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RFP/HLFPPT/UHI/

CLOSED ENDED BID
Request for Proposal 
From 
Training Agencies for conducting Trainings 
for 
Role of TOs / NTOs in Family Planning

&

Social Marketing

(Aligarh, Agra, Allahabad and Gorakhpur)
The proposal formats will be available on all working days from 17.8.2010 to 27.8.2010 in the HLFPPT website. 
The last date of receipt of sealed tender is 3.00 p.m. on 30.7.10
1. The financial bids of the technically qualified bidders will be as per the selection procedure mentioned in the RFP. 
2. The order will be awarded for services to the lowest financial bidder from the technically qualified bidders. 
3. The bid shall be valid for a period of 2months from the date of bid opening. 



Request For Proposal (RFP)

Hindustan Latex Family Planning Promotion Trust (HLFPPT) is a consortium partner under the Urban Health Initiative (UHI) project funded by Bill and Melinda Gates Foundation. HLFPPT invites closed bids from reputed and eligible agencies in the field of capacity building. For the bid, the agency with experience in Capacity Building in the field of Social Marketing will be preferred. It is expected that the  proposed capacity building of Traditional and Non traditional outlet
 owners / representatives will contribute to accomplishment of the project objectives of increasing the accessibility of the family planning products . 
For the above purpose, RFP is being issued and includes the following:

1.0
Introduction

1.1
Background and Rationale
2.
Scope of work & Objectives
3.
Geographical focus

4.
Technical proposal

5.
Financial proposal

6.
Evaluation, Selection and Negotiation process

7.
Award of contract

9.
Payment terms

Annexes/Templates

1.0 Introduction

About HLFPPT

Hindustan Latex Family Planning Promotion Trust (HLFPPT) is a national level not for profit organization promoted by Hindustan Latex Limited (HLL) Life Care Ltd. (a public sector undertaking) in India. With a mission of “touching lives with quality care, compassion and effective services”, the organization has been supporting implementation of Reproductive Child Health (RCH) and HIV prevention and care programs in partnership with international development agencies, state governments and the Ministry of Health and Family Welfare (MOHFW) across the country. 

The core organizational strength are in implementing innovative public private partnership programs, Social Marketing (SM) and providing Technical Assistance at state and national levels. HLFPPT is the National Technical Support Group (TSG) for Condoms for the National AIDS Control Program Phase III with financial support from Bill and Melinda Gates Foundation (BMGF). The organization has been implementing programs on social franchising, voucher scheme for health services, HIV and AIDS. In addition to this HLFPPT implemented Nishchay program and was also TA partner to NIPI in Rajasthan. 

HLFPPT is also a core consortium member to test novel public private partnerships for the Urban Health Initiative (UHI) supported by BMGF, to address the issue of Family Planning in the state of Uttar Pradesh. 
Our strength lies in various community based networks developed over a decade in more than ten states of the country including an NGO alliance of more than two hundred and fifty NGOs, a network of retailers as well as Non- Traditional outlets for social marketing of Reproductive and Child Health products.

1.1 Background and Rationale:

Urban Health Initiative is a Bill and Melinda Gates Foundation supported program. The Urban Health Initiative (UHI) is designed to contribute to India’s efforts to achieve the Millennium Development Goal of achieving universal access to reproductive health (RH) by 2015 (MDG # 5).
The Initiative’s Goal is to increase the CPR by 20 percentile  points in four cities in UP. The challenge is to identify the combination of interventions that are feasible, cost effective and that will collectively generate and sustain the greatest increase in CPR. Because free supply is readily affordable, available and accessible, this initiative will focus on increasing the supply and demand for spacing and long acting methods.

HLFPPT is implementing Social Marketing. Under the strategy, it is envisaged to build the capacities of outlet owners (traditional and non traditional outlets) on the aspects of Social marketing. A training of Traditional Outlets (TOs) & Non Traditional Outlets (NTOs)
 is to be organized on need for increasing use of contraception in UP, social marketing of FP products, counseling of the clients for adopting FP products, increased use of visibility materials for increased information and knowledge for the clients as well as for the visibility of the products.

It is assumed that the outlet owners will also act as a source of information to the clients who may be coming to them for the purchase of these products. The outlet may also act as a point of interaction to the clients who may have concerns of some problems relating to non confirmation of the proper availability, quality, choice of brands and social concerns on condoms and Oral Contraceptive Pills (OCPs).

