 5 3 

10. Possessing enough required plant and equipment to do the 

job 

1 4 4 3 2 1 5 2 

11. Having qualified subcontractors 5 5 5 6 6 1 4 3 

12. Having qualified material suppliers 5 4 4 6 4 3 3 3 

13. Amount of work to be subcontracted relative to the total 

volume of work 

4 4 5 3 6 4 3 2 

14. Amount of equipment that needs to be hired and the hire 

rates in the market 

1 3 4 3 2 3 3 2 

Project conditions contributing to profitability of 

the project 

        

15. Project size (total bid value) 5 5 5 6 3 3 5 4 

16. Terms of payment 6 2 5 4 5 2 3 4 

17. Project type 2 4 5 5 5 2 6 4 

18. Profits made in similar projects in the past 5 6 5 5 5 3 4 3 

Job uncertainty         

19. Uncertainty related to the construction site condition 3 4 4 2 4 3 6 5 

20. Completeness of the bid documents (drawings, 

specifications, etc.) 

5 4 4 5 4 3 6 5 

Job complexity         

21. Technological difficulty of the project being beyond the 

capability of the firm 

5 4 4 4 3 4 4 4 

22. Management of similar size projects in the past 5 5 5 4 5 4 5 4 

Risk creating job and contract conditions         

23. Rigidity of specifications 2 3 4 3 4 2 6 4 

24. Allowed project duration being enough 4 3 5 3 4 5 3 4 

25. Penalty conditions for not being able to complete the 

project on time 

5 4 6 5 5 4 3 3 

26. Payment conditions of the project creating a risky 

environment  

5 4 5 5 6 5 3 3 

27. Allowed duration for bid preparation being enough 5 3 4 3 6 2 5 4 

Client and consultant of the project         

28. Current financial capability of the client 6 4 5 4 5 5 6 4 

29. History of client‟s payments in past projects (considering 

delays, shortages) 

6 2 4 2 5 5 6 4 
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Factors participants 

 
1 2 3 4 5 6 7 8 

Availability of resources within the region         

30. Availability of required qualified labour within the region 4 3 5 5 3 2 4 3 

31. Availability of the required materials within the region 4 3 5 5 6 2 4 3 

32. Availability of the required plant within the region 5 3 5 4 6 3 4 3 

Competition (considering only the current 

project) 

        

33. Possible number of competitors passing the requirements 2 3 5 4 3 3 5 3 

34. Desire of qualified contractors to bid and win the project 3 2 5 4 2 2 5 3 

Foreseeable future market conditions & firm’s 

financial situation 

        

35. Market‟s direction (whether it is declining, expanding, etc.) 3 6 5 2 4 4 4 2 

36. Amount of possible upcoming profitable projects out for 

tender in near future 

3 5 4 2 4 4 5 3 

37. Existing financial conditions indicating a financial risk in 

near future 

4 5 5 2 6 3 5 3 

38. Ratio of your firm‟s current market share to the expected or 

aimed share 

1 4 5 3 6 5 5 3 

Client (considering long-term gains/losses)         

39. Amount of work the client carries out regularly 3 3 3 4 2 5 6 4 

40. Amount of repeat business level that the client been 

following 

4 4 4 5 5 5 2 4 

Project (considering long-term gains and losses)         

41. Possible contribution to increase the contractor firm‟s 

classification 

3 4 5 4 5 5 5 2 

42. Possible contribution to increase the firm‟s identity and 

brand strength 

3 4 6 2 5 5 4 3 

43. Possible contribution in increasing firm‟s market share and 

dominance in market 

3 4 6 4 4 5 4 2 

44. Possible contribution in building long-term relationships 

with other key parties 

6 5 6 5 5 5 5 3 

45. Contribution in maintaining long-term relations with 

important influence markets 

4 5 5 4 5 4 5 3 

46. Possible contribution in improving your firm‟s staff 

expertise 

3 4 5 2 5 4 6 3 

47. Possible contribution to break into a new market with 

productive future 

4 3 6 2 5 5 6 3 

48. Contribution to firm‟s future due to value of the completed 

project to the public 

3 4 6 4 3 4 6 3 

Consultant firm (considering long-term gains 

and losses) 

        

49. Amount of construction work the consultant has been 

carrying out regularly 

0 4 5 4 5 4 6 3 
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APPENDIX B: QUESTIONNAIRE 
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Questionnaire: Factors affecting the bid/ no bid decision making 
process of small to medium size contractors in Auckland 
 
Part 1: Company information (please tick one) 
 

