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Rundown Aanwijzing Phase 2
Day 2, Thursday, May 15th 2025

Time Object Discussion

09.00 - 09.15 Opening

09.15-10.30 Negotiation Mechanism of the Proposal
10.35-12.00 Q & A Session

12.00 - 13.00 ISHOMA

13.00 - 14.30 Draft of Guarantee Agreement

14.30 - 16.00 Q & A Session

16.00 - 16.10 Closing

Disclaimer: The schedule and rundown are tentative and may be adjusted based on discussion needs, with a maximum end time of 17:30 GMT + 8.
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m Negotiation Mechanism of the Proposal — Components of Technical Aspect Negotiation (1/2)

The negotiation mechanism for technical aspects in the proposal document is carried out to align the understanding between the
contracting authority and the private partner regarding the technical outputs of the hospital project. The main objective of this negotiation
is to ensure that each technical aspect proposed complies with applicable regulations and meets the hospital's needs. The evaluation is
conducted through two approaches:

*Model A (Innovation): Assessment of innovative aspects that are optional and negotiable, such as energy efficiency, application of smart
technologies, development of additional services, or other solutions that provide added value.

*Model B (Minimum Standard): Assessment of compliance with minimum standards that must be fulfilled by the bidder, as they refer to
applicable regulations, technical guidelines, and established service standards.

Negotiations will focus on clarifying, refining, and aligning both models in accordance with the Output Specification (OS) to ensure the
guality and sustainability of the project's final outcomes. The following table summarizes the Technical Evaluation Sub-Criteria for the
Hospital Project:

m Model Allnnouation) lModels (Min.Stzndarc)

Shareholder Technical Support

Green and Smart Building v

Spatial Function Program v

Parking Facilities v

Schematic Design v
Provision of Basic Furniture v
Development of Supporting Commercial Facilities
Construction Duration for Physical Work
Fulfillment of Prevailing Standards and Regulations v
10 Standard & Non Standard Cost Component Analyses v

PM 1: Facility Development

© 0N U A WN
RN
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m Negotiation Mechanism of the Proposal — Components of Technical Aspect Negotiation (2/2)

Technical Evaluation Sub-Criteria for the Hospital Project:

Criteria Subcriteria MR A Model B (Min. Standard)
(Innovation)

Needs Analyses of IBE Medical Equipment

PM 2: Medical Description of Service List, Proposed Medical Equipment List for Each Service, and Proposed v
Equipment Provision Specifications for Each Medical Equipment Including Quantity and Procurement Method
3 Attaching Related Medical Equipment Plans v
1 Provide qualifications and quantifications of human resources (types and numbers) for both v
Centers of Excellence (COE) and supporting services
2 Provide support for fulfilling international accreditation and capacity-building support v
3 Present a description of the steps to fulfill clearly defined key performance indicators v
. Present a strategy to optimize performance, energy use, and resource management, as well as
PM 3: Service o . . . . ..
Operation 4 the usc? o.f smart technology for monitoring, reporting, and improving operational efficiency of v
the building
5 Provide an evaluation of long-term maintenance costs and strategies to minimize expenses v
throughout the asset life cycle
6 Present a demand calculation analysis v
7 Propose the operation of the proposed Center of Excellence (COE) v
PM 4: HIMS 1 HMIS Application M.odule | - v
Provision 2 Computer network infrastructure requirements that can be used for various purposes v
3 Security v
1 Structural Quality Residual Lifetime v
2 External Work Quality Residual Lifetime v
3 External Finishing Residual Lifetime v
PM 5: Handover 4  External Fixtures Residual Lifetime v
5 Internal Work Residual Lifetime v
6 Internal Fixtures Residual Lifetime v
7 Equipment Residual Lifetime v
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m Negotiation Mechanism of the Proposal — Flow of Technical Aspects Negotiation

The negotiation process flow begins with the submission of proposals by the bidders, followed by an evaluation by the
technical team based on the established sub-criteria. After the initial evaluation results are announced, a clarification
process is conducted to address components that do not yet meet the standards or that propose innovations. The final
stage is the negotiation, which focuses on adjusting technical aspects—particularly components that are innovative and
open for discussion.