2. Scope of Work (SOW): 

The scopes of the work are mentioned below:

· To train identified representatives from the selected city level TOs and NTOs on the concept of Social Marketing 
· To draw conceptual clarity and differences between social and commercial marketing

· To enhance the skill of the TOs / NTOs on  the various techniques of SM for different FP products and brands thereby increasing the use of contraception in UP. 
· To make the TOs & NTOs to understand & differentiate between  ‘quality condom’ and ‘spurious condoms’; 

· To enhance communication skills of the TO & NTO representatives for  client handling for queries / complaints / mis conceptions.
· To enable participants to understand the effectiveness of visibility (products and display materials).in sales of the products
· To develop a simple effective participatory training tool for the NTO & TO representatives to address the above mentioned requirements

· To Conduct Pre Test & Post Test with the participants to analyze the effectiveness of the training on the issue

** The  tool developed by the agency selected will be finalized only in consultation with the HLFPPT UHI team.
Training Curriculum:

The agency will share a simple participatory training tool detailing training methodologies and utilizing various training techniques (with  appropriate session plans, simulation games, ice breakers, role plays etc) to  achieve the objectives as mentioned in the scope of work above. 

Methodology:

The agency will propose the training methodology which should  be simple, participatory and innovative. 

** During the technical presentation, the agencies are requested  to give a mock  presentation on the  proposed trg tool  to understand the communication skills and the training capacity  of the agency.

Types of Participants 
 

· Traditional outlet owners/representative

· Non Traditional Outlet owners/representatives

Project team members Number of participants:
The agency will be providing trainings to identified 100 TOs and 100 NTOs in each city. The participants will be identified by the UHI  team from each city. 

Time Frame  of trainings:

The time frame of the trainings are from September to 15 October2010. 

A detailed session plan has to be shared at least a fortnight prior to the trainings.

The trainings calender will be prepared in consultation with  the training agency,   and the SM / UHI team at the city level. 
Deliverables: The assignee will deliver the followings:- 

1. A participatory training tool for the target groups inclusive of pre and post test formats
2. Replication of the tool in the form of a self learning software on condom promotion and social marketing.  

3. Formal Briefing, debriefing, presentation and evaluation of the said trainings in the SOW. 
4. A final report with feedback analysis. 

5. Individual training reports and also a complied report consisting of the analysis of the pre and post test, suggest the points to be considered while planning and designing the CB of the target groups.   
Expected Outcome:

· Build capacity of the participants so that:

· Understand the social implication for promoting family planning products

· Understand the implication of social marketing vis-à-vis commercial marketing

· Increased skill  to interact  with the clients on the correct and consistent use of condoms & OCPs , 

· To  develop a clear understanding on the need for visibility materials and products at the outlets.

· Feel confident to stock, sell and propagate SM products (FP products – condoms and OCPs) within the community
3. Geographical focus of the Trainings: 
The trainings are to be conducted in Agra, Aligarh, Allahabad and Gorakhpur cities in U.P.
4. Technical Proposal

Technical Evaluation:-

The evaluation committee appointed  will carry out its evaluation applying the point system specified below on the technical proposals meeting the qualification criteria mentioned in the  score table below.  Each responsive proposal will be attributed a technical score.

Quality, competence, adherence to timelines of the consulting service shall be considered as the paramount requirement. Technical proposals scoring  75 marks  of the total  will only be considered for financial evaluation. 

Refer annexure 1

5.Financial Proposal
The evaluation committee will determine if the financial proposals are complete and without computational errors. The lowest financial proposal will be given a financial score of 100 points.  The financial scores of all the proposals will be computed in relation to the lowest financial proposal.

Evaluation & Selection procedure of the agencies:  
A Four -stage procedure will be adopted in evaluating the proposals:  

i) a technical evaluation, which will be carried out by the technical committee;

ii) post technical evaluation, the qualified agencies securing 75 marks out of 100 will be invited for a technical presentation 

iii) Post technical presentation, the agency again securing 75  marks out of both technical review as well as presentation will be invited for a financial evaluation. 
iv) The committee will explore the best possible opportunity of the right combination of technically highest and financially lowest option.   

Negotiations
During negotiations the agencies/organization must be prepared to furnish the detailed cost break-up and other clarifications to the financial proposal submitted by it, as may be required to adjudge the reasonableness of the price proposed. If the negotiations with this consulting organization are successful, the award will be made to it. If negotiations fail, and if it is decided that a contract with reasonable terms cannot be concluded with this consulting organization for whatever reasons thereof, the production house with second preference will be invited for negotiations.  This process will be repeated till an agreed contract is concluded

 A budget template enclosed. Refer annexure 2
6. Selection and Evaluation of the agencies:  
	S.NO
	Days
	

	1
	Day 1
	Opening of the technical Bid

	2
	Day 2
	Short listed agencies invited for the technical presentations

	3
	Day 3
	Short listed agencies invited for opening of financial bid


2. The selected agency will be required to sign a mutually agreeable contract with HLFPPT for undertaking the assignment.

