
More Information 

Search for Business Opportunities > Typical Search 
 

 

Contents 
Section 1: Types of Opportunities........................................................................................................... 1 

Section 2: Details of Open Opportunities ............................................................................................... 2 

Section 3: Details of Closed Opportunities ............................................................................................. 7 

Section 4: Details of Auction ................................................................................................................... 8 

Section 5: Two Envelope Tender .......................................................................................................... 10 

Section 6: Two Stage Tender ................................................................................................................ 11 

Section 7: Item Breakdown ................................................................................................................... 12 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



1 
 

Section 1: Types of Opportunities 
 

 
 

1 – Auction:  

An auction is a public sale in which property or goods are sold to the highest bidder. (For details on 

auctions, go to “More Information” tab > Details of an Auction. 

2 – Qualification:  

A qualification is the first stage of a two-stage tendering process whereby suppliers are invited to 

submit applications to qualify for the subsequent tender. In their application, suppliers may be 

required to submit documents regarding their experience, capability, how they are able to meet the 

requirements, etc. Only qualified suppliers would be able to submit a Tender Proposal for the 

subsequent tender. 

3 – Quotation:  

A quotation is a method to invite interested suppliers to submit bids and proposals for an intended 

procurement of goods or services with an estimated value of between $3000 and $90,000, excluding 

prevailing GST. 

4 – Request for Information: 

A Request for Information (RFI) is used as a means to collect written information about market 
capabilities and practices. Although your response to RFIs are not offers and cannot be awarded, your 
response may help agencies in understanding what suppliers are able to offer. Your response may 
also be used to assist the government agencies in formulating its requirements in subsequent tenders 
and quotations. 

5 – Tender: 
A tender is a method to invite interested suppliers to submit bids and proposals for an intended 
procurement of goods or services with an estimated value of more than $90,000, excluding prevailing 
GST. 
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Section 2: Details of Open Opportunities 
 

1. The details of the opportunity are displayed in the “Overview” tab. You will see details such as 
whether it is a two envelope tender (refer to More Information > Two Envelope Tender), two stage 
tender (refer to More Information > Two-Stage Tender), etc. 

 
 

2. To share this opportunity with other suppliers, click the “Share via Email” link. 
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3. A link to the opportunity is provided automatically in your default email client. When you are ready, 
click “Send”. 

 
4. Click on the “Add to Calendar” link if you wish to set reminders for this business opportunity using 

your calendar. 
Note: There are two types of “Add to Calendar” links. This link allows you to add the closing date of a 
business opportunity to your calendar. There is also another “Add to Calendar” link which allows you 
to add the site briefing date (see Step 10). 

 
 

5. Click on the “.ics” file when it appears. 
Note: The “.ics” file is supported by e.g. MS Outlook, Google Calendar etc. 
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6. The appointment screen is displayed. You can set a reminder for the Closing Date. When you are 

ready, click “Save & Close”. 
Note: Different calendar clients have different user interfaces (UI). This example shows the UI from 
MS Outlook. 

 
 

7. To respond to an open business opportunity, you have to first log in to GeBIZ. 
Note: For more information on responding to business opportunities, refer to Use > Search and 
Respond to Business Opportunities > e-tutorials “Respond to Tenders and Quotations” and “Respond 
to Qualifications”. 
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8. Other details of the opportunity are also viewable. 
Note: You must log in to download documents/attachments of the corrigendum and business 
opportunity. 

 
 
 

9. You can see details of the contact person for the business opportunity as well as the awarding agency. 
 

 
 
 

10. You can see the details of site briefing. 
Note: The “Add to Calendar” link here allows you to add the site briefing date into your calendar. 
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11. You can also see the list of items to respond to. 
(For more information on identifying items that can undergo item breakdown, refer to More 
Information > Item Breakdown.). 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



7 
 

Section 3: Details of Closed Opportunities 
 

The list of closed opportunities is seen under the “Closed” tab. Closed opportunities are categorised according 
to the five statuses shown below. 

Note: Only opportunities closed in the last 6 months or awarded in the last 1 month will be shown. 
 

 
 
1 – Closed: 

A Closed opportunity is one in which the closing date of the business opportunity has been reached 
and the award is either not required or is not done in GeBIZ. This applies to auctions, qualifications 
and requests for information. 

2 – Pending Award: 
An opportunity that is pending award is one that is waiting to be awarded and for the award notice to 
be published in GeBIZ. 

3 – Awarded:  
An Awarded opportunity is one that is awarded to one or more suppliers. 

4 – Cancelled: 
A Cancelled opportunity is one that is cancelled before the closing date of the business opportunity 
has been reached. 

5 – No Award: 
A “No Award” opportunity is one in which no supplier has been awarded. 

6 - For an Awarded opportunity, you may view awarded information, e.g. the supplier to whom an opportunity 
has been awarded to as well as the Award Value. 
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Section 4: Details of Auction 
 

The important difference between the Auction and the other types of business 
opportunities (e.g. tender, quotation) is that the bidding is not done in GeBIZ. Auction is 
only an informative opportunity in GeBIZ. 
 
Below screens show the details for Auction. 
 
1. 
 

 
 
2. 
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3.  

 
 
4.  
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Section 5: Two Envelope Tender 
 

The bidding process for a two envelope tender is similar to that of a normal tender. The 
main difference is that the supplier has to submit the technical and price attachments 
separately for a two envelope bid. The buyer will then assess the technical specification first 
before considering the price offered. 
 
To check if a business opportunity involves two envelope bidding, find the information in 
the “Overview” tab where the details of the opportunity are listed below. 
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Section 6: Two Stage Tender 
 
To check if a business opportunity involves a two-stage tender, find the information in the 
“Overview” tab where the details of the opportunity are listed below. If you see the title 
“This is a 1st stage Tender” or “This is a 2nd stage Tender” displayed, this indicates that the 
tender has undergone a two-stage tendering exercise. 
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Section 7: Item Breakdown 
 
To check if a business opportunity contains items that can undergo item breakdown, find 
the information in the “Overview” tab where the details of the opportunity are listed under 
the “Items to Respond” section. 

 