General Flow of Technical Aspects Negotiation

Proposal

. Evaluation Results Clarifications
Evaluation

Proposal Issuance

Negotiations are
carried out on
components within the
scope of discussion,

The technical team i
i particularly on

conducts
clarification on
parts that are
unclear or require

The bidder submits
the technical
proposal document

i The technical team
E in accordance with

evaluates each sub-
criterion based on
Model B (minimum

The bidder receives the
initial evaluation results

the requirements as the basis for the

elements under Model

set out in the standards) and Model clarification process. technical )
) ) ) A and other technical

procurement A (innovation). adjustments from .
documents the bidder, matters that require

refinement.
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Negotiation Mechanism of the Proposal — Financial Aspect Negotiation Component

Upper Limit of the Proposed Fixed Payment and Volume Payment

A |Fixed Payment Rp quarterly 31.617.677.142
B |Volume Payment

1 [Environmental Health Rp per patient visit 2.016
2 | Nutrition and Food Rp per in-patient visit 683.200
3 |Linen and Laundry Rp per patient visit 6.944
4 ggg;ri:nsetit”lecgggr;ly Rp per patient visit 3.584
5 |Waste Rp per patient visit 4.032
6 |Laboratory Rp per laboratory visit 41.888
7 | Conventional Radiology rF:;\Fc)iti))(lec:gC;\r/li\;(iatmional 306.320
8 |CT-Scan Rp per CT-Scan visit 1.887.200
9 |MRI Rp per MRI visit 2.184.000

*) Upper Limit Amounts include taxes

Proposed Fixed Payment and Volume Payment Scoring

« If the proposed Fixed Payment and Volume Payment is

higher than upper limit = score O

* |If the proposed Fixed Payment and Volume Payment is
less than or equal to upper limit will be scored as follows:

Persentase Potongan dari Batas Atas (%) Nilai
100,00% 100
70,00% 90
30,00% 80
10,00% 70

5,00% 60
2,50% 50
1,50% 40
1,00% 30
0,50% 20
0,25% 10
0,00% 1

Procurement Committee may request for clarification and will negotiate the Participant’s Proposal
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m Negotiation Provision based on the Request for Proposal)

Implementation of Negotiation

=

After the completion of the Proposal evaluation, the Procurement Committee will
invite their Participant to negotiate on their Proposal.

The negotiation is carried out through one on one between the Procurement
Committee and the Participant to negotiate the Participant’s Technical Proposal,
Financial Proposal and the draft PPP Agreement.

Negotiation meeting will be held at the time, place and/or media as stated in
PDS V.2. of the Request for Proposal Document.

Prior to the meeting:

a. Procurement Committee will identify and deliver a negotiation proposal to
the Participant in writing to the Participant in writing (according to the
schedule as specified in PDS V.1. of the Request for Proposal Document).

b. Participant can submit their responses to the negotiation proposal from the
Procurement Committee via the Procurement Committee email.

Negotiation of the technical Proposal shall be carried out on aspects using the
Model A scoring scheme (Scoring of components with innovation option) as
stated in Section 4 (Proposal Requirement) 111.B (Techical Evaluation Criteria)
of the Request for Proposal Document.

In the implementation of negotiation, the Participant shall be represented by the
Authorized Representative and may be accompanied by their consultants.

The negotiation shall ensure that the Participant’s Proposal meet the technical
and financial threshold as referred to in Section 4 (Proposal Requirement) I11.B
(Technical Evaluation Criteria) and IV.B (Financial Evaluation Criteria) of the
Request for Proposal Document.

ool 1N
ol:=

57 Negotiation Result

n

In the event that the negotiation reaches an agreement, the
Procurement Committee shall record in the minutes of negotiation
result.

Based on the negotiation agreement, the Participant shall submit the
Proposal (or part thereof) that underwent changes according to the
negotiation agreement.

The Participant only need to submit part of its Proposal that underwent
changes based on the negotiation agreement (“Negotiation
Proposal”), as well as statement in the cover letter of the Negotiation
Proposal that the unchanged parts of the Proposal wiil remain in effect.

In the event of difference or inconsistency between information in the
Proposal and information in the Negotiation Proposal, the information
contained in the Negotiation Proposal shall prevail.

If the negotiation with the Participant does not result in agreement, the
Procurement Committee shall record this in the minutes of the
negotiation result and report to the GCA.

Based on reports from the Procurement Committee above, the GCA
declares the Direct Appointment to have failed.
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m Negotiation Component of the PPP Agreement

o Restriction on negotiation proposal of the PPP Agreement

1. It cannot be proposed to reduce or adding new rights and obligations other than stated in the
Participant’s Proposal which have been evaluated by the Procurement Committee.

