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Knowledge and Research at alinea

Applying learning from both live projects and research studies, and feeding them into each other, is how we try to 
ensure that our clients and their teams get the best possible service from us. This is why we have been committed 
to research from the day we launched.

Whilst data and information are the lifeblood of our business, we understand that they alone do not represent 
knowledge – which requires analysis, insight and questioning. For these reasons we involve everyone at alinea, 
and we share our desire to innovate across borders: of discipline, geography and perspective. That way, we can 
learn from each other.

We believe that the benefits to be:

 •  A smart and confident team who will all contribute positively to projects and make an impact.
 •  A team who can support each other and challenge each other.
 •  A motivated group who are eager to share their knowledge and hungry to learn more.
 •  A willingness to drive best practice of the future.
 •  A continuously developing body of knowledge that can be put to use on clients’ projects.
 •  A culture of questioning and positively influencing: answering the why? | what? | how? questions.
 •  The development of people and their careers. 
 •  Collaboration between disciplines and across the industry.

We believe that knowledge and 
research should be at the heart of 
everything we do.
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A core of specialists

Our in-house facade specialist, Steve Mudie, has unrivalled experience and knowledge from a career on both ‘sides’ of the 
industry. We are able to leverage his unique combination of technical and commercial insight to enhance our knowledge 
across a wide range of market sectors and global projects. His role is to provide high level, strategic facade advice on 
alinea projects.

Our BIM Team is led by an associate – Richard Bates and supported by a BIM technician – Trevor Adams. They are both 
from architectural backgrounds and are active members of external industry BIM groups and regularly lecture on the 
subject. Having their unique insight, experience and guidance enables us to all genuinely utilise all aspects of Building 
information Modelling. 

Building engineering services are a critical part of all projects. We have recognised the advantage of having a team 
dedicated to the costs management of building services, providing market leading advice to both the Client and the 
design team.

Understanding the wider market conditions and their implications upon the construction market allows us to be able to 
interrogate costs a little more, provide valuable insight for clients and remain pro-active in our approach. From day one 
of alinea, we have had a research capability and with be strengthening this team. We value research and its application to 
live projects. 

BIM

Facades

MEP

Market 
 research
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Service and Knowledge  
Steering Group

Best practice

Data

Market place

Innovation

Regular outputs

Classic Questions

Publications

Business Research

Service Knowledge

Working groupsWorking groups

•  Accountable for Business 
Plan strategic objectives

•  Set and implement plan
•  Review progress
•  Modify direction
• Meet monthly

BD

PR

QA

Organised knowledge sharing



January 2016 | Knowledge and research at alinea

We have a culture of sharing and continual development and so 
have a programme of learning events to ensure that our people 
are given a chance to develop and so that knowledge is not 
just concentrated in a minority.

Lunch and learns        -  sharing internal knowledge and 
experience on some of the softer 
aspects of what we do in our day to 
day roles. 

Internal CPD sessions  -  we invite guest speakers in to talk 
through specific topics which are of 
value to our team 

External CPD sessions -  We also visit other’s offices to give 
CPD talks, recent talks have included 
“What does good design look like to 
a QS?” .

Classic Questions  -  questions that we get asked time and 
again are answered internally .

Project peer reviews -  garnering the contribution of the 
wider alinea team, to found new ideas 
and question particular aspects of 
projects

Site visits  -  ensuring that everyone at alinea has 
the ability to see projects progress 
beyond our own four walls.

A culture of sharing and developing
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Collaborating with others
Teamwork is one of our core values and this extends 
beyond our business. 

We are always  considering opportunities to work with 
others and to provide a well-rounded approach to 
particular studies. 

We are members of a number of cross-industry bodies. 



January 2016 | Knowledge and research at alinea

Market Update

A window of opportunity
January 2015

A UK market update
February 2014

 

For some time now the contracting market has 
been reluctant to entertain single stage tendering. 
This is not true across the board but it is generally 
the case. So, in accepting the rise of two stage 
tendering again many clients are currently 
challenging themselves, and their QS, as to how 
they can “hang on to their shirt” at the end of the 
second stage. 

The lack of trust, sadly, is still very evident in much 
of what the industry does, as is the “swinging of the 
pendulum” from one side to the other in terms of 
taking commercial advantage – informed of course 
by the temperature of the market. Perhaps, then, it’s 
worth exploring the ingredients of a successful two-
stage tender process. 