1. How many full time employees does your company have? 

o 0-5 

o 6-9 

o 10-19 

 

  

2. What is the main type of projects that your company constructs? 

o Residential 

o Commercial 

o Others (please state) 

  

  

3. How many years have you worked in the construction industry? 

o 0-9 

o 10-19 

o 20-29 

o 30+ 

 

 

4. What is the percentage of jobs obtained through competitive bidding? 

o 0%-25% 

o 26%-50% 

o 51%-75% 

o 76%-100% 
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5. What is the percentage of rejected bid invitations? 

o 0%-25% 

o 26%-50% 

o 51%-75% 

o 76%-100% 

 

 

6. What is your job role? 

o Estimator 

o Commercial manager 

o Project manager 

o Others (please state) 
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Part 2: Factors affecting the bid/ no bid decision making process  
 

7. How important do you think the following factors are in affecting the bid/ no 
bid decision making process for your company? (Please rate the factors by 
using 0 to 6 score. 0: not important at all; 6: very important. 
 

Factors Levels of importance 
least                             most 

0 1 2 3 4 5 6 

Need for work        

1. Current workload of projects, relative to the capacity of your firm        

2. Availability (number and size) of other projects within the market        

3. Current financial situation of the company        

4. Need for continuity in employment of key personnel and 
workforce 

       

5. Current workload in bid preparation        

Strength of firm        

6. Ability to fulfil tender conditions imposed by the client        

7. Financial status of your company (working cash requirement of 
project) 

       

8. Experience and familiarity of your firm with this specific type of 
work 

       

9. Possessing enough qualified technical staff to do the job        

10. Possessing enough required plant and equipment to do the job        

11. Having qualified subcontractors        

12. Having qualified material suppliers        

13. Amount of work to be subcontracted relative to the total volume 
of work 

       

14. Amount of equipment that needs to be hired and the hire rates in 
the market 
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 0 1 2 3 4 5 6 

Project conditions contributing to profitability of the 
project 

       

15. Project size (total bid value)        

16. Terms of payment        

17. Project type        

18. Profits made in similar projects in the past        

Job uncertainty        

19. Uncertainty related to the construction site condition        

20. Completeness of the bid documents (drawings, specifications, 
etc.) 

       

Job complexity        

21. Technological difficulty of the project being beyond the capability 
of the firm 

       

22. Management of similar size projects in the past        

Risk creating job and contract conditions        

23. Rigidity of specifications        

24. Allowed project duration being enough        

25. Penalty conditions for not being able to complete the project on 
time 

       

26. Payment conditions of the project creating a risky environment         

27. Allowed duration for bid preparation being enough        

Client and consultant of the project        

28. Current financial capability of the client        

29. History of client’s payments in past projects (considering delays, 
shortages) 

       

30. Client’s attitude, characteristics and stability in needs        

Availability of resources within the region        

31. Availability of required qualified labour within the region        

32. Availability of the required materials within the region        

33. Availability of the required plant within the region        
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 0 1 2 3 4 5 6 

Competition (considering only the current project)        

34. Possible number of competitors passing the requirements        

35. Desire of qualified contractors to bid and win the project        

Foreseeable future market conditions & firm’s financial 
situation 

       

36. Market’s direction (whether it is declining, expanding, etc.)        

37. Amount of possible upcoming profitable projects out for tender in 
near future 

       

38. Existing financial conditions indicating a financial risk in near 
future 

       

39. Ratio of your firm’s current market share to the expected or 
aimed share 

       

Client (considering long-term gains/losses)        

40. Amount of work the client carries out regularly        

41. Amount of repeat business level that the client been following        

Project (considering long-term gains and losses)        

42. Possible contribution to increase the contractor firm’s 
classification 

       

43. Possible contribution to increase the firm’s identity and brand 
strength 

       

44. Possible contribution in increasing firm’s market share and 
dominance in market 

       

45. Possible contribution in building long-term relationships with 
other key parties 

       

46. Contribution in maintaining long-term relations with important 
influence markets 

       

47. Possible contribution in improving your firm’s staff expertise        

48. Possible contribution to break into a new market with productive 
future 

       

49. Contribution to firm’s future due to value of the completed 
project to the public 

       

Consultant firm (considering long-term gains and 
losses) 

       

50. Amount of construction work the consultant has been carrying 
out regularly 
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8. Are there any additional factors you think are important? If so, please give 
reasons. 

 

 
9. For your top three most important factors, please explain why you think 

they are most important. 
1. 

2. 

3. 
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10. For your three least important factors, please explain why you think they are 
not important. 
 

1. 

2. 

3. 

 