2. It cannot be proposed editorial changes which change the substances as referred to in point 1.

3. It cannot be proposed reduction of period which have been stipulated in the PPP Agreement.

4. It cannot be proposed reduction of administrative requirements or documentation in order to
achieve the Project Completion Stage Schedule, evidence of Force Majeure, evidence of Political

Events, modification, financing, asset transfer and other provisions stipulated in the PPP
Agreement.
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8.c Simulation of Implementation of Negotiation

Negotiation Period August 25th 2025 — no later than October 24th 2025

: Date September 16t - 17t 2025
Place Written through electronic mail and offline in accordance _ y Time 09.00 GMT +8 until finish
1 Place JI. Kesuma Bangsa No. 82, Kelurahan Bugis, Gedung

with the invitation from thr Procurement Committee . A Lt. 3 Balaikota, Kota Samarinda

The Participant’s Proposal
completed evaluation by

The Committee and
Participant signed the

In the event that the GCA and IBE
have agreed on all proposals

Participants respond to The Committee invite The Committee and

the Procurement

negotiation of the

The Committee submit >

or negotiate proposals

Participant to meet

Participant meet offline

Minutes of Negotiation

, Proposal from the Committee offline to discuss the proposal
Committee Result
August 22th 2025 *August 25t 2025 *August 29th 2025 *September 4th 2025 September 16th - 17th 2025 *September 17t" 2025
In the event that the GCA and IBE
have not agree on all proposals
**Negotiation can be in the components of . -
. . ] Committee/ Participant
- Technical Proposal (Components innovation on Model A rovide broposal on
L scoring scheme); and/or P P . P .
. . . outstanding issues
- Financial Proposal (Fixed Payment, and/or Volume
Payment amount) *September 19t 2025
Committee/ Participant
respond proposal on
Remarks: outstanding issues
Implemented via official electronic mail of the Procurement Committee and Authorized Participant *September 24t 2025
Implemented offline =

* The above timeframes are indicative only and subject to change according to the requirements of each party The Committee invite
Participant to meet

offline

*September 26t 2025
\/

The Committee and

Ulhe (Cammiiiee ene Participant signed the

Participant meet offline

agustus 2025 september 2025

i Sz 2o (= [t L S minggu senin selasa rabu kamis jumat sabtu

12 . Minutes of Negotiation
5 6 6 6 % 0 8 . ; : 130 1“1 152 “‘3 to discuss the proposal Result
10 1 12 13 44 15 18
7 18 189 20 2 2 2 &£ BB @ B B D *September 29t 2025 *September 29th 2025
24 25 26 27 22|® 29 30 21 ZZ 23 M »m ® o
1] -

17 Hari Kemerdekasn Republik Indonesia ke 5 Maulid Mabi Muhammad SAW
80
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Procedure of Direct Appointment due to Sole Bidder and Indicative Direct Appointment (DA) Process Timeline

Activity

Determination of PQ Result
Determination of Sole Bidder

Invitation + RfP
1st Aanwijzing
1st Site Visit

1st Written Question

1stWritten Answer

2nd Aanwijzing

2nd Sjte Visit

2nd Written Question
2nd Written Answer
Soil Test (if required)
Revision of RfP (if any)

Proposal Submission (admin,

technical, & financial)

Proposal Evaluation (admin,

technical, & financial)

Deadline
Legalization/Apostille
Submission

Negotiation

for

(technical,

financial, & draft PPP

Agreement)

Reporting of DA Result

Determination of DA Result

Timeline

April 11th 2025
April 11t 2025

April 17t 2025

April 28t - 30t 2025
April 28t - 30th 2025
April 21t - May 5t 2025

May 8t 2025

May 14t - 16t 2025

May 14t - 16t 2025

May 9t - 20t 2025

May 23 2025

April 29t - May 23 2025
June 3 2025

June 3 (09.00 AM) UTC
+08:00)

- August 1%t 2025 (15.00 AM)
UTC +08:00)

August 4th - 22nd 2025

August 21st 2025

August 25" until finish or no
later than October 24t 2025

1 business day since the
signing of minutes of
negotiation

10 business days since the
signing of minutes of
negotiation or no later October
315{

August 25" until finish or no

Finalization & Signing of PPP |ater than November 7t 2025

Agreement

April

July

August
1 2 3

September October
4 1 2 3 4 1 2 3
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- Q & A Session

Question Answers

1

2
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Thank You
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