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 ൐൑൒൓ CHAPTER 1 

UNDERSTANDING THE TENDERING 
ECOSYSTEM 

 
The transformation of India’s procurement landscape over the last decade has elevated 
public contracting into a structured, data-driven, technology-led environment. 
Tendering is no longer a clerical activity—it is a strategic business function. MSMEs, 
contractors, consultants, and even large enterprises now operate within an ecosystem 
where competitive advantage depends on tender discovery, correct classification, 
and accurate interpretation. 

This chapter builds the strategic foundation for the entire book, giving you clarity on how 
the tendering ecosystem works, what drives government procurement decisions, and 
why professional tender analysis is a high-value corporate skill. 

 

 

  



 

 

1.1 The Evolution of Public Procurement in India 

For decades, tendering in India was dominated by: 

 Physical documents 

 Manual submissions 

 Departmental discretion 

 Limited competition 

 Lack of transparency 

The government’s push toward Digital Governance, GFR 2017, and platform-based 
procurement (GeM, IREPS, MSTC, CPPP, state portals) has unified disparate processes 
into a transparent national ecosystem. 

Key milestones: 

 2012–2015: E-tendering becomes compulsory for high-value tenders 

 2017: GFR (General Financial Rules) modernized 

 2017–2019: GeM becomes mandatory for central procurement 

 2020 onwards: E-auctions & reverse auctions widely adopted 

 2022 onwards: Integrated payment, contract, and performance tracking systems 

Today, procurement is digital, regulated, transparent, and strictly compliance 
driven. 

 

1.2 What Is a Tender? The Business Interpretation 

A tender is not just a document; it is a structured buying process designed to ensure: 

 Competitive pricing 

 Technical quality 

 Legal compliance 

 Accountability 

 Fair opportunity 

For a business, a tender represents: 

 A sales opportunity 

 A recurring revenue stream 



 

 

 A contracting relationship 

 A chance to build eligibility for future tenders 

Understanding tenders = understanding government business. 

 

1.3 The Procurement Value Chain – End-to-End View 

Every tender follows a standardized value chain: 

1. Need Identification 

2. Budget Allocation 

3. Tender Publication 

4. Bid Submission 

5. Evaluation – Technical & Financial 

6. L1/RA Decision 

7. Award (LOA) 

8. Contract Execution 

9. Payment & Closure 

Businesses must understand where they fit in this chain to target tenders eƯectively. 

 

1.4 Categories of Government Procurement 

Government doesn’t purchase a single type of product or service. Procurement spans 
across: 

A. Goods (Supply) 

 Machinery 

 Electrical items 

 IT equipment 

 Tools, components, consumables 

B. Works (Infrastructure/Construction) 

 Civil construction 

 Electrical installations 



 

 

 S&T works 

 Mechanical & industrial works 

C. Services 

 Outsourcing 

 Manpower supply 

 Housekeeping 

 Facility management 

D. Consultancy 

 Technical advisory 

 Design & engineering 

 Legal & compliance services 

E. EPC / Turnkey 

Large-scale integrated projects. 

F. Auctions / Disposal 

Scrap, unused assets, surplus materials. 

Each category requires specific eligibility, risk evaluation, and document 
understanding. 

 

1.5 E-Procurement Portals in India (The Big 5) 

1. GeM (Government e-Marketplace) 

For goods & services procurement. 

2. IREPS 

Railways’ procurement ecosystem for goods, works, services, auctions. 

3. MSTC 

E-auctions, scrap disposal, industrial sales. 

4. CPPP (Central Public Procurement Portal) 

For all government ministries and PSUs. 

5. State Tender Portals 



 

 

Every state has its own digital tendering ecosystem. 

Together, they represent lakhs of opportunities, published daily. 

 

1.6 Regulatory Framework Governing Tenders 

Procurement isn’t just administrative—it is legal. 

The following frameworks control the ecosystem: 

 GFR 2017 

 Manual for Procurement of Goods 

 Manual for Procurement of Works 

 Manual for Procurement of Consultancy & Other Services 

 CVC Guidelines 

 Departmental GCCs (General Conditions of Contract) 

 Finance Ministry Procurement Guidelines 

 SCC (Special Conditions of Contract) 

Understanding these rules empowers businesses to: 

 Challenge unfair conditions 

 Avoid disqualification 

 Interpret risk correctly 

 Make compliant submissions 

 

1.7 How Government Entities Create a Tender 

A tender is created based on the following logic: 

Step 1: Identify requirement 

Step 2: Conduct market survey 

Step 3: Prepare technical specification 

Step 4: Estimate cost using SOR/market rate 

Step 5: Define eligibility 

Step 6: Draft GCC + SCC 



 

 

Step 7: Prepare BOQ 

Step 8: Department reviews & approves 

Step 9: Publish on portal 

A good document reader can understand this backward process and interpret tenders 
more intelligently. 

