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Advice for

suppliers

As a project that was first mooted in 2008,
Inch Cape has had long-term exp.erience in
working with the sUpply chain.

Many lessons have been learned and passed on to
various iterations of the project team. The team
recognises there are numerous challenges
breaking into the sector however there are ways
suppliers can improve their offering.

This factsheet offers some experience-based
advice for potential suppliers, including those
transitioning from other industries such as oil & gas, small
businesses seeking to grow or other companies aiming to
diversify into the offshore wind sector.
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First
steps

Review your marketing and business development literature
and materials: be clear on your offering, include relevant
case studies and keep information updated.

Research the requirements to deliver services in different
markets, such as the UK or in mainland Europe, and be able
to demonstrate understanding of the differences.

Ensure your website is an accurate representation of your company.
Your ‘About’ section should leave no questions about what you do.

Highlight your key offerings: don't try to be all things to everyone
and pitch yourself in the right way, be clear and concise.

Become an expert in the offshore wind sector: participate in industry
events, join local clusters and industry groups, follow projects
and companies on social media and read industry news.

Know your customers: find out where you are in the supply chain and whether
to direct your efforts at developers like Inch Cape, Tier 1 suppliers or others.

Know your competition: find out who offers similar
services to you and where you are different.

Identify who you need to talk to: find the right
people within a project/ organisation.

Establish who issues the tenders and try to ensure you are on their radar.

Follow offshore wind project programmes: take note of Tier 1
contract awards and understand timescales for tender activities.

Register your company details on supply chain directories like
Inch Cape’s and follow portals such as the North Sea Transition
Authority Energy Pathfinder for live or upcoming opportunities.

Anticipate future needs for example for floating projects, through
innovations, or digital applications and shape what you offer.



As you reach
pre-qualification

Ensure you fully understand the scope being requested.

If you can't fulfil the whole tender, look for partners or sub-contractors.
Understand the tender programme and align to timelines provided.
Respond to pre-qualification requests in a timely manner.

If the pre-qualification requests are not clear then
send a clarification asking for details.

Communication is key throughout.
Tailor your response to the specific scope and opportunity.

Cross-check that your response provides all
requested data such as financial accounts.

Where appropriate, use the pre-qualification response as an
opportunity to show-off the capabilities of your company.

Provide the information in the format requested to ensure those
evaluating the tender submissions are comparing like with like.
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Into the
tender process

Thoroughly review the tender documentation to ensure
a good understanding of the requirements.

Raise any clarifications immediately after receipt of a
request for quote or invitation to tender.

State clearly any assumptions made that relate to your tender response.

Ensure that departures to specifications are made
in the correct place and justified.

Respond to all tender returnable schedules with requested
data to avoid further requests and delays.

Respond in the manner and format set out in the tender documentation.
Pay special attention to health & safety requirements.
Be clear on price breakdown and payment plans.

Check and check again before issuing your response.

The
final stage

Win or lose the tender, ask for honest written feedback
that you can take on board for future bids.

If you were not successful express disappointment
in a calm and professional way.

Do not criticise the competition or those who were successful,
rather ask where points of difference were and assess those
against your own offering and how it can be improved.

Comment on the process should be welcomed as part of a 360-degree
review and so please do provide constructive feedback.




Inch Cape
links and contacts

Suppliers wishing to work with the project should
register their interest on the supplier register:

www.inchcapewind.com/supply-chain/
supplier-registration/

and monitor the website for future contract awards
and supply chain events.

Website:
www.inchcapewind.com

Email (general):
info@inchapewind.co.uk

Email (suppliers):
supplychain@inchcapewind.co.uk

Telephone:

0800 2545091 (24/7)

Address:
5th Floor 40 Princes Street,
Edinburgh EH2 2BY, United Kingdom

The project is owned by Inch g Inch ca p
Cape Offshore Limited (ICOL)

an equal joint venture between
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