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Forming Client Relationships 

Each period a number of jobs are available in the market. The company’s marketing effort will 
determine how many of the jobs the company identify (prequalify for). 
 
Each job has a client, in either the public or private sector, for whom the work is to be carried out. 



Forming Client Relationships 

Consider the following example. 
 

The company have prequalified for a job with the HS Rail Connection Group. 
 

As the company prequalifies, tenders for and secures work with the client a relationship is built up between the two parties.  
 

The current state of the relationship can be analysed using the Display client details option. 



Forming Client Relationships 

The company can influence their relationship with a client in a number of ways :- 
 

Positively by :- 

Identifying and winning jobs 

Submitting competitive bids, even if jobs are not secured 

Managing jobs well, and completing them at least on schedule 
 

Negatively by :- 

Submitting uncompetitive (poor) bids 

Managing the jobs poorly, and completing late 

Not keeping jobs on schedule 
 

In this example, the company currently have a fairly good relationship with the 

HS Rail Connection Group, based upon a number of factors. 
 

But why is the client relationship so important ? 



Forming Client Relationships 

PERFORMANCE INDICATORS 

 

The company’s relationships with ALL clients forms one of the key performance indicators 

upon which the progress of the company is measured. 



Forming Client Relationships 

PREQUALIFICATION 

 

The level of a company’s relationship with a client can determine whether or not the company 

prequalifies for new work with the client :- 

 

 If the client relationship has deteriorated, ‘poor’ or worse, then the company may not be 

able to prequalify for work with a client. 

 

 If the client relationship has improved to a certain level, prequalification may be possible 

even if the company’s marketing effort may not have previously identified a job i.e., preferred 

bidder status with the client. 



Forming Client Relationships 

PROCUREMENT 

 

As time passes, and depending upon economic conditions, clients 

may look to preferred bidders, and if the client relationship is not 

strong enough the client may refuse to accept the bid. 



Forming Client Relationships 

Navigate to "Main menu/Measuring performance/Assessing performance/Client history" 

The Client History provides a detailed analysis of the 

company’s current relationship with each client. 