 

1.8 Why Tender Discovery & Classification Matter 

This book focuses on three core corporate skills: 

1. Tender Search 

Finding opportunities quickly and accurately. 

2. Tender Classification 

Knowing which tender fits your capability. 

3. Document Interpretation 

Understanding the real obligations, risk, eligibility & compliance. 

If these three skills are mastered, your win rate increases dramatically. 

 

1.9 The Role of Consultants in Modern Tendering 

Professional consultants like Leegal perform high-value functions: 

 Tender evaluation 

 Eligibility audit 

 Document preparation 

 BOQ analysis 

 Price structuring 

 Compliance strategy 

 Risk management 

 Dispute handling 

This allows MSMEs to compete with larger players confidently. 

 



 

 

 ൐൑൒൓ CHAPTER 2 

TENDER SEARCH – TECHNIQUES, FILTERS 
& DAILY PIPELINE ARCHITECTURE 

 

Tender search is the engine room of procurement success. The ability to 
locate the right opportunity—quickly, accurately, and strategically—is what 
diƯerentiates average contractors from high-performing bidding 
organizations. 
In this chapter, you will learn the Leegal-standard Tender Discovery 
Framework, used by businesses to streamline their daily opportunity 
funnel. 

 

 

  



 

 

2.1 The Purpose of Tender Search 

Tender search isn’t about finding “all tenders”—it is about identifying: 

 Relevant opportunities 

 Profitable opportunities 

 Eligible opportunities 

 Low-risk opportunities 

 Strategically aligned opportunities 

A well-executed search ensures your organization targets tenders that match your 
resources, capability, and long-term sector goals. 

 

2.2 The Five Major Tender Search Platforms 

Tender discovery must be multi-portal. The top platforms are: 

1. GeM – Goods & Services 

Massive volume; ideal for MSMEs. 

2. IREPS – Railways 

Goods, works, services, scrap auctions. 

3. MSTC – Auctions & Sales 

Scrap, machinery, minerals, vehicles. 

4. CPPP (Central Public Procurement Portal) 

All ministries, PSUs, national institutions. 

5. State E-Tender Portals 

Each state’s core procurement window. 

A professional tender searcher must map across all five. 

 

2.3 Search Filters – The Core of Tender Discovery 

Every e-procurement portal uses filters to refine opportunities. 
The core filters include: 

 

A. Department / Organisation 



 

 

Examples: 
Railways, CPWD, NTPC, Coal India, Defence, IITs, Municipalities, State PWD. 

Use-case: Target sectors where your eligibility is strongest. 

 

B. Location / Zone / Division 

City, district, state, zonal oƯice, railway zone. 

Use-case: Contractors with local workforce or logistics advantage. 

 

C. Category / Item Type 

Civil works, electrical supply, machinery, IT products, manpower, fabrication, 
consultancy. 

Use-case: Categorization helps eliminate irrelevant tenders instantly. 

 

D. Tender Value (Estimated Cost) 

 Micro tenders (₹1–25 lakh) 

 MSME-size (₹25 lakh–5 crore) 

 Large tenders (₹5 crore–100+ crore) 

Use-case: Helps match opportunities to financial capability. 

 

E. Submission Deadline 

Sort by: 

 Closing soon 

 Recently published 

 New tenders 

This ensures you never miss deadlines. 

 

F. Keyword Search 

Most powerful filter. 



 

 

Use relevant keywords: 
“Housekeeping”, “Scrap”, “AMC”, “Battery”, “Civil”, “Manpower”, “Fabrication”, 
“Medical”, “Consultancy”. 

High-speed keyword search = high-volume opportunities. 

 

G. Procurement Type 

 Open tender 

 Limited tender 

 RFP 

 Reverse auction 

 e-Auction (disposal) 

Each requires separate interpretation. 

 

2.4 The Leegal 3-Layer Tender Search Method 

Based on consulting best practices, we use a 3-layer filtering approach: 

 

Layer 1 – Broad Search (Visibility Stage) 

Purpose: Identify all potential tenders. 
Filters applied: 

 Category 

 Keyword 

 Value range 

 Organisation 

Output: Raw list of 100+ tenders daily. 

