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Home Building Virtual Career Insight and Taster Workshop
Commercial Activity – Contractor Comparison

Overview

This is your chance to gain a greater insight into some of the decisions a Quantity Surveyor has to make pre site start. Below is a scenario of an upcoming site that requires contractors to carry out works. For this example, we have provided information on 3 different plastering contractors invited to tender. It is your job to read over the given information, and in your breakout rooms, discuss and justify the contractor most suitable for the role in preparation for a discussion.

Scenario
Eagle's Rise is a site on the edge of the region made up of 150 units, all of which are company x’s Homes.

The area is expected to be popular due to its close proximity to the train station, with direct links into London. The site is anticipated to be fast selling, and it is expected
1.4 plots will be required per week to meet demand.

The construction team have expressed the need for quality, something crucial to Company X having received 5-star house builder for 10 years in a row.


Key considerations
· Contractors build speed
· Contractor price vs budget.
· Standard of work
· Contractor co-operation with site team
· Contractor history on previous sites
· Comments from construction team


	
Key Terms

	
Commercial Awareness
	Being conscious of developments in the business world.
To be commercial aware you need to understand how and why businesses behave in the way that they do.

	
Invitation to tender
	A formal, structured procedure for generating competing offers from different potential suppliers or contractors looking to obtain an award of business activity in works.

	Sales Extra
	Additional items included in the sale of the house such as carpets, fitted wardrobes, towel rails etc.

	Build Rate
	The speed at which construction are completing plots. A high build rate will usually be due to a fast-selling site.
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Contractor A – Smith & Sons
Profile

Smith & Sons are small family run plastering firm who have been around for a number of years. The father David leads the business with his two sons running the day-to-day jobs. Smith & Sons have been used on a couple of sites previously but have never been used on a large project by us. Quality of work is known to be high with this contractor, with the family business priding itself on getting the job done right, but admittedly not being always able to keep up with the faster build rates. Smith & Sons have sometimes been criticised for not always having the best commercial awareness. The firm have previously worked on sites with build rates of 0.6 and 0.8 plots per week.
Construction’s Comments

“We have only worked with David Smith on a couple of occasions, both of these being relatively small projects at under 100 plots. The firm are great to work with and have lots of praise from our site teams due to their high level of communication. We have spoken with them of the possibility of being able to handle a larger project, for which they were confident they could handle it, this is yet to be seen.”


	Key Comparatives
	

	Communication with site team
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	Workmanship
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	Commercial Awareness
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	Ability to meet high demand
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Participant Notes for discussion
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Contractor B – Collin Shalvey.

Profile

Collin Shalvey is a medium sized well known plastering business in the region. The company have been used on numerous sites over the past 5 years. Construction teams in the office have spoken highly of the workmanship of the firm, praising their attitude to wanting to get everything right. The firm have previously worked on sites with build rates of 0.7 and 1.0 per week.
Construction’s comments

“CC Shalvey are a firm that we have worked with a lot over the last few years. They work well with site teams by always keeping them in the loop with any problems and progress updates. They are also fairly cooperative if we are having issues and will try to accommodate us for short term fixes that we ask of them. The quality of their work also meets our high standards and help us to get the HBF 5-star award. It is worth noting however that last year CC Shalvey struggled to meet demand near year end, when another plasterer had to be drafted in to finish plots. Upon discussion they said they were looking to employ more workers to meet this issue in future”



	Key Comparatives
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Participant Notes for discussion
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Contractor C – NPG Plastering

Profile

NPG Plastering is one of the largest plastering firms in the UK with numerous divisions, bringing with it a high level of commercial awareness. The firm are generally capable of travelling to any location due to this. NPG tend to have above average prices for contract works and tend to charge high prices for any variation works, currently with no confirmation as to price increases. Due to the firm being nationwide, they have a large number of workers, who they can draft in to manage the varying speeds of work required to meet sales rates and build programmes at half and year end.
Construction’s Comments
“As with any large scale organisation, there is always the risk that sometimes-numerous projects of differing scales can cause contractors to fail in certain areas such as communication, reliability and sometimes quality. Whilst this has not always been the case with NPG, it has been noted of recent by other divisions around the country. For this division we have found that NPG have always been able to meet our build rates whilst meeting demand. We have been informed by our commercial teams however that their do incur high costs for the additional variation works”.
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Participant Notes for discussion
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