

[bookmark: OLE_LINK1]APPOINTMENT OF A SERVICE PROVIDER TO DEVELOP A COMMERCIALIZATION STRATEGY FOR BROADBAND SERVICES

Scope of Services Required

The Scope of Services requires the successful Service Provider to develop a commercialization strategy including a pricing model for broadband services. Responding bidders are invited to submit their proposals and to indicate their professional capabilities and experience in providing the required services. Responding bidders are welcome to elaborate on other value-added services or capabilities they may possess and bring to bear on the Project. Bidders to also address the broadband services wholesale market, ISP market i.e., business model, pricing model and localisation of services etc.

	Scope of Work 

	The outcome of the project should culminate into a viable commercial strategy including the development of a base pricing model that clearly articulates how SENTECH will deliver broadband services and derive value for its customers and Shareholders.  The process should include but not limited to the application of tried and tested methodologies spanning Client Needs and Capabilities, Target Markets, Outline Competitive Landscape, Assess Market Opportunity, Product Refinement, Scenario-based Revenue Projections, Investment Levels and Rate of Return. The development and sign off of the Commercialization Strategy should be concluded by 30 March 2023.

	Topic
	Description

	1) Project Plan for developing the Commercial Strategy as per timelines stated in the Scope of Work.

	i. Project Plan with clear resource requirements and timelines

	2) Industry research and insights into the broadband market, covering customers, partners, competitors, market overview and size, trends and other relevant data to inform the process of developing the Commercial Strategy up to and including applicable and enabling legislation.

	i. This includes recent, relevant existing research into the various topics
ii. Demonstrate the impact of the research insights 
iii. Outline current and future revenue opportunities


	3) Industry analysis of existing competitors, funding structures, business models, and pricing that can be applicable to SENTECH

	i. Business case studies of key players within the South African market and known influence of both global and local trends

	4) Facilitate workshops for both internal and external stakeholders as part of crafting the Commercialization Strategy
	i. Provide an outline of the engagements necessary in large/small groups to ensure buy-in into the Commercialization Strategy  .

	5) Develop draft Commercialization Strategy documenting but not limited to the following: 
· A comprehensive and viable Commercialization Strategy that includes, self-sustaining financial model with estimated revenue and cost drivers
· Development of a pricing model 
· A 3-year turnaround execution plan for revenue generating activities
· Defined Value Propositions, CRM and typical offerings and financial aspect for both B2B and B2C , 
· Key metrices to measure and monitor performance
· Resources required to ensure a successful implementation for the go to market plan 
· Identify partnerships/joint venture
· Outline customer segments and relevant channels that will demonstrate self-sustainability over the short, medium and long term.
· Risk plan with mitigations for implementation
· Recommendations
	i. Develop draft Commercialization Strategy

	6) Present draft Broadband Commercialization Strategy including the pricing model to the Executive Committee 
	ii. Present Commercialization Strategy for refinement and/or receipt of further inputs 

	7) Submit final Broadband Commercialization Strategy and pricing model  for sign-off by the Executive Committee
	i. Present final Commercialization Strategy for sign-off

	8) Deliver all IP and materials pertaining to the Project
	ii. Delivery and handover final Commercialization Strategy documentation





	Terms and Conditions
	[bookmark: _Toc32414900][bookmark: _Toc16243]SENTECH reserves the right to 
· Extend the closing date. 
· Verify any information contained in your response. 
· Request documentary proof 
· Cancel or withdraw the requirement
· Communication will be limited to only those Service Providers who meets the requirements.

· This request will be subject to the General Conditions of Contract issued in accordance with Treasury Regulation 16A published in terms of the Public Finance Management Act, 1999 (Act 1 of 1999). The Special Conditions of Contract are supplementary to that of the General Conditions of Contract.  Where, however, the SCC conflict with the GCC, the SCC shall prevail.

· The successful Service Provider may only enter into a subcontracting arrangement with the approval of SENTECH. The successful Service Provider may not subcontract more than 30% of the value of the contract to any other enterprise that does not have an equal or higher B-BBEE status level of contributor than the Service Provider concerned, unless the contract is subcontracted to an EME that has the capability and ability to execute the subcontract.

· SENTECH reserves the right to request a BBBEE transformation plan with clearly defined timelines and milestones if the recommended Service Provider does not meet SENTECH’s transformation goals. These milestones must be achieved over the term of the contract. This transformation plan shall be submitted within 10 working days from the written request, failing which SENTECH reserves the right to withdraw its appointment of the preferred recommended Service Provider.  