 

Layer 2 – Relevance Search (Fitment Stage) 

Purpose: Remove irrelevant tenders. 
Filters applied: 

 Eligibility 



 

 

 Work type 

 Location 

 Technical nature 

Output: Narrow list of 20–25 relevant tenders. 

 

Layer 3 – Strategic Search (Winning Stage) 

Purpose: Focus on tenders you can win. 
Filters applied: 

 Experience match 

 Financial match 

 Risk match 

 Competitive advantage 

 MSME benefits 

Output: Final actionable list (3–10 tenders/day). 

This 3-layer logic reduces noise, saves time, and boosts win rates. 

 

2.5 Tender Alerts, Watchlists & Auto-Tracking 

Portals like GeM, CPPP, and state portals oƯer: 

 Email alerts 

 SMS alerts 

 Category watchlists 

 Saved searches 

 Daily digests 

Set alerts for: 

 “Manpower” 

 “Electrical items” 

 “Civil works” 

 “Scrap auction” 



 

 

 “AMC/Facility Management” 

This provides early access—critical for technical compliance planning. 

 

2.6 Accuracy Principles While Searching 

To avoid missing key opportunities, follow Leegal’s accuracy rules: 

✔ Use multiple keywords 

Example: 
Instead of “Battery,” try: 
“Battery charger”, “Accumulator”, “Power supply”, “Lithium”, “Lead-acid”. 

✔ Search by department and not only by category 

✔ Cross-check across portals 

✔ Review new listing at least twice a day 

✔ Maintain consistency in keyword usage 

 

2.7 Daily Tender Pipeline Architecture (Leegal Model) 

A professional tender-driven business must operate on a daily structure. 

 

Daily Morning Routine (9:00 AM – 11:30 AM) 

 චඡ Check all major portals 

 චඡ Keyword search for core categories 

 චඡ Review closing soon tenders 

 චඡ Download documents of shortlisted items 

 චඡ Add to tender pipeline sheet 

 

Mid-Day Routine (2:00 PM – 4:00 PM) 

 චඡ Review technical details 

 චඡ Identify eligibility match 

 චඡ Check corrigendum updates 

 චඡ Prepare pre-bid queries if needed 

 



 

 

Evening Routine (6:00 PM – 7:00 PM) 

 චඡ Assign tasks to team 

 චඡ Update compliance status 

 චඡ Finalize pipeline ranking 

This creates a consistent flow of opportunities and removes chaos. 

 

2.8 The Tender Pipeline Tracker (Professional Sheet) 

Every business must maintain a live tracker with: 

Field Description 

Tender ID Unique tracking code 

Department Railway, NTPC, PWD, etc. 

Category Goods, Works, Services 

Estimated Value Budgeted cost 

Closing Date Deadline 

Eligibility Experience, turnover 

Risk Level Low / Medium / High 

Decision Go / No-Go 

Assigned To Team member 

Status Pending/Submitted 

This is the exact structure Leegal uses for tender management clients. 

 

2.9 How to Avoid Missing Important Tenders 

 Use multiple portals, not just one 

 Use multiple keywords 

 Use alerts + manual search 

 Check tender documents daily 

 Cross-check categories monthly 



 

 

 Review division/zone tenders separately 

 Track recurring annual tenders 

Tender discovery is a discipline, not a one-time activity. 

 

 

 

 

 ൐൑൒൓ CHAPTER 3 

TENDER CLASSIFICATION 
FRAMEWORK (LEEGAL METHOD) 

 
Tender classification is the backbone of strategic bidding. Once a tender is 
discovered, the next critical step is understanding what type of tender it is, 
what capability it demands, what risks it carries, and what business 
alignment it has with your organization. 

This chapter introduces the Leegal Tender Classification Method, an 
industry-grade framework used to evaluate and categorize tenders across 
goods, works, services, consultancy, EPC, and disposal. 
A properly classified tender leads to faster decision-making, structured 

eligibility planning, and better bid outcomes. 

