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BACKGROUND 

The Austrian Federal Real Estate Agency (BIG) owns and manages more than 2,200 properties 

across Austria - including schools and universities, office buildings, residential buildings and urban 

districts - with over 500,000 using the buildings every day.  

BIG wanted to unify essential functions and processes in user-friendly solutions. All stakeholders 

(oweners, property and facility management, tenants, users, contractors etc.) should be able to use the 

property more conventiently e.g. by checking the occupancy of workplaces, reserving rooms or get the 

way through a buildings shown on an interactive room plan.  

BIG opted for an innovation partnership because the required solution was not available on the 

market. It wanted a procedure which could combine the innovative ideas of bidders with BIG’s know-

how and experience regarding public real estate.  

Two companies entered the partnership with BIG and are currently developing a solution, which by the 

end of the process will also be made available to third parties.  

PROCUREMENT OBJECTIVES 

BIG wanted to optimise the way buildings are being utilised to achieve two goals. The first is to make 

space available for new uses. Often, buildings are only utilised for a few hours a day, especially 

educational buildings. The second is to only heat or cool rooms when they are in use. Together, these 

two goals aim to make better use of space, and better use of energy. 

The main aim of this procurement was to find partners with whom to develop a software / app solution 

that unifies essential functions and processes in a user-friendly administration tool. BIG’s vision was to 

network all stakeholders involved (including building owners, property and facility managers, tenants, 

users, contractors, and so on), in a single app which allows them to use the property more 

conveniently. This includes being able to easily check occupancy of workplaces, and reserve rooms 

for classes or meetings, and find directions within buildings. The ultimate goal was to optimize the use 

of public buildings throughout Austria. 

 

PROCUREMENT PROCESS 
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PROCUREMENT PHASES 

In order to meet their unmet needs, BIG decided to use an innovation partnership procedure.  What 

set this procedure apart for BIG was the fact that once the actual procurement procedure for 

commissioning a contract partner is completed, innovative services are developed together with one 

or more enterprises to be used directly by the contracting authority without the need to conduct a new 

procurement procedure. In addition, a key aspect of this innovation partnership was the joint further 

development of functionalities and the potential joint distribution of the developed software to third 

parties within the scope of a joint venture.  

The procurement was conducted using a two-stage process between May 2019 and December 2019. 

Stage 1 was a prequalification stage.  

Stage 2 was held in the form of a negotiated procedure ending with a last and final offer. Offers were 

assessed by a jury compiled by the contracting authority, who were announced to the tenderers at the 

beginning of the negotiation round. 

SUBJECT MATTER OF THE CONTRACT: 

Formation of an innovation partnership with several companies for development, implementation and 

delivery of a software and app solution for an electronic administration tool in the area of property and 

facility management.  

AWARD CRITERIA 

In the development phase, the contract was awarded to the most economically and technically 

advantageous tender. The award criteria was weighted as follows: 80% quality (of which 40% was 

awarded for the concept, and 40% for presentation), and 20% price.  

Bidders were asked to share technical details of the software, as well as a full business plan, 

including: 

 A deep market analysis showing the potential of the joint venture product; 

 A SWOT analysis containing future extensibility for further innovations, usability and design 

flexibility, plus; 

 A return on investment calculation from the perspective of the investor (BIG aimed a sales 

partnership after the development phase and therefore asked for partnership models including 

potential investments in the bidder companies or the establishment of a joint company).  
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EVALUATION 

The quality evaluation was conducted by evaluating the proposed solution according to sub-criteria, 

which also includes the presentation of the planned business model for the joint sale of the developed 

software / app. Furthermore, the quality was assessed in the context of hearings, which were to be 

attended by the project manager and project manager deputy. 

The ‘concept’ sub-criterion was assessed according to the below:  

(i) Project structure (including comprehensibility / plausibility of the further milestones, of the resources 

used and of a schedule optimization); 

(ii) project organisation (including suitability and effectiveness of the measures presented, sufficient 

number of staff and sufficient availability of the named employees, suitability and effectiveness of the 

tools presented for meeting costs and deadlines, sufficient level of detail in the documentation, 

comprehensibiliy / plausibility of the entire elaboration); 

(iii) Project Leader and Deputy Project Leader (including sufficient availability of the project manager 

and project manager deputy, suitability and effectiveness of the measures for internal coordination 

with projects running at the same time, plausible and effective assignment of tasks and sharing of 

responsibilities); 

(iv) Distribution Strategy (including comprehensibility / plausibility of the sales strategy, high level of 

participation by the client in the project company, sufficient scope of services for further development 

and maintenance of the software / app, suitability and effectiveness of the measures for further sales).  

The ‘presentation’ sub-criterion was assessed according to the below: 

(i) conclusive and comprehensible communication of the elaboration and results of the concept; 

(ii) conclusive and comprehensible answers to any additional questions about the concept; 

(iii) communication skills, performance / personal and social skills. 

The price evaluation was carried out by assessing the bidder's development costs as target prices that 

were estimated for achieving the interim targets on the basis of the total net price. The total net price 

related to the total net prices offered by other tenderers with the cheapest price offer reaching the 

maximum number of points. 
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RESULTS 

The call for tender attracted a lot of interest, with over 90 companies downloading the call.   

In the end, 11 companies from three European countries submitted applications to the prequalification 

stage. Out of these 11 companies, 6 fulfilled the innovation specifications, and would have qualified for 

stage 2. Unfortunately, formal errors in the applications meant just four companies could be invited to 

stage 2.  

Contracts were signed with two companies in February 2020. The companies have both reported 

positive benefits from participating in an innovation partnership with BIG. 

The developed solution makes use of IoT devices which provide real time data on public buildings and 

simplifies targeted communication and information provision in real time via a central platform for all 

users. The advantages range from news, surveys, FAQs, calendar and booking functions, damage 

reports to canteens’ menu plan. 

The result is a system which provides all users real-time information in a user-friendly manner. 

Specific user groups also benefit in the following ways: 

 Landlords: 

o Predictive maintenance with direct access to craftsmen 

o Direct communication to many people about new business model opportunities 

o New short-term rent opportunities for landlords (e.g. shared workplaces) or tenants 

(sublet options during unused periods).  

 Tenants: 

o Individual access authorization for all kinds of users. 

 Users: 

o Indoor navigation features guide users to meeting rooms, lecture halls – or when 

combined with IOT devices – study- / work-spaces 

 

In recognition of its outstanding use of an innovation partnership, BIG was also awarded the 2020 

Procura+ Outstanding Innovation Procurement in ICT Award, which is supported by the EU-

funded Procure2Innovate Project.  
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CONTACT  

Mag. Matthias Plattner, BIG, matthias.plattner@big.at  
 

LESSONS LEARNED 
 

 Although innovation partnerships take more time than a standard public procurement 

competition, they provide the contracting authority with more possibilities.  

 The main challenge of the whole process for BIG was to fulfil the legal requirements of the 

innovation partnership on the one side, but to simplify the process as much as possible in 

order to attract companies (including start-ups) to bid. The lack of know-how of this new 

procurement method both within BIG and in bidders meant it took a lot of time to develop 

objective assessment criteria. Small entities, in particular, struggled with the complex 

procedure. In this case, two very promising bidders were excluded in Stage 1 because of a 

technicality. In future innovation projects, BIG plans to make more legal expertise available to 

potential bidders.   
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