3. HLFPPT will have the right to award the work to the second highest scoring agency in the event the first highest scoring agency backs out after the final discussions.

4. HLFPPT decision regarding the award of the Contract to an agency will be full and final and no correspondence will be entertained in this regard.

Score card for selecting Technical Proposal out of 100
	Line Item
	Scores

	Understanding of the RFP, knowledge and experience in the domain of training specifically in social marketing and condom promotion. 
	15

	Past Experience of the agency in handling such trainings including the reference checks from the clients
	15

	Numbers of trainers proposed / city
	10

	The experience of the trainers
	15 

	Relative Capability Strength and similar clients experience
	10 

	Time frame planning
	15

	Training Methodology / tools
	20

	Total
	100


Time Frame for the assignment
	Line Item
	Time Line

	Submission of RFA
	30.08.2010

	Opening of Technical Bid
	31.08.2010

	Informing the agency
	01.9.2010

	Presentation by the shortlisted agencies
	03.09.10

	Opening of financial bidding for technically qualified agencies
	03.09.10

	Final response & negotiation with the selected agency
	06.09.2010

	Issuance of work order
	10.09.2010

	1st draft report submission post training
	30.09.2010

	Final report submission
	25.10.2010


7. Award of Contract
The contract will be awarded after successful negotiations with the successful agency. If first negotiations fail, the client may invite the 2nd most preferred agency for contract negotiations. 

The selected agency is expected to commence the assignment on the date and at the location specified.

8. Negotiations 

Negotiations will commence with discussion on technical proposal, the proposed methodology, work plan, staffing and any suggestions made to improve the TOR, and reporting. 

The financial proposal is subject to rationalization. Special attention will be paid to optimize the required outputs from the agencies within the available budget.

9. Payment Terms
The payment will be released as per the following schedule:
	Line Items
	Payments

	With the work order 
	10% 

	TOT
	20%

	Initiation of the trainings
	20%

	1st draft report
	20%

	Final report
	30%


General Terms & Conditions

Please read all the terms and conditions. Non compliance will result in non inclusion in the bidding process.

· Please sign the terms and conditions duly signed and sealed

Terms and conditions

1. The applying firm must have PAN (Permanent Account Number) and registered with the Sales Tax / Value Added Tax and the support for the same is to be attached.

2. 2 years audited statement required to be submitted with the tender (CA certificate or a copy of the Balance Sheet). 
3. Bidders should provide brief profile of their work experience along with client list for the last year.   

4. The tender received through E-mail or received late due to postal delay etc. will not be accepted. The parties have to ensure the receipt of bids well in time.

5. The mode of submission is as follows:

· Technical and Financial bids to be submitted in separate sealed envelopes marked to  Senior Program Manager – T.S.D., HLFPPT, B-14 A 2nd floor HLL Life care Building, Sector – 62, Noida. UP.

· The bidder has to submit the bid as per the terms and conditions mentioned in Annexure 1 duly filled, signed and stamped on all pages indicating their unqualified acceptance.
· Financial and Technical bids are to be filled in the formats provided in Annexure 1 and 2 duly signed and stamped. 

· The sealed envelopes should be super scribed as “Technical Proposal for Capacity Building of TOs / NTOs – UHI project” and “Financial Proposal for Capacity Building of TOs / NTOs – UHI project” 
6. If the bids are not submitted separately then HLFPPT reserves the right of non inclusion in the bidding process.

8. HLFPPT reserves the right to accept /reject/ select one or more service provider and to annul the bidding process any or all bids at any time prior to award of contract without thereby incurring any liability to the affected bidders. 

9. The tender will be appraised by a committee formed.

10. HLFPPT shall without prejudice to its other remedies under the contract, deduct from the Contract Price, as Liquidated Damages a sum equivalent to 2.5% of the price of agreed unperformed Services for delay of each day until actual delivery or performance, up to a maximum deduction of 20% of the contract Price. Once the maximum is reached, HLFPPT may consider termination of the contract.
11.The selected agency will have to sign the indemnity clause  as a part of the general terms and condition of the agreement while entering into the contract of the service
12. Documents required for releasing the payment:

a. Invoice bills with PAN No.

b. Soft copy & Hard copy of the deliverable output as mentioned.

c. Completion/approval consent of the appointed Manager HLFPPT..