· SENTECH shall have the right, at its sole and exclusive discretion, upon written notice to the Service Provider, to terminate this Agreement, in whole or in part should the Service Provider fail to perform any of its obligations or deliver any deliverable timeously or should SENTECH not be satisfied with the quality of any service/s in terms of this Agreement, to the satisfaction of SENTECH. 

· SENTECH shall furthermore have the right, as a result of such termination, to appoint a third party to perform the obligations of the Service Provider in terms of the Agreement and the Service Provider indemnifies SENTECH against all costs incurred by SENTECH in appointing such third party to fulfil the obligations of the Service Provider.

· SENTECH shall have the right, at its sole and exclusive discretion, to terminate this Agreement, at any time, upon 30 (thirty) days’ written notice to the Service Provider.

· SENTECH reserves the right to conduct supplier due diligence at any time pre, during and post the contract period.  This may include announced or unannounced site visits.  

· Key resource provided in response should be engaged in the project, should there be resource changes the resource levels must be equivalent to the resources in the proposal, with notice and acceptance by SENTECH be understood as special condition of contract.

· Service Level Agreement will be signed with the successful Service Provider.





STAGE 1
Functional Evaluation: Must be comprehensive and supported by evidence

	Functional criteria
	Points

	Bidders must have experience in developing ICT commercialization strategies 

Evaluation indicators
· 10 years plus of experience with emphasis in ICT developing commercialization strategies
                                                                                                                                        =20 points                                                             
· Between 6 and 10 years of experience                                                                           =10 points     
· Less than 5 years of experience                                                                                       =0 points
· 
	20





	Provide a list of previous customers to demonstrate knowledge and experience in the ICT industry developing Ccommercialisation Strategy including pricing model for broadband services (more emphasis on Telcos). Bidders to provide corresponding successful use case per listed customer.

Evaluation indicators
· 8 or more customers where Commercialization Strategies were developed                  =20 points                                                                                                               
· Between 5 and 7                                                                                                             =10 points                                                                                                                            
· Less than 5                                                                                                                          =0 points
	20






	Team Lead with experience in developing Commercialization Strategies 


Team qualifications to include but not be limited to: Bachelor’s degree in either Accounting, Finance, Engineering (ICT), Economics, or Business Administration and or post graduate degree level.

Evaluation indicators
•	10 or more years of experience                                                                                =20 points                                
•	Between 7 and 9 years of experience                                                                      =15 points                  
•	Less than 7 years of experience                                                                               =  5 points                   
	20

	Provide a proposal which covers the steps undertaken in developing in developing commercialization strategies.  The proposal must include but not limited to:

0. Project Plan with the following milestones:
· Project initiation or kick off
· Detailed preplanning prior to the workshop/session.
· Resource requirements for the project

0. Commercialization Strategy approach to be applied
· Timeframes for each activity including milestones and critical path 
· Specific activities to be performed 
· Resource requirements 
· Workflow chart

0. Research insights into broadband market overview, trends, revenue outlook, and relevance of its impact on SENTECH.

0. A comprehensive and viable Commercialization Strategy:

· That provides for qualitative reasons and benefits, self-sustainable financial model that includes estimated revenue and cost drivers, value proposition, key metrics, partnerships, customer segments and channels that will demonstrate self-sustainability over the short, medium, and long term.
· Recommendations.  

Evaluation indicators:

· Excellent methodology – Comprehensive end- to-end process proposed. This is covering over and above the minimum specifications                                                                           =30 points

· Good methodology – End-to-end process in line with the minimum defined Scope of Work
                                                                                                                                 =15 points
· Average methodology – End-to-end process with one or more critical activities missing or no methodology provided                                                                                                      =0 points                                                                  
	30


	
3.1.5 Development of a pricing model for Broadband services across the network value chain

Evaluation indicators

· Excellent methodology – Comprehensive model developed outlining different pricing strategies within the broadband market (wholesale and retails)                                                    = 10 points 

· Good methodology – Model developed outlining conventional pricing strategies within the broadband market (wholesale and/or retail with limited options)                                  = 5 points                                                                                =
· Poor methodology – Model developed  with one or more critical activities missing or no methodology provided                                                                                               = 0 points                                                                                                      


	10

	Total Points:
	100


Minimum Score under for Functional Evaluation is 80 points

Suppliers must score have a positive score on each criterion to meet the minimum Score of 80 points
















PRICING DATA
Price List 
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