  



 

 

3.1 Why Tender Classification Is Critical 

A tender must be classified before bidding because: 

 Not every tender fits your strength 

 You may be eligible for some but not qualified for others 

 Some tenders have hidden risks 

 Some require high capital or technical expertise 

 Some are low-risk recurring opportunities 

 Some oƯer high margin; others are cut-throat competitive 

Correct classification reduces: 

 Rejection risk 

 Financial exposure 

 Execution challenges 

 Resource wastage 

It also increases: 

 Win probability 

 Operational eƯiciency 

 Team clarity 

 Strategic focus 

 

3.2 The Leegal Classification Pyramid 

Leegal’s proprietary model divides tenders into three levels of classification: 

 

Level 1: By Nature of Procurement 

(Determines core business category) 

1. Goods (Supply Procurement) 

Examples: 

 Electrical items 

 Tools & machinery 



 

 

 IT products 

 Consumables 

 Mechanical parts 

Characteristics: 

 Specification-driven 

 Low to medium execution risk 

 Repeat business potential 

 MSME-friendly 

 

2. Works (Infrastructure / Construction) 

Examples: 

 Civil construction 

 Bridge work 

 Electrification 

 Track work 

 Mechanical installations 

Characteristics: 

 High execution responsibility 

 Labour-intensive 

 Requires licenses & experience 

 Heavy compliance 

 

3. Services (Operational / Outsourcing) 

Examples: 

 Housekeeping 

 Sanitation 

 Manpower 

 Facility management 



 

 

 Security 

Characteristics: 

 Monthly recurring revenue 

 Labour-law compliance critical 

 Low capital requirement 

 High documentation accuracy required 

 

4. Consultancy (Technical / Legal / Advisory) 

Examples: 

 Project reports 

 Survey & design 

 Safety audits 

 Legal services 

 Engineering consultancy 

Characteristics: 

 Intellectual work 

 Expert-driven 

 Low investment 

 High margin 

 

5. EPC / Turnkey Projects 

Examples: 

 Solar plants 

 Railway electrification 

 Plant construction 

 Smart city infrastructure 

Characteristics: 

 High capital 



 

 

 High risk 

 High reward 

 Designed for experienced contractors 

 

6. Disposal / Auction (Scrap & Asset Sales) 

Examples: 

 Metal scrap 

 Rolling stock scrap 

 Machinery scrap 

 Unused inventory 

 Vehicle disposal 

Characteristics: 

 High ROI 

 Cash-based 

 Fast turnaround 

 Evaluation skills required 

 

3.3 Level 2: Classification by Procurement Mode 

The procurement method dictates competition & bidding strategy. 

 

A. Open Tender 

 Highest transparency 

 Highest competition 

 Standard for most government purchases 

 

B. Limited Tender 

 Issued to pre-approved vendors only 

 Lower competition 



 

 

 Relationship-based approvals 

 

C. Single Tender / Nomination Basis 

 Used in emergencies 

 OEM-based procurement 

 Proprietary items 

 

D. RFP (Request for Proposal) 

Used for: 

 Complex services 

 Consultancy 

 Design engineering 

 PPP projects 

Bid evaluation is based on: 

 Technical score 

 Financial score 

 Weighted scoring 

 

E. Reverse Auction (RA) 

 Triggered after technical evaluation 

 Price-driven competitive tool 

 Requires aggressive pricing strategy 

 

F. E-Auctions (MSTC / IREPS Scrap) 

 For disposal of assets 

 Real-time bidding 

 Cash-intensive 

 



 

 

3.4 Level 3: Classification by Complexity 

Not every tender is equal. 
Classify by complexity: 

 

1. Low Complexity 

 Simple supply 

 Basic manpower 

 Small civil works 

 Low documentation 

 Minimal risk 

Suitable for: 
MSMEs, new entrants. 

 

2. Medium Complexity 

 Multi-item supply 

 Skilled manpower 

 AMC/maintenance contracts 

 Technical compliance needed 

Suitable for: 
Growing contractors & mid-size businesses. 

 

3. High Complexity 

 EPC projects 

 Turnkey installations 

 Multi-department coordination 

 High margin + high risk 

Suitable for: 
Experienced contractors with financial capacity. 

 



 

 

3.5 Classification by Financial Threshold 

Correct classification requires matching financial capability to tender value. 

Tender Value Classification Suitable For 

₹1–25 lakh Micro New MSMEs 

₹25 lakh–1 crore Small Service providers & traders 

₹1–5 crore Medium Established contractors 

₹5–25 crore Large Experienced players 

₹25+ crore Mega EPC/Turnkey firms 

This prevents over-stretching resources. 

 

3.6 Classification by Eligibility Requirements 

Eligibility determines which tenders you can legally participate in. 