13. HLFPPT will follow the selection procedure as mentioned above. Technically qualified agencies will  be invited  in financial bid. HLFPPT reserves the right to invite qualified agencies for technical presentations. 
14. The bidder has to submit along with his financial bid, a copy of the terms and conditions (all pages) and the technical bidding format duly filled, signed and stamped on all pages indicating their unqualified acceptance.
16. The insurance for any accident, damage due to riots, public vandalism, acts of god etc need to be taken by the agency and no claims related to this will be acceptable by HLFPPT

17. All kinds of insurances and associated costs, if any, will be borne by the agency.

**Please note the above needs to be followed strictly.

20. TDS as applicable will be deducted as per IT rules.

21. The rates quoted will be inclusive of all Taxes/Levies/Postal/Courier charges etc.

22. Quotation should be supplied in the format provided, it should be properly signed, and conform with terms and conditions

23. The rates quoted by the bidder shall be fixed for the duration of the contract and shall not be subject to adjustment on any account.

24. Once the final report is sent, HLFPPT reserves the right to share the report. The agency would have to take prior approval from HLFPPT if they want to present the report to other clients.  

25. The Prices should be quoted in Indian Rupees only

We agree to all terms and conditions as mentioned above including the validity of the offer

Annexure 1: Techncial Bidding Format

Technical application must be strictly limited to no more than 35 pages in length, (Times Roman point 12 font size, with one inch margins), excluding annexes. The technical application should address how the applicant intends to carry out the above mentioned scope of work. It should also contain a clear understanding of the work to be undertaken and the responsibilities of the party involved. The technical application should be organized as per the format provided below. In addition to the narrative section of the application, the annexes will be used to judge the applicant’s past experience and management capability. The annexes may also include relevant information about partners where applicable.

The outline for the technical application is:

1.
Name of the Bidder (2 pages)

a. full postal address

b. full address of the premises

c. telegraphic address

d. telex number

e. telephone number

f. fax number

g. Year of starting business

h. Total annual turn-over for the last to financial years in INR. 

2. Executive Summary (including Table of Contents)

This section should contain the information that the applicant believes best represents its 

proposed methodology.

3. Organizational profile and capability statement (maximum 3 pages)

4. Understanding on RFP and Family Planning domain (Maximum 1 page)

5. Proposed Training tools or Methodology 

This section should cover the proposed training methodology with proper justification for adopting such a methodology with the given time frame. The section should clearly define the assessment methodology also.

6. Report writing

7. The interested party should submit a tentative reporting format that will be used to encapsulate the training.

8. Time frame

The interested agency should submit the proposed timeframe to conduct the trainings and detailed break- up of the same.

The interested agency should submit the proposed timeframe to conduct the trainings in each city.

9. Staffing and management plan

Brief job descriptions (2-3 lines) for each personnel should also be mentioned. The detailed CVs for each proposed staff should be attached as annex. The agency should provide the number of teams that will conduct the orientations in each city.
10. Quality Assurance Plan: 

The agency should provide a quality assurance plan which will detail out the strategies adopted to ensure the quality of trainings.

Annexure 2: Financial Bidding Format

   (To be enclosed in separate sealed cover)






Gross Total Cost:  Rs. ..........................
Note: The agency should provide with extra copies  

We agree to supply the above services in accordance with the technical specifications for a total contract price of Rs. ........... (Amount in figures) 

(Rs. ..............……………………………………………………………..amount in words) within the period specified mentioned in the Invitation for Quotations.

We agree to abide by the terms and conditions as mentioned in the RFP.

Signature and seal of the bidder

Utmost confidentiality of the data provided shall be maintained. 

Name, Designation & Signature of the bidder with the Seal

Annexure -3

Undertaking from Vendors.

This has reference to the RFP published in the website of HLFPPT on………….… ….In response to the RFP, we have submitted our technical & financial bids on………….  .at your office ………………………………………………………………. In connection with the above bids, we hereby declare as under:-

i- That we are neither related to any of your Trustees, Officers and other employees nor do we have any financial, commercial or other interests with any of the above persons in any capacity whatsoever.

ii- That we have submitted the bids in the name of  M/S…………………….......................and declare that no other bids have been submitted by us in the name of any other firms/companies/proprietors/individuals which comes under the same management and related parties.

iii- We herby undertakes that in case of any violations to the above declarations at any stage of the contract , HLFPPT reserves the sole right to cancel the contract and recover the full value of the contract from us.

For and on behalf of ……………..

(Authorized Signatory with company seal /Stamp.)

Address for communication:

Senior Program Manager – T.S.D; HLFPPT.

B -11, 2nd Floor, HLL Lifecare Building

Sector – 62, Noida; U.P.
Tel: 0120 - 




� Traditional outlets are medical and pharmacy shops who have been traditionally stocking and selling the FP products while under the Non traditional outlets category grocery shops, pan bidi shops, kirana shops, beauty parlors etc are included who do not stock or sell any FP products traditionally.
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