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What is the cidb?

The Construction Industry Development Board (cidb) is a national body established by an Act of
Parliament (Act 38 of 2000).

The cidb develops the industry for the improved delivery of infrastructure to the South African public. It
works with all stakeholders for the sustainable growth of construction enterprises and the best practice of
employers, contractors and the professions.

The cidb identifies best practice and sets national standards. It promotes common and ethical standards
for construction delivery and contracts.

To implement these objectives, the cidb is mandated to establish:
* a Code of Conduct for all parties engaged in construction procurement;
« a Standard for Uniformity in Construction Procurement based on best practice;
« a national Register of Projects; and
» a national Register of Contractors.

Background

The 3Rs Basic Guide for SME’s is a response by the cidb to some of the problems raised by emerging
contractors. Access to contract opportunities has been widely promoted by most public sector agencies
but the sustainability of small contractors is jeopardised by the following issues that have been raised by
the sector:

Procurement procedures and delivery management
» Some public sector employees are not committed to procurement reform.
» Some consultants show a poor attitude to emerging contractors.
» Complicated tender documentation and lack of standardization within the public sector.
» Nepotism and favouritism in the award of contracts.
» Delayed payment by clients (employers) affects the cash flow and credit worthiness of contractors.
* No monitoring of performance, development and sustainability of SME’s.
» Award of contracts to the lowest tenderer affects the sustainability of real contractors.

Access to finance
« Inability to raise sureties and bridging finance. Lack of plant and equipment.
» Material suppliers do not give the necessary credit to emerging contractors.
» Emerging contractors cannot grow, because they are confined to small contracts.

Capacity to perform

« Inadequate management skills and lack of training opportunities.

» Emerging contractors who front for established contractors give the sector a bad name.
Employers and consultants fail to monitor this.

 Joint ventures with established partners should promote management skills transfer.

» Emerging subcontractors are exploited and often have no contracts.

- Emerging contractors who expect everything on a silver platter do not live up to their
responsibilities.

Best practice

This publication is a contribution to best practice and the sustainable development of
construction enterprises.
It has been developed and refined by a Focus Group of leading practitioners.

The cidb is cooperating with government departments, local authorities and public enterprises on
the distribution of the 3Rs series so that emerging contractors can understand their
Rights, Responsibilities and Risks
The cidb promotes Development through Partnership
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1. Introduction

This guide provides help on the basic issues around contracts. It is an overview of the contracting
process, and does not carry all the small details. It will help contractors become aware of all stages of the
process and warn of the possible dangers and risks. The @ highlights some of the most common
problems which can confront contractors who do not understand how a contract works.

CONGRATULATIONS!
Your tender has been accepted
You have guarantees of an insurance company or bank in place
You have organised bridge financing
You have lined up plant, equipment and credit for materials
You have received a signed copy of the form of offer or a letter of acceptance.

AND YOU ARE NOW READY TO SIGN THE CONTRACT - BUT BEFORE YOU DO SO YOU NEED TO
FULLY UNDERSTAND YOUR RIGHTS, YOUR RESPONSIBILITIES AND THE RISKS THAT LIE AHEAD.
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