A. Experience-Based Classification 

 No experience 

 General experience 

 Similar work experience 

 Specialized experience 

 

B. Financial Eligibility 

 Turnover 

 Net worth 

 Working capital 

 Solvency certificates 

 

C. Technical Eligibility 

 Machinery 

 Manpower 



 

 

 OEM authorizations 

 Certifications (ISO, BIS, RDSO) 

 

D. Statutory Eligibility 

 GST 

 EPF 

 ESIC 

 Trade licenses 

Correct classification avoids disqualification during evaluation. 

 

3.7 Classification by Risk Level (Leegal Risk Matrix) 

Risk is a major classification metric. 

 

Low Risk 

 Simple supply 

 Non-technical manpower 

 Standard consumables 

Medium Risk 

 Skilled manpower 

 Machinery supply 

 Medium civil works 

High Risk 

 EPC 

 Design + build 

 Large construction 

 Long-term O&M contracts 

Risk classification helps in decision-making. 

 



 

 

3.8 Procurement Frequency Classification 

Some tenders are recurring: 

 Manpower 

 Housekeeping 

 Electrical items 

 Consumables 

 Repair & maintenance 

Some are one-time: 

 Large construction 

 EPC 

 Machinery installation 

Recurring tenders build pipeline stability. 

 

3.9 The Leegal Tender Fitment Score (L-TFS) 

A scoring model to classify tenders based on: 

Parameter Weight Score 

Eligibility match 30% 0–30 

Financial capability 20% 0–20 

Technical capability 20% 0–20 

Risk level 15% 0–15 

Competition level 10% 0–10 

Strategic alignment 5% 0–5 

Total: 100 Points 

Interpretation: 

 80–100: Strong Fit 

 60–79: Moderate Fit 

 40–59: Weak Fit 



 

 

 <40: Avoid 

This ensures data-driven decisions. 

 

 

 

 

 ൐൑൒൓ CHAPTER 4 

DOCUMENT INTERPRETATION – 
FOUNDATION CONCEPTS 

 

Tender documents are not simple reading materials—they are legal, 
financial, and technical blueprints that determine whether a bidder 
qualifies, how the scope must be executed, what risk is involved, and how 
the contract will be governed. 
A single line in a tender document can decide profit or loss, acceptance or 
rejection, and sometimes even future eligibility. 

This chapter builds your foundation to interpret tender documents with 
clarity, precision, and professional depth—the Leegal standard. 

 

 

  



 

 

4.1 Why Document Interpretation Matters 

Most tender failures happen not because bidders lack the capability, but because they 
misinterpret or overlook: 

 Technical requirements 

 Eligibility clauses 

 Compliance norms 

 Risk conditions 

 Commercial obligations 

 Corrigenda 

Document interpretation enables bidders to: 

✔ Understand what the buyer truly wants 

✔ Identify hidden obligations 

✔ Avoid disqualification 

✔ Evaluate risk accurately 

✔ Plan pricing strategically 

✔ Estimate resources correctly 

Professionally interpreting tender documents is the first step to winning tenders. 

 

4.2 The 7 Core Components of a Tender Document 

Every tender—across GeM, IREPS, MSTC, CPPP, or state portals—contains seven 
foundational components. 

Leegal teaches clients to identify these within the first 10 minutes of reading the 
document: 

 

1. Notice Inviting Tender (NIT) 

The summary of the entire requirement. 

Includes: 

 Description 

 Value 

 EMD 



 

 

 Timeline 

 Eligibility 

 Contact 

 Location 

 Procurement mode 

 Key instructions 

 

2. Scope of Work (SOW) 

This is the actual work the contractor must deliver. 

Includes: 

 Detailed activities 

 Deliverables 

 Execution responsibilities 

 Technical details 

 Standards & performance requirements 

 

3. Technical Specifications 

The “quality manual” for goods/works/services. 

Includes: 

 Dimensions 

 Material grade 

 IS/IEC/RDSO standards 

 Equipment details 

 Skill requirements 

This section must be read with absolute accuracy. 

 

4. GCC (General Conditions of Contract) 

These are legal rules that govern every tender. 



 

 

Includes: 

 Payment 

 LD (Liquidated Damages) 

 Risk & cost 

 Arbitration 

 Taxes 

 Force majeure 

 Termination 

 Security deposit 

GCC tells how disputes, penalties, and payments will be handled. 

 

5. SCC (Special Conditions of Contract) 

A tender’s “customized rules.” 

Includes: 

 Site-specific conditions 

 Extra work conditions 

 Special insurances 

 Safety responsibilities 

 Time penalties 

If SCC contradicts GCC → SCC prevails. 