First thoughts go to what can the Employer and 
his team actually control. In my experience, it’s all 
too easy for people to believe this is “not much”, 
commenting further that the eventual price is 
“totally in the hands of the contractor”. This is not 
the case. Essential matters within the control of 
the Employer and his team would include a clear 
brief, the setting of key dates and durations, the 
production of quality information, client change, 
the cost target, a realistic design and procurement 
programme, engagement and timing of the supply 
chain, pre-construction activities and complete 
team awareness over roles and responsibilities. 

With all of these things being key influencers on 
level of price, there is much to be happy about and 
focused on! The part that is ultimately outside of the 
client’s control is contractor behaviour at agreement 
of the stage 2 price, but keep the faith for a moment 
and read on…. The short way of summarising the 
above is to say that a real focus on what you can 
control will help manage what you can’t.

Having promoted the importance of focusing on 
doing a great job on those items you can control, 
careful consideration needs to be given to a 
programme that allows adequate time for critical 
activities and is not too ambitious in its plan. 
Being realistic and ensuring that activities occur 
in good time and in the right order is fundamental 
to success. The programme needs to be both 
understood and agreed to by all parties and unless 
this is the case there is likely to be a weak link, or a 
“ticking time bomb” (I think the expression is one 
step forward, two steps back!)

Upon a settled programme bought into by the 
Employer and his whole team, preparation for going 
to market should include allowing adequate time 
to warm up the industry, selling the scheme to 

the market, ensuring the design team understand 
the whole process and their role in it and, finally, 
keeping momentum once you’ve started the 
process. The stage one enquiry document is an 
important document and needs to be put together 
well, adequately explaining the full procurement 
process and how it will run – including the important 
detail around how the second stage price will be 
formulated. Selection criteria for the contractor will 
include understanding of the project, construction 
proposals, commitment to cost and time targets 
and experience, calibre and attitude of the team. 
Whilst these are relatively objective points, the 
inevitable emotional ones will be “who do I trust?” 
and “who do I think I have the strongest relationship 
with at senior level?”. The truth is that all of these 
points are in play.

Upon selection of your contractor, the second 
stage commences with the over-riding objective 
of successfully procuring the sub-contract works. 
This typically runs over several months and is too 
involved to simply summarise all of the do’s and 
don’ts here. However, key focus areas include the 
trailing of the second stage process to the full team, 
adequately warming up the trades, staying on top 
of the design, page turning tender documents, only 
sending out tender packages when you are satisfied 
with their quality and staying engaged post tender 
return. A final one, perhaps more controversial, is 
the requirement for the tenders to be returned to 
the Employer and “belonging to him” until such time 
that the total contract sum is agreed.

By adopting all of these principles one would hope 
that the chances of a successful two-stage process 
are enhanced. In summary, the important points are 
a well- rehearsed and well-executed plan of action, 
total team buy-in to the process, a focus by the 
Employer and his team on what they can control, 
an effective stage one process and recognition 
that relationships and trust are important. The one 
negative thing (but sadly necessary) is the ability to 
have a contingency plan if a stage two price can’t 
be agreed. However undesirable, a ‘Plan B’ should 
exist and be visible.

As an industry, it would be good to be positive 
about two-stage tendering and generally trusting 
one another a bit more. After all, the toes one steps 
on today may be attached to the backside one has 
to kiss tomorrow…..

by Iain Parker, alinea consulting LLP

Two-Stage, or not Two-Stage – that is the question… May 2015

A commitment to regular output

Staying ahead of  
the market

July 2014

 Economic Overview
Why hasn’t London  

caught a cold?
October 2015 

2015 Summer  
Budget Review 

Since our launch in May 2013, we have committed to 
regular, published outputs which have steadily grown 
in number. We have a programme of publications that 
we commit to every year ensuring that the content is 
relevant. 

Our pipeline for 2016 includes the themes of:
  • Two Market Reports  

• China’s impact on the UK Market 
• Budget Statement review 
• Facades 
• BIM 
• Affordable residential cost model 
• New York versus London 
• Mixed use cost model 
• Retail 
• Autumn Statement review

Market Update

A window of opportunity
January 2015
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