 

6. BOQ / Price Schedule 

The financial oƯer document. 

Includes: 

 Item list 

 Quantities 

 Unit of measurement 

 Rate quoting format 



 

 

 Inclusions/exclusions 

BOQ mistakes = 90% of commercial rejections. 

 

7. Corrigenda & Amendments 

Updates after tender is published. 

Includes: 

 Date extension 

 Modified BOQ 

 Revised eligibility 

 Updated scope 

Missing a corrigendum → Automatic rejection. 

 

4.3 Document Reading Hierarchy (Leegal Method) 

Leegal follows a structured sequence to interpret documents: 

 

Step 1: Read NIT 

Get high-level understanding. 

 

Step 2: Read Eligibility Section 

Determine if tender is doable or not. 

 

Step 3: Read Technical Specifications 

Measure capability and resource requirement. 

 

Step 4: Read SCC (Special Conditions) 

Identify tender-specific risks. 

 

Step 5: Read BOQ 



 

 

Determine pricing feasibility. 

 

Step 6: Scan GCC for Risk Clauses 

Check: LD, termination, arbitration. 

 

Step 7: Read Corrigenda 

Ensure compliance to updated terms. 

 

This hierarchy ensures clarity and prevents oversight. 

 

4.4 Key Legal Terms You Must Understand 

A. EMD (Earnest Money Deposit) 

Security for bid participation. 

 

B. Security Deposit 

Typically 3–10% of contract value. 
Ensures contract performance. 

 

C. Performance Bank Guarantee (PBG) 

Guarantee of project quality & execution. 

 

D. LD (Liquidated Damages) 

Penalty for delay. 
Usually 0.5% per week up to 10%. 

 

E. Price Variation Clause (PVC) 

Applied in long-term or high-value projects to adjust price based on inflation. 

 

F. Arbitration Clause 



 

 

Specifies dispute resolution mechanism. 

 

Each of these directly aƯects risk & profitability. 

 

4.5 Technical Interpretation Essentials 

To interpret technical documents eƯectively: 

✔ Understand industry standards (IS, IEC, IRS, RDSO) 

✔ Examine drawings & diagrams 

✔ Map specifications to your product line 

✔ Check OEM requirements 

✔ Verify material grade & testing norms 

Misreading technical details leads to: 

 Wrong product supply 

 Rejection at inspection 

 Payment deduction 

 Penalties 

 

4.6 Commercial Interpretation Essentials 

Key commercial interpretation areas: 

1. Payment Terms 

Advance? Running bill? Final bill? 

 

2. Taxes & GST Rules 

Whether GST is inclusive or exclusive. 

 

3. Inspection Requirements 



 

 

Who inspects? 
At site or factory? 
What certificates needed? 

 

4. Warranty Conditions 

Duration and coverage. 

 

5. Price Inclusions & Exclusions 

Transportation, installation, commissioning, packing, labour, etc. 

 

Correct interpretation protects profit margins. 

 

4.7 Eligibility Interpretation Essentials 

Eligibility determines if you can participate. 

Key eligibility elements: 

 Past experience 

 Turnover requirement 

 Similar work definition 

 Machinery requirement 

 Skilled manpower requirement 

 Statutory documents 

 OEM authorization 

 Certifications (ISO, BIS, NABL, etc.) 

Misinterpreting eligibility → disqualification. 

 

4.8 Red Flags to Watch in Tender Documents 

Leegal uses a 15-point red-flag checklist. 

1. Very tight timelines 

Indicates high risk. 



 

 

2. Unclear scope of work 

Execution disputes likely. 

3. Heavy penalties / LD 

Risk increases. 

4. Conflicting clauses 

Between GCC & SCC. 

5. High SD/PBG requirement 

Capital-intensive. 

6. Biased technical specs 

Designed for specific OEMs. 

7. Ambiguous site conditions 

Hidden cost risk. 

8. Unrealistic performance parameters 

Can reduce profitability. 

 

4.9 Practical Example: Mini Interpretation Sample 

For a typical manpower tender: 

NIT: Manpower supply – 50 persons 
Eligibility: 3 years’ experience + 1 crore turnover 
SOW: Highly skilled + semi-skilled mix 
SCC: PF/ESI mandatory + police verification 
BOQ: Monthly rate to be quoted 
GCC: LD = 10%, arbitration = department level 

Interpretation: 

 Suitable for experienced manpower agencies 

 High compliance requirement 

 Medium execution risk 

 Recurring monthly revenue 

 Must calculate statutory wages carefull 


